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European Mechanical Installation Monitor

Gain valuable insights into the European mechanical installation market with our quarterly analysis.
Conducted through 676 detailed phone interviews with registered HVAC installers and plumbers across
six key European markets, our research captures the latest trends and behaviours driving the industry.

Discover Industry Insights

Our research provides a comprehensive overview of the European mechanical installation market,
featuring:

* Fixed Part: Economic developments of installation companies in Europe, including order book and
turnover trends.

* Quarterly Themes for 2025:
* Q1: Sustainability
» Q2: Services in the installation market
* Q3: Purchase channels
* Q4: Training needs

Stay ahead of the curve with data-driven insights and in-depth analysis tailored to your business needs.
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About target group & methodology

USP

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 which 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 typically most interviews are 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 Q4 theme topic
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USP

TRAINING NEEDS in the installation sector...

This chapter will give insight into installers’ experiences with training courses in the past
year and their training needs for the future. The installation sector is facing a major
challenge in the shortage of experienced and knowledgeable labour. One remedy to the
shortage is to provide training to installers. It is therefore crucial for manufacturers, who
are often a source of training, to understand installers’ training needs.

...helps to understand installers’ experiences with training
courses and their future training needs

To provide the necessary insights, we covered the following topics:
* The way of attending trainings and future expectations

» Preferred ways of training

* Relevant training topics and preferred settings

* The best timing for trainings

+ Certification

» Labour shortage
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Business Development. Turnover balance of in rs Q4 2025 and Q1 2026
Lorem ipsum dolor sit amet, consectetur adipiscing elit
Lorem ipsum dolor sit amet, consectetur adipiscing elit. Mauris vitae turpis laoreet,

P : . : : alanc ics that see/expect an increase minus decrease in turnover
facilisis sapien cursus, ornare lorem. Class aptent taciti sociosqu ad litora torquent per 42 ompared to the tunover for Q4 2024/Q1 2025
conubia nostra, per inceptos himenaeos. Duis scelerisque turpis eu scelerisque

maximus. Nam interdum ante ultricies turpis suscipit, eleifend eleifend purus
malesuada. Suspendisse quis congue purus.

Cras convallis eros nulla, vel ornare velit laoreet quis. Vivamus luctus, ante 60%
60% 60% ’ 60% 60% 60%

50% I50°/o I50°/. I50°/. I50°/o I50°/.

cursus ipsum turpis non ante. UK Germany France Poland Belgium NL

tempus, nunc tellus molestie tellus, at ullamcorper lorem lorem vel er
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POSITIVE

rutrum a urna eget finibus. Se ' ipsum sit amet dolor fermentum
maximus et feugiat odio. Curab gravida condimentum odio eget, porta

suscipit lectus. Maecenas nec orc sque, lacinia leo non, tristique orci. Nulla

NEGATIVE

aliguam lacinia turpis id malesuada®Nam ac suscipit quam, quis vehicula velit. Fusce

non efficitur velit. Mauris consectetur, mi et tincidunt rhoncus, dui dui facilisis erat, eu
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Training needs:

Lorem ipsum dolor sit amet, consectetur adipiscing elit

Lorem ipsum dolor sit amet, consectetur adipiscing elit. Mauris vitae turpis laoreet,

facilisis sapien cursus, ornare lorem. Class aptent taciti sociosqu ad litora torquent per
conubia nostra, per inceptos himenaeos. Duis scelerisque turpis eu scelerisque
maximus. Nam interdum ante ultricies turpis suscipit, eleifend eleifend purus
malesuada. Suspendisse quis congue purus.

Cras convallis eros nulla, vel ornare velit laoreet quis. Vivamus luctus, ante et f

condimentum rhoncus quam quis porttitor. Aenean commodo ni
efficitur. Sed ut pellentesque mi, a commodo leo. Aenean

maximus et feugiat odio. Curabitu
suscipit lectus. Maecenas nec orci pe
aliguam lacinia turpis id malesuada. N

avida condimentum odio eget, porta
que, lacinia leo non, tristique orci. Nulla
m ac suscipit quam, quis vehicula velit. Fusce

non efficitur velit. Mauris consectetur, mi et tincidunt rhoncus, dui dui facilisis erat, eu

cursus ipsum turpis non ante.

