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Sambrook Research conducted an independent survey at the recent
Glassex exhibition (5M-8" March) at the NEC, Birmingham.

15 companies were interviewed in order to gain feedback on market

growth expectations, key market trends, views on future threats and
where future market opportunities are thought to exist.

UK Market growth forecasts
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the last half of 2005 it has Forecast annual growth rates (%p.a.)
been very slow.”

The windows, doors and profiles market is expected to be static
this year and therefore will not experience growth.

The conservatories market is expecting slow growth, estimated
by the majority of respondents at around 1.5% pa.

The market expecting the highest level of growth is the
manufacturing and materials market. However anticipated growth in
these markets varied from -10% to 18%pa.

Market trends/key factors affecting growth

Windows / doors / profiles

House prices are high at the moment and buyers do not have the
disposable income to spend on improvements.

Consumer confidence is down and therefore there is limited
consumer spending.

Government are not releasing funds and therefore public sector
contracts are limited




“With house prices being
so high, and general
consumer spending being
so low, we are
experiencing major threats
at present.”

“Rising raw material costs
are a problem, also rising
energy costs, they both
drive up the costs of
production.”

Slow general economic growth is effecting most industry sectors

Move from panel doors to composite doors, therefore composite
doors are a growth area.

Current trend towards French doors replacing Patio doors,
therefore an increased demand for French doors is being experienced.

In the UK there is a move away from wood towards uPVC for
window and door profiles.

Conservatories

Because of the lack of market growth companies are spending
heavily on advertising, in an attempt to increase market share.

Consumer awareness is increasing and therefore there is a
demand for higher quality products.

Interest rates are having an effect on consumer spending.

Move towards glass roofs from plastic. This is being fuelled by
people buying there second conservatory and looking for a higher level
of quality.

The market is experiencing a lot of competition focused around
price, mainly due to the limited growth of the market; companies are
aiming to grow by increasing market share, at the expense of their
competition.

Manufacturing and raw materials

Oil prices have a big impact on raw material costs.

Higher levels of energy efficiency are now being demanded by
many customers.

More environmentally friendly methods of production are
becoming evermore popular within the market.

Move towards silicone sealants, away from polyurethane and
polysulphite.

Very seasonal industry, summer is a quiet period, not much
business done at that time of year.

Companies are now looking for more automation, less labour
intensive production methods, that are flexible. This is being fuelled by
an increase in labour costs.




“Colour profiles are a
major growth area at the
moment as consumers
look to move away from
the traditional white uPVC
profiles.”

“Cheap imports from the
Eastern European
countries are becoming
more of a threat to our
business.”

Market opportunities and threats

Windows / doors / profiles

growing market

Opportunities Threats

Growth as a result of Increase in production of
fabricators ceasing to produce French doors is a threat to the
patio doors, which is not cost manufacturers of traditional
effective for them patio doors

Kit patio doors are becoming Cheap imports from Eastern
increasingly popular with Europe threaten domestic
consumers products

Coloured profiles are a Copycat products

Innovation / new product

Less replacement demand,

design presents growth as uPVC has a much longer
opportunities lifecycle than wooden profiles
Composite doors are seen Rising steel costs are
as a growth area by many| pushing up the cost of
companies production
Conservatories
Opportunities Threats

Producing own range of
glass, as well as conservatories

Price competition from other
companies

Increasing marketing
support for products

Geographical concentration
of customers (70% South of
the M4, for one respondent)

Additional services such as
training courses for fitters and
installers

Saturation of market

Internal / organic company
growth

Manufacturing and raw materials

Opportunities Threats
Expanding geographically Major players leaving the UK
and internationally market, such as premier

profiles and KS profiles

Technology and innovation

Rising cost of electric

Ireland, is seen as a growth
area

Consumer spending is down
on previous years

Trend of modern design of
buildings having large glass
fronts

Replacement is down
because uPVC profiles have a
longer lifespan, this means
lower production in some
markets

Market saturation




“We would benefit from
information on new
product opportunities or
overseas markets.”

Market research

Many companies we interviewed were commissioning or considering
commissioning market research in the near feature, because they felt it
was essential in such a competitive market place.

