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�
for income taxes; gain (loss) on extinguishment of debt; interest expense; depreciation and amortization expense; non-cash impairment 
of software and other related costs; non-cash impairment of property and equipment; non-cash stock-based compensation expense; 
restructuring charges; management and consulting fees; consulting agreement termination fees and other non-operating expenses. 
For a reconciliation of Adjusted EBITDA to net income (loss), see “Item 6. Selected Financial Data” in our Annual Report on Form 10-K 
included in this annual report to stockholders. 

2 Adjusted EBITDA margin means Adjusted EBITDA as a percentage of revenue. 

3 Adjusted Net Income means income (loss) from continuing operations before: amortization expense; impairment of software and other 
related costs; consulting agreement termination fees; restructuring charges; management and consulting fees; loss on extinguishment 
of debt; and the tax impact of all the aforementioned adjustments. For a reconciliation of Adjusted Net Income to income (loss) from 
continuing operations, see page 12. 

4 Based on Adjusted Net Income and weighted average diluted shares outstanding of 113.8 million in 2014 and 92.2 million in 2013. 

5 Pre-Tax Unlevered Free Cash Flow means (i) net cash provided from operating activities from continuing operations before: cash paid 
for interest expense; call premium paid on retirement of debt; premium received on issuance of debt; cash paid for income taxes, net 
of refunds; cash paid for restructuring charges; cash paid for management and consulting fees; cash paid for consulting agreement 
termination fees; cash paid for impairment of software and other related costs; and gain on sale of marketable securities; (ii) less 
property additions. For a reconciliation of net cash provided from operating activities from continuing operations to Pre-Tax Unlevered 
Free Cash Flow, see “Item 6. Selected Financial Data” in our Annual Report on Form 10-K included in this annual report to stockholders.
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Revenue Adjusted EBITDA¹ Growth in new services driven  
by innovation at Terminix

Continued development of direct-
to-consumer channel at AHS

Successful acquisition and 
integration of HSA Home Warranty

Cost rationalization and supply 
FKDLQ�EHQHÀWV

Over $800 million debt reduction 

2014 Highlights
$ 

M
illi

on
s

$ 
M

illi
on

s

Ad
j. 

EB
IT

DA
 M

ar
gi

n2

 2010 2011 2012 2013 2014  2010 2011 2012 2013 2014

 2014 2013 Change

 
Operating Results
Revenue $2,457   $2,293  7%
Net Loss  (57)  (507)
Adjusted Net Income3  167   82 
Adjusted EBITDA1  557   450  24%
Diluted earnings per share4  1.47   0.89    
   
Financial Position
Total Assets  5,134   5,905 
Total Debt  3,056   3,906 
Shareholder Equity  359   23 

Cash Flows
Cash provided from operating activities  253   208  22%
Pre-Tax Unlevered Free Cash Flow5  525   428  23%

(In millions, except per-share data)
As of and for the years ending December 31,



When I joined ServiceMaster as CEO in 2013, one of the things that 
struck me immediately was the company’s rich history. In the 86 years 
since being founded, the company had achieved something most 
service companies would envy – the trust of customers who literally 
invite us into their homes and businesses. But with that trust comes 
great responsibility: protecting and maintaining 75,000 homes and 
businesses we’re invited into each day.

Serving customers isn’t new to us. It’s part of ServiceMaster’s DNA. 
When we re-entered the public equity markets in June 2014, we even 
TFMFDUFE�B�UJDLFS�TZNCPM�o�4&37�o�UIBU�SFnFDUT�CPUI�PVS�SJDI�MFHBDZ�
BOE�XIBU�XF�XBOU�UP�CF��5IJT�BOOVBM�SFQPSU�SFnFDUT�UIF�mOBODJBM�
performance of a company that reached an important milestone in 
2014, but also set out on a new path forward. In 2014, we completed 
the spin-off of our former lawn care business, TruGreen, to allow us 
to concentrate on growth and provide TruGreen the time and focus it 
needs to make the changes necessary to complete the turnaround of 
its business. 

