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FACILITIES AND INDUSTRIAL SERVICES INSIGHT

Restoration and renovation services are poised for growth
OVERVIEW

+ Large total addressable market (TAM) spanning general and specialized

Strong market restoration services
’ Favorab,l? market condl'Flons, hlghly demand and + Consistent demand driven by routine incidents such as burst pipes, leaking roofs
competitive fragmentation and many recurring need and kitchen fires, alongside high-value catastrophic events linked to weather and

service adjacencies offer appealing climate change

returns to industry investors and

+ Highly fragmented market with a significant amount of local and
operators

Consolidation regional operators

potential + Platform investments, and the subsequent execution of roll-up strategies, offer

Commercial and residential bmldmgs opportunities for inorganic growth and operational efficiencies

continue to age and become more
susceptible to routine breakage
(appliance malfunctions, leaky roofs

« Companies can diversify service offerings into several high-value, specialized
Expansion adjacencies (e.g., mold remediation)

% € &

opportunity +  Geographic expansion—both organic and through acquisition—into underserved
regions can unlock further growth potential

and sinks, etc.) and weather damage
(fire, smoke, wind, hail, rain, etc.).
Complementing this is increasingly

« Mitigation and restoration services are urgent, essential and non-discretionary -

volatile We?thera which creates more =0-] Recession resilient customers must address property damage regardless of economic conditions
catastrophic events each year. These ,/.ﬁJJ business model + Asignificant portion of restoration services is funded through insurance,

forces combine to drive demand - insulating providers from customer spending fluctuations
more frequent weather events affect

an increasingly vulnerable building
stock, creating more mitigation,
restoration and renovation scenarios.

Al-powered tools, digital platforms and automation streamline estimation and

Tech advancements . . .. . . .
restoration processes to improve efficiency, pricing accuracy and service quality

of

RAYMOND JAMES |




FACILITIES AND INDUSTRIAL SERVICES

Restoration =
MITIGATION RECONSTRUCTION
; Description Assessing and stabilizing Rebuilding, repairing and Planned structural
a n re n O\/ a | O n facility damage to avoid rehabilitating the property to maintenance and capital
secondary damage its pre-event state or better improvement services
* Typically, the first step of a Typically, the second step of primarily for commercial
O\/e r\/ | e\/\/ restoration process a restoration process properties
Services Water extraction Rebuild, repair and Capital improvement
Drying & dehumidification rehabilitation projects
Biohazard, sewage and Contents restoration Multifamily replacement /
debris removal and storage make-ready
. . Fire and smoke remediation Consulting Demolition and
Restoration commercial and and deodorization Design deficiencies debris removal
residential properties after unplanned Lead / mold / asbestos Material deficiencies Remodeling
d . fi testing and remediation Construction deficiencies Interior and exterior
andreoccurring events (e-g-: Ire, Event-related structural / finish work
ﬂOOd, weather event), typically on finishing reconstruction Electrical and plumbing
short notice upgrades / retrofits
Interior / exterior
maintenance
Light handyman work
Planned roofing
replacements
RENOVATION
Planned / Unplanned Unplanned Planned
. unplanned
Predictable, planned and
necessary asset preservation, Average duration 1-2 weeks 1-2 months 1-2 months
preventative maintenance and Price sensitivity Low Moderate ngh
capitalimprovement Average ~45-500+ ~40-45% ~25-30%
gross margin
Bid process Not typically required Varies Yes
Source: Raymond James Research & Analysis RMMOND JARES ‘
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The restoration and renovation market covers many end

markets and property damage types

RESTORATION

~$105B ~$65B ~$505B ~$240B

0 0,
o 100
1) ~
80% 80% Other't) ~3180B [ Multifamily ~5208 |
60%

' . 60% Education ~$40B
. . Wind and hail ~$20B
Wind and hail ~$50B Office ~$45B
40% 40%
Kitchen / bath remodels ~$100B Healthcare ~$458

20% . e Fire and lightning ~$25B 20%
Fire and lightning ~$25B Exterior residential ~$110B Retail ~$45B
0% 0%

Residential Commercial Residential Commercial
+ Stabilization and reconstruction of affected property areas in addition to removal of damaged * Renovation work is the planned structural maintenance and capital improvement services,
property and residual water / mold / etc. primarily for commercial properties

