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Source note: This brief combines 42 completed Florida roofing-contractor transactions with industry research from Vertical IQ's Roofing and Siding Contractors report, prepared August 18, 2025. Roofing-specific information is emphasized throughout.


Why This Brief Matters
If you own an established roofing company in Florida, the business in front of you probably matters more than the idea of selling it someday. You are managing crews, estimates, material costs, insurance, schedules, referrals, permits, storms, customer expectations and cash flow.
Those same issues also shape how a buyer evaluates the company. A roofing contractor with strong margins, a dependable workforce, diversified lead sources, good job costing and limited owner dependence can be very different from another contractor with the same revenue.
	The owner's objective
The goal does not have to be selling today. It is understanding what has been built, where risk sits, and what can be improved now to create more options later.


1. What Florida Roofing Contractors Have Actually Sold For
A review of 42 completed Florida roofing contractor transactions provides a practical market benchmark. The companies span different sizes, geographies, customer mixes and operating models, so the averages should not be applied mechanically to any one business.
	Florida Transaction Metric
	Average

	Completed transactions
	42

	Average annual sales
	$6,229,986

	Average sold price
	$3,902,190

	Average discretionary earnings
	$1,172,740

	Sold price / sales
	0.489x

	Discretionary earnings / sales
	18.3%

	Sold price / discretionary earnings
	2.967x

	Rent / sales
	1.4%

	Sold price / asking price
	78.5%

	Average days on market
	406 days


In simple terms, the average completed transaction in this Florida dataset involved approximately $6.23 million in revenue, $1.17 million in discretionary earnings and a $3.90 million sold price.
What the averages do and do not tell us
The 2.97x average discretionary-earnings multiple is useful evidence of where completed transactions landed, but it is not a valuation formula. Roofing businesses can vary materially based on residential versus commercial mix, reroofing versus new construction, storm exposure, customer concentration, subcontractor use, insurance, workforce, sales model, margin quality and owner involvement.
The 406-day average time on market is also meaningful. It suggests that an owner who wants a controlled transition should think in terms of preparation and process, not a quick event.


2. Roofing Is a Large, Fragmented Local Industry
Vertical IQ describes roofing and siding contracting as a fragmented industry with about 32,000 establishments, roughly 245,500 workers and approximately $47 billion in annual revenue. Roofing contractors account for 72% of establishments and 86% of industry revenue.
The average roofing or siding contractor operates from a single location, employs roughly 7 to 8 workers and generates about $1.5 million annually. Most firms are independent and serve a limited geographic market.
	Industry Snapshot
	Source Figure

	Industry annual revenue
	~$47B

	Industry establishments
	~32,000

	Roofing share of establishments
	72%

	Roofing share of industry revenue
	86%

	Average contractor revenue
	~$1.5M

	Average employment
	7-8 workers

	Florida establishments
	5,734

	Florida share of U.S. establishments
	14.0%


3. Florida Is a Particularly Important Roofing Market
Florida had 5,734 roofing and siding contractor establishments in the Vertical IQ geographic data, representing 14.0% of the U.S. total. Florida establishments increased 5.7% year over year in the period measured.
The state has several structural demand drivers: a large housing base, ongoing construction, high property turnover in many markets, aging roofs, strong reroofing demand and exposure to hurricanes and tropical storms. Severe storms can create dramatic spikes in demand, but they can also tighten labor and material availability and create price volatility.
4. Revenue Mix Matters More Than Top-Line Revenue Alone
Industry revenue is spread across several types of work. Vertical IQ reports approximately 38% from new construction, 31% from additions and alterations, 30% from repair and maintenance, and 1% from other work.
	Revenue Category
	Industry Share

	New construction
	38%

	Additions & alterations
	31%

	Repair & maintenance
	30%

	Other
	1%


That mix matters to buyers because different revenue streams carry different risk. New construction may provide large backlog but can be exposed to bidding pressure and general-contractor concentration. Repair, maintenance and service work can produce higher margins and more direct customer relationships. Reroofing can also provide resilience when new construction slows.
	A useful owner question
If new construction slowed tomorrow, what portion of the business would continue because of reroofing, service, repair, maintenance and direct customer demand?


