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TALKS OF VARIOUS POLITICAL AND LEGAL developments 
in the United States and the countries with which it interacts 
dominated public discourse in early 2025 and for good reason. 
Topics like sweeping tariffs and mass deportation have the 
potential to impact nearly every American, whether it’s in their 
personal life, professional life, or both. While these themes 
could impact the cleaning industry as much as any in existence, 
a survey of nearly 13,000 building service contractors (BSCs) 
suggests many do not seem overly concerned about business 
issues that would directly relate to a changing world. In fact, 
industry professionals seem to be choosing in many respects to 
plan and act like they have in previous years, sometimes with 
the expectation of similar, steady results.

Conducted by Contracting Profits, with sponsor support 
from Building Service Contractors Association International 
(BSCAI), the “2025 Building Service Contractor Market Study” 
shows BSCs are closer to bullish than bearish when forecasting 
their 2025 sales results against 2024. More than one-third (34 
percent) think 2025 sales will end up significantly higher than 
in the previous year. Nearly half (48 percent) of those who 
answered the question expect sales to be slightly higher.  

This level of optimism is nearly identical to how respondents 
felt about the same question last year. Just over one-third (36 
percent) expected sales in 2024 to be significantly higher than 
2023 and almost half (49 percent) expected slightly improved 
sales from 2023 to 2024. In fact, “slightly higher” has been the 
most popular response to the year-over-year sales forecast 
question through the 2020s, demonstrating an industry 
comprised of either cautiously optimistic professionals, steady 
demand, or both. Unsurprisingly, revenue forecasts mirror the 
predicted success of sales, with a slight revenue growth being 
expected in 2025. 

Those financial successes will likely be needed. Considering 
the tight labor market, many businesses are looking to increase 

retention by instituting higher wages in 2025. Three different 
national staffing surveys indicate an average increase of 
anywhere between 3.5 and 3.9 percent for at least two thirds of 
businesses. This national average lines up with 2025 BSC Market 
Study results, which show 70 percent of cleaning contractors 
expect to increase wages for their teams. Time will tell, though, 
whether the percentage increases will mirror national averages. 
One industry-specific survey shows that BSCs plan wage hikes 
anywhere between 2 and 5 percent.  

If these numbers hold true, BSCs will not only be leaning on 
aforementioned sales successes to override the additional labor 
costs, 71 percent expect to extend pricing increases to customers. 
This will require having open and honest conversations with 
customers, conducting new facility assessments, and drafting 
updated proposals. 

Although increases in costs would change the bottom 
lines of the BSC, customer, or both, there is some good news 
when it comes to the state of the contract cleaning market. 
Important aspects of the business are expected to stay the same 
or be similar to previous years, including product availability, 
diversification of product offerings, and demand for automation 
and technology.  

And although labor challenges/shortages remain a hurdle 
for BSCs, roughly half don’t expect them to get worse. 
Unfortunately, 40 percent expect recruitment challenges to 
grow, and these BSCs might be on to something. Even if every 
unemployed person in the United States found a job, there 
would still be positions to fill, according to a report by the U.S. 
Chamber of Commerce.  

The same report found the worker shortage to be most 
difficult for employers in South Dakota, North Dakota, and 
Virginia. Meanwhile, California, Illinois, Michigan, Nevada, 
New Jersey, New York, Texas, and Washington are at least 
enjoying a worker surplus, but the U.S. Chamber of Commerce 
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says geographic limitations can still make it tough to fill some 
of the jobs in those states. 

Overcoming these labor challenges will be top-of-mind 
as BSCs actively seek out opportunities to grow and diversify 
their business offerings. Judging by their responses, BSCs will 
be spending the next year attempting to grow in the market 
segments where they feel the weakest — transportation, 
recreation, and restaurants/clubs. It will be interesting to see if 
that focused approach pays off as those same three segments were 
also the top targets amongst respondents in recent years’ surveys.  

While the commercial segment unsurprisingly remained 
the area where BSCs say they excel, religious facilities rose 
from being identified as the fourth strongest segment in 2024 
to second in 2025. 

