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About European Mechanical Installation Monitor

THE GOAL

To check and track the behaviour and trends in the European Mechanical
installation market. This is done 4 times per year, by means of around
700 phone interviews (per quarter) with registered HVAC installation
companies and plumbers, divided over 6 major European markets.

THE RESEARCH TOPICS

Fixed part: Economic developments of the installation companies in
Europe (order book and turnover development)

Quarterly theme topics in 2023:

Q1: Sustainability

Q2: Services in the installation market
Q3: Purchase channels

Q4: Training needs

THE TIMELINE
Report Q1 Report Q2 Report Q3 Report Q4
& 1 1 1 >
May August November February

2023 2023 2023 2024

COUNTRY SCOPE

Background
characteristics of the
interviewed
respondents can be
found in the appendix

PROJECT TEAM

Market
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Senior Research

+31 683211709
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UsP

Dirk Hoogenboom
Research consultant

+31 652098924
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USP
About target group & methodology

Surveying HVAC installation companies...

Interviewed companies need to provide HVAC installation services, but they may also do
other activities in addition (Electrical installation etc.). Most interviews are conducted with
owners/ directors or purchasers of these companies.

... selected from a country-representative database

USP possesses an international database of HVAC installation companies, which is
constantly updated. Respondents are thus not part of a fixed panel; the sample varies from
wave to wave.

... through phone interviews, by native-speaking agents

Phone surveys are the best approach for obtaining a sufficient number of interviews, in order
to provide insights that can be relied on. These phone interviews are conducted by fixed
fieldwork partners, located in the respective countries.

... weighting the results based on company size groups

Country results are weighted so that all three company size groups* have an equal influence
on the total. As most interviews are typically conducted with small companies, we believe it
is important to correct in order for large companies to have an equal impact on the ‘total’
results. This way the results are not heavily influenced by many smaller companies.

*Group 1: 1-4 FTE; Group 2: 5-14 FTE; Group 3: 15+ FTE




About the Q3 theme topic

\e

UsP

Purchase channels in the installation sector...

This quarter we investigated the topic of purchase channels by asking installers through
wich channels they buy products they need for their work and what are the ways of
purchasing they prefer.

...helps to understand buying behaviour/habits of installers

To provide the necessary insights, we covered the following topics:

» Purchasing through different channels: at the traditional wholesale, pure online
players, DIY stores, building merchants and direct from the manufacturers.

» Special focus on:

» Purchasing through specialised wholesalers

» Buying products directly from manufactures

» Buying via pure online shops and future of online shops
* Modes of orderding products:

« Traditional (via telephone, fax, email, the sales representative or visit the
store)

* Online (via the website, web shop of the wholesaler or a wholesaler app)

* Modes of getting to the products: delivery vs. pick up at the wholsaler 5
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USP
Key takeaways

Turnover balance of ins* llers Q3 and Q4 2021
Business Development

Lorem ipsum dolor sit amet, consectetuer adipiscing elit. Balance of compan. . eelexp .INCi o€ minus decrease in
) . S ] turnover in 0204 2021 in. mparis to the turnover for Q3/Q4 2020
Lorem ipsum dolor sit amet, consectetuer adipiscing elit. Aenean commodo

ligula eget dolor. Aenean massa. Cum sociis natoque penatibus et magnis dis
parturient montes, nascetur ridiculus mus. Donec quam felis, ultricies nec, _
pellentesque eu, pretium quis, sem. Nulla consequat massa quis enim. Donec 600, % 00% 60% 60% 60%

pede justo, fringilla vel, aliquet nec, vulputate eget, arcu. In enim justs I I

rhoncus ut, imperdiet a, venenatis vitae, justo. Nullam dictum felis

40% 40% 40%
Lorem ipsum dolor sit amet, consectetuer adipiscing = *
Lorem ipsum dolor sit amet, consectetuer adipiscir®  it. A/ ¢ >« m. 1do
ligula eget dolor. Aenean massa. Cum sociis ratoqu , hat. 'Ss. ag.is dis
parturient montes, nascetur ridiculus mus. L~ gu m lis, ‘ricies nec,

pellentesque eu, pretium quis, sem. Nu. cor. 'gq. * ‘as quis enim. Donec
pede justo, fringilla vel, aliquetrn  vulpt. ‘ee  t, & . Inenimjusto,
rhoncus ut, imperdiet a, va=-natic  tae, ju. ). N am dictum felis .

