Investor Presentation
June 2020

NASDAQ: SIC

Disclosures
Forward-Looking Statements
As usual, this presentation contains statements which are forward-looking. Our 10Ks, 10Qs and other SEC documents outline the risks associated
with these statements and we encourage you to review them.
This presentation includes forward-looking statements within the meaning of Section 27A of the Securities Act of 1933, as amended, and Section 21E of the
Securities Exchange Act of 1934, as amended, and, as such, may involve known and unknown risks, uncertainties and assumptions. Forward-looking statements may
be identified by the use of words such as “anticipate,” “believe,” “estimate,” “intend,” “could,” “should,” “would,” “may,” “seek,” “plan,” “might,” “will,” “expect,”
“predict,” “project,” “forecast,” “potential,” “continue,” and other forms of these words or similar words or expressions or the negatives thereof. Forward-looking
statements are based on historical information available at the time the statements are made and are based on management’s reasonable belief or expectations
with respect to future events. Forward-looking statements are subject to risks, uncertainties, and other factors, including, but not limited to, risks and uncertainties
relating to the COVID 19 pandemic (including those contained in our 8-K filed on May 5, 2020) and those factors contained in our Annual Report on Form 10-K for
the fiscal year ended December 31, 2019 (our “Annual Report”), that may cause the Company’s actual results, level of activity, performance or achievement to be
materially different from the results or plans expressed or implied by such forward-looking statements. All forward-looking statements in this press release are
qualified by the factors, risks and uncertainties contained in our Annual Report. Forward-looking statements should not be read as a guarantee of future
performance or results, and will not necessarily be accurate indications of the times at or by which such performance or results will be achieved. Forward-looking
statements speak only as of the date on which they are made and the Company undertakes no obligation to update any forward-looking statement to reflect future
events, developments or otherwise, except as may be required by applicable law.

Use of Non-GAAP Financial Measures
This presentation and the schedules hereto include EBITDA, Adjusted EBITDA and Adjusted EBITDA margin, which are financial measures that have not been
calculated in accordance with accounting principles generally accepted in the United States, or GAAP, and are therefore referred to as non-GAAP financial measures.
We have provided definitions below for these non-GAAP financial measures and have provided tables in the schedules hereto to reconcile these non-GAAP financial
measures to the comparable GAAP financial measures.
We believe that these non-GAAP financial measures provide valuable information regarding our earnings and business trends by excluding specific items that we
believe are not indicative of the ongoing operating results of our businesses, providing a useful way for investors to make a comparison of our performance over
time and against other companies in our industry.
We have provided these non-GAAP financial measures as supplemental information to our GAAP financial measures and believe these non-GAAP measures provide
investors with additional meaningful financial information regarding our operating performance and cash flows. Our management and board of directors also use
these non-GAAP measures as supplemental measures to evaluate our businesses and the performance of management, including the determination of
performance-based compensation, to make operating and strategic decisions, and to allocate financial resources. We believe that these non-GAAP measures also
provide meaningful information for investors and securities analysts to evaluate our historical and prospective financial performance. These non-GAAP measures
should not be considered a substitute for or superior to GAAP results. Furthermore, the non-GAAP measures presented by us may not be comparable to similarly
titled measures of other companies.
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SIC Leadership
Bill Varner
Chief Executive Officer
▪ Joined SIC as CEO in June 2020
▪ Prior roles include CEO of United Subcontractors, Inc (USI), a provider of insulation
installation and distribution, and President and CEO of Aquilex Corporation, a leading
provider of specialty services to the energy sector
▪ Board of Directors experience includes Bartlett Holdings, Aquilex, USI and The Identity
Group

Nadeem Moiz
Chief Financial Officer
▪ Joined SIC as CFO in August 2018

▪ Prior roles include CFO of Superior Industries, a leading global supplier of aluminum wheels for
OEMs (NYSE: SUP), and CFO of Direct Chassis, a provider of intermodal equipment solutions
(PE: Littlejohn)
▪ 23 years experience across diversified industrials; CPA
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Company Overview
Leading Installer and distributor
of interior building products
Diversified building products
and services offerings

Q1-2020 YTD Sales Mix
Segments
Architectural
Surfaces
Group
41%

Multi-Family
Commercial 5%
6%

Repair &
Remodel
26%

High-value, high-margin home
interior products
Scalable platform to expand
across geographies, product
categories, and channels

Construction Sector

End Market
Residential
Design
Services
59%

Single
Family
64%

Key Financials
$ millions
Adjusted EBITDA

Net Sales

Track record of strong growth
through acquisitions and
organic initiatives

New
Construction
74%

Repair &
Remodel
26%

$610
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$60
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LTM Q1-2020

