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Dear Pest Management Professional, 
PCO Bookkeepers and PCO M&A Specialists, a CFO outsourcing firm and M&A advisory 
and brokerage firm, work with 300-plus pest management companies nationwide, col-
lectively accounting for more than $650 million in annual pest industry revenue. Over 
the past several years, we have been compiling detailed studies of revenues, costs and 
operating efficiencies that help our clients improve their businesses. With the same pre-
cision and hard data used in our pest industry cost study, we’re now proud to present A 
Guide To Pest Control Mergers & Acquisitions along with our thoughts on the direction 
of the industry’s consolidation and valuations.

Often, the various multiples you hear about at industry meetings, speaking to industry 
participants and view in the press are high-level ratios that industry participants can 
point to when explaining value relative to other comparable (or not so comparable) 
transactions. They do not drive decisions made by acquiring companies. 

For several years, PCO M&A Specialists has been negotiating the highest after-tax values 
upon exit for our clients by uncovering the true, value-driving key performance indica-
tors (KPIs) when it comes to their exit plans.

By measuring your company’s performance against the statistics we’ve compiled in 
this report, you will be taking the first step in maximizing the value of your firm when it 
comes time to exit.

We hope you find the information useful,

Daniel S. Gordon, CPA

Stephen J. Linskey, MBA/CFA

PCO M&A Specialists

October 2020
Daniel S. Gordon, CPA Stephen J. Linskey, 

MBA/CFA
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ACCORDING TO THE National Pest Management Association’s 2019 Annual Report, there are 
currently 19,295 pest control companies in the U.S. with total annual revenue of $9.35 billion. 
That’s an increase from $8.97 billion in 2018 or a growth rate of 4.3% on the heels of $8.59 billion 
in 2017 with a 4.4% growth rate. The industry is led by Orkin (Rollins), Terminix (ServiceMaster) 
and Rentokil Steritech, but it is substantially distributed after that. In 2018, the top five 
companies accounted for $5 billion in revenue or 55.7% of the total, but the top 100 (according 
to PCT’s 2019 Top 100) companies took in $7.7 billion or 86%, which leaves another $1.3 billion 
for the remaining 19,195 local providers.

As we know from experience, the pest control industry is fairly recession resistant due to high 
recurring revenue and the noncyclical nature of the business. Per Gary Rollins, the CEO of Rollins, 
‘Rats and roaches don’t read the Wall Street Journal.’ It doesn’t matter whether the economy 
is good or bad or you’re in a recession, people still typically need pest control. Particularly in 
this day and age with Yelp and social media, there’s no restaurant, hotel, retail environment or 
commercial building that can afford to have pests in their area of operation. Both commercial 
and residential service lines are highly resilient to economic fluctuations. Combine these factors, 
and you have a noncyclical business that provides an excellent return for owners and investors. 

Additional industry drivers include state and local regulation to control vectors and other 
general pests, as well as the need for pest-free environments in residential dwellings. 
Demographic drivers include an aging population and growing millennial population, both 
of whom will pay for pest control services. Add to that the general premise that there will 
be more bugs tomorrow than there are today due to climate change and increased median 
temperatures.

Rollins, Terminix (ServiceMaster) and Rentokil are the closest pure play publicly traded pest 
control companies in the U.S., but due to company-specific factors it’s difficult to use their 
valuations as an industry barometer of value. However, their general operational and financial 
metrics are a good barometer for revenue and expense key performance indicators (KPIs). 

Executive Summary

COMPANY RANK HEADQUARTERS 2018 REVENUE

Orkin (Rollins) 1 Atlanta, Ga. $2,015,000,000

Terminix (ServiceMaster) 2 Memphis, Tenn. $1,710,000,000

Rentokil Steritech 3 Reading, Pa. $950,000,000

Ecolab 4 St. Paul, Minn. $557,908,259

Massey Services 5 Orlando, Fla. $261,206,200

Source: PCT’s 2020 Top 100 
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With respect to mergers and acquisitions, over the last 10 to 15 years, the prices paid for pest 
control company acquisitions have increase based on many factors, including changes in the tax 
law, cheap money in the form of low interest rates, the ease of cross-border transactions, access 
to global capital markets, ecommerce and overall expectations of where to achieve a safe and 
stable return on investment. In addition, the impact of technology efficiency improvements and 
the ease of communication also have made a significant impact on the way business gets done.

