state of the ndi report

State of
the Industry

An assessment of the
water treatment industry

ater Quality Products understands the importance of
Wkeeping up to date with current industry trends and

information. We are pleased to bring you our seventh
annual State of the Industry Report, which includes valuable
current information regarding the water treatment industry and
its trends.

The 2013 State of the Industry survey provides a detailed assess-
ment of the water quality industry. Different market dynamics
were studied, including professional and business demographics,
budgeting and purchasing involvement and expenditures, industry
resources utilized, and importance of industry topics.

The survey was e-mailed to a random sample of 6,697 Water
Quality Products subscribers, and 221 surveys were completed
(3.3% response rate).

More than half (58%) of the respondents stated they have a
primary job function of executive management at their companies;
an additional 19% have a marketing and sales function, followed by
engineering (12%) and service (11%).

Approximately one-quarter (26%) of the respondents said they
have been in the water quality industry between 20 and 29 years,
while another 38% said they have been in the industry for more
than 30 years.

Forty-one percent of respondents identified their principal activ-
ity as dealer/contractor. Another 23% said they were manufactur-
ers/suppliers, followed by specifying engineers (16%), distributors/
wholesalers (15%) and plumbing/heating/air conditioning (5%).

Water Quality Products is committed to keeping our readers
informed and up to date with current industry issues, and we will
continue to research and report on the current state of the industry
throughout the year. wgp

For more information on this subject write in 1001 on this
issue’s reader service card.
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Which one of the following best describes
your primary job function?

Executive Management 57.9
Marketing/Sales 19.5
Engineering 11.8

Service 10.9
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In which of the following ranges does
your age fall?

Boo

Less than 30

| N

30 to 39

40 to 49

37.4
50 to 59

34.2
60 to 69

11.4
70 or older
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In which region is your company located?
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Approximately how many years have you
been in the water quality industry?

Less than 10 years [REK:]

10 to 19 years 22.6
20 to 29 years 26.3
30 years or more 37.3
0 5 10 15 20 25 30 35 40

Percent

Approximately how many years has your
company been in business?
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What percentage of your revenue comes
from the following product/service categories?

12.3
Water Conditioning/Softening Equipment
11.7
Service Calls
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Filtration Equipment
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Filters, Housings
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Pumps

7.4
RO Systems, Components, Supplies

Faucets, Tubing, Fittings, Accessories
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Instrumentation, Controls, Monitors, Sensors

Testing, Laboratory Services
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Please rate how important each of the following
topics will be in the coming year.

7.3
Sales/Marketing
7.2
Training
6.7
Staffing
6.3
New Product Introductions
6.2
National Regulations
6.2
State Regulations
5.8
Certification
5.8
Contaminants
5.6
Accounting/Office Management
585
Financing
515
Well/Groundwater
5.2
Disinfection
5.2
Green Technologies

Industry News
4.9
Filtration Media
4.8
Membrane Filtration
4.2
Alternative Softening Systems
3.9
Onsite Wastewater Treatment/Reuse
3.9
Rainwater Harvesting/Reuse
3.8
International Market
3.6
Bottled Water

0 1 2 3 4 5 6 7 8 g 10
Not important Very important
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Which of the following best describes
your principal activity?

41.2

Dealer/Contractor

22.7

Manufacturer/Supplier

15.7

Specifying Engineer

15.3

Distributor/Wholesaler

5
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Plumbing/Heating/Air Conditioning
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What are your company’s estimated
gross sales for 2013?

Less than $100,000

$100,000 to $499,999

$500,000 to $999,999

$1 to $4.9 million

$5 to $9.9 million

$10 million or more
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Iron or H2S problems? N

CHARGER

Charger has your natural solution. . =~

www.chargerwater.com

The Charger IronBreakerll Iron and H2S filter system uses natural oxidation!

WATER QUALITY PRODUCTS

e No Chemicals » No Air-Pumps ¢ No External Venturis ¢
Simply...Clean. Clear. Water.

For more information about the /o Breaker,
call your local Charger warehouse.

[ Bredterm

’—-‘—-..

Write in 753

by Charger
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Do you plan to expand your operation? Which of the following industry associations
do you belong to?

47.6
Yes, within 24 months 377
49.5 WQA
No changes planned
24.5
I 2.9
Reduce operations within the next 24 months Gulie
If yes, how do you plan to expand? 19.8
62.9 Regional WQA
Add Staff 2.4 Other mentions:
IBWA, NGWA,
NOWRA ARCSA
Introduce New Product Lines
17.4
4
. Other
Open/Expand Location Other mentions:
Acquisitions, 35.4
adding dealers :
Other None
0 10 20 30 40 50 60 70 80 0 5 10 15 20 25 30 35 40
Percent Percent
vvnarts In Your .
L) e — 2 4 D . _ - Test Strips
C IS - t .. r, : W t r’) Quick & easy water
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quality profiles!

Come to the experts!

LaMotte is a committed leader in providing quality kits and equipment
for water testing. With over 90 years experience in the water testing
industry we produce the broadest line of portable test kits and

equipment along with providing strong technical support. Chemical it Gy

Electronic Meters
Wide range of individual
& combination outfits

Water Quality
Sales Kits
Effective sales
tool for on-site
demonstrations!

