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ights:
• Middle market M&A1 activity is trending up, with deal volume and 

value up more than 22 percent and 27 percent, respectively, through 
3Q14. Despite the uptick in transaction activity, volume continues to 
lag the growth in liquidity, with more buyers and lenders vying for 
the same assets in a competitive market. 

• The middle market lending environment is robust, evidenced by 
leverage multiple expansion of a half to nearly a full turn of EBITDA 
in 2014, according to surveyed lenders in our annual debt market 
update (Inside the Middle Market, November 2014). Standard & Poors 
Leveraged Commentary & Data (S&P LCD) reported senior leverage 
of 4.5x (senior debt to EBITDA) in November for middle market 
transactions. In the broader market (EBITDA of less than $50 million), 
senior debt multiples rose to 5.0x—up from 4.5x in 2013. 

• Purchase price multiples are tapping on record highs. Middle market 
median EBITDA multiples reached 8.6x and 8.1x for strategic and 
fi nancial buyers, respectively, in November, according to S&P LCD. 
The median EBITDA multiple in the broader middle market (EBITDA 
of less than $50 million) reached 9.7x in November—up from 8.8x in 
2013, reported S&P LCD. The median EBITDA multiple in 3Q14 was 
11.0x. 

• The Environmental Services sector is seeing an uptick in Solid Waste 
M&A activity with several recent acquisition announcements by the 
majors, most notably Waste Management (NYSE:WM)/ Deffenbaugh 
Disposal; Advanced Disposal Services/Badger Disposal, Weaver’s 
Sanitation Service, and Monroe’s Rubbish; and Republic Services 
(NYSE: RSG)/Rainbow Environmental Services. WM announced 
the divestiture of Wheelabrator Technologies to Energy Capital 
Partners in July. In Special Waste, Littlejohn & Company acquired 
PSC Industrial Holdings in December; Heritage-Crystal Clean 
(NasdaqGS:HCCI) completed the acquisition of FCC’s U.S. industrial 
waste and recycling services business in October; and Vertex 
Energy (NasdaqCM:VTNR) acquired Heartland Group in July. In 
EE&C,  AECOM Technology Corporation (NYSE:ACM) completed 
the acquisition of URS Corporation in October and TRC Companies 
(NYSE:TRR) acquired NOVA Safety and Environmental in September 
and Covino Environmental Associates in July.  

Environmental Services Insider

The Environmental Services 
Insider discusses valuation 
metrics, recent mergers 
and acquisitions and capita l 
markets activity, and select 
sector commentary for 
BGL’s core focus areas 
within the environmental 
services industry: 

Feature spotlights present 
our views and views of the 
market on certain sectors 
gathered through primary 
research and industry-
focused transaction 
expertise.

• Solid Waste                                                  
(Non-Hazardous) 

• Special Waste      
(Hazardous as well as 
other non-traditional waste 
streams)

• Environmental Engineering 
& Consulting (EE&C) 

• E-Waste & Metals Recycling
• Reclamation & Remediation 
• Waste-to-Energy (WtE)
• Energy Services

1  Middle market defi ned as enterprise values between $25 million and $500 million.

M&A and Capital Markets Activity
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• The equity markets rallied in recent weeks after a volatile October 
with the S&P 500 and DJIA hovering near record highs. Falling oil 
prices are reversing gains. Year-to-date*, the S&P 500 and DJIA 
are up 9 percent and 5 percent, respectively. The BGL Waste-to-
Energy and Vertically Integrated Solid Waste indices outperformed 
the market with returns of 17 percent and 11 percent over the same 
period. 

• Solid waste operators are reporting improving volume trends 
overall, citing strength in commercial, industrial, and C&D volumes. 
Recycling headwinds are continuing. Pricing discipline is yielding 
positive results with core price growth observed in the quarter. 
The acquisition pipeline is robust with buyers encouraged by more 
realistic seller expectations, according to industry analysts. 

•  Moderate economic growth is supporting gains in industrial 
production and generating higher waste volumes. Used oil re-
refi ners have seen recent success reducing pay for oil (PFO) rates; 
however, base oil pricing remains pressured with another round 
of price cuts by the majors in early November. Consolidation is 
continuing in the used oil market as participants look to capture 
more share of the value chain, with the sector seeing additional 
collection and processing assets trade in 3Q14. 

• EE&C fi rms cite strong backlog growth in the oil and gas and 
utility markets. While depressed oil prices are creating near-term 
pressure, signifi cant future capital spending in these areas is 
expected to sustain demand for services. 

• Ferrous scrap pricing remains pressured on softer demand and 
excess supply. Aluminum scrap volumes and pricing are at record 
levels, driven largely by higher automotive demand. Strengthening 
global auto sales and fuel effi ciency mandates are expected to 
sustain positive trends. 

For more information on how 

BGL’s Global Energy and 

Environmental Services Practice 

can assist your company, please 

contact:

Delivering Results to the Global Middle Market

Effram E. Kaplan 
Managing Director & Principal
Head: Energy and Environmental Services
216.920.6634
ekaplan@bglco.com

Michael T. Vinciguerra 
Vice President & Principal
312.658.4760

mvinciguerra@bglco.com

*As of December 12, 2014.

Public Equity Markets

Operating Highlights
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Overall M&A Activity
Mergers & Acquisitions
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Middle Market M&A Activity Private Equity Transaction Activity

Mergers & Acquisitions Activity

Trends in Valuation

Acquisition Financing Trends

Total Leverage Equity Contribution

SOURCE: Standard & Poors LCD.

SOURCE: Standard & Poors LCD.*NA:  Data not reported due to limited number of observations for period.*NA:  Data not reported due to limited number of observations for period. SOURCE: Standard & Poors LCD.

SOURCE: PitchBook.

SOURCE: Standard & Poors LCD.

Transactions with Strategic Buyers Transactions with Financial Buyers

Transaction Count by Deal Size

Middle market enterprise values between $25 million and $500 million. Middle market enterprise values between $25 million and $500 million.
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SOURCE: S&P Capital IQ.
Based on announced deals, where the primary location of the target is in the United States.
Middle market enterprise values between $25 million and $500 million.
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Source: S&P Capital IQ, mergermarket, PitchBook, and BGL Research.

Historical Environmental Services M&A Activity

Based on announced deals, where the primary location of the target is in the United States.

Quarterly M&A Activity by Sector

0

15

30

45

60

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3

2008 2009 2010 2011 2012 2013 2014

N
um

be
r o

f T
ra

ns
ac

�o
ns

Solid Waste Special Waste EE&C E-Waste / Metals Recycling

Environmental Services M&A Activity

SOLID WASTE

Advanced Disposal completed a number of tuck-in 
acquisitions during the quarter:  in November 2014, 
Columbus, Wisconsin-based Badger Disposal, Inc., which 
specializes in hazardous waste services. The acquisition 
includes residential and commercial customers in Dodge 
and Columbia counties. Badger Disposal services various 
Midwest states, including Wisconsin, Minnesota, Illinois, 
and Iowa. Also in November, Weaver’s Sanitation Service, 
adding residential and commercial customers in Somerset 
County, Pennsylvania; and in September 2014, Monroe’s 
Rubbish of Whitmore Lake, Michigan, which included 
residential subscription customers and commercial 
customers throughout Washtenaw and Wayne Counties. 

In October 2014, Waste Management, Inc. (NYSE:WM) 
announced it was acquiring Deffenbaugh Disposal, 
Inc. (DDI). The waste hauler employs approximately 
1,000 people and serves the cities of Omaha, Nebraska; 
St. Joseph, Missouri; Kansas City metropolitan area; 
and Topeka, Kansas, as well as in Northwest Arkansas. 
Assets acquired include a municipal solid waste landfi ll, 
one construction and demolition landfi ll, two material 

recovery facilities, and seven transfer stations. The 
company collected more than 1.7 million tons of waste in 
2013. Commenting on the acquisition, WM CEO David P. 
Steiner said, “It affords us the opportunity to expand our 
service offerings to residential, commercial, and industrial 
customers in Kansas, Missouri, Nebraska and Arkansas 
and enter an attractive market – Kansas City – where we 
currently have very limited presence.” According to analyst 
estimates, DDI generated revenue of $180-190 million and 
low- to mid-20 percent EBITDA margins (~$45 million of 
EBITDA), equating to a revenue and EBITDA multiple of 
~.42-.44x and ~9.5x. Deffenbaugh Industries is a portfolio 
company of aPriori Capital Partners (formerly DLJ 
Merchant Banking Partners), which it acquired in 2007. 

In October 2014, Republic Services, Inc. (NYSE:RSG) 
completed the purchase of Rainbow Environmental 
Services, Inc. (RDS). The Huntington Beach, California-
based company offers municipal solid waste, recycling, 
and disposal services in Southern California. With the 
acquisition, RSG added hauling routes in Huntington 
Beach, Fountain Valley, Midway City, Westminster, Orange 
County, Newport Beach, and Irvine. Assets acquired include 

Mergers & Acquisitions

Notable M&A Activity in Solid Waste

SOURCE: S&P Capital IQ, PitchBook, Waste 360, Recycling Today, Equity Research, and Company Filings.

Environmental Services Insider
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SOURCE: S&P Capital IQ, PitchBook, Waste 360, Recycling Today, Equity Research, and Company Filings.

Notable M&A Activity in Special Waste

SOLID WASTE (continued)

a recycling facility, transfer station, compressed natural 
gas (CNG) refueling station, and vehicle fl eet, powered by 
CNG.

In August 2014, Container First Services (CFS), a 
subsidiary of Waste Services Industries, LLC, acquired 
Mark Dunning Industries (MDI) of Prince George, 
Virginia. Petersburg, Virginia-based CFS is an industrial, 
commercial, and residential waste and recycling services 
provider. The company owns the Tri-Cities Regional 
Recycle Center and Landfi ll, as well as CFS Disposal and 
Recycling Services of Lunenburg, and CFS, Rice. 