Fifteen years ago, it was not uncommon for companies to sell for half or even one-third of the 
valuations that some of the highest quality pest control companies are selling for today. For 
more than a decade, the valuations have been climbing steadily. Larger domestic companies 
like Terminix, Orkin, Arrow Exterminators and Massey Services desire significant growth. While 
organic growth is always desirable, purchasing quality companies that are highly profitable and 
have continued to increase revenues helps quench this thirst for the required growth targets. 
In addition to the large U.S. companies and regional strategic players and private equity funds, 
there are now foreign companies like Rentokil and Anticimex who see the U.S. as a fertile market 
for their global pest control expansion opportunities. 

While the COVID-19 pandemic paused M&A activity, it has been a short pause at that, and we ex-
pect strong demand for M&A moving forward. As of this writing, we have several deals in various 
stages of closing.

The pest control industry is 
fairly recession resistant due to 
high recurring revenue and the 
noncyclical nature of the business. 
Per Gary Rollins, the CEO of 
Rollins, ‘Rats and roaches don’t 
read the Wall Street Journal.’
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OVER THE PAST 10 TO 15 YEARS, U.S. pest management professionals have seen their indus-
try undergo a dramatic transformation, fueled by rapid growth and recognition by the “smart 
money” people on Wall Street who see that a recurring revenue model provides an ample return 
on investment (ROI) in a low risk and stable industry. What used to be a $5.6 billion industry in 
2002 is now approximately $14 billion worldwide.

Over the years, the mix of players in the industry has shifted from a group of nationals, smaller 
regional competitors, a big-box retailer and thousands of local independents into a handful of 
multibillion dollar national and international brands with a shrinking pool of midsized regionals. 

Companies with the highest gross margins and the highest ratio of recurring to nonrecurring 
revenues continue to garner the highest valuations.

Overview of the  
Pest Industry M&A Landscape 
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Door-to-Door 
Segment

The door-to-door segment 
of the industry, which has 
been around since the 
1990s, is gaining a strong 
position in the market. Currently, we consult 
with many of these companies, making up 
several hundred million in annual revenue, as 
well as with many smaller door-to-door com-
panies looking to grow their businesses.

Due to the effi  ciency created in terms of route 
density, these door-to-door companies have 
some of the highest gross margins in the 
pest control industry. We believe these fi rms 
are some of the most under valued due to a 
reputation that they have higher than normal 
customer attrition. While there may be higher 
attrition during the fi rst year of the customer 
agreement due to the aggressive nature of the 
sale, we’re not seeing any diff erence in attrition 
rates versus traditional companies for custom-
er agreements that renew into year two and 
beyond. We believe the exponential growth 
along with the high gross margins make these 
fi rms extremely attractive. Compound these 
factors with the fact that the strategic players 
are looking for larger size acquisitions in a 
smaller pool, as many of the larger traditional 
companies have already been acquired, and 
we believe that this is a recipe for higher valua-
tions on door-to-door fi rms.

Strategic Buyers

How are the buyers faring? 
The largest strategic players, 
private equity fi rms and 
the independent regional 
companies have not dialed 
back their thirst for great acquisition candi-
dates due to COVID-19. After taking a pause, 
they are stepping up their purchasing eff orts 
with only high-quality companies. In fact, our 
fi rm facilitated two deals on the West Coast 
in May and June 2020, as COVID-19 cases in 

the region were reaching their peaks. While 
fi rms are willing to close deals in these times 
of pandemic, the purchasers’ sales contracts 
are being written with indemnity agreements 
relating liability from COVID-19.

There have been several hundred pest control 
acquisitions over the past several years with 
most being immaterial to the balance sheets 
of the public companies and private equity 
fi rms; therefore, deal values are seldom dis-
closed. Larger deals do get disclosed as part 
of SEC fi lings, so there is some public data on 
the larger deals. 