ST g = Contact us
=~ fora free

£ La M - catalog!
= ofte

PO Box 329 ¢ Chestertown, MD 21620 800-344-3100 ¢ www.lamotte.com

Write in 754
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Which social media platforms do you use
for professional purposes?

LinkedIn

Facebook

6.2

Twitter

Google+

1.4
Other

Do not use social media for professional purposes
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Which of the following industry tradeshows and
conferences did you attend in the last 24 months?

26
WQA Aquatech USA

21.6
Regional WQA Tradeshows

8.3
AWWA ACE

6.9
WQA Mid-Year Conference

5.4
Greenbuild
4.4 Other mentions:
Aquatech Amsterdam WEFTEC, CDANA,
NGWA
1

NOWRA Annual Conference

13.2
Other

44.6
None
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Percent

WATER TESTING
INSTRUMENTS

I @

handhelds

monitors

EC /TDS /| TEMP
COM-100 controllers

accessories

| |;_L 1R8]

www.hmdic

Write in 756
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RO Quality Water - but don't
you dare call this an RO.

See the difference technology can make.
mp Www.LINXWater.com/videos

| iy The New LINX® 160

The Next Great Thing in
Drinking Water.

¥ BLINX

&l} Great Taste - Less Waste
' e N ] LINXWater.com

Ideal for POU drinking water and other lower volume
TDS reduction applications

Saves water - uses 14 to 66 times less water than RO

Dial-A-Taste® feature allows consumers to dial the taste
of their water; up to 95% TDS reduction

Uses electricity in the ion exchange
process, not chemicals

Other uses: lab market, medical device
pre-treatment, and small volume
beverage applications

1-855-551-LINX (5469)
Write in 755




What resources do you use for
continuing education and certification?

68.6

Industry Magazines

Websites

Conferences/Tradeshows

Webinars

Online Courses

eNewsletters
22.7
Web Videos
11.6

Social Media
s
Virtual Tradeshows

9.2
Other

Other mentions:
In-house training,
manufacturer’s training

o
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What percentage of your budget over
the next 24 months will be allocated to
the following categories?

Employee Salaries/Benefits

Customer Service

Advertising/Marketing

New Product Offerings

Business Travel

Education/Training

Rent/Lease Vehicles

5 10 15 20 25
Percent

35

Step in and let H O International help you succeed!
"Your Success is our success'.

We are the leader in affordable GAC/KDF® POU and POE
systems. Distributors wanted worldwide.

Countertop, Undersink, Whole House, Water Dispensers, Shower Filters, Filter Accessories
and more...

MEMBER

A= Gy

ASSOCIATION

Write in 757
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What percentage of your sales is in
each of the following markets?

44.3

Residential

Commercial

Industrial

Small Municipal

Percent

12 months?

Internet

W
@

Company Website

w
]

New Product/Service Launches

w
!

Market Diversification
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Print Advertising

-
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Equipment Rentals
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Social Media
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Workforce

13
Association Membership

-
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Electronic Advertising

!

Regulations .
Other mentions:
Referrals,

word of mouth
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for industrial
accounts.

5, send the used deion-
: : = izing resin to us, and
we'll clean lt regenerate it, and return it ready
for more use. That's any resin and any volume

— bagged, bottled, or bulk.

We dispose of the regulated industrial wastes.
You get more business and more profit.

800-257-1271
www.abawatersystems.com
Dealer inquiries welcomed.

ABA Water Systems, Inc.
226 West Broadway
Plainview, MN 55964
v Fax: (507) 534-4178

=

\_ /
Write in 759
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BIOCERA'....
AI kal | NEFitters
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Detergent Removing Antioxidant Antibacterial A.A Sstick A.A T-bag
Wash Ball Alkaline

- @ PCT Ceramic Ball origin patent
Korea Foor in USA, China, Korea, Turkey, Malaysia...
1509001 Drbg Rdmmate patent

Nano Bio Technology & Water Filtration, Since 1994
‘ BIO www.BIOCERA.com

E—mail. biocera@biocera.co.kr
SINCE 1994 USA Contact: Mr. Jeffrey Edelheit(707—799-0137)

Write in 758



Which of the following factors have had a How would your rate this year (2013) and

NEGATIVE impact on your sales in the last what do you expect to rate next year (2014)
12 months? as a business year for your company?
29 6.1
Economy
224
Housing Market Excellent
Regulations/Policies 19.6

w
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N

24.3

Cash Flow/Accounts Receivable Very Good

Financing 42.5
Materials Prices
by
Big-Box Stores 29
| 12.6]
Workforce Other mentions:
. Competitors, Mediocre 2013
Forlgn Companies Internet retailers e . 2014
Acquisitions 3.9
Other
0 10 20 30 40 50 60 70 80 0 10 2 %0 40 50
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YOUR MOST LY A A \..?.-l
EFFICIENT Out with the old.....in with the Nu!
SALES TOOL. Introducing NuWater USA’s own line of

e Event Handouts lon Exchange Resin and Replacement Cartridges.

e Direct Mall
e Employee Training

Objective, respected
third-party coverage
of your company is a
powerful endorsement.

For reprint pricing and
custom options, contact

Adrienne Miller at (888) 835-9511
amiller@sgcmail.com. www.NuWaterUSA.com e
~lon Exch in~ e Systems e Tanks e Cartridges
Write in 760
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