In addition to new facility segments, most BSCs are looking 
to diversify services and expand their offerings. When asked 
what special services they do not offer now but hope to offer in 
the next 12 months, 44 percent of respondents selected mold 
remediation. This represents an obvious shift, as only 15 percent 
of respondents selected the option in 2024, and just 12 percent 
and 14 percent in 2023 and 2022, respectively. In fact, the shift 
appears to be one of the more seismic when comparing the 
2025 survey to past years. It is possible BSCs see opportunity 
here because of the increasing prevalence and power of natural 
disasters, like those that impacted the Southeast in recent years. 
The mold that remained after these storms was extensive and 
ramped up the need for restoration services. 

Diversification has been a longtime friend of cleaning 
contractors looking to grow their market share in a crowded 
industry, but many BSCs are becoming more sophisticated 
and are paying close attention to alternative opportunities for 
growth. Mergers and acquisitions have long made headlines 
in the commercial cleaning industry and for good reason 
— it’s both fascinating to watch companies that seem to be 

perpetually going all in, and it’s also critical to see how these 
moves impact everything else.  

And while it might seem like everyone is either buying or 
selling, the truth is the great majority of BSCs choose to stay 
put. Roughly four out of five BSCs (81 percent) say they do not 
plan on acquiring another cleaning company in the next 12 
months. This response is just slightly down from 2024, when 
84 percent said “no.” 

As businesses grow, so do their purchases of products and 
equipment. BSCs say they’re buying 51 percent of their cleaning 
products and equipment from distributors this year, compared to 
62 percent and 61 percent in both 2023 and 2024. It’s likely that 
the difference in response was impacted in part by the addition 
of “Buying group/Group purchasing organization” as an option, 
as it was selected by 12 percent of respondents and is a growing 
choice for many cost-conscious BSCs. If anything, this proves 
that the industry continues to evolve, which is why the survey is 
tweaked to reflect the exact specifications of the industry. 

One thing that tends to remain somewhat consistent year-
over-year is customer demand. With 44 percent of the vote, 
a healthy and sanitary environment for building occupants 
appears to be what customers value most, followed by a 
clean appearance, a low price for cleaning services, and an 
environmentally friendly green cleaning program — an option 
that is always the least selected, typically grabbing just a few 
percentage points of the vote. These results mirror what BSCs 
said in 2022 and 2023, but not 2024, when 44 percent of those 
polled said a clean appearance was most important.   

There is a long way to go before 2025 concludes, which is 
important to consider in an industry where outside forces have 
proven to shake things up dramatically. Still, this market study 
provides a solid roadmap for how commercial cleaning will 
look come 2026.  
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Local 54%

Statewide 12%

Regional 
(more than one state) 22%

International 5%

What market area do you service? 

National 7%

What market segments are you strong in 
now? And which ones are you targeting 
for growth in the next 12 months?

  Strong in now        Target for growth 

Commercial (offi  ce buildings/
property management fi rms)

  82%
  28%

Religious (churches, convents, etc; 
excluding hospitals and schools)

  67%
  40%

Healthcare (hospitals/nursing homes/clinics/medical/
dental offi  ces)

  62%
  53%  

  
Educational (schools/colleges/universities)

  60%
  55%

Industrial (manufacturing plants/food processing/
utilities/warehouses)

  53%
  57%

Government (municipal/county/state/federal)
  51%

  57%

Retail (grocery stores/shopping malls/auto dealers/
department stores)

  48%
61%

Restaurants/Clubs (stand-alone/country clubs)
  39%

  61%

Recreation (sports stadiums/health clubs/movie 
theaters/casinos/bowling alleys)

  33%
74%  

Transportation (airports/public transportation/
airlines/bus and rail stations)

  24%
81%

What percentage of your cleaning 
products and equipment are purchased 
through the following sources?   

Sanitary supply 
distributor 51%

Direct from the 
manufacturer 9%

Retail store 10%

Buying group/Group 
purchasing organization 12%

E-tailer (example: 
Amazon Business) 8%

Warehouse 
wholesale club 9%

Other 1%

Building service 
contractors service an 

average of 165 accounts
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Which of the following  
“special services” do you currently  
provide to your customers? 

Carpet Cleaning 
  88% 

Floor Finishes Stripping/Application 
  86% 

Exterior Window Cleaning 
  79% 

Exterior Pressure Washing 
  63% 

Stone/Marble/Tile Care 
  58% 

Graffiti Removal 
  43% 

Wood Floor Care 
  39% 

General Building Maintenance  
(e.g. relamping, painting, plant watering, etc.)

