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Safe Harbor & Non-GAAP Financial Measures
Cautionary Notice
Statements in this news release and the schedules hereto that are not purely historical facts or that necessarily depend upon future events, including statements about
expected market share gains, forecasted financial performance or other statements about anticipations, beliefs, expectations, hopes, intentions or strategies for the
future, may be forward-looking statements within the meaning of Section 21E of the Securities Exchange Act of 1934, as amended. In addition, oral statements made
by our directors, officers and employees to the investor and analyst communities, media representatives and others, depending upon their nature, may also constitute
forward-looking statements. All forward-looking statements are based upon currently available information and the Company’s current assumptions, expectations and
projections about future events. Readers are cautioned not to place undue reliance on forward-looking statements. Forward-looking statements are by nature
inherently uncertain, and actual results or events may differ materially from the results or events described in the forward-looking statements as a result of many
factors. Builders FirstSource, Inc. undertakes no obligation to publicly update or revise any forward-looking statements, whether as a result of new information, future
events or otherwise. Any forward-looking statements involve risks and uncertainties, many of which are beyond the Company’s control or may be currently unknown to
the Company, that could cause actual events or results to differ materially from the events or results described in the forward-looking statements, including risks or
uncertainties related to the Company’s growth strategies, including gaining market share, or the Company’s revenues and operating results being highly dependent on,
among other things, the homebuilding industry, lumber prices and the economy. Builders FirstSource, Inc. may not succeed in addressing these and other risks.
Further information regarding factors that could affect our financial and other results can be found in the risk factors section of Builders FirstSource, Inc.’s most recent
annual report on Form 10-K filed with the Securities and Exchange Commission (“SEC”) and may also be described from time to time in the other reports the Company
files with the SEC. Consequently, all forward-looking statements in this release are qualified by the factors, risks and uncertainties contained therein.
Use of Non-GAAP Financial Measures
This presentation includes financial measures and terms not calculated in accordance with accounting principles generally accepted in the United States (“GAAP”) in
order to provide investors with an alternative method for assessing our operating results in a manner that enables investors to more thoroughly evaluate our current
performance as compared to past performance. We believe these non-GAAP measures provide investors with a better baseline for modeling our future earnings
expectations. Our management uses these non-GAAP measures for the same purpose. We believe that our investors should have access to the same set of tools that
we use in analyzing our results. These non-GAAP measures should be considered in addition to results prepared in accordance with GAAP, but should not be
considered a substitute for or superior to GAAP results. Our calculations of adjusted net income, adjusted net income per share, and adjusted EBITDA are not
necessarily comparable to similarly titled measures reported by other companies. The company provided detailed explanations of these non-GAAP financial measures
in its Form 8-K filed with the Securities and Exchange Commission on October 31, 2019.
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Builders FirstSource Overview

$7.3 Billion
Annual Revenue

400
Locations

40
States

16,000
Employees

Diverse Sales Mix

$2.0 Billion
Gross Profit

Products

End Market

$516 Million
Adj. EBITDA

Specialized

R&R / Other

23%

Multi-Family

6%

SingleFamily

41%

71%

20 Years 15 Years
Standalone

Public

Company

Company

28%

Value
Added

Lumber &
Sheet Goods

31%

Leading Vertically Integrated Supplier of Building Materials and Services
Well prepared to address the unprecedented environment
Note: Full year 2019

www.bldr.com

3

COVID-19 Operational and Financial Preparedness

Health and Safety

Business Preparedness

Prioritizing health and safety in all aspects of business
Dedicated team in place to monitor daily best practices,
ensure safety and implement swift action as needed
Safeguards include enhanced location cleaning
processes, remote work accommodations, suspended
group activities, air travel restrictions and social
distancing

Managing business with a safety-first emphasis across
nationwide footprint
BFS locations supplying customers except in the few states or
counties where construction activities have been prohibited
Using technology where possible to facilitate customer orders
and other interactions to reduce in person contact
Tightly managing costs to align with market environment

Market Environment
Customers continue to push to get existing units under
construction to completion
Market conditions softening as new project pipeline not
fully replacing completed projects
Strong first quarter 2020 momentum softened into April

Balance Sheet Flexibility
Total liquidity of ~$1.0b1, including cash on hand of $193m1
No significant maturities for seven years until 2027
Minimizing capital expenditures and optimizing working capital
Reducing or deferring non-essential operating expenses

