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I. INTRODUCTION
A. Modular Building Ingitute: Annual Survey

The Modul ar Building Institute ("MBI" or the "Association™) is the industry trade
association representi ng manufacturers, suppliers and dealers of commercid factory built
structures. During soring 2001, the MBI prepared and digributed survey gquestionnaires to both
member and non-member manufacturersand ded ers (the " 2000 Statistical Survey"). The 2000
Statistica Survey isthe ninth survey conducted by the Association. In each of the seven prior
years a dmilar survey was conducted by the Association covering calendar years 1993 to 1999
and in October 1991, the results of acomprehensive 1990 industry survey werereleased. The
MBI intendsto conduct an annual survey of manufacturers and dealers as a device to chart
industry growth and as atool to benefit member organizati ons

B. General Industry Description

Commercial Modular Buildingsare non-residential factory built structures generally
designed to meet federal, sate and loca building codes and are capable of being rel ocated. The
commercid modular building industry is comprised of four distinct participants

* Manufacturer sthat sel only to Dealers;

* Manufacturer sthat sell direct to cusomers as well asto Ded ers;
* |Independent Dealers; and

* Suppliersto the dealers and manufacturers.

The vast majority of manufactur ers are private, i ndependent single-location facilities.
Manufacturers generdly operate as wholesd e suppliers of modular buildings to indudry ded ers.
The whol esale manufacturersrespond to ded er requestsfor quotationsand build both mobile
offices and customized modular buildings. M anufacturersthat either maintain their own | ease
fleet or sl new and used mobile officesand modular buildingsdirectly to retail customers are
referred to asmanufactur er -direct companies

Independent dealer s respond to retai | customer requirementsfor mobile and modul ar
space. Thedederslease or sell new and used modular buildings and mobile offices Dealers
generaly work with a customer to complete a space plan, order a new building from a
manufacturer and arrange for delivery and ingdl ation of the building. Dealers may subcontract
the delivery and ingdl ation or perform the work with their own personnd. Dealers range in size
from singl e locéti on sales operations with little or no | ease fl et to large, well-capitalized lessors

with sa es offices nationwide. A manufacturer selling or leasing directly to cusomers acts as a
dealer.

Suppliers include component suppliers such as plywood, steel, heating and air
conditioning systems, frames chass s plumbing and eectrica fixturesaswdl as freight
companies ingdlation crews, financina, insurance and bondi ng companies.



The mobile and modular building indugry, with itsrootsin construction trailers has
expanded over the yearsto include amultitude of uses where speed of occupancy, rel ocatabil ity
and the temporary need for space are primary market drivers. The industry responds to an ever-
increasing need to providetimey ddivery of flexible and complex commercial structures. An
end user’sannud budgeting or appropri ati on process fits squarely with the primary market
driversof theindustry: flexibility of design and the ability to rapidly ddiver temporary spacein a
cost-effective manner. The modular buildingsand mobil e offices are not "land attached" and can
generdly be moved from one site to another site that later becomes more usable or profitable.
Shifting demographics play asignificant rolein the relocatability of these structures, particul arly
for the educational markets.

The modular building industry can be divided into two ma or ssgments g ngle and
doublewide factory built buil dings generally |eased on a short-term basis (together referred to
herein as "M obile Offices") and multi-unit (three or more) modular buildings ("M odular
Buildings") typicdly leased for longer terms. The Mobil e Office and M odular Building segments
will bereferred to collectively asthe "modular building industry."”

Individua Mobile Offices vary in 9ze, with the smalles measuring 8' x 16’ and the
largest 18’ x 84'. Typical construction iswood frame mounted on asted chass s, with fixed or
removabl e axl es and hitches. These officesare generaly built to the same modd building code
as those built on-site. With norma mai ntenance a Mobile Office will last indefinitdy. While
generdly built to one of three national model buil ding codes, mobile offi ces may be land-locked
in the state(s) in which they bear astate sed indicating compliance with that states current
version of the building codes. Mobil e Officesintended for rental on construction sites are
deemed to be temporary and generdly do not have astate seal. Mobile Offices intended for
use a asite other than acongruction ste generally do have astate sed (). Building code
enforcement procedures are assumed by date agencies which may contract their dutiesto
independent third party inspection agencies W hile sate codes and procedures differ, there is
growing state-to-state code compliance reciprocity. The typicd rentd period for single mobile
offices other than classoomsi s between three and eighteen months. Classrooms usualy remain
on lease with a 9nglelesseefor periodswell in excess of thirty-six months

In addition to construction site offices, individual M obile Offices are used as classrooms,
in-plant offices and generd commercial offices. Specialty mobile units function as
office/storage combinations, toil et units, showers, decontamination units, change units,
restaurants, diners, fag food buildings equipment shelters and branch banks.

Unlike Mobile Offices, which generadly offer standard floor plansand sandard features,
Modular Buildings are often ded gned and built to meet the specifi c requi rements of theinitial
end user. Modular Buildings provide high quality, rapidly built, relocatable or permanent
soluti onsto the space demands of abroad client base. Simultaneous manufacturing and site
work often allows modular building occupancy to occur much faster than traditiona methods of
construction. A shorter congructi on period can reduce both congructi on period financing and
supervision cogsand can put the buil ding to work sooner. Nearly dl engineering, desgn, and
architectural disciplinesare part of the manufacturing team, thereby eiminating the time
consumi ng involvement of outside enaineersand consultants.