-

r-provided training on

irely or purchase more frequently from A 2023

Germany 50%
Poland 50%
Belgium 50%
UK 50%

The Netherlands 50%

France 50%

4 4 > 4 <«

Labour shortage in the HVAC/plumbing/sanitary
installation sector A 2023

Poland 50% \/

The Netherlands 50%
Belgium 50%

UK 50%

Germany 50%

France 50%

4 4 > 4 <«
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CROSS-COUNTRY OVERVIEW | United Kingdom | Germany | France | Poland | Belgium | Netherlands USP
O

Core HVAC activities

Which of the following installation activities does your company perform?

UK Germany France Poland Belgium Netherlands
Sample size 125 125 100 126 100 100
Heating installations 50% 50% 50% 50% 50% 50%
Hot & cold-water installations 50% 50% 50% 50% 50%

Installation of sanitary ware 50% 50% 50% 50% 50%

Heat pumps 50% 50% 50% 50% ()

50% o

Ventilation 50% 50%

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

Other installation activities

rance Poland Belgium Netherlands

Sample si 125 100 126 100 100

Electrical installation () 50% 50% 50% 50% 50%

Solar cells, solar collectors 50% 50% 50% 50% 50% 50%

Home automation installation 50% 50% 50% 50% 50% 50%



Cross-country overview | UNITED KINGDOM | Germany | France | Poland | Belgium | Netherlands USP
O

@ Installers’ profile:

Core HVAC activities Installation activiti velopment:
Which of the following installation activities does your company perform? Per company size

1-4 514 15+ Lorem ipsu

sectetur adipiscing elit. Mauris

FTE FTE FTE vitae turpis ien cursus, ornare lorem. Class
Hot & cold water installation 50% 33% 33% 33% iti ra torquent per conubia nostra, per
Heating installations 50% 33% 33% 33%

Installation of sanitary ware 50% 33% 33%

(% installer: Heat pumps | Electrical installation | | Home automation

Heat
eat pumps 33% 00

Wastewater pumps and

water supply installations o

80

Ventilation
70
Air conditioning and cooling 60
50
Other installation g : 40
30
Electrical installatior 20
Solar cell solar collectors 33% 33% 33% "
0

Home automation installation 33% 33% 33% o o . @ o o o - @ e« A o - A

1
Base, all installers: N (2025)= 125
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CROSS-COUNTRY OVERVIEW | United Kingdom | Germany | France | Poland | Belgium | Netherlands USP
O

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

eget dolor.
‘ ; i == COMPARISON SAME QUARTER LAST YEAR

Turnover outlook last quarters and expectations for Q1 2026
Q: If you compare your turnover of Q4-25 to Q4-24, how did your turnover develop? | What are your expectations for the development in Q1-267?

TURNOVER BALANCE = (% INCREASE minus % DECREASE)

o

The United Kingdom Germany France Poland Belgium The Netherlands

13



CROSS-COUNTRY OVERVIEW | United Kingdom | Germany | France | Poland | Belgium | Netherlands

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

eget dolor.

Order book portfolio

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

(MONTHS)

12

10

(o]

(o]

N

N

23 24 25
United Kingdom

2

\S

W

‘;SP

USP

4 25

Germany

23

24 25

France

23

24
Poland

25

23

24

Belgium

25

23 24 25
The Netherlands
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CROSS-COUNTRY OVERVIEW | United Kingdom | Germany | France | Poland | Belgium | Netherlands

In most countries, a stable high share of installers has new projects from quarter to quarter. The
Netherlands has the highest average number of new projects. Compared to Q3, France saw an

USP

increase in the share of installers who had cancelled projects, while in Poland and Belgium this share

decreased.

Number of projects in Q4 2025

Q: How many new projects has your company scored/ been commissioned in Q4 2025? How many projects have been postponed in Q4 20257 In Q4 2025,

UK

Share of Avg.
companies # of projects

Q4-25 10
Q3-25 10
Q2-25 10

Q1-25 10
Q4-24 10

New
projects

Q4-25
Q3-25
Q2-25
Q1-25
Q4-24

Postponed
projects

Q4-25
Q3-25
Q2-25
Q1-25
Q4-24

Cancelled
projects

Germany

Share of
companies

Avg.
# of projects

France

Share of
companies

Avg.
# of projects

Avg.

# of projects
10
10
10
10
10

10
10
10
10
10

10
10
10
10
10

d and cancelled?