2018

2019

LTM Q1-2020
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SIC Operates Two Complementary Business Segments

◼

Leading provider of interior design installation services of primarily
flooring, countertops and cabinets for residential and commercial

◼

Consolidator of fragmented design and installation services industry

◼

Highly trained and specialized interior designers with proprietary
interior design software creating competitive advantage

◼

Continued trend of builders outsourcing design services

◼

Proprietary technology positioned to serve builders at a variety of
home price points

◼

Deep relationships with over 150 customers and 230 suppliers,
along with decades-long relationships with subcontract and
employee installers

◼

33 locations, including 18 design centers

◼

Leading importer and distributor of natural stone, engineered
stone, and related products used in residential construction,
commercial construction and remodeling across the U.S

◼

Sole strategic consolidator of scale in fragmented U.S. slab
distributor industry 1

◼

Global supply chain complemented with extensive product
design, development and marketing

◼

Strong relationships with diverse channels (fabricators,
builders, designers, dealers and architect firms)

◼

Balanced end market exposure with historically 40% - 50% of
sales to Repair & Remodel

◼

21 strategically located design showrooms and warehouses

Tile Flooring

Door Hardware

Quartz

Granite

Engineered Stone

Cabinetry

Marble

Tile

Notes: 1. Management estimate based on strategic acquisitions of U.S. slab distributors primarily serving single-family residential end markets
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SIC is Positioned to Grow Through Cycles
Solid Core

Focus on new home construction in key stable markets with opportunity to further expand in
multifamily construction
Targeted market share gains from smaller fragmented competitors that lack scale

Diversifying into additional product lines and end markets through cross-selling initiatives

Stable Resilient
Platform

Repair and Remodel business offers countercyclicality to single family construction

Highly variable cost structure and pass-through pricing model

Strategic Growth

Responsible
Financial Policy
& Executional
Excellence

Long-term optionality for active opportunistic M&A strategy

Responsible financial policy – maintain discipline towards a conservative leverage target
while actively managing cost base through down-cycle impacts
Executional excellence – commitment to streamlining operational processes
and procedures with continued cost savings opportunities
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Key Investment Highlights

1

Diverse geographic footprint in attractive markets supported by barriers to entry and scale

2

RDS’ ability to upsell products and deploy customization technology to drive
profitability for SIC and builder customers

3

4
5

6
7

ASG’s sophisticated importation and distribution model fueling expansion

Proven ability to drive organic growth and operational improvement, with
long-term M&A optionality

Significant opportunity to expand across geographic products and channels

Resilient operations supported by highly variable cost structure, pass-through pricing
model and Repair & Remodel

Strong cash flow profile and Adj. EBITDA margins, ample liquidity, and demonstrated ability to take
cost control measures
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1 – Diverse Geographic Footprint
Located in attractive markets supported by barriers to entry and scale.
◼
◼
◼

◼

ASG serves broad domestic footprint with
market-specific products
RDS served regions among the strongest
residential housing markets in the U.S.
Core competencies create barriers to entry
– RDS: Deep builder relationships and skilled
labor force
– ASG: Diverse global supply chain and
logistics expertise
Significant opportunities for continued growth
– Strengthen customer relationships
– Gain share from smaller operators
– Expand product offerings
– Enhance existing footprint through
targeted M&A of fragmented U.S. market
– Enter into attractive adjacent channels
such as multifamily for RDS and
commercial for ASG

Presence in 15 of Top 20 MSAs by Population

ASG locations

Source: McKinsey Global Institute report, October 2016.
Notes: U.S. housing starts forecast from Mortgage Bankers Association report.

RDS locations
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2 – RDS Provides Critical Value To Homebuilders
Cost Components as % of
Total Home Construction Cost
Other

Outdoor
Plumbing &
Electrical

6%

5%

8%
Flooring,
Cabinets &
Countertops

RDS Seamless
Operation Model

HVAC
Drywall

4%

4%
3%
2%

10%

Roofing
Insulation

6%
2%
8%

Excavation,
Permitting,
Upfront Design

16%

Other Interior
Appliances

+

=

2

+

=

3

+

=

RDS installs buyer selected floors,
countertops & cabinets

4

+

=

Builder completes construction
and delivers home to buyer

5

+

=

RDS and builder share revenue
of installed upgraded interior products

Windows,
Doors & Trim

24%
Structural
Products

RDS Key Category

Buyer selects home, places deposit,
and builder starts construction
process
Builder sends buyer to RDS design
center or virtual portal to select all
finishes including floors, countertops,
cabinets and other optional upgrades