Combi ning the design flexibility of traditiona building methodswith the quality of
controlled manufacturing, theindusry has refined a construction processwhich provides speed,
economics and architecturd aesthetics Historicaly, Modular Buildings have been used as
hospital and diagnostic hedth carefacilities educationa facilities, daycare centers, correctiona
facilities banks commercial office buildings and in a variety of high tech fagt-growth industri es.
These practical, time and money saving dternatives to site-built buil dings effectively meet the
speci di zed needs of diverse businesses. Customersserved by Modul ar Buil dings incl ude
federd, state and local governments, school boards, corporati ons, non-profit organizati ons,
Indian tribes, quas -government entities likethe U.S. Poga Service, aswdl asindividua s,
partnerships, and sole proprietorships. Other uses include medicd facilities, airport facilities,
military installations, restaurants, retail bus nesses and remote telecommuni cations switch
stations. Somefacilitiesare used as an adjunct to exi ging buil dings while others are stand-a one
buil dings. Hexibility and reutili zation are the hallmarks of modular buildings. Unlike structures
built on-site which generaly have fixed utilization and occupancy design, modular units fulfill a
unigue function of reutilization that is not site goecific. It isnot unusual to have aModular
Building serve a wide variety of users during its long life span.

Since usersof the rel ocatable buildings are diverse, specific industry slowdowns do not
significantly impact sales and | easing compani es. Theflexibility of these buildings makes them a
secure investment. During severe economic downturns these conditions d low lessorsto enjoy
cash flows adequate to service debt. This flexibility isfurther enhanced by the ability to rel ocate
buil dings to more progperouscities or industries as opportunities arise. Certai n market segments
of the industry are counter-cyclicd. Thisis particularly true of education, prisons and
governmental agenciesthat want to trandfer funding for facility needsfrom capitd expenditures
to operating budgets. Thisconcept aso applies to i ndugtries which may want to expand, but are
uncertai n about the long-term grength of their growth. Budget driven companies often opt for
leased facilities In such cases Modul ar Buil dings offer benefits and options without | ong-term
capital commitments

In late 1993 the Florida Department of Education rel eased the results of acomprehengve
study of The Use of Relocatable Classroomsin the Public School Digricts of Florida. This
research report from the Horida Office of Education Faciliti es was prepared based on the results
of surveys sent to superintendents and facility plannersin al 67 counties, over 1,300 teachers,
site visits to school sand factories as well as meetings with indugry representatives. Over
sixteen thousand (16,000) relocatabl e classoomswere reported to bein use in Florida in 1993.
The average age of those units was reported as 19 years. Each of the 67 counties had some
rel ocatable classrooms. Facilities planners expected a service life of 23 years with many in place
beyond 40 years. Thisstudy hasfound that the primary advantages of the relocatable
classoom areits ability to provideflexible, suitable short-ter m accommodation for Florida’'s
growing student population and its ability to providethat accommodation incrementally, in a
timely and cog efficient manner.” (emphasis added)

C. Survey Methodology
The MBI Membership Committee in cooperation with the Board of Directors maintains

an updated list of industry participants During May 2001, the MBI prepared survey
questionnairesfor all member and prospective-member deders, manufacturer-direct companies
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and manufacturers. Prior to 1998, manufacturer-direct compani es (those that manufacture, lease
and sd | directly to retail customers) recei ved both deder and manufacturer questionnaires. This
is the third year that manufacturer-direct compani es received their own questionnaire.
Questionnaires were mail ed by the MBI to the fol lowing number of industry partici pants:

Dealers Integr ated Manufacturers
MBI Members 55 25 29
Pr ogpective M embers 181 73 141
Total 236 98 170

These reci pientsrepresent all compani es engaged in business in our industry which are
included in the MBI database. Responses were recel ved from twenty-two (22) dealers, ten (10)
manufacturer-direct compani es and nineteen (19) wholesa e manufacturers. Thus, the regponse
rate based on the number of questionnaires mailed was 9.3% for deders 10.2% for
manufacturer-direct compani es and 11.2% for manufacturers. Wei ghted response rates based on
size of the regpondents could not be caculated as the MBI recei ved only averagesor tota s
without the benefit of individua company information.

PFS Corporation, an independent company providing quality control, tesing, inspection
and certification services for the modular building industry tabulated the results. The survey was
conducted on a double blind basis. PFS did not have company names associated with the
responses and the MBI did not receive the individual responses. The origina survey responses
will be held by PFS Corporation and are not availabl e to the public or to MBI officers, members
or management staff.

Only those responses answering the specific quegtion(s) were included in any tabulation.
"Zero" regponses were counted as non-responses and were not included in the sample for
calcul aing averages and other gati fics.

D. Review of Descriptive Statistics

PFS Corporation tabulated the questionnaire results and provided the MBI with totd sand
number of responsesfor each tota. PFS Corporation aso provided certain range and
concentration data as requested.

An"average' can be ca culated using three different methods The mean is the numerica
average, which is the sum of the responses divided by the number of responses. "Mean" is the
most commonly undersood meaning of average. The median isthe response that lies in the
middle of a ssquence, i.e, the val ue above and bel ow which there are an equa number of
responses (regardl essof the va ues of those responses). The mode is the most frequently

occurring response. The mean and median are provided throughout this report. The mode is
reported when meaningful .

In asample or popul aion that has anormal or "bell-shaped” frequency digribution, the
mean, median and mode all have the same value. This generdly occurs when there are alarge
number of s milar responses. "Smila" is ard ati ve term. Similarity anong observationsis



reported as a standard devi ati on, whi ch measures the di oersal or scatterednessof the
observations. A sample popul ation with anormal digribution has 68% of the observations
within one standard deviation of the mean, and 95% of the observations within two standard
devi ations of the mean. When asmall number of atypical observations distort the mean rel ative
to the median and mode, the distri bution isskewed. This generally occurs when there are a amall
number of responsesor when the responses contain a significant outl ayer. By way of example, if
survey results provide signifi cantly different measures of average | easefleet size, then the
population has a wide distri bution (lots of dedl ers with 400 unitsand one dealer with 60,000
units). WHEN THE POPULATION IS SKEWED, A MEDIAN AVERAGE GENERALLY
PROVIDES ABETTER ESTIMATEOFTHE AVERAGE RESPONDENT.

