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Protecting Our Customers, 

Health, Property, and Brands



About Rollins
Rollins, Inc. is a premier global consumer and commercial services company. Through our 

family of leading brands, we and our franchises provide essential pest control services and 

protection against termite damage, rodents, and insects to more than 2.8 million customers 

in North America, South America, Europe, Asia, Africa, and Australia, with approximately 

22,000 employees from more than 850 locations.

RESIDENTIAL PEST CONTROL 
Pest control services safeguard residential properties from common pests, including rodents, insects, 
and wildlife.

Growing awareness and heightened concerns about property safety and protection have made our 
services recession-resistent. Our brands provide a diverse range of solutions tailored to customer 
needs, enhancing both service quality and profitability.

COMMERCIAL PEST CONTROL 
We offer workplace pest control solutions for customers across industries such as healthcare, food 
service, and logistics.

Our commercial services include mosquito control, rodent exclusion, termite management, and bird 
control, ensuring businesses remain pest-free and compliant with industry standards.

TERMITE & ANCILLARY SERVICES 
Each year, termites cost Americans more than $5 billion in damage, and unfortunately, most 
homeowner insurance policies don’t cover the repairs. We offer several treatment options for 
customers, including wood treatments, liquid soil treatments and Sentricon® Baiting systems. Our 
brands, HomeTeam and Northwest, provide termite pretreatment services to homebuilders.

20,000+
Teammates

2,800,000+
Customers Served



2025 Financial Highlights
We are pleased with the double-digit revenue, earnings, and cash flow growth we delivered 

in 2025, marking our 24th consecutive year of annual revenue growth. The durability and 

consistency of our financial results enable us to meaningfully invest in our business, while 

also delivering attractive returns for our shareholders.

– KENNETH D. KRAUSE, 

Executive Vice President and Chief Financial Officer

1  Amounts are non-GAAP financial measures. See the schedules below for definitions and 
a discussion of non-GAAP financial metrics, including a reconciliation to the most directly 
comparable GAAP measure.

BALANCED CAPITAL ALLOCATION

DELIVERING ATTRACTIVE RETURNS* 

Dividend 
increased 

~80%

Total Shareholder 
Return of 

~85%

* Since 2022

DOUBLE-DIGIT
ADJ. FREE 
CASH FLOW
GROWTH1

+20%

DOUBLE-DIGIT 

EPS 
GROWTH

+14%

DOUBLE-DIGIT 

REVENUE 
GROWTH

+11%

35%
Acquisition

3%
CAPEX

25%

37%

Share Repurchases

Dividends

~$880M



To Our Shareholders, Teammates, 
and Valued Customers

It is an honor to share this letter with 

you as we close out another great 

year for our Company. 

How We Serve

How we serve starts with our people. 

We know that when we put our people 

first, this positively impacts the way our 

teammates take care of our customers 

and, ultimately, builds exceptional 

customer loyalty. For this reason, we 

continue to invest in the training and 

development of our people.

In 2025, our Talent and Development 

team designed a program called The Co-

Lab—a three-and-a-half day

experience for all people managers. 

Our teammates meet in cross-

brand groups for best practice 

sharing and networking. Servant 

leadership is the foundation of these 

sessions, which are designed to help 

leaders enhance skills for personal 

development, team development, 

and business growth. After the 

initial session, leaders participate 

in additional guided practice, peer 

coaching, and ongoing learning.

By preparing our leaders to engage 

and coach their teammates 

effectively, we are creating the 

environment for our teammates 

to provide great service and build 

relationships. These efforts also 

create an internal marketplace 

of cross-brand, cross-functional 

talent where teammates can 

seamlessly transfer between brands, 

divisions, our Home Office, and 

field operations. This will further 

enhance career opportunities for 

our teammates and create a robust 

pipeline of future leaders that will 

not only sustain our growth, but also 

help us reach our full potential. The 

Co-Lab initiative began last summer 

and will continue well into this 

year as we put over 2,000 people 

leaders through this development 

experience.

Our culture of servant leadership 

is embedded in The Rollins Way — 

Heroic Impact, Essential Together, 

and Be Remarkable — which 

guides how we lead, support one 

another, and serve our customers. 

By empowering our teams to lead 

with service and accountability, we 

reinforce a customer-first mindset 

that drives loyalty within our highly 

recurring business model. Our 

customers continue to reward our 

focus on customer loyalty with 

strong retention rates, as evidenced 

by our growing customer base, but 

we are always striving to improve. 