SOLID WASTE - WASTE-TO-ENERGY

In July 2014, Waste Management, Inc. (NYSE:WM) 
announced the sale of Wheelabrator Technologies 
Inc. (WTI) to Energy Capital Partners in a $1.94 billion 
transaction. Wheelabrator owns or operates 17 WtE 
facilities and four independent power-producing 
facilities in the U.S. that process more than 7.5 million 
tons of waste and have a combined electric generating 
capacity of 853 MW. During 2013, the business generated 
approximately $845 million in total revenue and EBITDA 
of $198 million. Transaction Multiples: 2.3x Revenue and Transaction Multiples: 2.3x Revenue and 
9.8x EBITDA  9.8x EBITDA  

SPECIAL WASTE

In December 2014, Littlejohn & Company acquired 
PSC Industrial Holdings from Lindsay Goldberg. The 
company is a provider of industrial outsourcing services 
to the industrial, utility, power generation, and energy 
markets, including hydroblasting, vacuuming, grit-
blasting, explosive deslagging, chemical cleaning, process 
dewatering, and maintenance. The company employs 
more than 2,000 people from 90 U.S. locations. PSC 
Industrial Holdings was a portfolio company of Lindsay 
Goldberg since 2010. In April 2014, the private equity 

sponsor sold sister company PSC Environmental Services 

to Stericycle (NasdaqGS:SRCL) for $275 million.

In October 2014, Heritage-Crystal Clean, Inc. 
(NasdaqGS:HCCI) completed its largest acquisition 
to date with the $90 million purchase of FCC’s U.S. 
industrial waste and recycling services business 
(FCC Environmental or FCCE), more than doubling 
HCCI’s annual used oil collection volume (100 million 
gallons) and solidifying its position as the number two 
player. FCCE is the second largest used oil collector in 
the country (54 million gallons in 2013) with used oil 

collections accounting for two thirds of revenue. Additional 
capabilities include vacuum services, parts cleaner services, 
fi eld services, and used antifreeze collection and recycling. 
FCCE generated revenues of $160 million in fi scal 2013. Cost 
synergies of $14 million are estimated in the fi rst year and 
$20 million of annual cost synergies thereafter. Transaction Transaction 
Multiple: .56x RevenueMultiple: .56x Revenue

In October 2014, Trinity Hunt Partners, in partnership with 
management, recapitalized Miller Environmental Services. 
Founded in 1985, the Corpus Christi, Texas-based company 
provides industrial cleaning and environmental services 
including vacuum truck services, tank cleaning, chemical 
cleaning, and hydro-excavation. Miller operates within 
the downstream, midstream, and upstream hydrocarbon 
processing markets. The company employs more than 400 
people through six locations along the Gulf Coast. 

In August 2014, Compass Diversifi ed Holdings 
(NYSE:CODI) acquired Clean Earth Holdings, Inc. 
(“Clean Earth”) in a transaction valued at $243 million. 
The Hatboro, Pennsylvania-based company treats and 
recycles contaminated waste materials including soils, 
dredged materials, hazardous waste, and drill cuttings 
for multiple end-markets such as power, construction, oil 
& gas, infrastructure, industrial, and dredging. Treatment 
includes thermal desorption, dredged material stabilization, 
bioremediation, physical treatment/screening and chemical 
fi xation. Clean Earth operates 12 permitted facilities in the 
Eastern U.S.  Clean Earth generated approximately $32 
million of EBITDA for the 12 months ended June 30, 2014, 
and revenue of approximately $155.9 million for the year 
ended December 31, 2013.  Littlejohn & Co. LLC has backed 
the company since 2005. Transaction Multiples: 1.6x Transaction Multiples: 1.6x 
Revenue and 7.6x EBITDA Revenue and 7.6x EBITDA 

In July 2014, Vertex Energy Inc. (NasdaqCM:VTNR) 
acquired Heartland Group Holdings, LLC. in a $16.5 million 
transaction. Vertex acquired Heartland’s Columbus, Ohio 
re-refi nery which processes 16 million gallons of used oil 
per year. Vertex had been aggregating used oil for the 
Heartland re-refi nery for about fi ve years, Vertex CFO 
Chris Carlson told Lube Report. The transaction follows the 
March acquisition announcement of Omega Holdings. “This 
proposed acquisition will build on our acquisition of Omega 
Holdings’ re-refi ning assets and technical expertise,” said 
Vertex CEO Ben Cowart in a news release. “The pending 
acquisition of Heartland will allow us to further enhance our 
fl exibility in the marketplace, and will allow us to expand our 
national footprint, when operated together with our current 
facilities in the Gulf region and the West Coast and provide 
diverse fi nished product offerings throughout the United 
States.”

Environmental Services M&A Activity
Mergers & Acquisitions
Environmental Services Insider
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SOURCE: S&P Capital IQ, PitchBook, Waste 360, Recycling Today, Equity Research, and Company Filings.

ENVIRONMENTAL ENGINEERING & CONSULTING

In October 2014, AECOM Technology Corporation 
(NYSE:ACM) completed the acquisition of URS 
Corporation in a transaction valued at $5.6 billion. The 
acquisition will expand ACM’s capabilities and expertise 
in markets including construction, oil and gas, power, and 
government services and globalize URS’ platform. The 
combined company will employ more than 95,000 people 
in 150 countries, with revenues in excess of $19 billion. 
Transaction Multiples: .5x Revenue and 7.3x EBITDA. Transaction Multiples: .5x Revenue and 7.3x EBITDA. 

In July 2014, AECOM acquired Indianapolis, Indiana-based 
Hunt Construction Group, Inc., a construction, construction 
management, and design/build company, in a move that 
expands its geographic footprint in the Southern U.S. 
and design capabilities into construction in the aviation, 
healthcare, education, stadium, and other end markets. 
Hunt reported revenues of $1.2 billion in 2013. Industry 
analysts estimate AECOM paid around $100 million, or ~5.0-
6.0x EBITDA for Hunt. 

TRC Companies Inc. (NYSE:TRR) completed two 
acquisitions in the quarter:  NOVA Safety and 
Environmental in September and Covino Environmental 
Associates in July. Midland, Texas-based NOVA provides 
safety training, environmental services, as well as oil spill 
response, remediation, and general oil fi eld construction 
services to customers in the oil and gas industry. The 
company employs approximately 60 people and 
reported gross revenues of $16.5 million for the year 
ended December 31, 2013.  “The acquisition of NOVA 
further enhances TRC’s position in the robust oil and gas 
market,” said TRC CEO Chris Vincze commenting on the 
transaction. “NOVA’s presence in the Permian Basin region 
of West Texas and New Mexico also offers TRC signifi cant 
opportunity for growth and cross-selling of additional 
services.” 

Woburn, Massachusetts-based Covino Environmental 
Associates provides building sciences, industrial hygiene, 
and related consulting services to private and public clients 
including major educational institutions. Speaking to the 
merits of the acquisition, Vincze said, “Recent regulatory 
guidance for the identifi cation, removal and disposal of old 
building materials is driving an increase in related spending 
in the education and healthcare markets where Covino has 
a solid reputation. This acquisition expands our footprint 
in the Northeast, making us one of the largest providers 
of building sciences and industrial hygiene services in 
New England, and helps TRC capitalize on the growing 
decommissioning and real estate markets in the U.S.” 
In August 2014, Tata & Howard, Inc. acquired Roald 
Haestad, Inc. (RHI). With the acquisition, Tata & Howard 

will enhance its water, wastewater, and stormwater 
consulting engineering services and add dam engineering 
services.  Founded in 1971 and based in Waterbury, 
Connecticut, RHI is a full service civil engineering fi rm 
providing services in water supply, stormwater, water 
distribution systems, and wastewater collection systems, 
with targeted expertise in safe yields and dam engineering. 
Additional services include roadways, permitting, funding 
assistance, GIS, and surveying, including GPS, fl oodplain 
mapping, and bathymetric surveys.

E-WASTE AND METALS RECYCLING

In July 2014, Upstate Shredding (Weitsman Recycling) 
acquired Fort Ann, New York-based Eastside Metals 
& Recycling Corp. in a move to expand its presence in 
Washington County and the Northeast region of New York. 
Founded in 2003, Eastside expanded its operations from 
auto parts recycling to include full service scrap metal 
recycling.  With the acquisition, Weitsman will expand the 
number of locations to 17.

In August 2014, Scrap Metal Services, LLC (SMS) 
acquired the auto shredding operation of 360 Degree 
Metal Recycling Inc. The company operates a full service 
scrap yard in New Carlisle, Indiana. Commenting on the 
transaction, SMS CEO Jeffry Gertler, said, “We have been 
looking at siting a major auto shredding operation in 
the Chicagoland or Northern Indiana area for some time 
to primarily process our company’s growing shredder 
feedstock. Rather than add another shredder in this 
highly competitive marketplace, acquiring an existing 
shredding operation in the area, which met our company’s 
environmental standards, was economically prudent and 
strategically a good fi t.” Burnham, Illinois-based Scrap Metal 
Services operates more than 20 scrap processing, steel mill 
support services, ship breaking and oil rig dismantlement 
intermodal/truck/railcar dismantling facilities, and auto 
salvage and parts sales yards in the United States and 
Mexico.

In November 2014, CDI Computer Dealers Inc. (CDI), 
backed by private equity fi rm H.I.G. Growth Partners, 
acquired LifeSpan Recycling Co., Inc. (LifeSpan). Founded 
in 2002, Newton, Massachusetts-based LifeSpan provides a 
comprehensive suite of IT asset disposition (ITAD) services, 
including data erasure and destruction and refurbishment. 
LifeSpan is CDI’s fi rst acquisition since it received backing 
from H.I.G. in November 2013. 

 

Environmental Services M&A Activity
Mergers & Acquisitions
Environmental Services Insider

Notable M&A Activity in Special Waste
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Spotlight On: Investing in Energy and Environmental 
Services 

Our second roundtable on investing in energy 
and environmental services features insight from 
leading debt and equity capital providers on sector 
opportunities and challenges, areas of future 
investment activity, drivers of consolidation, and 
trends in the fi nancing markets. 

What do you believe 
are the drivers for the 
increased interest in 
investing in energy and 
environmental services? 
Castellarin, Clairvest. Broadly speaking, the energy and 
environmental service sectors can often exhibit organic 
growth above GDP. The organic growth is also often 
coupled with some signifi cant acquisition opportunities. 
In addition, many of the verticals within environmental 
services have fragmentation and exhibit strong recurring 
revenue. Having said that, regional market fundamentals 
vary across the country so we try to understand each 
market’s dynamics to determine its attractiveness. 

Christman, Rock Hill Capital. We like the regulated 
component which generates recurring revenue. It is a 
barrier to entry and leads to consolidation. It is a sector 
that is going to continue to see more demand, particularly 
in recycling. The economic driver is reducing cost. 

