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Improved Market Strategy with Industry
Focused, Customized Research

For 30 years, we have dedicated our business to

understanding Consumers and Professionals in specific
industries.

BUILDING

HOME IMPROVEMENT

LAWN & RANCH

Our industry knowledge paired with research expertise uniquely
equips us to deliver insightful recommendations that provides
your organization with strategies to improve your market
performance.

For more information, please visit TheFarnsworthGroup.com or email us at results@TheFarnsworthGroup.com
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RESPONDENT PROFILE E

GENDER TYPE OF WORK ANNUAL REVENUE

13% 25%

New
Construction

28% $2M or More - 15%
Repair
smrwo siom [N 18%
$500K to $999K - 15%
$250K to $499K - 16%
Less than
s220.000 N 2°%

Male 47%

Remodel
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BUSINESS CONFIDENCE

19-Q2 19-Q3 19-Q4 20-Q120-Q220-Q320-Q4 21-Ql 21-Q2 21-Q3 21-Q4 22-Q1 22-Q222-Q322-Q4 23-Q1 23-Q223-Q323-Q4 24-Q]

HWWW [CONFIDENT
CONFIDENT
61 73 67 76 78 81 76 84 78 85 83 82 81 -7 84 80 83 o AT ALL

femodel CONFIDENT

How confident are g 78 75 80 84 85 79 79 86 85 86 85 - 81 85 84

you in your Exterior  19.Q219-Q319-Q4 20-Q120-Q220-Q320-Q4 21-Q1 21-Q2 21-Q3 21-Q4 22-Q1 22-Q222-Q322-Q4 23-Q1 23-Q223-Q323-Q4 24-Q]

company’s ability to

et new business in 86 87 87 78 78 83 77 78 78 86 81 84 86 55 81 81 85
69 71 69
the next 6 Mechanical 5 5515031904 20-Q120-0220-0320-Q4 21-Q1 21-Q2 21-Q3 21-Q4 22-O1 22-0222-Q32-04 23-Q1 23-0223-Q323-04 24-Q1
months? [
! 68 75 72 80 75 82 75 78 77 83 77 76 79 55 81 79 83
Finish

\ 87 91 90 6, 68 70 75 78 82 80 74 73 79 75 83 83 45 84 7g 90

Landscape

19Q2I19Q3I19Q4I2O—Q1I2O—Q2I2O—Q3I2O—Q4I 21-Q1 I21 -Q2 I 21 —Q3I21 —Q4I 2-Ql I22Q2I22Q3I22Q4I 23-Ql I23 Q2I23 Q3I23Q4IZ4—@II



BUSINESS CONFIDENCE

—_— —_— —

19-Q2 19-Q3 19-Q4 20-Q120-Q220-Q320-Q4 21-Ql 21-Q2 21-Q3 21—Q4I22Q1 2-Q2 22-Q3I22Q4I 23-Q123-Q223-Q323-Q424-Ql

How do you expect

; Exterior
your company’s
revenue to change o N - ] e
over the next 12 19% : ,

months'? Mechanical 19-Q219-Q319-Q4 20-Q120-Q220-Q320-Q4 21-Ql 21-Q2 21-Q3 21-Q4 22-Q1 22-Q222-Q322-Q4 23-Q1 23-Q223-Q323-Q4 24-Q]

59%

0O,
52% 48% 51% 46% 48% 38% 42% 53% 45% 53%

! 0% 0% 1% 6% 18% T 12% 10%24%e 167 O —& 1% & su 7% 3%
K 3% ———0—0—0—— 7 "0 o o0

Finish 19,02 19-Q319-Q4 20-Q120-Q220-Q320-Q4 21-Q1 21-Q2 21-Q3 21-Q4 2-Q1 2-Q2 22-Q322-Q4 23-Q1 23-Q2 23-Q323-Q4 24-Q1

57% 51% 63% 65% 41%

‘/ & 89% 95% % i 6
% 0% 19 : 6% Q4% 19, 1% 396 10% A 5% 6% 29
\ 6 0% 1% A0 oW 5 6 1% 6 ) 6 2%

e — 0.

