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Forward Looking Statements

We make forward-looking statements in this press release within the meaning of the Private Securities Litigation Reform Act of 1995. These forward-looking

statements relate to expectations or forecasts for future events, including, without limitation, our earnings, Adjusted EBITDA, revenues, expenses, capital

expenditures or other future financial or business performance or strategies, results of operations or financial condition. These statements may be preceded by,

followed by or include the words “may,” “might,” “will,” “will likely result,” “should,” “estimate,” “plan,” “project,” “forecast,” “intend,” “expect,” “anticipate,”

“believe,” “seek,” “continue,” “target” or similar expressions. These forward-looking statements are based on information available to us as of the date they were

made, and involve a number of risks and uncertainties which may cause them to turn out to be wrong. Accordingly, forward-looking statements should not be

relied upon as representing our views as of any subsequent date, and we do not undertake any obligation to update forward-looking statements to reflect events or

circumstances after the date they were made, whether as a result of new information, future events or otherwise, except as may be required under applicable

securities laws. As a result of a number of known and unknown risks and uncertainties, our actual results or performance may be materially different from those

expressed or implied by these forward-looking statements. Please refer to our Form 8-K/A filed on August 15, 2016, our most recent quarterly report filed on

Form 10-Q filed on August 15, 2016, our registration statement on Form S-4 filed on June 10, 2016, as amended, and the proxy statement/prospectus/information

statement included therein, as supplemented, and in particular any discussion of risk factors or forward-looking statements therein, which are available on the

SEC’s website (www.sec.gov), for a full discussion of the risks and other factors that may impact any forward-looking statements in this presentation.
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Limbach – At a Glance

Share Information1

• Listed on OTCQX on August 3, 2016,

following merger with TFSC

• Recent Price: $9.30

• Market Cap: $54.9 million

• Common Shares Outstanding: 5.9 million

• Warrants Outstanding: 1.6 million at an

average strike price of approximately $11.90;

full conversion would equal 4.7 million

common shares

2 Source: Engineering News Record

Key Points

• Founded in 1901, Limbach is one of the largest mechanical

systems solutions firm in the U.S.2

• Seasoned, proven leadership and infrastructure that is well-

positioned to maximize value

• Favorable industry dynamics as the current upward leg of

the construction cycle supports growth

• Attractive entry opportunity with strong forward visibility

• Focused growth strategies on developing annuity income

and forging long term customer relationships

Transaction Timeline

Limbach signs agreement to merge 

with 1347 Capital (TFSC)

March 23, 2016 Record Date July 19, 2016

June 10, 2016
TFSC shareholders approve merger at 

special meeting

Merger Closes

July 20, 2016
LMBH shares begin trading 

on OTCQX

August 3, 2016

1 Share data as of August 26, 2016



Why Limbach?
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Limbach is a preeminent national provider of mechanical design, engineering, installation and

maintenance services

Offering a single-source, innovative and technologically sophisticated solution for the design, installation,

service, maintenance, repair, retrofit and energy efficiency optimization of nonresidential mechanical and

HVAC systems

Strong 
Leadership 
and Service 
Culture

Leading 
Market 
Position with 
Geographic 
and End 
Market 
Diversity

Comprehensive 
Service 
Capabilities

Premier 
Customer Base 
Across 
Attractive 
Vertical Markets

Outstanding 
Growth 
Opportunity 
with Favorable 
Industry 
Dynamics

“Becoming a public company 

is an important milestone in 

Limbach’s history, and we 

believe that the timing is 

right for the Company to 

leverage the opportunities we 

see in the marketplace by 

having access to the capital 

markets in support of  our 

multi-faceted growth 

strategy.”

Charlie Bacon, CEO

Limbach



Full Mechanical Capabilities

Building 

Information 

Modeling

Off-Site / 

Pre-fabrication

24/7

ServiceEngineering Commissioning

Energy

Modeling

Construction and 

Installation

Conceptual 

Estimating

Operations and 

Maintenance
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The Importance of  Mechanical Systems

• HVAC systems are critical to building function and comprise

the largest component of building investment, operating

expenses and energy use

• Energy efficiency programs can reduce overall building energy

costs by as much as 30%, with proper operations and

maintenance accounting for annual operating cost savings of

5% to 20%

MEP 
Systems

60%

Office 
Equipment

4%

Lighting 
20%

Other
16%

HVAC
32%

Lighting
25%

Electronics
8%

Other
36%

MEP Systems
30%

Repair & 
Maintenance

23%

Cleaning
18%

Security
8%

Management
& Admin

10%

Grounds
3%

Source:  BOMA, U.S. Energy Information Administration, ASHRAE.

