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Forward-Looking Statements
This presentation contains forward looking statements within the meaning of Section 27A of the Securities Act of 1933, as amended, and Section 21E of the Securities Exchange Act of 1934 that involve substantial 
risks and uncertainties. All statements, other than statements of historical facts, contained in this presentation, including statements related to our expectations regarding our industry, strategy, future operations, future 
liquidity and financial position, future revenues, projected costs, prospects, plans and objectives of management, including relating to environmental goals, are forward-looking statements. The words such as “outlook,” 
“guidance,” “projects,” “continues,” “believes,” “expects,” “may,” “will,” “should,” “seeks,” “intends,” “plans,” “goal,” “initiative,” “estimates,” or “anticipates,” or the negative version of these words or similar expressions 
are intended to identify forward-looking statements, although not all forward-looking statements contain these identifying words. By their nature, forward-looking statements: speak only as of the date they are made; are 
not statements of historical fact or guarantees of future performance; and are subject to risks, uncertainties, assumptions, or changes in circumstances that are difficult to predict or quantify. Our expectations, beliefs, 
and projections are expressed in good faith and we believe there is a reasonable basis for them. However, there can be no assurance that management’s expectations, beliefs and projections will result or be achieved 
and actual results may vary materially from what is expressed in or indicated by the forward-looking statements. Factors that could cause actual results to differ materially from those projected include, but are not 
limited to: general business economic and financial conditions; the duration and extent of the novel coronavirus (COVID-19) pandemic and its resurgence, and the impact of federal, state and local governmental 
actions and customer behavior in response to the pandemic, including possible additional or reinstated restrictions as a result of a resurgence of the pandemic; competitive industry pressures; the failure to retain 
current customers, renew existing customer contracts and obtain new customer contracts; the failure to enter into profitable contracts, or maintaining customer contracts that are unprofitable; a determination by 
customers to reduce their outsourcing or use of preferred vendors; the dispersed nature of our operating structure; our ability to implement our business strategies and achieve our growth objectives; acquisition and 
integration risks; the seasonal nature of our landscape maintenance services; our dependence on weather conditions; increases in prices for raw materials and fuel; changes in our ability to source adequate supplies 
and materials in a timely manner; any failure to accurately estimate the overall risk, requirements, or costs when we bid on or negotiate contracts that are ultimately awarded to us; the conditions and periodic 
fluctuations of real estate markets, including residential and commercial construction; our ability to retain our executive management and other key personnel; our ability to attract and retain trained workers and third-
party contractors and re-employ seasonal workers; any failure to properly verify employment eligibility of our employees; subcontractors taking actions that harm our business; our recognition of future impairment 
charges; laws and governmental regulations, including those relating to employees, wage and hour, immigration, human health and safety and transportation; environmental, health and safety laws and regulations, 
including regulatory costs, claims and litigation related to the use of chemicals and pesticides by employees and related third-party claims; the distraction and impact caused by litigation, of adverse litigation judgments 
and settlements resulting from legal proceedings; increase in on-job accidents involving employees; any failure, inadequacy, interruption, security failure or breach of our information technology systems; our ability to 
adequately protect our intellectual property; restrictions imposed by our debt agreements that limit our flexibility in operating our business; our ability to generate sufficient cash flow to satisfy our significant debt service 
obligations; our ability to obtain additional financing to fund future working capital, capital expenditures, investments or acquisitions, or other general corporate requirements; increases in interest rates governing our 
variable rate indebtedness increasing the cost of servicing our substantial indebtedness; ownership of our common stock; occurrence of natural disasters, terrorist attacks or other external events; changes in generally 
accepted accounting principles in the United States; our ability to successfully implement emission reduction plans and obtain carbon neutrality on the intended timeline; and costs and requirements imposed as a result 
of maintaining the requirement of being a public company. Additional factors that could cause our results to differ materially from those described in the forward-looking statements can be found under “Item 1A. Risk 
Factors” in our Form 10-K for the fiscal year ended September 30, 2020 as such factors may be updated from time to time in our periodic filings with the SEC, which are accessible on the SEC’s website at 
www.sec.gov. Accordingly, there are or will be important factors that could cause actual outcomes or results to differ materially from those indicated in these statements. These factors should not be construed as 
exhaustive and should be read in conjunction with the other cautionary statements that are included in this presentation and in our filings with the SEC. Any forward-looking statement made in this presentation speaks 
only as of the date on which it was made. We undertake no obligation to publicly update or review any forward-looking statement, whether as a result of new information, future developments or otherwise, except as 
required by law. 

Non-GAAP Financial Measures
Included in this presentation are certain non-GAAP financial measures, such as EBIDTA, Adjusted EBITDA, Adjusted EBITDA Margin, Free Cash Flow (“FCF”), and Return on Invested Capital (“ROIC”), designed to 
complement the financial information presented in accordance with U.S. GAAP because management believes such measures are useful to investors. These non-GAAP financial measures should be considered only 
as supplemental to financial measures provided in accordance with GAAP. Please refer to the appendix of this presentation for a reconciliation of the historical non-GAAP financial measures included in this 
presentation to the most directly comparable financial measures prepared in accordance with GAAP. Because GAAP financial measures on a forward-looking basis are not accessible, and reconciling information is 
not available without unreasonable effort, we have not provided reconciliations for forward-looking non-GAAP measures. For the same reasons we are unable to address the probable significance of the unavailable 
information, which could have a potentially unpredictable and potentially significant impact on its future GAAP financial results.

Introductory Information

http://www.sec.gov/
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Who is BrightView?
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Founded in 1939 
• Primarily landscape 

maintenance and snow 
removal services 

• Strong national 
presence

Founded in 1949
• Provider of landscape 

maintenance and 
development services 

• Strong evergreen (year 
round) market presence

+

Building on the traditions of best-in-class service and 
tremendous value creation from proven business model 

Founded in 2014 
• National presence
• Evergreen and seasonal 
• Full-service, self-perform landscaping 

• Maintenance
• Irrigation
• Tree care
• Fertilization

• Design and development 
• Next generation technology 

landscaping 

=
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BrightView – so much more than landscape services

Design + 
predev

Landscape 
installation

Irrigation 
systems

Masonry + 
concrete

Hardscape
Installation

Pools + water 
features

Soil mixing + 
testing

Sports field 
installation

Mowing Gardening Mulching Snow services Tree care
Water management 

& irrigation

Sweeping & 
parking lot services Landscape installation Disaster recovery Sports fields

Golf course 
maintenance Landscape design
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BrightView today