Landscape 19Q219-Q319-Q4 20-Q120-Q220-Q320-Q4 21-Ql 21-Q2 21-Q3 21-Q4 22-Q1 22-Q2 22-Q322-Q4 23-Q1 23-Q2 23-Q323-Q4 24-Q]

INCREASE

DECREASE



0PO0 -

Remodel Exterior Mechanical Finish Landscape

(n=150) (n=421) (n=71) (n=88) (n=40!)

By how much do you expect your
company’s revenue to increase
over the next 12 months?

! Caution, small sample size

Increase

BUSINESS CONFIDENCE

10%
6%
0-5% %

7%
3%

31%

6-10%
32%

41%

46%
11-20%

42%

- 0,
21-30% 18%

31-50%

51%+

Not Sure/ o
Don’t Know 3%
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Assuming you had no challenges with
- . BUSINESS CONFIDENCE
hiring skilled laborers, by what

percentage do you think you could grow

your revenue over the next 12 months? @ @ %S

Remodel Exterior Mechanical Finish Landscape
(n=105) (n=271) (n=40!) (n=52) (n=171)
X
()]
-
& 3
R N X
- ° X =
X o x1° N o
. @ & R 3 A N
X I 5 N - B & a1 B X X
B S m $ By & $ &
Additional 1-5% Additional 6-10% Additional 11-20% Additional 21-30% Additional 31-50% Additional 51%+ No change Dr;?",tslzgi’w

. . 9
! Caution, small sample size

16%



BUSINESS CONFIDENCE

INCREASED

L 4% 1 sy 8% 4% 44% 39% 409 Q% S0%  48%
% DECREASED

Remodel

b 63% 63% ) S5%  55%  50% 38% 479%
How has your ; :

’ Exterior
company s average
revenue per project o
’ 29% 38% 3% 9 . % 42% 4% o0 536 o

changed over the

past 12 months? Mechanicalig 55 19.0319-Q4 20-Q120-Q220-Q320-Q4 21-Q1 21-Q2 21-Q3 21-Q4 22-Q1 22-Q2 22-Q3 22-Q4 23-Q1 23-Q2 23-Q323-Q4 24-Q1

% 58% 63%
50% o o 9% 43% o

69% 57% 47%
34% 41%

%63%

Landscape ' ' ' ' T i i T i
P 19-Q219-Q319-Q4 20-Q1 20—Q220—Q320—Q4 21-Q1 21—Q2 21-Q3 21-Q4 22-Q1 22-Q222-Q322-Q4 23-Q1 23-Q223-Q323-Q424-Ql

10



00PO0 -

Remodel Exterior Mechanical Finish Landscape

(n=107) (n=411) (n=52) (n=63) (n=30!)

By how much has your company’s
average revenue per project
increased over the past 12

months?

! Caution, small sample size

Increased

BUSINESS CONFIDENCE

21%

0-5%
49%
6-10%
50%
11-20% 34%
34%
8%
7%
21-30% 12%
13%
4%
3%
2%
31-50% 3%
6%
2%
0%
4%
50%+ . 5%

5%
0%

11



BUSINESS CONFIDENCE

EXTREMELY
—0—o. | - .__._.——N,—.——.—._.__‘_—H—. BUSY
75 77 70 £z 58 59 64 67 71 70 74 8 74 76 71 g8 69 76 72 7.0 [
. . - ALL BUSY

Remodel 19-Q219-Q319-Q420-Q120-Q220-Q320-Q4 21-Ql 21-Q2 21-Q3 21-Q4 22-Q122-Q222-Q322-Q4 23-Q1 23-Q223-Q323-Q424-Q1

How busy would Exterior

72 69 64 63 59 68 68 66 71 75 75 g7 76 73 74 70 71

19-Q2 19-Q319-Q4 20-Q120-Q220-Q320-Q4 21-Ql 21-Q2 21-Q3 21-Q4 22-Q1 22-Q222-Q322-Q4 23-Q1 23-Q223-Q323-Q424-Q]

you say your

company is at this % 75 73 70 ¢o @1 67 64 67 74 69 74 70 75 73 72 75 69 76 75 69
t|me7 Mechanical 19-Q219-Q319-Q4 20-Q120-Q220-Q320-Q4 21-Q1 21-Q2 21-Q3 21-Q4 22-Q122-Q222-Q322-Q4 23-Q123-Q223-Q323-Q424-Q1