Cal culation of the appropriate average is essential in the quest to ascertain the size of
the commercia modular building indugry. If we were curiousasto the tota number of Mobile
Officesand Modular Buildingsin active | ease fl eets the most accurate measure would be if dl
industry participantswould truthfull y disclose the number of units in their own lease fleet at a
given pointintime. Since this is not feasible, areasonable method to esimate the tota number
of unitsin domestic lease fleets is to caculate areliable average and multiply by the number of
active industry participants. Accuracy of thisegimateisa function of numerous factors
including clarity of the questions asked, veracity of the regponses, confidence in the measure of
the ca culated averanes and estimate of the tota number of indugry parti cipants.



I1. MANUFACTURERRESULTS

The 2000 Manufacturer Questionnai re requested total number of floors produced
and shipped in 2000 together with breakout detai| over various g ze categori es; tota
square footage shipped in 2000; 2000 gross sd es; and both 2000 and 1999 warranty
expenses

A. Floor sProduced in 2000

Nineteen (19) respondents reported 13,811 totd floors shipped in 2000. The
mean (mathemati cal average) was 727 floors and the median average (middl e of the
ordered responses) was 594 floors. The 1999 mean average was 1,026 and the median
was 548. Thus, the mean declined while the median rose slightly over the 1999 average.
The largest respondent in terms of 2000 floors produced was 19.3% of the total while the
five larges accounted for 55.6% of the total.

Wholesale Manufactur e Floors Produced

Y ear Total Mean Median
2000 13,811 727 594
1999 21,541 1,026 548
1998 18,534 1,158 686

The 2000 MBI mean and median floors produced were checked for
reasonableness by comparing the computed averages with those generated by the 2000
survey of specid unit producers conducted by Automated Buil der magazi ne (see March
2001 issue). Specid unit producers that manufacture modul ar or panelized commercid
buil dings reported 2000 production to Automated Builder of 20,760 floors with a mean
of 1,038 floors and a median of 600 floors. The 2000 averages are up from the 1999
Automated Builder mean of 692 and median of 400. While the MBI mean differsfrom
the Automated Builder mean by 42%, the medi ans differ only 1%. Given the dispersion
of the responses, the medi ans are the better measure of average. Since the medians are so
close, the statisti cs are deemed reliable.

Floors Shipped Automated
2000 MBI Survey Builder
Mean 727 1,038
Median 594 600

Totad floorsproduced by category in 2000 were ca culated on the basis of the
floors for which category information was provided. Sixty-seven percent (67%) of the
units shipped were M obile Offices (3 ngles and doubl es) while thirty-three percent (33%)
were Modular Buildingsdivided between triples (11.5%), single gory compl exes
(17.1%) and multi-story complexes (4%). In 1999, singlesaccounted for 38.6%, doubles
40.8% (together 79.4%); tripl es 8.8%, singl e story complexes 9.6% and multi-story
complexes 2.2%.



WHOLESALE MANUFACTURERS
2000 Floor sProduced by Type

Multi-story
3.9%
1-gory
17.1%
Doubles
40.5%

While the percentage of doublewide units produced in 2000 remained fairly level at
40.5% (down from 40.8% in 1999), singles produced declined drastically from 38.6% in 1999 to
27.0% in 2000. Thedeclinein 9ngles production was absorbed by increases in tri ple-wides
produced (up from 8.8% in 1999 to 11.5% in 2000), 5 ngle story offices (up from 9.6% to 17.1%)
and multi-story complexes (up from 2.2% to 3.9% in 2000).

Per cent of Floors Produced by Wholesale Manufacturers

Category 2000 1999 1998
Single 27 38 47
Doublewide 41 41 30
Triplewide 11 9 10
One Story Compl ex 17 10 12
M ulti-Story Compl ex 4 2 1
100% 100% 100%

Doublewide producti on sustained an increased market share since the ri se from 1998
while gngles production continuesto decline from a dominant position in 1998. Asa percentage
of tota units produced, singleshave dropped nearly in haf over two short years. This may be
the result of a modest slowdown in the congruction industry and certainly isthe result of
continued strong demand in the educati on marketplace which ispredominatel y served by the
doublewide. Larger buildingsincluding tripl e-wides, single gory compl exes and multi-story
buil dings each were shipped in far grester percentages in 2000.



B. Total Squar e Feet

Fifteen (15) respondents reported atota of 7.1 million square feet shipped in
2000 down from 8.2 million in the prior year. The 2000 mean was 472,107 square feet
and the median was 331,002. Both are below prior year averages of 510,110 (mean) and
352,031 (median) and below the 1998 mean of 665,148 and the 1998 median of 433,342.
The 2000 responseswere widely scattered with alarge standard deviation indicating the
presence of significant outlayersin the sample.

Wholesale Manufacturers
Square Feet Shipped (000 9

Total ---Averages---

Reported Mean Median
2000 7,082 472 331
1999 8,162 510 352
1998 7,982 665 438

C. 2000 Gr oss Sales

Ei ghteen (18) respondents reported 2000 gross sdes attri butabl e to fl oors shipped
was $250.6 million. The mean average per regpondent was $13.9 million whil e the
median average was $12.6 million. A high gandard deviation indicatesthe regponses
were widely scattered. 2000 mean average gross saeswere down from $14.0 millionin
1999 while the median average rose from $10.7 million in the prior year.