In addition, brokers know the terms of the 
deals they have closed. However, it would be 
impossible to plot the prices of the several 
hundred deals done over the past few years 
because there is no repository for looking 
up the prices. Anyone who tries to plot these 
hundreds of prices is doing nothing more 
than making a best guess. Beware of bro-
kers asserting that they have specifi c pricing 
knowledge of all these deals. They don’t.

As a barometer, though, we can use the deals 
we’ve consummated to gauge the bid/ask 
on the current market, which gives us clear 
indicators where the market is in terms of 
value. In addition, in our role as outsourced 
CFOs through our sister company, PCO Book-
keepers, allows us to see the internals of the 
several hundred clients, including prices paid 
on many deals, even those that our fi rm did 
not represent.

Strategic purchasing 
fi rms have reported the 
following:

Rollins acquired 38 com-
panies in 2018 for $77 
million cash and 30 com-
panies in 2019 for $431 million cash. Rollins 
has closed 132 transactions for a total cash 
purchase price of $732 million over the past 
four years with the Clark Pest Control deal in 
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California accounting for more than half this 
amount.

ServiceMaster/Terminix went on a buying 
spree in 2019, completing 39 acquisitions, 
including several of the larger available firms in 
the industry. While the company drove up the 
bids on potential acquisitions to make these 
purchases, it changed direction in late 2019 af-
ter huge potential liabilities surfaced about its 
termite practices in Alabama, Mississippi and 
Louisiana. These revelations led to the resigna-
tion of CEO Nikhil Varty, and shortly thereafter 
the company parted ways with its Senior Direc-
tor of Mergers & Acquisitions Caroline Howell. 

In September, ServiceMaster entered into a 
definitive agreement to sell its brands busi-
ness to Roark Capital and change its name to 
Terminix. It will use the funds to strengthen its 
balance sheet and begin making acquisitions. 
We believe this will only strengthen the M&A 
landscape.

Rentokil in 2019 made 14 purchases in the U.S. 
More than 30% of those deals were facilitated 
by our firm. While Rentokil tapped the brakes 
in 2020 due to COVID-19, the company is back 
in the game. In fact, we are negotiating several 
deals with Rentokil at this writing.

Anticimex has acquired seven platform com-
panies operating on the East Coast and in the 
South since entering the U.S. in 2016. In addi-
tion, the company has closed on many bolt-on 
acquisitions. While it paused acquisitions due 
to COVID-19, the firm is active again. We are 
currently negotiating several deals with Antici-
mex as of press time. 

Massey Services has quietly acquired several 
companies in the Southeast and Texas over 
the past few years. From what we know, the 
Florida-based firm does not join the dog fight 
of bidding up the valuations. However, from 
what we’ve seen, Massey has a sound clause 
that allows sellers to capitalize on the upside 
post-closing on their deals.

Arrow Exterminators has publicly announced 
eight transactions in 2019 and 2020. Arrow is a 
classic roll up story. Remaining very disciplined 
in its approach to valuations, the firm has 
become the sixth largest pest management 
company on the PCT Top 100. And, we would 
not be surprised to see Arrow as an acquisition 
target itself during the next few years.

Environmental Pest Service publicly an-
nounced three transactions in 2019 and four 
in 2020. These include five transactions in 
Florida, and one each in North Carolina and 
Georgia. The company has completed 97 
transactions since 2010 and has a thirst for 
firms in the Southeast. We also see them as a 
likely takeover target in the near future.

Certus was formed in 2019 through a part-
nership between pest industry executive Mike 
Givlin and Imperial Capital, a Toronto-based 
private equity firm, to do a roll up with a 
few platform companies and bolt on several 
smaller companies, creating value as a larger 
player and exiting at a higher valuation in five 
to seven years. Certus is an aggressive buyer 
on the West Coast and in Arizona as well as 
Florida. At this writing, the largest acquisition 
Certus has made was facilitated by our firm in 
southern California.

