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Source note: This brief combines 253 completed Florida Lawn/Landscaping transactions supplied from Business Brokers of Florida market data with industry research from IBISWorld's Landscaping Services in the US (October 2024) and Landscape Design in the US (January 2025).


Why This Brief Matters
Most landscaping owners are not spending their day thinking about selling the company. They are thinking about crews, routes, customer retention, labor, equipment, scheduling, pricing, weather, quality control and keeping the next week of work organized.
Those same operating realities eventually determine how a buyer views the business. Two landscaping companies with the same revenue and earnings can have very different value depending on how predictable the work is, how efficiently routes are operated, how concentrated the customers are and how much of the company still depends on the owner.
	The owner's objective
You do not need to be ready to sell to benefit from understanding the market. The objective is clarity: know what buyers value, where risk sits in the company, and what can be improved now to create more options later.


1. What Florida Lawn & Landscaping Businesses Have Actually Sold For
A review of 253 completed Florida Lawn/Landscaping transactions provides a substantial owner-operated market benchmark. These transactions include companies of different sizes, service mixes, geographies and levels of owner involvement, so the averages are evidence of the market, not a formula for any one company.
	Florida Transaction Metric
	Average

	Completed transactions
	253

	Average annual sales
	$941,402

	Average sold price
	$679,863

	Average discretionary earnings
	$253,643

	Sold price / sales
	0.721x

	Discretionary earnings / sales
	37.7%

	Sold price / discretionary earnings
	2.274x

	Rent / sales
	2.7%

	Sold price / asking price
	85.8%

	Average days on market
	280 days


In simple terms, the average completed transaction in this Florida dataset involved approximately $941,000 in annual revenue, $254,000 in discretionary earnings and a $680,000 sold price.
What the 2.27x average means
The 2.274x average sold-price-to-discretionary-earnings multiple is a useful reference point for Main Street lawn and landscaping companies. It should not be applied mechanically. A buyer still has to determine the durability, transferability and risk of the earnings being acquired.
The 280-day average time on market also matters. A controlled transition is usually a process, not an event. Owners who prepare before going to market generally have more ability to protect confidentiality, address issues and make deliberate decisions.


2. Landscaping Is a Large, Fragmented and Local Industry
IBISWorld reported U.S. Landscaping Services revenue of approximately $158.9 billion, about 675,000 businesses and $15.1 billion of industry profit, representing a 9.5% profit margin. The report projected industry revenue growth of 3.6% annually from 2024 through 2029.
The industry includes landscape care and maintenance, lawn mowing, fertilization, spraying, pruning, planting, turf installation, arborist services, landscape installation and basic landscape design. That breadth matters because two companies that are both called 'landscapers' may have very different operating models.
	Industry Snapshot
	Reference

	U.S. landscaping services revenue
	$158.9B

	U.S. landscaping businesses
	~675,000

	Industry profit
	$15.1B

	Industry profit margin
	9.5%

	Projected 2024-2029 revenue growth
	3.6% annually


3. Florida Has Structural Advantages for Landscaping
Florida's climate changes the economics of landscaping compared with many northern markets. IBISWorld identifies the Southeast, particularly Florida and Georgia, as benefiting from suburban and commercial development and year-round weather that supports continuous landscaping demand.
Mild winters allow Florida landscaping companies to operate throughout the year, reducing the seasonal shutdown risk experienced in colder regions. Residential communities, HOAs, multifamily properties, hotels, resorts, retail centers, offices and public spaces all contribute to the addressable market.
	Why this matters to an owner
Florida provides a strong demand backdrop, but geography alone does not create a premium company. Buyers still distinguish between businesses that simply participate in a good market and businesses that have built durable customer relationships, efficient routes and repeatable operating systems.


4. Recurring Maintenance Changes the Quality of the Business
Recurring maintenance is one of the most important distinctions in this industry. A company that begins each month with a known base of maintenance customers can present differently from a project-heavy business that must continually replace completed installation work.
But recurring revenue is not automatically durable revenue. Buyers will want to understand whether accounts are contractual or informal, how long customers have stayed, how often pricing is adjusted, cancellation terms, historical churn and whether the customer relationship belongs to the company or primarily to the owner.
	A useful owner question
If no new customer signed up tomorrow, how much revenue would the existing customer base reasonably be expected to generate over the next twelve months?