LANDSCAPE MAINTENANCE LANDSCAPE DEVELOPMENT

FY’20 
Revenue

$2.3B
$1.7 BILLION $0.6 BILLION

Business 
Overview & 
Highlights

Essential commercial landscaping & snow services
• Non-discretionary service
• Predictable recurring revenue model
• Broad offering of ancillary services

Landscape architecture & development services 
• New landscapes / large-scale redesign projects
• Horticultural and design thought-leadership
• Complex and high-profile projects

74%
of revenues

26%
of revenues
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Everything we do is grounded in our vision and mission

Our people create and maintain 
the best landscapes on Earth

Nuestra gente crea y mantiene los mejores 
paisajes de la Tierra

To create customer value through 
engaged local teams, providing 
industry-leading landscape services

Crear valor para el cliente a través de equipos 
locales comprometidos, proporcionando 
servicios de paisajismo líderes en la industria

Our
VISION
Nuestro
VISIÓN

Our
MISSION
Nuestro
MISIÓN
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BrightView investment thesis
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BrightView has a compelling investment thesis

BrightView is #1 player in $70B fragmented market

Proven & experienced leadership team committed to 
the principles of ESG 

Attractive, scalable business model underpinned by 
cash generation

Track record of M&A success, core to top-line growth



121 Landscaping services in the U.S. (June 2020), IBISWorld – Snowplowing Services in the U.S. (December 2019) presents commercial landscaping services and commercial snowplowing services as 
a share of the overall U.S. market at rates consistent with IBISWorld figures for 2019.

Commercial landscaping and snow removal 
services industry

‘15A ‘16A ‘17A ‘18A ‘19A ’20E ’21E ’22E ’23E ’24E

$59 $62 $65 $70 $70 $68 $69 $70 $71 $72

BrightView:
~$1.7B

Market Share:
2.4%

U.S. Commercial 
Landscaping and Snow

~$70B

$ Billion1

Maintenance Market opportunity

We are the largest player in a large and fragmented market

350k
companies
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BrightView has a proven & experienced leadership team

Andrew Masterman
President and Chief Executive Officer

John Feenan
EVP, Chief Financial Officer 

Tom Donnelly 
President, Landscape Development 

Jeff Herold
President Evergreen West & COO (Maintenance Services)

Michael Dozier
President Evergreen East, Landscape Maintenance

Jamie Gollotto
President Seasonal, Landscape Maintenance

Amanda Orders
EVP, Chief Human Resources Officer

Brian Bruce
EVP, Chief Information Officer

Todd Chambers
EVP, Chief Marketing Officer

Jonathan Gottsegen
EVP, Chief Legal Officer
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ESG is a significant part of our legacy and is embedded in 
the fabric our company culture

Environment 
Sustainability

Social 
Responsibility Corporate 

Governance

Governance 
industry leader

Since

Trees planted 
annually

Est

Green cards 
sponsored

About

People 
employed

Approximately

H2B Visas 
Sponsored

More than

KGs of 
carbon offset

Since 1949
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Attractive financial model delivers reliable, multi-year free cash flow

Cash flow is our key financial metric

…over time we 
deliver growth 
and consistent 
free cash flow

~$500M FCF in 
last 4 years

Though weather & labor may add variability to shorter-term forecasts…
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• Hired ~5K new employees, per annum, in April / May
• Executed in 2021, despite challenges

• Experienced ~4% wage rate inflation FY18 – FY20
 FY21 Q3 / Q4 ~7% wage inflation

BrightView labor: successfully recruiting labor in a difficult, 
inflationary environment

Mitigating actions
• Proactive pricing initiatives

 Pricing Playbook 

 Optimizing scope (engagement with all contracts)

 Expect FY22 Q3 / Q4 impact

• Technology deployed (ETC) to tightly manage

• Shortened Development project pricing commitments 
 Historically 3 – 6 months, currently 10 – 15 days

Short-term pressure, not long-term structural issue
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BrightView’s business model creates a cycle of high free 
cash flow and reinvestment capacity

Recurring 
revenue

Strong 
cash flowM & A

Profitable 
incremental
growth 
(New sales 
+ M&A)Resilient recurring revenue streams

Abundant accretive M&A opportunity

Strong cash conversion creates 
continuous cash flow and investment 
capacity for growth and return

• Reduce leverage
• Share buy-backs
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Strong, consistent strategy will drive growth & value creation

CUSTOMER EXPERIENCE
Continue our investment in 
customer experience – a great 
competitive advantage

M&A as proxy for organic growth 
• Active, local engagement 

across 100 MSAs

Superior capability to roll up 
fragmented industry using our cash 

NATIONAL PRESENCE

Continue to generate significant cash
• Will fund M&A
• Will reduce our leverage

CASH

Provide safe & rewarding place for  
employees to work and grow careers

EMPLOYEES

Leverage our technology 
portfolio driving sales and 

efficiencies

TECH

M & A

Vision, mission, culture
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The advantages of scale are many; taken together they are 
immensely powerful

Buying 
power

• Training: 
• Leadership
• Customer service
• Careers
• Safety

• National contracts
• Uniforms, tools and 

supplies

Professionalism 
as differentiator

Investment in 
systems & tools

Results in superior customer stickiness, margins 200-400 bps better than competition 

• Multiple sites in 
most geographies

• Operational 
efficiencies

• Route density
• Reliable, overlapping 

coverage
• Best practice sharing 

across branches

Wide local 
presence

19
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Dedicated, locally-
based salesforce to 
generate new sales

Accretive acquisitions 
with strong-on-strong 
M&A strategy

Omnichannel, digital 
marketing to expand 
targeted customer base

Investing in 200+ person business 
development team solely focused
on securing new customers

Expanding footprint in 
high-growth geographies with
favorable weather and economic 
characteristics

Driving segmentation to identify 
attractive customers and win 
market share

Market
Share

2.4%

Multiple levers drive top-line growth
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Robust pipeline of desirable M&A transactions exists from constantly-evolving industry

M&A is an important component of value creation

Initiated ~1,000 inquiries
Significant talks: ~500

Indications of 
interest: ~300

27 deals closed 
since 2017

27 completed deals since 2017
Dedicated team, disciplined and 
repeatable framework
Accretive transactions
Value-creating use of free cash flow

Leverages significant and scalable
infrastructure

• Builds on best-in-class platforms, 
processes and people

• Room for continued M&A growth 
without additional investment
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Hartford, CT

2017
$70.6M

2018
$117.6M

2019
$83.1M

2020
$99.5M

20211
$152.0M 

2021 annualized
revenue

~$150M Reinvesting 
significant FCF in
M&A transactions 

Anaheim, CA

Vista, CA

Portland, OR

Sanford, FL

Dallas, TX

Danville, CA

Shamong, NJ

Tucson, AZ

Bay Area, CA

Austin, TXFort Lauderdale, FL

Syracuse, NY

Phoenix, AZ

San Diego, CA

Mesa, AZ Austin, TX

Plymouth, MN

Fresno, CA

Norcross, GA

Rock Hill, SC

Napa, CA

1Aquisitions completed through 09/20/2021.