The energy and environmental services sector is benefi ting from strong secular growth underpinned by a 
favorable regulatory climate, aging infrastructure, and rapidly developing domestic energy market. Investors 
see safety in the recurring revenue and high free cash fl ow conversion characteristics of many business 
models, with sector fragmentation advancing buy-and-build strategies in value creation. Deal activity is 
high, supported by a robust middle market lending environment and broad investor appetite that spans all 
environmental sectors. 

Michael Castellarin
Managing Director 

Keith Yamada
Partner

Robert Michalik
Managing Director

Jeffrey Holland
Partner 

PARTICIPATING FIRMS

Myra Juetten
Senior Vice President
National Environmental Services Group

Joseph Ursuy
Senior Vice President
Environmental Services Department

Jeffery Christman
Managing Director

Dickson Suit
Managing Director

Scott Van Duinen
Principal

International Lending Institution

EBITDA $6 million to $30 million
First lien, second lien, unitranche, mezzanine

Robert Egan
Partner
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The sector provides an ample supply of lower middle 
market opportunities—well-run, family-owned businesses 
that have strong moats, whether it is service offering, 
geographic concentration, or abilities. 

Egan, Alston Capital Partners. Alston defi nes the 
Environmental Services space as all companies whose 
products and services prevent, limit, measure, manage, 
or correct damage to water, air, soil, or human health.
This creates a huge target market that will be increasingly 
important given population and resource trends. We 
always look for opportunities that display earnings growth 
potential and the ability to increase their strategic position 
given the shifting markets, which generally results in 
multiple expansion.

Increasing population, depletion of fi nite resources, and the 
increased accumulation of waste and pollution are driving 
sector trends. These macro factors are driving increased 
regulation and importance of companies that benefi t 
from these trends. Environmental externalities and the 
economics associated are now real costs, in many cases 
regardless of imposed regulatory burdens.

Holland, Seacoast Capital. Strong secular regulatory 
trends appear to be increasing demand for environmental 
services and also raising barriers to entry. The trends that 
we are looking at are the aging infrastructure throughout 
the country and the demands that bring on the utility 
companies, as well as the dramatic changes in the source 
of energy, and in particular the fracking revolution. The 
environmental services industry has a lot of collateral 
benefi ts from those drivers.

Michalik, Kinderhook Industries. The private equity 
industry broadly likes environmental services today, and 
the number of funds that will evaluate a waste deal have 
increased. It has characteristics that investors like which are 
predictable revenue streams that allow you to make capital 
investments. Strong barriers to entry allow you to maintain 
and drive a healthy margin and return on invested capital.

Van Duinen, The Halifax Group. We like industries 
that are fragmented and that have several identifi able 
growth drivers. Clearly, environmental services is one 
of those industries. The number one growth driver has 
been regulatory change. Recently you have seen the 
decommissioning and dismantling of coal-fi red power 
plants. A number of those have been earmarked to be 
closed and will be replaced with cheaper gas fi red plants. 
Water scarcity is another driver calling for increased 
spending on reuse. In oil and gas, domestic resource 

identifi cation and development has been a clear driver 
and a major issue for Washington and states like Texas, 
Oklahoma, and Colorado in dealing with the byproducts of 
more drilling (frac water, for one). 

Broadly, we are probably similar to most of our peers in 
private equity. These sectors present the opportunity to 
pursue buy-and-build strategies and execute recaps with 
smaller businesses where you can drive change.

Yamada, CIVC Partners. On Environmental Services: It is a 
necessary service and we like that quality for predictability. 
In certain sectors, there is opportunity to create 
differentiation through specialization, service quality, and 
integration as a solutions provider to your customer. You 
can become that much more value-added to the generator 
of that waste and therefore earn or experience above-
average growth and margin profi les. 

On Energy: Our interest in energy comes in two forms. 
We have been seeking platforms in energy services, 
particularly well site services because of the high level 
of activity in the domestic energy sector related to 
directional drilling. We are also pursuing utility services 
within energy. The U.S. downstream power infrastructure 
in particular is aging and underinvested. We have invested 
in and continue to target companies which maintain, 
revitalize, and upgrade utility infrastructure. Our platform 
investments are right down the center of the plate for that 
trend.

What are the most 
critical issues for the 
environmental services 
industry?
Egan, Alston Capital Partners. Safety and compliance are 
now the base hurdles and performance and technology 
create the opportunity for outsized success.

Juetten, Union Bank. Companies are thinking strategically 
about the assets in their portfolio and whether or not they 
make long term sense to retain. We are seeing companies 
get out of geographies and businesses that are no longer 
complementary to their business models in an effort to 
deploy capital to areas of the business that will return 
higher yields. This has been based on both opportunistic 
circumstances and overall economic trends. 
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Van Duinen, The Halifax Group. Public sentiment that is 
anti-industry. While we clearly have come a long way and 
corporate safeguards are much better, we continue to be 
a “not in my back yard” society. There has been shrinkage 
in the landfi ll population, and incineration is way down. 
Everyone is sensitive to air quality. 

Handling and safeguarding of waste material. There has 
been more aggressive enforcement on the handlers of 
hazardous material which leads to more robust policies and 
procedures and programs for employee and public health 
and safety. It is a big issue for the smaller companies. 

Workforce. Labor is a critical issue long-term, probably 
more so in industrial services and plant services. We just 
aren’t attracting people at $13 - $20/hour to come work in 
these areas.

SOLID WASTE

Yamada, CIVC Partners. Municipal solid waste volumes are 
fl at to shrinking, creating a need for consolidation among 
those players. It is a cost effi ciency game and hard to play 
in that game given a lack of scale for most middle market 
companies. There may be a micro market, however, where 
you can build a nice integrated player. The challenge is 
trying to fi nd a market where the independent can still 
compete effectively. 

Alternative waste stream management can be interesting 
due to entry barriers and attractive margins but large 
players in certain segments like industrial and hazardous 
waste have built very nice franchises around alternative 
disposal capabilities. For example, in the medical solid 
waste business, the dominant player owns all the major 
kiln capacity and the ability to permit a new incinerator is 
largely gone. That game has essentially played out. 

Michalik, Kinderhook Industries. Waste volumes dropped 
dramatically during the recession. All of the major waste 
companies have been waiting for the economic cycle to 
drive more volume back into their business and into their 
landfi lls where they have the best operating leverage. It 
just hasn’t happened. 

Juetten, Union Bank. The West Coast continues to focus 
on zero waste initiatives and in particular, recycling as 

much waste as possible. This is also happening sporadically 
in other parts of the country. As more municipalities 
throughout the U.S. look to reduce costs, outsourcing of 
hauling of both the municipal and commercial waste will 
continue.

Ursuy, Comerica. Recycling is an important business 
segment for solid waste companies. They can typically 
have anywhere from (for example) 10 to 30 percent of 
their revenue tied to selling commodities, and commodity 
prices have been on a continual trend downward over the 
past few years. The pricing on the supply side also varies 
by geographic market. It has been a challenge.

Suit, Ironwood Capital. Customers know there is resale 
value in the recycled commodities so they have become 
smarter on pricing.

Michalik, Kinderhook Industries. Alternative forms of 
disposal have diverted volume away from landfi lls making 
them lower value and less defensible. In communities 
where there are one or two landfi lls, those landfi lls have 
pricing power, and the owners will have a competitive 
advantage when trying to win the curbside collection 
business. In a landfi ll neutral market, independent haulers 
can compete effectively because they have multiple 
disposal alternatives available to them. 

Ursuy, Comerica. In general, the relative importance of 
owning a landfi ll has decreased over time as recycling has 
increased, so we are seeing more people wanting to build 
single stream recycling plants versus trying to invest in or 
own a landfi ll. Landfi lls are still needed, but the disposal 
cost savings versus non-discretionary capex tradeoff 
should be evaluated closely.

The city of Los Angeles is franchising its commercial 
waste. Currently, there are dozens of companies that 
haul commercial waste in the city. That has been divided 
into 11 zones. There is an RFP in progress and the zones 
will be awarded sometime in 2015. There are going to be 
some defi nite changes in that market. There are also early 
discussions about that concept in New York City. 

Castellarin, Clairvest. New York is also looking at 
franchising (as well as changes to the transfer station 
landscape), which is another example of government 
involvement in the business that we will want to pay close 
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attention to. We are watching developments in markets like 
Los Angeles and New York to see if they spread to other 
markets more broadly. 

Further, we monitor developments in fl ow control. Flow 
control has not developed as widespread as we all feared in 
2007, but it still maintains a presence in different markets. 
It can be a challenge or an opportunity depending on your 
market position and the assets that you own in a given 
market that is moving toward fl ow control.

Organics

Castellarin, Clairvest. Organics recycling is clearly 
developing in several states. Some coastal markets like 
California, Massachusetts, and Connecticut have instituted 
organic waste bans and programs. Those that have 
regulatory teeth to them can present opportunity going 
forward. Our thesis has been to invest in companies that 
are more focused on the collection, transfer station, and 
recycling infrastructure, and we think these companies 
will play a pivotal role in markets where organic bans and 
programs exist. If you own end-disposal assets, there is 
perhaps a different lens with which you are viewing those 
bans. 

Michalik, Kinderhook Industries. It is a relatively new 
trend. Outside of the bans, it will also have to do with 
price. Organics recycling can be competitive with disposal 
options in a market like the Northeast because of high 
tipping fees. I fi nd it hard to imagine it makes economic 
sense in the vast majority of communities in the U.S.

Ursuy, Comerica. You can’t have effective organics 
recycling and not be willing to pay for it. It is expensive. 
Now you have mandated recycling in cities like San Jose 
and San Francisco in California. It is in very high priced 
disposal markets where you start to see more and more 
organics recycling. In the Midwest, there is more landfi ll 
capacity. The economics are different.

We see a lot of anaerobic digestion (AD) projects. We just 
don’t know which method is best yet. We want to see it 
play out over time. 

Suit, Ironwood Capital. For anaerobic digestion, you want 
to get buy-in from the municipality or customer because it 
is expensive. Over time, it will become more economical. I 
think you still want to have that subsidy today. 

MEDICAL WASTE

Castellarin, Clairvest. Ebola, if it were to continue to 
spread, would present a challenge for waste disposal. It is 
certainly a small issue in North America today; however, I 
would be monitoring it closely if I was in the waste industry 
in a city affected. 

