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WMMA surveyed attendees from the 2006 IWF to determine their plans for IWF
2008 as well as to understand a range of their views on the current business
climate.

In addition to profiling respondents on a variety of business characteristics, the
study also addressed:

» Plans for attendance at IWF 2008 including planned visits to the WMMA booth
» Ratings of company performance 2007 & 2008

» Single biggest obstacle to company’s success over the next three years and
reasons why

» Capital investments for 2008 — in total and by category

» Machinery/equipment purchases for 2008

» Financing for equipment purchases

* Importance of factors and resources in the equipment purchase decision

» Actions oriented to the “green” products movement and lean manufacturing
« Sales and production strategies utilizing to remain successful
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This survey was conducted online among IWF 2006 attendees for which an e-mail address
was available. The study was conducted under the WMMA name with reference to a
partnership with IWF,

A total of 9,680 survey participants were sent an initial e-mail invitation on March 31, 2008
asking for their cooperation. A reminder followed on April 7, 2008. As an incentive to
participate, those who entered their e-mail address were offered a sweepstakes entry to
win one of five $100 Visa gift cards.

By the closing date of April 11, 2008, 701 valid completions were received. After removing
undeliverables and ineligibles the effective response rate was 8.4%.

Survey results in this report are analyzed by the total response base of 701. Additionally,
responses are segmented by several demographic variables and are provided in the full
set of tables. The segmentation includes number of employees, business outlook for
2008, capital expenditure plans for 2008 and the importance of country-of-origin in the
equipment purchase.

The research was conducted and analyzed by Quail Run Business Solutions on behalf of
the WMMA.
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At the time of the survey, the majority of respondents (80%) planned to personally attend
IWF 2008 in Atlanta. About half report their company will be sending one or two
representatives with the balance reporting three or more. Attendance plans are expected
to match those of IWF 2006 for about two-thirds of respondents. About equal numbers
are planning to send more as are planning to send fewer attendees this year compared
to two years ago. The WMMA booth at IWF 2008 is a likely stop for many attendees.
Eighty-five percent of respondents are to some degree likely to visit the both for the
technology demonstration. Thirty-one percent are extremely likely to visit the booth.

Attendance decisions are undoubtedly being made in the context of overall business
performance for these companies. Sixty percent of respondents report that their 2007
business was excellent or good as compared to the past three years. Twenty percent
say it was excellent. Another 30% say business was good. While slightly more (63%) say
that 2008 is excellent or good, slightly fewer (17%) feel it will be excellent.

Many are finding niche marketing as the way to maintain positive business performance.
Looking to new customers or expanding product offerings can open up new markets.
Others look to productivity gains either through equipment upgrades or expansions or
streamlining operations as an area of focus. The impact of the economy and the housing
crunch has been felt, but comments indicate that many companies are trying to be

nimble in order emerge intact and, potentially even stronger.
Quail Run
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When asked to indicate the single biggest obstacle over the next three years from
a preset list of options, the U.S. economy is chosen by 43% followed by the
weak housing market at 24%. Recruiting/retaining skilled woodworkers is
selected by 14%. In elaborating on these concerns, respondents often
emphasize the interconnectedness throughout the system from production to
the end consumer within the woodworking industry as well as the greater
economy, both in the U.S. and globally.

Respondents are investing in their businesses. Just under one-third are planning
to invest more than $100,000 in their business in 2008. Forty-two percent are
planning to spend more than $50,000. Fifty percent or more of respondents are
planning capital expenditures in the areas of software (56%), solid wood
machining (52%), and/or finishing (50%).

Eighty-one percent of respondents either have already or are planning to
purchase one or more of the more than 30 types of machinery/equipment
identified in the survey. Computer software (29%), dust collection equipment
(26%), sanding equipment (25%) and spray equipment (22%) lead the list.
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With many options for financing, respondents were about twice as likely to use
cash as compared to bank loans or lease/purchase as payment for major
woodworking equipment purchases of $10,000 or more over the past three
years. Just under one-third of U.S. firms have ever used direct expensing or
depreciation bonus as a federal tax incentive. Looking ahead, 21% are
planning to use the U.S. federal stimulus package incentive to purchase
equipment in 2008.

Tradeshows top the list as a valuable industry resource when looking for
information about woodworking equipment manufacturers. Local distributors
are most important when making purchases of supplies and in the service of
equipment/machinery. Country-of-origin is somewhat important to respondents
in the equipment purchase decision, but just as many think it is extremely
important (13%) as think it is not at all important (15%).

