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A study designed to help U.S. manufacturers and formulators of
pesticides used to control pest on fruits and vegetables retain current
customers and acquire new ones, offering separate analysis for fruits
and vegetables for both growers/applicators and dealers/distributors
of fungicides, insecticides, and preemergence herbicides and
addressing such questions as:

How are our products viewed by the marketplace?
How do we rank against our competitors?

How should we prioritize critical customer issues?
How do our channel partners view us?

Is our image as strong as we think it is?

What improvements in the way we meet customer needs will
generate the biggest return?
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Report Scope

U.S. Fruits and Vegetable Pesticides Suppliers 2011: Customer Satisfaction and Loyalty Ratings is designed to help
answer a number of strategically important questions regarding how manufacturers and formulators of pesticides
for fruits and vegetables are viewed by their customers and how they compare to their competitors in key areas.

Key program objectives are to:

= Identify key performance factors used by fruit and vegetable growers/applicators and dealers/distributors to
make purchase recommendations and/or buying decisions

m  Determine the stated importance (what they say) and the derived importance (how they make buying decisions)
for each purchase factor

m Use correlations to isolate the critical performance variables from those that are assumed or nice to have
m  Compare the performance of competing suppliers on each factor
= Generate relevant suggestions for improvement from growers, applicators, and dealers/distributors

®  Provide a specifically tailored section on implications for each subscriber, including action recommendations to
enhance or maintain customer satisfaction and loyalty

®  Study will include verbatim comments related about each supplier as appropriate

Key Benefits

This report is designed to:

m Identify critical performance factors and rate your company performance against them

m  Show satisfaction and loyalty metrics that display each company's competitive strengths and weaknesses in
fruit and vegetable pesticide products

®  Provide a customer-based snapshot of your product performance and marketing effort measured by your target
customers

= Answer crucial customer relationship questions and solicit suggestions for improvement from the people buying
and recommending your products

m Suggest priority factors for emphasis in future programs-for example, whether to defend your own strong
position or try to neutralize a competitor's advantage

m Isolate your strongest users and measure their satisfaction and loyalty versus your competitors' strong users

®  Provide easily understood graphics to present findings to management
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Figure 1

PURCHASE FACTOR IMPORTANCE

Critical factors
in buying decision

0.60 - L &

@ ¢:
0.55 - D‘ 'E
H
’G &r
0.50 1 Low stated importance/ J’

High stated importance/
High derived importance High derived importance

e AN, A
* o
0.40 - Q 0

0.35 ~

Nice to have

Derived importance

High stated importance/
Low derived importance

0.30 ’ 0[
0.25 ‘U

Low correlation factors
0.20 . T

4.0 4.5 5.0 55 6.0 6.5 7.0

Stated importance

Expected of any supplier

We compare derived and stated importance to determine the most critical purchase decision factors.

Figure 2

MANUFACTURER PERFORMANCE RATINGS
BY PURCHASE DECISION FACTOR
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We compare the performance ratings for each manufacturer for termites and general pest separately.
The bars show stated importance of each factor.
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Tentative Report Contents

1. INTRODUCTION

=  Background

= Methodology

=  Company importance among growers and applicators
= Fruit and/or vegetable emphasis of respondent

2. PURCHASE DECISION FACTOR IMPORTANCE

= Stated versus derived importance
= Kano graph method of comparing stated and derived importance

3. SATISFACTION AND LOYALTY COMPARISONS

3A. Fungicides

u Growers and applicators
= Dealers and distributors
3B. Insecticides

= Growers and applicators
= Dealers and distributors
3C. Preemergence Herbicides
u Growers and applicators
= Dealers and distributors

All sections of this chapter will include the following:

= Performance rating system explanation
n Rating extremes

=  Rating comparisons

= Product related comparison

= Support related comparison

= Price related comparison

= Loyalty comparison

n Strong user comparison

[ Satisfaction and loyalty comparisons

4. COMPANY OVERVIEWS

This chapter will be customized for each subscriber and will include:

= Summary of company/product competitive performance
= Suggestions for improvement/defense
= Sources of customer dissatisfaction
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Methodology

Kline is unmatched in our ability to gather hard-to-get market and competitive intelligence with a high degree of
confidence. Kline's market analysis approach places the principal emphasis on primary research techniques to ensure
that the foundation of business intelligence and insight is accurate, current, and reliable.

During the course of field research, Kline's professional staff of industry experts will conduct in-depth discussions and
personal interviews with a wide range of knowledgeable industry participants and opinion leaders. This approach has
proven to be the most effective and reliable approach to obtaining accurate market data, capturing expert insights, and
identifying business opportunities.

We will use structured interviews with approximately 300 fruit growers and/or pesticide applicators and 300 vegetable
growers and/or custom applicators, as well as a group of about 50 dealers and distributors. In some cases, a single
grower or applicator will provide responses for both fruits and vegetable products and suppliers.

Manufacturers will be rated on about 25 purchase factors (charter subscribers will have the opportunity to provide input
to these factors). The first step is to solicit responses regarding the importance of each of these factors. Then the
performance of each manufacturer is rated against these factors to generate the derived importance of each factor.

Loyalty scores will be developed to compare loyalty of both strong users and users as a group. An action grid will also
be created to show where each competitor is rated on the most critical factors.

A color-coded factor comparison table will be assembled to quickly compare the stated rankings and analyze each
client's advantages or disadvantages. A specific set of implications and recommendations is then developed for each
client based on interpreting the data from each client's perspective.

Kline Credentials
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[ ] Seed Treatment 2010 Global Series: Market Analysis
. . . . and Opportunities
Kline's research and consulting services extend across the entire w  specialty Pesticides 2009: Multi-Region Series

energy industry value chain. Our solutions have helped clients = Professional Mosquito Control Insecticides 2009: U.S.

develop better ways to create and profit from new business opportu- Market Analysis and Opportunities
[ ] Stored Grain Insect Control 2009: U.S. Market Analysis

nities, respond to competitive and economic threats, improve and Opportunities
productivity, achieve sustainable growth, and optimize performance. m  Pest Control in Food Handling Establishments 2009:
Kline provides clients with facts, forecasts, and recommendations U.S. Market Analysis and Opportunities

u Post-Harvest Disease Control for Fruits and Vegetables

based solidly on the realities of the market. 2009: U.S. Market Analysis and Opportunities

Our market research reports and services are designed to provide subscribers with a deeper understanding of their
markets, an outlook for their business, and accurate information about their competitors. Our clients tell us they often
use Kline's market research to validate their own internal analysis, and many clients rely on Kline reports as their most
critical source of information.

For more information about this study or Kline's other services, e-mail us at sales@klinegroup.com, visit our website at
www.KlineGroup.com, or contact us at any of our regional offices listed below.

North America Latin America Europe Japan Asia India
+1-973-435-6262 +55-11-3079-0792 +32-2-770-4740 +81-3-3242-6277 +86-21-6876-8600 +91-124-4546-100
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