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The Field Service
M&A Playbook

How Enterprise Lawn Care and Pest Control Companies
Are Acquiring, Integrating and Growing Faster




The businesses pulling ahead in lawn
care and pest control are increasingly
growing through acquisition.

Private equity has taken notice, and regional consolidators are moving
fast. The window for independent operators to build scale on their own
terms is harrowing.

Companies that grow effectively through M&A have built repeatable
processes for evaluating targets, integrating operations and unlocking
the revenue that acquisition makes possible. At the center of those
processes, in virtually every case, is technology.



CHAPTER 1

How Enterprise Lawn Care and Pest Control Companies
Are Acquiring, Integrating and Growing Faster

Financial due diligence is table stakes — every serious acquirer runs the numbers. But the operators
who consistently execute successful integrations apply the same rigor to technology and operational
iInfrastructure. What systems is the target running? How clean is their data? How long will it realistically
take to integrate their platform with yours? What will it cost if the answers aren’t what you assumed?

A business running on fragmented, disconnected tools carries a hidden integration cost that won't
show up on a balance sheet: extended timelines, elevated IT expense, staff time spent on manual
reconciliation and operational blind spots that persist until everything is unified. Conversely, a target
running on a recognized, well-structured platform with clean data is significantly easier to absorb.



The Key Questions to Ask

On the technology stack:

What CRM, scheduling, routing and
billing tools are currently in use, and
are they integrated?

Are there custom-built or
legacy systems that create
integration risk?

Are vendor contracts transferable?

On data quality:

How complete and accurate are
customer records?

Is service history documented in a
structured, exportable format?

When was data last audited?

On operational efficiency:

How are routes built and schedules
managed, and how much supervisor
time does it consume?

What does the invoicing and
collections process look like?




Assuming data is cleaner than it is.
Budget for data cleansing
regardless of what the initial
review suggests.

Underestimating integration
complexity. Get a realistic
integration estimate from your
technology team before closing,
not after.

Treating technology review as a
checklist rather than a conversation.
The most valuable insights often
come from sitting with the target's
operations manager and walking
through their day-to-day workflow.



CHAPTER 2

The moment a deal closes, the clock starts.

Every day a newly acquired company operates on a separate platform is a day of limited visibility,
duplicated effort and delayed value creation. Companies that complete core system integration within
90 days of close report measurably better outcomes such as higher employee retention, better
customer satisfaction and faster realization of revenue synergies.



A Phased Integration Timeline

Days1-30 ) Stabilize and Assess

. Complete a full system and data inventory. Identify critical operational dependencies.
. Establish communication cadences with acquired leadership.

. Begin platform provisioning.

. Address any immediate compliance or billing gaps.

Days 31-90) Migrate and Connect

. Migrate customer, service and billing data to your central platform.

. Train field and office staff on unified workflows.

. Run parallel systems for a defined period with a hard cutover date — avoid indefinite parallel operation.
. Begin generating combined reporting across the full operation.

Month 4+> Optimize and Grow

. Complete data cleansing.

. Activate cross-sell workflows.

. Track unified KPIs across the combined operation.

. Conduct a post-integration retrospective and document lessons learned for the next deal.




Managing the Human Side

Technology integration is a people problem as much as a systems
problem. Staff at an acquired company are navigating significant
uncertainty while being asked to learn new tools. A few principles
that experienced acquirers apply consistently: communicate early
and often, identify internal champions who will carry the message to
their peers, and acknowledge the disruption openly. Empathy tends to
accelerate adoption, not slow it down.



CHAPTER 3

Every acquisition generates a data problem.

The target has customer records, service histories and billing data organized according to their
own conventions, stored in their own systems and often inconsistent in ways that only become visible
when you try to combine them with yours. This isn't a sign of poor management — it's the natural
conseguence of two organizations that built their systems independently. The problem is entirely

solvable, but only if you approach it systematically.

When data exists in silos, reporting becomes manual, cross-sell opportunities stay invisible,
billing errors are harder to catch and leadership decision-making slows. A unified customer
database, connected to a platform with real-time analytics, changes all of that.



The Data
Migration

27

Standardize and map. Align field names,
formats and service codes to your
system’s conventions.

Extract and audit. Pull data from the
acquired system and run a completeness
and accuracy audit before moving

anything.

sequence

O

Establish governance. Define
who owns data quality going
forward and how exceptions
are handled.