The Netherlands

Share of
companies

50%
50%
50%
50%
50%

50%
50%
50%
50%
50%

50%
50%
50%
50%
50%

Avg.
# of projects
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NEGATIVE

Cross-country overview | UNITED KINGDOM | Germany | France | Poland | Belgium | Netherlands

USP

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

eget dolor.

Turnover outlook

Q: If you compare your turnover of Q4-25 to Q4-24, how did your turnover develop? | What are your expectations for
the development in Q1-26?

TURNOVER BALANCE = (% INCREASE minus % DECREASE)
== COMPARISON SAME QUARTER LAST YEAR

Order book portfoli

Q: How big is your current or; ook portfoli

80% *(MONTH EU | THE UNITED KINGDOM
40% 12
11
10
0% 9
8
7
-40% 6 5.5
5
4 5
-80% 3
Quarter | 1 ) . . ; ) ., e ! , . . e Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4
2023 2024 2025 2026 2023 2024 2025
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CROSS-COUNTRY OVERVIEW | United Kingdom | Germany | France | Poland | Belgium | Netherlands USP
O

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

Key facts about trainings in 2025

Q. How many training courses in total did you or your employees attend during 2025?/What share of the trainings you or your employees attended during the 2025

% has attended training # training
courses

The United Kingdom 5

Poland 5

Belgium

The Netherlands

18



CROSS-COUNTRY OVERVIEW | United Kingdom | Germany | France | Poland | Belgium | Netherlands USP
O

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

eget dolor.
5%

Refrigeration [WAYA

Plumbing and HVAC product categories installers typically seek/ attend training — Top 5

Q. For which plumbing and HVAC product categories does your company typically seek/ attend trainings?

United Kingdom Germany France

Heat pumps AV Heat pumps Heat pumps AV

Boilers, water heaters &EYA

Boilers, water heaters AN Boilers, water heate

Gas/Gas safety AN Gas/Gas safety

N

N

(@)
o

o

Air conditioning AN Air conditioning

Refrigeration [EYA
Poland
Heat pumps WAYA Heat pumps AN Heat pumps WAYA
Boilers, water heaters s Boilers, water heaters 4SS Boilers, water heaters AN
Gas/Gas safety A Gas/Gas safety A Gas/Gas safety AN

Air conditioning Air conditioning A Air conditioning AN

Belgium The Netherlands

Refrigeration Refrigeration YA Refrigeration AN



CROSS-COUNTRY OVERVIEW | United Kingdom | Germany | France | Poland | Belgium | Netherlands USP
O

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

Preferences and expected changes regarding training methods
Q. Looking ahead, what format do you and your employees prefer for future trainings?

Preferred methods of training

Online | Balanced mix of both| Depends on topic | Face to face | Don’t know

United Kingdom

France

Poland

Belgium

The Netherlands

20



CROSS-COUNTRY OVERVIEW | United Kingdom | Germany | France | Poland | Belgium | Netherlands

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

Best topics for trainings — Top 5
Q. Which training topics would be most beneficial for you or your employees to increase knowledge/expertise? Please choose up to 5 answers.

France

30%

Bar colours legend: United Kingdom

Training mainly preferred online Troubleshooting  FEI0M Troubleshooting Bl
» Training mainly preferred face-to-face . . e
+  No preference in the training method Techn?rle]oig?/r;;peC|f|c TeCh”?rfi%?/n;peC'f'C

Product installation

Commissioning

Commissioning | &0}/

Product installation | %[0k

Commissioning  [F&{0k/

Product knowledge & Pr@kct knowledge & [ Product knowledge &  [SFFH9)
selection selection s selection
Belgium The Netherlands
Troubleshooting &) Troubleshooting  B<lob/

y-specific Technology-specific - Technology-specific

aining % training 30% training 30%
Product installation Product installation Product installation
Commissioning Commissioning Commissioning
Product knowledge Product knowledge & Product knowledge -
& selection selection 0 & selection .

USP
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CROSS-COUNTRY OVERVIEW | United Kingdom | Germany | France | Poland | Belgium | Netherlands

Manufacturers continue to play a very important role in informing installers about training, with
emails/newsletters still the preferred channel. Sales representatives (especially wholesalers’
representatives) are somewhat more important in Germany than in other markets.

