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Executive Summary

Ferguson is one of the most important construction and infrastructure distributors in North
America, yet most consumers have never heard of it.

The company supplies plumbing, HVAC, appliances, lighting, pipes, valves, fittings, waterworks,
wastewater, and infrastructure products to specialized professionals across residential and
non-residential construction markets. Ferguson describes itself as North America’s largest
value-added distributor of essential water and air solutions, serving a roughly $340 billion
market.

Ferguson’s role is simple to understand but difficult to replicate: it helps contractors, builders,
plumbers, HVAC technicians, municipalities, and infrastructure customers get the products they
need to complete complex projects.

A construction project can be delayed not because the workers lack skill, capital, or demand,
but because the right materials are not available at the right time.

Ferguson exists to solve that problem.

Its business is built on scale, supplier relationships, product availability, branch density, logistics,
technical knowledge, and deep customer relationships. The company operates in fragmented
markets with thousands of smaller competitors, but its scale allows it to provide breadth,
reliability, and service capabilities that many local distributors cannot match. Ferguson says
more than 10,000 small- to medium-sized competitors remain in its addressable market, and
about 75% of U.S. revenue comes from #1 or #2 market positions.

For Consilium Research, Ferguson represents hidden construction infrastructure.
It does not build homes, hospitals, factories, or water systems directly.

It helps supply the materials that make those projects possible.




Why This Company Matters

Construction depends on materials.

Every home, apartment building, commercial property, hospital, data center, warehouse, factory,
school, and municipal water system requires physical products before work can be completed.

Pipes must arrive.

Valves must fit.

HVAC systems must be available.

Waterworks products must meet specifications.

Contractors must source thousands of parts across countless project types.
This creates a massive coordination problem.

Ferguson matters because it helps reduce that complexity.

The company serves specialized professionals who do not merely need products. They need
product availability, technical expertise, delivery reliability, vendor coordination, and support
across complicated projects.

This is why Ferguson should not be viewed as a simple wholesaler.
It is a construction supply chain platform.

Most consumers will never know Ferguson helped supply a building, renovation, municipal
project, or infrastructure system. But behind the scenes, its distribution network supports the
work that creates and maintains the built environment.

Ferguson’s hidden role is best summarized this way:
Construction does not stop only when labor disappears.

Construction stops when materials do.

Investment Thesis

The investment thesis for Ferguson is built around a simple observation:



The built environment requires constant repair, replacement, construction, and modernization,
and Ferguson is one of the largest companies supplying the professionals who perform that
work.

Several factors support this thesis.

1. Essential Construction Inputs

Ferguson supplies products required across plumbing, HVAC, waterworks, appliances, lighting,
pipes, valves, fittings, and infrastructure systems.

These categories are tied to essential construction, repair, and maintenance activity.

2. Scale in Fragmented Markets

Ferguson operates in large, fragmented markets where thousands of smaller competitors
remain. Its size creates advantages in procurement, product breadth, logistics, technology, and
customer service.

3. Customer Relationships

Contractors and professional customers value reliability. Once a distributor proves it can provide
the right products quickly and consistently, it can become deeply embedded in customer
workflows.

4. Long-Term Structural Demand

Housing shortages, aging infrastructure, commercial development, water system modernization,
HVAC replacement, and repair activity all support long-term demand.

5. Value-Added Distribution

Ferguson does not simply move boxes. It provides expertise, product selection support, project
coordination, delivery capabilities, and technical knowledge that help customers complete
complex work.

The central thesis is straightforward:
Builders, contractors, and municipalities need more than materials.
They need a supply chain partner.

Ferguson is one of the most important supply chain partners in the built environment.



Company Overview

Ferguson is a leading North American distributor of plumbing, HVAC, waterworks, fire
protection, industrial, appliances, lighting, and infrastructure products.

The company serves professional customers across residential construction, non-residential
construction, repair and remodeling, municipal infrastructure, commercial buildings, and
industrial facilities.

