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BrightView – much more than just mowing
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BrightView Today

MAINTENANCE DEVELOPMENT

~$2.0 BILLION ~$0.8 BILLION

Essential commercial landscaping & snow services

• Predictable recurring revenue model

• Non-discretionary and resilient service 

• Broad offering of ancillary services

Landscape architecture & development services 

• New landscapes / large-scale redesign projects

• Horticultural & design thought-leadership

• Complex and high-profile projects

~70%
of revenues

~30%
of revenues

FY 2024 Revenue: $2.8B

Business Overview & Highlights
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Opportunity abounds in large & highly fragmented market

Source: IBIS Industry Reports (April 2024), Landscaping and Snow Removal (May 2024)

~$113B
U.S. Commercial 

Landscaping and Snow

~$88B
U.S. Commercial

Landscaping 

Services

BrightView: ~$1.7B (Land only)

Market Share: ~2%

• Stable, non-discretionary & versatile nature of service

• Resilient revenue from focus on industry’s Top Quartile

• Overall market grows ~2% annually

~$130B
U.S. Commercial 

Landscaping, Snow 

and Development 
Recurring Revenue 

+

Scalable Business Model

+

Accretive M&A 

=
 

Significant Shareholder 

Value Opportunity

#1 player in a growing Industry with Revenues 5x our next largest competitor 



BrightView’s Evolution

Transforming this business…Poised for another Breakthrough Year in 2025

2023 2024

• CEO Change

• New Strategic 

Partner (One Rock)

• Beginning of 

Transformation

• Focus on our 

Employees & 

Customers

• Streamlined & Unified 

Operating Structure 

• Divestiture of Non-

Core Businesses

• Shift to incentivizing 

profitable growth

• Return to top-line 

Land growth

• Continued focus on 

our employees & 

customers

• Leverage size and 

scale to drive LT 

profitable growth

• Accretive M&A

• Over-levered 

balance sheet

• Non-Accretive 

acquisitions

• Operating in silos

All-time low 

EBITDA margin, 

cash-constrained

De-levered 

balance sheet; 

improved liquidity 

Working together 

yields 

breakthrough year

Top-line growth 

drives continued 

transformation

2025 & Beyond2018 - 2022
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Executing on our Strategic Initiatives

Prioritizing our Employees Operate as One BrightView

Delivering on our Commitments while transforming our business...

Positioned to Continue Momentum of Profitable Growth

Streamlined Ops Structure & Sales 
integrated into the Branch

Customer First

      

      Improved communication

    Providing best-in-class 

       service to our customers

Deliver efficient,         

collaborative & unified 

service

          

Service Provider of 

Choice

+200 bps 
FY24 Customer 

Retention Improvement
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2018 2019 2021 2022 2023 2024**2025**

Free Cash Flow ($Ms)

& Leverage Ratio

Free Cash Flow Leverage

300
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12.8%
12.7%

11.8%

10.4%

10.6%

11.7%
12.3%

2018 2019 2021 2022 2023 2024 2025*

Adj. EBITDA ($Ms)

& EBITDA %

Adjusted EBITDA Adj. EBITDA %

FY25 positioned for another Record Year

NOTE: FY20 excluded from above due to atypical results related to COVID pandemic

* Midpoint of guidance as of November 2024 Earnings Call, Revenue reflects divested franchise business and unwinding of non-profitable subcontractor business 

** FY24 and FY25 exclude the impact for $51M in accrued property and equipment in FY24 that will be a use of cash in FY25, (“Capex timing”), FY25 reflects midpoint of guidance

See slide 14 for further details. 