San Jose, CA

Las Vegs, NV

St. Paul, MN

Bradenton, FL

Atlanta, Ga

Preferred acquirer in commercial landscaping

22

2022

Multiple 
targets
under 
LOI

Annualized
revenue
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We will drive long-term shareholder value, continuing the 
legacy of the last 80 years 

1Our financial guidance, which was updated on 11/21/19, contains forward-looking statements and is subject to risks and uncertainties. See “Introductory Information.”

#1 player in $70B 
fragmented market

Proven & experienced 
leadership team

Attractive, scalable 
business model

Track record of M&A 
success, core to 
top-line growth

23





Inspiring People. Nurturing Landscapes.

Technology and Digital Transformation

September 21, 2021

Todd Chambers, EVP, Chief Marketing Officer
Brian Bruce, EVP, Chief Information Officer
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Our focus on technology and digital transformation will 
drive growth

Customer retention

New sales

Operational efficienciesTechnology
Digital

transformation

26
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Focus on Technology
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Enterprise
Enablers

Operations
Management

Customer 
Engagement

BrightView application blueprint

Integrated architecture supports 
sophisticated business 
intelligence and analytics

Substantial investments in 
best-in-class solutions enable 
the business

Standard apps drive process
efficiency, productivity and 
seamless roll-up acquisitions
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Solution Benefits / Business Impact
CRM & 
Estimating

Integrated suite 
for all touchpoints

• Ensure accurate Job estimates and pricing  
• Track and manage end-to-end customer 

touchpoints
• Drive consistent, high-quality account mgmt.

Quality Site 
Assessment 
(QSA)

Mobile app for 
site walks

• Capture feedback to focus on customer priorities
• Identify and track ancillary opportunities
• Drive accountability and responsiveness to 

increase CSAT

BV / HOA 
Connect

Proprietary 
customer portal 

• Ease of doing business, competitive differentiator 
• Upsell via targeted marketing 
• Facilitate ancillary sales with HOA residents

Customer Engagement: Utilize tech to drive higher retention, 
CSAT and sales 

What’s next:
Service Confirmation – Customers receive text 
/ email alerts with photos and notes upon work 
completion
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Solution Benefits / Business Impact
CRM & 
Estimating

Integrated suite 
for all touchpoints

• Track and manage end-to-end customer 
touchpoints

• Ensure accurate Job estimates and pricing  
• Drive consistent, high-quality account mgmt.

Quality Site 
Assessment 
(QSA)

Mobile app for 
site walks

• Capture feedback to focus on customer priorities
• Identify and track ancillary opportunities
• Drive accountability and responsiveness to 

increase CSAT

BV / HOA 
Connect

Proprietary 
customer portal 

• Ease of doing business, competitive differentiator 
• Upsell via targeted marketing 
• Facilitate ancillary sales with HOA residents

Customer Engagement: Utilize tech to drive higher retention, 
CSAT and sales 

What’s next:
QSA 2.0 – Enhanced mobile app built on 
Salesforce provides integrated action item / 
opportunity tracking
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Customer Engagement: Utilize tech to drive higher retention, 
CSAT and sales 

Solution Benefits / Business Impact
CRM & 
Estimating

Integrated suite 
for all touchpoints

• Track and manage end-to-end customer 
touchpoints

• Ensure accurate Job estimates and pricing  
• Drive consistent, high-quality account mgmt.

Quality Site 
Assessment 
(QSA)

Mobile app for 
site walks

• Capture feedback to focus on customer priorities
• Identify and track ancillary opportunities
• Drive accountability and responsiveness to 

increase CSAT

BV / HOA 
Connect

Proprietary 
customer portal 

• Ease of doing business, competitive differentiator 
• Upsell via targeted marketing 
• Facilitate ancillary sales with HOA residents

What’s next:
BV Connect 2.0 – Next Gen portal expands 
account management features (proposals, 
QSAs, etc.)
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Solution Benefits / Business Impact

Operations 
Planning
Consolidated 
Branch analysis 
and planning

• Optimize labor and material plans at Branch / 
Market level

• Proactive Branch planning to reduce costs and 
increase efficiency

• Support strategic business planning

BV Telematics

Vehicle mgmt. 
and analytics

• Identify and correct driver safety issues, reducing 
accidents and insurance costs

• Decrease vehicle idle time and fuel use
• Optimize crew routes and daily productivity

Business 
Analytics

Performance 
management and 
dashboards

• Enable key metrics for the field, while driving 
better insights within Marketing, Sales, Finance, 
HR, etc.

• Proactively notify leaders of problem areas for 
quick action

What’s next:
Production Planning – Extend Ops Planning 
with new capabilities (e.g., what-if, scenario-
based plans)

Operations Management: Extend analytics for improved 
decision-making and process efficiencies
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Solution Benefits / Business Impact

Operations 
Planning
Consolidated 
Branch analysis 
and planning

• Optimize labor and material plans at Branch / 
Market level

• Proactive Branch planning to reduce costs and 
increase efficiency

• Support strategic business planning

BV Telematics

Vehicle mgmt. 
and analytics

• Identify and correct driver safety issues, reducing 
accidents and insurance costs

• Decrease vehicle idle time and fuel use
• Optimize crew routes and daily productivity

Business 
Analytics

Performance 
management and 
dashboards

• Enable key metrics for the field, while driving 
better insights within Marketing, Sales, Finance, 
HR, etc.

• Proactively notify leaders of problem areas for 
quick action

Operations Management: Extend analytics for improved 
decision-making and process efficiencies

What’s next:
Vehicle Dashcam Pilot – Evaluate Lytx solution 
for real-time, AI-based driver alerts with video 
recording
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Solution Benefits / Business Impact

Operations 
Planning
Consolidated 
Branch analysis 
and planning

• Optimize labor and material plans at Branch / 
Market level

• Proactive Branch planning to reduce costs and 
increase efficiency

• Support strategic business planning

BV Telematics

Vehicle mgmt. 
and analytics

• Identify and correct driver safety issues, reducing 
accidents and insurance costs

• Decrease vehicle idle time and fuel use
• Optimize crew routes and daily productivity

Business 
Analytics

Performance 
management and 
dashboards

• Enable key metrics for the field, while driving 
better insights within Marketing, Sales, Finance, 
HR, etc.