1

RDS Expansion Opportunity

Average Cost of Construction ~$270K

RDS Segment

Buyer

Homebuilder

RDS provides strong value across the homebuying process
Source: National Association of Home Builders
Notes: Includes painting, lighting, plumbing fixtures, and fireplace.
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2 – RDS Drives Value to Homebuilders
RDS’ Exceptional Value Proposition to Builders

Builder Needs Highly Aligned
with SIC Attributes
Typical Industry
Participant

Upsell
Execution

✓

Limited

Geographic
Footprint

✓

Limited

Customer
Experience

✓

Varies

Product
Breadth

✓

Varies

Supplier and Labor
Relationships

✓

Varies

Installation
Capabilities

✓

Varies

1

Significantly influences
the upgrade process,
improves homebuyer
satisfaction

2

Increases revenue and margin
per order

3

Operational excellence
reduces delays in schedule

4

Drives RDS profitability and
increases builder profitability
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3 – ASG’s Sophisticated Importation and Distribution Model
Sophisticated model and consolidation strategy fueling expansion
Disciplined Factory and Quarry Sourcing Strategy
Approach:
◼

Strategically located ports to facilitate
sourcing from across the globe

◼

Quarry network selected based on handson inspection process to mitigate any risk
of supply chain disruption

◼

Design and deploy best in class
marketing & merchandising samples

Value Proposition:
◼

◼

Primary Sourcing Locations

To fabricators: Increased material yield
due to consistent and predictable
product

Czech Republic

◼

To customers: Right inventory on hand
for immediate selection and sale

Turkey

Spain

To designers: Reliable product quality
and consistent aesthetics increase
consumer satisfaction

Italy

Vietnam
Brazil

Extensive Distribution Network
◼

Broad stone product offering across a
wide range of price points

◼

Effective, technology-enabled
inventory management

◼

National network of distribution and
showroom centers to manage logistics,
inventory and distribution for clients

◼

Balanced end market exposure with
historically 40% - 50% of sales to R&R

◼

Hub-and-spoke distribution model to
maximize freight efficiency

◼

Superior margin profile and product
selection for regional taste

Fife

Seattle
Portland
Des Moines
Denver

Sun valley
Van Nuys
Phoenix
Anaheim

Tulsa
Oklahoma
City

Kansas City
St. Louis

Boston
New Brunswick
Baltimore
Raleigh

Nashville

North Austin
Austin
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4 – Proven Ability to Drive Organic Growth and Operational
Improvement, With long-term M&A Optionality

1

Expanding share,
adding product
capabilities, entering
new markets
and executing
strategic M&A

2

Significant market
opportunity, as
additional builders outsource design functions

3

Strong relationships
with largest, most
stable homebuilders
provide opportunity
to gain market share

4

Repair & Remodel
business provides
counter-cyclical
revenue base

Strategic & Operational
Initiatives
Leverage Existing Platform
Underlying Growth
Market Growth
High-growth regional markets
Share Gains
Taking share from small regional
competitors
Increased Design Center Outsourcing
~50% of market still handled by
builders internally1

1 Source: Management estimates

Product Expansion
Expand full product set across both
the RDS and ASG portfolios
Geographic Expansion
Evaluate other attractive markets
New End Markets
Commercial, repair and remodel,
multi-family,
single-family rentals

Leverage Integrated Platform
Develop efficiencies in
back-office functions
Execute Strategic M&A
Continue value creating bolt-on
acquisitions over long-term time
horizon
Implement Synergies
Increase efficiencies when executing
on bolt-on acquisition strategy
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4 – Proven Ability to Drive Organic Growth and Operational
Improvement, With Long-Term M&A Optionality
Run-Rate Sales Bridge (in Millions)
$ 700
$ 625

$ 127

$ 20

$ 608

2018

2019

Q1-20 LTM
Revenue

$ 550
$ 71

$ 475
$ 400

$ 37

$ 353

$ 325
$ 250
2017 Actual
Revenue

Organic Growth

2017

NSI

Typical Target Acquisition Criteria

1

2

3

Expanded geographic reach,
new channels or new product /
service capabilities

Owner/operator businesses
with generational exit
planning

$10 - 100m
annual
revenue

4

Accretive
EBITDA
margin

5

Synergy potential

6
Competitive transaction
multiple based on scale of
acquired business
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5 – Significant Opportunity to Expand Across Geographies,
Products & Channels
RDS: Building Leading Position in Residential
Design and Installation
◼
◼