40% 40%

POSITIVE

I40%

Sl 1]

NEGATIVE




Key takeaways

Theme: Purchase channels

Lorem ipsum dolor sit amet, consectetuer adipiscing elit

Lorem ipsum dolor sit amet, consectetuer adipiscing elit. Aenean commodo
ligula eget dolor. Aenean massa. Cum sociis natoque penatibus et magnis dis
parturient montes, nascetur ridiculus mus. Donec quam felis, ultricies nec,
pellentesque eu, pretium quis, sem. Nulla consequat massa quis enim. Donec
pede justo, fringilla vel, aliquet nec, vulputate eget, arcu. In enim justo, rhoncus
ut, imperdiet a, venenatis vitae, justo. Nullam dictum felis

Lorem ipsum dolor sit amet, consectetuer adipiscing elit

Lorem ipsum dolor sit amet, consectetuer adipiscing elit. Aenean commodo
ligula eget dolor. Aenean massa. Cum sociis natoque penatibus et magnis dis
parturient montes, nascetur ridiculus mus. Donec quam felis, ultricies nec,
pellentesque eu, pretium quis, sem. Nulla consequat massa quis enim. Donec
pede justo, fringilla vel, aliquet nec, vulputate eget, arcu. In enim justo, rhoncus
ut, imperdiet a, venenatis vitae, justo. Nullam dictum felis

UsP

Way of getting ordered products from the
wholesale (share of products)

GET THEM DELIVERED |

60% 60% 60% 60% 60%

>l R =
Share of installers

who get 100% of 40% 40% 40% 40% 40% 40%

their purchases
delivered




Installers buying directly from the manufacturers

% Share of installers buying directly from manufacturers

% Share of wallet of direct buying from manufacturers

The United Kingdom

439% Installers
10% Share of wallet
@

11%

France @

329% Installers

89% Share of wallet

Belgium
43%

Installers

Share of wallet

@ The Netherlands

E

449 Installers
11% Share of wallet

PS Poland

299% Installers
99 Share of wallet

Germany

® 5305 Installers
14% Share of wallet

UsP



USP
Installers buying directly from the manufacturers

% Share of installers buying directly from manufacturers

% Share of wallet of direct buying from manufacturers

Belgium
39% Installers

: : 18% Share of wallet
The United Kingdom ®

5904 Installers
199% Share of wallet
@

@ The Netherlands

439% Installers
189% Share of wallet

PS Poland

349, Installers
129% Share of wallet

France o

37% Installers

14% Share of wallet
Germany

® 5194 Installers
14% Share of wallet
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Summary | United Kingdom | Germany | France | Poland | Belgium | Netherlands USP
Core HVAC activities

Which of the following installation activities does your company perform?

UK Germany France  Poland Belgium Netherlands

Sample size 125 125 136 125 100 100

Heating installations 50% 50% 50% 50% 50% 50%

Hot & cold water installation 50% 50% 50% 50% 50% 50%
Installation of sanitary ware 50% 50% 50% 50% 50% 50%
Ventilation 50% 50% 50% 50% 50% 50%

Air conditioning and cooling 50% 50% 50% 50% 50% 50%

Other installation activities

UK Germany France Poland  Belgium Netherlands
Sample size 125 125 136 125 100 100

Solar cells, solar collectors 50% 50% 50% 50% 50% 50%
Electrical installation 50% 50% 50% 50% 50% 50%
Home automation installation 50% 50% 50% 50% 50% 50%




Summary | United Kingdom | Germany | France | Poland | Belgium | Netherlands USP

By company size By company size
1-4 5-14 15+ » - .
FTE FTE FTE o
Core HVAC activities Other activities FTE FTE FTE

Heating installations 40% 40% 40% 40% Electrical installation 40% 40% 40%  40%

40% 40% 40% Home automation installation 40% 40% 40%  40%
Installation of sanitary ware

Solar cell, solar collectors

0
40% 40% 40% installation

40% 40%  40%  40%
Hot & cold water installation
40% 40% . 40%

Ventilation

40% 40% 40%
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Business development




POSITIVE

NEGATIVE

COVID-19 | Summary | United Kingdom | Germany | France | Poland | Belgium | The Netherlands

Lorem ipsum dolor sit amet, consectetuer adipiscing elit. Aenean commodo
ligula eget dolor. Aenean massa

Turnover outlook last quarters and expectations for Q4 2021
TURNOVER BALANCE

(% INCREASE minus % DECREASE)

e COMPARISON SAME QUARTER LAST YEAR

UsP

The United Kingdom Germany France Poland Belgium The Netherlands



COVID-19 | Summary | United Kingdom | Germany | France | Poland | Belgium | The Netherlands USP

Lorem ipsum dolor sit amet, consectetuer adipiscing elit. Aenean commodo ligula
eget dolor. Aenean massa

Order book portfolio
Question: How big is your current order book portfolio? For how many months will you be able to keep your current staff working?