• Proactively notify leaders of problem areas for 
quick action

Operations Management: Extend analytics for improved 
decision-making and process efficiencies

What’s next:
Enhanced dashboards – Expand cross-functional 
analytics
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Focus on Digital Transformation
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Technology Digital
transformation

Local presence

Awareness generation

Omnichannel digital marketing

36
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Local digital presence: BrightView is a local business

Google search 1

Digital ad 2

Local web page 3

We are seeing results

Visits
over prior year

up
44%
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Be confident your landscape is taken 
care of with BrightView HOA Connect

Increasing awareness: Building brand / expanding our reach

 INTRODUCTION  TARGETED MESSAGE  KEEPING IN TOUCH

38
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Omnichannel enables stronger customer connections

Single channel Multi channel Cross channel

ADS ADS

Omnichannel
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What omnichannel drives at BrightView

The Goal
• Greater awareness
• Better interaction
• Ability to build more 

compelling message 
about “why BrightView”

• Drives stronger desire to 
learn more 

Results
• More efficient
• Lower cost per click
• More people, more touches
• Leads are more qualified / 

more valuable to sales
• Higher pipeline $


50%+ year-over-year 

active pipeline growth

Omnichannel
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Stronger customer 
engagement 
• Customer retention
• Grow ancillary sales

Summary: Technology enablement drives growth 

Operational 
efficiencies 
• Cost savings
• Better quality 
• Safety

Increased effectiveness 
of digital marketing  
• Local presence
• Awareness generation
• Omnichannel drives sales

41





Inspiring People. Nurturing Landscapes.

BrightView: Maintenance / Seasonal division

September 21, 2021

Jamie Gollotto, President Seasonal



Mowing Gardening Mulching Snow services Tree care
Water management 

& irrigation

Sweeping & 
parking lot services Landscape installation Disaster recovery Sports fields

Golf course 
maintenance Landscape design

LANDSCAPE MAINTENANCE 
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Local company with national presence – consisting of three 
regional maintenance divisions

EVERGREEN EAST
Michael Dozier, President

EVERGREEN WEST
Jeff Herold, President and COO

SEASONAL
Jamie Gollotto, President
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Local company with national presence – consisting of three 
regional maintenance divisions

EVERGREEN EAST
Michael Dozier, President

EVERGREEN WEST
Jeff Herold, President and COO

SEASONAL
Jamie Gollotto, President
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FY2020 Revenue: $1.7B

BrightView Landscape Maintenance at a glance

By Contract Size $s
Under $10k

4%

$10k - $25k
13%

$25k - $50k
16%

$50k -
$100k
16%

Over $100k
51%

By End Market

Corporate / 
office
25%

Residential/
HOA
41%

Retail / 
hospitality

8%
Parks, 

sports & 
leisure

10%
Other

8%
Education

2%
Healthcare

6%

Land/Snow/Ancillary Mix $B

Contract
$1.05

Snow
$0.20

Ancillary
$0.45
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Growth initiatives
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Maintenance division has identified several initiatives to 
support company growth 

Develop and 
retain talent

Drive organic 
growth

Accelerate 
price increase
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• Create talent pipelines and build bench strength 
• Recruitment Process Outsourcing (RPO) 

partnerships ie. Manpower 

• BrightView University programs and on-demand learning 
• Onboarding programs 
• Vision, Mission and Culture efforts 
• Diversity, Equity & Inclusion

• Employment perks 
• Health and wellness benefits 
• Recognition and service awards 

ATTRACT
& HIRE

ENGAGE
& DEVELOP

REWARD
& RETAIN

Growth initiatives: Develop and retain talent
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Making BrightView a great place to work by celebrating 
milestones, safety and more



52

$1,056
~$1,075

$1,140 - $1,175

$800

$1,000

$1,200

FY20 Results FY21 Estimate FY24 Outlook

Land organic contract growth ($M)

+2-3% 
Compound 

Growth

Initiative: We will continue to drive organic growth 
through our land contracts

+2% 
Growth
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Planned actions
• Strengthen business developer (BD) retention  
• Increase BD headcount by 10%+
• Aggressively target jobs where incumbent had labor 

issues in 2021 
• Solution-based proposals via support from Marketing

Goals
• Continual, active pipeline growth
• Improve closing rates across all markets
• Increase sales to drive organic growth

Initiative: Organic growth from new business
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We are responding to our customer’s shifting priorities

More proactive behavior

Ability to meet timelines

More communication
support from staff

2021 2020

Source: Customer Satisfaction Survey July 2021

+11%

+7%

We asked our customers 

“What can BrightView 
provide to help me 
become a ‘highly 
satisfied’ customer?’

+9%
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Initiative: Growth will be supported by transparent 
communication and increased proactive observations

 

 

  

Dear Customer, 

You may have seen recent headlines regarding the labor shortages facing service 

companies as a result of the COVID-19 pandemic. Like the rest of the landscape 

industry, BrightView has not been spared these challenges.  

We have been working to address these challenges by implementing the following 

actions to date:  

1. Increased our team member referral and sign-on bonuses.  

2. Increased our starting pay rate and structure  

3. Developed partnerships with local staffing agencies  

4. Investing in automation and new equipment technology   

We are starting to see higher numbers of employment applications. In addition, 

when the federal government recently released additional H-2B or guest worker 

visas for this fiscal year, BrightView took advantage of this opportunity and secured 

several more visas for experienced H-2B team members, who will arrive at our 

branches in the next few weeks.  

The last year has been tough for everyone and we recognize that service may not 

have reached the high level you expect from us. However, we are optimistic about 

our labor and staffing situation moving forward. The increase in regular employment 

applications and the additional H-2B team members should help us deliver the level 

of service you expect moving forward. We are grateful for your patience as we 

continue to work through these challenges. Please know that we take our 

   d commitment to deliver the service you expect 

    

Supported by technology:
• BrightView Connect 
• QSA 2.0
• CRM System
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Objective:
Profitable growth, scalable service delivery model, 
strong market perception and aligned customer 
communication

Actions:
• Increase snow capture rate with Bundle Up 2.0
• Incentives to retain team members through 

winter 
• Reduce subcontractor use to improve EBITDA
• Capitalize on FY21 snow performance 
• Utilize CRM job health to drive retention rate

Team members from Finance/HR, Technology, Operations and Sales/Marketing 
focused on this initiative

Initiative: Drive organic growth by developing a 5-year 
snow business model
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Goals:
• Strengthen BrightView brand in  

snow market
• Improve employee retention 
• Increase capture % to existing 

land customers
• Improve contribution % and 

EBITDA %
• Align internal systems to support 

2% – 3% growth

Initiative: Drive organic growth – potential from snow 
business

$226

$250

~$270E

$200

$225

$250

$275

2018 - 2020 2021 2024E

Book of Business1 ($M) 

+10.6%

1Calculated based on contract value of 30-yr average snowfall
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To help offset labor pressures and rising fuel & materials costs

Initiative: Accelerate price increases

 Strategy to educate customers

 Commitment to maintain quality

Initiative includes:

 Why do we need to ask for higher
price increases?