Its core role is to connect suppliers and manufacturers with the contractors, builders,
technicians, municipalities, and businesses that need specialized products to complete projects.

Ferguson’s value lies in more than inventory.

The company provides product availability, technical expertise, logistics capabilities, customer
service, digital ordering tools, and project support.

This makes Ferguson a critical partner within the construction and infrastructure supply chain.

Company History

Ferguson’s history dates back to 1953, when the company was founded in Newport News,
Virginia.

The business began as a small distributor serving plumbing and heating markets.

Over time, Ferguson expanded across the United States through a combination of organic
growth, branch expansion, supplier relationships, customer development, and acquisitions.

The company eventually became part of Wolseley, a United Kingdom-based building materials
distribution group. Over time, Ferguson became the dominant portion of the broader business,
reflecting the scale and attractiveness of its North American operations.

In 2021, Wolseley officially changed its name to Ferguson plc, reflecting the strategic
importance of the Ferguson brand and North American market.

Today, Ferguson is primarily focused on North America and operates as one of the largest
value-added distributors serving construction, water, air, and infrastructure markets.

Its evolution demonstrates the power of distribution businesses that compound over decades
through scale, relationships, and local execution.



Products & Services

Ferguson supplies a wide range of products used across construction, maintenance, repair, and
infrastructure projects.

Plumbing Products
Plumbing remains one of Ferguson’s core categories.
Products include:

Pipes

Fittings

Valves

Fixtures

Water heaters

Pumps

Plumbing tools and supplies

These products are essential across residential, commercial, and institutional buildings.

HVAC Products

Ferguson supplies heating, ventilation, and air conditioning products used by contractors and
technicians.

Products include:

HVAC equipment
Controls

Ducting

Ventilation components
Replacement parts

HVAC demand is supported by new construction, replacement cycles, energy efficiency needs,
and repair activity.

Waterworks and Infrastructure
Ferguson serves municipal and infrastructure customers through waterworks products.

These include:



Pipe systems

Valves

Hydrants

Meters

Stormwater products

Wastewater infrastructure components

This category ties Ferguson directly to public infrastructure and water system modernization.

Appliances, Lighting, and Fixtures

The company also supplies products used in residential and commercial projects, including
appliances, lighting, bath fixtures, and related finish materials.

Fire and Fabrication

Ferguson supports fire protection markets with products and fabrication services used in
commercial and industrial buildings.

Industrial Products

Industrial customers use Ferguson for valves, pipes, fittings, and related products required in
manufacturing, energy, utilities, and process industries.

Business Model

Ferguson’s business model is based on value-added distribution.

The company purchases products from manufacturers, maintains inventory across a large
branch and distribution network, and sells those products to professional customers.

The business creates value through:

Product availability
Supplier relationships
Branch density
Technical expertise
Delivery reliability
Digital ordering
Project support



Unlike a basic retailer, Ferguson’s customers often require specialized products, precise
specifications, and dependable delivery timing.

This makes service quality extremely important.

Local Scale and National Reach
One of Ferguson'’s strengths is its combination of local branch presence and national scale.

Local branches support customer relationships, immediate product availability, and
market-specific knowledge.

National scale improves purchasing power, supplier access, logistics, and operational efficiency.

This combination is difficult for smaller competitors to replicate.

Relationship-Based Selling
Many customers rely on Ferguson repeatedly over long periods.

Contractors often return to distributors they trust because delays, missing materials, or incorrect
products can disrupt projects and damage profitability.

This creates recurring customer relationships and strengthens Ferguson’s position.

Economic Characteristics
Ferguson’s economics are driven by:

Volume

Product breadth
Inventory management
Gross margin discipline
Customer retention
Operating efficiency

Distribution businesses are not usually high-margin like software companies, but high-quality
distributors can generate durable returns through scale, logistics, and relationships.