Strategic Pivots & Increased Liquidity Enable Long-Term Profitable Growth & Value Creation
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Improved 
customer 

retention & 
cross-selling

Route 
Density

Fleet 
Management       

Procurement

Centralized 
Support

Strategic 
Capital 

Allocations

Path to Long-Term Profitable Growth

Significant value creation opportunity by leveraging our position as #1 player in the 

industry and continuing to prioritize our employees and customers

Employer of Choice

Customer First

Service Provider of

 Choice

Investment of Choice 
Delivering upon our 

commitments to create 

shareholder value

L/T Profitable 

Growth & 

Improved 

Liquidity

Operating as 

One BrightView

9



4Q FY2024 Earnings Presentation | 10

QUESTIONS & ANSWERS 



Appendix



FY25 Revenue and Adjusted EBITDA Guidance

FY2025 Assumptions

Total Revenue

$2.750B to $2.840B

Adjusted EBITDA

$335M to $355M

Assumptions for Revenue & EBITDA Margins

Assumptions

Maintenance Land Revenue1 +1% to +3% excl. Non-Core

Snow Revenue2 $160M - $200M

Development Revenue ~+3% to +6%

Maintenance3 12.6% to 13.0%

Margin expansion of ~+60 to +100 bps

Development3 11.0% to 11.2%

Margin expansion of ~+10 to +30 bps

Revenue

EBITDA

Margin

1) Non-Core impact ~ ($20M) in 1H25 from BES/USL

2) Snow includes unwind of BES business

3) Includes Corporate Segment Elimination: corporate expenses are now allocated into the       

two remaining operating segments. See slides 17 and 23 for reference

Note: guidance is from November 2024 Earnings Call
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FY25 Free Cash Flow Guidance

Assumptions 

Net Capex: $140M to $160M (includes $51M as referenced in footnote 2)

Cash Interest: $55M to $60M

Cash Taxes expense: $35M - $40M

FY24 benefits of ~$20M not expected to occur in FY25

Guidance Range:

$40M to $60M

$50

$101

$51

FY25 FCF - MP     
As Guided

Payment of 2024 
accrued equipment1

FY25 FCF 
 MP1

Range (ex. 2024 Capex timing1):

~$90M to ~$110M

1. Excluding the impact of $51M in accrued property and equipment in 2024, (“capex timing”)

2. Net capital expenditures includes proceeds from sale of property & equipment. Approximately $51M in accrued property and 

equipment in FY24 that will be a “use of cash” in FY25, (“capex timing”) 

Note: FCF = Free Cash Flow, MP = Midpoint, guidance is from November 2024 Earnings Call

Free 

Cash 

Flow
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Free Cash Flow Capital Expenditures Leverage

Free Cash Flow 

Improved operating performance and 

net working capital

CapEx Spend

Levels reflect timing of spend

Committed to investing in fleet & 

equipment 

Net Financial Debt

2023 $871M

2024 $737M

Improved Profitability & Liquidity + Reduced Interest = Strategic Flexibility  

$71 
$78 

$50 

$60 

2023 2024

Gross Net

2

Cash Flow, CapEx, and Leverage

1. Approximately $51M is related to accrued property and equipment that will be a use of cash in FY25 (“capex difference”) 

2. Net capital expenditures includes proceeds from sale of property & equipment. Excludes approximate $51 million in accrued property and equipment

3. Net Debt includes total long-term debt, net of original issue discount, and capital lease obligations net of cash and equivalents

See the “Non-GAAP to GAAP Reconciliation” in the Appendix of this presentation for a reconciliation to the most directly comparable GAAP measure

$80 
$94 

$51 

2023 2024

$145

3

2.9x

2.3x

2023 2024

$MM’s

Capex1 

Timing

1
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Non-GAAP to GAAP Reconciliation

*Amounts may not total due to rounding
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Non-GAAP to GAAP Reconciliation (cont.)

*Amounts may not total due to rounding 16



Non-GAAP to GAAP Reconciliation (cont.)
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INVESTOR RELATIONS CONTACT:

Chris Stoczko
VP of Finance & Investor Relations

IR@BrightView.com 

MEDIA CONTACT:

David Freireich
VP of Communications & Public Affairs

484.567.7244

David.Freireich@BrightView.com

investor.brightview.com

mailto:IR@brightview.com
mailto:Fred.Jacobs@BrightView.com
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