 Reasons and evidence to support 
price increase

 Preparation guides and talking points

Playbook includes:
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Summary
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Why BrightView will win

…all lead to driving profitable growth

Scale – local company 
with national presence

Systems, capabilities, 
relationships are in place

Listening to customers, 
focusing on what they 
care about

Training and retaining 
great teams

Strong, tenured leadership 
at executive & branch levels

60







Inspiring People. Nurturing Landscapes.

BrightView Development

September 21, 2021

Tom Donnelly, EVP and President Development Services
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Landscape Development has a cohesive three-pronged 
go-to-market strategy 

Strong 
relationships

Best 
solutions

Unmatched 
delivery

Highly-
repeatable,

highly-profitable
customers

All lead to



DESIGN + 
PREDEV

LANDSCAPE 
INSTALLATION

IRRIGATION 
SYSTEMS

MASONRY + 
CONCRETE

HARDSCAPE
INSTALLATION

POOLS + WATER 
FEATURES

SOIL MIXING 
+ TESTING

SPORTS FIELD 
INSTALLATION

LANDSCAPE DEVELOPMENT
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Industry leader, local company with national presence

¹ Per Engineering News-Record’s annual ranking of the Top 600 Specialty Contractors according to annual construction revenue in a prime or subcontracting capacity. 
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FY2020 Revenue: $0.6B

Repeat marquee clients through intense customer focus

By End Market

Commercial
30%

Streetscapes
20%

Parks
12%

Education
9%

Residential
8%

Athletic 
fields
8%

Public 
facilities

7%

Hotels 
6%

By Contract Size

<$0.5M
14%

$0.5M - $1M
13%

$1M - $3M
25%$3M - $5M

13%

$5M - $10M
16%

>$10M
19%

Public/Private Mix

69% 59% 55%

31% 41% 45%

0%

50%

100%

FY19 FY20 Current

Private Public
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Tip 
of the 
spear

DESIGN + 
PREDEV

LANDSCAPE 
INSTALL

IRRIGATION 
SYSTEMS

MASONRY + 
CONCRETE

HARDSCAPE
INSTALL

POOLS + 
WATER 

FEATURES

SOIL 
MIXING 

+ TESTING

SPORTS 
FIELD 

INSTALL

Specialty contractorsLandscape contractors

Development’s client experience is made easy through a 
wide array of self-performed services

BrightView
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We intend to stay at the leading edge of this industry

Culture of continuous 
improvement, since 
2007

Functional Centers of 
Excellence, estimating, 
procurement & admin to 
support branch network 

Depth of horticultural 
experience and 
dedication to the craft 
of landscape

Investment in mobile 
technology; GPS, time 
capture, procurement, 
production quantities 69
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Our ability to scale is a competitive advantage

Long track record of 
profitable growth

History of developing 
new leaders from within

Deep bench is a 
foundation for organic 
growth Nashville, 
New York, Salt Lake City 

Accretive acquisitions
Charleston, Reno, 
Las Vegas, Austin

$542.8
$552.5

$572.7

$595.7

FY17A FY18A FY19A FY20A

Landscape Development 
Revenue ($M)

Based on 9/30 fiscal year-end
Excludes tree company

70

3.2%
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BrightView Development has a skilled and highly-trained 
workforce

Average employee tenure

2,400+ total team members 

2,000+ field work force

420+ professional / design staff

20+ tenured business developers

Branch Manager / VP 11+ years

Superintendents 10+ years

Foreman/Leadman 7+ years

Laborer 3+ years
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BrightView’s representative branch structure supports our 
scalability throughout markets

Responsible for financial performance 
and client development

Branch manager

Client focused, nurturing relationships: 
planning, executing, controlling cost 
and schedule 

3-4 
Project managers

Manage job site operations: craft/ 
quality, material deliveries and 
workforce safety 

4-5 
Superintendents

Master the craft, install the landscape
80-120 

Foreman and crew members

2-3
Sales and Estimating

Build relationships, establish costs, 
proactive solutions, timely proposals



73

Key indicators suggest strong runway for growth in next 
12 to 36 months

ABI is leading indicator for 
construction activity with landscape 
lagging 12-18 months; reading > 50 
means expansion
Source: The American Institute of Architects

30

35

40

45

50

55

60

Jan-19 Jul-19 Jan-20 Jul-20 Jan-21 Jul-21

Architectural Billings Index

56%

55%

53%

46%

45%

38%

37%

30%

CA

NM

AZ

FL

TX

CO

GA

NC

1995 - 2025 Population Growth 

Footprint is strategically aligned 
with states that continue to have large 
population growth
Source: US Bureau of Census

Assuming ~1.5% of Total Put-in-Place 
Construction, addressable market 
is ~$23B; giving us significant room 
for growth
Source: US Bureau of Census

73

1.36

1.46

1.56

June
2020

Feb
2021

Mar
2021

Apr
2021

May
2021

June
2021

Total Put-in-Place Construction 
($T)
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Combined strategies lead to attractive financial results

Robust long-tail 
backlogs    

Highly diversified 
revenue streams 

Strong free cash flow

Disciplined capex 
management
at ~2% of revenue

EBITDA margins in top 
quartile performance
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Cohesive three-pronged go-to-market strategy 

Strong relationships

• National network AND local 
branches with local people 

• Branch manager relationships 
lead to local opportunities

• Winning against local 
companies; #1 (or close to 
#1) in each local market

Best solutions

• Design & pre-development 
services

• Customized and/or turnkey 
solutions

• Value engineering 

• At any stage of a project

• Maintenance 
recommendations

Unmatched delivery

• Highly-tenured workforce with 
unparalleled craftsmanship

• Focus on operational 
excellence and field 
workforce development

• History of “On-time, 
On-budget” delivery

Highly-repeatable,

highly-profitable
customers

All lead to

75





Inspiring People. Nurturing Landscapes.