Wholesale Manufactur er Gr oss Sales

(Millions)
Y ear Total Mean Median
2000 $250.6 $13.9 $12.6
1999 293.6 14.0 10.7
1998 267.5 17.8 14.3

If the reported 2000 gross sales for each respondent were divided by the number
of floors produced for that regpondent, we can look a arough measure of sales price per
floor. Therange of prices per floor wasalow of $11,114 to ahigh of $128,571 (the next
highed is only $30,769) with a mean average of $25,196 and a median average of
$18,312. If asignificant outlayer at the upper end of the averages is removed from the
analysis, the mean declines to $19,115 per floor and the median declines to $18,002 per
floor. Caution mug be used in analyzing this data as the reported gross salesfiguresmay
include revenues from items other than sal es of floors and the percentage of other
revenues included for each respondent may be different. In addition, thissurvey treatsall
floors aike although thereis certainly adramatic price difference between astock 8 x
16 and a custom floor which can be aslarge as 18 x 84 . Inlight of these cavests, the
range of pricesper floor is understandable. Moreover, the caculated price per average
floor correlates very highly with the percentage of custom fl oorsreported by each
manufacturer. Lower average prices per floor are genera ly stock unitswhile higher
prices are cugom buil dings
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In order to diminate the biascreated by different floor g zes, reported 2000 gross sd es
were divided by square feet produced for each respondent to generate saes per square foot.
Sdesper quare foot ranged from $13.89 to $163.64 with amean average of $43.97 and a
median average of $35.03. If asignificant outlayer a the upper end of the averagesisremoved,
the mean declines to $34.76 per sguare foot and the median declines to $32.05 per sguare foot.
In 1999, sdesper square foot ranged from $12.39 to $46.44 with amean of $29.48 and a median
of $29.84.

Average sales multiplied by the estimated number of domesti c wholesal e manufacturers
in the MBI database generates an estimate of 2000 sales.

Mean $13.9million x 170
Median $12.6 million x 170

$2.36 billion
$2.14 billion

Given alarge gandard deviation, the 2000 medi an average isprobably amorerdiable
statistic. Thus, estimated industry salesby wholesale manufacturers is gpproximately $2.14
billion in 2000, an increase of 18% from the prior year sedimate.

In the Automated Builder 2000 survey, twenty-four respondentsreported aggregate
grossrevenue of $384.0 million with a mean average of $16.0 million and amedian average of
$14.8 million. The 2000 Automated Builder mean differsby 15% from the MBI mean while the
median differs by 17% from the MBI reault.

2000 Gr oss Sales
MBI Survey Automated Builder
Respondents 18 24
Total GrossRevenue $ 250.6 million $384.0 million
Mean Aver age $ 13.9million $ 16.0 million
Median Aver age $ 12.6 million $ 14.8 million

D. Warranty Expense

Seventeen (17) respondents reported 2000 warranty expenses ranged from .2% to 4% of
grossrevenues with a mean average of 1.3% and a median average of .85%. The same
respondentsreported 1999 warranty expensesranged from .1 to 4% of gross revenues with a
mean average of 1.4% and amedian average of 1.0%.

E. Salesby Market Segment

Manufacturers were asked to break out the percentage of gross sdesby end use market
segment for 2000. The percentageswere multiplied by doll ar-weighted units produced for each
manufacturer to get adol lar unit weighted distri bution.



2000 Sales by Market Segment

Hedth Care
0,
Office Trailer 13.6%
16.8%
Daycare
1.6% Residential
16.0%
Education
19.0% Other
2.2%
Restroom
1.6% _
Single Story
Complex
29.2%

F. Other Data

Manufacturers were asked to provide responsesto the fol lowing questions
a) average number of employees in 2000;
b) estimated tota production hours in 2000;
¢) % of units shipped on time aspromised a order;
d) slowest month of production as apercent of |argest month;
€) shipments were made i nto how many states;
f) ninety percent (90%) of business conducted within how many milesof plant;
and
g) five larges customerscongitute what percent of business.

The mean and median averagesfor 1998 to 2000 are set forth bel ow:

Mean Aver age Median Aver age

2000 1999 1998 2000 1999 1998
Total Employees 109 120 135 95 92 86
Pr oduction Hour s (thousands) 136 221 243 97 157 132
On Time Delivery 91% 87% 88% 90% 90%  90%
Slow Month/High Month 35% 42% 40% 36% 40% 31%
Number Sates Shipped 13 8 13 10 8 9
Average Ship Radius (miles) 299 305 383 250 250 275
FiveLarges Cugomers 76% 67/% 65% 85% 80% 79%
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The mean average number of empl oyees decreased from 120 in 1999 to 109 in 2000
while the median average increased from 92 to 95. The trend differed for total production hours
year to year; the mean average decreased from 221,000 to 136,000 and the median average
decreased from 157,000 to 97,000 totd production hours.

The percentage of units shipped ontime remained constant a 90% (91% mean
average) whil ethe 4 owes month production asa percentage of larges month production
decreased to 36% (35% mean average). The five largest cusomers accounted for 85% of the
wholesd e manufacturer s bus nessbased on the median average and 76% based on the mean
average. While these figures were not production wei ghted, the larger manufacturers exhibited
greater customer divergty.