Lean manufacturing concepts are being implemented by 42% of respondents with
another 23% contemplating its use. The green movement is making inroads
among respondents but still 52% are not using any green products. The use of
composite wood panels without added formaldehyde (23%) and the use of FSC
certified woods (22%) are the most common green product choices.
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For WMMA members, WF 2008 should be an excellent opportunity to meet with
prospective buyers. Based on current plans, attendance is likely to be strong
with a fair amount of multiple representation from many companies.
Furthermore, respondents indicate that tradeshows are a highly valued
resource for obtaining information to make equipment purchase decisions. This
venue appears to provide an optimum situation for meeting with existing
customers to fine-tune their equipment needs and to connect with prospective
customers.

Additionally, the WMMA booth can be expected to be a strong draw as
respondents are inclined to visit the booth to view the technology
demonstration.

While economic conditions may not be ideal, those surveyed are fairly optimistic
about the current year. There is an interest in increased productivity and
exploration of new market niches. Therefore, potential buyers will be
predisposed to machinery/equipment decisions framed in that context.
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The vast majority (78%)
currently plan to
personally attend IWF
2008. Only 5% of those
surveyed do not plan to
attend. Seventeen
percent are still unsure
of their plans.

Whether Attending
IWF 2008

F ,
Q: Do you personally plan to attend IWF 2008, August 20-23, in Atlanta? Quall Run

n=701 BUSINESS SOLUTIONS
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Twenty percent of
respondents expect to
be the only one from
their company that will
attend IWF 2008. Thirty-
one percent will attend
with one other company
representative. Forty-five
percent will have more
than two from their
company at IWF 2008
with 18% expecting to
have five or more
individuals attend.

Number Attending
IWF 2008

5 or more

18% Mean = 3.8

Median = 2.0

I ;
Q: How many people from your company do you expect will attend IWF 2008? Qua|| Run

n=701 BUSINESS SOLUTIONS
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The vast majority of
respondents are
expecting their
company’s 2008
attendance at IWF to be
comparable to 2006.
About equal numbers
are planning more as
are planner fewer to be
in attendance this year.

IWF Attendance:
2008 vs. 2006

' 1%

Don't Know ' 2%

More in 2008 than
2006

Fewer in 2008 than
2006

Company Did Not
Attend 2006

Q: How does this compare to your company’s attendance at IWF 2006? Quaﬂ Run

n=701 BUSINESS SOLUTIONS
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WMMA at IWF 2008 i

More than 80% of
respondents are likely to
visit the WMMA booth at
IWF 2008 (rating of 4-6)
to see the technology
demonstration. Sixty
percent are highly likely
(rating 5 or 6) to visit the
WMMA booth for this
technology showcase
with 31% percent saying
they are extremely likely
to stop at the booth.

Likelihood of Visiting
WMMA Booth at IWF 2008

6-point scale where
6 = Extremely Likely and
1 = Not At All Likely

31% 299

25%

- - —

1 (Not At

(Extrkerln)ely All Likely)
Likely

Q: The Wood Machinery Manufacturers of America (WMMA) is planning to
showcase technology in a demonstration center at the IWF 2008. Please indicate

the likelihood you will visit the booth to see the technology demonstration. Quaﬂ Run
n=701 BUSINESS SOLUTIONS
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Despite many negative
economic factors in
2007, responding firms
still feel positively about
their business
performance as
compared to the prior
three years. Twenty
percent rate their 2007
performance as
excellent. Forty percent
rate it as good with 30%
saying their performance
was only fair. Only 10%
rate their performance
as poor or terrible.

2007 Business Performance
Compared to Past 3 Years

40%
30%
20%
8%
2%
Excellent Good Fair Poor Terrible
Q: In comparison to the last 3 years, how would you rate your company’s
business for calendar year 2007, the year just ended? Quaﬂ Run

n=701 BUSINESS SOLUTIONS
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Just over 60% of
respondents are
expecting 2008 to be an
excellent or good
business year for their
company. Another 30%
are expecting a fair
performance.

