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Road map explanation USP

Marketing Consultancy bv

Research scope and inventory on willingness of members to participate

VIPA wants to have a more accurate view on the current size of the VIP market in Europe and Asia, to start with and is looking to commission a market size research within the vacuum insulation
market. The general scope of the research should be the current market size of VIPs split per application (buildings & construction, appliances, transport & packaging) and per core material (fumed
silica and fiberglass). The geographical scope should be European Union + EFTA + Turkey; China; Japan; South Korea. This means one figure for EU + EFTA + Turkey, one figure for China, one
figure for Japan and one for Korea. The report will be available ONLY to VIPA members and will be used for membership outreach and eventually at conferences or meetings VIPA might organize with

decision-makers.

VIPA therefore asked USP Marketing Consultancy to provide an overview of methodology and cost for such a research. During a telephone briefing USP already mentioned to best way to go would be a
supplier research, in which members (and non-members) will be the information source.

In order for a market size research based on a supplier perspective to succeed, it is important that there is willingness to participate. Therefore the first step needs to be an inventory on this willingness
to share relevant information based on which market size can be determined. Here it is important that all large members share information based on mutual trust. VIPA already has commitment of VIPA
members to provide all data and be available for interviews and exchanges with the selected company (via NDA agreement). VIPA will also invite companies in their list of prospect members to

contribute to the study.

USP has extensive experience in dealing with these confidentiality matters, in which also external legal advice from Ploum Lodder Princen will be part of the entire research process.

Inventory on ability to share relevant information

Next to willingness it is also important that we get the right information from the VIPA members. In order for USP to be able and in the end determine solid market size figures, USP suggests to start with
a few short calls (5) with VIPA members to see whether they are able to submit the right information, e.g.

- Production of relevant products split by region and segment
- Sales of relevant products split by region and segment (buildings & construction, appliances, transport & packaging) and core material (fumed silica and fiberglass)

- Estimation on the share of the market covered by VIPA members
- Names of other large competitors in the market which should be interviewed

After this inventory USP will give advice on the feasibility of the research in terms of being able to calculate market size. This will be based on both the ability of the VIPA members, but also the
willingness and ability of the non-members. We need to be sure that a relevant share of the market will be questioned (let's say 80%), otherwise results might become less reliable.

Final outcome after this phase should be to have a go/no-go decision on whether to proceed with the actual research.
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Road map explanation USP
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In-depth interviews with VIPA members and non-members

The start of the actual research starts with a kick-off meeting Brussels in order to discuss all relevant information to proceed. VIPA (and potentially a work group consisting of members) will give further
insight in the insultation market and the products at hand, while USP will thoroughly explain the research process.

After the kick-off meeting USP will conduct a script which will be used for the in-depth interviews. Here questions are stated which will contribute to determining market share, but there will also be room
for trend & development questions in order to see where the market is going. The script will be fine-tuned with VIPA.

VIPA will already made a list with member contacts to be interviewed and will also announce the research, so USP can make appointments for the telephone in-depth interviews. These interviews,
conducted by a project manager from USP, will take approximately 45 minutes and potentially involve sending a template to the interviewees in which relevant data can be filled out.

Based on the preliminary interviews also the non members will be targeted to participate in the research.

In order to be able and make a solid market size estimation it is important that we cover approximately 80% of the market with the interviews conducted. VIPA already mentioned 6 manufacturers in

Europe, 2 in China and 1 in Korea. In addition they have 4 suppliers (global) and 1 user (Bosch group) The number of interviews may change based on the preliminary inventory.

Reporting of the results

The report will consist of a market size and a trends and optionally developments (future expectations part). There will be made distinction between European Union + EFTA + Turkey; China; Japan and
South Korea. The results from the interviews will be reported in PowerPoint. In order to be able and calculate market size desk research needs to be conducted in order to gain insight in region specific
market characteristics. Of course the depth of the information will be depending on the ability of the companies to share this information.

Presentation and strategic discussion on results at VIPA
For market size researches it is important that all members are fully up to date on the opportunities and barriers regarding the outcomes. USP therefore suggests a presentation of the final report at VIPA in

which all members are present.
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Cost and planning of the research USP
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+ Below the costs and planning for the project are outlined in detail. USP has a day rate of € 1.100 for project managers (PM) (excl VAT). The final planning will be agreed upon after
the final agreement has been given, but USP can finish this project within 7 weeks from the kick-off meeting. All assignments carried out by USP are performed under the general
terms, which can be found on the website of USP (www.usp-mc.nl). Below, the costs and planning of this qualitative research can be found.

