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One of the strongest and most active sectors in middle-market M&A continues to be home and
commercial services. Private equity firms across the U.S. are building out multi-specialty platforms
and are willing to pay a premium for companies that have built a solid regional presence within their
respective niches.  What started as consolidation solely within the HVAC services industry has
proliferated into various service lines performed at residential and commercial sites. Companies
focused on systems, processes, organic marketing, and customer service have led the way. Some of
the most attractive and active sectors include, but are not limited to, the following:
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F inanc ia l  buyers  are  us ing  the i r  sca le ,  back-o f f i ce  capab i l i t ies ,  c ross -se l l ing ,  and
market ing/ lead generat ion  in f ras t ructure  to  rea l i ze  s ign i f i cant  synerg ies .  More
important l y ,  buyers  are  leverag ing  the  founder- led  bus inesses  they  are  acqu i r ing  as
the  foundat ion  for  bu i ld ing  a  f ranch ise  model  w i th in  each spec i f i c  ver t i ca l  w i th in
the i r  p la t forms.  Th is  thes is  cont inues  to  p lay  out  w i th  conso l idators  such as
Neighbor ly ,  Thresho ld  Brands ,  Author i ty  Brands ,  and more .

Pat io  Serv ices
HVAC Serv ices
Garage  F loor  Serv ices
An imal  Waste  C leanup
Garage  Door  Serv ices
Window Serv ices
Pa int ing  Serv ices

Restorat ion  Serv ices
P lumbing  Serv ices
E lect r i c ian  Serv ices
Pest  Contro l
Lawn and Tree  Serv ices
Handyman Serv ices
C lean ing  Serv ices

Companies focused on systems, processes, organic
marketing, and customer service have led the way.



 Diversification of referral sources
 No significant concentration among commercial customers
 No significant reliance on any insurer or third-party administrator
 No primary reliance on “catastrophic” events or being more project-based vs. recurring
 Fully developed system – Standard Operating Procedures, Training Tools, Field Support, Strong
Technology (CRM and ERP)
 History of growth of average job size
 Strong management team
 Diversification of services

1.
2.
3.
4.
5.

6.
7.
8.

In the last five years, there has been an increase in deal volume and transaction value across the
industry. Below is an outline that shows the growth from 2017 to 2022:

As buyers  are  evaluating opportunit ies  in  the home and commercial  services
sector ,  there are  a  few key considerations that  dr ive  a  premium valuation.
Some of  those factors  include,  but  are  not  l imited to:
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Another  key  dr i ver  for  growth  in  the  segment  i s  s imply  the  growth  in  demand for
these  serv ices .  Consumers  and bus inesses  have  benef i ted  f rom the  t rans i t ion  f rom
“mom and pop”  shops  to  h igh ly  re f ined companies  w i th  h igh-end customer  serv ice ,
technology ,  and execut ion .  Be low i s  an  out l ine  o f  some of  the  growth  dynamics
wi th in  the  industry .

The restorat ion  industry  has  grown as  peop le  become
more  aware  o f  the  hea l th  impl i ca t ions  o f  mold  in  the i r
houses
The growing  sever i t y  o f  natura l  d isasters ,  f loods  and
wi ld f i re  concerns ,  and aged homes and in f ras t ructures  are
a l l  contr ibut ing  to  the  cont inued growth  o f  the  market

The e lec t r i ca l  serv ices  industry  i s  es t imated to  surge
owing  to  the  r i s ing  decentra l i za t ion  o f  gr id  coup led  w i th
the  extens ion  o f  micro-gr id  networks
Government  focus  on  reconstruct ion  o f  t ransmiss ion  and
dis t r ibut ion  l ines  across  the  ex is t ing  in f ras t ructure  w i l l
a l so  pos i t i ve ly  sway  the  bus iness  t rends

Restorat ion Services

Growth Dr ivers :

Electr ic ian Services

Growth Dr ivers :

Global  Market  S ize  ( in  $B)

Restorat ion  Serv ices

E lect r i ca l  Serv ices

($M)



As the landscape becomes more competitive within
the sector, it will be absolutely critical for business
owners to determine whether they are buyers or
sellers.
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Acce lerat ing  Urban izat ion  and Exponent ia l  Popu la t ion
Growth  and Conven ient  Access  to  Pest  Contro l  Products
and Serv ices  Dr ives  the  G loba l  Market
Moreover ,  the  var ia t ions  in  weather  cond i t ions  are  a lso
expected to  fos ter  market  growth

The increas ing  popular i t y  o f  organ ic  garden ing  and the
ava i lab i l i t y  o f  advanced landscap ing  too ls  owing  to  rap id
industr ia l i za t ion  are  some of  the  fac tors  expected to
dr ive  growth
Moreover ,  the  growing  in terest  in  enhanc ing  the  beauty
of  landscapes  i s  a l so  expected to  dr i ve  growth  in  the
market