* Within restoration, mitigation work has the highest margin as it is the most time-sensitive, given * Multi-family turnaround work occurs when a service provider is brought in to update flooring,
stabilization of the property prevents further damage to property kitchen, paint, etc. after a tenant moves out

* Depending on the level of specialization, size and location of job, providers may choose to utilize * Preventative maintenance work involves regular inspections, servicing and minor repairs to
subcontractors to supplement its self-perform personnel prevent major failures

While specific property damage is required for mitigation / restoration work, the renovation market encompasses a broad spectrum
' of industry expenditures, including capital improvements, structural maintenance, demolition, mechanical and electrical system
upgrades and full-scale remodeling. Nearly all commercial and residential properties contribute to this market over time.

Source: STEER Partners Research & Analysis , Insurance Information Institute, JLL, NAHB, Costar, CBRE, EIA, US Census, Reonomy
Note: (1) Includes outside property upgrades and systems / equipment replacements
(2) Includes food service, senior living, data centers and life sciences RMMOND JARES 4

Renovation data does not include warehouses / storage, religious worship, public assembly, public order and service building categories as defined by the EIA
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MARKET GROWTH: RESTORATION
(2022-2028P)

Large TAM ana
attractive S =
: e

. & ~$169B
rowth profile L

() ~

= ~$114B 51218 Residential
s ~$90B ~$96B
6.0% p.a.
~$57B ~$62B ~380B ~9868B Commercial
2022 2023 2024 2025E 2026P 2027P 2028P 8.5%p.a.
B Commercial M Residential
total market
grown steadily at ~3% p.a.
(2022-2028P)
~1-2% p.a. —>
Restoraflon services have outpaced —c6998 -§7138 ~$7278 ~$742B ~$756B
renovation, with growth of 6-8% p.a. N
E ~$505B Residential
g 2.0% p.a.
Commercial
~$239B
2.0% p.a.
2024 2025E 2026P

2022

B Commercial ™ Residential

Source: STEER Partners Research & Analysis, Insurance Information Institute, JLL, NAHB, Costar, CBRE, EIA, RMMOND JALES ‘

U.S. Census, Reonomy




FACILITIES AND INDUSTRIAL SERVICES SPRING 2025

Powerful market drivers will continue growing demana

AGING BUILDING STOCK
Median age of owner-occupied housing = Occupied housing units by year built: U.S Commercial facilities units by year built: U.S
Older homes and buildings have (2010-2023) (2023) (2024E)
aging plumbing, roofs and 44 . 021K 924K
. . ) 1
appliances, making them more 41 S $31. osm’ 2 831K 794k
@ 42 [} = 709K °
vulnerable to weather events, leaks S 2 $18.15M 2 685K
] . ko 40 o $17.55M = 517K 537K
and fires. The median age of U.S. 3 5 5 514 65M $11.58M ° 360K
homes has increased by eight years s é £
. . o 36 >
since 2021, outpacing new é - = 51 M =
construction, which has led to more 23 @ © ©
. . N ) > X
frequently occurring events like burst 32 & @ &> s” Q” & N’ o & & & £ P P & E
) & o K9 & 8 & q/go & & W SN §S o
pipes and leaks. 30 & » L A A A
2010 2012 2014 2016 2018 2020 2022
NEW CONSTRUCTION
Total housing units: U.S.
_ (2010-2023)
The U.S. housing supply has B Single-family
consistently grown at ~0.8% p.a., 20om ™ Multi-family (2-4 units) . R
. . Commercial (5 or more units) ~0.8% p.a. "
incrementally expanding the supply aom L3 Lsom L3am 136M 137M
. . . . 150M 127M 129M
of single-family, multi-family and 2 123 12aM 1AM 1AM 125M 126M
c
e
o

commercial residences. The 100M
commercial segment has grown the son
fastest, at ~1.4% p.a. since 2010.

oM

2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021 2022 2023

RAYMOND JAMES | 6
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Powerful market
drivers will
continue growing
demand (cont.)

MARKET & INVESTMENT IMPLICATIONS

Revenue potential: Large-loss catastrophe (“CAT”)
events generate large contracts often backed by

insurance and government aid

Profitability: Due to the time sensitivity, heightened
demand and limited supply of service providers,
margin on CAT events is typically higher than standard
restoration services

Resource allocation: CAT response requires rapid
deployment, which can strain regular operations.
Firms with scalable teams and equipment can
balance both.