D

Deduplicate. Identify and merge
duplicate records without losing
data from either source.

Migrate and validate. Move cleaned
data into your central platform and run
validation checks before signing off.



What Unified Data Makes Possible

A single, real-time data environment enables retention analysis to
identify at-risk customers before they leave, cross-sell segmentation
to target the right customers with the right offer, operational performance
monitoring across all entities and pricing optimization across service
lines. These capabilities compound with each acquisition — the richer
the data set, the more precise the insights.



CHAPTER 4

The real value of an acquisition isn’t just the revenue you acquire.
It's the revenue you unlock.

When you acquire a lawn care or pest control company,, you're buying an existing relationship with
every homeowner on that list. Those customers already trust a service company. Getting them to buy
an additional service is categorically easier than acquiring a new customer from scratch.

The operators who capture the most post-acquisition value treat cross-selling as a structured program
with defined workflows, technology enablement and performance tracking — not a loose directive to
offer more services.



Effective cross-sell segmentation in lawn care and pest control
considers property characteristics, existing purchase behavior,
geographic clustering and seasonal timing. Long-tenure customers
with consistent payment history are your best prospects. Customers
In tight geographic clusters represent both a cross-sell and a route

density opportunity.



Automating the Outreach

Manual outreach doesn't scale across a large acquired base. Automated communication workflows — triggered by
customer data and managed through your central platform — allow you to reach the right customer with the right
message at the right time without proportionally increasing staff workload.

A basic cross-sell sequence for an acquired base:

[
Day 1:

Welcome message
establishing the new
relationship

\_

\

-

\

Day 14:
Introduction to your
broader service
portfolio

Field Teams as a Revenue Channel

\

Day 30:
Targeted offer
based on property
and location data

-

\

Day 60:
Follow-up for
non-responders

Your technicians are your best cross-sell channel; often, they are also the most underutilized. A technician servicing
a customer's property every four weeks has a relationship ho marketing email can replicate. With the right information in
a mobile app — what the customer currently buys, what else might be relevant — they become a proactive revenue
driver rather than just a service delivery vehicle.



CHAPTER 5

The companies that grow fastest through M&A treat each acquisition as a repeatable process, not a
one-time event. There is a meaningful difference between an operator who completes a deal and figures
out integration as they go, and one who has built a scalable acquisition engine with a standardized

playbook, a defined integration team and a continuous improvement loop that makes each deal
more efficient than the last.

Standardize Build an Choose a Measure
the Playbook Integration Platform What
Team That Scales Matters

With Your
Strategy



Standardize the Playbook Build an Integration Team

A mature acquisition playbook covers due diligence standards, By the second or third deal, it becomes worth investing in
integration templates, data migration protocols, cross-sell dedicated integration resources rather than pulling existing
activation sequences and onboarding materials — all staff away from their primary responsibilities with each close.
documented so the knowledge lives in the organization, What matters more than team size is role clarity — every
not just in the heads of a few individuals. It should evolve integration phase should have a defined owner, a defined
with each deal, incorporating lessons learned. Even an deliverable and a defined timeline.

imperfect playbook consistently applied outperforms an
ad hoc process every time.

Choose a Platform That Scales Measure What Matters
With Your Strategy

Define your success metrics before the deal closes, not after.
Agreeing on what success looks like in advance is the only

Your technol latform | r isition infrastr re. . :
slfussiinielielel sl e -auisitio garcure way to evaluate whether you achieved it.

In an M&A context, what matters most is multi-entity visibility,
rapid onboarding for new entities, clean data portability from
other systems, deep integration across your operational

tools and a support model that scales with volume. The right
platform makes your tenth acquisition easier than your first.



Your Competitive Advantage
Starts Here

The lawn care and pest control industries are consolidating. That is
not a prediction — it is an observation of what is already happening,
iIn markets across North America, in deals closing every week.

The question for every enterprise operator isn't whether consolidation
will affect their business. It's whether they'll be an architect of it or a
subject of it.

The complexity is in the execution: building the systems, selecting the
right platform, developing the team and maintaining discipline across
deal after deal. The companies that get this right build a compounding
advantage. Each acquisition makes the next one easier. Each integration
produces a richer data set. Each cross-sell program generates insights
that improve the next one.

The time to build that engine is before you need it.



Ready to build a faster, smarter acquisition engine?

Talk to one of our M&A experts experts to see how our
platform supports every stage of your M&A strategy.

TALK WITH AN EXPERT
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