(MONTHS)

5.0 5.0 5.0

17 18 19 20 21 17 18 19 20 2117 18 19 20 21 17 18 19 20 21 17 18 19 20 21 17 18 19 20 21

United Kingdom Germany France Poland Belgium The Netherlands



COVID-19 | Summary | United Kingdom | Germany | France | Poland | Belgium | The Netherlands USP

Lorem ipsum dolor sit amet, consectetuer adipiscing elit. Aenean commodo
ligula eget dolor. Aenean massa

Turnover outlook Order book portfolio

If you compare your turnover of Q3-21 to Q3-20, how did your turnover develop? How big is your current order book portfolio?
What are your expectations for the development in Q4-21?

TURNOVER BALANCE (% INCREASE minus % DECREASE) ORDER BOOK (MONTHS)
s COMPARISON SAME QUARTER LAST YEAR EU | THE UNITED KINGDOM

POSITIVE

NEGATIVE
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Introduction | Cross-country summary

In Belgium and the Netherlands, some declines are already visible in the share of wallet of the
traditional wholesale. Almost everywhere, installers buy more directly from manufacturers.

Distribution of total purchase among channels
Approximately what share of your total purchase (the money you spend) on installation related products for your daily job is being done via the following
channels?

United . The
Kingdom Germany France Poland Belgium Netherlands
2021 [vs. 2019] 2021 [vs. 2019] 2021 [vs. 2019] 2021 [vs. 2019] 2021 [vs. 2019] 2021 [vs. 2019]
inst;fe?sf 19‘ Sow 19‘ instzstoﬁ)e?sf \g Sow \fc; insta(:/loe?sf \fca SOw \fc; instaoﬁ)e?sf \{Z SOy \/159 insta(:/ll’e?s]c \fq Sow \1/3 insta[:/loe?s]c \fq SOwW
SE
[u]m]
Specialised 0% A vV 40% A V| 40% A Y 40% A YV 40% A VY 40% A
Wholesaler
|€'§_l'£-l 40% A V 40% A VY 40% A vV 40% A v 40% A Y 40% A
Manufacturer
DIy
|:||-| 40% A V¥V 40% A V 40% A V 40% A V 40% A V 40% A
DIY Store
|E| 40% A ¥V 40% A vV 40% A V 40% A V 40% A V 40% A
Pure Online

AV Stronger increase / decrease = 5%/-5% Small increase / decrease < 5%/ -5%

UsP

vs.’
19



Introduction | Cross-country summary USP

Lorem ipsum dolor sit amet, consectetuer adipiscing elit. Aenean commodo ligula eget dolor.
Aenean massa

Way of ordering products (share of orders)
Looking at the way you order the products you purchase form the traditional specialised installation wholesale: what share of your total purchase is ordered....?

United
Kingdom

TRADITIONALLY*

Germany France Poland Belgium Netherlands

*Traditionally: via telephone, fax, email, the sales representative or visit the store



Introduction | Cross-country summary USP

Lorem ipsum dolor sit amet, consectetuer adipiscing elit. Aenean commodo ligula eget dolor. Aenean
massa

Way of getting ordered products (share of products)
Approximately what share of the products you order at the traditional specialised installation wholesale do you get deliveredand what share'do you pick up at the

wholesaler?

GET THEM DELIVERED
United The

Kingdom Germany France Poland Belgium Netherlands

Share of installers who get
100% of their purchases 40% 40% 40% 40% 40% 40%
delivered



Introduction | Cross-country summary

Buying directly from the manufacturers among installers

06 Share of installers buying directly from manufacturers

06 Share of wallet of direct buying from manufacturers

The United Kingdom
43% Installers

109% Share of wallet
@

Belgium
439% Installers
11% Share of wallet

France ®

32% Installers
89 Share of wallet

@ T'he Netherlands
44% Installers
11% Share of wallet

Poland
299% Installers

9% Share of wallet
Germany

® 530, Installers
149% Share of wallet

UsP



Introduction | Cross-country summary USP

Lorem ipsum dolor sit amet, consectetuer adipiscing elit. Aenean commodo ligula eget dolor. Aenean

masSa

Way of ordering products directly from the manufacturer
Looking at the way you order the products you purchase directly from the manufacturers, what share of your total purchase there is done....?