Suit, Ironwood Capital. We have an investment in Curtis 
Bay Energy, a waste-to-energy medical waste processor. In 
addition to processing medical and pharmaceutical waste 
from hospitals and other medical providers, the company is 
actively evaluating current Ebola issues.

ENERGY 

Castellarin, Clairvest. The recent dip in crude oil prices has 
been fairly swift, and commodity prices play a direct role in 
drilling and completion activity levels and therefore capital 
spending by E&P companies. Commodity price weakness, 
if it were to persist for several months, could present 
challenges going into the 2015 budgets for the major E&P 
companies. They will evaluate their capital spending across 
their portfolio of onshore and offshore basins, and within 
the “fi elds” of each basin. They will focus in on the core 
properties and wells that are generating higher IRRs. 

Ursuy, Comerica. With oil prices declining, there is a lot of 
analysis on what are the highest cost basins. Obviously, 
the drilling activity and related waste streams will be more 
sustainable in lower cost basins.

Yamada, CIVC Partners. The biggest overall macro 
challenge for the energy complex at the moment is the 
lack of midstream and takeaway capacity from the fi elds, 
especially for natural gas. There is plenty of activity around 
completion work, but the wells are being capped. Until 
you see the trans-regional pipelines and processing plants 
built, the pricing dynamic is a little more uncertain, and as 
a result, you are subject to bust and boom from an activity 
standpoint.

UTILITY SERVICES

Van Duinen, The Halifax Group. Age is the obvious issue—
both of the labor force and the assets themselves. We 
are seeking a platform in the utility services sector. Be it 
water systems, power plants, or toll roads, there are some 
favorable tailwinds due to outsourcing, privatization, and 
age/condition. A close cousin to traditional defi nitions of 
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“utility” services (telecom, cable, water, gas, electricity) is 
midstream oil and gas pipelines, which will be an attractive 
area for the next 10 years or more. 

Yamada, CIVC Partners. We have found that the demand 
is really unlimited for utility services. Refurbishment of the 
infrastructure is so behind that the limiter is the number 
of people that we can get employed into our companies, 
whether they are inspectors, engineers, or maintenance 
professionals. It is a pretty clear runway, but we need to 
have the people in order to execute. 

How is new technology 
affecting the energy and 
environmental services 
marketplace?

Egan, Alston Capital Partners. In order to serve large 
enterprise customers such as refi neries and petrochemical 
facilities, technology is the fi rst order in creating workplace 
and worker safety. Think explosions; these are usually 
caused by manual errors (technology reduces unforced 
errors) or lack of monitoring technology. In addition, these 
complex environments require high tech equipment to fi x 
and maintain maximum output with the least amount of 
interruption.

Van Duinen, The Halifax Group. Generally, people 
overestimate the risk or the speed of change in these two 
blue collar areas. I think it is manageable. If anything, it 
is going to favor the larger, more sophisticated, better 
capitalized operators who can afford the equipment, can 
train people to use it, and can innnovate. You see this 
in E&P.

We always feel strongly about the quality of management 
information systems when investing in any of these small 
cap companies but often have to install them ourselves 
post-close. 

We have seen in tank cleaning some of the remote control 
robotic machinery versus a manned entry into a confi ned 
space. That is real. That is happening, and it makes sense. 

Yamada, CIVC Partners. Information systems are important 
and helpful but not necessarily a driver.  

SOLID WASTE

Castellarin, Clairvest. The automated side-loader has been 
proven to be a game changer for companies focused on 
residential collection. Management has implemented the 
technology to drive superior effi ciencies in some of our 
investments, such as County Waste of Virginia and Winters 
Bros. Waste Systems of CT. They are also utilizing drive cam 
and route optimization software. Both are advancing driver 
productivity and safety. The benefi ts of having one less 
truck on the road and one less crew on the road fl ow right 
to the bottom line. 

International Lending Institution. The industry needs to 
continue to be upgraded and have more fl eet technology 
to continue to be more effi cient. 

In recycling, you have optical sorters in transfer stations. 
The market has to be dense for the return on capital 
economics to work, and you are still subject to commodity 
price fl uctuations. 

Ursuy, Comerica. Single stream recycling is seeing 
technological improvements as more facilities come online 
and equipment manufacturers respond to client requests. 
Compressed natural gas (CNG) is a trend that is going to 
continue. To the extent a company has large customers, 
for example large municipalities that want to be green, and 
you are investing in a CNG truck fl eet, it can be very good 
marketing.

Juetten, Union Bank. As landfi ll capacity shrinks in certain 
parts of the country and more pressure is being put on 
large companies to become “green”, new technology 
is being developed throughout the waste stream to 
limit tonnage going to the landfi lls. The movement from 
higher priced diesel fuel to the lower cost CNG is driving 
customers to turn their fl eets. Some of these changes 
have led to consolidation in the marketplace as smaller 
companies elect not to make the investment. 

Suit, Ironwood Capital. Almost all companies are looking at 
CNG for a portion of their fl eets. Certain municipalities are 
mandating the use of CNG trucks to be awarded contracts. 

Spotlight On: Investing in Energy and Environmental 
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Technology has improved. Now the key is being close to a 
fi lling station so that you can use these trucks effi ciently. 

ENERGY 

Castellarin, Clairvest. Signifi cant advancements have been 
made in shortening of the number of days it takes to drill 
a well. I believe we are going to see more effort over the 
coming years in driving effi ciency and effectiveness during 
the completion phase of the well life cycle, using advanced 
technology such as sensors and logging tools that will 
allow geologists to pinpoint and optimize fracking. For 
example, optimize the amount and placement of sand or 
ceramic proppants and water usage.

With natural gas prices so low, drilling and completion 
activity is signifi cantly tilted toward crude oil and natural 
gas liquids. E&P companies are spending millions per well 
to get primarily to oil. In basins or fi elds without midstream 
takeaway capacity, they are fl aring off the “associated” 
natural gas that is sometimes a by-product of drilling for 
oil. Companies are implementing improved technologies 
that address a key gap in both the environmental impact 
and the effi ciency of a well—capturing or more fully 
incinerating/combusting the associated gas in many places 
where pipelines are not available. That is an area where 
you see the regulatory side tying in with the business and 
economic side. 

In the oilfi eld, there has also been signifi cant investment 
over the past several years in natural gas-powered 
mobile generators (instead of traditional diesel powered 
generators). Increasingly, these generators are capable 
of running on CNG as well as methane right from the well 
head (after being scrubbed).

We have also witnessed a fair degree of investment in 
smaller LNG production facilities across the oilfi eld (these 
facilities are in addition to the handful of multi-billion 
dollar LNG facilities being constructed to export LNG via 
tankers). The market for the LNG from the smaller inland 
facilities is primarily to fuel drilling rigs and pressure 
pumping fracking fl eets. There needs to be a greater 
infrastructure of the LNG production facilities as well as 
tank storage and transportation to support drilling sites 
and pressure pumping well sites. There continues to be 
quite a bit of investment in that value chain.

Holland, Seacoast Capital. Companies are investing in 
technology development to unlock oil in the Monterrey 
shale. The collateral impact will be large. 

Yamada, CIVC Partners. When you are talking about 
energy waste, there is a heightened focus on water. Water 
use in fracking is signifi cant. Unless you are reusing or 
recycling that water, the fresh water in and around an area 
of those shale plays will continue to be under pressure. 
It is therefore good environmental stewardship to try to 
fi nd treatment technologies or businesses that can help us 
economically extend the life of that water. 

Wastewater recycling and treatment technology is still 
being evaluated, and it is not exactly clear whether or 
not it is going to be viable. The technology is different by 
basin, and some of the technologies are in different stages 
of development. We would love to fi nd solutions for our 
energy services portfolio company or to back companies 
that offer solutions but the right approach is not obvious to 
us at the moment. 

WATER

Holland, Seacoast Capital. There are a number of 
developing technologies in water management and 
desalination, looking at how to treat water in a more cost-
effective way. 

What regulatory 
issues or proposed 
legislation regarding 
environmental services 
companies infl uence your 
evaluation of investment 
opportunities?
Egan, Alston Capital Partners. We analyze the regulations 
that are driving demand with our customers and attempt 
to attach probabilities to favorable or negative changes. As 
it relates to the investment entity, we try to avoid overly 
government regulated companies; we would rather invest 
in companies who serve regulated entities.

Michalik, Kinderhook Industries. Regulation is a very important 
part of the industry. The environmental laws created the waste 
industry as we know it today. What is benefi cial is to have 
regulation that is consistently enforced and applied not only 
across geographies but also industries. 
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Yamada, CIVC Partners. Regulatory infl uence overall 
is a risk to us. We don’t mind getting into regulated 
environments, as long as the rules of the road have been 
codifi ed, so we know exactly what the state of competition 
is, we know where business is going to come from, and 
under what terms. 

SOLID WASTE 

Christman, Rock Hill Capital. Regulation is going to 
continue to benefi t the sector. Governmental agencies 
are under increasing pressure not to grant landfi ll permits. 
If they can make use out of the existing footprint of 
landfi lls by diverting waste streams through recycling, the 
regulatory environment for those types of facilities is more 
favorable. It is a lot easier to get a wastewater treatment 
plant for brown grease permitted. 

Suit, Ironwood Capital. For all waste companies, there are 
always NIMBY issues when you try to put up a new facility 
or transfer station. 

The Business Integrity Commission (BIC) is the governing 
body for solid waste in metro New York. It is a barrier to 
entry for new market entrants. That provides credibility 
and allows investors to feel more secure about their 
business in the region. As a rule making body, however, 
they are pretty rigorous in terms of compliance. Whenever 
there is a transaction, it requires the approval of the BIC. 

ENERGY WASTE 

Castellarin, Clairvest. The management of energy waste is 
only going in one direction, and that is for proper oversight 
and proper handling of the waste streams. States like 
Texas and Oklahoma are going to continue to move in that 
direction, which should benefi t companies with facilities 
to manage energy waste materials, particularly the drilling 
muds.

Holland, Seacoast Capital. New “CARB” compliance 
rules in California governing air emissions are driving 
change and improvements in rolling stock, which has 
forced smaller, more capital constrained operators to sell 
operations or invest signifi cant capital in new fl eets. A 
number of transportation-oriented companies have been 
consolidating here in the state.

Michalik, Kinderhook Industries. The regulatory 
environment is developing. States are going to ultimately 
take action to enforce regulation and proper disposal of 
those types of waste streams.