5IJT�SFQPSU�IJHIMJHIUT�NPSF�PG�UIF�TQFDJmD�BDIJFWFNFOUT�UIBU�NBSLFE�
the past year. Moreover, I hope you’ll get a sense of the momentum 
that’s building in all of our businesses. Our strong 2014 results 
demonstrated that we could not only grow our business quickly and 
QSPmUBCMZ�CVU�BMTP�CVJME�B�TUSPOH�DVTUPNFS�GPDVTFE�UFBN�UIBU�QVUT�
a premium on keeping our commitments to investors, customers and 
each other.

In 2014, we delivered:

Strong revenue and earnings growth – Revenues grew in all three 
of our business segments, and 7 percent overall. Adjusted EBITDA 
grew 24 percent overall, the company’s best earnings growth in more 
than a decade.

([SDQGHG�SURÀW�PDUJLQV�² In addition to top- and bottom-line 
growth, we expanded margins by a very healthy 310 basis points 
through improved productivity, operational excellence and supply 
chain management.

,QFUHDVHG�IUHH�FDVK�ÁRZ�²�Our company generated $525 million in 
QSF�UBY�VOMFWFSFE�DBTI�nPX�B����QFSDFOU�JODSFBTF�PWFS�UIF�QSFWJPVT�
year, which allowed us to continue to pay down debt and further  
de-leverage. In fact, we applied net IPO proceeds and additional 
cash to reduce debt by $835 million and strengthened our overall 
capital structure.

(continued on next page)
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,PSURYHG�HIÀFLHQF\�LQ�RXU�RSHUDWLRQV�² Investments 
in our call centers, contractor/technician routing 
and scheduling and online self-service capabilities 
improved our customer experience. However, we 
continue to rigorously review our business processes 
and benchmark ourselves both internally and against 
industry best practices.

A successful IPO – With our IPO that closed on July 1, 
2014, ServiceMaster sold 41.3 million shares and raised 
over $700 million in cash that was primarily used to pay 
down debt. But more importantly, the months following 
the IPO marked a new chapter in the company’s 
narrative. By the end of 2014, buoyed by strong 
performance over the second half of the year, our share 
price rose 57 percent between June 26 and December 
31, 2014 and showed strength into early 2015.

As we consider the new ServiceMaster, it’s worth 
remembering the fundamentals of our business. Over 
UIF�QBTU�mWF�ZFBST�XF�WF�DPOTJTUFOUMZ�EFNPOTUSBUFE�B�
SFTJMJFOU�mOBODJBM�NPEFM�SFJOGPSDFE�CZ�PVS�USBDL�SFDPSE�
PG�mOBODJBM�QFSGPSNBODF��%VSJOH�UIBU�QFSJPE�XF�WF�
averaged 5 percent annual revenue growth and 10 
percent annual Adjusted EBITDA growth. By virtue 
of our essential, value-added services, we’re able 
to achieve high customer retention and a recurring 
revenue stream. We’re not a referral service but a 
network of professionals who actually perform the work, 
backed by service guarantees. 

Demographic trends offer attractive prospects for 
growth and market expansion. An aging baby boomer 
population, coupled with a generation of millennials just 
entering home ownership, have spawned an entire era 
of “do-it-for-me” consumers. Their desire to outsource 
many of their residential services has created an 
opportunity for us to increase household penetration and 
grow market share. In our commercial businesses, like 
disaster restoration, janitorial services and pest control, 
we have decades of expertise in providing customized 
solutions for customers ranging from small business 

owners to multi-location national accounts. Our goal is to 
help keep their businesses operating smoothly – or get 
them up and running again as quickly as possible.
Our vision is to be the leading provider of essential 
residential and commercial services through 
empowered people, world-class customer service and 
convenient mobile access. In order to live up to our 
name, we want to be easy to work with – available when 
and where our customers need us. As a result, we’re 
investing in mobile and online technology to simplify 
transactions, scheduling, billing and payment and 
improve customer communication.