In addition to growing our customer 

base, we are also intent on 

increasing our depth of relationship 

with our customers. In 2025, we 

continued to make progress in 

bundling and cross-selling services 

to earn more opportunities to 

engage our customers. With an 

average number of services per 

customer of less than two, there 

remains significant opportunity. We 

incentivize cross-selling behavior 

from our teammates and have 

developed new tools to educate 

customers on our one-stop shop 

capabilities across a comprehensive 

portfolio of whole-home protection 

services. 

What We Achieved 

As I reflect on 2025, I am extremely 

proud of the accomplishments 

our team achieved together. We 

delivered solid growth, while 

continuing to modernize our 

business and position ourselves for 

continued success. 

We achieved a record $3.8 billion 

in revenue, up 11.0 percent versus 

last year, and grew adjusted 

earnings per share by 13.1 percent, 

as demand from our customers 

remained strong across all major 

service offerings. Organic growth of 

6.9 percent in 2025 was bolstered 

by strong execution of our 

operating strategies and continued 

investment in people and staffing 

to meet the continued demand in 

our markets. 



We are proud of the tenure and 

experience of our team, as well 

as their engagement level and 

commitment to our Company. While 

overall teammate retention has 

been healthy, there is opportunity for 

improvement in the retention of our 

newer team members, specifically 

those who are with us for six months 

or less. We made positive strides in 

this area during 2025 by updating our 

training and onboarding programs 

to address key milestones in the 

initial days and weeks that a new 

teammate is with us.

We leveraged our multi-brand, 

multi-channel approach to 

differentiate ourselves in the market. 

Digital marketing, cross-selling, 

service-bundling, and door-to-door 

sales methods helped us reach 

new customers and enhanced 

engagement with existing 

customers to support customer 

growth. Cross-selling to existing 

customers increases the depth of 

our relationship with customers and 

improves retention. Thus, we added 

resources to our home inspection 

teams to better serve our customers 

and grow our business. 

Additionally, we strategically allocated 

resources to the commercial side of 

our business as we seek to capitalize 

on opportunities within key strategic 

verticals. Over the past two years, 

we have significantly expanded our 

dedicated Commercial platform, 

and in 2025 alone, we established 

fourteen additional dedicated 

commercial branches and three 

new dedicated commercial regions 

within our existing footprint. These 

investments position us well to 

continue capturing share and driving 

long-term growth in attractive end 

markets.

We welcomed 26 new businesses into 

our Company through acquisitions, 

including the acquisition of Saela. The 

performance of Saela has continued 

to exceed our expectations and 

integration has progressed very 

smoothly thanks to the efforts of our 

collective teams. We have a robust 

M&A pipeline with a number of 

opportunities that we are actively 

evaluating to drive additional growth 

in the future.

What We Aspire To 

A growth mindset starts with 

constantly striving for self-

improvement.  Improving oneself 

sets the stage for us to help one 

another get better so that we can 

deliver excellent service and grow our 

relationships with customers. Growth 

mindset is becoming a stronger part 

of our culture every day. It implies 

that each of us must be committed 

to learn, grow, and change personally 

so we can drive a better future for our 

business.

As a complement to our growth 

mindset, our dedication to 

continuous improvement is another 

key tenet of our strategy. We are 

constantly striving to improve our 

service levels and optimize our 

business. We continue to evolve 

and invest in our operating model, 

bringing more brands online with 

enhanced capabilities in this area 

to create a better experience for our 

team and customers.

In closing, our performance in 2025 

demonstrates the strength of our 

business and the engagement level 

of our team. Our family of pest control 

brands are delivering exceptional 

service, resulting in profitable 

growth, and we are focused on 

continuous improvement throughout 

the business. We are committed 

to providing our customers with 

the best customer experience and 

investing meaningfully in our team to 

drive organic growth. We also remain 

active in our industry relationships to 

further our disciplined approach to 

acquisitions. 

I want to recognize and thank our 

22,000 exceptional teammates 

around the world for their efforts and 

contribution to our success in 2025. 

Furthermore, I want to thank our 

customers for trusting Rollins and 

our global family of brands to protect 

their health, their homes, and their 

businesses. And to our shareholders, 

thank you for your confidence and 

commitment to the long-term 

success of our Company.  

Jerry E. Gahlhoff, Jr.