The

United .
Kingdom Germany France Poland Belgium Netherlands

*Traditionally: via telephone, fax, email, the sales representative or visit the store

TRADITIONALLY*




Introduction | Cross-country summary

Usage of pure online shops among installers

06 Share of installers buying at pure online

06 Share of wallet of pure online channel

The United Kingdom

639% Installers
8%  Share of wallet
@

Belgium
319% Installers

304 Share of wallet

The Netherlands
@® 31% Installers

France ®
904 Installers

1% Share of wallet

4940 Share of wallet

Poland

14% Installers
204 Share of wallet

® Germany
129% Installers
1% Share of wallet

UsP
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Theme topic — Purchase channels

United Kingdom




UNITED KINGDOM | Distribution of purchases | Specialized installation wholesaler | Manufacturer | Pure online shops | Offline vs. Online for some

products USP

Lorem ipsum dolor sit amet, consectetuer adipiscing elit. Aenean commodo ligula eget dolor. Aenean massa.

Distribution of total purchase among channels
Approximately what share of your total purchase (the money you spend) on installation related products for your daily job is being done via the following
channels?

% OF INSTALLERS USING THE DISTRIBUTION COMPANY SIZE - 2021
CHANNEL
A 2019 A 2019 1-4 5-14 15 and more

Traditional specialised installation wholesaler = +10% 60% +10% 40% 40% 40%

Traditional building material wholesaler  -10% 60% -10% 40% 40% 40%

Traditional hardware store = +10% +10% 40% 40% 40%
DIY store -10% -10% 40% 40% 40%

Directly from the manufacturer  +10% +10% 40% 40% 40%
Pure online shop -10% -10% 40% 40% 40%

Base: n=125, asked to all installers



UNITED KINGDOM | Distribution of purchases | Specialized installation wholesaler | Manufacturer | Pure online shops | Offline vs. Online for some

products

USP

Lorem ipsum dolor sit amet, consectetuer adipiscing elit. Aenean commodo ligula eget dolor. Aenean

massa.

40%

BUY AT SPECIALISED INSTALLATION WHOLESALER

Way of ordering products (share of orders)

Looking at the way you order the products you purchase form the traditional
specialised installation wholesale: what share of your total purchase is
ordered....?

TRADITIONALLY*

60%
P 50%
—— 40%
—
2017 2019 2021

Distribution company size - 2021

1-4 5-14 15 and more
Traditionally 40% 40% 40%

Base: n=122, asked to all installers buying at traditional specialised wholesalers
*Traditionally: via telephone, fax, email, the sales representative or visit the store

Development share of online orders
In the last 12.months, has the share of your online orders at the traditional
specialised installation wholesale...... ?

60%
40%
A 2019 +10% -10% +10% -10% +10% -10%
Significantly Slightly Remained the Slightly Significantly ,
. . Don't know
increased increased same decreased decreased

Base: n=122, asked to all installers buying at traditional specialised wholesalers



UNITED KINGDOM | Distribution of purchases | Specialized installation wholesaler | Manufacturer | Pure online shops | Offline vs. Online for some

products

UsP

Lorem ipsum dolor sit amet, consectetuer adipiscing elit. Aenean commodo ligula eget dolor. Aenean massa.

Way of getting ordered products (share of products)
Approximately what share of the products you order at the traditional

specialised installation wholesale do you get delivered and what share do you

pick up at the wholesaler?
GET THEM DELIVERED | PICK UP AT THE WHOLESALER

60%

50%
40%
30%
20%

10%
2017 2019 2021
Distribution company size - 2021
1-4 5-14 15 and more
Get them delivered 40% 40% 40%
Pick up at the wholesaler 40% 40% 40%

Base: n=122, asked to all installers buying at traditional specialised wholesalers

Some facts about the way of getting the products

T)!a GET THEM DELIVERED

40% of the companies get 100% of their products delivered. On

average, products are delivered 40 times per week and within 30
hours.

E PICKED UP AT THE WHOLESALER

400/0 of the companies pick up 100% of their products at the
wholesaler.

Installers pick up the products at the wholesaler 40 times per week
on average.