We know you’ll hold us accountable for service and 
results that will match up to or exceed our competitors’ 
o�BOE�UIBU�T�KVTU�mOF�XJUI�VT��'PS�VT�UP�CF�DPOTJEFSFE�
truly world-class, ServiceMaster must be a reliable and 
predictable company, both in our customer service and 
mOBODJBM�QFSGPSNBODF��8F�NVTU�RVJDLMZ�TQPU�JTTVFT�BOE�
opportunities and bring new solutions to our customers 
to add value, and protect and maintain their homes  
and businesses.

We believe we’re on the right path. We have great 
businesses and strong brands. We have passionate 
employees, franchisees, contractors and technicians 
who want to do the right thing for our customers. Thanks 
BHBJO�GPS�ZPVS�DPOmEFODF�JO�PVS�MFBEFSTIJQ�UFBN�BOE�JO�
ServiceMaster. When we stay focused on our customers 
and our business, we all win and, more importantly, live 
our legacy. I’m looking forward to building something 
bigger and better together.

Best regards,
 

Rob Gillette
$IJFG�&YFDVUJWF�0GmDFS
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Already the leading provider of termite and pest control services in the 
United States, in 2014, 7HUPLQL[ took dead aim at new varieties of vermin 
and varmints, applying decades of pest control expertise to a whole new set 
of solutions to maintain and protect homes and businesses. Broadening its 
portfolio beyond traditional pest and termite services created new growth 
opportunities. In 2014, new mosquito, exclusion and encapsulation services 
DPNCJOFE�UP�IFMQ�ESJWF�TJHOJmDBOU�OFX�SFWFOVF�HSPXUI�

“As the largest pest control provider in the U.S., we’re in a unique position 
to bring innovative, industry-leading products to the marketplace,” said 
Terminix President Bill Derwin. “We’re excited to bring more services to more 
customers and provide a line of defense against dangerous, damaging and 
annoying pests.”

$PRQJ�WKH�QHZ�DQG�H[SDQGHG�RIIHULQJV�

Exclusion services not only ensure that damaging pests are evicted from 
UIF�IPNF�CVU�TUBZ�PVU��5FSNJOJY�FYDMVTJPO�FYQFSUT�DPWFS�BOE�mMM�DSBDLT�
crevices and holes to block access routes for rodents, birds and other critters 
– and avoid the destruction they can cause once they’ve entered a home.

Mosquito control, targeting perhaps the most unwanted party guest of 
all time. Unlike other mosquito control products that simply repel, Terminix 
offers a sugar-based bait solution that attracts – then kills – mosquitoes. 
The solution, which uses a patented, environmentally friendly technology 
exclusive to Terminix, kills more than 90 percent of mosquitoes within two to 
three weeks following application in areas surrounding a customer’s home  
or business.

Encapsulation, a solution that helps control the moisture in crawl spaces to 
prevent future or additional structural problems and protects against pests 
BOE�UFSNJUFT��"�IJHI�EFOTJUZ�SFJOGPSDFE�MJOFS�DPWFST�UIF�DSBXMTQBDF�nPPS�BOE�
walls to create a tight seal that prevents outside moisture from seeping in – 
and dollars from leaking out.

Insulation, which protects against 11 types of pests while improving 
homeowners’ energy costs. Terminix insulation is made from all-natural 
materials and recycled newsprint.
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Our journey to create a new ServiceMaster didn’t begin with a fancy 
advertising campaign or a catchy slogan. It began with a commitment by 
BMM�PG�PVS�MFBEFST�UP�EFmOF�PVS�DPNQBOZ�NPSF�CZ�XIBU�XF�EP�UIBO�XIBU�
we say, a culture that’s focused on winning in the marketplace and in the 
XPSLQMBDF��*O�GBDU�JU�TUBSUFE�XJUI�B�SFBGmSNBUJPO�PG�UIF�DPNQBOZ�T�SPPUT��
delivering exceptional customer service…with deep expertise in each of our 
businesses…backed by strong performance guarantees.