Ferguson’s business model rests on a simple but powerful idea:

Construction and infrastructure projects require thousands of specialized products, and
customers value the companies that can reliably supply them.



Revenue Breakdown

Ferguson's revenue model is built upon serving multiple segments of the construction,
infrastructure, repair, and maintenance economy.

This diversification helps reduce dependence on any single market while providing exposure to
numerous sources of demand.

Unlike many construction-related businesses that rely heavily on new building activity, Ferguson
participates across both new construction and ongoing maintenance markets.

This distinction contributes to resilience.

Residential Construction Revenue
Residential construction represents an important source of revenue.
Products supplied to this market include:

Plumbing systems
HVAC equipment
Fixtures

Appliances

Water systems
Building components

Demand is influenced by:

New home construction
Housing formation
Remodeling activity
Replacement cycles

Although residential markets can be cyclical, long-term housing demand supports ongoing
activity.

Residential Repair & Remodeling Revenue
One of the most attractive segments within Ferguson's portfolio is repair and remodeling.

Homes constantly require:

e Plumbing repairs
e HVAC replacements
e Fixture upgrades



e Appliance replacement
e Renovation projects

These activities occur even during periods when new construction slows.

As a result, repair and remodeling can provide an important source of stability.

Non-Residential Construction Revenue

Commercial construction creates demand for a wide range of Ferguson products.
Projects include:

Office buildings
Healthcare facilities
Warehouses
Educational facilities
Hospitality properties
Industrial buildings

These projects often require significant quantities of specialized products and technical
expertise.

Waterworks Revenue
Water infrastructure represents a particularly attractive category.
Municipalities continuously invest in:

Water distribution systems
Wastewater infrastructure
Stormwater management
Utility upgrades

These projects tend to be long-term in nature and often benefit from public funding.

Industrial Revenue

Industrial customers utilize Ferguson products across:
e Manufacturing facilities
e Utilities
e Energy projects

[ J

Process industries

This market expands Ferguson's exposure beyond traditional construction activity.



Revenue Quality
Several factors contribute to the quality of Ferguson's revenue profile:

Diversified end markets
Recurring repair demand
Infrastructure exposure
Professional customer base
Long-term relationships

The company is not dependent upon a single project type, geography, or customer category.

Revenue Assessment
The most important characteristic of Ferguson's revenue model is diversification.

The company benefits whenever buildings are constructed, repaired, upgraded, maintained, or
modernized.

That creates a broader opportunity set than many investors initially recognize.

Customer Analysis

Ferguson's customers are primarily professionals.

Unlike traditional retailers that serve consumers directly, Ferguson focuses on specialized
customers who require expertise, reliability, and product availability.

Plumbing Contractors
Plumbing contractors represent one of Ferguson's largest customer groups.
These customers depend upon access to:

Pipes

Valves

Fixtures

Water heaters
Specialty products

Because project delays can be costly, reliability is highly valued.



HVAC Contractors

HVAC professionals require equipment, replacement parts, controls, and support services.

These relationships often generate recurring business because HVAC systems require ongoing
maintenance and replacement.

Builders and Developers
Residential and commercial builders rely on Ferguson throughout the construction process.

The company helps coordinate product availability while supporting project timelines.

Municipal Customers
Municipal governments represent an important customer category.
Waterworks products support:

Water systems
Wastewater infrastructure
Stormwater projects
Utility upgrades

These projects often involve long planning horizons and substantial investment.

Industrial Customers

Industrial facilities require specialized products and technical expertise.
Customers may include:

Manufacturers

Utilities

Processing facilities

Energy operators

These relationships expand Ferguson's reach beyond traditional construction markets.

Why Customers Choose Ferguson
Several factors help explain Ferguson's customer retention.
Product Availability

Contractors need products when projects require them.



Inventory availability creates significant value.

Technical Expertise

Many products require specialized knowledge.

Customers often rely on Ferguson's expertise when selecting and sourcing products.
Reliability

Construction schedules are highly sensitive to delays.