2008 Expected Business

Performance
46%
30%
17%
7%
y- 4
Excellent Good Fair Poor Terrible

Q: How well do you expect your company to perform in calendar year 2008? Quai| Run

n=701 BUSINESS SOLUTIONS
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In comparison, there is a
slight shift between 2007 Business Performance

ratings of excellent and
good comparing 2007 to Compared to

2008 with slightly fewer 2008 Expected Performance
rating expected
performance as
excellent in the current B 2007

46%
year. 6 B Expect 2008

40%
30% 30%
0
20% 4794
8% 7%
: 2% 1%
S

Excellent Good Fair Poor Terrible

Q: In comparison to the last 3 years, how would you rate your company’s business
for calendar year 2007, the year just ended? & ;
Q: How well do you expect your company to perform in calendar year 2008? C)_ua|| Run

n=701 BUSINESS SOLUTIONS
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Reasons for weakness or
strength in performance
are as varied as the
companies surveyed.
Circumstances that often
drive a positive outlook
are due to a company’s
niche market and often an
aggressiveness that has
them expanding beyond
their comfort zone.
Equipment is noted by
many as a means to
improve productivity while
they also focus on new
business opportunities.

A full list of verbatim
responses is provided in
Appendix A.

Comments of a positive nature:

At the present time we have a year's worth of work under contract and are looking forward to the next 3 years with
clients waiting on us.

Better product offerings and more streamlined and efficient manufacturing processes.

By utilizing new technology, we have increased the throughput of our plant, thus making us more competitive
within our market segment.

From 2006 to 2007 our annual sales doubled. We expect the same or greater for 2008.

| build cabinets, I'm booked 6-7 months out and | can be choosy about the jobs | take and the people | work for. |
am getting the prices | need to earn a good living and build my business. I'm a small company and not making
millions (yet) but | think being small with virtually no overhead has helped especially in this tight economy.

| expect sales to be up 20% over 2007.

| only do custom work and have a steady backlog of work and steady group of repeat clients. All new business
comes from referrals from my client base.

Judging from the number of quotes we have outstanding, | believe that if the commercial business continues the
way it is and residential picks up a little, we should have a very good year.

Our concentration in the multi-unit portion of the industry has kept sales growing in this market.

Remodeling is up in my area and remodels generally upgrade the cabinet used. I've had more inquiries in the last
6 weeks than | had all of last year. So far sales are well ahead of 2007, almost double for the comparable period.

The high-end custom market is as strong as ever. The detail level seems to be heightening as years go by. The
more complicated a project gets, fewer companies compete for the job.

The market had slowed during 2007, but it appears that the tide may be swinging around. Plus | am offering
different service now to help my business survive.

The quality and quantity of commercial projects to bid on has been much better in 2008.

We expect to do about 30% more in sales in 2008 than in 2007. We've expanded our territory and hired more
employees to meet the demand. We've also bought some equipment that should help with production.

Q: Can you elaborate on your expectation for your company’s performance in ‘ \Quai| Run
Calendar 20087

BUSINESS SOLUTIONS
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Comments of a negative nature:

2008 expectations will be the same or lower than 2007 due to the U.S. economy, the housing market, and an
election year.

Business was poor last year and this year doesn't seem to be any better if not worse. Overseas and the economy
are killing the wood industry.

December 2007 we saw a sudden drop in orders. For 2008 orders are down 35% compared to 2007. Based on the
housing foreclosure mess, | don't see my business increasing until early-mid 2009. | hope | am wrong!

Flat sales with no growth and striving to maintain costs and margins.
Poor to fair due to the downturn in the U.S. housing market coupled with high Canadian dollar.
Weak economy in U.S. Offshore competition. Rising costs.

They have decided to close this facility.

Mixed Comments:

Because our clients are in the top 5% income bracket we are generally insulated from economic downturns.
However, | am tentative about the future and feel we need more advanced equipment in order keep up.

Business is off about 10%. We are reorganizing to take advantage of new technologies—software.
Commercial work is keeping us in the black. Residential is near dead.

Due to credit tightening, we anticipate fewer companies qualifying for financing.

Hopefully by changing focus we can survive!

More aggressive sales and marketing to maintain past volume.

On the verge of expanding two lines and creating a new product with recycled material.

The downturn in the economy has us pricing more aggressively and chasing more custom projects.

Due to the economic situation in the woodworking industry, just as good as we did in 2007 would be great.

Q: Can you elaborate on your expectation for your company’s performance in - ‘Q_uai| Run
Calendar 2008? BUSINESS SOLUTIONS



Business Climate 21

>~ WM

WOOD MACHINERY MANUFACTURERS
MACHINERY, CUTTING TOQOLS AN

OF AMERICA
D SUPPLIE

The overall U.S.
economy is seen as the
major obstacle to the

success of companies in BlggeSt ObStaCIe in
the next three years. NeXt 3 Years

More than two out of five
respondents choose this
factor as posing the
single biggest obstacle.
The weak housing
market is identified by
almost one out of four.