Ways of getting information about trainings

Q. How do you typically receive information about training opportunities?

Manufacturer
Email/ newsletter
Sales representative

Website

Wholesaler
Email/ newsletter
Sales representative

Website

Other
Professional organisation
Colleagues

Searching on the internet

United Kingdom Germany

I 4
B 20%

B 8%

N 0%
I 55

B 7%

Poland

B <
i 52

| 5%

| 2%
| 1%
| 6%

Belgium

The Netherlands

B 7o I 4%

B 51

| 2%

| kA

j 6%

USP
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CROSS-COUNTRY OVERVIEW | United Kingdom | Germany | France | Poland | Belgium | Netherlands USP
O

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

Change of interest in installing manufacturers’ products after attending a manufacturer-provided specia
Q. If you attend specialised training provided by a manufacturer, do you typically use/install their products afterwards...

Switch to this manufacturer completely | More often | With the same freg

United Kingdom

Germany

France

Poland

Belgium

The Netherlands

23



CROSS-COUNTRY OVERVIEW | United Kingdom | Germany | France | Poland | Belgium | Netherlands

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

Timings for trainings in general
Q. When is the best time of year for training? Please specify the months that are most suitable for you .

Best | Worst month for training

United Kingdom Germany Fran

JFMAMJ JASOND J FMA L\ JUAUS O N JFMAMJ JASOND

Poland Belgium The Netherlands

JFMAMJ JASOND JFMAMJ JASOND JFMAMJ JASOND

USP
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CROSS-COUNTRY OVERVIEW | United Kingdom | Germany | France | Poland | Belgium | Netherlands USP
O

While overall training time preferences follow a similar pattern across topics, installers who prefer
specific topics, per indication, find certain months more suitable for training. For example, installers
interested in efficiency and sustainability training more frequently mention June, while those
preferring business training mention September more than others, but December not at all.

Timings for trainings per topic - Total Europe
Q. Which training topics would be most beneficial for you or your employees to increase knowledge/expertise? Please choose up to 5 answers. | When is the best time of year for training? Please specify the months that
are most suitable for you.

NOTE: the preferred month to consider a specific training topic was not directly investigated, so the analysis provided below provides only an indicative direction when installers who prefer a specific training topic would
prefer to have training in general.

—8—Product knowledge & selection

=&- Product installation
Commissioning

=& Troubleshooting

—e—\\laintenance

=&-Technology-specific

—8— System design/optimisation

—8—Energy/water efficiency & sustainability

=0—Regulations/subsidies

—o— Calculation tools/software

—=@—Business training

=e—Digitalisation

Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec

25



CROSS-COUNTRY OVERVIEW | United Kingdom | Germany | France | Poland | Belgium | Netherlands

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

Labour shortage in the HVAC/plumbing/sanitary installation sector

% of installers experiencing labour shortage

% of installers expecting to experience labour shortage in the coming 5 years

UK " e Netherlands
A 60% experience labour shortage 0%  2xperience labour shortage
¥ 60% expectlabour shortage \s7% expect labour shortage

Belgium Poland

! .
A 60% experience labour shortage 60% experience labour shortage

0,
V¥V 60% expect labour shortage 60% expect labour shortage

France Germany

A 60% experience labour urtage

¥ 60% expect labour shortay 60% expect labour shortage

AV Stronger increase / decrease 2 5%/ -5% Small increase / decrease < 5%/ -5%

60% experience labour shortage

USP
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CROSS-COUNTRY OVERVIEW | United Kingdom | Germany | France | Poland | Belgium | Netherlands USP
O

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

Addressing labour shortages: expected future strategies of HVAC installers and plumbers — Top 5
Q. How do you expect HVAC installers and plumbers will address the labour shortage in the coming years?

United Kingdom Germany France
Hire non-qualified staff and G Hire non-qualified staff and @ Hir n-qual. .cd staff and G
training them in-house training them in-house 30% .dii._them in-house 30%
Refuse work Refuse work 0% Refuse work 30%
Hire installers from other G Hire installers from other 3 Hire installers from other e
countries countries . 0% countries 30%
Increase prices Increas ices ; 80% Increase prices 30%
Use easier or quicker-to-install G Use easier or o ~ker-t 1l 5 Use easier or quicker-to-install @
products more often producte . ofte z products more often 30%
Poland Belgium The Netherlands
Hire non-qualified staff and & Hii 1-qL _aified staff and a Hire non-qualified staff and a
training them in-house tra.. .g them in-house training them in-house
Refuse work ' Refuse work Refuse work
Hire installers from other Hire installers from other a Hire installers from other 5
countries ‘ W countries countries
Increase prices ‘ W Increase prices Increase prices
Use easier or quicker-to-install -‘ Use easier or quicker-to-install Use easier or quicker-to-install
30%

products more often products more often products more often

27
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Cross-country overview | UNITED KINGDOM | Germany | France | Poland | Belgium | Netherlands

