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Selling a Pest Control Business: The Complete
2026 Guide

Pest control is the single most consolidated home services vertical in 2026. Roughly 60% of pest control M&A
transactions are private-equity-backed, a higher share than any other residential service category. The
subscription-like economics of monthly and quarterly service contracts, combined with a fragmented market of
more than 20,000 independent operators, have made pest control the platform-building sweet spot of
lower-middle-market M&A. For founders, this is the rare situation where you are selling an asset that multiple
categories of sophisticated buyers actively want, often at the same time. If you're reading this because you're
thinking about selling, the good news is that market conditions are favorable. The challenging news is that
doing this well requires more preparation and nuance than most founders appreciate.

This guide walks through the entire arc of selling a pest control business in 2026: what your business is actually
worth, what buyers are looking for, how to prepare in the 12—-18 months before going to market, how to run a
competitive process, and how to structure the deal you actually want.

Why 2026 is a strong window to sell a pest control business

Three structural forces are driving exceptional pricing in pest control right now.

Private equity is behind the roll-up wave. National platforms like Rollins (Orkin, HomeTeam),
Rentokil-Terminix, Anticimex, Arrow Exterminators, and a growing set of PE-backed consolidators (Aruza,
Advantage Pest Control, JC Ehrlich, Aptive, and dozens of regional players) are actively acquiring. The buyer
set is the deepest it has been in the category’s history. Multiple competing bidders on any quality operator is the
norm, not the exception.

Multiple expansion has held. Even as interest rates pressured broader M&A pricing in 2023-2024, pest
control multiples held because the underlying subscription economics justified premium pricing. For operators
with 80%-+ recurring revenue and strong retention, multiples in the 7-9x EBITDA range remain common in
2026.

The labor economics favor sellers. Technician shortages mean acquirers value businesses with stable,
licensed, long-tenured workforces. A pest control business with 92% annual technician retention is worth
materially more than an identical business with 70% retention, and buyers will often pay up to secure stable
teams.

Taken together, these conditions mean that a pest control business that would have traded at 6x in 2020 is
often trading at 7.5-8x in 2026. The window may not stay open indefinitely; PE consolidation cycles typically
peak and then compress as platforms scale. For founders, this is a reasonable time to have the conversation.
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What your pest control business is actually worth

Valuation ranges in pest control are wide because operational quality varies enormously across the category.
The most important number for a founder to understand is not the multiple — it's the EBITDA that the multiple
will be applied to. Most pest control businesses have 10—-20% in normalization adjustments that buyers will
uncover in diligence. Understanding your true normalized EBITDA before going to market is the single
highest-leverage preparation you can do.

Operator profile EBITDA multiple (2026) What moves the number
Founder-led, <50% recurring 3.5-4.5x Treated as project-work exposed.
revenue

50-70% recurring, 4.5-5.5x Owner-transition risk weighs on
founder-dependent multiple.

70-85% recurring, documented 5.5-6.5x Platform-adjacent.

operations

85%-+ recurring, management 6.5-8.0x Platform-grade business.

team in place, 90%+ retention

Regional anchor, multi-market or 8.0-10.0x+ Strategic premium, competitive
commercial-heavy bidding.

The recurring revenue premium, quantified

The single largest driver of your multiple is the percentage of revenue that comes from recurring contracts. The
difference between 50% recurring and 85% recurring is often 2—3 turns of EBITDA multiple. For a $1M EBITDA
business, that's $2-$3M in outcome difference. Here’'s why the math works that way:

 Predictable cash flow supports higher leverage. PE buyers can finance 4-5x EBITDA in senior debt on
a high-recurring-revenue business vs. 2—3x on a project-led business. More leverage means more buyer
purchasing power.

e Customer lifetime value is calculable. A residential monthly pest contract with 92% retention has a
predictable 10-15 year lifetime value. Project work doesn't.

* Revenue forecasting is defensible. Buyers can model forward revenue from an existing contract book
with high confidence. They apply higher multiples to more certain cash flows.

The 85%+ threshold

There is a noticeable multiple step-up once recurring revenue crosses 85%. This is because the business
model transitions from “service business with some contracts” to “subscription business with some project
revenue.” Platform buyers specifically look for this threshold because it enables aggressive financing structures
and cleaner integration. If your business is at 75-80% recurring, there is real value in getting to 85% before
going to market.
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What buyers actually evaluate

Buyers don't just look at EBITDA. They evaluate the quality of the cash flow generating the EBITDA. Here's
what sophisticated acquirers test in diligence — the tests you can run on yourself before going to market.