Manufacturers were also asked to list the bigged problems encountered in 2000. The
problems listed by manufacturerstogether with the frequency of responses (a manufacturer could
lig more than one problem); were:

Labor Shortage (Quadlity)

Inconsistent Backlogs (Economic S owdown)
Government Review Delays

Managing Production Volume

N Wh O

SUMMARY WHOLESALE MANUFACTURERS

2000 MBI Averages

Mean Median
Gross Sdes(millions) $13.9 $12.6
Floors Produced in 2000 727 594
Square Feet Produced 472,107 331,002
Gross SaesH oors Produced $19,115 $18,002
Gross Saled Square Feet $34.76 $32.05
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[1l. DEALER REQULTS

The 2000 Deder Quegtionnaire requested total floors in the lease fleet at December 31,
2000 together with break out information by various Sze categories; fleet utilization by category;
average sa es price (as % of original cost) of used unitstogether with the average age; 2000
grossrevenue detail and market segment i nformation.

A. 2000 Dealer Gross Revenue

Twenty-two (22) dealers reported total 2000 gross revenue of $986.9 million, up from
$560.7 million reported by twenty (20) dealersin 1999. Theincreasein totd ded er gross
revenue from 1999 to 2000 is attributable soldly to the composition of respondentsin each
sample. The total figuresare essentially meaningless. Mean 2000 dealer gross revenue was
$44.8 million while median revenue was $2.6 million. The datacontains alarge standard
devi ation whi ch indi cates wi dely scattered responses wherein median revenueisgenerdly a
more accurate measure of average.

Dealer Average Gross Revenue (Millions)

MBI Survey Mean Median
2000 $44.8 $2.6
1999 28.0 52
1998 32.3 2.8

The 2000 mean average of $44.8 million is well above the 1999 mean of $28.0 million.
The 2000 medi an averageisbelow both the 1999 median of $5.2 million and the 1998 median of
$2.8 million. The 2000 sample hasa greater dispersion of responses resulting in a divergence of
the averages. The 1999 sample included one highly di sproportionate response on the top side
which |owered the 1999 mean while the 2000 sample i ncluded two disproportionately large
responses.

The large discrepancy between the mean and the median 2000 ded er grossrevenue
averages indi cates asma | sampl e with a wide variancein the responses. The highest reported
total grossrevenue figure is more than 3,279 timesthe smallest. Even more startling, the hi ghest
reported tota gross revenue figureis 164 times the median average. Thetwo largest respondents
together reported 84% of the tota dealer revenues. The composition of total dealer revenue (in
thousands) by type together with the 2000 mean average and the 2000 median average is et
forth on the foll owing page.
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2000 Dealer Gr oss Revenues
(figuresin thousands)

Reported Mean Median
Total Average Average
Rentd Income 495,971 24,799 850
Sades New 157,253 7,488 1,684
Sdes Usd 92,473 5,780 602
Freight In/Out 59,058 3,691 120
Set-up/Dismantle 111,812 6,988 324
Service 15,463 1,189 40
Other 54,822 7,832 293
Total 986,852 44,839(*) 2,638(*)

(*) average columns do not add up as number of respondents dffered for each category.

Renta income of $496 million reported inthe 2000 survey is50.3% of tatal 2000 gross revenues,
up from47%in 1999. Mean 2000 renta income was $24.8 million, up subgartialy over the $155 meanin
1999, While the mean was up, median rental income pa dedler declined from $2.15 million in 1999to
$850 thousand in 2000. The divergenceof theaverages as compared to 1999 ind cates a gregter oread of
theregponses. Generdly, themediani sa mare rdiable average given sgnificant dvergence of responses.
Thus the average deder generated $850 thousand of rentd income from hisleaseflest in 2000.

Renta income per respondent in 2000 was dvided by the number of unitsreported inthe lease fleet
at the end of theyear to givesomeind cation of rent per unit. Snce an average flee Sze was not used, the
computed gatigic suffersfromafalureto account for changesin lessefleet sizedwring theyear  bothon
the upsde because units may have generated rent during the year and were sald just beforeyear end, or on
thedowns de because units may have been purchased just prior to year end, but cortributed no rent for the
year. Notwithstanding these shartcomings, the dataisafairly good indicator of rents per unit. Amua rent
pe wnit ranged fromalow of $818to a high of $16,667 for thereparting dedlers. The mean average was
$2,643 and the median $2,670. Thus a wnit geneated $2,643 during 2000 at the mean. At 100% fleet
utilization, thisis $220 per month. The average morthly rent will i ncresseas utilization falsbelow
100%. At 82.1% utilization (the2000 year-end utilizetionrate  seeSedion |1l C hereinafter a page 17)
theaverageunit rented for $268 per month during 2000.

Sdesaf new unitsin 2000 was $157.3 million, up from $127.4 million the prior year. Onceagain,
themean rase (from $6.7 millionin 1999 to $7.5 million in 2000) whilethe median declined per dedler
(from &2.4 millionin 1999 to $1.7 millionin 2000). New sadescondituted 15.9% of tatal 2000 revenue
down from 24.3% of 1999 total revenues. Sales of used unitsincreased from $34.1 millionin 199 to $92.5
millionin 2000. Smilarly, salesof used units accounted for 6.5% of 1999 revenue while 2000 used sales
rose to 94% of tatd 2000 revenue. Togethe, new and used sales were $248.7 million in 2000 representing
25.3% of total 2000 revenue Theaveragededer sold $5.8 million of used unitsin 2000 at the mean, nearly
double the 1999 mean of $2.4 million yet themedan average dropped from $684 thousand to $102
thousand in 2000.