U.S. Economy (] 43%
Weak Housing Market [ 24%
Recruiting/Retaining Skilled Woodworkers [ 14%
Imported Wood Products [ 9%
Government Regulations [JJ 3%

Other * [ 8%

* See Appendix A for full listing of verbatim comments (for “Other”).

Q: Which one of the following issues poses the single biggest obstacle

to your company’s success over the next 3 years? Quai| Run
n=701 BUSINESS SOLUTIONS
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As a follow-up question to
the identification of the
single biggest obstacle to
their company’s success
over the next three years,
respondents were asked to
indicate why they chose a
particular response. A full
set of verbatim comments is
provided in Appendix A.
However, a sampling of
respondent reasons are
provided here for the Top 3
obstacles which include the
“U.S. Economy”, the “Weak
Housing Market” and
“Recruiting and Retaining
Skilled Woodworkers.”

In the case of the U.S.
Economy, reasons provided
often relate to the
interconnectedness of
markets and customers in
the U.S. as well as with
other trading partner
countries.

Reasons The U.S. Economy is The Biggest Obstacle For Next 3 Years:

A downturn could lead to less travel/tourism which could delay plans to build hotels.

A soft economy impacts all my customers, residential (cabinets, doors, etc.) and office furniture and millwork.

A weak economy will make it difficult to continue our aggressive growth rates, which we are striving to achieve.
Although we have found good pockets of construction, the general consensus among our dealers is that the
economy has to improve in order for the year to be worthwhile. Too much negativity is not good, and it is hard to
overcome that negativity every single day. We need some positive economic news. Most of our dealers are

looking at the current economy as an opportunity to improve their standing in their respective markets.

Anything to do with the housing industry is down in our area. Tourism is also down due mostly to the gas prices.
Our business has done very well because we do some unique products.

Because if people are losing their jobs they aren't buying new houses or remodeling them.

Cost of equipment, raw goods, tools are increasing. With taxes and gas prices on the rise, some customers
cannot afford to purchase some of these products or services, especially from custom shops where the prices
seem to be higher due to higher-end products. People want it quick and cheap. With the economic crunch going
on, | believe this will become a strain on small shops.

Credit tightening, lack of capital, companies’ fear of spending.

Dollar devaluation; high energy prices; poor response to environmental issues; wasteful government spending.

Everything is costing more. People are spending less. Most people have less discretionary income available to
spend on non-essential items.

I don't think the economy will be bad. But, my customers are being told the economy will be bad.

| feel that if we have a serious round of inflation due to increasing oil prices, and our government doesn't curb
spending, we could see a serious round of inflation. This could adversely affect long-term project margins.

If the overall economy is healthy then | feel the housing market will rebound.

If there is a recession in the U.S., there is a good chance we will be affected in Canada. We don't have the same
exposure to sub-prime woes, but can only be hurt by a general U.S. slowdown.

Q: Why do you feel The U.S. Economy is the single biggest obstacle to your

F ;
Quail Run
company’s success over the next 3 years?

BUSINESS SOLUTIONS
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Reasons The U.S. Economy is The Biggest Obstacle For Next 3 Years:
(Cont’d)

If there isn't an upturn in the U.S. economy, we could expect the other markets in which we are operating to get a
bit crowded with other producers. It could also be that a bad recession in the U.S. could drag other countries.

It affects everything and the rate of exchange is going to be higher.

Less money for clients to spend on items my company produces. Much higher level of competition based on
price. More need to sell the concept of value.

Office furniture buying normally slows down when the economy is weak, and that is exactly what we are
experiencing now.

Our customer base, being in the retail market, relies a lot on how strong the economy is. Especially during the
first couple of quarters each year.

People buy cheaper non-custom pieces when things are tight. Custom work takes a downturn.

The answer is obvious. When people have confidence in the economy they spend money. They have been told
how bad things are for seven years. Now they are starting to believe it.

The overall health of the U.S. economy fuels most businesses, especially ours which is not need-based and can
be delayed until family economics are better.

The slowdown in the housing market has hurt our sales the most and until the housing market picks back up our
sales will suffer. However, we are branching out into new areas and implementing new processes and
procedures to make the company more efficient.