Leading Vertically Integrated Supplier of Building Materials and Services
1Pro

forma as of March 31, 2020, including net proceed from April 2020 offering of $350.0 million in aggregate principal amount of senior secured notes due 2027
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Prepared for Rapidly Evolving Economic Environment
Framework to drive success…
Anticipate demand-related operational adjustments and react quickly
Anticipate &
Take Action

-

Managing with a safety-first emphasis in all aspects of business

-

Business continuity and risk mitigation plans in place for a range of demand scenarios

Disciplined cost management to align with evolving demand environment
Cost
Management

-

Managing cash and costs without limiting ability to safely serve our customers

-

Taking prudent actions to position BFS for success when macroeconomic conditions improve

Strong liquidity profile and balance sheet flexibility
Financial
Flexibility

-

Current liquidity and long-dated debt maturities provide sound financial footing

-

Evaluating additional steps to further enhance financial flexibility, liquidity and cash flow

Committed to long range plan targets; timeline to be updated post-COVID-19
LRP
Execution

-

Focusing on value-added products to drive growth over the long term

-

Executing on operational excellence initiatives to achieve long-term financial targets

-

2022 timing to be reassessed after the impact of COVID-19 is better understood
www.bldr.com
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Differentiated market leader positioned for above market
growth and expanding profitability
Leadership in a highly fragmented industry
Exceptional geographic, customer and end market diversity
Strategic investment in value-added capacity and growth,
driving market share gains and margin expansion
Focus on maintaining strong balance sheet and liquidity
Expanding cash flow generation and lowering leverage
Operational excellence and cost management initiatives
driving gains in efficiency, productivity and customer value
Experienced management team
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Market Leader in a Highly Fragmented Industry
Leading Vertically Integrated Supplier of Building Materials and Services


Leading supplier and manufacturer of building materials, manufactured components and construction services to professional homebuilders, subcontractors, remodelers and consumers in the U.S.
− Offers manufacturing, supply and installation solutions and provides a full range of structural and related building products
− Produces high value range of factory-built manufactured products and value-added products such as windows, doors and millwork
− Generated $7.3 billion net sales and $516 million Adjusted EBITDA in 2019

2018 Pro Forma Sales of Top Distribution Pro Dealers1
$10.5
$7.3

Builders FirstSource is ~50
times bigger than the average
remaining top 100 pro dealers

$7.1
$3.9

$3.6

$3.3

$3.1

$2.7

$2.2

$1.4

$1.1

$0.8

$0.6

$0.1

Avg of
remaining
top 100
Source: ProSales magazine’s 2019 ProSales 100 list. 1 Updated for 2019 results where available
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Exceptional Geographic, Customer and End Market Diversity
Strong presence in 77 of the top 100 MSAs1

Customer mix2
Top 10
Customers



Serves a top ten customer base
comprised primarily of the largest
production homebuilders



Diversified customer base, ranging
from large production builders to small
custom homebuilders



Top 10 customers accounted for ~15%
of sales, and no single customer
accounted for more than 5% of sales



The repair and remodel end market
provides revenue diversification that
complements the single-family
exposure

15%
Other
Customers

85%

Sales mix by end market3
(% of total)

Repair &
Remodel /
Other

23%

400+
Locations in

Multi-Family

40

6%

71%

States
SingleFamily

1Top

Metropolitan Statistical Areas (“MSAs”) based on 2019 U.S. Census data.
2Customer mix: Full year 2019.
3Sale mix: 2019.
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Complementary Suite of Offerings Led by Value-Added Products
Specialized Products (~30% of Sales)

Value-Added Products (~40% of Sales)

Gypsum, roofing & insulation

Manufactured products

Windows, doors, & millwork
Factory-built components
for job-site framing
including floor trusses, roof
trusses, wall panels, stairs
and engineered wood
Assembly and distribution of prehung valued-added interior &
exterior doors
Manufacturing of custom interior
millwork and exterior features
Manufacturing, assembly and
distribution of windows

Siding, metal, & concrete

Includes wallboard, metal
studs and trims, ceilings, joint
treatments and finishes

Lumber & Sheet Goods
Includes vinyl, composite and wood siding,
other exteriors and cement