Costs and planning research

Inventory on feasibility research

Inventory on willingness of members to participate VIPA VIPA Week 1
Short interviews (5) to test ability 2.0 € 2,200 Week 2-3
Advice and discussion on proceeding 1.0 €1,100 Week 3-4

Research decision to proceed

Kick-off in Brussels 1.0 €1,100 Week 5
Desk research 5.0 € 5,500 Week 5-6
14 Interviews with VIPA members 6.0 € 9,240 Week 5-6

Interviews with non-members (# to be decided on through inventory phase): € 660 per interview

Reporting** 6.0 € 6,600 Week 7
Presentation 1.0 €1,100 To be discussed
Travelling expenses €250

Total costs (excl. VAT) € 27,090*

*Excluding external legal advisory cost which are for the entire research estimated between
€ 4,000to0 € 7,500

**Reporting without future expectations will cost € 4,400
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USP in Figures

USP Marketing Consultancy

Head office Subsidiary

h

Rotterdam

Dusseldorf

Total

70
Project Research

managers analysts

!'O

Consultants

* Market specialist installation,
construction and DIY from the start

* Dedicated and multi-client research
e Active in the market for over 25 years

* 218 dedicated market research
projects in 2016

W

~ Revenue distribution

O O O

70% turnover 90% of turnover 70% of the

coming from coming from turnover

international dedicated market is B2B,
projects research, 10% from 30% B2C

Onderzoek keuzeproces installatemsu%%g.lkeaggl en verbeterpotentieel kabelmontage

UsP
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82 Focus groups 2.104 in-depth

interviews
®
e A g
AdA
25.300 B2B B2C 34.250

CATI interviews online interviews

Research in 38 countries in 2016




USP’s of USP JUsk

Market specialist Strong network of Abilityto

for the construction, DIY partners covering all conduct research in -

and installation market major countries in multiple countries at Multi client reports
for over 25 years the world the same time covering Installers,

Contractors, Painters,
Consumers and
Architects

Dedicated market
IESEarcRBOtMBIBN @3 === 0 o c-eccecccccccessd
and B2C

Ability to target all
relevant
stakeholders in
the construction
and DIY markets

Experienced in
qualitative and
quantitative market
research

-

---------

Dedication,
honesty and love
for the industry

Deep knowledge
_of the
industry

Fact based
consultancy

- -
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What we do: Dedicated market research

Examples

@ Segmentation
@ Customer journey

UsP
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Dedicated market research

@ Branding

@ Customer satisfaction
Concept/product research

Distribution research
@ Trends

O B,

GLOBAL ASSOCIATION

@ Market exploration

Market size

'b.t. kabel en verbeterpotentieel kabelmontage

Tailor made

Driven by your information
needs

Advice & consultancy based
on fact’s and over 25 years of
experience in the industry

Worldwide coverage

B2B, B2C, qualitative and
quantitative research or a
combination of both

Within our market specialism,
all types of researches can
be conducted

Targeting the right audience,
with the right questions at
the right time



What we do:; Multi client research

UsP
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Providing continues information for our clients about their main target groups based on facts. Providing insights on key trends, turnover
development, future building volumes, background characteristics of the target groups and much more.

~

4

Architects

European architectural
barometer, 8 countries,
reports quarterly, 6.400
interviews by phone
annually. Trends like BIM,
DMU, Media orientation
and future building
volumes.

Contractors

European contractors
monitor, 8 countries,
reports quarterly, 6.400
interviews by phone
annually. Trends like BIM,
DMU, Media orientation
and branding.

HVAC installers

European installation
monitor: 6 countries,
reports quarterly, 4,800
interviews by phone
annually. Trends like
Branding, purchase
channels, Media
orientation and
background
characteristics including
turnover and order book
developments.

Electrical Installers

European electrical
installation monitor: 7
countries, reports
quarterly, 4,800
interviews by phone
annually. Trends like
Branding, purchase
channels, Media
orientation and
background
characteristics including
turnover and order book
developments.

Painters

Painters insights: 8
countries, reports
annually, 2.000 interviews
by phone annually. Trends
like mechanical
application, labour
shortage, purchase points
and branding.

Onderzoek keuzeproces installateurs m.b.t. kabel en verbeterpotentieel kabelmontage

Consumers

European home
improvement monitor: 11
countries, reports
quarterly, 26,400 online
interviews annually.
Trends like DIY vs DIFM,
online buying, branding
and information on a
product level.



Country scope JUsP
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Trends & Vision in the market USP

* Changing role of

e Building information e Design, Build
’ * Digitization the DIY stores

modelling will become and maintain
a license to operate

e Smart homes/offices

< Shiftine deciet i = Rretab v-viIIbecome e Increasing influence
PR S R more widespread engineers & contractors

* Going from gas heating

e Changing
towards electric

role of the
wholesale

e Qualitative &
guantitative labour

e Aging society in Europe

shortage Europe
e —————
o .
e Building industry needs = = _ .
to become Smarter, == ® Online buying of
——  faster and cheaper IIIII I products by
- professionals
o \
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