Base: n=122, asked to all installers buying at traditional specialised wholesalers



UNITED KINGDOM | Distribution of purchases | Specialized installation wholesaler | Manufacturer | Pure online shops | Offline vs. Online for some

products

UsP

Lorem ipsum dolor sit amet, consectetuer adipiscing elit. Aenean commodo ligula eget dolor. Aenean massa.

Delivery time in hours
Within how many hours are the products normally delivered to you?

40 hours is the average delivery
time in which the products are

normally delivered Q

By company size

1-4 5-14 15+
FTE FTE FTE
40 40 40

Base: n=115, asked to all installers who get product delivered to them from specialised
installation wholesaler

Top 5 wholesalers where most of the purchases are done
Can you mention the name(s) of the wholesaler(s) at which you are doing most of
your purchases?

#1 #2 #3 #4 #4

(50%) (40%) (30%) (20%) (10%)

Base: n=122, asked to all installers buying at traditional specialised wholesalers



UNITED KINGDOM | Distribution of purchases | Specialized installation wholesaler | Manufacturer | Pure online shops | Offline vs. Online for some products USP

Lorem ipsum dolor sit amet, consectetuer adipiscing elit. Aenean commodo ligula eget dolor. Aenean

massa.

40%

BUY DIRECTLY AT THE MANUFACTURER

Way of ordering products directly at the manufacturer
Looking at the way you order the products you purchase directly from the
manufacturers, what share of your total purchase there is done....?

TRADITIONALLY*

60%
*— 50%
—— 40%
—===0
2017 2019 2021

Distribution company size - 2021

1-4 5-14 15 and more
Traditionally 40% 40% 40%

Base: n=50, asked to all installers who buy directly at the manufacturer

*Traditionally: via telephone, fax, email, the sales representative or visit the store

Top 5 manufacturers where products are directly bought
From which manufacturers do you buy products directly?

#1 #2 #3 #4 #5

(50%) (40%) (30%) (20%) (10%)

Base: n=50, asked to all installers who buy directly at the manufacturer



UNITED KINGDOM | Distribution of purchases | Specialized installation wholesaler | Manufacturer | Pure online shops | Offline vs. Online for some products

UsP

Lorem ipsum dolor sit amet, consectetuer adipiscing elit. Aenean commodo ligula eget dolor. Aenean massa.

Development share of direct purchases from manufacturers
In the last 12 months, has the share of your purchases directly from the

manufacturers...?

60%
50%
40%

A 2019 +10% -10% +10% -10%
Significantly Slightly  Remained the  Slightly
increased | same decreased

| increased

— 1

Reason why increased

increased

20%

+10% -10%

Significantly Don't kiow
decreased

XX is the most mentioned reason why the
__, share of purchases from manufacturers

Base: n=50, asked to all installers who buy directly at the manufacturer / Reasons n=13

Expectation of online purchases

In the next couple of years do you expectthat the share of your online purchases

directly from the manufacturers will ..:?

60%
50%
40%

Slightly Slightly
increase decrease

Remain the
same

Significantly
increase

Base: n=125, asked to all installers

Significantly

Don't know
decrease



UNITED KINGDOM | Distribution of purchases | Specialized installation wholesaler | Manufacturer | Pure online shops | Offline vs. Online for some products USP

Lorem ipsum dolor sit amet, consectetuer adipiscing elit. Aenean commodo ligula eget dolor. Aenean
massa.

Order directly from a manufacturer's web shop Do not want to use the direct ordering via the web shop of the

% make use of the possibility if manufacturers offer to order directly from manufacturer
them via online web shop Why not?

Yes

“Lorem ipsum dolor sit amet, consectetuer adipiscing elit. Aenean commodo
ligula eget dolor. Aenean massa. Cum sociis natoque penatibus et magnis
dis parturient montes, nascetur ridiculus mus. Donec quam felis, ultricies
nec, pellentesque eu, pretium quis, sem. Nulla consequat massa quis enim.
Donec pede justo, fringilla vel, aliquet nec, vulputate eget, arcu. In enim
justo, rhoncus ut, imperdiet a, venenatis vitae, justo. Nullam dictum felis ”

60%

“Lorem ipsum dolor sit amet, consectetuer adipiscing elit. Aenean commodo
ligula eget dolor. Aenean massa. Cum sociis natoque penatibus et magnis

Q dis parturient montes, nascetur ridiculus mus. Donec quam felis, ultricies
BY ETE: nec, pellentesque eu, pretium quis, sem. Nulla consequat massa quis enim.