Private equity firms also have been making in-
vestments and inquiries into our industry using 
affluent investors’ capital where the diversifica-
tion into portfolio companies having above-av-
erage investment returns outpaces alternatives 
for greater investment returns.

The smart private equity players fully recog-
nize that a proper revenue mix dominated by 
contract-based recurring revenues is para-
mount to success in the pest control industry. 
Success in this regard drives up business val-
uations because investors see steady annual-
ized returns on their investment as desirable 
compared with investing in bonds or other 
fixed instruments.
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PCO M&A SPECIALISTS has teamed up with William Blair & Co., one of the most seasoned eq-
uity research houses that covers the pest control industry, to create the William Blair/PCO M&A 
Specialists Monthly Pest Index. This index, available at sellmypcobusiness.com, is a collaboration 
between the fundamental research and insights from the Blair team and the hard data from 
PCO M&A Specialists’ sister firm, PCO Bookkeepers. PCO Bookkeepers is an outsourced CFO and 
accounting firm that focuses on the pest control industry and has more than 300 pest control 
clients, accounting for $650 million in combined annualized revenue.

The index tracks industry growth supported by historic data and vetted by Wall Street experts. 
The historic data and reports we pull from our clients’ records provide strategic buyers with the 
components that are most important to building their models, including tracking of customer 
growth, retention and the all-important recurring revenue, as well as selling, general and admin-
istrative costs they can use to build their profitability analysis.

Our data is compiled by our internal experts, who have more than 25 combined years of M&A 
experience across multiple industries, including more than 100 transactions with market values 
totaling $45 billion. 

Introducing the 
William Blair/PCO M&A Specialists 

Monthly Pest Index



10     |   A Guide To Pest Control Mergers & Acquisitions

WHEN CONTEMPLATING ACQUISITIONS, larger buyers outline strategies in terms of:

• Moving into a specifi c geographic market;

• Identifying suitable target acquisitions; and 

• Developing a range of acceptable purchase prices for such 
targeted acquisitions. 

The smart players are deliberate and use quantitative methods, 
demographic information and various pricing methodologies to 
constantly tweak the overall strategies. One of the larger play-
ers recently told us it observed the U.S. market for a couple of 
years before fi nding the “right” time and the “right” company to 
acquire that fi t the fi rm’s strategy for entering the U.S. market.

As part of an overall strategy, buyers look at potential acquisitions in terms of three basic types:

Platform Companies – When acquiring a platform company, the purchaser is looking to enter 
a new market where it has little or no activities. By acquiring the platform company, a buyer 
quickly gets an established management team, local infrastructure and an existing customer 
base. Expansion is easier prospectively having a platform company at the core of the overall 
expansion strategy.

Bolt-On Companies – Bolt-on companies are typically defi ned as smaller companies that can 
be “bolted on” to a platform company. They often have less in the way of customers, manage-
ment and administrative capabilities than the platform company. 

Tuck-In Companies – These fi rms are usually smaller companies that operate in the same ge-
ography as the buyer. They are purchased to fi ll in the purchaser’s route gaps to make customer 
routes more effi  cient from a technician labor cost and/or expanded customer sales standpoint. 

Which description fi ts your business and what do the major acquirers get from each? The platform 
companies provide the best opportunity to leverage the infrastructure that comes with them but 
not on a stand-alone basis. The expectation is that bolt-on and/or tuck-in acquisitions will follow, 
so route density and gross profi t margin can be improved. Additionally, many of the SG&A func-
tions in the bolt-on and tuck-in categories can be leveraged, and that’s how the acquirer gets to 
20%-plus earnings before interest, taxes, depreciation and amortization (EBITDA) margins. 

“Leverage” does not necessarily mean cutting heads or eliminating positions. Raising prices 
and increasing route effi  ciency is one way to reduce costs as a percentage of revenues. In high 
growth businesses, many times voluntary turnover in employees can take care of headcount 
reductions, while advertising, marketing and outside general and administrative (G&A) costs can 
be reduced or eliminated because they are redundant.