The recover ing  market  and expanding  serv ice  sector  are
ga in ing  t rac t ion  for  the  handyman serv ices  market ,  and
have  led  to  the  growth  o f  the  market

Pest  Control

Growth Dr ivers :

Lawn and Tree Services

Growth Dr ivers :

Handyman Services
Growth Dr ivers :

P lumbing  Serv ices  Market
Procurement

Global  Market  S ize  ( in  $B)

Plumbing  F i t t ings  and
F ix tures

Pest  Contro l

Landscap ing  and Garden ing
Serv ices

Handyman Serv ices

A  key  dr i ver  for  the  industry  i s
the  s ign i f i cant  growth  in
res ident ia l  sectors  and bu i ld ing
renovat ions  & remodel ing
Changes  in  consumer  hab i ts
dur ing  COVID-19  cr i s i s  buoy
demand for  p lumbing  f i t t ings
and f i x tures  in  renovat ion
pro jects

Plumbing Services

Growth Dr ivers :
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The growth  fac tors  o f  the  c lean ing  serv ices  inc lude
growth  in  in f ras t ructure ,  investment  in  the  rea l  s ta te
and the  growing  number  o f  work ing  women.  Moreover ,
growth  in  the  construct ion  o f  commerc ia l  and non-
commerc ia l  bu i ld ings  i s  a l so  expected to  dr i ve  the
market
In  the  res ident ia l  market ,  the  baby  boomer  generat ion
wi l l  c reate  more  opportun i t ies  for  c lean ing  serv ices  as
they  lack  phys ica l  ab i l i t y  but  have  the  f inanc ia l
resources  to  h i re  profess iona ls

The  r i s ing  app l i ca t ions  o f  HVAC serv ices  in  res ident ia l
construct ion  act i v i t ies  owing  to  in f la t ing  d isposab le
incomes ,  the  increas ing  populat ion ,  and rap id
urban izat ion  are  dr i v ing  the  market
Fur thermore ,  the  growing  penetrat ion  o f  the  In ternet  o f
th ings  ( IoT )  in  HVAC serv ices  to  increase  the  e f f i c iency
of  serv ice  prov iders  i s  l i ke ly  to  support  the  market
growth  in  the  future  years

The swi f t  operab i l i t y  o f  garage  and overhead doors  i s  a
cruc ia l  fac tor  respons ib le  for  dr i v ing  the  market ’ s
growth .
T ime-sav ing ,  re l iab le ,  and durab le  techno log ies  are
at t ract ing  a  la rge  number  o f  customers  to  adopt
advanced garage  doors .

R ise  in  d isposab le  income,  increase  in  hous ing
requ i rements ,  and governmenta l  in i t ia t i ves  to  invest  in
construct ion-re la ted  act i v i t ies  dr i ve  the  growth  o f  the
g loba l  w indows and doors  market

The major  fac tor  respons ib le  for  the  growth  o f  the
industry  i s  rap id  expans ion  o f  the  construct ion  industry
a long  w i th  the  arch i tec ture  industry

Cleaning Services

Growth Dr ivers :

HVAC Services

Growth Dr ivers :

Garage Door  Services

Growth Dr ivers :

Window Services

Growth Dr ivers :

Painting Services

Growth Dr ivers :

HVAC Serv ices

Garage  Door  Serv ices

Windows and Doors  Market

C lean ing  Serv ices

Pa ints  and Coat ings

Global  Market  S ize  ( in  $B)



ABOUT US

Greenwich Capital Group (“GCG”) is a middle market focused advisory firm
offering a range of investment banking and consulting services to private
companies, public companies and private equity investors. Our senior bankers
have held leadership positions at global investment banking firms, bringing a
wealth of experience to each of our clients. GCG operates with the highest
integrity, providing credibility and an excellent client service experience through
our proven transaction process. These core values are the common thread in
establishing our extensive relationships with privately held businesses, private
equity investors and publicly traded companies. With each engagement, GCG’s
senior bankers have a common goal. We strive to build relationships by
representing our clients’ long-term interests in order to earn ultimately their trust.
It is our privilege to be called trusted advisors in the middle market. 

As the landscape becomes more competitive within the sector, it will be absolutely critical for business
owners to determine whether they are buyers or sellers. As business owners naturally realize a
slowdown in growth as they scale statewide or regionally, they will need to be very thoughtful about
their long-range plan and their ability to scale organically as they run into an expanding universe of
larger competitors with more resources and capital to spend to push them out of their respective
markets. In addition, the ability to compete with national competitors with multiple services, better
technology, and more field resources will push business owners to consider growing via their own
acquisition or a majority or outright sale of their own business that allows them to participate in the
upside of future growth, while adding significant resources, diversifying risk, and adding cross-selling
opportunities as part of a broader platform.

IN  CONCLUS ION

Andrew Dickow
Manag ing  D i rector

189 Townsend St reet ,  Su i te  200
Bi rmingham,  MI  48009
Phone:  (248)  480-2036

ad ickow@greenwichgp .com
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Relevant
Transact ion