◼

RDS operates in a highly fragmented industry, with ~80% of
total market dominated by small regional and local players
Design studios, expert staff, and tech-enabled solutions
create a competitive advantage for RDS
– Designers work directly with homebuyers in selecting
from over 50,000 interior product options
– Coordinate ordering, fulfilment and installation of many
of these products to create a seamless experience
– Proprietary tailored design software allows “virtual
studio” selection of finishes across multiple homebuying
price points
RDS’s capabilities motivate homebuilders to outsource
aspects of their business, creating a symbiotic relationship

ASG: Scalable Low Fixed Cost Platform
◼

Sole active U.S. consolidator of scale fueling sophisticated
importation and distribution model 1

◼

Fragmented market consisting of national building products
distributors, regional slab distributors and home
improvement retailers

◼

In contrast to some of its larger competitors, ASG does not
have an in-house manufacturing facility and there is no
process concentration, resulting in limited fixed assets and a
highly variable cost structure

◼

Complementary sales strategies, single quarry sourcing and
national distribution network all provide a competitive
advantage
US Slab Distribution Industry Landscape 2

RDS Market Landscape2

Primarily
local / small
regional
players

80%

National /
Large
Players

20%

Primarily
local / small
regional
players

33%

National /
Large
Players

67%

$30+ billion3 fragmented market across RDS and ASG
1 Management estimate based on strategic acquisitions of U.S. slab distributors primarily serving single-family residential end markets
2 Management estimate of industry landscapes
3 Source: National Association of Home Builders, U.S. Census Bureau
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5 – Consolidator of Scale in Fragmented Core Markets
Building Product Categories

Select Key Consolidators

Countertop Distribution
Flooring, Cabinets,
Countertops Installation
Outdoor

SIC’s ASG Business
is sole acquirer of scale1

Insulation

▪ High margin category

Roofing
Plumbing & Electrical
HVAC
Drywall

▪ Attractive deal multiples
▪ Highly fragmented
market
▪ Continued acquisitions
enhance geographic
reach and negotiating
leverage with suppliers

Windows, Doors, Trim

Structural Products

1 Management estimate based on strategic acquisitions of U.S. slab distributors primarily serving single-family residential end markets
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5 – Growth Opportunities: New Products and Channels
ASG New Products

RDS New Products

Cabinets

Appliances

Doors & Windows

Gibbsite Surfaces

Tile & Backsplash

Address cabinet
supply and installation
needs in the industry

Facilitate
cross-selling

Address dearth of
adequate suppliers and
installers in the industry

Innovative composition of Gibbsite
(Aluminum Hydroxide) and Silicon
Dioxide
Combines range of texture and color
finishes with high durability and
water repellence

Engineered stone slabs for
backsplash and wall tile applications
and ceramic and porcelain for
flooring applications

RDS New Channels

Multi-Family
Housing

Assisted
Living

Introduce new colors in Metro
Quartz line and Natural stone

ASG New Channels

Single Family
Rental Properties

Production Builders

Commercial

Increasing share of sales to higher
volume homebuilders in the low- to
mid-priced home space

Targeting high end commercial
segment through Pental brand for
designing and delivering high end
stone products
Pental’s pre-fabrication capabilities
at low cost facilities

$20,000+ per house in additional interior finish products that SIC can
readily provide and effectively sell through its design centers
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6 – Variable Cost Structure and Pass-through Pricing Model
Flexible business model supports resilient operations

1

Low Fixed Cost Structure

◼

All components of direct cash costs
are highly variable

◼

Subcontractor installation base is a
cost-effective, highly variable expense

◼

Design center commissions and rebates vary
in conjunction with revenue and purchase
volume

◼

◼

Leased facilities allow for flexible
scaling-up or down field management
workforce and facilities costs
Modest fixed cost infrastructure
requirements to support operations

Low Fixed Cost

2

Significant Pricing Leverage

◼

Can pass through cost increases
immediately on studio projects

◼

A substantial portion of backlog is
derived from repeat builder
customers who share in RDS
pricing success

◼

Structure Breakdown1

Predictable revenue streams
through contracted backlog with
homebuilders in early housing
development phase

◼

ASG is able to fully incorporate
pricing increases through its
showrooms on a 60-120 day
timeline

◼

Does not rely on fixed contracts
with suppliers, and can shift
suppliers according to price
dynamics in the current market