The Eff ect of Larger Players’ 
Growth Strategies 
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LARGE PEST CONTROL COMPANIES run a sophisticated discounted cash flow (DCF) model with 
differing assumptions for revenue growth, operating costs and the discount rate (cost of capital). 

Basic valuation principles depend in large part on the annualized cash flow generated from an 
operating business, referred to as EBITDA, divided by the purchase price paid for the business. If 
the EBITDA is 15% of revenues, and a buyer pays 250% of annual revenues (2.5 times annual rev-
enue) to buy the business, it means the buyer is getting a 6% annualized return on their invest-
ment (15/250 = 6%). However, if we can show that the EBITDA margin is 20%, then the return on 
the same purchase price is now 20/250 = 8% ROI. 

How much will a strategic buyer pay? 

The answer comes down to two anchor points:

1 First, what can they truly afford to pay? The investment value (IV) for strategic buyers 
includes their most accurate estimate of future revenue (growth included), stripping out 
any reasonable but unnecessary costs from a smaller pest control operator under the 
umbrella of the strategic operator. This is commonly referred to as “synergies.” The buyer 
will run its model with these assumptions and discount the cash flows with its internal, 
strategic buyer-specific, discount rate, their weighted average cost of capital (WACC).

2 Next is what would someone else pay? The fair market value (FMV) of a pest control busi-
ness is defined as the amount which a willing buyer would pay to a willing seller, neither 
being under any undue stress to buy or to sell and both having reasonable knowledge 
of relevant facts. The FMV on the lower end of the sale price range would come from a 
buyer who does not have any special synergies to add to the business and one who has a 
similar risk and return profile as the seller. 

How Do the Big Guys Look at Value?
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An Example of Value

By way of example, if Joe’s Pest Control, a com-
pany located in suburban Ohio with 10 em-
ployees, eight trucks and $1 million in revenue 
with EBTIDA margins of 15%, was bought by 
John’s Pest Control, a company located in sub-
urban Illinois with 10 employees, eight trucks 
and $1 million in revenue and EBTIDA of 15%, 
there are very few synergies. The companies 
are similar but won’t realize any efficiencies 
since they are geographically distant. 

If Joe and John were in neighboring towns, 
there would be synergies, and so the pricing 
the buyer is willing to pay may be higher if he 
takes advantage of the synergies.

The difference between these two fact pat-
terns provides a range of values that you can expect for your business. But who owns the syner-
gies? Some cost synergies are easily identifiable and can be removed from the cash flow analysis 
without much negotiation. These include owner wages, benefits, owner vehicle expense, some 
advertising/marketing and some other outside G&A expenses. 

Other synergies, such as revenue growth, customer retention and recurring revenues, are more 
subjective, therefore, the better the data you have to back up your assumptions, the better ne-
gotiating position you’ll be in with the buyers. 

Data from our sister company, PCO Bookkeepers, helps us break down the factors used by a 
strategic buyer vs. a local competitor. 

This real data and our operating experience instill confidence in buyers. 

Alexander Nigh, director of mergers & acquisitions for Rentokil North America, recently told us 
after a deal, “I know I’m getting a well-run company and I’m comfortable with the due diligence 
because PCO M&A Specialists has the operating experience to be able to pull reports directly 
from their clients’ routing software like PestPac or their accounting software like QuickBooks and 
show me what’s real vs. what’s hypothetical.”
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WHEN OFFERING A BUSINESS FOR SALE, 
it’s important to assess the impact of the tax 
consequences. Depending on how the seller is 
organized (LLC, C-Corp or S-Corp), employing 
the wrong tax strategy could mean the diff er-
ence between recognizing ordinary income 
taxed at the highest marginal rate of 37% or 
a long-term capital gain taxed at 20%. The 
diff erence of 17% could mean a lot of money 
going to Uncle Sam that could be in the seller’s 
pocket.

Another tax issue is purchase price allocations. 
Specifi cally, a buyer will want to attach a higher 
value to hard assets such as vehicles, equip-
ment, furniture and fi xtures, rather than good-
will, customer lists and other intangibles. The 
reason being that hard assets can be depreciat-
ed/written off  immediately, whereas intangible 
assets get amortized over a 15-year period.