Strategic growth: Specialized CAT expertise can help
companies win business and differentiate themselves

Long-term demand: With severe weather events
increasing, CAT work will continue to be a growth
vertical for industry demand

WEATHER TRENDS AND CAT EVENTS

* The severity and number of storms CAT event frequency by state
that create mitigation / restoration (2000-2024)
events are increasing

* 2023 and 2024 experienced A 4
record-high numbers of CAT

ier:/zrg;';sq,acgréeating billions of dollars .-"M
B i

N\

<43 events 127+ events

* Forecasts expect the number of
severe storms per year to continue
increasing as climates change,
especially in high-risk areas like
the Southeast and West Coast

WEATHER AND CLIMATE DISASTER EVENTS (>$1B IN DAMAGES)
(CPI-adjusted; 2010-2024)

m Severe storm  m Tropical cyclone Winter storm Flooding Wildfire Freeze

30
27 26

N
(63}

19

14
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I I

2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021 2022 2023 2024

N
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o
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=
w

(&)

Source: NOAA
Note:  Weather events exclude droughts RMMOND JARES ‘
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Increasing regular appliance malfunctions

While severe weather and CAT events grab headlines and raise incremental revenue for mitigation and restoration providers, baseline industry growth

is driven by property damage caused by non-weather-related events, such as electrical fires, pipe bursts and appliance malfunctions

The total number of household appliances
and the number per home, has steadily
increased, outpacing housing unit growth
and raising the risk of mechanical failures,
leaks and electrical fires

J::00

@

With more appliances packed into smaller

More spaces, the risk of water and fire damage per
appliances  sduare foot increases. Also, the rise of multi-
family housing adds shared infrastructure
risks that add to demand growth.
~ Over the past decade, new homes built have
4 N decreased in overall size due to rising
g8 88 construction costs, affordability concerns
and a shift toward more efficient living - yet
Home sizes they still contain a high number of

appliances and plumbing fixtures

Source: STEER Partners Research & Analysis, EIA, U.S. Census

Total units

Square feet

800M

600M

400M

200M

oM

2,600
2,500
2,400
2,300
2,200
2,100

2,000

2000

U.S. number of select appliances

~ 9 .a.
(2001-2020) /_' Dryers
95M 102M
88M 90M 104M Washers
79M 93M 97TM
84M 92M Dishwashers
Refrigerators
92M m 109M 118M 124M ® Microwaves
106M 106M 104M 110M 113M m Ranges
2001 2005 2009 2015 2020

2567

Median floor area of single-family homes sold
(2000-2020)

2002 2004 2006 2008 2010 2012 2014 2016 2018 2020 2022

RAYMOND JAMES |
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PriCiﬂg and la bor trends Reasons for labor shortage

Price indices: restoration and mitigation SPECIALIZED SKILLSETS

(2019-2024) CAGRS Unlike general labor, restoration demands

expertise in water/fire damage, mold remediation

150
. 2020- 2022- 2020- and structural drying
g 140 Service type 2022 2024 2024
c —
v S 130 Restorati ~10.6% ~3.6% ~8.0%
g5 estoration p.a. p.a. p.a. HIGH PHYSICAL DEMANDS
o O
8 S 110 Mitigation + ~6.1% ~4.1% ~8.4% Lon.g TR, f merﬁenC¥ Catl.ls anﬁ h“azarqous
_8 SN Reconstruction p.a. p.a. p.a. environments make retention cna engmg
100
90 CERTIFICATION BARRIERS

2019 2020 2021 2022 2023 2024 Industry certifications and ongoing training create

* Pricing has steadily increased over the last 5 years for both restoration and mitigation work, largely driven by a additional hurdles for entry

shortage of qualified restoration technicians and increasing materials pricing

* Movingforward, labor-driven pricing increases are expected to slow as labor shortages improve, though overall WAGE PRESSURE
pricing may remain volatile due to elevated equipment import prices

Other trades with comparatively higher wages

Average technician tenure 12-month expected change in employee count attract workers away from restoration
and renovation