Other products & services

Includes dimensional lumber, plywood
and oriented strand board (“OSB”)
Includes cabinets and hardware, plus turn-key framing,
design assistance and professional installation

www.bldr.com
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Higher Margin Value-Added Products Driving Growth
Value-added product mix (41% of sales)
(% of 2019 total net sales)

Manufactured
Products

Value Added
Product Mix

Vertically-integrated provider of value-added services and customer solutions
Provide a complete line of roof trusses, floor trusses and wall panels to
precut framing solutions, as well as windows doors & millwork
Strong demand from homebuilders for labor productivity and efficiency
solutions to support growing need for entry-level housing
Strategic investments and acquisitions expanding value-added
manufacturing capacity
National footprint of value-added products growing faster than market and
outpacing all other product categories
Well-positioned to capture share and further invest in value-added products



Gypsum, Roofing
& Insulation
20%

7%

10%
Windows,
Doors &
Millwork

21%



Siding, Metal
& Concrete

11%





Other


31%

Lumber & Lumber
Sheet Goods



Significant growth opportunity in Manufactured Products1

Growth in value-added products sales
CAGR
(2016 – 2019)
$2,838

$2,384

~$6 billion market with
upside potential2

8%

$2,569
78%

$1,392

$1,450

$1,098

$1,209

$1,286

$1,361

$1,446

$1,543

2016

2017

2018

2019

Windows, Doors & Millwork
1Home

$2,992

(% of builders expected to use components)

44%

59%

51%

59%

10%

40%

25%

29%

6%

2018

2023

Roof Trusses

Manufactured Products

2018

2023

Precut

2018

2023

Wall Panels

2018

2023

Floor Panels

Innovation Research (Dec 2018 Survey), 2SBCA website.
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Operational Excellence Initiatives Optimizing Business

Best Practices

Sales

• Pricing/margins
• Logistics
• Automation
• Digital innovation
Customer Success
• Partner with customers
• Labor-saving solutions
• My BFS Portal

• Sales volume growth
• Pricing discipline
• Repeat customer business

OPERATIONAL
EXCELLENCE

Margins
• Cost efficiencies
• Better productivity
• Lower employee turnover
Cash Flow

Talent

• Working capital improvements
• Lower inventory & faster
payments

• Hire, train & retain the best
• Promote from within
• Systems, processes & tools
to win

Excellence Initiatives Driving Enhanced Customer Experience and Improved Results
www.bldr.com
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Acquisition Strategy to Fuel Next Generation of Growth
Penetrate deeper in existing markets

In addition to organic growth...
Geographical
Scale

Broaden product portfolio in target markets

In last 12 months completed five
acquisitions contributing ~$240 million
of annualized value-added sales
Actively monitoring a pipeline of long
term acquisition opportunities
Strong balance sheet to continue
consolidating fragmented market

…Targeting value-added offerings
and technological capabilities to
support an increasingly
sophisticated customer base

Expand into new markets

Accelerate Next
Generation of
Growth

Technological
Advancement

Provide solutions to build more efficiently and
address labor constraints
Align with customers’ increasing use of more
sophisticated tools and digital technology

Increase higher margin value-added products
mix
Value Add
Products

Expand vertically-integrated product and
service capabilities
Enhance opportunities to partner with
customers

www.bldr.com
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Strong Liquidity and De-risked Balance Sheet
Debt Profile1

Weighted Average Debt Maturity of ~8.1 Years1

Average maturity of financial debt – 8.1 years

778
550

Average nominal interest rate – 5.97%
Covenants – Covenant lite

-

-

-

-

'20

'21

'22

'23

52
'24

Liquidity Profile1
-

-

'25

'26

Term Loan

'27

-

-

'28

'29

Total Liquidity – ~$1.0b
'30

Senior Notes

Cash and cash equivalents – $193m
Available undrawn committed credit lines – $819m

Net Leverage2 Improvement

Capital Allocation Priorities
Balance sheet strength – Generate cash flow and
preserve liquidity

4.6X
3.0X
Q1 2018
1Pro

Q1 2019

2.8X

Capital expenditures – spending limited to ensuring
safe and proper maintenance of operations, and
certain key strategic projects

Q1 2020

forma as of 3/31/2020, including net proceed from April 2020 offering of $350 million aggregate principal amount of senior notes due 2027. 2Net Leverage calculated as principal value of debt and lease obligations less cash and cash equivalents divided by LTM Adj EBITDA
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Strong Historical Financial Performance
Net Sales ($ 000s)