Contract book health
For every active customer: tenure, monthly/quarterly contract value, last service date, renewal date,
cancellation history. Healthy contract books show:
* Monthly gross churn <1.5% (18% annualized or better).
« Net retention >95% after accounting for price increases and upsell.
e Average customer tenure >3 years, with a healthy mix of new customers (ingress should be >churn).
e Commercial contract renewal rate >92% annually.

Buyers will pull this data in diligence and build their own churn and retention model. If your CRM doesn’t
produce clean customer tenure and churn data today, getting this in order is the highest-priority preparation
item.

Technician economics

Licensed pest control technicians are the scarce asset. Buyers evaluate:

e Annual voluntary turnover (target: <10% for platform-grade).

* Compensation structure (base, commission, bonus, benefits).

* Average route density (stops per technician per day).

« Licensing status across the team (state certifications, applicator licenses).
 Recruiting pipeline (how does the business bring new technicians on?).

A pest control business with 92% retention and a clear recruiting pipeline is meaningfully more valuable than
one with 75% retention even at identical EBITDA.

Route density and geographic concentration

Route density drives margin in pest control. Businesses with tight geographic concentration (stops in close
proximity) show better gross margins and are easier to grow. Buyers pay premium multiples for operators with
clear density in specific markets vs. scattered coverage.

Systems and processes

The business should run without the founder. Buyers test this by looking for:

*« CRM in use (PestPac, FieldRoutes, ServiceTitan, or similar).

« Documented service protocols by pest type and property class.

* Training program for new technicians.

* Management hierarchy with named successors for founder-critical roles.

* Quiality control and customer feedback systems.
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If your business runs because you personally answer the phone, route technicians, and manage customer
escalations, you are selling a job, not a business. The multiple will reflect that.

Regulatory compliance

Pest control is heavily regulated. Buyers test license coverage (state and local), EPA pesticide compliance,
applicator certification currency, insurance adequacy, and any open complaints or violations. A clean regulatory
record adds confidence; any gaps become deal friction.

Preparing your business for sale (the 12-18 month runway)

The founders who get the strongest outcomes are the ones who prepare for 12—18 months before going to
market. Here’s the playbook.

Months 1-3: Financial cleanup

« Engage a CPA to prepare reviewed (or audited, for larger businesses) financial statements for the most
recent 2—3 years.

« Identify all owner-related expenses and related-party transactions. Document each clearly.

e Implement clean GAAP revenue recognition for multi-month contracts (deferred revenue on the balance
sheet for prepaid annual contracts).

« Build a rolling 13-week cash flow forecast and trailing 12-month KPI dashboard.

Months 4-9: Operational strengthening

* Push recurring revenue from 75% to 85%-+ if you're below the threshold. Convert residential one-time and
quarterly customers to monthly programs.

« Reprice under-market contracts. A 5-8% price increase implemented 12—-18 months before sale both
improves margin and demonstrates pricing power.

* Reduce customer concentration. If any single customer is above 10% of revenue, diversify.
« Retain key technicians with multi-year stay bonuses structured to survive through a transaction.

« Document processes: service protocols, route management, customer onboarding, technician training.

Months 10-18: Management bench and final preparation
« Promote or hire a general manager who can run the business without you day-to-day.
« Hire an M&A attorney with home services experience.
« Engage an M&A advisor (sell-side representation). CT Acquisitions is one option; there are others.
* Prepare a confidential information memorandum (CIM) with the advisor’s help.

* Develop a target buyer list: platforms active in your geography, strategic acquirers, family offices, and
selected independents.

The founders who skip the preparation runway and “just take the first good offer” typically leave 15-30% of
value on the table. The founders who prepare thoroughly almost always run a competitive process with multiple
bidders and get the price and terms they actually want.
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Running the process

The CT Acquisitions approach

We don’t run broad auction processes. For pest control, we run a targeted process that matches your business
to a curated set of 5-15 qualified buyers who we know fit your profile. This produces competitive tension
without the brand exposure of a public auction, and it preserves the seller’s ability to choose fit as well as price.

Typical process timeline
« Weeks 1-3: CIM preparation, buyer targeting, initial outreach.
* Weeks 4-6: Management meetings with qualified interested buyers.
* Weeks 7-8: Indicative offers received.
* Weeks 9-10: Second-round bids after deeper data-room review.
* Weeks 11-12: LOI signed with preferred buyer.
* Weeks 13-20: Due diligence, definitive agreement negotiation, close.