Reliable suppliers become trusted partners.

Breadth of Product Offering

Customers benefit from accessing a large catalog through a single relationship.
Delivery Capabilities

Efficient logistics and delivery support project execution.

Customer Diversification
Ferguson's customer base spans:

Residential construction
Commercial construction
Repair and remodeling
Municipal infrastructure
Industrial operations

This diversification contributes to stability and resilience.

Customer Analysis Conclusion

Customers are not simply purchasing products.

They are purchasing certainty.

They are buying access to inventory, expertise, logistics, and reliability.

In an industry where delays can be expensive, those services become extremely valuable.




Industry Overview

Construction and infrastructure distribution sits at the intersection of manufacturing, logistics,
and construction.

The industry exists because modern projects require enormous numbers of specialized
products sourced from thousands of manufacturers.

Contractors generally cannot manage these relationships efficiently on their own.

Distributors solve this problem.

The Role of Distribution
Distributors perform several critical functions:

Inventory management
Product sourcing
Logistics coordination
Technical support
Customer service
Supplier relationships

These activities reduce complexity throughout the construction ecosystem.

Industry Characteristics

Several characteristics define the industry.

Fragmentation

Despite consolidation, many local and regional competitors remain.

Product Complexity

Customers often require highly specialized products and technical knowledge.
Relationship Orientation

Long-term customer relationships are extremely important.

Infrastructure Exposure

Many products support essential infrastructure systems.



Long-Term Industry Drivers
Several trends support long-term demand:

Housing construction

Aging infrastructure

Water system modernization
HVAC replacement cycles
Commercial development
Population growth

Industry Outlook

Buildings age.

Infrastructure requires maintenance.

Water systems require upgrades.

Mechanical systems eventually fail.

These realities create ongoing demand for construction and infrastructure products.

That demand ultimately supports distributors like Ferguson.

Industry Overview Conclusion

Most people think construction companies build the world.

In reality, construction companies rely upon complex supply chains that provide the materials
needed to do the work.

Ferguson sits near the center of those supply chains.

Its role may be invisible to most consumers, but its importance becomes clear when the right
product is unavailable at the right time.

Competitive Landscape

Construction and infrastructure distribution is a highly competitive industry.



Thousands of local distributors, regional suppliers, specialty wholesalers, and national operators
compete across various product categories.

At first glance, this may appear to be a commoditized business.
Many distributors sell similar products from the same manufacturers.
However, the reality is more complex.

Competition often revolves around availability, service, expertise, logistics, and relationships
rather than simply product pricing.

Major Competitors
Ferguson competes against a variety of national and regional businesses.
Major competitors include:

Winsupply

Hajoca Corporation

HD Supply

Grainger (select categories)
Fastenal (select categories)
Numerous local distributors

Many competitors maintain strong positions within specific geographic markets or product
categories.

However, few possess Ferguson's overall scale and breadth.

Local Competition
Local distributors remain important participants within the industry.
These businesses often maintain strong customer relationships and local market knowledge.

In many markets, Ferguson competes directly against family-owned operators that have served
contractors for decades.

This competition helps explain why service quality remains critical.
Why Price Is Not Everything
Construction professionals frequently prioritize:

e Product availability



Delivery speed
Reliability
Technical support
Inventory access

A contractor waiting on a critical component may lose far more money from project delays than
from paying a slightly higher product price.

As a result, the lowest-cost supplier is not always the preferred supplier.

The Amazon Question

One of the most interesting questions surrounding Ferguson is whether e-commerce platforms
can disrupt the industry.

The answer is more nuanced than many assume.
Contractors often require:

Immediate product access
Specialized technical knowledge
Project-specific support

Local inventory

Jobsite delivery

Complex order coordination

These requirements are difficult to replicate through a purely digital model.

While technology may improve ordering efficiency, it does not eliminate the need for inventory,
logistics, expertise, and relationships.