As we think about the future of ServiceMaster, it begins with leaders who 
understand the importance of delivering on commitments and raising 
the performance bar for everyone who serves our customers. Living that 
commitment are 13,000 employees who literally roll up their sleeves to help 
our customers every day. It also extends to our global network of service 
experts, including more than 5,000 franchisees and their 33,000 employees, 
11,000 contractors and 45,000 technicians who pride themselves on solving 
problems and bringing new solutions to our customers.

Creating a winning culture of performance, said Susan Hunsberger, 
senior vice president of human resources, requires two equally important 
components:

t� Leaders who set the example and recognize the importance of their 
actions; and

t� Behaviors, for which we hold each other accountable. 

“High-performing teams operate from a foundation of trust where it’s OK to 
face reality and admit when we need to get better,” said Hunsberger. “And 
when we do the right thing for investors, customers, suppliers and co-
workers, everyone wins.”
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$PHULFDQ�+RPH�6KLHOG (AHS) further strengthened its 
position as the largest home warranty company in the 
nation when it acquired HSA Home Warranty in March 
2014, immediately adding 125,000 new customers and 
expanding its U.S. footprint.

But that’s just the start of the 2014 AHS growth story.

Gaining market share in real estate sales, and strong 
growth in renewals and direct-to-consumer sales, 
helped boost the AHS year-end customer count to more 
than 1.5 million, with 12 percent revenue growth and  
23 percent earnings growth versus 2013.

Efforts to drive change within the business are paying 
PGG��")4�NBEF�TJHOJmDBOU�JOWFTUNFOUT�JO������UP�
improve the customer experience – from sales and 
service calls to billing and renewals. AHS also invested 
strategically in product development, marketing, social 
media and advertising to extend its brand awareness 
and introduce more consumers to the value of a 
home warranty, namely, protecting their major home 
appliances and most expensive systems against costly 

covered repairs. And because customers increasingly 
want to connect when they want and how they want, 
AHS is accelerating development of online self-service, 
live chat and social media tools to ensure convenient 
access and create an even better customer experience.

“We’re challenging the status quo across the board,” 
said Mark Barry, group president of American Home 
Shield and Franchise Service Group business 
units. “We’re thinking differently about how we deliver 
value, how we can more effectively leverage our core 
competencies, and ultimately, how we act as a team to 
drive even better service and greater success.”

This team approach not only guides AHS in its own 
operations and opportunities, but also in how it works 
with other ServiceMaster businesses. Since naming 
Marty Wick president of the Franchise Services Group 
and aligning both businesses under Barry’s leadership 
in late 2014, the company is better equipped to share 
best practices and identify strategies to create even 
greater value for customers and stakeholders.
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With the sound of the opening bell on the morning of 
June 26, 2014, ServiceMaster returned to the public 
equity markets, listing on the New York Stock  
Exchange under the ticker symbol SERV. As CEO Rob 
Gillette told 13,000 employees celebrating the IPO, it 
was an exciting moment in the company’s history –  
and the latest chapter in the company’s 86-year legacy 
of service.

The ServiceMaster executive team, along with 
representatives of each of its businesses, marked the 
occasion by walking a special ServiceMaster “blue 
carpet” into the exchange, with banners denoting each 
of its brands hanging outside the building. The IPO 
XBT�KVTU�UIF�mSTU�PG�NBOZ�TUFQT�JO�UIF�KPVSOFZ�GPSXBSE�
but nevertheless signaled that ServiceMaster is serious 
about competing… and serious about winning.