Environmental, Social & Governance

September 21, 2021

Amanda Orders, EVP and Chief Human Resources Officer
Brett Urban, Chief Financial Officer, BrightView Landscape Services
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Our commitment to ESG will continue to make BrightView a 
great place to work and will contribute to our success

• Water conservation
• Green house gas emissions 

& carbon reduction
• Waste reduction

Environment 
Sustainability

Our People
• Health & safety
• Diversity, equity & 

inclusion
• Employee wellness
• Employee training & 

advancement

Our Communities
• BrightView fund

for social justice
• Pro bono landscaping
• Natural disaster relief

Social 
Responsibility

• Board composition & diversity
• Stock ownership & retention
• Board committees
• E-verify

Corporate 
Governance
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Carbon neutrality initiative
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As the best landscaper on earth, our mission 
will be to lead the landscaping industry to 
carbon neutrality and beyond

BrightView’s carbon neutrality pledge

Eliminate CO2 discharge
• Replace all carbon 

emitting sources
• Deploy and implement 

energy efficient solutions

Remove CO2 in the air
• Capture and store 

atmospheric CO2
• Strategically plant trees

& shrubs for carbon credits

Ensure environmental 
objects are sustained
• Lead teams to responsible 

outcomes
• Invest in innovative 

technologies

GOAL: Carbon neutral by 2035 80
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Cleaner Fleet: Reduce 
emissions by replacing fleet 
with electric and fuel-
efficient vehicles

Greener Equipment: Convert 
gas/2 cycle equipment to 
sustainable electric power

Efficient Buildings: Improve 
energy efficiency, convert to green 
energy, build the infrastructure to 
support our business

Sustainability: Implement 
carbon reducing approaches 
for sequestration (planting 
trees) and sustainable green 
care (organics and water 
conservation)

Stewardship: BrightView  
engagement in the industry to 
facilitate transformational 
change

Our environmental strategy will increase value for our 
employees, communities, customers and shareholders
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BrightView’s initiatives toward carbon neutrality by 2035

Deploy ~500 electric/hybrid 
vehicles  

Begin 2-cycle equipment 
conversion

Tree planting, organics

Continue water conservation

Real estate assessment

2022 - 2023

All management vehicles 
electric/hybrid 

All 2-cycle equipment 
converted to electric

1M+ trees planted

All real estate converted to 
green energy

Convert production 
vehicles

Retrofit on leased 
properties  

~2M trees planted

BV ~75% carbon neutral

• Zero carbon impact on the environment
• Fossil fuel consumption reduced by ~90%
• Equipment upkeep / maintenance costs reduced by ~50%

BV benefits 
by 2035:

By 2027 By 2030 2035
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BrightView’s branch of the future
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Social responsibility



Our greatest opportunity 
is to continue our focus 

on building engaged teams

85

5,600+ active 
employees have 

BV stock and 
are company 

owners
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Industry leader in employee retention 

89%

81%

83%

87%

76%

78%

80%

82%

84%

86%

88%

90%

2018 2019 2020 2021

Leadership Retention

85% Retention Goal for IndustryData Source:  US Bureau of Statistics

53% 46%
42% 41%

58%
65%

69%
64%

0%

20%

40%

60%

80%

2018 2019 2020 2021

Employee Turnover

BrightView Turnover Industry Benchmark
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Programs for:
• Entry-level Landscapers
• Production Managers
• Account Managers 
• Business Developers  
• Branch Managers
• Senior Leaders

Comprised of leadership development, career path programs and core business process skills 

We have been building BrightView University
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BrightPath Landscaper career path program – on the job training 
and coaching 

A Brighter 
Future 
Starts Here 

All materials provided in both English and Spanish
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Build DEI processes into:
• Hiring practices 
• Learning & leadership 

development
• Succession planning from 

diverse talent pools

• Increase representation of 
diversity at all levels of BrightView

• Establishing Culture Council –
two-way dialogue and forums for 
listening and learning 

• Provide diversity education / training 
to raise awareness and 
understanding

• Establish ERGs to promote 
inclusion and engagement   

We continue to enhance and develop BrightView’s Diversity, 
Equity and Inclusion (DEI) strategy and solutions
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26 organizations 
across the country 

received grants from BV

Our fund for Social Justice supports organizations and initiatives that promote equality 
and inclusion at the local level, sponsored by a local branch team

Social justice - part of social responsibility at BrightView

90
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Governance
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BrightView remains the only national landscaping company 
upholding the E-Verify standard across 50 states 

December 2016
Every BrightView branch 
location went live with 
E-Verify program 

Today
At this time, we are 
compliant with E-Verify 
companywide 

February 2016
• Legacy entities used the 

E-Verify program only if 
required by state law 
and/or contract

• Paper I-9 forms were used
• Began to roll out program 

companywide
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• Board diversity is a priority

• Majority of Board is independent

• Board’s Audit Committee is fully independent

• Compensation Committee and Nominating & 
Corporate Governance Committee are each 
majority independent

Industry leader in corporate governance

Governance

93
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We continue to prioritize and make progress on our 
ESG initiatives

Environment 
Sustainability

Social 
Responsibility

Corporate 
Governance





Inspiring People. Nurturing Landscapes.

Financial Review and Outlook

September 21, 2021

John Feenan, EVP and Chief Financial Officer
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12.0%

4.6%

BV Peers*

*Peer group includes ABM Industries, Aramark, SP Plus, UniFirst.  1LTM Free Cash Flow Yield defined as LTM Free Cash Flow divided by market capitalization. 
Source: Bloomberg, company filings, and IBES median estimates; market data as of 9/15/2021.  Note: Assumes constant growth and margins where consensus estimates are unavailable. Equity Market Cap 
based on diluted shares outstanding. All research estimates have been calendarized to December for comparability.