Suit, Ironwood Capital. Clearly the waste stream 
associated with fracking is under scrutiny right now. The 
industry has a lot of momentum and is trying very hard 
to self-regulate before the government comes in and 
provides, as is often the case, very naïve regulations that 
are not particularly attractive for the industry. 

Ursuy, Comerica. Increased regulation may end up driving 
more of that waste stream to existing regulated facilities 
which will be positive. It will make the existing facilities 
more valuable. I think it may make for a more level playing 
fi eld.

Van Duinen, The Halifax Group. Regulation generally helps 
these small service companies because it drives more 
outsourcing of non-core functions, compliance being 
one, testing is another. We have probably seen it most 
pronounced with the byproducts of fracking, particularly 
fl uid handling. To my knowledge, no one has fi gured out 
how to cost-effectively reuse/recycle that water. That is 
where it is really apparent. The E&P companies are not 
equipped to handle it. Those streams are going to be 
regulated, the wells permitted and monitored, and overall, 
things will need to be tracked much better than they have 
been. 

What areas within the 
environmental services 
industry are likely to 
be more active from an 
investing perspective and 
why?
Egan, Alston Capital Partners. We like high value or 
early market specialty recycling in markets that 
remain fragmented, industrial services in energy and 
manufacturing that benefi t from lower energy costs, 
testing and measuring of ineffi ciency or pollution in any 
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area, as well as opportunistic looks at any company that 
will benefi t from the identifi ed macro trends. 

Castellarin, Clairvest. Broadly, there has been a tremendous 
amount of deal activity. With the current lending environment, 
there seems to be interest in pretty much every environmental 
sector – solid waste, liquid waste, environmental services for 
the energy sector, engineering services, etc.

Juetten, Union Bank. While the majority of companies that 
attract private equity are traditional integrated companies, 
we see private equity in a variety of sectors that include 
recycling, transportation, and industrial.

SOLID WASTE

Castellarin, Clairvest. We continue to be excited about 
opportunities in the solid waste sector. We continue to fi nd 
regional markets where there are opportunities to grow 
through acquisition and extract cost-based synergies, 
which is an attractive element of making acquisitions 
in this sector. For our model, it is fi nding a partner who 
has identifi ed a market where there are opportunities to 
consolidate, raise the level of service, and drive enhanced 
economics. 

We are open-minded to continuing to look at companies 
with composting and anaerobic digestion (AD) assets 
and growth opportunities. Based on our knowledge of 
the economics today, we haven’t been compelled to do 
a standalone AD deal, but it would present an interesting 
opportunity for our portfolio companies to participate 
either through a joint venture or co-investment opportunity 
to enhance what our portfolio companies are doing from a 
growth perspective in servicing their customers. 

There are some very interesting developments taking place 
in organic waste management. Regulations are evolving, 
and companies have to respond in order to comply with 
the individual state requirements. As we start to see 
more established business models that we think can be 
sustainable, we will be more interested in investing directly. 

Michalik, Kinderhook Industries. Solid waste is a local 
business, and every market is different. In some markets 
you need to control disposal; in others you don’t. 
Some markets are subscription; others are municipal 
or franchised. By understanding those differences, you 
can fi nd opportunities to build a business with local 
differentiation and competitive advantage.

In the hazardous industrial waste space, it is a cradle to 
grave liability where the generators are looking for a well-
capitalized, long-term partner to dispose of that waste 
stream. That type of responsibility means that you can 
create competitive advantage and differentiation by virtue 
of having a history of quality service and a strong balance 
sheet. In the case of EQ (2008 investment), which we sold 
to US Ecology (NASDAQ: ECOL) in 2014, the company 
had a tremendous platform of assets, which included 
a hazardous waste landfi ll—one of 21 hazardous waste 
landfi lls in the country. It is unlikely that a new hazardous 
landfi ll will open up in the foreseeable future. Permits 
for Part B facilities, which allow you to treat and store 
hazardous waste, are relatively diffi cult to obtain. Those 
assets afford a competitive advantage in the markets 
where you own those facilities. 

Suit, Ironwood Capital. We like the contracted revenue 
and stickiness of customers in solid waste. There are local 
markets that fragmented and present opportunities for 
consolidation. Every market is different, so we are looking 
carefully at the competitive dynamics. For example, 
the Northeast is a much more competitive market with 
more complicated regulatory oversight. Pricing is more 
aggressive. 

We are seeing different permutations of the solid waste 
business model that are interesting to us. Red River Waste 
Solutions, a 2014 investment, is a traditional solid waste 
company, but instead of having one regional hub, they 
have contracts with municipalities across the U.S. 

Recycling (dirty MRF, single stream recycling) continues to 
be very interesting. In Action Carting (2007 investment), 
we employ a dirty MRF. 

Composting is growing, driven in part by corporate 
sustainability initiatives. Clearly, sustainability is becoming 
more important to customers. Large corporations are 
looking to promote themselves as good citizens and as 
environmentally responsible. Whole Foods is an example. 

Clean energy (waste-to-energy) and organics and 
composting are areas we are looking at as part of a 
vertically integrated solid waste platform. It sets companies 
apart from the standpoint of competitive differentiation 
and affords the ability to generate higher margins.

When you talk to any waste company of size and scale, 
composting and CNG are what they are looking at right 
now. 
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LIQUID WASTE

Christman, Rock Hill Capital. That segment of the waste 
market is still very fragmented and there are opportunities 
to create critical mass by acquiring mom and pop 
operators. We made an investment in SouthWaste Services 
in 2009. SouthWaste provides non-hazardous liquid waste 
collection, processing and disposal services. Typical waste 
streams include grease, grit, wastewater, sewage, sludge, 
and leachate. SouthWaste was formed in 2006 from the 
combination of four companies. 

It follows the traditional solid waste model of hauling and 
disposal, which was attractive to us—recurring revenue (all 
of our customers are required to have their grease traps 
cleaned once a quarter), customer diversifi cation, and 
permitted waste treatment facilities. Our disposal facilities 
also accept third party material, so the economic dynamics 
are similar to a landfi ll where you are managing your own 
waste streams and waste from third parties. The waste 
treatment facilities are regulated which is a barrier to entry 
on the disposal side. 

Waste recovery is a driving theme. There is btu value in 
waste. If you can harvest that btu value, you can reduce 
your costs as a waste company and turn it into a revenue 
stream. At SouthWaste, we refi ne about 1.0 to 1.5 percent 
of our total hauled waste to refi ned brown grease which 
has btu value. We are taking that and selling it into 
tertiary markets where we can reap the btu value of that 
byproduct.

ENERGY

Christman, Rock Hill Capital. To be qualifi ed to do business 
with the major E&P companies is a barrier to entry in itself. 
Your safety infrastructure must stand up to audits by the 
major players. 

We are trying to stay away from the drill bit. Big Lake, 
which we sold in 2014 but still retain a minority interest, is 
in completion and workover, which is tied to existing well 
inventory. As drilling activity continues and the universe 
of wells expands, its opportunities will expand. If oil prices 
drop to $60, existing wells still need to be worked over, 
so that demand characteristic remains. Diversifi ed Well 
Logging, a 2012 investment, provides well logging services 

to the major E&P companies. We are providing a service 
that can reduce the costs associated with drilling and 
doing it as a third party. We are looking at midstream 
opportunities in new pipeline construction and pipeline 
testing. 

Holland, Seacoast Capital. The energy infrastructure in the 
U.S. is in transition. In California, oil that has been coming 
into the state has been relatively high-priced imports. Now 
we are looking at how domestic oil is going to be moved 
into the state. Certainly oil will be delivered via rail and sea, 
but pipelines might also be constructed to safely transport 
oil from the shale regions to be processed and refi ned in 
California. Contaminated soil, sand, and produced water 
from fracking in California will also require proper handling 
and disposal in an increasingly stringent regulatory 
environment. These dynamics are creating opportunities 
for service providers in and around the well site and in 
transportation and disposal. 

As fracking development activity in the Monterrey shale 
expands in the Bakersfi eld region and to the North, there 
is going to be tremendous opportunity for energy services 
companies active in other shale plays around the country 
and for de novo companies to develop a bigger presence 
in California. 

Michalik, Kinderhook Industries. Oilfi eld-related waste 
clearly has been a growing market. Waste Connections 
(NYSE: WCN) saw the trends and got into that market with 
the acquisition of R360. They went at it with the landfi lls. 
It comes back to having differentiated assets that make 
your position defensible, and they did it. More regulation 
is going to be required to make the industry consistent 
across geographies.

We look at these oilfi eld or energy waste-related 
businesses in the broader context of industrial waste. You 
see a lot of industrial waste companies that are starting 
to take advantage of handling oily waters out of the 
drilling processes. The oil and gas industry is inherently 
cyclical, and demand can swing pretty dramatically based 
on energy prices. In the context of a broader industrial 
waste services company, it drives incremental cash fl ow 
when the business is strong, and if you have stability in 
the traditional industrial customer base to mitigate the 
downside when the drilling activity stops, you can have an 
attractive business. 

Spotlight On: Investing in Energy and Environmental 
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Ursuy, Comerica. Broadly speaking, solid waste is not a 
very high growth industry. These companies want to grow 
and generate more free cash fl ow but take a little more 
risk given the revenue volatility. That is why you see them 
going into energy waste. 

Macro trends in the E&P disposal segment are very 
positive. The major E&P companies do not want to handle 
this material. They want to contract with a professional 
company that recycles or disposes of it in a compliant 
manner. In addition, states are going to be enforcing 
regulations on material disposal and may start limiting new 
landfi lls or disposal wells which will increase the value of 
the ones that are already in place. 

Van Duinen, The Halifax Group. There has been a big 
play on the energy side. Of particular interest to funds is 
the safe handling and disposal of the fl owback, drilling 
muds, and cuttings. Handling the solids is seemingly more 
complex and the disposal options more varied than it is 
for water, making it a more specialized area with greater 
opportunity for competitive differentiation versus all the 
trucking and salt water disposal companies. The vent gas 
area is interesting to me and others, and is an area with 
innovation. 

Yamada, CIVC Partners. The energy segment has seen a 
signifi cant amount of activity. There are a lot of interesting, 
niche businesses in and around the well site and in 
the development of midstream capacity that is being 
handled by a fragmented set of growing, well positioned 
businesses. For us, we view this dynamic as creating some 
really interesting investment opportunities.