5. Route Density Can Be a Real Economic Advantage
Landscaping is a route business as much as it is a field-service business. Two companies with the same number of customers can have very different economics if one operates dense routes and the other spends a large part of the day moving crews between scattered properties.
Dense routes can reduce drive time, fuel use and nonproductive labor while allowing supervisors to cover more work efficiently. They can also make tuck-in acquisitions or nearby customer growth more valuable because new accounts can be added without proportionally increasing overhead.
For a buyer, route density is therefore not just a map. It is evidence of operating efficiency and scalability.
6. What Buyers Pay Attention to in a Landscaping Company
Recurring revenue and retention
Buyers want to understand what percentage of revenue repeats, how long customers stay, renewal or cancellation terms, pricing practices and historical churn.
Residential, commercial and HOA mix
Different customer types carry different economics. Residential routes may be diversified but require more stops. Commercial and HOA accounts can create larger recurring contracts but may increase customer concentration.
Customer concentration
A company can have recurring revenue and still be risky if one HOA, property manager, builder or commercial account represents a large percentage of sales.
Route density
Buyers will look at where customers are located, crew travel time, branch coverage and how easily additional accounts can be added to existing routes.
Crew leadership and retention
The value of a route depends on having people who can service it. Buyers want to know who leads crews, how stable the workforce is and whether field operations continue after the owner leaves.
Pricing discipline
Long-tenured accounts can be attractive, but not if pricing has fallen behind wages, fuel, insurance and material costs. Buyers will examine account-level economics and the company's ability to reprice.
Service mix
Maintenance can provide a recurring base, while enhancements, irrigation, tree care, fertilization and installation can increase revenue per customer and provide additional margin opportunities.
Owner dependence
If the owner personally estimates work, handles key customers, schedules crews, manages quality and resolves every problem, a buyer has to replace that role after closing.
Fleet and equipment
Vehicles, trailers, mowers and specialty equipment are necessary operating assets. Buyers will examine age, condition, debt, leases and deferred replacement needs.
Financial visibility
Clean statements, understandable owner add-backs and the ability to separate maintenance from project and enhancement revenue make the business easier to evaluate.


7. Crews and Field Leadership Are Part of What a Buyer Is Acquiring
Landscaping is labor-intensive. Equipment matters, but a buyer also needs experienced people who know the routes, properties, customer expectations and quality standards.
A stable crew leader can carry operating knowledge across dozens of accounts. A supervisor who can schedule, inspect work and solve field problems without the owner can reduce transition risk. Conversely, high turnover or a workforce that depends heavily on the owner's daily involvement can make otherwise recurring revenue less dependable.
This is why employee tenure, supervisory depth, recruiting practices, compensation and training become part of the value discussion.
8. Revenue Mix Can Change How a Buyer Views the Company
	Revenue Stream
	Buyer Perspective

	Recurring maintenance
	Predictability depends on retention, contract quality, route density and margins

	Enhancements
	Can deepen customer value and improve revenue per account

	Irrigation
	Can create repair, maintenance and installation opportunities

	Tree / arborist services
	Specialized capability can differentiate the company but may require skilled labor and equipment

	Design / build / installation
	Can produce attractive project revenue but is generally less recurring and more sensitive to construction and homeowner spending


Landscape design is a related but distinct professional-services industry. IBISWorld reported a $9.0 billion U.S. landscape-design market in 2025, with 46,045 businesses and a 9.5% profit margin. For landscaping companies with meaningful design/build capabilities, that work can add differentiation and higher-value projects, but it should not be treated as identical to recurring maintenance.
9. Margin Quality Matters More Than Revenue Growth Alone
A landscaping company can grow revenue while weakening economically if labor, travel time, equipment costs and materials rise faster than pricing. Buyers therefore look beyond top-line growth.
The stronger story is profitable growth: accounts priced appropriately, routes that use crews efficiently, supervisors who maintain quality, and service lines that contribute dependable gross profit.
For owners, one of the most useful exercises is understanding gross profit by major service line and, where possible, by significant commercial or HOA account.