50% m2022

40% W 2023
2024 2% W Increase

300/0 \
m Stay the same

20%
100/0 L
. -

<lyear 1-2years 3-6years 6-10 years 10+ years

Decrease

Percent of
respondents

:ﬂ)
Source: Xactimate, C&R State of the Industry Survey; 2024 RMMOND JARES | SrEn

PARTNERS
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The M&A market has continued to be active, with several

platforms emerging

The last two years have seen an elevated number of PE-backed platform deals; HIGH FRAGMENTATION CREATES ACQUISITION OPPORTUNITIES
sponsors to continue identifying new platform and add-on acquisition

Providers of various size, customer focus and business model make up the

opportunities moving forward e o S .
5 mitigation and restoration industry. The market is highly fragmented, with ~8-10K
providers nationally.
Number of transactions in restoration industry
(2022-2025 YTD) ° 7\ ServiceMaster BELFOR (@) SNsE
5
~51 E SATI) &% £2BluSky
S
& A Sion:
= Al R ewans HighGround  WaTTERsON
" , IAVIS
c P71\
.2 < @l msronaron STEAMATIC.
- © \\|// i
3 3 — S A\ PuraClean
) . o e s =
g s ADKI FLEET
&= ©
o S
: - jCRI cAvP
Q0
€ < Long tail of local providers i
2 C&B :
2 @ é&em‘:ﬁ: '
N 1
© 1
3 w -
_____________________ i
2022 2023 2024 . . . . .
Limited breadth of services Comprehensive service offering
H Add-on  HPlatform Strategic Breadth of services

Source: STEER Partners Research & Analysis, Raymond James Research & Analysis, Company Websites RMMOND JABES ‘ 10
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SPRING 2025

Attractiveness to buyers depends on several factors

<$4M $4-10M

Baseline EBITDA

$10-15M

I I I
’ ' Baseline multiple ‘

>S15M

KEY VALUATION DRIVERS
End market concentration Restoration vs. renovation mix Referral mix
Restoration providers performig commercial Restoration work is viewed more favorably Businesses commanding high multiples
work can command higher multiples - thanks to its higher margin. Renovation maintain relationships with carriers,
commercial jobs tend to be larger and providers face more competition and often property managers and other sources
require more scale and brand strength have more volatile revenue. (digital, word-of-mouth, etc.). TPA reliance
to win

Source:  Raymond James Research & Analysis, STEER Partners Research & Analysis

will reduce multiples as they oftentimes
reduce margins.

Brand integration

Providerswith integrated brands,
operations and systems command
higher multiples. Franchises and
unincorporated rollups will be valued
slightly lower.

RAYMOND JAMES | 11
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SPRING 2025

Attractiveness to buyers depends on several factors (cont.)

INSURANCE PROVIDER RELATIONSHIPS

THIRD-PARTY ADMINISTRATORS (TPA) UTILIZATION

* Approximately 80% of restoration work flows through insurance carriers, as few .
homeowners can afford to cover the costs of a restoration job out of pocket.
Although, some homeowners may also neglect to file insurance claims to avoid rate
increases. Additionally, some carriers maintain lists of preferred vendors that they
prioritize when responding to claims, though homeowners can choose their
own providers.

TPAs serve as intermediaries between insurance carriers and service providers,
offering a reliable source of leads through their vetted network. They charge fees to
both insurance carriers and service providers.

* Historically, overreliance has been seen as a negative, as most providers want to
preserve margins as much as possible. However, in recent years, some restoration
providers are accepting a higher percentage of TPA work due to the stability

* Providers and carriers are often at odds for restoration jobs. Independent adjustors they provide.

can help resolve disputes, but this leads to project timeline extensions and potential

cash flow issues for smaller providers. Percentage of mitigation / restoration jobs sourced through TPAs

* Major commercial or residential renovations are not typically covered by insurance. 60% 2023
. . . . . . 0,
For multifamily properties, insurance generally does not cover tenant exit-driven 50% 51% 2024
. . 0
remodels, though unintentional tenant damage may be covered. 2%
40%
30% 26%

Service Adjustors / 23%

insurance carriers

providers

Restoration providersaddress Adjustors (may or may not be
employed by theinsurance
carrier) assess the damage and
confirm or counter the service

provider’s estimates

damage and provide cost estimates

Source: C&R State of the Industry

Percent of respondents

20% 14%
10% o 10%
° 1%
0% .

