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Washroom & Hygiene Services (UK)

Overview of the Sector

Washroom and hygiene services are the behind-the-scenes essentials of every business
premises. From sanitary waste collection and air freshening units to hand dryers, soap
dispensers, and floor mats — these services keep commercial environments compliant, clean,
and customer-ready.

It’s a sector driven by legislation, hygiene standards, health & safety requirements, and
growing awareness around environmental impact. The vast majority of UK businesses
outsource these services, creating recurring contracts, high client retention, and predictable
cashflow — all qualities that make the sector highly attractive for acquisition.

The market is fragmented, with a handful of major national players and hundreds of regional
firms serving local clients across industries including retail, hospitality, education, healthcare,
logistics, and commercial offices.

With regulatory standards increasing post-COVID, and sustainability now a key procurement
factor, there’s significant opportunity for growth, consolidation, and operational
improvement.

Size of the Sector

e The UK hygiene and washroom services market is estimated at £1.2 billion annually
(2023) and projected to grow at 4-5% CAGR over the next 5 years.

e Demand is fuelled by mandatory hygiene compliance under The Workplace (Health,
Safety and Welfare) Regulations 1992 and Environmental Protection Act 1990.

o The sanitary waste management segment alone accounts for over £250 million in
annual UK revenue.

Sources: IBISWorld UK Reports; Technavio UK Hygiene Services Market Forecast

Breakdown of the Sector

Core Services Include:

e Sanitary bin supply and collection (feminine hygiene waste)
e Nappy disposal services



e Air freshener systems and scent delivery

e Soap dispensers, hand dryers, paper towel units

o Consumables restocking (soap, paper, sanitiser)

e Vending machine maintenance

e Floor mat exchange/laundry services

e Water management and urinal services

e Clinical and sharps waste disposal (in healthcare settings)

Clients Typically Include:

e Offices and co-working spaces

e Pubs, restaurants, and leisure venues

e Schools and nurseries

e Hospitals, clinics, dental practices

e Factories, warehouses, and logistics firms
e Local authorities and public buildings

Ownership Structure

e Independent regional firms: ~65% of the market
o Mid-sized multi-site operators: ~20%
o Large corporates and PE-backed consolidators: ~15%

The sector remains highly fragmented, with many single-depot operators turning over under
£2m per year. There is a strong opportunity for buy-and-build roll-up strategies, especially
outside London and the South East.

Largest Businesses and Major Players

o Rentokil Initial - The UK’s largest player with national reach across hygiene and
pest control

o PHS Group — PE-backed business operating in hygiene, workwear and compliance
services

o Citron Hygiene — A global provider with growing UK footprint

o Hygiene Solutions Ltd, Airlabs, and multiple regional specialists

Larger players often operate on long-term contracts and compete on sustainability, digital
tracking, and bundled service offerings.

Key Factors to Evaluate During Acquisition

1. Recurring Revenue Contracts



o Length, renewal terms, and exit clauses
o Pricing structures — fixed vs usage-based
o Cross-sell of multiple services per client
Route Density and Logistics
o How efficiently is the service area covered?
o Route planning software and tracking in place?
o Mileage, fuel and driver cost ratios
Compliance and Licensing
o Waste carrier licenses (Environment Agency)
o Health & safety policies and training records
o Sharps/clinical waste disposal contracts (where applicable)
Service Delivery Infrastructure
o Own fleet vs subcontracted drivers
o Number and condition of units in circulation
o Central depot(s) capacity and workflow
Staff and Management
o Key driver and technician retention
o Customer service or account management team
o Owner involvement in daily ops
Technology and Reporting
o Use of route optimisation and CRM tools
o Digital compliance logs and client portals
o Manual vs automated scheduling and replenishment

Opportunities for Acquisition

Buy-and-build in a defined region, creating route density and operational efficiency
Upsell hygiene tech and consumables to existing client base

Specialise in regulated sectors (e.g. healthcare, education)

Bundle with pest control, facilities management or waste services to increase
wallet share

Digitise legacy firms with basic tech to improve reporting, renewals and compliance
Drive eco-differentiation through sustainable products and carbon reporting

Challenges and Risks

Rising fuel and wage costs impacting service margin

Client churn at renewal stage, especially if service quality slips
Capex required for fleet or unit upgrades

Competition from national players with integrated offerings
Regulatory tightening around waste disposal and tracking
Manual processes leading to inefficiencies or compliance risk

Is It a Good Sector for Investment?

Yes — particularly for buyers seeking:

Recurring revenue and high client retention



o Essential B2B services with low economic volatility
e Operational efficiency plays (route density, bundling, tech)
o Exit potential via consolidation into larger hygiene or FM groups

The sector is unglamorous — but reliable.

With the right tech, culture and acquisition plan, it’s possible to build a highly profitable
regional or national player.

Recommendations for Deal Club Members

e Target independent firms with 300—1,500 clients on contract

o Prioritise route efficiency and client retention rates

e Look for bolt-on opportunities within 50-mile radius

e Ask for service volume data (e.g. bin collections per month)

e Check waste transfer licensing is up to date

e Understand staffing, especially owner-driver roles

e Consider offering ESG-focused hygiene services as a differentiator
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