MARKET INTELLIGENCE / INFORMATION

Respondents requested further market research information about the following:

Competitor analysis
Who are the major competitors and what is their market share?
Product information
Pricing comparison

Size and scale of market
Product segmentation
Insights into trends and buying habits
Key opportunities in each sector
The market demand for new products
Raw data for niche sectors

To gain feedback on perceptions, strengths and weaknesses from key players in the market
More information on future legislation / other developments that might affect the industry

We are able to complete bespoke market research studies that would deliver the above information. To
discuss a research project please contact:

David Williams, Marketing
Sambrook Research International
30 Station Road, Newport, Shropshire. TF10 7EN
Tel: +44 (0)1952 825444 E-mail:david.williams@sambrookresearch.co.uk
www.sambrookresearch.co.uk




INDUSTRY AND MARKET SECTOR EXPERIENCE

Sambrook Research International specialises in business to business market strategy research for
blue chip companies and government departments.

Track record of working for major blue chip organis ations

The majority of Sambrook’s work is carried out for major blue chip organisations, often presenting the
findings at board level. Repeat business from satisfied customers (including recommendations within
the group and externally) has been a key element of Sambrook’s growth and success over the last
18 years. Examples are as follows.

DTI CSU 28 studies (DTI has published 15 of Sambrook’s reports)
MBH group 16 studies (automotive and finance sectors)
Tarmac/Carillion group 16 studies (construction industry)

UK Hydrographic Office 10 studies (shipping charts, weather charts)

Wavin Building Products 7 studies (building products)

Glynwed Group 7 studies (ferrous and non-ferrous metal profiles)

Shell group 7 studies (chemicals, minerals and metals industries)
Hepworth group 5 studies (minerals and ceramics sectors)

AT&T/DT Industries 4 studies (automotive, aerospace and electrical industries)
Department of health 4 studies (doors and doorsets)

Leaderflush & Shapland 3 studies (healthcare systems)

Rolls Royce 3 studies (marine power industry)

Unipart 2 studies ( automotive aftermarket)

In addition, Sambrook works extensively for central government, and has conducted studies for the
European commission, DTI, the DETR and the MOD.
Experience in glass and associated industries

Sambrook has completed over 90 studies into the construction industry, which includes over 10
studies focused on glass and associated industries. Clients include:

Tarmac Construction : Glostal

Baggeridge Brick : Leaderflush & Shapland
BSI Association : Premdor

Plyglass . British Adhesives Ltd
Wavin Building Products . Pilkington

Our previous research projects into glass and its associated industries have covered the following
key areas:

Security glass

uPVC doors and windows
House design trends

Flat glass

Conservatory heating
Social housing doors




EXAMPLES OF PROJECTS RESEARCHING WINDOWS, DOORS AND CONSERVATORIES

Sambrook has carried out over 90 studies in the construction industry, and has completed over 10
studies specifically involving windows, doors, conservatories and glass. Some examples of these
studies are given below:

Security laminated glass — UK. Market size, past and future trends. Key product types
(polycarbonate/glass, PVB/glass, anti-spall films, etc) and key specification levels they achieve (anti-
bandit, bullet proof, bomb/blast proof). Key end-user segments (banks, jewellers, airports,
embassies, police, post offices, government buildings, retail premises, armour cars, IT centres, etc).
Key suppliers, market shares, activities. Distribution route to market (glass/PC suppliers, distributors,
specialist system suppliers, etc). Key buying criteria of importance and specification requirements for
different levels of security.

Aluminium and uPVC doors and windows - UK. Market size, segmentation (by type of end-user
sector and product), distribution structure, past and future trends. Buying issues. Main suppliers
market shares, activities, and perceived images, highlighting the main strengths and weaknesses.
Policy recommendations.

Domestic timber (panel and feature), steel and GRP doors — UK. Overall market size, segmentation,
past and future trends. Proportion of doors imported and future trend. Main suppliers market shares,
activities. The key factors of importance when buying domestic doors. Preferences for type of wood,
construction method. Perception of client organisation — key strengths / weaknesses.

Social housing door market — UK. Decision making process and buying patterns. Key service /
purchase criteria of importance when choosing a door supplier. Current / future usage trends by type
of door (timber, steel, GRP, PVCu). Awareness and perception of key suppliers used, main
strengths and weaknesses, and performance in terms of quality, service and price. Estimated market
size for social housing doors, segmentation (by type of product and by region) past and future trends.