Initial Investment – CapEx Life Cycle Investment - OpEx

Commercial Building Energy Use Mechanical Energy Efficiency Focus
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Mechanical systems are the most critical systems within a facility 

Full service providers with scale, technical design and engineering capabilities are scarce

Limbach

Opportunity

Limbach

Opportunity



Limbach – Wide Geographic Reach With Room to Expand

Employees Size Bonding

1,400+
Top

12

$600 

million

WESTERN PENNSYLVANIA

EASTERN PENNSYLVANIA

SOUTHERN

CALIFORNIA

MICHIGAN

OHIO

NEW JERSEY

NEW ENGLAND

MID-ATLANTIC

ORLANDO

TAMPA
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The Company has a broad diverse geographic footprint operating from 14 offices in New 
England, the Mid-Atlantic, the Southeast, the Midwest and California



Attractive Vertical Markets – Specialty Niche with Brand Recognition

Focus on large and growing markets that require specialized technical capabilities and 
solutions. Limbach is a desired partner for leading general contractors, construction 
managers and building owners.

Commercial

Healthcare

OSU Cancer Center

Transportation

LAX Bradley Terminal

Sports

New Red Wings Arena

Higher Education

Harvard

Cultural

Hospitality

Four Seasons Resort

Entertainment

Disney – Mine Train Ride Liberty Mutual
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Broad Art Museum



Strong signs of  market expansion = Ample opportunities to drive growth

Non-Residential Construction (Buildings) Put-in-Place

($ in billions)

Source:  Data for 1994 - 2009 per FMI's 2011 U.S. Markets Construction Overview; data for 2010 and later per FMI's 2016 Construction Outlook Second Quarter Report.
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Non-Residential Construction – Large Market with Tailwinds
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Growth forecasted across multiple markets – LMBH core sectors noted in green below

Favorable Industry Outlook

Construction Forecasts

Source:  FMI's 2016 Construction Outlook Second Quarter Report.

• Architectural Billing Index trending over 50 

on a consistent basis which indicates 

increase in billings and future downstream 

business for Limbach

• Strong activity in core end-markets along 

with key customers like Disney (Amusement 

and Recreation) and HCA (Healthcare) 

• FMI Construction Outlook projects total 

nonresidential building construction to 

grow nearly 6% annually to over $567 

billion in 2020 based on construction put in 

place

Indicators and Outlook

Change from 

Prior Year % Change

2014

Actual

2015

Actual

2015A-

2020F

CAGR

Total Nonresidential Buildings 8% 16% 5%

Amusement and Recreation 9% 24% 3%

Commercial 18% 7% 4%

Education 1% 7% 6%

Healthcare (6)% 4% 6%

Lodging 20% 31% 5%

Manufacturing 14% 44% 4%

Office 21% 22% 5%

Public Safety (1%) (5%) 2%

Transportation 6% 7% 6%
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Historical Growth Across Limbach’s Target Markets

Source:  FMI's 2016 Construction Outlook Second Quarter Report. / Forecast as of Q2 2016
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Amusement and Recreation Construction Put in Place

Education Construction Put in PlaceHealth Care Construction Put in Place

Transportation Construction Put in Place



Outstanding Construction and Service Relationships

12



Limbach is ideally positioned to expand service capabilities and take share as demand for 
technically complex and energy efficient buildings grows

Core Growth Plan

• Targeting “population 

migration” regions such as TX, 

NC, SC, FL and the northwest.

• Complementary strategic 

acquisitions leveraging 

Limbach’s unique offering with 

engineering and technology

• Proven greenfield office 

expansion into satellite markets 

of  existing branches

• Prior expansion success 

demonstrates management 

effectiveness in deploying 

capital

• Grow recurring, high margin 

maintenance services platform 

• Leverage 2012 building 

automation partnership with 

Siemens

• Further expand MEP pilot 

from Mid-Atlantic to other 

locations to further 

differentiate Limbach from 

competitors 

• Target of  controlling 25% -

50% of  a building’s 

construction costs

• Further expand presence in 

existing markets 

• Further penetrate key customer 

relationships with higher-end 

services

• Strategic selling with a focus on 

cross-selling construction & 

maintenance services 

• Leverage engineering and BIM 

capabilities

• Maximize prefabrication to 

dramatically reduce field 

construction cost

• Continue rapid growth of  

maintenance/service segment

Geographic ExpansionIntegrated ServicesGain Market Share

13



Annuity Streams: Maintenance
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• Limbach’s contractual maintenance base has increased steadily in response to recent 

investments in sales people, training and business development efforts

• Growth in the maintenance base has driven a greater increase in pull-through special 

project and construction revenue which generates comparatively higher gross margins than 

stand-alone construction projects
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Limbach’s access to capital will enable pursuit of  unique acquisition opportunities that can 
integrate ideally into its geographic / service expansion model