Going public provided primary funds to retire $835 
million in company debt, a move designed to strengthen 
the company’s long-term growth prospects. It was 
also an important step in raising the visibility of its 
brands with investors, customers, suppliers and others 
TUBLFIPMEFST��(JMMFUUF�OPUFE�GSPN�UIF�/:4&�nPPS�UIBU�

the IPO was due, in large part, to the efforts of the 
employees, franchisees, technicians and contractors 
who make up the ServiceMaster family of brands and 
contribute to the company’s legacy every day by 
delivering exceptional service to customers. While 
UIF�JOJUJBM�SFTVMUT�IJHIMJHIUFE�UIF�DPOmEFODF�JOWFTUPST�
had in the company’s growth strategies, the company 
emphasized that long-term success will be determined 
only by listening to and focusing on customers, being 
accountable for results and doing the right thing – all the 
time – for investors, customers and employees.
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One of the greatest advantages of ServiceMaster’s diverse portfolio is the  
ability to share processes, best practices and talent across all of our 
CVTJOFTTFT��0VS�PQFSBUJOH�QSJODJQMF�JT�imOE�XIBU�XF�EP�XFMM�BOE�EP�JU�XFMM�
everywhere in the company.”

For example, acting as one company gives us better leverage with suppliers. 
As a $2.5 billion company, we used our purchasing power in 2014 to drive 
NPSF�FGmDJFODZ�TBWJOHT�BOE�IJHIFS�RVBMJUZ�UISPVHIPVU�PVS�TVQQMZ�DIBJO��*U�BMTP�
encourages suppliers to bring new ideas, insights and innovation to us – often 
the catalyst for process improvements and new service offerings.

Acting as one also allows us to hire, promote and develop strong talent and 
move them seamlessly into different roles and across multiple businesses and 
brands. In addition to making it easier to develop great people, this practice 
opens the door to more opportunities for career growth. Increasingly, we’re 
GPDVTJOH�PO�PVS�UBMFOU�QJQFMJOF�UP�mMM�PVS�MFBEFSTIJQ�SPMFT�XJUI�JOUFSOBM�DBOEJEBUFT�
promoted from within. Our message to prospective employees: “Why settle for 
working for one great business when you can actually work for many?”

Harnessing the power of one company also allows us to listen to and learn  
from each other. In 2014, we launched the ServiceMaster Leadership Program 
with a class of 40 employees whose performance and promise suggest they 
have the potential to be among the next generation of ServiceMaster leaders.

ServiceMaster’s Leadership Program Class of 2014 brought together the next generation of company leaders.

– CEO Rob Gillette
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Service is more than just a responsibility and a 
commitment to our customers — it’s the heart of our 
business. So, when the opportunity arises to give 
back to others in Memphis and other ServiceMaster 
communities, employees respond in a major way. 

As part of our second annual We Serve Day in August, 
more than 1,000 employees took on simultaneous 
community projects across the country. A sample of 
our signature projects included a Habitat for Humanity 
OFJHICPSIPPE�CFBVUJmDBUJPO�JO�.FNQIJT��BTTFNCMJOH�
care packages for a homeless mission in Phoenix; 
painting school rooms and providing new play 
equipment at Ronald McDonald House in Madison, 
Wisconsin; and donating school supplies and backpacks 
to the Boys & Girls Club of Norcross, Georgia.

“Service is part of our name and community service is 
one of our most cherished traditions,” said CEO Rob 
Gillette. “We Serve Day is an important symbol of living 
our legacy.”

The community service mindset is a year-round 
commitment for ServiceMaster employees, who 
volunteered more than 14,000 hours in a variety of  
activities in 2014. Beyond company-sponsored events, 
the Dollars for Doers program provides donations 
on behalf of employees who are actively involved in 
MPDBM�OPOQSPmUT�JO�UIFJS�IPNFUPXO�OFJHICPSIPPET�
and communities. It’s just another way to thank and 
encourage our employees for their generosity of 
time and talents — all while proudly representing 
ServiceMaster in their communities.

The 2014 We Serve Day was one of the largest coordinated 
volunteer efforts in ServiceMaster history.