75 66 59 63 60 66 64 72 66 68 68 72 68 71 64 66 70 70 69

\ /3 80 ce 61 64 65 g7 74 72 72 59 69 67 74 65 69 76 69 70

Landscape 19—Q2 19Q319—Q420 Q1 ZO Q220 QZZO Q421 Ql 21 Q2 21-Q3 21 Q4 2Q1 22Q222-Q322—Q423Q1 23-Q223Q323-Q424 Q1 12




FUTURE CAPACITY

WEEKS

Remodel 2Q1 2Q2 203 204 23Q1 23Q2 23Q3 23Q4 24-Ql

. 22-Q1 22-Q2 22Q3 204 23QI1 23-Q2  23Q3 23-Q4 24-Ql
Exterior

How far out is your company

booked with work? .g.

Mechanical 2Q1 2Q2 2Q3 204 23Q1 23Q2 23Q3 2B3Q4  24-Ql

Finish 2Q1 2Q2 2Q3 2Q4 23Q1 23Q2 23Q3 23Q4 24Q]
* * * * *
‘ —o o— —————— oo on
AN 6.3 53 49 i e 6.1 74 :

Landscape 2Q1 2Q2 2Q3 2Q4 2BQ1 23Q2 2B3Q3  23Q4 24-Ql 13



NEW BUSINESS LEADS / INQUIRIES

IMPROVING
64 65 63 5z 57 54 59 63 66 63 68 59 67 65 63 62 58 67 64 65 DECLINING

Remodel 19.4219.0319-Q4 20-Q120-Q220-Q320-Q4 21-Q1 21-Q2 21-Q3 21-Q4 22-Q1 2-Q222-Q322-Q4 23-Q1 23-Q2 23-Q323-Q4 24-Q]

76 co0 70 67 67 65 61 63 71 68

Exterior 19-Q219-Q319-Q4 20-Q120-Q220-Q320-Q4 21-Ql 21-Q2 21-Q3 21-Q4 22-Q122-Q222-Q322-Q4 23-Q1 23-Q223-Q323-Q424-Ql

Thinking of ALL 63 63 60 63 55 59 63 63 65 62

your lead

sources, is your
company’s ability % 62 65 60 60 57 58 63 64 64 61 71 61 63 61 68 66 63 69 66 68

Mechanicalig.0219-Q319-Q4 20-Q120-Q220-Q320-Q4 21-Q1 21-Q2 21-Q3 21-Q4 22-Q1 22-Q222-Q322-Q4 23-Q1 23-Q223-Q323-Q4 24-Q]

to close leads
improving,

&
LI 7 5 oy o5 s v = o5 cx o4 sa 55 o5 o2 o mo a6 o5 &

staying the same

57 67 61 57 63 5g 59 57 65 62 64 5g 66 0 62 62 60 66 65 67
or declining? Finish 45 02 19.0319-Q420-Q120-Q220-Q320-Q4 21-Q1 21-Q2 21-Q3 21-Q4 22-Q1 22-Q222-Q322-Q4 23-Q1 23-Q223-Q323-Q4 24-Q1

‘/@ OO —— Ot ——e—
N 66 68 63 59 62 63 65 60 70 61 74 cg 69 63 70 66 gg 67 65 67

Landscape g 1519031904 20-Q120-Q220-Q320-Q4 21-Q1 21-Q2 21-Q3 21-Q4 22-Q1 2202 2-Q322-04 23-Q1 23-Q223Q32B-Q424-Q1 14




Thinking of ALL your lead sources, NEW BUSINESS LEADS / INQUIRIES E

what percent of your leads/inquiries

typically turn into a new job? @ @
oy

Remodel Exterior Mechanical Finish Landscape

(n=228) (n=56) (n=94) (n=122) (n=56)
§
X
2 %
=

X X

o 1n Q Eﬂ

X = 3 L

X X M &
- () -
R Q
= R N- & £ S
= ) = = X X
- o\o 8, 8..
o
X X
(T © o
N BY ©
X o & <y =
5 & II -
N S
0 -20% 21 - 30% 31 - 40% 41 - 50% 51 - 60% 61 - 70% 71 - 80% 81 - 100% Da‘,’,t,t ,'(‘,',f,/w
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NEW BUSINESS LEADS / INQUIRIES