5. What Buyers Pay Attention to in a Roofing Contractor
Revenue mix
Buyers want to understand residential versus commercial work, reroofing versus new construction, service and repair, insurance-related work, and how storm activity affects results.
Lead-source concentration
Roofing businesses can be built around referrals, digital marketing, canvassing, general contractors, property managers, insurance-related work or repeat commercial accounts. Buyers want to know whether lead flow belongs to the company or to one owner or salesperson.
Customer and GC concentration
Large general contractors and commercial customers can be valuable relationships, but dependence on one or two accounts increases risk. Direct-to-owner business can carry different economics and collection patterns.
Estimating and job costing
Accurate estimates are a core profit driver. Buyers look for disciplined measurement, pricing, material assumptions, labor planning, change-order documentation and estimated-versus-actual job performance.
Crew quality and capacity
Experienced crews can finish jobs faster and with fewer callbacks. A buyer will want to know whether the company can retain qualified field labor and whether production capacity survives an ownership change.
Sales process and reputation
Roofing is unusually sensitive to reputation. Referrals are an important source of residential business, and the industry has also faced consumer distrust after storms. A company with a strong brand, documented customer satisfaction and ethical sales practices can stand apart.
Owner dependence
If the owner personally handles estimating, sales, supplier relationships, production, key customers and problem jobs, the buyer is acquiring more transition risk.
Insurance and safety
Falls, injuries and faulty workmanship can create significant exposure. Buyers will examine workers' compensation, liability coverage, claims history, safety practices and workmanship warranties.
6. Margin Quality Is Built One Job at a Time
Vertical IQ reports industry gross margins averaging roughly 32% to 33% of sales. It specifically notes that simple shingle reroofing jobs can carry lower margins because of competition, while service and repair work may produce higher margins.
The same research reports after-tax net profit averaging about 8% to 9% of sales. These are broad industry references, not targets for a specific company, but they highlight the importance of knowing profitability by job type rather than relying only on annual totals.
For buyers, a contractor that can explain margin by service line, project type, salesperson or customer channel is easier to understand than a business where profitability is only visible after the year is complete.
7. Materials, Labor and Insurance Can Move Margins Quickly
Roofing economics can shift quickly because the business is exposed to material prices, labor availability and insurance costs. Vertical IQ reported that producer prices for nonresidential roofing contractors were up 4.55% year over year in July 2025.
Average nonsupervisory roofing wages were reported at $32.99 per hour in June 2025, up 5.4% from a year earlier. Over the prior decade, roofing wages increased 50%.
Material volatility is particularly important after storms, when sudden demand can tighten supplies and raise prices. Contractors that cannot pass increases through to customers can see margins compress even while revenue is rising.
8. Working Capital and Collections Matter
Roofing can generate strong accounting earnings while still putting pressure on cash. Vertical IQ reports commercial payment terms that can extend 30 to 90 days, average collection periods of roughly 42 to 65 days, and receivables representing about 35% to 36% of assets.
Residential work may produce deposits and milestone payments, while GC-driven work can create slower collections. Poor change-order documentation, project delays and disputes can extend payment timing.
This is one reason a buyer will pay attention not just to EBITDA or SDE, but also to receivables quality, deposits, working-capital requirements and how much cash is needed to support backlog.
9. What Can Reduce Value or Slow a Transaction
The owner personally controls most sales, estimating, production or key customer relationships.
One lead source, general contractor, property manager or insurance relationship drives an outsized share of revenue.
Strong revenue growth is storm-driven but difficult to reproduce in a normal year.
Financial statements do not clearly separate ordinary earnings from one-time storm or catastrophe activity.
Job costing is weak or estimated-to-actual margins are not tracked.
Subcontractor or crew relationships are informal and may not survive a transition.
Workers' compensation, general liability or claims history creates uncertainty.
Customer complaints, warranty issues or poor online reputation create brand risk.
Material-price changes are not consistently passed through to customers.
Backlog is large but margins, start dates or customer commitments are uncertain.
Receivables are aged, disputed or dependent on GC payment timing.
None of these issues automatically prevents a sale. They create uncertainty, and uncertainty tends to show up in price, structure, diligence requirements or closing risk.
10. Why Two Similar Roofers Can Sell for Very Different Amounts
	