Freight ($59.1 millionin 2000), sat-up/dismartle ($111.8 million) and service ($15.5 million)
togethe acoounted for 18.9% of 2000 revenues. Each 2000 total was nearly twicethetotd reported for
1999. Each mean average rose substartialy over 1999 yet the median averagedeclined in 2000. The
average dedler based on themedian had 2000 freight revenues of $120 thousand, set-up/dismantle of $324
thousand and servicerevenue of only $40 thousand.
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Other revenue was $54.8 million in 2000 up from $41.3 million in 1999. Other
accounted for 5.6% of total 2000 grossrevenues. Once again, the 2000 mean rose substantialy
(to $7.8 million) while the median dropped to $293 thousand. Two substantial Other
responses d gnificantly distorted the overadl ded er revenue results. If these responses are
ignored, the overdl composition of tota 2000 deder gross revenue changes.

If the two Sgnificant Other responses are eliminated from the resul ts, the share of
rental revenuein 2000 rises to 53.1%, new sdesare 16.9%, use salesare 9.9% (tota sdes =
26.8%), set-up/di smantl e 12%, freight 6.3%, service 1.7% and other drops to .1%. Since only
two respondentshad s gnificant other revenue, the revenue compos tion set forth above is
probably more representative of an average deder. Despite thetaint of abnorma other
responses, revenue composition based on all data submitted to the MB 1 isgraphically depicted
bel ow.

Source of 2000 Gr oss Revenues
Per cent of Total

Sales-New
15.9%

Freight
6.0%

Rents

Service 50.3%

1.6%
Set-up/Dismantle
11.3%
4
Sales-Usd
9.4%

Survey respondentswere asked to allocate total 2000 gross revenues over nine market
segments. The percentages from each respondent were than multiplied by that respondents
reported tota revenuein order to provide the appropriate weight to each reponse. Revenues
from the generad offi ce segment congituted more than 41% of tota 2000 revenues while
construction provided 27.3% and education 21.2%. Together these three primary market
seaments accounted for nearlv 90% of dealer aross revenuesin 2000.
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Dealer Market Segments

Sate Government
1.0%

Condruction
27.3%

Genead Office

Bank 41.1%

Federd 8%
Government

4.1%

Hedth
2.2%

Education Other
21.2% 1.8%

Daycare
5%

Lag year the construction market accounted for nearly 40% of deder revenues, up from
34% in 1998. This year congruction ssgment revenuesfell to 27.3%. 2000 revenues from the
education market a so dropped from 31% in 1999 to 21% in 2000 while the generd office
market i ncreased dramaticaly to offset the declinesin both construction and education. The
commercia office ssgment more than doubled from 18% in 1999 to 41% in 2000. Interestingly,

these three primary markets increased in the aggregate from 88.8% in 1999 to 89.6% in 2000.

Gross Ded e Revenue was derived from the following marketsin the pas four years.

2000 1999 1998 1997

Revenue Sour ce Percent Percent Percent Percent
Construction 27 40 34 29
Education 21 31 26 29
General Office 41 18 17 17
Hedth Care 2 3 3 2
Other 2 1 6 5
Federal Government 4 6 3 5
State Government 1 1 4 5
Banks 1 - 4 6
Day Cae 1 - 3 2
Total 100% 100% 100% 100%
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B. LeaseFleet Composition

Nineteen deders reported a total of 187,601 unitsin their lease fleetsat December 31,
2000, up from 108,827 reported | ast year. The mean average was 9,874 units per ded er up from
6,402 in 1999 whil e the medi an average was 217, down g gnificantly from 675 the prior year.
The data indicates a large gandard devi ati on which implies that the individual responseswere
widdy scattered with s gnificant outlayers. The median was very low rd ativeto the mean
indi cating that rel atively few respondents had very large numbers of modul ar unitsin their lease
fleets. The lease fl eet of the two largest respondents in 2000 comprised nearly 86% of thetota
floors in the sampl e indi cating a substantial skew. Indeed, the largest reported fleet was 29,416
times larger than the smallest in 2000. Thus, the median is afar better estimate of thesize of a
typica industry participant’'sleasefleet. See dso the Summary at page 18.

Unitsper Dealer L ease Fleet

2000 1999 1998 1997 1996
Mean (weighted average) 9,874 6,402 11,877 4,069 3,718
Median (middl e response) 217 675 480 627 624

The sngleunit, leased for avariety of uses including aconstruction sitefield office,
classoom, sales office or bank building, accounted for 49% of total 2000 dealer | ease fleets
while containers, storage units and over theroad trailers accounted for 13.0% of total units
Together, the containers, storage units over the road trailersand s ngles represented nearly two-
thirdsof total reported units. Doublewidesaccounted for 21.8% of ded er fleets, up from the
1999 share of 19.0%. Tripleswere up from prior yearsat 4.8% whil e single-story complexes
were down slightly from 11.9% in 1999 to 10.8% in 2000.

Percent of Mobil e Officesand Modular Buildings
In Lease Fleet at December 31, 2000

1-gory
Over the Road complexes
Sorage 10.8%
3.1%
2-dory
- /K\
Containers Sngles
8.8% 49.0%
Doubles
21.8%

Triples 48%
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C. LeaseFleat Utilization

Ei ghty-two percent (82.1%) of dl Mobile Offices and Modular Buildingsavail able for
lease were actua ly on lease at December 31, 2000, down from the 84.7% reported at the end of
1999. Singlesdeclined modestly from 81.8% in 1999 to 81.6% in 2000. Doublesutilization
declined from 89.4% in 1999 to 82.9 % in 2000 while triples decli ned from 82.8% to 80.8%.
Containers and storage units al so declined from 1999 to 2000. S ngle-story complex utilization
dropped from 87.1% in 1999 to 80.7% in 2000. Only over-the-road trail ers and multi-story
complex utili zation rose year to year, although both increaseswere with very small reported data.
Over-the-road trail er utilization increased from 88.1% in 1999 to 90.6% in 2000. Multi-story
complex utili zation rose from 77.8% in 1999 to 96.2% in 2000.