The U.S. is our biggest customer. If the economy is not doing well, then we aren't.

We depend on commercial construction and high-end housing. Both of these are tied to a robust economy.

We rely on remodels to fill in the gaps between new construction. If the economy stays slow people will just live
with what they have.

Between the weak dollar and the uncertainty of the presidential election, | expect to see a higher percentage of
small businesses fail.

Q: Why do you feel The U.S. Economy is the single biggest obstacle to your . Q uai| Run
company’s success over the next 3 years? BUSINESS SOLUTIONS
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Clearly, those that are
deeply tied to the
housing industry are
more likely to be
severely affected by the
weak housing market.

Reasons The Weak Housing Market is The Biggest Obstacle For Next 3 Years:

90% of my work comes from new builds. So far I'm staying busy as ever but | see a lot of builders struggling.
A large part of our business is tied to residential construction. Eventually the slowdown will affect sales.

A substantial portion of my most profitable work is tied to high-end architectural renovations. | do the extra added
details that are the first to be cut. Also with less mobility people order fewer custom pieces of furniture.

About 25-30% of our business is residential kitchens. We have had to up our minimum house price from $750,000
to $1,000,000 as this part of the market has not slowed as much.

All the laminated components | make are used for furniture, kitchen cabinets and bathroom vanity cabinets.
Because if the demand is very tight, the level of prices can be down.

Because of the frivolous loans that were given to people that could not afford them, and now we have to bail out

Business is 100% new-construction driven.

Due to the fact that the Florida market was our biggest customer we have had to go out of state for other
business.

Housing market is a key driver for the kitchen and bath industry.

It's hard to sell cabinets when there aren't any houses being built to put them in.

Low demand and low prices.

Many of our items are sold through retail channels and when the shoppers don't visit to spend, we lose sales.

Money troubles with foreclosures. Less money available for home improvement projects. Closets are still a luxury
item for most people.

New housing starts are down and present homeowners not spending $ on their own properties.

New housing starts reduce the amount of opportunities that you have to bid. Less opportunities, less business.

Q: Why do you feel The Weak Housing Market is the single biggest obstacle to ‘ \Quai| Run
your company'’s success over the next 3 years? BUSINESE SOLUTIONS
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Reasons The Weak Housing Market is The Biggest Obstacle For Next 3 Years:
(Cont’d)

Our product is for the housing industry and if new housing starts are down we fall back on remodels but with the
dollar being so unstable nobody wants to spend.

The housing market drives the economy with a great deal of ancillary jobs—it's too broad to just say housing.
Housing consists of so many trickle-down jobs—so until that market resumes some form of normalcy, we're all in
for arocky ride.

We are directly impacted by the housing market. If the market turns around sooner than the second half of 2009
then we should see improvement in the overall business. If however the economy does not rebound then the
domino effect occurs.

We were installing our custom cabinets for a contractor at about a rate of one set a week. Now this same
contractor is wanting us to sell him factory cabinets because he doesn't have room in his budget for the custom
cabinets.

We work with cabinet shops that do kitchen remodels. Their business is slowing due to home sale values
decreasing—no more equity lines to do remodels.

When we finish going through this downturn, we believe there will be a much better opportunity for better margin
orders and a larger market share for those left in the market.

Q: Why do you feel The Weak Housing Market is the single biggest obstacle to ‘ \Quai| Run
your company'’s success over the next 3 years? BUSINESE SOLUTIONS
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Every industry has its
own challenges with
recruiting and retaining
skilled workers. For the
woodworking industry,
many point to a loss in
the availability of skilled
craftsmen, particularly
with fewer young people
learning the necessary
trades. Others point to
difficulties providing an
adequate wage to
compete with other
industries for
employees.

Reasons Recruiting & Retaining Skilled Woodworkers is The Biggest Obstacle
For Next 3 Years:

At our current growth rate we have not been able to find enough skilled labor to accommodate our increased
production.

Because in order to get advantages over the rest, technology comes in first place, but when you have it, recruiting
or retaining skilled people becomes an obstacle because there are always people needed to operate technology.

Can't find good, experienced, skilled, reliable help.
Competing with low-cost labor from abroad. Hard to pay good wages here and compete.
Cost of doing business is too high, therefore not being able to pay appropriate wages.

Even with advanced equipment our product is complex and must be interpreted and produced by skilled
woodworkers.