Competitive Assessment

Ferguson's competitive position stems less from selling products and more from solving
problems.

The company helps customers complete projects efficiently.

That distinction creates a stronger competitive position than many observers initially recognize.

Economic Moat



Ferguson's moat is built upon scale, relationships, inventory, expertise, and network density.

Unlike software companies that benefit from switching costs or network effects, Ferguson's
advantages are rooted in operational excellence and customer trust.

Scale Advantages
Scale provides significant benefits throughout distribution.
Larger distributors often enjoy:

Better supplier relationships
Greater purchasing power
Broader product selection
More efficient logistics
Stronger inventory availability

These advantages improve competitiveness while supporting profitability.

Branch Network
Ferguson's extensive branch footprint is one of its most important assets.
Branches provide:

e Local inventory

e Customer service
e Technical expertise
e Market knowledge

This local presence strengthens relationships while improving responsiveness.
Supplier Relationships

Manufacturers want reliable partners capable of moving products efficiently.

Over decades, Ferguson has developed relationships with leading suppliers across multiple
product categories.

These relationships support product availability and market position.

Customer Relationships

Construction and infrastructure projects depend heavily on trust.



Contractors often return to distributors that consistently deliver the right products at the right
time.

Over years, these relationships can become deeply embedded within customer operations.

Inventory Advantage
One of Ferguson's most underrated strengths is inventory.

Having the correct product available immediately can be worth far more than a marginal pricing
difference.

This reality creates advantages for distributors capable of maintaining broad inventories across
large networks.

Technical Expertise
Many products require specialized knowledge.

Customers frequently depend upon Ferguson's expertise when selecting products, solving
technical challenges, or coordinating projects.

This expertise creates value beyond product distribution.

Why Amazon Cannot Easily Replace Ferguson

The most common misconception is that Ferguson is simply a middleman.
If that were true, disruption would be easier.

Instead, Ferguson performs several functions simultaneously:

Inventory management
Technical support
Product sourcing
Logistics coordination
Delivery execution
Customer service

Amazon can deliver products.
Ferguson helps complete projects.

Those are not the same thing.

Is the Moat Durable?



The strongest evidence supporting durability is Ferguson's position within fragmented markets.

The company continues growing despite competition from local distributors, national operators,
and digital platforms.

Its advantages have been built over decades and reinforced through relationships,
infrastructure, and operational capabilities.

Moat Conclusion
Ferguson's moat is not built upon a patented product or famous brand.
It is built upon reliability.

The company has created a network that helps professionals obtain the products, expertise,
and support necessary to complete critical work.

That network becomes more valuable as projects become more complex.

For this reason, Ferguson's moat is stronger than many investors initially appreciate.

Moat Summary

The hidden insight behind Ferguson is simple:

The company does not merely distribute construction products.

It distributes certainty.

Contractors are not buying a pipe, valve, or HVAC unit.

They are buying confidence that their project can continue moving forward.

That confidence is difficult to replicate, and it may be Ferguson's most valuable asset.

Management & Capital Allocation

One of Ferguson's defining characteristics is disciplined capital allocation.



Distribution businesses succeed when management balances inventory investment, branch
expansion, acquisitions, technology spending, and shareholder returns without sacrificing
operational efficiency.

This balancing act requires considerable discipline.
Operating Philosophy
Ferguson's strategy has historically emphasized:

Customer service
Inventory availability
Operational efficiency
Branch optimization
Digital capabilities
Strategic acquisitions

Rather than pursuing growth at any cost, the company has generally focused on strengthening
its position within markets where it already possesses expertise and scale.

Acquisition Strategy

The construction distribution industry remains fragmented.

Thousands of local and regional competitors continue operating throughout North America.
This fragmentation creates opportunities for acquisitions that can:

Expand geographic coverage
Increase market share

Improve branch density
Strengthen supplier relationships

When executed successfully, acquisitions reinforce Ferguson's existing advantages.