Percent of Maobile Offices and M odular Buildings
on Leaseat December 31

2000 1999 1998 1997 1996 1995 1994
Single 82 82 84 90 87 82 83
Double 83 89 76 92 87 83 76
Triple/Quad 81 83 77 88 84 88 75
Complex 81 87 88 88 96 95 79
Total 82 85 82 90 87 84 83

A more detailed Summary can be found at page 18.

D. Sleof Usd Units

Survey respondents reported that they sold used Mobile Offices and Modul ar Buil dings
in 2000 for amean average 110% of original cost. The median average was 99% of original cost
and the sampl e had avery smdl sandard deviation.

The mean age of used unitssold in 2000 was 8 years and the medi an age was 8 years
with a symmetricad but broad digribution.

The 2000 results are very consistent with those reported in prior years. 1n 1999, used

unitswere reported assoldfor 111% (mean) of origina cost with a median of 115% of original
COst.

Mean Average Average
MBI Survey Sales Price (*) AgeinYears
2000 110 1.7
1999 111 8.0
1998 104 8.8
1997 102 75
1996 99 8.2
1995 97 6.8
1994 85 6.5

(*) percent of oriaina cost
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The survey wasnot designed to provide datato correlate age and sd e prices of
used modules. Whil e the data might have been 0 used, there was no significant

correlation. Although one might intuitively expect older buildingsto sell for |essthan

newer buil dings, mai ntenance and other externa factors appear to have a greater impact
on the sales prices for used bu ldings.

Type
Singles
Doubles
Triples
Containers
Storage

Over the
Road

1-story
2-story

Total

Total
Units

92,013
40,904
8,977
16,526
5,831

1,996

20,241
1,113

187,601

Summary 2000 Dealer L ease Fleets

Mean
5,751
3,146
997
1,156
729

499

2,024

371

Median

87

63

33

252

235

259

49

417
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On-Lease Utilization

75,112
33,922
7,250
13,876
4,623

1,808

16,326
1,071

153,988

81.6%

82.9%

80.8%

84.0%

79.3%

90.6%

80.7%

96.2%

82.1%

1999
Utilization

81.8%

89.4%

82.8%

85.7%

83.9%

88.1%

87.1%

77.8%

84.7%



V. MANUFACTURER-DIRECT RESULTS

A separate Manufacturer-Direct questi onnaire was prepared by the MBI in 1998,
1999 and 2000. 1998 was the firg time informati on was soli cited from M anufacturer-Direct
companieswith aquestionnaire which differed from that used for the Wholesale M anufacturers
and the Ded ers. Consequently, comparative data is only available since 1998.

A. Manufacturing Data

Nine direct manufacturers reported total 2000 gross sales of $104.3 million with a
mean average of $11.6 million and amedian average of $10.2 million. These figures are down
from the $125.2 million gross sdesin 1999 ($114.9 in 1998) and the 1999 mean of $15.7 million
and median of $13.5 million. The nine direct manufacturers produced 2,467 floors with amean
average of 308 floorsand a median average of 263 floors Thefloors constituted 1.7 million
square feet (up from 15 million in 1999) with amean average of 212,463 square feet and a
median average of 188,588 square feet.

DIRECT MANUFACTURERS
2000 Averages 1999 Averages 1998 Averages
Mean Median Mean Median Mean Median
Gr oss Sales (millions) $116 $10.2 $15.7 $135 $104 $110

Floors Produced 308 263 310 266 397 339
Square Feet Produced 212463 188588 186220 171000 246,095 256,069

Gr oss Sales/Floors $34010 $32129 $52618 $53,759 $34022 $243865
Pr oduced

Gross Sales/SquareFeet  $49.30 $4481 $7877  $6341  $4626  $4351

Whilethe capacity may be less for direct manufacturers, the gross sales per floor and
grosssa es per square foot are significantly higher than their wholesale counterparts

Gross sadesper floor produced for direct manufacturersranged from alow of $14,146 to
ahigh of $75,000 with amean average of $32,766 and amedian average of $27,474. These
averages are d gnificantly below the 1999 mean of $52,618 and median of $53,759 but in line
with the 1998 mean of $34,022 and median of $24,865. Compare also to the 2000 mean of
$19,115 for wholesa e manufacturers and median of $18,002. Thisindicates direct
manufacturers generally do not produce stock units in bulk but tend to focuson cusom projects.
The data also indi catesfar less dispersion meaning the direct manufacturers are closer in sizeto
each other than are the wholesale manufacturers. Gross saesper square foot for direct
manufacturers ranged from $16.67 to $96.77 with amean of $47.14 and amed an of $45.22.
Lag year the range was $29.09 to $156.43 with much higher averages: a mean of $78.77 and a
median of $63.41.
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These averages arewdl in excess of the wholesa e manufacturers mean of $34.76 and
median of $32.05. Therewere five direct manufacturerswith caculated sal es per squarefootin
excess of the upper range for the wholesae manufacturers.

For 2000, the direct manufacturers reported producing 17% g ngles, 42% doubles, 5%
triples, 33% single-story complexesand 3% multi-story buildings. Sngles are down
signifi cantly from 31% and near the 1998 leve of 16%. Doublesincreased yet again to 42%
while multi-story complexesdeclined from 10% in 1999 to 3% in 2000, the same as in 1998.