  39% 
Window Blind Cleaning 

  33% 
Drapery/Upholstery Cleaning 

  33% 
Grounds Care 

  24% 
Recycling Services 

  19% 
Fire/Water Restoration 

  17% 
Snow/Ice Removal 

  13% 
Mold Remediation Services 

  12% 
Light Bulb Disposal

  11% 
Pest Control

  8% 
Composting Services 
  4% 

Which of the following “special services” 
do you not currently offer, but plan to  
add/provide in the next 12 months?  

Mold Remediation Services 
  44% 

Pest Control  
  41% 

Grounds Care  
  38% 

Fire/Water Restoration  
  38% 

Light Bulb Disposal  
  36% 

Snow/Ice Removal  
  33% 

General Building Maintenance  
(e.g. relamping, painting, plant watering, etc.)  

  31% 
Composting Services  

  28% 
Recycling Services  

  28% 
Wood Floor Care 

  23% 
Window Blind Cleaning  

  23% 
Drapery/Upholstery Cleaning  

  22% 
Graffiti Removal  

  20% 
Stone/Marble/Tile Care  

  14% 
Exterior Pressure Washing  

  13% 
Carpet Cleaning  

  9% 
Floor Finishes Stripping/Application  

  8% 
Exterior Window Cleaning  

  5% 

Average revenue: $21.8 million  
Median revenue: $2.3 million
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When adding special 
services/diversifying, do you: 

  Yes        No      

Rent equipment (versus buying) 
necessary to complete tasks 

  49% 
  51% 

Hire new/contract workers 
(versus shifting existing staff ) to tackle work 

  45% 
  55% 

Promote this new off ering to all/existing clients within 6 
months 

  77% 
  23% 

1 to 5 percent  7%

0 percent  4%

100 percent  6%

76 to 99 percent  20%

51 to 75 percent  20%

6 to 10 percent  8%

11 to 25 percent  12%

26 to 50 percent  23%

What percentage of the cleaning 
products you use are considered green*?

*certifi ed by a third-party organization

Were your sales in 2024:

Slightly higher 
than 2023  43%

Signifi cantly higher 
than 2023 21%

Signifi cantly lower 
than 2023 8%

The same
as 2023 14%

Slightly lower
than 2023 14%

Do you expect your sales in 2025 to be:

Signifi cantly higher 
than 2024 34%

Slightly lower
than 2024 6%

The same
as 2024 11%

Slightly higher
than 2024 48%

Signifi cantly lower 
than 2024 1%

Were your profi ts in 2024:

Slightly higher 
than 2023 40%

Signifi cantly higher 
than 2023 16%

Signifi cantly lower 
than 2023 6%

The same
as 2023 19%

Slightly lower
than 2023 19%

Do you expect your profi ts in 2025 to be:

Slightly higher 
than 2024 49%

Signifi cantly higher 
than 2024 26%

Slightly lower
than 2024 6%

The same
as 2024 18%

Signifi cantly lower 
than 2024 1%
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What is most important to your customers?

A healthy, sanitary and safe 
environment for building 

occupants  45%

A clean appearance 
(look and smell)  33%

A low price for 
cleaning 20%

An environmentally friendly 
(green) cleaning program  2%

1 64%

2 to 5  19%

11 or more  11%

How many headquarters and branch 
locations does your company have? 

6 to 10  6%

What percentage of 
account turnover do 
you experience each 
year, on average?  

Less than 10%
  71% 

11-15%
  12% 

16-20%
  3% 

21-25%
  5% 

26-30%
  2% 

31-35%
  2% 

36-40%
  1% 

41-45%
  1% 

46-50%
  1% 

More than 50% 
  1% 

Yes  12%

Is your company part of a franchise? 

No  88%

The average franchise BSC 
has 91 subsidiaries

Franchise companies 
span an average 

of 33 states
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What is your current staff  size? 

11 to 50 
employees 24%

1 to 10 
employees 27%

Over 500 employees 16%

101 to 200 
employees 10%

51 to 100 
employees 11%

201 to 500 
employees 12%

What is your target staff  size?