Security window systems - UK. Public’s attitudes to home security - the importance of burglar
alarms, secure door/windows, locks etc. Attitudes and buying motivations for purchasing secure
window systems. Attitudes towards client’'s and competitor’s products and reasons for selecting
specific suppliers.

House design requirements and trends - a series of studies for different clients over a 10 year period,
assessing the key design, specification and buying requirements of local authority and private
architects, quantity surveyors, design and build contractors, and installers/builders. Products
assessed include facing bricks, rainwater systems, lighting systems, black ironmongery, glass,
windows (aluminium and uPVC), heating systems, lead sheet, adhesives for wall and floor tiles,
mortars, cavity trays.

Performance doors — UK. Key specification / buying issues of importance. Perception of the client
and two key door ranges, highlighting the main benefits and drawbacks of each. Ranked importance
of potential benefits for use in promotional activities. Attitudes to price. Reasons for changing
specifications. Future product requirements. Media preferences (traditional paper-based, CD ROM
and websites).

Flat glass - UK The buying process and customers needs when buying or specifying glass.
Awareness and image of the main suppliers. Specific performance ratings of suppliers against key
end-user needs.

Space heaters - UK. UK market size for space heaters, past and future trends. How the market
varied by electric and gas fired heaters. Detailed segmentation of different markets, and key trends.
The main suppliers active in the market, sales levels and key product sectors where active. An in-
depth analysis of the use of space heaters within conservatories , including interviews with major
conservatory manufactures.




SAMBROOK'’S RESEARCH OPTIONS

Sambrook Research specialises in conducting in-depth, qualitative studies which deliver focused,
accurate results and strong strategic recommendations.

Strategy research requires a variety of different skills and each project is individually tailored to
meet the specific requirements of each client. 7 types of study most frequently commissioned by
clients are:

Market strategy, size and segmentation

Image perception and performance benchmarking
New product or concept testing

Advertising and marketing strategy

Diversification into new markets

Outsourcing supply chain management

Pre / post acquisition study — commercial diligence

Brief explanations of the four types of studies that are most frequently commissioned are listed
below. For further details on the types of research that we carry out, please visit the ‘Services’
section of our website (www.sambrookresearch.co.uk) or contact us.

A market strategy study may include

size and nature of the market, past and future trends

market segmentations (end user / product / geographical) and future growth forecasts
key competitors' market shares, current activities and future policies

assessment of the main strategic opportunities available

recommendations to enter new market, gain market share or defend current position

Image studies include

assessment of customers’ needs and expectations of their suppliers

end-users' awareness of suppliers

customers brand image of you and your competitors

analysis of your perceived strengths and weaknesses

recommendations to improve your brand image and exploit your competitors' weaknesses

Performance benchmarking studies  include

the buying process, who makes the final decision and who influences them

assessment of customers’ needs and expectations of their suppliers

client performance measured against key competitors

Analysis of areas of performance where dissatisfaction is greatest and the key reasons
recommendations (prioritised in order of urgency) highlight where future actions need to be
focused to improve chances of winning work in a competitive environment.

Diversification studies include

generating potential product / market opportunities in a joint brainstorming session

selecting a short-list of which opportunities to research

broad assessment of these markets to identify the most promising ones

detailed research in the most promising markets , the scale and nature of each market
opportunity and the key requirements for a supplier to succeed

strategy recommendations - which markets to enter and how in order to maximise the chances
of success




SAMBROOK RESEARCH — INTERNATIONAL EXPERIENCE

About 40% of the projects that Sambrook Research International undertakes involve researching
international markets, either as single country or multi-country studies.

Over 40% of the projects we carry out involve researching International markets. Europe is the most
researched region, accounting for 27% of projects — about half are pan-European studies and half
researching specific countries. North America (including the USA) accounts for 7% of projects and
projects in the rest of the world are mainly carried out in Asia and the Far East, with a few projects in
the Middle East and Africa. About 5% of the projects carried out have involved a world-wide market
studies with primary research carried out in several continents. Team members are fluent in all the
key European languages.

THE MAIN MARKET RESEARCH METHODS USED

Face-to-face competitor interviews - Our executives manage to interview 75% of the main
competitors. Interviews often last up to 2 hours, during which time key market trends are discussed
in detail. Respondents are usually co-operative and interested in the research and our executives
leave on a friendly note, in some cases interviewing respondents again years later.

