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“The home has never been more important to the customer. 
We’re all spending lots of time there. We’re seeing things 
that need to be done or things that you want to be done. 
We’re clearly seeing the customer engaged in a really  
strong way right now.”
         — Home Depot Chairman and Chief Executive Craig Menear  |  August 2020 

Home is everything

Source: WSJ Oct 30, 2020  Friedman Institute for Economics at the University of Chicago

Home Improvement

A pandemic-induced home improvement boom

Long-term quarantining has forced consumers to look at their homes in new 
ways—considering how to use space to satisfy their need for an office, gym, 
coffeeshop, or playground. Additionally, hours of video meetings, which 
makes their private space more visible, have sparked a desire to present 
an appealing background. As a result, consumers have headed in droves to 
home improvement stores.
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Motivation is multifaceted

Discretionary income that might have otherwise gone to other activities 
has been spent on home improvement. In August, Home Depot posted its 
strongest quarterly sales growth in nearly 20 years.

The pandemic has given consumers a variety of reasons to spend more on 
home improvement:

Projects have been driven by necessity, as workers 
have needed to accommodate working remotely and 
students have needed to take online classes at home.  
 
 
 

Families continue to prep their homes and yards 
for playtime activities when parks, playgrounds 
school yards and camps are closed.  
 
 

 

Comfort and self-expression continue to inspire 
people to make their space more livable . . . for the 
new ways they live. 
 

 
 

The distraction of a house project has helped 
balance the absence of sports, travel, movies, and 
festivals. 
 
 

 

With unanticipated free time, home improvement 
has provided some with an outlet and a purpose. 
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Baseline Home Improvement Discount Apparel Big Box

What’s essential?

Overall, retailers didn’t exactly have an even playing field during the initial quarantine. Apparel and  
department stores were forced to close. Small businesses had less flexibility to weather the challenges.  
The big box stores stayed open because people needed food and other basics.

Some brands, like Home Depot, fought to get essential status. They worked through hundreds of 
restrictions with municipal governments to get it. And it was worth it. 
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• Even with a couple dips, national weekly foot traffic in the two biggest home improvement 
chains remained at least 50% higher than the same time period in 2019.  

• Emodo’s year-over-year data show that Home Depot, Lowe’s, and even Ace have had more 
foot traffic this year than in 2019. 

National Weekly Foot Traffic to Home Improvement Category 2019 vs 2020

2019 BenchmarkBaseline Home Depot Lowe’s Ace Hardware

2019 Holidays2020 Crisis

Home Depot
Lowe’s
Ace Hardware
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Business boomed but loyalty was fragile 

• After 7 months of Lowe’s and Home Depot swapping leadership positions, by end of summer 
it went back to a fairly close game. No single retailer secured loyalty, especially at the micro 
regional level. Pandemic and essential needs overwrote loyalty for a few weeks. The regional 
graphs show how the marketshare was different in each region during the peak months for 
Lowe’s vs. Home Depot.

• The leaders’ close rivalry at the regional level shows how fragile the top spot can be*.  
Home Depot started the year with a strong lead in each region (refer to regional line graphs), 
however, as the pandemic progressed and each retailer took on a different approach the 
share of visits changed. Lowe’s had the most visits in the West and the Northeast and also to 
some degree in the South. Home Depot held a strong lead in the Midwest. 

Can Lowe’s Overtake Home Depot’s Top Spot?

• Pandemic and essential needs overwrote loyalty for a few weeks. 

• As winter brings colder weather to most of the country and the pandemic persists, consumers 
are expected to spend even more time indoors. The holidays will also usher in special prepa-
rations and gatherings, all of which is likely to mean the home improvement sector  
will continue to thrive.

2019 BenchmarkBaseline Home Depot Lowe’s Ace Hardware

https://www.fool.com/investing/2020/10/05/can-lowes-overtake-home-depots-top-spot/
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Agility is the way forward 

With so many unprecedented factors, it will be essential for retailers to monitor consumer trends very 
closely. Success depends on being aware of, and responsive to, sudden change. Monitor shopping  
behavior and understand the shifts regionally, demographically, week over week and at different 
times of day Consumers behavior is fluctuating regionally, based on economic and pandemic factors  
in those markets. Keeping a close eye on regional shifts has never been so vital.

Week-by week regional Insights reveal constant change. 
 
For a closer look visit: emodoinc.com/recovery-strategies

http:// emodoinc.com/recovery-strategies
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Creativity is key

Generations-old holiday traditions and gatherings will have to be redefined and even reinvented. 
Consumers will have to be creative, so must retailers.

No pandemic playbook

• From merchandising to basic safety, retailers have had to make snap decisions without the 
help of data or past experience.

• In the early days, some tried to retain a sense of normalcy, others focused on in-the-moment 
pandemic needs.

• Consumers are feeling their way, too, embracing curbside and in-store pick-up more than 
ever, which means even more reliance on mobile.

Mobile is essential

Mobile goes hand-in-hand with agility, giving consumers more flexibility, and brands more communication 
touchpoints. Plus, mobile adoption has soared during the pandemic, with more consumers using using 
their mobile device more often, and, after 7 months, greater levels of comfort with the technology.

Emodo is here to help 

• Mobile-first expertise

• Advertising solutions for the ever-changing world we live in

• National and regional data, YoY, WoW, daily, and hourly foot traffic statistics and trends

• Creative development and iterations

Want to know more about Emodo solutions and Insights?  
Visit Emodoinc.com or drop us a line at info@emodoinc.com

Pre-COVID Loyalists
Target audiences based on their pre-pandemic  
shopping patterns. It’s a smart way to drive loyal  
customers back to the store and a great strategy  
for conquesting too.

Curb-Siders
Whether you want to increase curb-side pick-up or  
encourage curb-siders to shop inside, now you can  
target curb-siders with just the right message.  

Active Shoppers & New Decision Makers
Attitudes and behaviors vary on an individual basis. 
Target the most active shoppers or those who are 
slower to emerge. Also, whether men, moms or  
millennials Emodo demos are exceptionally accurate. 

Re-emerging Geos
Store restrictions vary by region and county,  
so message where it matters with regional relevance.

http://Emodoinc.com
mailto:info%40emodoinc.com?subject=