LTM Free Cash Flow
Yield1

Enterprise Value
/ CY2021E Adjusted EBITDA

CY2021E Price-to-
Earnings (P/E) Ratio

9.0x
12.2x

BV Peers*

12.5x

22.9x

BV Peers*

BrightView is a compelling investment opportunity

BV trades at a significant discount relative to its peers

Expect solid top line growth   Stable and consistent free cash flow   Attractive margin expansion
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BrightView’s has two foundational financial principles

Rebuilt BV model for consistent 
organic growth
Facts…

• 10% snow contract growth in Q2’21
• 12% land organic growth in Q3’21
• 5% land organic growth in Q4’211

Positioned to continue into FY’22

1 5% land organic growth in Q421 outlook as prescribed during Q321 earnings call
2 Defined as Cash from operating activities Minus Capital expenditures Plus Proceeds from sale of property and equipment. Amount includes cumulative totals from periods ending 9/30/18, 9/30/19, 
9/30/20 and 6/30/21. 
3 Defined as Adjusted EBITDA Minus Net Capital Expenditures Divided by Adjusted EBITDA

Consistent and resilient free cash 
flow generation
Facts…

• Since FY18, have delivered ~ $500M2 FCF
• Maintained steady cash conversion3 

averaging ~80% since FY18
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BrightView’s business model creates a cycle of high free 
cash flow and reinvestment capacity

Resilient recurring revenue streams

Abundant accretive M&A opportunity

Strong cash conversion creates 
continuous cash flow and investment 
capacity for growth and return

Recurring 
revenue

Strong 
cash flowM & A

Profitable 
incremental
growth 
(New sales 
+ M&A)

• Reduce leverage
• Share buy-backs99
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BrightView expects solid top-line growth…4% - 6% per annum

• Highly-fragmented $70B market*

• Sales team investment
• Improving contract growth

• Ancillary rebound opportunity

*Source: IBIS World Industry reports

Key takeaway: Maintenance organic growth 2x industry average*

• Consistent, reliable growth lever

• Robust pipeline exists
• Self-funded with internal cash

• Project driven

• Consistent growth pre-pandemic
• Stabilizing construction market

Maintenance segment
organic growth: 2-3%

Development segment
organic growth: 1-2%

New acquisitions growth: 
2-3%
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2021 outlook:
11.7% – 11.8%

Pricing / cost 
productivity

Ancillary rebound 

Development 
stabilization

Long-term range:
12.0% – 13.0%

Margin improvement: Path to 13% consolidated margin

• Solid improvement over 2020 (11.6%)
• Still hampered by delayed ancillary / development rebound

• Move beyond pandemic headwinds back to historical organic growth
• Ability to leverage existing fixed cost will enable strong incrementals

• Continue to streamline contract pricing efforts across the enterprise
• Further scale technology and procurement capabilities
• Leverage current investments in organic growth

Maintain superior margins to industry median1

Median route-based facility services firms are 8.7%
BrightView ~300 bps higher

• Continued rebound back to FY19 penetration levels
• Highest margin revenue stream within Maintenance segment

1 Source: UBS GB estimates, FactSet as of 8/13/21

Labor 
pressures

• Experiencing labor pressure on wage rate inflation and availability
• Aggressively pursuing pricing to mitigate impact

101
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Stable and predictable model for free cash flow generation

Stable and Consistent FCF

Averaging +$120M annually 
since FY18

High cash conversion results1

Consistently ~80% since FY18

Deploying cash effectively / profitably

Accretive M&A @ 5-7X
Targeted leverage <3.0X

Predictable and consistent cash generation to fund M&A strategy

Adj. EBITDA growth
• Organic growth
• Cost productivity
• Accretive M&A 

CapEx discipline
• Modest 3.0-3.5% of 

revenue
• Capacity to invest in 

growth

Working capital 
efficiency
• Improving DSO
• Disciplined AP oversight
• Minimal inventory

1 Defined as Adjusted EBITDA Minus Net Capital Expenditures Divided by Adjusted EBITDA
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Establish new $5M BV branch

Item Cost range

Capital expenditures
(Incl. Trucks & mowers)

$1.6M - $1.8M

New sales commissions
(Assumes $5M new sales)

0.3M

Branch leaders & recruiting
(Start up leadership team and employee recruiting)

0.5M - 0.7M

Total investment $2.4M - $2.8M

Tuck-in acquisition

Item Cost range

Annual revenue $5.0M

Annual EBITDA
(Assumes 10% margin)

0.5M

Purchase price multiple
(Based on typical range for like size companies)

5.0X – 6.0X

Total investment $2.5M - $3.0M

M&A offers lower risk option to expand in new markets and existing markets

Similar investment needed for tuck-in acquisition and new BV branch*

*Illustrative

M&A offers attractive use of capital

Established client base Proven financial results Existing leadership and 
employee roster

Disciplined and repeatable 
M&A framework

Similar investment
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Illustrative financials at acquisition
Revenue EBITDA Margin Multiple

$5.0M $0.5M 10.0% 5.0x

Full integration into BrightView (18 - 24 months)
Revenue EBITDA Margin Multiple

$5.3M $0.8M 15.0% 3.2x

Implementing BrightView operating model…

Increases shareholder value

Long-term margin enhancement through M&A

Accelerate
growth

Operational
productivity

Enhanced
procurement

Cost
synergies
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Accretive ROIC through M&A strategy

FY18 FY19 FY20 FY212

Enterprise
ROIC1 12.4% 12.4% 11.1% 12.2%

Implied
M&A ROIC3 13.5% 15.6% 13.2% 17.2%

Implied 
cumulative
M&A ROIC

14.3% 13.9% 14.9%

Returns on M&A accretive to the enterprise

1 Defined as Adjusted EBITDA Divided by Total Financial Debt Plus Stockholders' Equity.
2 Adjusted EBITDA used for this period is Q3’21 LTM. Total Financial Debt and Stockholders Equity are as of 06/30/21.
3 Defined as the illustrative aggregate pro forma EBITDA for all acquisitions completed during the year Divided by the total cash outflow for Business acquisitions, net of cash acquired. See Appendix.
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Key BrightView Financial Takeaways

Free cash flow1

Annual Range ~$120M+

Component drivers to achieve free cash flow target include:

Top line revenue growth
Organic
M & A 

Low single digit
Low single digit

EBITDA margin 12.0%-13.0%

Cash conversion2 ~80%

1 Defined as Cash from operating activities Minus Capital expenditures Plus Proceeds from sale of property and equipment 
2 Defined as Adjusted EBITDA Minus Net Capital Expenditures Divided by Adjusted EBITDA
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Questions
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BrightView has a compelling investment thesis

BrightView is #1 player in $70B fragmented market

Proven & experienced leadership team committed to 
the principles of ESG 

Attractive, scalable business model underpinned by 
cash generation

Track record of M&A success, core to top-line growth

108
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Appendix
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M&A ROIC Support: FY18 Actual - FY21 Estimate

FY18 FY19 FY20 FY21
Adjusted EBITDA $300.1 $305.1 $271.6 $302.81

/ Total Financial Debt & 
Stockholders’ Equity $2,411.7 $2,454.0 $2,443.8 $2,485.72

= BV Enterprise ROIC 12.4% 12.4% 11.1% 12.2%

Annual M&A Completed
Revenue $117.6 $83.1 $99.5 $152.0 

Illustrative EBITDA (A) $14.1 $10.0 $11.9 $18.2

Illustrative Margin 12.0% 12.0% 12.0% 12.0%

Capital Deployed3 (B) $104.4 $64.0 $90.3 $106.22

Implied M&A ROIC (A/B) 13.5% 15.6% 13.2% 17.2%

Implied Cumulative
M&A ROIC 14.3% 13.9% 14.9%

Returns on M&A Accretive to the Enterprise
1 Represents the Last Twelve Months (LTM) as of Q3’21
2 Represents reported balance sheet and cash flow statement amounts as of 06/30/21
3 Represents reported cash outflow for Business acquisitions, net of cash acquired 
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Non-GAAP to GAAP Reconciliation

Amounts may not total due to rounding.