End-to-end, 4-6 months from process start to close is typical for a well-prepared pest control business.

Deal structures: what actually closes in pest control

Pest control deals in 2026 follow a consistent structural pattern, with negotiable terms at the margin.

e Cash at close: 65—-75% of total purchase price.

e Earnout: 15-25% over 12—24 months, typically tied to customer retention (measured as revenue from
existing customers at the 12 or 18 month mark).

e Escrow: 10% held 12—18 months against indemnification.
« Seller rollover equity: 0-15% in platform deals, higher when the seller continues operating.

« Seller note: 0-10%, particularly in independent sponsor and search deals.

The earnout you actually want

The most common earnout structure in pest control ties payment to customer retention at a defined
measurement point. Done well, this aligns the seller (who stays engaged for 12—24 months) with the buyer (who
needs retention to support the acquisition thesis). Done poorly, the earnout becomes a discount applied
through metric manipulation.

Things to insist on in earnout negotiation:

« Metric is something you can meaningfully influence (customer retention, revenue retention).
* Measurement is objective and pre-defined (not subjective buyer judgment).

» There’s a floor payment that protects you from buyer-driven customer loss.

 You retain enough operational control for the earnout period to actually drive the metric.

« Pricing and customer service decisions during the earnout period are either your call or mutually agreed.
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Negotiating rollover equity

In platform deals, rolling 10—-15% of your proceeds into the combined entity’s equity can produce a “second
bite” at the apple when the platform eventually sells to a larger buyer at a higher multiple. If you believe in the
buyer’s thesis and their ability to execute, this can be highly accretive. If you're uncertain, take more cash at
close.

Picking the right buyer

Price is not the only consideration, particularly for founders who care about team continuity, customer service
standards, or the legacy of the business they’ve built. Different buyer types produce different post-close
experiences.

PE platforms

Highest multiples, structured processes, defined integration playbooks. Expect post-close changes to systems,
some consolidation of back-office, and a 3-5 year path to a platform exit. Best fit for founders optimizing for
price and willing to accept integration change.

Family offices

Long-hold capital, typically more patient operators. Pricing competitive with PE platforms. Integration tends to
be lighter-touch. Best fit for founders who want long-term continuity and legacy preservation.

Strategic acquirers

Existing pest control operators expanding geographically. Integration can be tight (technology, brand, pricing)
but operationally expert. Best fit for founders who believe in the strategic acquirer’'s model and culture.

Independent sponsors and search funds

Lower multiples than PE platforms but creative structuring (higher seller rollover, longer earnouts) can produce
competitive aggregate outcomes. Best fit for founders who want an owner-operator successor with skin in the
game.

Tax planning for a pest control sale

The after-tax proceeds of a sale can vary by 15-25% based on structural decisions made months before close.
Key considerations for pest control founders:

* Asset sale vs. stock sale. Most buyers prefer asset sales (step-up in basis); most sellers prefer stock
sales (cleaner tax treatment of goodwill). The typical compromise is a 338(h)(10) or 336(e) election in an
S-corp structure, which gives the seller stock-sale treatment and the buyer asset-sale tax treatment.

* Qualified Small Business Stock (QSBS / Section 1202). For C-corps meeting eligibility requirements,
up to $10M in gain can be tax-free. Often overlooked.

« Installment sale treatment. Seller-financed portions can spread gain recognition over the payment
period, reducing the current-year tax hit.
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e State-level planning. Relocating residency pre-close (typically 1-2 years before) can avoid state capital
gains tax in high-tax states.

e Charitable and trust planning. Charitable remainder trusts, grantor trusts, and similar structures can
defer and reduce tax on portions of proceeds.

Engage a tax advisor with transaction experience at least 12 months before you plan to close. Last-minute tax
planning almost never produces the same result as structured planning.

Your team: who you need in place

Selling a pest control business requires a team. At minimum:

« M&A attorney with lower-middle-market home services experience.

« CPA or transaction accountant who can normalize EBITDA, prepare for QofE, and handle post-close tax
reporting.

* Sell-side M&A advisor to run the process and create competitive tension.

« Wealth advisor to plan the post-transaction use of proceeds.

e Tax specialist for structural planning in the 12—-24 months pre-close.

Some founders try to run the sale without an advisor. We don’t recommend it. The gap between what a founder
achieves alone and what a competent advisor-run process achieves is almost always multiples larger than the
advisor fee.