USP

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

Attended training in 2025

Q. How many training courses in total did you or your employees attend during 20257

Yes | No
Q BY FTE (% yes):
1-4 FTE 5-14 FTE 15+ FTE
50 O/ 33% 33% 33%
0
Base: n=125, all

Training courses attended in 2025:

10 Courses Qe

T 5-. “TE 1f -TE

attended
5 o )
\ bigar .he company, the
n. > .i1ing courses were
attended.

Base: n=83, if attended trainings

Attending training in HVAC prodi~tca 3. s -Top 10

Q. For which plumbing and HVAC product~® _oriesdc  you. apany normally seek/ attend training?

By FTE
1-4 5-14
FTE FTE
sas/uas safety 33% 33%
Heat pumps 33% 33%
Air conditioning 33% 33%
Boilers, water heaters 33% 33%
Health and safety 33% 33%
Ventilation 33% 33%
Plumbing tools 33%  33%
Regulations 33% 33%
Pumps for heating/water circulation 0 o o
(circulators) 33%  33%
Electrical installations 33%  33%

Base: n=125, all

15+
FTE

33%

33%

33%

33%

33%

33%

33%

33%

33%

33%
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Cross-country overview | UNITED KINGDOM | Germany | France | Poland | Belgium | Netherlands USP
O

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

Share face-to-face versus online trainings in 2025 Training organisers

Q. What share of the training you/your employees attended in 2025 was...? Q. Were the face-to-face/online training yor=  surem| /ees
organised by...

aded during the last year mainly

'holesales. Manuf (ure.s | Other organisations |
(like training institutes,
professional organisations)

50%
e—————— Facetoface — ¢ 25% 30% 25%
A

Base: n=87, if attended face-to-face trainings

0,

Base: n=60, if attended an online training

Base: n=83, if attended trainings



Cross-country overview | UNITED KINGDOM | Germany | France | Poland | Belgium | Netherlands

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

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

Number of trainings in 2025 versus 2024 Plans for attending training in 207 °

Q. Has the number of training courses increased, decreased or stayed the same in 2025 compared to 20247 Q. Will you or your employees attend anv™  .ssional ti hinos 757
Increased | Remained the same | Decreased | Yes | No

o

Base: n=125, all BY FTE (% yes):

1-4 FTE 5-14 FTE 15+ FTE
33% 33% 33%

wU%

Share of online training in 2025 versus 2024

Q. Compared to 2024, has the share of online/digital training that you or your emr’™ »esc  ac "di g
2025...7

Base: n=125, all
Increased Y N ad

ghu,  _ubstantially)

Base: n=60, if attended an online training

b
(substantially, slightly) Remained {g same

The leading reason for not attending training in 2026:
= Lorem ipsum dolor sit amet

USP

Lorem
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Cross-country overview | UNITED KINGDOM | Germany | France | Poland | Belgium | Netherlands USP
O

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

Preferred ways of training — VS. Most preferred ways of training i yen. 2
Q. Looking ahead, what format do you and your employees prefer for future trainings? Q. What are your preferred methods of tr="" . in gener

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

| Balanced mix of both | Depends on topic |

Ma _.facturer
32%, 32% Face-to~ .con-x trai 4 Dby ti.e manufacturer 33% 33% 33%
T ice-to-fa  trainir at | .anufacturers' premises 33% 33% 33%
Fe _-face training at your premises 33% 33% 33%
Online training/ webinars by the manufacturer 33% 33% 33%

Wholesaler

33% 33% 33%
33% 33% 33%
33% 33% 33%

Training by one manufacturer at the wholesalers

Training at wholesalers by multiple manufacturers
Online training/ webinars by the wholesaler

Other
Mix of online/digital and face-to-face training 33% 33% 33%
Tutorials/on demand training 33% 33% 33%
On-site training via mobile devices 33% 33% 33%
Training during exhibitions/fairs 33% 33% 33%

Base: n=56, those who had online and face-to-face training Base: n=62, random selection 32



Cross-country overview | UNITED KINGDOM | Germany | France | Poland | Belgium | Netherlands USP
O

Email communication from manufacturers has become the leading information channel for UK
Installers. Reliance on direct sales representatives has decreased, while online searching and
professional organisations maintain steady importance as supplementary information sources.