	Company A
	Company B

	Revenue mix
	Storm-heavy residential reroofing
	Diversified reroof, service, commercial and repeat work

	Lead sources
	Owner and one marketing channel
	Multiple channels and strong referrals

	Margins
	Annual totals only
	Job-level margin visibility

	Workforce
	Owner-dependent crews
	Stable production leadership and crews

	Reputation
	Mixed reviews and callbacks
	Strong reviews, low rework and documented quality

	Financials
	Tax-driven reporting
	Clean reporting with normalized storm impacts


The companies may have similar revenue and earnings on paper. Company B generally presents less transition risk and a more durable operating model.
11. How to Read the Multiples
The Florida transaction data averaged 0.489x revenue and 2.97x discretionary earnings. A separate DealStats dataset summarized by Vertical IQ included 191 roofing and siding contractor transactions with a median price-to-sales multiple of 0.39x, and 169 transactions with a median price-to-SDE multiple of 2.25x.
The Florida dataset shows higher average earnings and sale size than the broad national sample, which is another reason not to apply a single multiple mechanically. Size, revenue quality, management depth, storm exposure, service mix, customer concentration and earnings consistency can all affect buyer perception.
	The practical takeaway
Start with the business, not the multiple. Improve transferability, margin visibility, crew stability, lead-source diversity and financial reporting. The multiple tends to follow the quality and certainty of the business.


12. What an Owner Can Do Before a Sale Is on the Calendar
Know the revenue mix. Track new construction, reroofing, repair, maintenance, commercial, residential and storm-related revenue separately.
Normalize storm years. Understand what earnings look like in an ordinary year and what portion of performance came from unusual catastrophe activity.
Track lead sources. Know where every sold job originated and what each acquisition channel costs.
Measure job-level margins. Compare estimated labor, materials and gross profit with actual performance.
Reduce customer concentration. Broaden commercial, GC, property-management and direct-customer relationships where practical.
Develop production leadership. Make sure scheduling, quality control and field supervision do not live entirely with the owner.
Protect the workforce. Retain good crews, supervisors and salespeople, and document the relationships that matter.
Build the reputation asset. Reviews, referrals, warranty practices and customer follow-up should belong to the company.
Clean up financial reporting. Make normalized earnings, owner adjustments and working-capital needs easy to understand.
Plan on time. The Florida transactions reviewed averaged 406 days on market. A controlled transition benefits from preparation.
13. Questions Worth Asking Yourself
If I stepped away for 60 days, which parts of the company would slow down or stop?
What percentage of revenue comes from storm-related work versus normal recurring demand?
Which lead sources would continue if I were no longer the face of the company?
Can we explain gross margin by job type and salesperson?
How concentrated are our top customers, GCs and referral partners?
Do our crews and production leadership stay with the company after a transition?
If I wanted the option to sell in three years, what would I wish I had started fixing today?
Bottom Line
Florida is one of the largest roofing markets in the country, with significant demand from construction, reroofing, repair, maintenance and storm-related work. The same forces that create opportunity also create volatility in materials, labor, insurance and customer acquisition.
The 42 completed Florida transactions show that buyers are actively acquiring roofing businesses, but the transaction averages are only a starting point. The quality and transferability of the company determine how the market is likely to respond.
A strong roofing company gives its owner choices. Diversified demand, disciplined estimating, good crews, clean financials, strong reputation and less owner dependence can make the business easier to operate today and easier to transition someday.
About Todd Topliff
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Sources & Important Notes
Florida closed-transaction data supplied by Todd Topliff: 42 completed roofing contractor transactions and associated averages/ratios.
Vertical IQ, Roofing and Siding Contractors, prepared August 18, 2025, NAICS 238160 and 238170.
Vertical IQ valuation summary citing DealStats roofing and siding contractor transaction data through June 12, 2025.
Industry financial benchmarks cited in the report are broad industry references and are not company-specific targets.
Important: This market brief is general educational information. Transaction averages and industry benchmarks are not a valuation of any specific company and should not be applied mechanically. A company-specific analysis requires review of financial performance, revenue mix, customer concentration, workforce, storm exposure, owner involvement, assets, liabilities and other transaction-specific factors.
Florida Roofing Contractor Market Brief | 2026