EXCELLENT

63 63 cg 69 68 65 ©9 72 9y 71 75 71 74 75 72 71 67 73 70 72

POOR

i

Remodel 19-Q219-Q319-Q4 20-Q120-Q220-Q320-Q4 21-Ql 21-Q2 21-Q3 21-Q4 22-Q1 22-Q222-Q322-Q4 23-Q123-Q223-Q323-Q424-Q]

69 74 71 70 69 72 72 74 g7 74 73 T4 72 69 70 74 T4

Thinking of ALL
your lead

sources, how —e —o—¢ o A — ——
WOU|d you rate % | : 58 70 69 67 72 71 70 68 74 68 72 72 75 74 g9 73 72 73

Mechanical 13Q219-Q319-Q4 20-Q120-Q220-Q320-Q4 21-Q1 21-Q2 21-Q3 21-Q4 2-Q1 22-Q222-Q322-Q4 23-Q1 23-Q2 23-Q323-Q4.24-Q
the QUALITY of cenanies

your company’s

Exterior 19—Q219—Q319—Q42O Q120-Q220-Q320-Q4 21-Ql 21-Q2 21-Q3 21-Q4 22-Q1 22-Q222-Q322-Q4 23-Q1 23-Q223-Q323-Q424-Q]

71 75 67 69 68 69 68 68 71 71 68 69 70 68 71 72 74

leads/inquiries

over the 19-Q2 19-Q319-Q4 20-Q120-Q220-Q320-Q4 21-Ql 21-Q2 21-Q3 21-Q4 22-Q122-Q222-Q322-Q4 23-Q123-Q223-Q323-Q424-Q1
U A ‘ OOttt —t——¢
MONTHS? 57 63 gz 66 69 70 65 66 73 73 75 gg 74 70 74 T4 gg 73 71 75

Landscape 19—Q219—Q319—Q420 Q12O Q220 Q320 Q421 Ql 21 Q2 21-Q3 21 Q4 2Ql 22Q222-Q322—Q423Q1 23Q223Q323Q424 Q1



NEW BUSINESS LEADS / INQUIRIES

EXTREMELY

HIGH
60 66 61 57 0 58 60 65 66 65 70 64 69 69 65 63 63 69 66 65 BT

Low

Remodel 19-Q219-Q319-Q4 20-Q120-Q220-Q320-Q4 21-Ql 21-Q2 21-Q3 21-Q4 22-Q1 22-Q222-Q322-Q4 23-Q1 23-Q2 23-Q323-Q4 24-Q]

Thinking of ALL E 57 61 55 62 63 64 63 64 68 63 /° 59 68 68 68 66 66 62 69 67
Exterior 19-Q2 19-Q3 19-Q4 20-Q120-Q220-Q320-Q4 21-Q1 21-Q2 21-Q3 21- 22-Q122-Q222-Q322-Q4 23-Q123-Q223-Q323-Q424-Q1
your lead sources, Q120-Q220-Q320-Q4 21-Q1 21-Q2 21-Q3 21-Q4 22-Q1 22-Q222-Q322-Q4 23-Q1 23-Q223-Q323-Q4 24-Q

what is the current
VOLUME of your % 61 62 tcg 63 60 61 65 67 66 64 72 64 67 66 66 67 65 69 67 70

Mechanical 19-Q219-Q319-Q4 20-Q120-Q220-Q320-Q4 21-Ql 21-Q2 21-Q3 21-Q4 22-Q122-Q222-Q322-Q4 23-Q1 23-Q223-Q323-Q424-Q]

! g 65 54 64 68 59 63 61 66 63 65 65 66 62 62 63 61 65 67 69
Finish  19.Q219-Q319-Q4 20-Q120-Q220-Q320-Q4 21-Ql 21-Q2 21-Q3 21-Q4 22-Q1 22-Q2 22-Q322-Q4 23-Q1 23-Q223-Q323-Q4 24-Q]1

company’s leads
and inquiries?