Strategic Acquisitions

Attractive Acquisition Environment Geography

Integrated MEP Platform

• Highly fragmented industry dominated by small, single 

location businesses and mid-sized regional firms 

(typically family owned / operated)

• Few large competitors – only a few firms with 

revenues over $500 million

• Significant consolidation opportunities for businesses 

with scale and capable management teams

• Geographic opportunities

 Target MEP businesses in populations migration regions

• Expand service offering

 Target electrical and fire protection businesses within existing 

footprint

 Build full MEP offering, controlling 50% of  a building’s  

construction cost, plus full maintenance opportunity

WESTERN PA

EASTERN PA

SOUTHERN

CALIFORNIA

MICHIGAN

OHIO

NEW JERSEY

NEW ENGLAND

MID-ATLANTIC

ORLANDO

TAMPA

Mechanical

Electrical

Fire Protection

15



Depth of  Limbach’s Leadership Team
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Experienced Management Team Assembled 
to Lead Limbach During its Expansion

Charlie 

Bacon,

Chief 

Executive 

Officer

Kris Thorne,

EVP, Chief 

Operating 

Officer

John Jordan,

EVP, Chief 

Financial 

Officer

David 

Leathers,

EVP, 

Maintenance 

& Service

Cristine 

Leifheit,

Director of 

Human 

Relations

Marc 

Hoogstraten,

SVP, Chief 

Learning 

Officer

Tim Ward,

President, 

Engineering 

& Design 

Services

Scott Wright,

General 

Counsel

Bill Greek,

SVP, National 

Sales & 

Marketing 

Officer

Mike 

McCann,

President, 

Harper 

Average

Years at 

Limbach
12 28 1 10 18 24 18 10 1 6 13

Years in 

Industry
34 28 28 35 18 24 34 23 35 12 27



Financial Performance – Strong Backlog / EBITDA Growth Rate

Historical Performance

Comments

• Strong forward visibility with large

backlog and revenue coverage

• Growth of  recurring, higher margin 

maintenance services provides stability 

and improved profit mix

• Competing on capabilities versus price as 

market recovers from cost-based 

decisions in prior years

• Focus on operational improvements 

driving sustainable margin enhancements 

in coming years

• Performance in 2016 expected to reflect 

continued strength in the market and 

improvements in execution
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2016 Forecast

• 2016 revenue estimates: $407 million

• 2016 Adjusted EBITDA: $17.0 million*

* Does not reflect estimated public company expenses (estimated at approximately $750,000)

($ in thousands) 2014 2015 2016 YTD

Revenue $294,436 $331,350 $194,467

Cost of Revenue 255,381 285,938 169,140

Gross Profit 39,055 45,412 25,327

SG&A 33,972 37,767 20,118

Operating Income 5,083 7,645 5,209

Gain (Loss) on Sale of PP&E 37 (73) (3)

Interest Expense (3,134) (3,200) (1,719)

Net Income $1,986 $4,372 $3,487

EBITDA Calculation

Net Income $1,986 $4,372 $3,487

Depreciation 2,594 2,630 1,433

Interest Expense 3,134 3,200 1,719

Gain (Loss) on Sale of PP&E 37 (73) -

Other Adjustments 1,325 3,051 622

Adjusted EBITDA $9,076 $13,180 $7,261

Operating Statistics

Revenue Growth -10.2% 12.5% 24.1%

Gross Margin 13.3% 13.7% 13.0%

Adjusted EBITDA Margin 3.1% 4.0% 3.7%



2016 Second Quarter Financial Results
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Q2 % 
Increase

23.1% 29.4%

Gross Margin Improved 
to 13.6% from 13.1% 

72.5%

$156.7

$194.5

$78.5

$96.6
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Gross Profit

$1.0

$3.5

$0.5
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$0.5

$1.0

$1.5

$2.0

$2.5

$3.0

$3.5

$4.0

1H 2015 1H 2016 Q2 2015 Q2 2016

Net Income

$4.4

$7.3

$2.3

$3.9

$0.0

$1.0

$2.0

$3.0

$4.0

$5.0

$6.0

$7.0

$8.0

1H 2015 1H 2016 Q2 2015 Q2 2016

Adjusted EBITDA*

291.8%

Top Line Growth Strong Operating Results
Bottom Line 

Improvement 

$ in millions / * Reconciliation at end of presentation

• Construction backlog rose 36.1% to $402.2 million at June 30, 2016 from $295.4 million as of  a year ago

• Service backlog at June 30, 2016 was $45.2 million, which was up 85.2% from $24.4 million a year ago. 