Ways of getting information about the training —Top 10
Q. How do you typically receive information about training opportunities?

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

Manufacturer’s email/ newsletter 55% 37% 39%
Wholesaler’s email/ newsletter gp¥L% 37% 14% 22%
Manufacturer’s sales rep. 13% 23% 24%
Searching online 24% 16% 15%

Professional organisation 8% 23% 22%
Wholesaler’s sales rep. I8% 3% 12% 10%
Manufacturer’s website Is% 3% 14% 5%

Email (in general) I7% 5% 9% 7%

Colleagues [|5% 5% 9% 0%

Wholesaler’s website |4% 3% 9% 0%

Base: n=125, all



Cross-country overview | UNITED KINGDOM | Germany | France | Poland | Belgium | Netherlands USP
O

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

Best topics for training — Top 5
Q. Which training topics would be most beneficial for you or your employees to increase knowledge/expertise? Please choose up to 5 answers
Q. For each of the following topics please specify if your company would prefer to have online/ digital or face-to-face training?

Best topics (% yes) Prefer to hav~ ™ ‘ar to nave it
P online (% face-to-face (%)

. AT =
A ‘ o (0]

AN T

PR e s

ANNGT O s

Don’t know

Product installation

Troubleshooting

Product knowledge & selection, incl.
compatible accessories

Commission

Base: n=82, random selection
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Cross-country overview | UNITED KINGDOM | Germany | France | Poland | Belgium | Netherlands

USP

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

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

Best time of the year for training
Q. When is the best time of year for training? Please specify the months that are most suitable for you .

30%

30%

Jan

Base: n=125, all

Feb

Mar

Ap

iay

Jun

Jul

Aug

Sep

Oct

Nov

Dec

30%

No
preference
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Cross-country overview | UNITED KINGDOM | Germany | France | Poland | Belgium | Netherlands USP
O

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

Paid training N Trainings topics installers would = ay {
Q. Would you be willing to pay for training? Q. For which training topics would you be<"" g to pay
Yes | Depends on the topic | No | Don’t know By FTE
1-4 514 15+
By FTE (% Yes) FTE FTE FTE
30‘7 F1T‘I1£ 5-14 FTE 15+ FTE Tec ical training 50% 33% 33% 33%
o

33% 33% 33%
Regulation ¢ . sustainability training 50% 33% 33% 33%

Business and soft-skill training 50% 33% 33% 33%
None 50% 33% 33% 33%

Don’t know 50% 33% 33% 33%

Base: n=125, all Base: n=106, installers who would pay for training 36



Cross-country overview | UNITED KINGDOM | Germany | France | Poland | Belgium | Netherlands

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

Interest in becoming a certified manufacturer’s installer
Q. If a manufacturer organises training, would you be interested in becoming a certified installer as
part of a comprehensive modular training program?

Yes | Depends on the topic | No | Don’t know
By FTE (% Yes)
’ I 1-4 5-14 15+
FTE FTE FTE
30%

33% 33% 33%

Change of interest in installing manufacturers oro 3

Q. If you attend specialised training provided by a manufacturer,© out, :a s asu ‘heir .ioducts
afterwards...

Switch to this manufacturer comple” [ wmc  »fte  With 7 same frequency as before
I

o

Base: n=125, all

Willingness to invest 2 training d='s t¢ 1« certification
Q. Would you be willing to invest 2 days of * ag per ¢ oloye - a certification program?