None 1-20% 21-30% 31-40% 41-50% 50%+
Percent of jobs sourced through TPAs

TPAs take ~15-20% of a job’s cost from restoration providers,

significantly impacting margins
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Restoration and renovation providers face

unique challenges

Renovation providers face higher barriers to entry, due
Referral

to having higher startup equipment costs and more partnership network Significant barrier Moderate barrier
stringent certification requirements. Both restoration X
. . C . ) Technical/ . . g .
and renovation businesses must develop their initial ~~ operational expertise Moderate barrier Significant barrier
network of referral partners. Restoration companies
develop relationships with TPAs, insurance carriers and % TPA network access Significant barrier Not applicable
specialty tradesmen, while renovation providers work
with A&D firms. GCs. etc. {é} Equipment costs Minor barrier Significant barrier

OTHER INDUSTRY TRENDS MAY CREATE SLIGHT VOLATILITIES

o %

1) Labor shortages 2 ) Weathertrends 3) A.l.and new technologies 4) Plumberinsourcing

There is a small pool of qualified technicians Years with temperate weather or fewer A.l. is most prevalent in scoping and Plumbers rarely have in-house mitigation

available for hiring, making it challenging to storm events can lead to flattened estimating processes, where they can help capabilities, as they prefer to keep their

scale smaller businesses. Lower barriers growth for restoration service providers. improve accuracy and shorten timelines. teams focused on plumbing jobs. A few large

to entry encourage technicians to start However, long-term trends forecast New smart technologies like pipe sensors plumbing brands like Roto-Rooter do offer

their own businesses, leading to increased temperatures and a larger and automatic water shutoff valves are not mitigation, though plumbers are not

higher turnover. number and severity of storm events. expected to gain significant traction expected to take meaningful share of the
with homeowners. restoration markets moving forward.

RAYMOND JAMES | STEER

PARTNERS
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ACt | Ve a Cq U | re rS FINANCIAL BUYERS STRATEGIC BUYERS
O ffe r | n VeStO rS a PE interestin restoration and renovation Leading public or independent restoration
. . businesses is high, due to favorable market providers will make strategic acquisitions to gain
re l | a b l e ex | t a t h conditions, high fragmentation and the inelastic share in new geographies, service lines, or
p nature of the work end markets
Founders / investors can look to sell their

businesses as platforms or add-ons to
large investors

Investors can capitalize on PE firm STRT— Acquisitions
o (2023-YTD 2025)
powerful tailwinds

Private equity has been active in recent

years, though the market remains ERP&I}E&RS L BIUSkl.J ~4

hlghly frggmented. The pace of KNOX-LANE HighGround ~3

acquisitions has been robust, and we

expect it to continue moving forward. AEA @ ~3

Established platforms can drive further 454 CIDCAPITAL (=2 Midwest ~2

growth through bundling of new service — - FLEET

lines, expanding into new geographies TR T ol §~— 2t ~1

and investing in DTC marketing and Morgan Stanley 7] AMERICAN

digital channels CAPITAL PARTNERS @ RESTORATION ~1
A BELFOR (@) ~1

AMERICAN SECURITIES

RAYMOND JAMES |
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RAYMOND JAMES

Facilities &
Industrial
Services
Investment
Banking

Andy Schwartz

Email: andy.schwartz@raymondjames.com
Cell: 773.263.2592

Mitigation &
Restoration

Food Service
Equipment

Renovation&  Commercial Roofing

Remodeling

%
HVAC,

Refrigeration & Plumbing

Industrial
Cleaning

-

Elevator

e

Janitorial & Specialty ~ Landscaping &

Cleaning Services Snow Removal

Facilities & Industrial Services sub-sector coverage

¢

Electrical

Fire & Life Safety

Paving

Flooring

Pest Control

has been acquired by

DURA

a portfolio company of

LGP | i

has been acquired by
S2TENCATE

a portfolio company of

LGP | &

ABL &I TECHNIC
a portfolio company of

>C X

has been acquired by

STARC:pila

CROM
a portfolio company of

WATER

has been acquired by

Frontenac

N vasen
a portfolio company of
. CLEARWELL GROUP

has been acquired by

MARKEL
GROUP

a portfolio company of
- GLADSTONE INVESTMENT
has been acquired by
WATTLRSON

a portfolio company of

Facilities & Industrial Services credentials

} TRIUMVIRATE

ENVIRONMENTAL
has been acquired by

Berkshire
Partners

2" NATIONWIDE
EneR H

GV PARTNER:

has received a preferred
equity investment from

O ARES

' Trap

a portfolio company of
WARREN

has been acquired by
'|| PSP.....