Common pitfalls

» Taking the first offer. Even a strong first offer usually becomes a better offer after competitive tension is
created. Run the process.

e Over-promising in diligence. Aggressive EBITDA representations that don’t hold up in QofE produce
post-LOI retrades. Be accurate from the start.

e Mis-structured earnouts. Agreeing to an EBITDA-based earnout when you won't control post-close
overhead is a classic mistake.

e Ignoring cultural fit. The highest-price buyer isn’t always the best fit. For founders who care about team
and customers, think carefully about who you're really selling to.

e Under-investing in transition. Post-close transition periods (6—24 months) are where goodwill is
preserved or destroyed. Budget the time.

The CT Acquisitions process for pest control sellers

Here’s what working with us looks like:

1. Confidential consultation — a 30—60 minute conversation to understand your business, goals, and
timeline.

2. Preliminary valuation — we give you a defensible value range based on our view of the market and
your business profile.
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3. Preparation period — we work with you for 3—-9 months (depending on readiness) to prepare financials,
operations, and deal materials.

4. Targeted process — we approach 5-15 qualified buyers we believe fit your profile. No mass auctions.
5. LOI to close — we quarterback the process through diligence and definitive agreement negotiation.
6. Post-close support — we stay involved through the transition period to help you navigate integration.

CT Acquisitions is paid by the buyer at close. As the seller, you pay nothing — no retainer, no listing fee, no
success fee. Our incentives are aligned with yours: we only get paid when the right match is made for your
business.

If you're considering selling your pest control business in the next 6-36 months, let's have a conversation. We’'ll
give you a frank read on market conditions, your business’s likely value, and what preparation would create the
most lift.

Frequently asked questions about selling a pest control
business

How much is my pest control business worth?

In 2026, pest control businesses typically transact between 3.5x and 10x EBITDA. The two biggest drivers are
recurring revenue percentage and technician retention. For a detailed walkthrough, see our pest control
business valuation guide. As a rule of thumb: 85%-+ recurring + strong retention + documented operations puts
you in the 7x—8.5x range. Below 50% recurring and founder-dependent puts you at 3.5x—4.5x.

How long does it take to sell a pest control business?

From first conversation with an advisor to closed transaction, 6—12 months is typical when the business is
reasonably prepared. Businesses that need significant preparation work (financials, operations, management
bench) should plan on 12—24 months from initial conversation to close.

Will my employees know I'm selling?

Not until you decide to tell them. A well-run sale process maintains confidentiality until a specific buyer is
selected and a path to close is clear. Even then, you control when and how your team is informed.

What happens to my customers after the sale?

Depends entirely on the buyer. PE platforms often transition customers to the platform’s CRM and branding
over 6—-24 months. Family offices and strategic acquirers who want to preserve the existing brand typically
don’t. Customer continuity is a negotiable term and should be discussed with any serious buyer before LOI.

Do | need a management team in place to sell?

Technically no. Practically yes, if you want platform-grade pricing. Founder-dependent businesses transact at
4-5x; businesses with documented operations and capable second-in-command transact at 6-8x. The delta is
almost always larger than the cost of hiring the GM 18 months in advance.
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Should | work with an M&A; advisor or sell the business myself?

Almost always an advisor. The gap between founder-run processes and advisor-run processes in pest control
is typically 20—-35% in final value. The advisor fee, in a well-structured buyer-paid model, is functionally zero to
the seller.

What's the biggest mistake pest control founders make when selling?

Under-preparing. The founders who wait until they’re ready to retire and then start the process get substantially
worse outcomes than founders who start the conversation 18—36 months before they intend to close.
Preparation runway is the single highest-leverage decision.

How much will | pay in taxes on the sale?

Federal long-term capital gains on the goodwill portion of the sale (most of it, typically) is 20% plus the 3.8% net
investment income tax. Depreciation recapture on equipment is taxed at ordinary income rates. State capital
gains varies from 0% (Texas, Florida, Tennessee, Washington) to over 13% (California, New York). Structural
choices (338(h)(10) elections, QSBS, installment sales, state residency) can move the effective tax rate by
500-1,000 basis points. Work with a tax specialist.

Related resources

« Pest control business valuation: the full guide

« Pest control sell-your-business hub

« How to sell a service business (all verticals)

« Private equity in HVAC: 2026 industry report — adjacent consolidation dynamics

* Buying an HVAC business — useful for understanding buyer mindset
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