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The results displayed in this document assess how the land lies within the business land-

scape and give an understand of the major concerns that members face.

The results displayed in this document assess how the land lies within the business land-

scape and give an understand of the major concerns that members face.
We hope that you find the information of value.

Please keep your eyes peeled for our next FEA Outlook survey as we encourage as many of

our members to take part as possible.

The graphs used in FEA Outlook take zero as a base, and the total percentage of a partic-
ular question is displayed either side of that. Where there are multiple choice questions, for
example question 2.1, the bars to the left-hand-side of zero represent the negative answers

whilst the bars to the right-hand-side represent the positive answers.

If you have any questions please don’t hesitate to ask.

2020 Q1
Adam Lawrence
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IN SUMMARY

Where do we go from here?

The quarter began with the optimism of a new year and new decade and ended in a way
that no one could have predicted with the nation on lockdown. What’s telling is that 81%
of respondents have made strategic adjustments based on their forecast (2.1). With the
weakening economic environment seen as the main threat over the next 12 months quarter

two’s results are likely to highlight an even deepening crises.
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2 COMPANY PERFORMANCE

2.1 Forecasted Sales Next Twelve Months

. Sales decline
Broadly flat
Forecast next twelve months - 55% 45% LS UEn 52
5% - 10% growth
B 0% - 20% growth
B over20%

100 50 0 50 100
Percentage

2.2 Strategic Adjustments Based On Forecast

Strategic adjustments based on forecast - 19% 81%

100 50 0 50 100
Percentage

2.3 Last Full Month Compared To Same Period Last Year

. Worse

Last month sales compared to previous year -52% 16% 329 Yovel
. Improved
100 50 0 50 100
Percentage

Page 7/12



FEA Outlook

2020 Q1

3 CURRENT, NEXT 12 MONTHS AND FUTURE

3.1 Current Business Climate: Greatest Threats

Weakening economic environment 6% 74¢

Cash flow inability to secure investment 8% 42¢

Inability to control mitigate or pass on cost increases 51% 39¢

Increased competition from existing competitors 7% 23

Shift in customer demand away from your products 31%

Lack of skills and capability in sales and negotiation 0% 10¢

Emergence of new competitors 4% 6%

Inability to innovate new products 4% 6%

Shift in demand away from your your customers brands -0% 0%

50 0 50 100
Percentage

1
100

3.2 Next Twelve Months: Important Drivers for Growth

Selling into new customers -9% 81'

Selling more products to existing customers 6% 74

Expanding into new customer segments -6% 74

Introducing new innovative products to the market +2% 68'

Expanding into new geographical regions -5% 55'

Introducing new products to target a competitors products 2% 48
50 0 50 '

100 100

Percentage

No

Yes
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3.3 Next Twelve Months: Expected Sales Focus Change

Selling via distributors and wholesalers -32%
Selling direct to small independent retailer-71%
Multichannel retailers -74%

Selling direct through your own web presence -74%
Online only retailers -94%

Traditional store based retailer-97%

100 50 0 50
Percentage

3.4 Next Twelve Months: Major Concerns

Lack of economic growth -20%
Reduced consumer demand -21%
Raw material prices -44%

Uncertainty of UK role in Europe -48%
Price increases and inflation -48%
Availability of credit-52%

Retaining the best people -65%
Regulatory pressures -68%

Lack of appropriately trained staff -82%

'
100 50 0 50
Percentage

80%

79%

56%

52%

52%

48%

35%

32%

18%

1
100

68%

29%

26%

26%

6%

3%

100

No

Yes

. No concern

. Major concern
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3.5 Future: Anticipation of Sales Team Contact with New Buyers

LinkedIn and online business platforms - 32% 68%

Networking events and conferences - 39% 61%

Emailing - 39% 61%

Introductions by other third parties - 48% 52%

. Yes

Other social media - 48% 52%

Trade shows - 52% 48%
45%

Cold calling - 55%

Physical mailing - 87% 13%

100 50 0 50 100
Percentage
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4 BREAKDOWN OF SURVEY RESPONDENTS

4.1 Number of Staff

0/100

50

Page 11/12



FEA Outlook 2020 Q1

4.2 Type of Business

0/100

. Distributor

. Equipment Reseller

. Other

. Service Company
. UK Manufacturer

50

Information about FEA

The FEA Press Office can provide comment, opinion and information on any issue relating
to catering equipment and a wide range of general business and economic news in the UK.

For further information please contact:
Adam Lawrence

Marketing Manager

FEA, Rotherwick House,

3 Thomas More St, London, E1W 1YZ
T: 0207 793 3028

E: adam.lawrence@fea.org.uk

W: www.fea.org.uk
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