Few young persons are thinking career, most are thinking job. They have been conditioned to move around in the
job market instead of putting down roots.

Finding the right people to fill the skilled jobs and retaining those employees has in the past been a major
challenge for our company, and | expect that to continue to be a challenge.

General lack of young workers entering into woodworking as a career.
High-tech jobs are easier, have better working conditions and pay double.

I have a hard time producing quality products on time when my work force makes too many mistakes. My ability to
compete on pricing depends on customized quality work that can't be done by just any shop.

Implementing Lean Manufacturing requires skilled workers who can work in several areas. Those types of workers
are hard to find. You can't just throw temps at a job. The skilled workers are more efficient than temps.

It is hard to find true craftsmen that understand the quality level expected on a $100,000-plus kitchen.

Labor is very hard to find in this area. | do think that with residential slowing down that the skilled workers will
end up looking for jobs.

o ;
Quail Run

BUSINESS SOLUTIONS

Q: Why do you feel Recruiting/Retaining Skilled Woodworkers is the single
biggest obstacle to your company’s success over the next 3 years?
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Reasons Recruiting & Retaining Skilled Woodworkers is The Biggest Obstacle
For Next 3 Years: (Cont’d)

Not enough craftsmen in the area. Hard to import them from 30-50 miles away.

People do not want to work with their hands anymore.

Skilled employees are the best asset a company can have. It's not the simplest task to obtain them.

The availability of people who want to work and can get to work and be a committed employee is very limited in
our locale. Many of the manual labor workforce in this area have not seen or witnessed high-end housing or

fixtures and therefore don't understand the quality that our company is trying to achieve.

The people we get walking through the door don't know anything about manufacturing or can't read a tape
measure.

There just aren't the people out there with the proper skill set or desire.
With the standards that we hold and what has been set down by the company president, it is a different working
environment than most places. We live in a small community and the work force is a challenge for most

companies, even more so if you are looking for skilled labor.

It is very difficult to find skilled people. And the number of new people you have to go through to find a keeper is
very expensive.

Younger people do not want to do physical or skilled labor. The work ethic has changed. No one wants to earn a
living.

Q: Why do you feel Recruiting/Retaining Skilled Woodworkers is the single : ‘Quai| Run
biggest obstacle to your company’s success over the next 3 years? BUSINESE SOLUTIONS
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Capital investments for
2008 span a wide range
among respondents.
While 22% are expecting
to spend $10,000 or
less, 20% are planning
to spend in excess of
$250,000. Eight percent
are expecting to
purchase in excess of $1
million. Many are still
undecided.

Expected Investment In
Capital Improvements in 2008

More than $1 million [) 8%
$500,001 - $1 million [ 4%
$250,001 - $500,000 [ 8%
$100,001 - $250,000 [ 12%
$50,001 - $100,000 [ 10%
$10,001 - $50,000 (D 18%
$10,000 or less [ 22%
Don't know/undecided [ 18%

Q: Approximately how much will your company invest in & ;
capital improvements in 2008? Qua|| Run

n=701 BUSINESS SOLUTIONS
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Fifty percent or more of
respondents are planning
capital expenditures in the
areas of software (56%),
solid wood machining
(52%), and/or finishing
(50%) in 2008. Assembly
and dust control are slated
for capital investment by
44% each in 2008.
Expectations for capital
Investments in 2008 are
lowest for veneering
(19%) and laminating
(23%).

Panel processing,
laminating and solid wood
machining have the
highest mean levels of
expenditures among those
planning to making capital
expenditures in these
areas.

Purchasing

Expected 2008 Capital Expenditures
by Category—Ranked by Mean $

29

Don’t

Expected 2008 Capital Mean* % Planning % Spending Know/
Expenditures Expenditures $0 Undecided

Panel Processing $65,656 35% 47% 19%
Laminating $53,781 23% 58% 19%
Solid Wood Machining $48,292 52% 29% 19%
Wood Waste Management $42,435 28% 51% 22%
Veneering $41,617 19% 63% 18%
Finishing $41,523 50% 33% 17%
Assembly $37,006 44% 38% 18%
Software $34,321 56% 24% 21%
Dust Control $28,722 44% 36% 20%

*Mean based on those who reported capital expenditures in that category.