E-WASTE

Castellarin, Clairvest. E-waste has not seen as much 
activity recently. There are not as many high quality 
platform companies as you would fi nd in the solid waste 
sector. Many of the larger companies that could have been 
platforms have already been acquired, so now we see a lot 
of regional players of smaller scale. There will be a need for 
further consolidation in the industry. 

Suit, Ironwood Capital. E-waste is an area where we 
still have some interest. The industry hasn’t had many 
successful stories so far, in part because a high percentage 
of revenue is coming from the resale value of the 
commodities which are volatile. There is resale value to 
the commodities, but that is offset by high disposal costs. 

Asset managers at large corporations are getting much 
smarter about resale values, so the margins in refurb/resale 
have become a lot skinnier. Hazardous materials (e.g., CRT 
TVs) and glass are expensive to process. You also have 
scale and management issues. 

The volume is there. I think the industry needs a little more 
discipline. Companies need to be smarter in negotiating 
contracts. The pricing model needs to be reassessed so it 
is more economically feasible. 

Yamada, CIVC Partners. There is some interesting 
runway in e-waste recycling. However, the regulatory 
environment, certainly the way that the government would 
like to see it go both on a state and a federal level, is still 
pretty dynamic. To us, that gets a little dicey. It is not as 
predictable.

UTILITY SERVICES

Holland, Seacoast Capital. Aging infrastructure. In 
California, transformers are blowing, water pipes 
are breaking, and roads are in general disrepair. The 
amount of spending needed to repair and upgrade basic 
transportation and water infrastructure is staggering. 
Utilities and municipalities will be required to address 
these issues to minimize the collateral impact. The repair 
and related environmental work will require third-party 
expertise. 

Van Duinen, The Halifax Group. Utility-related services are 
recession-resistant, defensive, and why we favor them. 
Utility- and manufacturing-driven environmental services 
follow them. It is the “old economy” getting turned over, 
replaced, and repaired, which gets to the aging grid 
(substations, transformers) that others have noted. Coal-
fi re power plant decommissioning. Repurposing of old 
industrial sites.

Yamada, CIVC Partners. Utility services is a very active 
sector at the moment. A signifi cant amount of funding 
has gone towards revitalizing the infrastructure—touching 
areas such as utility repair, substations, underground 
conduits, and natural gas pipelines. Private equity is keenly 
aware of that opportunity. There are a number of platforms 
in place, and activity is high. 
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ENVIRONMENTAL ENGINEERING & 
CONSULTING

Van Duinen, The Halifax Group. Opportunities in 
environmental consulting and engineering can be really 
attractive. Those are areas where you are outsourcing a 
business function that is required and technical in nature. 
Emissions and air quality consulting and regulatory 
compliance, workplace safety, and industrial hygiene are 
areas of interest to us, particularly with companies that 
have or could build a network of offi ces. 

Yamada, CIVC Partners. There are a number of interesting 
health, safety and compliance businesses that are serving 
strong end markets. The combination of increased 
regulation and higher costs for non-compliance has raised 
the profi le of these businesses. Our most recent platform, 
KPA, is a health, environmental, and safety compliance 
business for car dealerships who are required to meet 
certain EPA and OSHA requirements.

WATER

Holland, Seacoast Capital. Water is a serious issue in 
California and other drought-stricken regions of the 
country. It is going to drive important discussions at the 
government level and defi ne where the opportunities lie 
for private industry. It may be that the initial opportunities 
are in desalination plants, which will require large project 
fi nancings. We will be watching closely to see if there are 
areas of opportunity. 

How do you see 
consolidation shaping 
the industry? Which 
subsectors will see 
continued consolidation, 
and what are the primary 
drivers?

Holland, Seacoast Capital. Because of increasing 
regulatory restrictions and increasing costs, the motivation 
and the drivers for consolidation are there.

As the regulatory environment becomes more stringent, 
smaller, less capitalized companies are being forced to 
invest signifi cant dollars in equipment upgrades and 
employee training. As those requirements are driven down 
by the state and federal government, it is more diffi cult for 
the smaller operators to survive. We have seen a material 
amount of consolidation involving transportation-oriented 
businesses. You still see startups, but there are limits to the 
capital availability for the smaller businesses, so it is driving 
consolidation. 

Smaller companies are playing some of the R&D and 
technology development role in the industry right now. The 
large companies are focused on executing because there 
is such a backlog of business given the rapid growth in the 
energy market. As the winners start to become apparent, 
the large companies will be acquiring those businesses and 
that will drive more consolidation.

Juetten, Union Bank. We expect to continue to see 
consolidation in the industry primarily from smaller 
companies being acquired by larger companies due to 
continued increased regulation, succession planning issues, 
or the cost to re-fl eet. 

Van Duinen, The Halifax Group. Consolidation is going to 
be dramatic. That is why private equity is investing in the 
sector. The places that are the most fragmented and in the 
most need of industry leadership and some private equity-
driven M&A strategy would be utility and energy-centric 
(midstream and downstream). Private equity is going to 
pursue buy-and-builds, as it looks for ways to generate 
returns when so much debt is available, driving up prices. 
It is a favorable backdrop for energy and environmental 
services companies. You can obtain multiple arbitrage and 
expansion. 

SOLID WASTE 

Castellarin, Clairvest. There will continue to be sound 
cost-based logic for the solid waste industry to have M&A 
activity. There are synergies in S,G&A and collection that 
are a benefi t of scale, as well as disposal cost synergies. 

Spotlight On: Investing in Energy and Environmental 
Services 
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Michalik, Kinderhook Industries. The traditional MSW 
business will continue to consolidate. The economics of 
it make sense. It has been a relatively modest pace of 
consolidation by the majors over the last several years. 
They’ve been focused on their balance sheets.
The recycling sector has seen a lot of activity in the last 
several years. As a result, recycling is going to be more 
challenged, not less.

In industrial and hazardous waste, you want to be where 
your customers are. It is diversity of services offered as 
well as geographic scale that makes you relevant to the 
Fortune 1000 type of customers. You really have to look at 
capabilities within geographies and fi gure out how you are 
expanding to meet customer needs and be able to provide 
a fuller breadth of solutions. Consolidation can make sense.

Suit, Ironwood Capital. There are still some consolidation 
opportunities, but I think they are much more limited. 
Acquisition activity is going to be much more selective. 

Ursuy, Comerica. You are seeing an uptick in consolidation 
activity. Obviously, it is a seller’s market right now. Private 
equity funds and lenders are fl ush with cash. The money 
has to go somewhere. 

In solid waste, there are a tremendous number of private 
companies in attractive markets that are available for 
consolidation. In addition, there are a signifi cant number of 
solid waste companies that are private equity-backed. We 
have several in our portfolio pursuing consolidation plays 
right now. Private equity funds will also be seeking exits to 
return capital to their LPs. 

The major public players are correctly focused on return 
on capital and return on investment, and as a result, 
they may have a reduced appetite to deploy capital on 
initiatives that do not produce enough cash fl ow or may 
not produce cash fl ow immediately. Privately-owned and 
entrepreneur-owned companies are more willing to take 
that risk. As in the past, I believe that is going to provide 
some opportunities for those independent regional players 
in the future. 

International Lending Institution. Regional players will be 
looking to gain scale and acquiring smaller mom-and-pop 
haulers. We are making $5 -$15 million tuck-in acquisitions 
to scale up the business to be of interest to the large 
players. 

LIQUID WASTE

Castellarin, Clairvest. The same rationale for consolidation 
in solid waste can apply in the liquid waste sector, but the 
benefi ts are a little less pronounced. There is typically less 
route density, and the disposal cost synergies are not as 
material. In terms of revenue synergies, national contracts 
for restaurant-based grease waste can be a reason for 
achieving greater scale via M&A activity. 

International Lending Institution. The used oil marketplace 
is consolidating. It is a scale industry with route-based 
economics. There has been some recent M&A activity 
in the sector. Heritage-Crystal Clean (NasdaqGS: HCCI) 
acquired FCC’s used oil recycling business. 

Scale and geography are important. In used oil collections 
and re-refi ning, you want to be vertically integrated. You 
want to have a captive collections effort so you are not 
dependent on third parties for feedstock to fi ll capacity in 
your re-refi nery. 

E-WASTE

Castellarin, Clairvest. I am not convinced that 
consolidation is as important. The state-based regulatory 
framework makes it more challenging. 

ENERGY

Castellarin, Clairvest. Energy services is a broad and 
consolidating space. We are seeing increased interest and 
activity across the board, from energy waste treatment 
and disposal to spill clean up to equipment rental and 
transportation. 

Michalik, Kinderhook Industries. Energy services has been 
active over the last three to four years because of the 
growth in shale development. However, with oil below 
$80/bbl, activity could slow. 

Yamada, CIVC Partners. The large E&P companies are 
driving vendor consolidation by looking for companies 
with more sophisticated management, better reporting, 
and scale effi ciencies. As a result, they are reducing the 
number of vendors in a given shale play and are awarding 
business to the larger companies. 

There is enough growth and the shale plays are spread out 
enough that mom and pops can still compete effectively. 
However, we are in fact seeing the beginning phases of 
consolidation.  
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PLANT SERVICES

Van Duinen, The Halifax Group. The competitive landscape 
is going to be dramatically different forecasting out 12 or 
24 months, particularly in industrial cleaning. Trinity Hunt 
Partners recently acquired Miller Environmental Services, 
Centerpoint-backed Hydrochem bought Inland, USES 
merged with K2 (both Halifax investments), Platform 
Partners owns Evergreen Industrial Services, Thompson 
and Envirovac were recapped recently. The top fi ve (our 
platform is now #3 or #4) will shakeout fairly quickly, and 
then there will be a massive drop-off. That sector is ahead 
of others in terms of consolidation. The large, billion dollar 
private equity funds will have a pool of these assets to 
choose from over the next two years. 

How are you seeing 
the lending market, 
broadly speaking, for 
opportunities within 
energy and environmental 
services?
Castellarin, Clairvest. The traditional commercial banks 
are struggling with the Fed and OCC regulatory guidelines 
on leverage. It is becoming more diffi cult for banks to 
compete at higher leverage levels, particularly in the larger 
middle market with the emergence of Term B and high 
yield bonds often from non-regulated fi nancial institutions. 
There is a shadow lending market where larger solid waste 
businesses may be able to access higher levels of leverage. 

Holland, Seacoast Capital. Lenders are approaching most 
everything aggressively in today’s market. Environmental 
services is an industry where there are some regulatory 
barriers. There is more defensibility which could be 
appealing to those analyzing the credit risk. 