The spirit of volunteerism and service is part 
of the company’s legacy — and commitment.
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Directors

John Krenicki, Jr. (2, 3)
Chairman of the Board, ServiceMaster
Operating Partner, Clayton, Dubilier & Rice

Robert J. Gillette
$IJFG�&YFDVUJWF�0GmDFS�4FSWJDF.BTUFS

Richard P. Fox (1, 3)
Former Managing Partner, Ernst & Young

Senior Leadership

Robert J. Gillette
$IJFG�&YFDVUJWF�0GmDFS

Alan J. M. Haughie
Senior Vice President and  
$IJFG�'JOBODJBM�0GmDFS

Mark J. Barry
Group President, American Home Shield 
and Franchise Services Group

William J. Derwin
President, Terminix

Timothy M. Haynes
Senior Vice President and  
$IJFG�*OGPSNBUJPO�0GmDFS

Susan K. Hunsberger
Senior Vice President, Human Resources

James T. Lucke
Senior Vice President, General Counsel 
and Secretary

Mary Kay Runyan
Senior Vice President, Supply Management

Peter L. Tosches
Senior Vice President, Corporate 
Communications

Martin Wick
President, Franchise Services Group

Darren M. Friedman
Partner, StepStone Group 

Sarah Kim (1)
Principal, Clayton, Dubilier & Rice

Stephen J. Sedita (1, 2)
Retired Executive, General Electric

David H. Wasserman (2, 3)
Partner, Clayton, Dubilier & Rice

Committee Membership: 
1- Audit   2- Compensation   
3- Nominating & Corporate Governance

ServiceMaster’s Board of Directors:  
(left to right) David H. Wasserman, 
Darren M. Friedman, John Krenicki, Jr. 
(Chairman), Stephen J. Sedita,  
Robert J. Gillette (CEO),  
Richard P. Fox, Sarah Kim
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7HUPLQL[
Terminix is the leading provider of termite and pest control services in the United 
States. Headquartered in Memphis, Tenn., Terminix services approximately 2.8 million 
residential and commercial customers in 47 states and 22 countries. Terminix  
provides pest control services and protection against termites, rodents and other  
pests threatening human health and/or safety. To learn more about Terminix,  
visit www.Terminix.com.

$PHULFDQ�+RPH�6KLHOG
American Home Shield founded the home warranty industry in 1971 and remains the 
industry leader. Together with all of its wholly-owned subsidiaries, American Home 
Shield services more than 1.5 million customers in all 50 states. The companies 
operate four customer service centers, employ approximately 1,800 employees and 
have a national contractor network made up of over 11,000 independent home service 
contractors and more than 45,000 service technicians. Go to www.ahs.com for more 
information about American Home Shield or follow online at www.facebook.com/team.ahs 
or www.twitter.com/AHS_Warranty. 

ServiceMaster Restore

With approximately 1,800 franchised and licensed locations around the world, 
ServiceMaster Restore and ServiceMaster Recovery Management serve customers 
through a global network of franchises available 24/7/365 to provide residential and 

ServiceMaster Global Holdings, Inc. is a leading provider of essential residential and 
commercial services, operating through an extensive service network of more than 
8,000 company-owned, franchised and licensed locations. The company’s portfolio of 
well-recognized brands includes Terminix (termite and pest control), American Home 
Shield (home warranties), ServiceMaster Restore (disaster restoration), ServiceMaster 
Clean (janitorial), Merry Maids (residential cleaning), Furniture Medic (furniture 
repair) and AmeriSpec (home inspections). We serve our residential and commercial 
customers through an employee base of approximately 13,000 company associates 
and a franchise network that independently employs an estimated 33,000 additional 
people. The company is headquartered in Memphis, Tenn. Go to www.servicemaster.
com for more information about ServiceMaster or follow the company at twitter.com/
ServiceMaster or facebook.com/TheServiceMasterCo.
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DPNNFSDJBM�SFTUPSBUJPO�TFSWJDFT�SFTVMUJOH�GSPN�EBNBHF�DBVTFE�CZ�XBUFS�mSF�PS�TNPLF�� 
ServiceMaster Recovery Management (SRM) is the large-scale commercial 
catastrophic disaster restoration unit of ServiceMaster Restore. ServiceMaster Restore 
and SRM have operations and consulting experience on countless disasters, including 
clean-up after Hurricane Katrina and the Pentagon after September 11, 2001.  
More information can be found at www.servicemasterrestore.com and  
www.servicemasterrecoverymanagement.com.