At odds is the seller who has probably fully 

The Tax Consequences of Sale
depreciated the hard assets and will have to 
treat sales proceeds as ordinary income (called 
depreciation recapture) instead of capital gain 
income. The marginal tax rate on the distinction 
is about a 17% detriment to the seller, which 
is why it’s important to comprehend before 
agreeing on a sales price and the underlying 
allocation.

Finally, the purchase price allocated to the hard 
assets category may attract a sales tax, which 
requires the parties to agree to whom will bear 
this cost. The buyer does not automatically pay 
the sales tax like he would if he were purchasing 
an item at a store. It’s something to be negotiat-
ed, and many buyers seek to push this respon-
sibility onto the seller. At the end of the day, it’s 
a purchase price reduction. The seller should 
understand this detail. His after-tax take may be 
less than expected if not negotiated properly. 
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Non-Disclosure Agreement 
A business owner exploring the potential 

sale of his or her business through a broker should 
protect confidential information by having a 
Non-Disclosure Agreement (NDA) with the broker.

Engagement Letter
When you decide to forge ahead, you’ll sign 

a standard Engagement Letter (EL) to retain our 
services. The EL lays out all duties we undertake 
on your behalf as well as our compensation for a 
successful transaction. Our Success Fee (SF) is a 
percentage of the sale price. There will be a non-
refundable retainer deposit due upon execution 
of the EL. The retainer deposit will be applied as a 
credit towards our SF when the deal is closed. We 
will be paid directly at closing for our SF, net of 
the retainer deposit already paid.

WHAT MAKES US DIFFERENT than 
the other business brokerage and 
intermediary firms? Our integrated 
approach considers your needs as well 
as how to best structure a deal from 
a financial, tax and legal standpoint 
that best meets your objectives. As a 
seller, you need a team who’s there to 
guide you. Our approach focuses on 
maximizing the value of your company 
by bringing you multiple potential 
buyers. 

The Sales Process WE GUIDE YOU THROUGH 
THE FOLLOWING STEPS: 
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Financials & Services Review
Once formally engaged, we delve into 

your financials and services (access to soft-
ware systems being key) and other nonelec-
tronic records to dissect the company, learn 
about its strengths, its problems, labor force 
composition, customer base (commercial, res-
idential, government), geographic footprint 
of customers, number of routes, number of 
technicians and more.

Deep Dive Questionnaire
As part of our business analysis you’ll 

complete a Deep Dive Questionnaire, which 
examines the details buyers want to know, 
such as core business operations and policies. 
This is also a good time to discuss the goals 
and objectives you seek in any contemplated 
transaction.

The Board Book
After we immerse ourselves in your 

business details and understand your objec-
tives, we construct a Confidential Business 
Memorandum (CBM), commonly called the 
Board Book. This document showcases your 
business to potential buyers. It is the key mar-
keting and executive summary we provide to 
potential buyers once they have executed a 
confidentiality and nondisclosure agreement. 

Going to Market
Once we choose potential buyers (with 

your approval) and deliver the Board Book, we 
field questions from these potential buyers 
about your business and solicit information 
about the prospects’ resources and expansion 
strategies to understand how we could “fit” 
into their key plans. Service companies with 
recurring-based sales channels (monthlies, bi-
monthlies, quarterlies) fetch a premium price, 
whereas one-shot projects, lawn care, rodent 
removal, bed bugs and fumigations garner 
lesser interest in terms of an offer price. It’s all 
about efficient technician routing and steady 

cash flows known at the beginning of each 
season.

Short-Listed Buyers
Once the field of interested and qualified 

buyers is narrowed, we solicit the prospects to 
provide a Letter of Intent (LOI), which contains 
the material terms of the offer being pro-
posed. We review the LOI with you and de-
termine if the offer meets your expectations. 
Because there may be more than one offer to 
evaluate, we provide our views on the relative 
benefits and disadvantages of the competing 
offers and which offer stands out from the 
rest. We then make edits to the proposed LOIs 
before returning them to the prospective buy-
ers in an effort to “sweeten the deal” in terms 
of price, terms and/or legal stipulations.