10. What Can Reduce Value or Slow a Transaction
The owner personally controls most estimating, scheduling, key accounts or quality control.
One HOA, property manager, builder or commercial customer represents an outsized share of revenue.
Maintenance revenue is described as recurring, but customer retention and cancellation history are not documented.
Routes are geographically scattered and create excessive travel and nonproductive labor.
Long-standing accounts are underpriced and difficult to reprice.
Crew turnover is high or field leadership is thin.
Financial statements do not clearly separate maintenance, enhancement and project revenue.
Fleet or equipment replacement has been deferred and creates a near-term cash requirement.
Important licenses, certifications or specialty capabilities depend on one person.
Growth has outpaced the company's scheduling, supervision or administrative systems.
None of these automatically prevents a transaction. They create uncertainty. Buyers usually respond to uncertainty through lower value, more diligence, more protective deal structure or a slower path to closing.
11. Why Two Similar Landscaping Companies Can Sell for Different Amounts
	
	Company A
	Company B

	Recurring revenue
	Informal and poorly tracked
	Documented maintenance base with retention history

	Routes
	Scattered geography
	Dense, efficient service areas

	Customers
	Concentrated in a few accounts
	Diversified residential, HOA and commercial mix

	Pricing
	Legacy accounts underpriced
	Regular repricing and margin discipline

	Workforce
	Owner directs crews daily
	Crew leaders and supervisors in place

	Service mix
	Primarily basic maintenance
	Maintenance plus enhancements and specialty services

	Fleet
	Deferred replacement
	Documented, maintained and planned

	Financials
	Annual totals only
	Clear service-line and normalized earnings visibility


The companies may report similar revenue and SDE. Company B generally gives a buyer greater confidence that customers, employees and earnings will transfer after closing.


12. How to Read the Florida Multiples
The 253 Florida transactions averaged 0.721x revenue and 2.274x discretionary earnings. Those are useful market anchors because they represent completed transactions rather than asking prices.
But the average includes businesses with different levels of recurring maintenance, route quality, customer concentration, owner involvement and scale. A strong operator can present differently from the average, while a business with concentrated accounts, scattered routes or heavy owner dependence can present more risk.
	The practical takeaway
Start with the quality and transferability of the business, not the multiple. Recurring revenue gets attention. Durable recurring revenue, efficient routes, stable crews and management depth are what give a buyer confidence.


13. What an Owner Can Do Before a Sale Is on the Calendar
Separate the revenue streams. Track maintenance, enhancements, irrigation, tree services, design/build, installation and other meaningful categories independently.
Measure recurring revenue. Know the amount, retention history, cancellation terms and pricing of the maintenance book.
Map the routes. Understand route density, travel time and where adding customers would create the greatest operating leverage.
Track concentration. Prepare a top-customer schedule and understand dependence on HOAs, property managers, builders and commercial accounts.
Review account-level pricing. Identify long-tenured customers where pricing no longer reflects labor, fuel, insurance and service requirements.
Develop crew leadership. Make sure field supervision, scheduling and quality control do not live entirely with the owner.
Protect key employees. Identify crew leaders, supervisors, account managers and specialty employees whose retention matters most.
Plan fleet replacement. Maintain a clear schedule of vehicles and equipment, including age, condition, debt, leases and expected replacement timing.
Clean up financial reporting. Make normalized earnings and legitimate owner adjustments easy for an outside party to understand.
Plan before you need to. The Florida transactions reviewed averaged 280 days on market. Preparation gives the owner more control over timing and outcomes.
14. Questions Worth Asking Yourself
If I stepped away for 60 days, which parts of the company would slow down or stop?
What percentage of next year's revenue is reasonably expected from customers we already have?
Which customers would concern a buyer if they left after closing?
How much time do our crews spend working versus driving between properties?
Which accounts have not been repriced enough to reflect today's costs?
Who can run scheduling, field supervision and customer issues without me?
Can I explain gross profit by maintenance, enhancements and project work?
If I wanted the option to sell in three years, what would I wish I had started fixing today?
Bottom Line
Florida lawn and landscaping services benefit from a large addressable market, year-round operating conditions and recurring demand across residential communities, commercial properties, HOAs and public spaces.
The 253 completed Florida transactions show an active market for owner-operated landscaping companies. The average transaction sold for approximately 2.27x discretionary earnings, but the number that matters for any individual owner depends on the quality, durability and transferability of that company's earnings.
A strong landscaping company gives its owner choices. Durable maintenance revenue, dense routes, stable crews, disciplined pricing, diversified customers, clean financials and less owner dependence can make the business easier to operate today and easier to transition someday.
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