Yes | No | Don’t know

ETE (% ‘es)

'
-4 _-14 15+
FTE FTE FTE

)
3\ /0 33% 33% 33%

s’

Base: n=125, all

USP
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Cross-country overview | UNITED KINGDOM | Germany | France | Poland | Belgium | Netherlands USP
O

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

Experience of labour shortage . _ Dealing with the labour shortage  Tof
Q. Does your company experience a shortage of labour (professional HVAC installersor Q. How do you expect HVAC installers an<"  .nbersw, ddre = |labour shortage in the coming years?
plumbers) in your own work practice? Q. Do you expect a labour shortage in your operations in the
next five years? By FTE
1-4 5-14 15+
Yes |No | Don't know xpect labour shortage in the.
X u i . . WA :
A coming five years. Hire Rgqualiiygystcggend traln:z_gh?uesrg 33% 33% 33%
3 30/0 By FTE (% Yes) Increase prices 33% 33% 33%
1-4 5-14 15+
FTE FTE FTE Attracting youth/apprenticeships 33% 33% 33%
33% 33% 33%
Base: n=125, all More training needed by school system 33% 33% 33%
Hire installers from other countries 33% 33% 33%
Expectations of the labour shortage influence tra in_ ° ea
Q. How do you think the labour shortage will impact the\ e trainit. seds_ Vill\. umber of training Co-operate with self-employed / o o o
courses your company requires... independent installers (subcontract) 33%  33%  33%

Increase | Remain the same | Decrec |

\ 4
25% 25%

Base: n=69, if experiencing/expecting labour shortage 38
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APPENDIX

Respondents’ background characteristics

Job title of the interviewed respondents and the company size

Q. What is your position within the company? | Q. Yourself included, how many full-time employees does your company have in total, in all branches?

UK

Owner / Director/ Manager

Installer| 1%
Engineer/designerl 6%

Site manager 1%

Sales 1%

Purchaser 20/,

Advisor / consultant 1%
Calculator / Work Planner 20,

Project manager / leader 1%

other [ 19%

1-4FTE [ 31%
5-14FTE [ 35%
15+ FTE [ 34%

Q4 2025 data, unweighted

Germany

B 30%

France

| 2%
0%

| 3%
0%

Poland

Belgium

| 2%

| 1%

| 5%
0%

| 5%

| 1%

| 5%

B %

| 1%

.

B 25
i 22

Netherlands
| 2%
0%
0%
2%
3%

2%
i 7%

B 5%

B7%

USP
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About USP Marketing Consultancy
Trusted insights for over 30 years

With over 30 years of international experience, USP is a leading market research
and consultancy agency specializing in the construction, installation, DIY, and real
estate sectors. Each year, we operate in more than 30 countries, conducting
ongoing research to uncover trends, track market developments, and provide
actionable fact-based advice that drive strategic decision-making.

We go beyond delivering data. As a trusted specialist and strategic partner, we
inspire, advise, and drive growth. Our deep market knowledge, combined with
tailor-made solutions, empowers clients to thrive in the ever-changing
construction, installation, DIY, and real estate markets, laying a solid foundation
for sustainable, long-term success.

At USP, your growth is our mission — we deliver the insights you can truly build on.

Head office

The Netherlands — Rotterdam

Branche office

Croatia — Zagreb

Subsidiary

P

Germany — Dusseldorf

Research Project
analysts managers

agd

Consultants




USP

Tailor-Made Research
Insights designed for your business

USP conducts tailor-made research, combining deep sector expertise with
proven methods to deliver insights that drive strategic decisions and growth.

Sector Expertise
Deep knowledge of construction, installation, DIY, and real estate sectors.

‘L4
VANERY

Tailored Approach
Research fully aligned with your objectives, markets, and target groups.

International Reach
Experience in conducting research in 30+ countries worldwide.

Full-Spectrum Research
B2B, B2C, qualitative and quantitative research matched to your needs.

Actionable Outcomes
Fact-based, sector-driven advice that drives growth.

=0 & @



Research Portfolio
Our full spectrum of research

Research Type Business Need USP Advantage

USP reveals opportunities
et . Want to understand your .
Market Exploration market and opportunities? with deep market and
sector knowledge.
Looking to strengthen your USP benchmarks brand
.} Branding g to streng y health sector-wide for
= brand positioning? -
sharper comparison.
From market entry to customer loyalty, powered by
. . . . USP identifies drivers and
over 30 years of sector expertise, we deliver the full () customer satistaction i C3ce 0 e et~ | benchmari resuits
’ industry-wide.
spectrum of market research.
Unsure which price point USP defines competitive
. @ Pricing fits your marktft besf” prices with fact-based
We help businesses explore new markets, - sector expertise.
strengthen their brands, understand customer USP delivers acourate
H H 11 @ Market Size Need clarity on the real size sizing using proven models
needs, optimize pricing, and map the customer and growth of your market? g using p
and sector knowledge.
journey to drive growth.
. Want to know if vour new USP validates concepts
@ Concept testing . Y with the right professionals
concept will succeed?
and end-users.
. USP maps key touchpoints
® f::‘F Customer Journey Ready to improve your and translates them into
) customer journey? .
concrete improvements.