Q: Which of the following areas will your company’s

2008 capital expenditure programs target? For each category, please indicate
how much your company will spend.

n=701

o ;
Quail Run

BUSINESS SOLUTIONS
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Purchasing =D

Respondents are split in
the importance of
country-of-origin when
purchasing equipment.
About equal numbers
feel this factor is
“extremely important”
(13%), as feel it is “not at
all important” (15%). In
general though,
respondents are more
likely to feel this factor
IS, to some degree,
important in their
decision.

Importance of
Country-of-Origin

29%
22%
13% 6% 15%
6 (Extremely 2 1 (Not At All
Important) Important)

6-point scale where
6 = Extremely Important and
1 = Not At All Important

(Mean = 3.8)

Q: How important is the country-of-origin (where a piece of equipment was

manufactured) to your ultimate equipment purchasing decision? Quaﬂ Run
n=701 BUSINESS SOLUTIONS
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About eight out of ten
respondents have
bought or intend to buy
one or more of the 32
types of
machinery/equipment
identified in the survey
or indicate some other
type of equipment
purchase in 2008.

Most individual
categories are noted by
10% or less of
respondents. Three
categories are noted by
at least one out of four
as an area of purchase
for the current year.
These include computer
software, dust collection
and sanding equipment.

Machinery/Equipment
Bought/Intend to Buy 2008

Computer Software [ 29%
Dust Collection Equipment — 26%
Sanding Equipment _ 25%
Spray Equipment _ 22% Slide 1 of 5in Series

Material Handling - 16%
19% Do Not
CNC Router - 14% Intend to Purchase

in 2008
Spray Booth [ 14%

Q: What types of machinery/equipment, if any, have you already &
bought in 2008 or are you planning to buy in 2008? Quaﬂ Run

n=701 BUSINESS SOLUTIONS
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Machinery/Equipment
BOUth/lntend tO Buy 2008—continued

Edgebander - 10%

CNC Machining Ctr - 10%

Cut-off Saw - 9%

Shaper - 9% Slide 2 of 5 in Series
Bandsaw - 9% 19% Do Not
Intend to Purchase
Laminating Equipment - 8% in 2008

Packaging Equipment - 8%

Q: What types of machinery/equipment, if any, have you already &
bought in 2008 or are you planning to buy in 2008? Quaﬂ Run

n=701 BUSINESS SOLUTIONS
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Machinery/Equipment
BOught/lntend tO Buy 2008—continued

Moulder () 8%
Boring Machine [ 8%
Panel Saw - 7%

_ _ : o )
Door Manufacturing Equipment [ 7% EAERR D) i Series
Planer [ 7% 19% Do Not
. 7% Intend to Purchase
Ripsaw [ in 2008

Assembly Machine/System [ 7%

Q: What types of machinery/equipment, if any, have you already &
bought in 2008 or are you planning to buy in 2008? Quaﬂ Run

n=701 BUSINESS SOLUTIONS
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Machinery/Equipment
BOught/lntend tO Buy 2008—continued

Pocket Hole Machinery . 7%

Veneering Equipment . 6%

Dovetail Machine . 6% . ) )
Slide 4 of 5in Series

Wood Scrap Grinder 6%
. 19% Do Not

Glue Spreader . 50 Intend to Purchase

in 2008
Case Clamp . 5%

Q: What types of machinery/equipment, if any, have you already &
bought in 2008 or are you planning to buy in 2008? Quaﬂ Run

n=701 BUSINESS SOLUTIONS
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Machinery/Equipment
BOught/lntend tO Buy 2008—continued

Flat Line Finishing Equipment . 5%

Clamp Carrier . 4%

Profiling Machine l 3% Slide 5 of 5 in Series

Fingerjoint Machine ' 3%

19% Do Not
Dry Kiln l 1% Intend to Purchase

in 2008
Other * . 7%

* See Appendix A for full listing of verbatim comments (for “Other”).

Q: What types of machinery/equipment, if any, have you already &
bought in 2008 or are you planning to buy in 2008? Quaﬂ Run

n=701 BUSINESS SOLUTIONS
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Cash leads as the form
of payment for
equipment of $10,000 or
more purchased in the
past three years. Fifty
percent have paid cash.
Equipment has been
acquired using a
lease/purchase
agreement by 24% of
respondents with about
one out of five reporting
use of bank loans.
Twenty percent reported
they did not make an
equipment purchase of
$10,000 or more in this
time period.

Financing Past 3 Years
Equipment $10,000 or More

Cash 50%

Lease/Purchase 24%

Bank Loan 21%

Did Not Purchase 20%

* See Appendix A for full listing of verbatim comments