(In millions)
June 30,

2021
March 31,

2021
December 31,

2020
September 30,

2019 2020 2019 2018

Adjusted EBITDA
Net income (loss) 25.2$     6.3$          (12.0)$          (6.1)$            (41.6)$    44.4$      (15.1)$    
Plus:
Interest expense, net  9.4  9.6  13.6  14.6  64.6  72.5  97.8
Income tax expense (benefit)  9.5  2.3  (3.8)  2.3  (9.6)  12.8  (66.2)
Depreciation expense  21.3  20.7  21.6  20.1  80.5  80.1  75.3
Amortization expense  12.6  12.5  13.9  15.2  55.8  56.3  104.9
Establish public company financial reporting 
compliance (a)  —  —  —  —  0.9  4.8  4.1
Business transformation and integration costs (b)  7.2  6.2  6.4  6.9  32.5  17.5  25.5
Offering-related expenses (c)  0.3  —  0.2  0.3  4.4  1.0  6.8
Debt extinguish (d)  —  —  —  —  —  —  25.1
Equity-based compensation (e)  5.3  5.3  5.0  5.8  24.0  15.7  28.8
Management fees (f)  —  —  —  —  —  —  13.1
COVID-19 related expenses (g)  2.8  3.9  7.5  8.7  13.8  —  —
Changes in self-insured liability estimates (h)  —  —  —  —  24.1  —  —
Sale of tree company (i)  —  —  —  22.2  22.2  —  —
Adjusted EBITDA 93.6$     66.8$        52.4$            90.0$           271.6$   305.1$   300.1$   
Free Cash Flow
Cash flows from operating activities 50.0$     78.3$        5.1$              83.2$           245.1$   169.7$   180.4$   
Minus:
Capital expenditures 16.8       18.2          9.7                6.8               52.7        89.9        86.4        
Plus:
Proceeds from sale of property and equipment 4.1         2.8            0.6                1.0               4.8          6.8          12.0        
Free Cash Flow 37.3$     62.9$        (4.0)$             77.4$           197.2$   86.6$      105.9$   

 Twelve Months Ended 
September 30,Three Months Ended 
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Non-GAAP to GAAP Reconciliation (cont.)

Amounts may not total due to rounding.

(a) Represents costs incurred to establish public company financial reporting compliance, including costs to comply with the requirements of Sarbanes-Oxley and the
accelerated adoption of the revenue recognition standard (ASC 606 – Revenue from Contracts with Customers), and other miscellaneous costs.

(b) Business transformation and integration costs consist of (i) severance and related costs; (ii) vehicle fleet rebranding costs; (iii) business integration costs and
(iv) information technology infrastructure, transformation costs, and other.

(c) Represents transaction related expenses incurred for IPO related litigation and completed or contemplated subsequent registration statements.
(d) Represents losses on the extinguishment of debt.
(e) Represents equity-based compensation expense and related taxes recognized for equity incentive plans outstanding.

(f) Represents fees paid pursuant to a monitoring agreement terminated on July 2, 2018 in connection with the completion of the IPO.
(g) Represents expenses related to the Company’s response to the COVID-19 pandemic, principally temporary and incremental salary and related expenses,

personal protective equipment and cleaning and supply purchases, and other.
(h) Represents expenses related to changes in estimates and actuarial assumptions associated with the Company’s self-insured liability amounts for workers’

compensation, general liability, auto liability, and employee health care insurance programs, to reflect uncertainties associated with the current environment,
including the COVID-19 pandemic.

(i) Represents the goodwill impairment charge, realized loss on sale, and transaction related expenses related to the sale of BrightView Tree Company on
September 30, 2020

(In millions)
June 30,

2021
March 31,

2021
December 31,

2020
September 30,

2019 2020 2019 2018

Severance and related costs 0.1$       —$           0.2$              0.6$             3.8$        3.0$        5.7$        
Rebranding of vehicle fleet  —  —  —  —  —  0.5  12.5
Business integration (j) 3.4         2.1            3.6                2.8               13.4        8.2          1.7          
IT infrastructure, transformation, and other (k) 3.7         4.1            2.6                3.5               15.3        5.8          5.5          
Business transformation and integration costs 7.2$       6.2$          6.4$              6.9$             32.5$      17.5$      25.5$      

Three Months Ended 
 Twelve Months Ended 

September 30,
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Non-GAAP to GAAP Reconciliation (cont.)

Amounts may not total due to rounding.

(j) Represents isolated expenses specifically related to the integration of acquired companies such as one-time employee retention costs, employee
onboarding and training costs, and fleet and uniform rebranding costs. The Company excludes Business integration costs from the measures disclosed
above since such expenses vary in amount due to the number of acquisitions and size of acquired companies as well as factors specific to each
acquisition, and as a result lack predictability as to occurrence and/or timing, and create a lack of comparability between periods.

(k) Represents expenses related to distinct initiatives, typically significant enterprise-wide changes. Such expenses are excluded from the measures
disclosed above since such expenses vary in amount based on occurrence as well as factors specific to each of the activities, are outside of the normal
operations of the business, and create a lack of comparability between periods.

(l) Balance is presented within Accrued expenses and other current liabilities and Other liabilities in the Consolidated Balance Sheet.

Total Financial Debt 

(in millions)*
June 30, 

2021
September 30,

2020
September 30,

2019
September 30,

2018

Long-term debt, net 1,121.8$                1,127.5$                1,134.2$                1,141.3$                
Plus:

Current portion of long-term debt 10.4                        12.3                        10.4                        13.0                        
Financing costs, net  11.9  13.9  17.1  20.0
Present value of net minimum payment - finance lease 
obligations (l) 29.0                        18.6                        8.5                          10.1                        

Total Financial Debt 1,173.1$                1,172.3$                1,170.2$                1,184.4$                
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