MANUFACTURERSDIRECT
2000 % of UnitsProduced by Type

Sngles Doubles Triples 1-Story Compl ex Multi-story Complex

1998 W1999 H>000

Classrooms accounted for more than 44% of 2000 production with other school buildings
adding sx percent to bring education market up to one-haf annual production. Commercia
office accounted for 16% of 2000 production tota s while health care (5.9%), daycare (3.9%) and
in-plant offices (3.4%) represented much smaller market shares

Manufactur er-Dir ect M arket Segments

In-Aant Offices 3.9% 1.9%
3.4%
Other
11.7%
MobileOffices __{—— Education
3.1% 50%
Residentid

1.7%

Commercial
16.3%
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B. Manufacturer s-Direct Dealer Data

The results presented in this section are from member and non-member Direct
Manufacturers that have their own | ease fl egts.

Four direct manufacturers reported 2000 gross |lease fleet revenue of $10.1 million with a
mean average of $2.5 million and amedian average of $1.9 million. Thisis asignifi cant
increase from the $2.5 million totd revenue reported by two respondentsin 1999 with a mean of
$1.3 million and amedian of $1.3 million. Renta income accounted for more than 82% of tota
2000 revenue with a mean average of $2.1 million and amedian average of $980 thousand.
Sdesto retail cusomers accounted for just under 10% of tota 2000 revenues whil e set-up and
dismantle constituted 2.7% of revenue, servicewas 2.7% of revenue and freight was 2.3% of
total 2000 revenue.

Direct Manufacturers reported 2000 lease fleets included 1,218 floorswith amean
average of 406 floorsand amedian average of 273 floors. Utili zation was 88.5% in the
aggregate, up from 83.7% in 1999. The reported manufacturer-direct ded er fleets consist of 585
singles 200 floors configured into doubles, 54 floorsfor triples 303 contai ners, 12 $orage
trailers and 64 floors for g ngle-story complexes

Used floors sold out of the lease fl eetsby integrated dedersin 2000 were an average of
nine years old and were sold for 89% of origina cog.

-21-



A. Sdected Data Recap

V. CONCLUSONS

Set forth below is asummary of some of the information detailed in sections |1, 111 and

IV of this survey.

Wholesale Manufactur ers
Floors Produced in 2000
Square Feet Produced

2000 Gross Sdes

Manufacturers-Direct
Floors Produced in 2000
Square Feet Produced
2000 Gross Sdes

Dealers

2000 Gross Revenue
2000 Lease Revenue
2000 New Sale Revenue
Lease Fleet (floors)
Lease Fleat Utilization

Totals
13,811
7.1 million

$250.6 million

2,467
1.7 million
$104.3 million

Totals
$986.5 million
$496.0 million
$156.5 million

187,601

Used Units Sold (as % of cost) --

Manufacturer -Direct as Dealer s

2000 Gross Revenue
Lease Fleet (floors)
Lease Flegt Utilization

$ 10.1million

1,218

Used Units Sold (as % of cost) --

B. 2000 Industry Edimates

---Averages--
Median Mean
594 727
331,002 472,107
$12.6 million $13.9 million
263 308
188,588 212,463
$10.2 million $11.6 million
Median Mean
$2.6 million $44.8 million
$.9 million $24.8 million
$1.7 million $7.5 million
675 9,886
84.7% --
99% 109%
$1.9 million $2.5 million
273 406
88.5% --
89% --

Us ng the averages provided by the MBI Survey and the number of ded ers,
manufacturers direct and wholesale manufacturers in the MBI database, it i s possibl e to esimate
certa n information about the domesti ¢ industry asa whole. The ca culated information is
reliable only to the extent the statistica averages are accurate and the estimates of industry

partici pants are accurate.

Based upon median aver ages, the MBI egimates 2000 industry tota sasfollows

Nogah~wWwdNE

New HoorsProduced in 2000
New Sguare Feet Produced in 2000
2000 Gross Saesby Manufacturers
2000 Gross Sdesby Manufacturer-Direct
2000 Ded er Gross Revenue
Floorsin Ded er Lease Fleets
Floors in Manufacturer-Direct Lease Fleets
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74.8 million
$2.142 hillion
$1.00 billion
$614 million
353,000
26.754



The number of floorsin ded er lease fleets based upon the 2000 median average of 217
multiplied by 236 esimated indudry parti cipants is 51,212. This cannot be accurate astwo
respondentsreported totd fleets for their own company in excess of thiscomputed figure. The
largest reported fleet size was 88,250. Assuming a 25% market share for this respondent, total
domedic deder lease fleets are esimated at 353,000 units

Based upon median averages and the number of companiesinvolved in the commercial
mobi le office and modular building industry, the MBI egimates 2000 aggregate gross revenues
of $3.76 billion.

C. Reddual Values

The economic value of a leased mobil e office or modular building is determined by
comparing thetota cog of the asset with the income produci ng capacity over itsuseful life. Cog
includes the initid manufactured cost plus al expendituresfor items such asmaintenance and
taxes incurred during itsuseful life. Income includes lease revenue during the buildi ngs useful
life and sd e va ue upon disposition. Residua vaue is understood to be the anticipated value of
the building at the end of thelease. Ded ers were asked the average sd es price of units sold from
their lease fleet asa percentage of original cost.

Ded ers reported eight-year-old used | ease fl eet units sold for amean average of 109% of
origind cog, and amedian average of 99% of origina cogt. The 2000 figures are below the
1999 mean (111%) and median (115%). Despite the decline from 1999 to 2000, the 2000 mean
average rema nsabove 104% from 1998 and 102% from 1997.

D. Future Surveys

The MBI intends to conduct annua surveys in order to provide information about our
dynamic indugtry to member organizations. A greater number of respondents to future surveys
will provide moreinformation. As the number of regpondents increases, theleve of confidence
intheresultswill increase. Greater reliability of the survey resultswill promote market
efficiencies, which will in turn atract capital. Additiona capita will spur growth and contri bute
to the ever-increasing acceptance and use of our temporary buildings
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