M
M

ROGFING
&SOLAR

‘has received an
investment from

BAYVIEW

AFINMAG,
a portfolio company of
; ST
has acquired
(Agility
a portfolio company of
LLR Partners

Aftermath

a portfolio company of

abry:\a. ers
has acquired
™\ ServiceMaster
a portfolio company of
ROAREK
CRPTTAL GAT

NVESTORS

iz ‘ BESSEMER

has acquired

Group

A
FAN

Audax’,
Group

has acquired

FACIITES
a portfolio company of
IRONWOOD

CapPITAL

has been acquired by

GREENBRIAR
EQUITY GROUR, L

[ranrien ]
has acquired

N\ Renu

CT)

a portfolio company of
Qo ROsEWOOD

has been acquired by

FaBluSky
a portfolio company of

QD{NI.\LN
has been acquired by

X © MPARTNERS
KOULBERS GROUP

a portfolio company of

KLH iz

has been acquired by

@GenNx360

Berkshire
Partners

has acquired

{)THOMPSON

=RFPG
a portfolio company of
THBOYNE CAPITAL
has acquired
2B e
a portfolio company of

ALTAS LGP

RAYMOND JAMES | 15
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STEER

PARTNERS

Amit Rao

Email: arao@steerpartners.com
Cell: 857.204.9909

Service expertise

BUY SIDE DILIGENCE

Facilities Services Sector coverage

Mitigation &
Restoration

SELL-SIDE SUPPORT

= Berkshire

Renovation &
Remodeling

v Partners

has acquired

OTHOMPSON

Trilantic

WORTH AMERICA

has acquired

PORTFOLIO STRATEGY

Select Facilities Services credentials

i

has been acquired by

KLH ¢z

Audax Group

has acquired

HVAC, Industrial Janitorial & Specialty “apvataciean ENVIR@VAC
Refrigeration & Cleaning Cleaning Services rm— THE €1RaN COmRRRY
Plumbing
\\‘”“II
& Industrial DECCO
Services™ - S
AN ASRC INDUSTRIAL COMPANY 7T
has been acquired by has been acquired by
Commercial Fire & Life Landscaping & %’ ﬁ:?STRRlE SVSTEMS UgA
K Roofing Safety Snow Removal
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Notes and Disclosures

Sources of data include Capital IQ, FactSet and other news organizations. Information obtained from third-party sources is considered reliable, but we do not guarantee that the
information herein is accurate or complete. This report was prepared within Raymond James & Associates’ Investment Banking Department and is for information purposes only. This
report is not a product of Raymond James & Associates’ Research Department; recipients of this report should not interpret the information herein as sufficient grounds for an
investment decision or any other decision. The report shall not constitute an offer to sell or the solicitation of an offer to buy any of the securities mentioned herein; past performance
does not guarantee future results. Any performance mentioned does not include transaction fees and costs which would reduce an investor’s return. An investment cannot be made
directly in a market index.

This presentation includes logos or other words or devices that may be registered trademarks of their respective owners. Such use is solely for purposes of convenience in referring to
the trademark owners and their products/services. This presentation and its contents are not endorsed, sponsored or affiliated with any trademark owner. Raymond James & Associates,
Inc. and its affiliates are not affiliated with any trademark owner but may provide certain financial services to one or more trademark owners or their affiliates.

Additional information is available upon request.

EBIT: Earnings Before Interest and Taxes
EBITDA: Earnings Before Interest, Taxes, Depreciation and
Amortization

LTM: Last Twelve Months

NTM: Next Twelve Months
NA: Not Applicable
NM: Not Meaningful

TEV: Total Enterprise Value

RAYMOND JAMES® | INVESTMENT BANKING

© 2025 Raymond James & Associates, Inc., member New York Stock Exchange/SIPC. Raymond James® is a registered trademark of Raymond James Financial, Inc.
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