President and Chief Executive Officer



Leadership Team

GARY W. ROLLINS

Executive Chairman 

Emeritus of the Board

JERRY E. GAHLHOFF, JR.

President and  

Chief Executive Officer

JAMES C. BENTON, JR.

Vice President, 

Human Resources

PATRICK J. 
CHRZANOWSKII

President of Orkin USA

STANFORD C. 
PHILLIPS

President of 

Rollins Brands USA

THOMAS D. TESH

Vice President, 

Chief Administrative Officer

JOHN F. WILSON

Executive Chairman 

of the Board

KENNETH D. KRAUSE

Executive Vice President 

and Chief Financial Officer

ELIZABETH B. 
CHANDLER

Chief Legal Officer and 

General Counsel

RENEE J. PEARSON

Group Vice President,  

Chief Information Officer

CLAY W. SCHERER

Group Vice President, 

Operational Support



























































































































































Shareholder Information
STOCK LISTING

The Common Stock of the Company is listed on the New 

York Stock Exchange and traded on the Philadelphia, 

Chicago, and Boston Exchanges under the symbol ROL.

STOCK TRANSFER AGENT, REGISTRAR OF 
STOCK, DIVIDEND DISBURSING AGENT AND 
OTHER SHAREHOLDER SERVICES

For inquiries related to stock certificates, including 

changes of address, lost certificates, dividends, and tax 

forms, please contact:

American Stock Transfer and Trust 

6201 15th Street 

Brooklyn, NY 11219 

866-708-5581

DIVIDEND REINVESTMENT PLAN

This Plan provides a simple, convenient, and inexpensive 

way for shareholders to invest cash dividends in additional 

Rollins, Inc. shares. For further information, contact Investor 

Relations at the mailing address below.

ANNUAL SHAREHOLDER MEETING

The Annual Meeting of the Shareholders will be held at 

12:30 p.m., April 22, 2025, at the Company’s corporate 

offices in Atlanta, Georgia.

EXECUTIVE OFFICES

Rollins, Inc. 

2170 Piedmont Road, N.E. 

Atlanta, Georgia 30324

MAILING ADDRESS

Rollins, Inc. 

P.O. Box 647 

Atlanta, Georgia 30301

TELEPHONE

404-888-2000

DIRECTORS

Gary W. Rollins 
Executive Chairman Emeritus of the Board

John F. Wilson 
Executive Chairman of the Board

Louise S. Sams 

Lead Independent Director 

Retired EVP and General Counsel, 

Turner Broadcasting System, Inc., 

Chairperson of the Nominating and  

Corporate Governance Committee, 

Member of the Human Capital Management and 

Compensation Committee

Susan R. Bell 
Retired Partner of Ernst & Young, LLP, 

Chairperson of the Audit Committee

Donald P. Carson 
Co-founder and Managing Director, 

The Ansley Capital Group, LLC and Ansley Securities LLC, 

Member of the Nominating and  

Corporate Governance Committee, 

Member of the Audit Committee

Paul D. Donahue 
Non-Executive Chairman, 

Genuine Parts Company, 

Member of the Human Capital Management 

and Compensation Committee

Jerry E. Gahlhoff, Jr. 
Chief Executive Officer and President

Patrick J. Gunning 
Retired CFO, The Woodruff Arts Center, 

Retired Partner, Ernst & Young LLP, 

Member of the Audit Committee

P. Russell Hardin 
President, Robert W. Woodruff Foundation, 

Member of the Nominating and 

Corporate Governance Committee

Dale E. Jones 
Chief Executive Officer, Magna Vista Partners, 

Member of the Human Capital Management 

and Compensation Committee

Gregory B. Morrison 
Retired SVP and CIO, Cox Enterprises, Inc., 

Chairperson of the Human Capital Management and 

Compensation Committee, 

Member of the Audit Committee

Pamela R. Rollins 
Community Leader



Rollins, Inc.  |   2170 Piedmont Road, NE  |   Atlanta,  GA 30324  |   www.rol l ins.com

ROLLINS, INC.

Worldwide Pest Brands

orkincanada.ca orkin.com orkinau.com

westernpest.com clarkpest.com callnorthwest.compestdefense.com

aardwolfpestkare.com crittercontrol.comindfumco.com

walthamservices.com opcpest.comtrutechinc.com

cranepestcontrol.com ox-pest.com saelapest.comf