Technology Investment

Technology has become increasingly important.
Customers expect:

Digital ordering

Inventory visibility

Project coordination tools
Logistics tracking



Ferguson's investments in technology help improve efficiency while strengthening customer
relationships.

Capital Allocation Assessment
The company's capital allocation reflects a long-term mindset.

Management appears focused on strengthening the distribution network rather than pursuing
speculative initiatives.

This approach aligns well with the economics of the business.

Management Assessment

The long-term success of Ferguson suggests a management team capable of balancing growth,
customer service, inventory management, and operational discipline.

The company's challenge moving forward will be maintaining these strengths while continuing to
modernize the business.

Financial Analysis

Ferguson's financial profile reflects many of the characteristics associated with high-quality
distribution businesses.

Revenue Diversification
Revenue is generated across multiple markets including:

Residential construction
Commercial construction
Infrastructure
Waterworks

Industrial operations
Repair and remodeling

This diversification reduces dependence on any single market.

Cash Flow Generation

The company benefits from recurring customer relationships and ongoing demand for
construction and infrastructure products.



These characteristics support healthy cash generation.

Margin Profile
Distribution businesses generally do not operate with software-like margins.
However, strong operators can generate attractive returns through:

Scale

Supplier relationships
Inventory management
Logistics efficiency

Capital Requirements
Inventory investment remains an important part of the business.
Maintaining product availability requires significant working capital.

However, inventory is also one of the key advantages that differentiates Ferguson from smaller
competitors.

Financial Strength Assessment
Strengths include:

Diversified end markets
Strong market position
Recurring repair demand
Scale advantages

Broad customer base

Risks include:

e Construction cyclicality
e Inventory management challenges
e Economic slowdowns

Financial Analysis Conclusion
Ferguson's attractiveness stems from durability rather than excitement.
The company generates value by helping customers complete projects more efficiently.

That role creates economic relevance that can persist across market cycles.



Growth Drivers

Several long-term trends support Ferguson's future growth opportunities.

Housing Demand

Housing shortages and population growth continue supporting long-term residential construction
activity.

Infrastructure Modernization

Aging infrastructure requires ongoing investment.

Water systems, wastewater networks, and public utilities create sustained demand for Ferguson
products.

HVAC Replacement Cycles

Mechanical systems eventually require replacement.

This creates recurring demand regardless of new construction activity.

Repair and Remodeling

Buildings constantly require upgrades, repairs, and modernization.

This market provides resilience throughout economic cycles.

Industry Consolidation

Fragmented markets create opportunities for acquisitions and market share expansion.
Digital Transformation

Technology investments may improve customer experience while increasing operational
efficiency.

Growth Assessment

Ferguson's growth profile is unlikely to be explosive.



Instead, it benefits from numerous long-term demand drivers that support steady expansion
over time.

Risks & Challenges

Despite its strengths, Ferguson faces several risks.

Construction Cyclicality

Construction activity can be influenced by economic conditions, interest rates, and housing
markets.

Economic Slowdowns

Commercial and industrial projects may be delayed during periods of economic weakness.
Supplier Dependence

Distribution businesses depend upon strong supplier relationships and product availability.
Competitive Pressure

Local distributors, national competitors, and digital platforms continue competing for customers.
Inventory Risk

Managing large inventories requires discipline and accurate demand forecasting.

Labor Challenges

Distribution operations depend upon skilled employees across logistics, sales, and customer
service functions.

Risk Assessment

Most of Ferguson's risks are manageable and reflect the realities of serving construction and
infrastructure markets.

Importantly, none eliminate the long-term need for the products the company distributes.




SWOT Analysis

Strengths

Market Leadership

Ferguson occupies a leading position within North American construction and infrastructure
distribution.

Scale

Scale supports purchasing power, logistics efficiency, and supplier relationships.
Diversification

The company serves multiple end markets and customer categories.

Branch Network

Local presence strengthens customer relationships and service capabilities.