Face-to-face specifier / distributor / end-user interviews - We interview at the highest level to get the
information. Interviews are carried out professionally and usually strengthen the customer-supplier
relationship. They last 1-1 % hours, the tone being adjusted to suit the respondent, from the owner of
a local distributor, to a Director of a major multi-national corporation.

Telephone interviews - These amplify key issues discussed during face-to- face interviews. They are
also useful to get small quantities of specific information, and can be very cost effective in obtaining
image data.

Desk research - desk research at the beginning of a research project, such as published data and
import/export statistics can provide valuable back-up information to the main research methods.

Group discussions - For consumer research this is often the best and most cost-effective method of
obtaining reliable data. We liaise very closely to ensure that the sample selected in the groups
reflects the characteristics of the total market, i.e. by region, sex, socio-economic group or age.




SAMBROOK RESEARCH INTERNATIONAL - CLIENTS

Single client research studies have been commissioned by over 150 organisations since 1988, and
over 75% of Sambrook Research International's current work is repeat business. Clients that have
commissioned research in the automotive industry are highlighted.

Aalco

Albright & Wilson
Amalgamated Packaging
Ambirad

Amptec

Antler

Applied Holographics
Assembly Test & Technology
Aveling Barford

Avesta Sheffield

Baggeridge Brick

BAL

Berkeley

Berkshire Health Authority
Billiton

Blue Ribbon Label Company
Bowater Group

Braby Fuller

Bristol and West Building Society
British Lead Mills

British Security Industry Association
British Steel

British Telecom

Carbodies

Castle Site Services
Causten Cartons

Central Dairies

CFM

Chamberlin and Hill
Chapman Packaging

Chase Corporation

CMP

Council of Mortgage Lenders
Coal Products

CP Environment Engineering
Consumer Safety Unit
Containers Direct

Cookson Group

Costain

Coventry Tubes

Crown House Engineering
CSL Group

Deans Powered Doors

Dean & Wood

Delta Engineering
Department Trade & Industry
Department of Health

DERA

DETR

Douglas Engineering

Dowty Aerospace Hydraulics
Drake Aviation

Ebac

European Commission
Elswick plc

Evertaut
Executivesonline
Fernox

Formwood

Fred Duncombe

Gaz de France

GB Crate Hire

GKN

Glostal

Glynwed Metal Services
Granwax

Graseby Dynamics
Greater Manchester Waste
Handy & Harman

Hepworth Minerals & Chemicals

Hepworth Refractories
Highland & Island Enterprise
Hille Auditorium

Hille International

Hogg Robinson

Honeywell Industrial Service
Huntleigh Healthcare

HP Foods

IBP (Delta)

ICL

IMI

Initial Personnel Services
Jarvis Porter

Johnston Sweepers

Jung Pumpen

Keller Ground Engineering
Kemutec

Labeltech

Laporte Electronics
Leaderflush + Shapland
LCP Ashlyns

LEGO

LEX Transfleet

LG Electronics

Lilleshall Company
Lindsay & Williams

London Taxis International
LTF

LS Multisecure

MacLeans

Magnox

Managed Training Services
Manganese Bronze Holdings
Mann & Overton

Manweb

Masco

Met. Office

Micro Image Technology
Mid Southern Water
Ministry of Defence

Mintex Don

Morgan Material Technology
N. Scotland Hydro Electric
National & Provincial
National Power Energy Direct
NCR

Neslo

Norcross Group

nPower

Nuaire

Nuclear Electric
Perseverance Mills
Pickfords

Pilkington

Plyglass

Premdor

Prostab

RAPRA

Rexam (DRG)

RFS Engineering

Rhodia

Rigby Maryland
Rolls-Royce Power Engineering
Rotatec

RTZ

Sandvik

Scapa Tapes

Scootabout

SEMA

Sheldon Bush

Shell Ventures

Smiths Industries

Simon Engineering
Soprelec

Sparkprint

Strachan & Henshall
Sturmey Archer

Tarmac Construction
Tarmac Topmix

Transas Marine

Trimite

Unipart DCM

UK Hydrographic Office
Unitex

Vehicle Certification Agency (VCA)
W L Gore

Ward Packaging

Wassall

Wavin Building Products
Wavin Industrial Products
Wellhouse NHS Trust
Westinghouse Cubic
Wirrall Health

Xomox

Yorkshire Bank