® 00—t —¢—+—¢
N\ 60 61 5, 62 62 63 61 61 69 65 7 63 70 65 64 67 ] 69 69 69

Landscape 19.Q2 19-Q3 19-Q4 20-Q1 20-Q220-Q320-Q4 21-Q1 21-Q2 21-Q3 21-Q4 22-Q1 22-Q2 22-0322-04 23-Q1 23-02 23-Q323-Q4 24-019'



How has your company’s
average project size changed

over the past 3 months?

%
1%
7%
1%
3%

- II.I
[=)

m Ll

---

Gotten a lot smaller Gotten a little smaller

Stayed the same

46%

PROJECT SIZE E
0® S

Remodel Exterior Mechanical Finish Landscape

(n=228) (n=56) (n=94) (n=122) (n=56)

X
Q
N4
: TRE
K L B =
¢
Gotten a little bigger Gotten a lot bigger

18



What percentage of your current
projects fall into each price range?

This includes labor and materials.

PRICES OF CURRENT PROJECTS E

0PO0O

Remodel Exterior Mechanical Finish Landscape

(n=228) (n=56) (n=94) (n=122) (n=56)

R .
8 R
N < -
X Q
] R R
X
£ K
I |
o)
| |
M
Less than $2,500 $2,500 to less than $5,000 $5,000 to less than $10,000 $10,000 to less than $20,000 $20,000 or more

19



LABOR

EXTREMELY
M_*__’_H—‘-_’_—.—.—*—.—F‘_H—-‘—‘ CONFIDENT
5g 67 64 67 70 72 71 76 75 72 74 72 74 76 76 73 71 77 75 7.4 [N
: CONFIDENT

Remodel 19.0219-Q319-Q4 20-Q120-Q220-Q320-Q4 21-Ql 21-Q2 21-Q3 21-Q4 22-Q1 22-Q2 22-Q322-Q4 23-Q1 23-Q2 23-Q323-Q4 24-Q]

. ) 7. 7.7 7.8 76 81 77
How confident are E 68 67 74 67 73 75 68 71 71 70 71 72 73 71 69

you that your Exterior 19-Q219-Q319-Q4 20-Q120-Q220-Q320-Q4 21-Q1 21-Q2 21-Q3 21-Q4 22-Q1 22-Q222-Q322-Q4 23-Q1 23-Q223-Q323-Q4 24-Ql

company will have
enOUQh labor or will .ﬁ. 63 70 66 66 70 66 72 72 71 67 73 67 71 69 70 73 70 75 74 76

Mechanical19-Q2 19-Q3 19-Q4 20-Q120-Q220-Q320-Q4 21-Ql 21-Q2 21-Q3 21-Q4 22-Q1 22-Q222-Q322-Q4 23-Q1 23-Q223-Q323-Q4 24-Q1

be able to hire

enough labor over [
the ! 63 73 66 63 73 70 74 e7 72 71 69 73 71 76 69 74 g7 74 75 76
NEXT 12 Finish  19.0219.0319-Q4 20-Q120-Q220-Q320-Q4 21-Q1 21-Q2 21-Q3 21-Q4 22-Q1 22-Q2 22-Q322-Q4 23-Q1 23-Q2 23-Q323-Q4 24-Q1
MONTHS?
N 62 77 69 64 72 71 65 70 76 70 67 go 77 70 78 73 g7 74 74 80

Landscape 19, 19.G3 19-Q4 20-Q120-Q220-Q320-Q4 21-Q1 21-Q2 21-Q3 21-Q4 22-Q1 22-02 22-Q322-Q4 23-Q1 23-Q223-Q323-Q4 2491(')



LABOR

HIGH
IMPACT
57 62 59 57 61 6] 59 63 61 64 64 62 63 60 61 60 60 60 59 60 KM

Remodel 19-Q219-Q319-Q4 20-Q120-Q220-Q320-Q4 21-Ql 21-Q2 21-Q3 21-Q4 22-Q122-Q2 22-Q322-Q4 23-Q1 23-Q2 23-Q323-Q4 24-Q1

What type Of 50 54 55 59 63 62 59 51 60 56 62 58 67 61 57 64 60 64 68 62

Extorior  19Q219-Q319-Q420-Q120-Q220-Q320-Q4 21-Ql 21-Q2 21-Q3 21-Q4 22-Q1 22-Q222-Q322-Q4 23-Q1 23-Q223-Q323-Q4 24-Q

impact will labor

costs have on your
business over the 4'. 5> 57 57 58 58 55 54 59 59 60 /O 60 61 57 59 62 63 62 62 60

NEXT 12 Mechanical 19Q219-Q319-Q420-Q120-Q220-Q320-Q4 21-Q1 21-Q2 21-Q3 21-Q4 22-Q1 2-Q222-Q322-Q4 23-Q1 23-Q2 23-Q323-Q4 24-Ql

MONTHS?