Technical Expertise

Knowledge and service create value beyond product availability.

Weaknesses

Construction Exposure

Certain markets remain sensitive to economic conditions.
Inventory Requirements
Maintaining broad inventories requires significant capital.

Distribution Economics

Margins are generally lower than those of software or asset-light businesses.




Opportunities

Infrastructure Investment

Waterworks and municipal projects create long-term demand.
Housing Growth

Residential construction supports product demand.
Industry Consolidation

Acquisitions may strengthen market position.

Digital Solutions

Technology can improve customer service and efficiency.

Threats

Economic Recessions

Construction activity may decline during downturns.
Competitive Pressure
Numerous competitors remain active across the industry.

Interest Rate Sensitivity

Higher rates can affect construction demand.

Supply Chain Disruptions

Product shortages may impact operations.

SWOT Conclusion



Ferguson's strengths are rooted in scale, relationships, inventory, and expertise.

Its weaknesses and threats primarily reflect the realities of participating in construction and
infrastructure markets.

The company's advantages appear durable and difficult to replicate.

Bull Case

The bull case assumes continued infrastructure spending, housing demand, repair activity, and
industry consolidation.

Ferguson strengthens its leadership position while benefiting from long-term investment in the
built environment.

Bull Case Probability: 25%

Base Case

The base case assumes Ferguson continues executing successfully across its diversified end
markets.

Growth remains steady, customer relationships remain strong, and infrastructure demand
continues supporting the business.

Base Case Probability: 60%

Bear Case

The bear case assumes prolonged weakness in construction activity, slower housing markets,
and increased competitive pressure.

Even under this scenario, repair, maintenance, and infrastructure demand help support the
business.

Bear Case Probability: 15%



Long-Term Outlook

Ferguson's future is tied to a simple reality:

Buildings age.

Infrastructure wears out.

Water systems require maintenance.

Mechanical systems fail.

Communities continue growing.

These realities create persistent demand for the products Ferguson supplies.

The company's scale, relationships, inventory, and expertise position it to remain an important
participant within construction and infrastructure supply chains for decades.

Outlook Assessment
Ferguson is unlikely to become the most famous company in America.
It does not need to.

Its value comes from quietly supporting the industries that build and maintain the physical world.

Consilium Scorecard

Business Quality: 9.0/ 10

Essential products and diversified end markets support a high-quality business model.

Economic Moat: 8.9/ 10

Scale, relationships, inventory, branch density, and expertise create meaningful competitive
advantages.

Financial Strength: 8.8 / 10



Strong market position and diversified demand support financial resilience.

Growth Potential: 8.3/10

Infrastructure, housing, and repair activity provide long-term growth opportunities.

Management Quality: 8.8 /10
Disciplined capital allocation and operational execution support long-term performance.
Hidden Company Factor: 9.7 / 10

Despite its enormous scale and importance, most consumers have never heard of Ferguson.

Industry Position: 9.2 /10

The company occupies a critical position within construction and infrastructure supply chains.

Overall Consilium Rating

9.0/10

Ferguson exemplifies the type of company Consilium was created to study.
It operates behind the scenes.
It performs an essential economic function.

It receives little public recognition despite supporting countless construction and infrastructure
projects.

Its combination of scale, expertise, inventory, and relationships has created a durable position
within one of the economy's most important supply chains.

Final Conclusion

Most people admire the finished building.



Few think about the materials required to construct it.
Ferguson exists within that gap.

The company helps ensure that contractors, municipalities, builders, and infrastructure
operators have access to the products needed to complete critical work.

Its importance is measured not by consumer awareness but by economic necessity.

Without distributors like Ferguson, construction projects would become slower, more expensive,
and less efficient.

For Consilium Research, Ferguson represents another compelling example of hidden
infrastructure—a company quietly supporting the systems that build and maintain the modern
world.

The lesson is familiar but important:

The most visible parts of the economy often depend upon companies that few people ever
notice.
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