Client Testimonials

How clients value our tailor-made research

Gordon Murray-Smith
Market intelligence and insights Manager

USP is a trusted supplier of BMI as
they understand our business, are
professionals, and are pleasant to
communicate with.

Katerine Bruun Nielsen
Group insights Manager

USP always works very structurally
and professionally, and we always
feel in good hands.

Visit our for more testimonials.

Suzanna Lammerts van Bueren
Director Business Development Nothern Europe

USP thinks along and was able to,
besides delivering the insights,
brainstorm about the business
opportunities.

%y_BOSTIK

PAUL O’dweyer

Global Consumer Market Development Manager

Good relationship between the
project team, strong knowledge of
the insights, presented and
communicated very clearly.

USP

o

N\
GRUNDFOS

Joost Maarse
Global Lead Circular Economy

Delivered as promised and great
regular communication towards us
as a client.

Scipeider

Olga Kolos

Electrician Program Director, Global

We work with USP regularly, they
are flexible and provide us with good
results.

45


https://www.usp-research.com/

European Market Monitors
Continuous insights for your business

USP conducts ongoing market monitors, combining sector expertise with
reliable data to deliver insights that keep you ahead.

*#\ International Scope
Consistent monitoring across key European markets.

By
Ty

Decision-Maker Focus
Insights from architects, contractors, installers and end-users.

29
C; J\)

Reliable Tracking
Year-on-year data providing robust and comparable insights.

Economic and Thematic Trends
Tracking market trends, economic developments and key sector themes.

Fact-based Guidance
Clear insights to guide your decisions.

o B 68




USP

Available Market Monitors
Tracking trends that keep you ahead

%‘ HVAC Installers

: : : B Mechanical Installation Monitor
USP’s ongoing research monitors

provide direct, in-depth access to your gﬂ' Electrical Installers

most important target groups across Electrical Installation Monitor

Europe’s construction, installation, and

e et %  Consumers (DIY)
i AN SAA I (K'Y Home Improvement Monitor

These reports track long-term trends as ﬁfﬁ Handymen
well as rotating themes such as Handyman Insights Monitor
sustainability, digitalization, and @m

innovation, delivering actionable insights Architects

Architectural Barometer

to anticipate change and seize
opportunities. C@? Painters

Painter Insights Monitor

Contractors
A3 Contractor Monitor




Client Testimonials
How clients value our market monitors

PPG

Justyna Gudowska-Pohling
AC EMEA Customer Insights Manager

USP delivered the company good,
useful business recommendations
and insights, which have
accelerated business growth.

Caroline Roque
EMEA Consumer and Market Insights Manager

The USP team has very strong
expertise in the construction and
home improvement markets. We are
using their detailed home
improvement monitor reports very
extensively.

Visit our for more testimonials.

Daniel Angelovski
Group Insights Manager

The specialized insights in the Home
Improvement Monitor are a great
source of input for our industry
analysis.

=T

Catrin Klein
Head of Customer & Market Insights

The Contractor monitor reports that
we receive from USP provide
insights that are fact-based and
highly relevant. The reports are easy
to assimilate with our internal
audience and set foundation for
deeper discussions.

EVaillant

Hardy Jaeschke
Senior Manager Market Research

The USP reports help us better
understand different B2B target
groups, better assess their business
situations, and enrich our range of
knowledge enormously.

Scgider

Miryam Salvador
Global Channel Director

Their specialized insights into
construction and installation markets
enable us to make informed go-to-
market decisions based on factual
data. Their customer-centric
approach helps us put customer
needs at the centre of our decisions.


https://www.usp-research.com/

USP
Industry Leaders We Work With
Driving growth with our expertise

amtico @ > Y -1 DORN
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Marketing Consultancy

© 04 February 2026, USP Marketing Consultancy B.V.

The information in this publication is strictly confidential and all relevant copyrights, database rights and other (intellectual)
property rights are explicitly reserved. No part of this publication may be reproduced and/or published without the prior
written permission of USP Marketing Consultancy B.V.
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