ServiceMaster Clean

With approximately 4,000 franchised and licensed locations around the world, 
ServiceMaster Clean serves customers through a global network of franchises that 
provide a range of residential and commercial services including cleaning, janitorial 
TFSWJDFT�DPNNFSDJBM�DBSQFU�DMFBOJOH�IBSE�TVSGBDF�nPPS�DBSF�BOE�SFTJEFOUJBM�DBSQFU�
and upholstery cleaning. Visit www.servicemasterclean.com for more information.   

0HUU\�0DLGV
Merry Maids is the largest home cleaning franchise network in the United States. 
Merry Maids provides services in 48 states and the District of Columbia through 
approximately 450 company-owned locations and franchised outlets. The company 
also provides home cleaning services in Canada, Ireland and the United Kingdom and 
has licensing arrangements whereby licensees provide these services in Hong Kong, 
Japan, South America, South Korea, Southeast Asia and Australia. Merry Maids and its 
franchisees employ more than 8,000 home cleaning professionals that service homes 
on four continents, including more than 200,000 homes in North America every month. 
Go to www.merrymaids.com for more information about Merry Maids or follow us at 
twitter.com/MerryMaids and facebook.com/MerryMaids. 

Furniture Medic

Furniture Medic is a leading provider of on-site wood furniture repair and restoration 
services serving customers in the United States through a network of approximately 
300 independently-owned and -operated franchises and licensees. Furniture 
Medic’s success is rooted in its dedication to providing customers with unparalleled 
craftsmanship and quality service. The expertise is unsurpassed and workmanship is 
guaranteed. For more information about Furniture Medic, visit www.furnituremedic.com.

$PHUL6SHF
AmeriSpec has approximately 275 independently-owned and operated franchises 
and licensees located throughout the United States and Canada. The Memphis-based 
company has been in operation since 1987 and has performed more than 1.5 million 
quality home inspections. For more information, visit www.amerispec.com.
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 2014 2013

Income from Continuing Operations $43  $42 

Amortization expense 52  51 

Impairment of software and other related costs 47   — 

Consulting agreement termination fees 21  — 

Restructuring charges 11  6 

Management and consulting fees 4  7 

Loss on extinguishment of debt 65  — 

Tax impact of adjustments (75) (25)

Adjusted Net Income $167 $82

(In millions)
For the years ending December 31,

The following table presents reconciliation of Income from Continuing 
Operations to Adjusted Net Income for the periods presented.
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6(&�5HSRUWV�
ServiceMaster maintains a website at www.servicemaster.com that includes a hyperlink to a website maintained by a 
third party where ServiceMaster’s Annual Report on Form 10-K, Quarterly Reports on Form 10-Q, Current Reports on 
Form 8-K and all amendments to those reports are available without charge as soon as reasonably practicable following 
UIF�UJNF�UIBU�UIFZ�BSF�mMFE�XJUI�PS�GVSOJTIFE�UP�UIF�4FDVSJUJFT�BOE�&YDIBOHF�$PNNJTTJPO��$PQJFT�DBO�BMTP�CF�PCUBJOFE�
at the Securities and Exchange Commission’s Public Reference Room at 100 F Street, N.E., Room 1580, Washington, 
D.C. 20549.  In addition, the Securities and Exchange Commission maintains a website at www.sec.gov, from which 
interested persons can also access our reports electronically. 
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