Comparable Companies Analysis
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Data as of August 11, 2016

Source: Yahoo, Bloomberg

Ticker Share 

Price

Market

Cap

Enterprise 

Value

EBITDA

(LTM)

EBITDA 

(2016 CY 

EST)

EV/EBITDA 

(LTM)

EV/EBITDA 

(2016 CY EST)

P/E 

(LTM)

P/E 

(2016 CY EST)

FIX $ 28.14 $ 1,040 $ 1,080 $ 122.3 $132.0 8.8x 8.2x 18.9x 16.9x

EME $ 56.58 $ 3,440 $ 3,530 $ 379.6 $386.7 9.2x 9.2x 18.9x 18.6x

TPC $ 23.89 $ 1,170 $ 1,890 $ 170.9 $280.7 9.7x 6.7x 15.1x 11.7x

IESC $ 15.06 $ 323 $ 266 $ 24.4 N/A 10.9x N/A 13.1x N/A

Mean 9.6x 8.2x 16.5x 15.7x

Median 9.5x 8.3x 18.9x 16.9x

LMBH $ 8.90 $ 52.8 $ 80.1 $ 15.7 $17.0 5.1x 4.7x N/A N/A

Limbach Comparable Companies Analysis

($ in millions except Share Price)



Appendix: Reconciliation Table
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* Use of Non-GAAP Financial Measures 
 

Adjusted EBITDA is a non-GAAP financial measure. We define Adjusted EBITDA as net income attributable to 
stockholders, plus depreciation and amortization expense, interest expense, taxes, and non-recurring expenses such 
as management fees and management consulting fees. We believe that Adjusted EBITDA is meaningful to our 
investors to enhance their understanding of our financial performance for the current period exclusive of expenses 
that will not reoccur. We understand that Adjusted EBITDA is frequently used by securities analysts, investors 
and other interested parties as a measure of financial performance and to compare our performance with the 
performance of other companies that report Adjusted EBITDA. Our calculation of Adjusted EBITDA, however, 
may not be comparable to similarly titled measures reported by other companies. When assessing our operating 
performance, investors and others should not consider this data in isolation or as a substitute for net income 
calculated in accordance with GAAP. Further, the results presented by Adjusted EBITDA cannot be achieved 
without incurring the costs that the measure excludes. 

With respect to projected full year 2016 Adjusted EBITDA, a quantitative reconciliation is not available without 
unreasonable efforts due to the high variability, complexity and low visibility with respect to taxes and the final 
accounting of the recent business combination, which are excluded from Adjusted EBITDA. We expect the 
variability of these items to have a potentially unpredictable, and potentially significant, impact on our future 
GAAP financial results. 
  

Reconciliation of Adjusted EBITDA to Net Income 

 

  Three Months Ended June 30,  Six Months Ended June 30, 

  2016  2015  2016  2015 

         

Net income attributable to Limbach Holdings LLC $ 2,018 $ 515 $ 3,487 $ 962 

Adjustments:         

Depreciation and amortization  738  635  1,433  1,258 

Interest expense  884  784  1,719  1,532 

Taxes and other  -  -  -  - 

Management Fees and Expense 

Reimbursement (1) 

 308  320  622  678 

Sperduto Consulting (2)  -  35  -  - 

Adjusted EBITDA attributable to Limbach  3,948  2,289  7,261  4,430 

         
(1) Limbach Holdings LLC paid management fees to its majority shareholder and a minority shareholder group. Total management fees 
were $320,000 in the second quarter of 2015 and $308,000 in the second quarter of 2016. Total management fees were $678,000 for the 
six months ended June 30, 2015 and $622,000 for the six months ended June 30, 2016. The management agreement terminated upon 
closing of the business combination. 
 
(2) Sperduto is a management consulting firm that was employed by Limbach Holdings LLC to undertake a onetime assessment of all 
existing senior management staff. Limbach Holdings LLC incurred $224,000 of expenses related to the onetime assessment of existing 
senior management staff, including $35,000 in the second quarter of 2015. The Company continues to employ Sperduto for new hire 
assessment and other projects and expenses are recognized in the current year and are not considered an Adjusted EBITDA adjustment 