11 to 50 
employees 18%

1 to 10 
employees 19%

Over 500 employees 19%

201 to 500 
employees 13%

101 to 200 
employees 13% 51 to 100 

employees 18%

What percent of your 
staff  is part-time and/or 
a contract worker? 
1 to 10 percent 

  27% 
11 to 20 percent 

  5% 
21 to 30 percent 

  5% 
31 to 40 percent 

  7% 
41 to 50 percent 

  8% 
51 to 60 percent 

  7% 
61 to 70 percent 

  12% 
71 to 80 percent 

  10% 
81 to 90 percent 

  10% 
91 to 100 percent 

  9% 

What technology have you 
already implemented or plan to 
add in the next 12 months?
Scheduling/timekeeping software 

  68% 
Inspection software 

  52% 
Onboarding software 

  43% 
Contract management software (CMS) 

  43% 
Internet of Things 

  41% 
Use of AI for offi  ce/marketing/back-of-
house assistance 

  29% 
On-Demand payment 

  21% 
Robotic fl oor equipment 

  16% 
Robotic carpet equipment 

  15% 
Engineered water 
  3% 

Which certifi cations 
have you earned? 

CBSE 
  28% 

CSS 
  5% 

RBSM 
  11% 

RBSP 
  0% 

CIMS 
  22% 

CIMS-GB 
  20% 

IICRC 
  26% 

LEED-AP 
  3% 

GS-42 
  9% 

ISO 9001 
  15%  
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19% 81%

Do you plan on acquiring another  
cleaning company in the next 12 months? 

Do your workers belong to a union?

10% 90%

Do you expect the following to  
increase, stay the same, or decrease  
in the next 12 months? 

  Increase        Stay The Same        Decrease 

Overall cost of cleaning 
  74% 

  25% 
  1% 

Wage/salary demands 
  70% 

  29% 
  1% 

Labor challenges/shortages 
  40% 

  54% 
  6% 

Diversification of service offerings 
  33% 

  67% 
  0% 

Demand for automation/technology in contracts 
  25% 

  70% 
  5% 

Demand for sustainable initiatives from clients 
  16% 

  78% 
  6% 

Product availability 
  13% 

  78% 
  9% 

How do you see the growing consumer 
awareness of cleaning affecting your 
business moving forward?

  Increase        Stay The Same        Decrease 

Cost of supplies and doing business 
  81% 

  18% 
  1% 

Number of clients/customers 
  78% 

  22% 
  0% 

Cost of cleaning/price increases to clients 
  71% 

  27% 
  1% 

Client scrutiny of cleaning 
  48% 
  50% 

  1% 

Disinfection of surfaces and touch-points 
  33% 

  53% 
  13% 

Trend toward outsourcing of cleaning tasks 
  27% 

  65% 
  8% 

Importance placed on personal or company 
certifications

  26% 
  71% 

  3% 

Adoption of new technologies such as IoT or robotics
  25% 

  66% 
  9%

Overall cleaning frequencies
  25% 

  68% 
  7%

Interest in environmentally friendly or  
green-certified products/sustainable processes

  21% 
  71% 

  8%
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Introduction & Methodology

SAMPLE:
The survey sample was selected from subscribers 
of Contracting Profits magazine (Building service 
contractors/professional cleaning contractor executives)  
and Building Service Contractors Association International 
database – with valid e-mail addresses. A total of 12,952 
BSC/Professional Cleaning Contractors were selected.  

METHOD:
Recipients were sent an e-mail invitation asking them to 
participate in this study. The email included a URL  
linked to the online questionnaire.  

DATA COLLECTED:
February 10, 2025 through March 4, 2025.  

NUMBER OF RESPONDENTS:
180 participants 

MARGIN OF ERROR:
±7.25% at the 95 percent confidence level 

About Us

CONTRACTING PROFITS:
Contracting Profits reaches more than 19,000 building 
service contractors. The magazine provides a variety of 
solutions for business challenges like legislative updates, 
technology, and infection control, as well as reporting on 
the latest cleaning trends. This content and much more are 
also featured on its website CleanLink.com. 

BSCAI:
The Building Service Contractors Association International 
(BSCAI) represents a network of more than 1,000 member 
companies from across the United States and 15 countries 
worldwide that provide cleaning, facility maintenance, 
security, landscaping and other related services to building 
owners and managers. Contracting Profits is the official 
publication of the association.  
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