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Overview of the Sector

Lift maintenance and servicing companies operate in one of the most quietly dependable
sectors in the UK economy.

If a building has a lift, it must be maintained.
If it’s maintained, it must be inspected.
If it’s inspected, it must be documented.

This is not optional.

From residential apartment blocks and hospitals to offices, hotels, shopping centres and care
homes, lifts are critical infrastructure. And once installed, they require ongoing servicing,
compliance checks, repairs, modernisation, and eventually replacement.

For Dealmakers, this sector offers:

Recurring contracted revenue

High regulatory compliance requirements
Strong barriers to entry

Low customer churn

A highly fragmented ownership base
Excellent buy-and-build potential

It is not glamorous. It is highly technical. And it can be extremely profitable.

Size of the Sector

The UK lift installation, repair and maintenance market is estimated at £1.6—£2.0
billion annually

Maintenance and servicing accounts for approximately 60—70% of total sector
revenue

There are an estimated 300,000+ lifts in operation across the UK

Over 8,000 lift-related businesses operate in the UK, though the majority are small
service firms



Growth is steady rather than explosive — typically 3-5% per annum — driven by:
ypically P y

e Ongoing building development

e Ageing infrastructure requiring modernisation

e Increased safety regulation

o Residential high-rise expansion

e Accessibility requirements under the Equality Act

This is a mature, essential-services market with dependable demand.

Breakdown of the Sector

Core Revenue Streams

1. Maintenance Contracts (Primary Income)
o Scheduled servicing (monthly or quarterly)
o Safety inspections
o Compliance certification
o Emergency call-out cover
2. Reactive Repairs
o Breakdown response
o Component replacement
o Emergency diagnostics
3. Modernisation & Refurbishment
o Control panel upgrades
o Motor replacement
o Door system updates
o Aesthetic refurbishment
4. New Installation (Less Common for Smaller Firms)
o Mostly dominated by large manufacturers
o Smaller independents may subcontract

Most small-to-mid-sized operators focus heavily on maintenance contracts and reactive call-
outs — which generate stable, recurring income.

Client Base

Typical clients include:

e Managing agents (residential blocks)
o Housing associations

e Commercial landlords

o Hospitals and care homes

e Schools and universities

o Retail centres



e Hotels
e Industrial premises

Key feature: once a maintenance contract is secured, switching providers is inconvenient and
risk-laden for building owners. This creates high retention rates.

Ownership Structure
The sector is split between global manufacturers and thousands of independents.

Large Multinationals (~35-40% market share)

e Global lift manufacturers with UK servicing arms
e Strong in new installations
e Often expensive and bureaucratic

Independent Regional Operators (~60—65%)
e Typically 5-50 engineers
o Regional service coverage
o Founder-led businesses

e Often ageing ownership

Many independent firms were started in the 1980s—1990s and are now run by founders
approaching retirement, with limited succession planning.

This creates strong acquisition opportunity.

Largest Players

The UK market includes large international groups such as:

e Otis

e Schindler

e KONE

e TK Elevator (formerly Thyssenkrupp Elevator)

These firms dominate new installations and large commercial contracts.

However, they do not dominate the regional SME servicing market — which remains highly
fragmented.

Private equity has increasingly targeted mid-sized independents for roll-up strategies,
particularly in:



e London
e South East
e Major metropolitan areas

Regulation & Compliance

This sector is heavily regulated.

Key legislation includes:

LOLER (Lifting Operations and Lifting Equipment Regulations 1998)
PUWER (Provision and Use of Work Equipment Regulations)

Health & Safety at Work Act 1974
EN 81 European lift safety standards
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Lifts must undergo:

e Regular inspection

e Thorough examination
e Proper documentation

Failure to comply can result in serious injury, legal action, and reputational damage.

Compliance drives recurring servicing contracts.

Key Factors to Evaluate During Acquisition

1. Recurring Revenue Base

Percentage of income under annual maintenance contracts
Average contract value

Renewal rate

Length of client tenure

e Cancellation clauses

Strong targets often have 70-85% recurring revenue.
2. Engineer Workforce

This is a skilled trade.

Evaluate:



e Number of qualified lift engineers

e Age profile of workforce

e NVQ qualifications and certifications
e Retention rates

o Wage structure

The UK has a shortage of trained lift engineers. Labour risk is real.

3. Route Density
Lift maintenance businesses benefit from geographic efficiency.
Questions to ask:

e How concentrated is the portfolio?

e Average travel time per job?

e Fuel and vehicle costs?

o Call-out response times?

High-density urban portfolios are significantly more profitable than dispersed rural contracts.

4. Contract Quality
Not all maintenance contracts are equal.
Look for:

e Clear service level agreements

e Transparent pricing

e Call-out charges properly structured

e Price review mechanisms

Avoid informal or handshake-style agreements where possible.

5. Liability Exposure
Check:

o Insurance coverage

e Claims history

e Documentation of inspections
o Litigation exposure



This is a safety-critical sector. Poor documentation is a red flag.

6. Modernisation Backlog
Ask:
e How many lifts in the portfolio require upgrades?
o Is there an identified pipeline of modernisation work?

o Is the company equipped to deliver it?

Modernisation can be high-margin.

Opportunities for Acquisition

Buy-and-Build Strategy

This sector lends itself perfectly to regional consolidation:
e Acquire 2-3 local operators
o Combine engineer teams
e Improve route density

e Centralise admin and billing
e Increase contract pricing gradually

Upselling Modernisation
Many independent firms undercharge and under-market upgrade services.
A commercially focused buyer can:

e Audit installed base

o Identify ageing systems
o Launch proactive upgrade campaigns

Professionalisation
Smaller firms often lack:
e CRM systems

e Digital job tracking
e Automated compliance reminders



KPI dashboards

Operational discipline can materially increase margin.

Cross-Sector Synergies

Strong bolt-on for:

Facilities management groups
Fire & security providers
Property maintenance platforms
Compliance roll-ups

Challenges and Risks

Labour Shortage

Lift engineers are scarce and expensive. Recruitment is difficult.

Retention strategy is essential.

Large Player Competition

Multinationals may compete aggressively on price for major contracts.

Technical Complexity

Requires genuine sector understanding. This is not a generalist trade.

Liability Risk

One serious incident can cause reputational and financial damage.

Capital Requirements

Modernisation projects require working capital.



Is It a Good Sector for Investment?

Yes — for the right buyer.
It is particularly attractive if you are seeking:

e Recurring revenue

e Low customer churn

e Compliance-driven demand

o Defensive characteristics

e Regional roll-up opportunity

o Strong exit appetite from PE and strategic buyers

It is less suitable if you are seeking:

o Fast growth without operational depth
o Asset-light digital businesses
e Low technical involvement

This is an operationally led, technically grounded sector — but one with strong predictable
cashflow.

Recommendations for Deal Club Members

o Target firms with 500-2,000 lifts under maintenance
o Prioritise high contract renewal rates

e Assess engineer workforce stability

e Focus on regional density

e Avoid underpriced portfolios

o Investigate documentation quality thoroughly

o Explore bolt-on acquisitions within 50-mile radius

e Build recurring revenue before attempting exit

Summary

Lift maintenance and servicing is a quietly powerful sector.

e Every lift must be maintained.
e Every building owner must comply.
e Every contract renews — if service levels are strong.

It’s fragmented, essential, and recurring.



For Deal Club members seeking stable cashflow with consolidation upside, this is a sector
worth serious consideration.
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