Commentary


$6,367

$7,034

$7,725

$7,280



2016

2017

2018

2019

Net sales have grown at a 5% CAGR since 2016,
driven by increase in volume
− Single-family and repair and remodel/other end
market sales volume growth has been partially
offset by declines in multi-family
Strong demand from homebuilders for productivity
and efficiency solutions to support growing need for
entry-level housing has driven a 8% increase in
value-added products since 2016

Adjusted EBITDA &($ 000s) Adjusted EBITDA Margin (%)1


$516

$382

$419

6.0%

6.0%

6.5%

7.1%

2016

2017

2018

2019

Adj. EBITDA
1Please

$502

Adjusted EBITDA has grown at a 11% CAGR since
2016
− Gross margin as a percentage of net sales
improved due to increased sales of highermargin value-added products
− Operational Excellence initiatives showing
momentum contributing ~$25m in FY19

% Adj. EBITDA Margin

refer to the appendix for a reconciliation of Adjusted EBITDA and Adjusted EBITDA Margin.
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Q1 2020 Financial Performance In Line With Expectations
Net sales

$1.8b

+9.5% YoY
(+3.9% Core Organic)1

Gross
Margin

26.0%
-110 bps YoY

Adjusted
EBITDA

$97.0m
-3.9% YoY

Adjusted
Net Income

$40.2m
+$0.4m YoY

1Core

Achieved Core Organic Growth across all three end markets2
Value-added products drove Core Organic +3.9% led by 7% growth in Windows,
Doors and Millwork; Manufactured Products grew +4%

Normalization of gross margin percentage as expected
Particularly strong gross margin percentage in the prior year period due to rapid
commodity cost deflation
SG&A: Slight improvement as a percent of sales. Overall increase due to
higher compensation related to the increase in net sales and rising insurance
expenses
Adjusted EBITDA: Normalization of gross margin more than offset the benefit
of higher sales volumes and cost management
Diluted Adjusted EPS: $0.34 per share, steady with the prior year
Interest expense: declined by $1.0m excluding the one-time charges

Organic Growth excludes acquisitions, commodity price fluctuations and differences in selling days between periods.

2Single-family,

Multi-family and Repair and Remodel / Other
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Reconciliation from Net Income to Adjusted EBITDA
($ millions)
Net sales
Gross margin

FY '17

FY '18

FY '19

Q1 '19

Q1 '20

$7,034.2
1,727.4

$7,724.8
1,922.9

$7,280.0
1,976.8

$1,631.3
442.0

$1,787.0
465.4

Gross margin %
Reconciliation from Net Income to Adjusted EBITDA:
GAAP Net Income (Loss)
Integration related expenses

24.6%

2

3

27.1%

26.0%

$205.2
19.2
(3.2)

$221.8
13.1
10.2

$35.7
4.8
(0.7)

$8.8
3.4
28.0

29.0
–
$147.2

–
–
$221.1

–
–
$245.1

–
–
$39.8

–
–
$40.2

93.0
134.5
24.1
13.5
6.3

97.9
111.4
55.6
14.4
(1.0)

100.1
99.4
61.0
12.3
(0.9)

23.6
25.6
11.3
2.7
(2.4)

29.4
23.9
0.2
3.3
(0.2)

0.4
$419.0
6.0%

2.2
$501.6
6.5%

(0.9)
$516.1
7.1%

Depreciation and amortization expense
Interest expense, net
Income tax expense
Stock compensation expense
(Gain)/loss on sale and asset impairments
Other management-identified adjustments
Adjusted EBITDA
Adjusted EBITDA Margin

27.2%

38.8
20.7
58.7

Debt issuance and refinancing cost 1
(Release) of tax valuation allowance/revaluation of NOL
Facility closure costs
Adjusted Net Income

24.9%

0.3
$100.9
6.2%

0.2
$97.0
5.4%

1Gain
2In

or loss associated with refinancing long term debt.
2017, the company revalued its NOL tax asset given the tax reform that allows for a lower federal corporate tax rate.
relates to severance and one time cost.

3Primarily

www.bldr.com

16

Investor Relations
Binit Sanghvi
214-765-3804

|

binit.sanghvi@bldr.com
www.bldr.com