Signed Letter of Intent
Once the LOI is signed, the buyer’s due 

diligence phase begins. Due diligence is con-
ducted electronically using a data vault that 
contains important records a buyer requests 
during this phase, which takes one to four 
weeks. To streamline and quicken the process, 
we begin assembling some of this information 
while working on the Board Book. 

Due Diligence
Due diligence is the process whereby the 

purchaser confirms what the Board Book says 
about your company makeup, finances, op-
erations, integrity of management, as well as 
if the buyer wants to move forward with the 
transaction. The process is grueling and entails 
gathering tax records, corporate governance 
documents, policies and procedures, along 
with payroll and banking records. We prepare 
the data vault with the document requests 
and sit with you and represent you during the 
process. Our background as CPAs and auditors 
gives us insight into what’s being asked and 
why, so you can feel confident that we will get 
you through the process successfully.
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Purchase Agreement & Disclosure 
Statements

Once due diligence is completed, a buyer will 
draft the definitive contract – usually an Asset 
Purchase Agreement (APA). Stock deals are 
uncommon, although they’re possible. When 
we receive the draft, we review, comment 
and edit it on your behalf even though we’re 
acting as your broker and not engaged as your 
attorney. However, we work with your attorney 
and CPA to help in their reviews to provide our 
industry experience regarding what a contract 
for the sale of a pest control company should 
or should not contain in terms of tax planning 
and legalities. 

The large buyers have distinctive APAs with 
different clauses, so sellers must be careful, 
especially regarding indemnities, representa-
tions, warranties and covenants. The devil is 
always in the details.

The APA refers to Disclosure Schedules, which 
are details drawn from the due diligence phase 
and may be a list of assets purchased, assets 
excluded from purchase, liabilities assumed, 
liabilities not being assumed. Also included is 
a list of employees and their compensation de-
tails, a customer list, a list of insurance policies, 
claims and lawsuits, A/R and A/P aging reports, 
a list of phone numbers, websites and social 
media platforms, a list of prepaid customer ac-
counts, a list of vehicles, as well as any permits 
and licenses, etc. We assist you, your attorney 
and CPA in finalizing these Schedules. Much 
of the information comes from the electronic 
data vault but is repackaged for purposes of 
the contract presentation.

Other Contract Exhibits
As part of the APA there are several 

ancillary agreements as Exhibits to the APA 
(e.g., employment and independent contrac-
tor agreements, bill of sale, assignment and 
assumption agreements, noncompete agree-
ments, promissory notes, etc.)

The Closing
Finally, the closing date for the transac-

tion is scheduled and all contract documents 
signed and held in escrow until funds are 
delivered via bank wire. The APA may get 
executed and the deal closed on the same 
day, while other times the APA is signed first 
and then closing occurs sometime thereafter 
if conditions have to be satisfied before a clos-
ing can occur (e.g., financing approval, land-
lord consent, employee meeting, HR issues). 
The closing itself is usually a 10- to 15-minute 
call with both parties on the phone to confirm 
all signatures and conditions are completed. 
Finally, there’s a “congrats” to all as the deal is 
done with receipt of funds confirmed by you, 
the seller.



IF YOU’RE CONTEMPLATING SELLING YOUR PEST CONTROL BUSINESS, 
PCO M&A SPECIALISTS CAN HELP YOU:

CONTACT US TODAY TO 
DISCUSS YOUR NEEDS. 
pcobookkeepers.com
973-300-0288

Your Next Step
• Determine if it’s the right time to sell 

your business;

• Get your business ready for sale;

• Help value your business;

• Find the proper strategic buyer for 
your business;

• Work with you to negotiate the best 

deal to maximize your after-tax 
proceeds; and

• Structure the deal so there are 
minimal issues and you’ll receive the 
most after-tax amount. 

We look forward to the opportunity 
to serve you with the sale of your pest 
control company.