We are looking at a frothiness in the market that we 
haven’t seen since 2007. Our approach to the market has 
been to look primarily at growth recaps in support of a 
president or CEO buying out a partner or inactive investor, 

a company’s acquisition of a competitor, or a company’s 
expansion of their facilities, product lines or sales force. 
Those company leaders that are confi dent in their cash 
fl ows and are interested in retaining control tend to self-
gravitate to our type of solution. We prefer to be the fi rst 
institutional capital in and avoid situations with too much 
leverage.

Juetten, Union Bank. Opportunities today continue to 
have increasing total leverage profi les as the institutional 
markets have an increased liquidity appetite.

Michalik, Kinderhook Industries. The market over the 
last 18 months has been very different from a traditional 
lending environment. It is relatively unique when you have 
all this capital chasing deals.

Suit, Ironwood Capital. The windows open and close. Right 
now, the fi nancing environment is fairly robust. The market 
is highly competitive, and there are more lenders vying for 
the same assets.

Ursuy, Comerica. The debt market is running very hot right 
now. 

The capital markets are very frothy. A tremendous amount 
of capital is fl owing into the industry from high yield 
bonds and Term B lenders, and at the end of the day, that 
eventually has to be paid back. 

Some lenders are pitching asset based revolvers to waste 
management companies with other layers of debt on the 
balance sheet to try to fi t within the regulations. 
Generally speaking, solid waste companies have stable 
cash fl ows and can attract a lot of leverage. And they 
are increasingly attracting higher levels of leverage 
from nonbank lenders which typically offer much looser 
terms than traditional banks. There is a certain amount of 
discipline that needs to go into your capital structure. 

Yamada, CIVC Partners. Across the board, we are seeing 
much higher leverage levels than we’ve seen in recent 
years. In both Energy and Environmental Services, 
lenders have been aggressive, especially in niches or 
with companies that can exhibit lower cyclicality, strong 
margins, and barriers to entry.

Spotlight On: Investing in Energy and Environmental 
Services 
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How are lenders 
approaching 
environmental services 
deals and what factors are 
behind their decisions?
Christman, Rock Hill Capital. We are typically looking for 
sub $10 million credit facilities so we are not attracting 
the lenders with industry specialization. We are primarily 
working with regional banks who understand sponsor 
fi nance. Waste deals tend to have high free cash fl ow 
and good asset coverage, so it is easier to attract lenders 
from that standpoint. In contrast, oilfi eld services deals are 
typically being viewed as large airballs. 

Egan, Alston Capital Partners. Lenders generally like 
the industry and will adjust leverage based on customer 
concentration, regulatory risk factors and any commodity 
price risk.

Holland, Seacoast Capital. A number of environmental 
services companies have solid asset values, some of 
it is rolling stock or various types of equipment. The 
leverageable assets provide a basis for banks to take 
meaningful positions and help get transactions done. 

There are a number of senior lenders that are approaching 
the space and being aggressive, even in the smaller end 
of the market. The good equity groups are not pushing 
the envelope on leverage to where it impacts the strategic 
direction of the business. It is the opportunity itself that 
should drive the capital structure, not the reverse. If you 
overleverage a business, you can’t grow it. We look for 
total leverage no greater than 3.5x-4.5x.

Michalik, Kinderhook Industries. In the traditional solid 
waste and industrial waste business, commercial bank 
lenders are comfortable at 3.5x funded debt to EBITDA, 
which is a relatively healthy lending level for them. You can 
fi nd that level of senior leverage relatively easily. We’ve 
seen that sponsor-backed companies are clearly afforded 
more leverage than family-owned or owner-entrepreneur 
businesses. As private equity investors, one of the 
opportunities is to fi nd those regional businesses that have 
competitive differentiation in their marketplaces but can’t 
access the necessary capital to grow. 

There is interest in industrial waste. Revenue is not 
contractual which gives lenders pause. However, if you 
have a business with a demonstrated track record of 
revenue stability and growth, the lenders will get there. 

Suit, Ironwood Capital. Bank senior leverage is typically 
3x-3.25x through the mezzanine to 4x-4.5x total leverage. 
There are deals getting done at 5x+. Traditional fi nancing 
with a bank and mezzanine is going to be 4x total leverage 
for smaller companies. As you move up in size, there is 
more capital available at higher leverage levels. 

Specialty lenders are providing one-stop unitranche loans. 
They are typically more aggressive than traditional banks 
and can go deeper on leverage. They will also have a 
more fl exible amortization schedule. They will cover the 
entire capital structure which is good and bad. With more 
leverage on the company and things so sideways, it may 
be more black and white for them. One lender controlling 
your destiny could be viewed as a negative from a private 
equity perspective.

Van Duinen, The Halifax Group. Most of the multiple 
expansion we have seen in middle market M&A has been 
debt driven. It is across sectors. Lenders are falling over 
themselves to put money to work. The economy is stable, 
defaults are low, and there has been decent growth in these 
types of businesses since the downturn. Where lenders can 
struggle is in situations where there has been a dramatic 
ramp in revenue or earnings. If you take that away, I think 
most businesses in environmental circles get a similar 
leverage read. 4.5x total leverage is a very common read on 
a business with $10 to $20 million of EBITDA. There is just 
a level of competition that is higher than it has been. I am 
not really seeing differences in leverage, at most maybe a 
quarter to a half turn depending on size and credit profi le.

Yamada, CIVC Partners. Lenders are attracted to 
businesses that have scale, low capital intensity, high free 
cash fl ow characteristics, limited cyclicality, and limited 
regulatory risk. They apply that lens to these sectors to 
arrive at their currently strong leverage levels. 

There are a number of factors at play in the energy sector. 
Transactions with smaller companies with limited operating 
histories can be challenging to fi nance and can be further 
complicated by the perceived cyclicality of commodity 
prices and activity in the energy market. While there may 
be less leverage available for these types of businesses, 
relative to a plain vanilla services business, the leverage is 
still there.  
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How do you value the 
fl exibility in amortization 
and terms that alternative 
lenders can provide? 
Castellarin, Clairvest. We have all the same demands on our 
balance sheet. While we certainly want to grow a company 
aggressively, we aren’t really looking to push the envelope 
on total leverage, but rather to grow in a prudent way and 
making sure everything we do is accretive. The unitranche 
product has its merits, but up until now, we’ve been operating 
in the more traditional leverage guidelines. We value our 
relationship lenders because of their sector knowledge, and 
we know that we can work constructively with them to grow 
a company organically and through acquisitions. If we can 
maintain a reasonable amount of fl exibility on amortization 
and other terms, it can be a great partnership. 

Michalik, Kinderhook Industries. BDCs like scale, which 
is typically a minimum of $10 million of EBITDA for them 
to be competitive. How your covenants are structured 
matters in the waste industry because it is a very capital 
intensive business. For us, it is about having a lending 
partner that understands the business and has been 
involved with companies at various growth stages in 
developing assets and markets. Not everything in the 
solid waste industry is profi table on day one—whether it 
is a MRF or a transfer station or a landfi ll. Each requires 
signifi cant upfront capital and no revenue or profi t for 
some period of time.

How do you look at 
fi nancing opportunities/ 
“leverageability” of 
businesses/models?
International Lending Institution. It is a bottom-up 
fundamental analysis, which comes down to the company’s 
market position, contracts and historical renewal rates, 
customer concentration, and pricing trends. 

Subsectors most attractive and why?

Juetten, Union Bank. We look at opportunities within a 
broad spectrum of environmental companies. The most 
attractive for us are traditional integrated waste companies 
with good contracts and strong management teams. This 
tends to ensure stability of cash fl ow and allows for a 
higher leverage profi le. 

As more municipalities demand conversion to CNG trucks, 
or more regulations regarding recycling and zero waste 
are initiated, we look at the strength of the contracts as a 
strong component to the fi nancing package. On the other 
hand, recent increasing banking regulations are limiting 
the ability of lenders to put out capital to companies with 
increased leverage profi les.

Ursuy, Comerica. In Environmental Services, it is traditional 
solid waste companies. Solid waste is a mature industry 
with solid fundamentals and very sustainable cash fl ows 
which lead to healthy valuations for these companies, 
which is our collateral. 

International Lending Institution. Beginning in 2010, we 
started to see a pickup in residential fi xed investment 
(RFI). Obviously, there is high correlation between solid 
waste and RFI. That was a macro theme of our initial thesis. 
Industry fundamentals are favorable. It is a capital intensive 
industry. However, as long as you are disciplined on your 
return on capital, you can create equity value. 

Solid waste is a local, market-by-market business. Our 
view was that it is a scalable business, particularly if you 
have landfi lls. The incremental volume at the landfi ll is very 
high margin. We saw an opportunity to back management 
teams of smaller waste companies that owned landfi ll 
assets and were looking to buy haulers to internalize that 
waste and scale up.

Subsectors more challenging and why?

Juetten, Union Bank. The more challenging subsectors 
are in companies that are moving into the next phase of 
organic processing relative to diversion from landfi lls to 
more capital intensive technology with uncertain results 
to date.

Spotlight On: Investing in Energy and Environmental 
Services 
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Recycling

Ursuy, Comerica. Pure play recycling companies that 
only process and sell commodities, given the tremendous 
volatility of the cash fl ows and commodity pricing.

International Lending Institution. Recycling makes sense 
from an environmental perspective. From an investment 
perspective, we are not big on recycling on a standalone 
basis because of the commodity risk and volatility. It 
is expensive, and the return on capital metrics are not 
attractive.

Energy Services 

Ursuy, Comerica. For us, it is about disposal and 
diversifi cation. We want companies that have disposal 
assets. We want companies to be diversifi ed not only 
between natural gas and oil but also between basins. We 
are looking at how sustainable is the growth, taking into 
account cyclicality and the volatility of commodity prices. 

International Lending Institution. We have looked 
at opportunities in energy waste, in conjunction with 
wastewater treatment. The regulatory barriers for 
wastewater treatment are lower. The facilities are not that 
expensive to build. We’d be looking at the customers, 
basins, and the competitive dynamics. At the end of the 
day, it comes down to what is the real underlying recurring 
cash fl ow. It is probably a better equity story than a debt 
story.

Please comment on trends 
in leverage. 