55 54 57 65 55 59 58 62 59 62 61 63 62 62 58 62 60 62 62
19-Q2 19-Q3 19-Q4 20-Q120-Q220-Q320-Q4 21-Ql 21-Q2 21-Q3 21-Q4 22-Q1 22-Q2 22-Q322-Q4 23-Q1 23-Q223-Q323-Q4 24-Q

N\ 58 58 56 55 63 61 o5 54 58 66 73 64 59 58 ©7 62 62 61 58 55

Landscape 19-Q219-Q319-Q4 20-Q120-Q220-Q320-Q4 21-Ql 21-Q2 21-Q3 21-Q4 22-Q122-Q222-Q322-Q4 23-Q1 23'Q223-Q323-Q424—2(%1




CREDIT AVAILABILITY

EXTREMELY
AVAILABLE

NOT AT ALL
AVAILABLE

How available is E

CREDIT you need "'

for your business? §

Mechanical 2Q] 2Q2 2Q3 2-Q4 23Q1 23-Q2 23-Q3 23-Q4 24-Q1

Landscape 22-Q1 2-Q2 22-Q3 20Q4 23Q1 23-Q2 23-Q3 23-Q4 24-Ql -



MATERIAL AVAILABILITY

EXTREMELY
AVAILABLE

NOT AT ALL
AVAILABLE

i

Remodel 2-Ql 2-Q2 2-Q3 2-Q4 23-Ql 23-Q2 23-Q3 23-Q4 24-Q1

How available are E

MATERIALS you  “"'

need for your jobs? §

Mechanical 2Q] 2Q2 2Q3 2-Q4 23Q1 23-Q2 23-Q3 23-Q4 24-Q1

Landscape 22-Q1 2-Q2 22-Q3 20Q4 23Q1 23-Q2 23-Q3 23-Q4 24-Ql -



MATERIAL COST STABILITY

EXTREMELY
STABLE

EXTREMELY
60 VOLATILE

Remodel 2Q1 2-Q2 2-Q3 2-Q4 23-Q1 23-Q2 23-Q3 2304 24-Q1

How stable or

: Exterior 2Q1 2Q2 2Q3 2-Q4 23-Q1 23-Q2 23-Q3 23-Q4 24-Q1
volatile are your
MATERIAL
COSTS?
Mechanical 2Q1 2Q2 2Q3 2-Q4 23-Q1 23-Q2 23-Q3 3Q4 24-Q1

21
T

Finish 2-Q1 2-Q2 2-Q3 2Q4 23-Ql 23-Q2 23-Q3 23-Q4 24-Ql

AN Ll 68 56 5.8 6.4 = 65 65 6.4

Landscape 2-Q1 2-Q2 2-Q3 2-Q4 23-Q1 2302 23-Q3 2304 24-01




Improved Strategy from Industry
Focused, Customized Research

Brand Health &
Performance

Product
Development

Customer Behavior
& Attitudes

Market Sizing &
Structure

Profile customer for effective
targeting

Quantify product usage to
define market opportunity

Prioritize selection criteria to
know what you must deliver

Learn where they shop, when
and why for marketing and

sales opportunities throughout

the path to purchase

Explore product uses and
needs to establish viable
concepts

Validate concepts to
increased success and
adoption at launch

Define price & feature
combinations to win at point
of sale

Determine preferred
messaging and packaging to
attract buyers

Monitor brand performance to
measure marketing success

Capture brand perceptions to
define market position

Understand brand equity to
improve category growth
success

Define brand usage to
determine share opportunity

Define total product sales
volume to determine market
potential

Define brand share to
determine acquisition
opportunity

Define product distribution
structure to inform channel
strategy

Define share by customer
type to develop marketing and
sales strategy

For more information, please visit TheFarnsworthGroup.com or email us at results@TheFarnsworthGroup.com