Donec pede justo, fringilla vel, aliquet nec, vulputate eget, arcu. In enim

1-X K 15+ justo, rhoncus ut, imperdiet a, venenatis vitae, justo. Nullam dictum felis ”

FTE FTE FTE
60% 60% 60%

Base: n=125, asked to all installers Base: n=30, all installers who do not want to use direct ordering via web shop of the manufacturer



UNITED KINGDOM | Distribution of purchases | Specialized installation wholesaler | Manufacturer | Pure online shops | Offline vs. Online for some products USP

Lorem ipsum dolor sit amet, consectetuer adipiscing elit. Aenean commodo ligula eget dolor. Aenean

Sy

Top 5 pure online sho} w. repr.aucts are directly bought

massa.

40%

BUY VIA PURE ONLINE SHOPS

Development share of online orders
In the last 12 months, has the share of your online orders at pure online shops? From which p:= “or. shop = ,ou .y installation products more often?
#2 #3
60%
50%
40%
% 20% (10%)
30% \ (30%) (20%)
@
A 2019 +10% -10% +10% 10% 2% -10%
Significantly _ Slightly Remained” Shy ly _lficantly Don't know
increased increased same decre ed decreased

Base: n=79, asked to all installers who buy via pure online shop Base: n=79, asked to all installers who buy via pure online shop



UNITED KINGDOM | Distribution of purchases | Specialized installation wholesaler | Manufacturer | Pure online shops | Offline vs. Online for some products USP

Lorem ipsum dolor sit amet, consectetuer adipiscing elit. Aenean commodo ligula eget dolor. Aenean
massa.

Reasons to buy via pure online shops —top 10 Reasons not to buy via pure online shops —top 10
What are the main reasons for you to buy via pure online shops? What are the main reasons for not buying at'pure online shops?
Per company size
1-4 5-14 152300
more
| need a special product 60% 60% 60% Do not trust the online shops
Quick delivery 60% 60% 60% | can't see and touch the product
Saves me efforts 60% 60% 60% Inconvenlent
Lack of technical knowledge
The prices are attractive 60% 60% « 60% g el

Loyal to my wholesaler

There is always good discount 60% 60% 60%
Old fashioned / conservative

This is the easiest way 60%  60%  60% N
Payment conditions are unfavourable
This saves me much time 0 60% 60% 60% , ) )
’ ’ ’ Price, discounts are less attractive
i i 0, 0, 0,

Urgent situation prv%  60%  60% Returning a product is difficult/ takes long
Wide product range 60% 60% 60% The lack of personal contact
oer A
Base: n=79, asked to all installers who buy via pure online shop Base: n=46, asked to all installers who do not buy via pure online shop



UNITED KINGDOM | Distribution of purchases | Specialized installation wholesaler | Manufacturer | Pure online shops | Offline vs. Online for some products USP

Lorem ipsum dolor sit amet, consectetuer adipiscing elit. Aenean commodo ligula eget dolor. Aenean
massa.

Type of products buying at pure online shops — Top 10
What type of installation products do you usually buy at pure online shops?

1-4FTE 5-14FTE 15+ FTE

Air conditioning 40% 40% 40%

Boilers, water heaters & water storage tanks 40% 40% 40%

Fixing products and systems 40% 40% 40%

Heat pumps, utilising the energy of the air or the ground to generate heat 40% 40% 40%
Hydronic heating controls such as zone valves, balancing and pipeline valves 40% 40% 40%

Pipe insulation 40% 40% 40%

Pipes/tubes and fittings 40% 40% 40%

Pressure reducing valves, safety valves and groups; backflow preventer 40% 40% 40%
Pumps for heating or hot water circulation 40% 40% 40%

Radiators 40% 40% 40%

Sanitary ware such as taps, mixers, thermostats, shower systems 40% 40% 40%
Spare parts 40% 40% 40%

Thermostatic radiator valves (heads and valves, lock shields) 40% 40% 40%
Ventilation, including air handling units 40% 40% 40%

Other 40% 40% 40%

Base: n=79, asked to all installers who buv via nure online shon



UNITED KINGDOM | Distribution of purchases | Specialized installation wholesaler | Manufacturer | Pure online shops | Offline vs. Online for some products USP

Lorem ipsum dolor sit amet, consectetuer adipiscing elit. Aenean commodo ligula eget dolor. Aenean
massa.

Purchase place
Where do you usually buy the following types of products?

Offline/ visiting the store Online stores or ordering online frem other channels Don’t know

Base: n=125, asked to all installers
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