SOLID WASTE

Ursuy, Comerica. The typical classic leverage profi le in 
solid waste is funded at 3x senior, 4x total. There are 
always exceptions to the rule though. Most of the major 
public companies run about 3x. There is a reason for that. It 
is a very capital intensive industry, and companies need to 
generate enough free cash fl ow to repay debt and reinvest 
in their equipment. A healthy company should be able 
to do both. We see some companies that are neglecting 
maintenance capex because they’ve taken on more debt 
so they are using all their cash fl ow to pay their debt when 
they should also be using it to replace their fl eet. 

International Lending Institution. Solid waste is a very 
utility-like cash fl ow business, especially if you are in the 
municipal side. We can go deeper on the leverage with 
the unitranche structure, which today looks like 4x up to 
5x-5.5x. We are comfortable at that 5x level, plus or minus, 
for a vertically integrated waste provider in a good market. 
Leverage will be at the lower end of that range for smaller 
companies because scale matters in this industry. 

Construction & demolition and commercial roll-off do not 
have the same steady cash fl ow characteristics as a MSW 
and landfi ll business. Therefore, leverage wouldn’t be as 
aggressive.

Commercial bank lenders are going to be less than 4x 
senior leverage because of the regulatory restrictions. 
Senior lenders can get to 3.5x-3.75x. The issue the senior 
lenders have is more on the fi xed charge coverage. 

LIQUID WASTE

International Lending Institution. In used oil, there is 
commodity price volatility and contracts are fl uid and 
shorter-term. Leverage will not be as aggressive 
(3x-4x total leverage).  
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Industry Valuations

Relative Valuation Trends

Solid Waste - Vertically Integrated Solid Waste - Waste-to-Energy

Environmental Engineering & Consulting

Special Waste - Other

E-Waste & Metals Recycling

BGL Environmental Services indices defined on Page 35.

SOURCE:  S&P Capital IQ.
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Industry Valuations

Relative Valuation Trends

NOTE:  Figures in bold and italic type were excluded from median and mean calculation.

(1)  As of 12/12/2014.

(2)  Market Capitalization is the aggregate value of a firm's outstanding common stock.

(3)  Enterprise Value is the total value of a firm (including all debt and equity).

SOURCE:  S&P Capital IQ.

($ in millions, except per share data) Current   % of   Market Enterprise Total Debt/ TTM

Company Name Country Ticker Stock Price (1) 52W High Capitalization (2) Value (3) Revenue EBITDA EBITDA Revenue Gross EBITDA

SOLID WASTE (VERTICALLY-INTEGRATED)
Waste Management, Inc. United States NYSE:WM $48.50 97.6% $22,209.2 $32,489.2 2.3x 9.3x 2.9x $14,059.0 35.3% 24.7%
Republic Services, Inc. United States NYSE:RSG 38.72 96.9% 13,766.5 20,686.3 2.4x 8.3x 2.8x 8,704.6 38.3% 28.6%
Waste Connections Inc. United States NYSE:WCN 43.03 84.5% 5,340.9 7,242.2 3.6x 10.3x 2.7x 2,038.8 45.2% 34.3%
Progressive Waste Solutions Ltd. Canada TSX:BIN 29.81 96.5% 3,421.1 4,834.9 2.5x 9.4x 2.9x 2,006.4 37.8% 25.6%
Casella Waste Systems Inc. United States NasdaqGS:CWST 3.70 62.8% 150.0 671.3 1.3x 8.2x 6.4x 519.5 28.0% 15.7%
Median $38.72 96.5% $5,340.9 $7,242.2 2.4x 9.3x 2.9x $2,038.8 37.8% 25.6%

Mean $32.75 87.6% $8,977.5 $13,184.8 2.4x 9.1x 2.8x $5,465.7 36.9% 25.8%

SOLID WASTE (WASTE-TO-ENERGY)
Covanta Holding Corporation United States NYSE:CVA $22.81 90.0% $2,988.1 $5,168.1 3.1x 11.2x 4.9x $1,669.0 38.4% 27.7%
Shanks Group plc United Kingdom LSE:SKS 1.53 80.2% 607.2 1,145.8 1.2x 9.5x 5.8x 1,001.5 16.0% 12.0%
Median $12.17 85.1% $1,797.6 $3,156.9 2.1x 10.3x 5.4x $1,335.3 27.2% 19.9%

Mean $12.17 85.1% $1,797.6 $3,156.9 2.1x 10.3x 5.4x $1,335.3 27.2% 19.9%

SPECIAL WASTE (BROADLY DIVERSIFIED)
Veolia Environnement S.A. France ENXTPA:VIE $17.51 94.5% $9,595.5 $22,193.3 0.8x 7.9x 5.6x 30,765.3 15.9% 9.2%
Clean Harbors, Inc. United States NYSE:CLH 48.47 74.0% 2,905.7 4,043.7 1.2x 7.7x 2.7x 3,436.0 28.3% 15.3%
Newalta Corporation Canada TSX:NAL 12.95 65.0% 725.4 1,116.1 1.5x 7.8x 2.8x 745.2 25.0% 19.2%
Median $17.51 74.0% $2,905.7 $4,043.7 1.2x 7.8x 2.7x $3,436.0 25.0% 15.3%

Mean $26.31 77.8% $4,408.8 $9,117.7 1.2x 7.8x 2.7x $11,648.9 23.1% 14.6%

SPECIAL WASTE (OTHER)
Stericycle, Inc. United States NasdaqGS:SRCL $128.00 95.9% $10,870.3 $12,528.7 5.1x 18.0x 2.4x $2,446.6 45.7% 28.5%
Darling Ingredients Inc. United States NYSE:DAR 17.85 82.2% 2,939.7 5,129.6 1.5x 11.1x 4.9x 3,322.9 25.2% 13.9%
Secure Energy Services Inc. Canada TSX:SES 12.12 49.8% 1,469.1 1,765.2 1.0x 10.4x 1.9x 1,861.9 9.0% 9.1%
US Ecology, Inc. United States NasdaqGS:ECOL 39.24 76.0% 848.6 1,250.7 3.6x 12.2x 4.0x 349.6 35.2% 29.4%
Renewable Energy Group, Inc. United States NasdaqGS:REGI 9.16 59.2% 387.5 502.2 0.4x 10.4x 5.1x 1,326.8 7.1% 3.6%
Heritage-Crystal Clean, Inc United States NasdaqGS:HCCI 9.73 47.1% 180.0 184.3 0.6x 8.0x 0.8x 313.9 17.8% 7.3%
Nuverra Environmental Solutions, Inc. United States NYSE:NES 6.54 30.7% 178.6 753.1 1.4x 7.0x 5.4x 522.9 13.0% 20.6%
Vertex Energy, Inc. United States NasdaqCM:VTNR 3.21 28.5% 81.6 123.8 0.5x 19.4x 6.8x 243.1 9.7% 2.6%
Perma-Fix Environmental Services Inc. United States NasdaqCM:PESI 4.33 73.8% 49.6 62.8 1.2x NM NM 52.8 17.7% -1.6%
Median $9.73 59.2% $387.5 $753.1 1.2x 10.8x 4.0x $522.9 17.7% 9.1%

Mean $25.58 60.4% $1,889.5 $2,477.8 1.7x 12.1x 3.5x $1,160.1 20.1% 12.6%

ENVIRONMENTAL ENGINEERING & CONSULTING
Amec Foster Wheeler plc United Kingdom LSE:AMFW $12.63 63.2% $4,844.5 $4,803.6 0.8x 9.3x 0.6x $6,569.7 13.6% 7.9%
AECOM Technology Corporation United States NYSE:ACM 29.40 76.9% 4,522.4 5,038.1 0.6x 12.3x 2.4x 8,356.8 4.8% 4.9%
Chicago Bridge & Iron Company N.V. Netherlands NYSE:CBI 39.14 43.9% 4,238.5 6,379.0 0.5x 5.7x 2.0x 12,603.5 11.2% 8.9%
ARCADIS NV Netherlands ENXTAM:ARCAD 29.90 84.2% 2,435.9 2,791.5 0.9x 10.2x 2.3x 3,386.7 18.6% 8.1%
Tetra Tech Inc. United States NasdaqGS:TTEK 25.62 82.9% 1,603.9 1,686.4 0.9x 11.1x 1.3x 1,859.9 15.3% 8.2%
Great Lakes Dredge & Dock Corporation United States NasdaqGS:GLDD 8.00 84.7% 481.1 745.9 1.0x 9.8x 3.8x 777.6 12.8% 9.8%
Cardno Limited Australia ASX:CDD 2.55 42.0% 417.7 600.0 0.6x 4.6x 2.2x 1,235.1 14.0% 10.5%
TRC Companies Inc. United States NYSE:TRR 6.34 85.3% 192.2 168.4 0.4x 5.6x 0.2x 376.8 16.4% 8.0%
Median $19.13 79.9% $2,019.9 $2,238.9 0.7x 9.6x 2.1x $2,623.3 13.8% 8.1%

Mean $19.20 70.4% $2,342.0 $2,776.6 0.7x 8.6x 1.9x $4,395.8 13.4% 8.3%

E-WASTE & METALS RECYCLING
Sims Metal Management Limited Australia ASX:SGM $9.04 95.5% $1,851.0 $1,809.8 0.3x 15.8x 0.1x $6,737.7 9.8% 1.7%
Commercial Metals Company United States NYSE:CMC 15.68 74.0% 1,845.0 2,836.6 0.4x 7.8x 3.9x $7,040.0 9.9% 5.2%
ALBA SE Germany DB:ABA 65.56 78.4% 645.2 652.1 0.3x NM NM $2,172.8 8.4% -1.6%
Schnitzer Steel Industries, Inc. United States NasdaqGS:SCHN 22.25 66.8% 582.2 881.1 0.3x 8.3x 3.0x $2,543.6 8.6% 4.2%
Industrial Services of America, Inc. United States NasdaqCM:IDSA 3.85 55.1% 30.6 47.1 0.4x NM NM $117.5 2.5% -0.1%
Metalico Inc. United States AMEX:MEA 0.35 13.2% 20.6 139.4 0.3x 6.2x 5.6x $554.7 8.2% 4.1%
Median $12.36 70.4% $613.7 $766.6 0.3x 7.8x 3.0x $2,358.2 8.5% 2.9%

Mean $19.46 63.8% $829.1 $1,061.0 0.3x 7.4x 2.3x $3,194.4 7.9% 2.2%

TTM MarginsEnterprise Value / TTM
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Industry Valuations

Sector Performance

SOURCE: S&P Capital IQ.Index:  December 12, 2013= 100.
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