◼

Outsourced fabrication model
creates warehouse and
personnel cost flexibility

Variable

Fixed

Notes: 1. Calculated as a percentage of 2019 Cost of Goods Sold. Variable category includes semi-variable costs.
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7 – Strong Financial Profile
Strong growth profile, Adjusted EBITDA margins and solid balance sheet
LTM Q1-2020 Sales Growth

LTM Q1-2020 Adj. EBITDA Margin
12%

10.9%

40%

8.5%
30%
20%

8%
16.3%
8.5%

10%

4%

0%

0%
SIC

SIC

Peer Median

LTM Q1-2020 Net Debt/Adj. EBITDA

Peer Median

LTM Q1-2020 CapEx/Sales
3%

4.0
3.2x

3.2x

3.0

2%

2.0

1.4%

1.4%

SIC

Peer Median

1%

1.0
-

0%
SIC

Peer Median

Source: Public company filings and FactSet. Peer set includes BECN, BLD, IBP and SITE
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COVID-19 Update
Safety

Business Continuity

Liquidity

◼

Protecting our employees is
top priority

◼

Serving diverse client base
across broad footprint

◼

Ended Q1 with ample
liquidity

◼

Created a Coronavirus
Response Team in March
2020

◼

Responded quickly to initial
economic impact of COVID19

◼

Focused on generating cash
and protecting liquidity

◼

Shifted to a work-from-home
policy for office employees

◼

Significant cost out and cash
preservation actions in April

◼

Optimizing working capital

◼

Limiting capex spend

◼

Covenant relief through 2020

◼

Enacted cost savings to
provide $14-$16 million
benefit in 2020

◼

◼

◼

Requirements for personal
protective equipment, social
distancing, enhanced
sanitizing and other best
practices
Halt on all non-essential
travel

◼

◼

Online tools and
appointment-only policy at all
showrooms has limited inperson contact

No significant impacts to our
global supply chain thus far
April 2020 sales down 25%
year-over-year with positive
Adj. EBITDA

Balanced Actions to Protect Our Employees, Serve Customers and Preserve Cash
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COVID-19 2020 Cost and Cash Management Response

Enacted a combination of reductions in work force and
furloughs across both business units
Suspended 401k match, reduced planned annual
incentive compensation, froze open position hiring

$14M - $16M
Expected EBITDA Cost
Savings in
Q2-Q4 2020

Management salary reductions, and Board of Director
fee eliminations

Safety-related capex only, adjusted inventory purchasing
plans, other working capital optimizations

Total Cash Savings in
Excess of EBITDA
Benefits

Taking advantage of tax deferrals and exploring
additional financial benefits provided by the CARES Act
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Q1 2020 Year-over-Year Net Sales Bridge
$ millions

Total Decrease: $-2.5M, -1.9%
$ 2.6

$ 3.9
$ (9.1)

$ 136.9

$ 134.4

Organic Growth: -3.8%

Q1-2019 Net
Sales

Volume

•

Year-over-year net sales decreased by 1.9%

•

Organic sales decline of 3.8%

•

Price/Mix

Acquisitions

Q1-2020 Net
Sales

•

RDS 4.0% lower due to unfavorable mix offset partially by solid volume gains

•

ASG down 3.4% driven primarily by unfavorable mix on essentially stable volume

Acquisition
•

Intown Design (Georgia/North Carolina) completed March 2019
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Q1 2020 Year-over-Year Adjusted EBITDA Bridge(1)
$ millions

Total Decrease: $-8.0M, -64%

$ 12.5

$ (0.2)
$ 0.6
$ (8.4)

Q1-2019 Adj
EBITDA

Acquisitions

9.1% of Revenue

Organic
SG&A and Other
Volume/Price/Mix

$ 4.5
Q1-2020 Adj
EBITDA
3.4% of Revenue

•

RDS organic and acquired margins unfavorably impacted by shift towards entry- to mid-level homebuilding
and geographic mix offset by Volume growth

•

ASG experienced lower margin mix

•

Selling, general and administrative expenses improved as a result of cost reductions and efficiencies

(1) See “Reconciliation of Net Income to Adj. EBITDA” at the end of this presentation
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7 – Strong Cash Flow Profile
Effectively Positioned Balance Sheet

Liquidity/Leverage ($ in millions) as of 3/31/20

Focus on preservation of liquidity through
strict cash deployment

ABL (Commitment - $100M) (1)

◼

Generated $7.8 million in operating cash flow

Term Loan(1)

◼

Q1 cash of $36.9 million and liquidity of
$72.2 million

Total Debt

3.2x net debt-to-LTM Pro-Forma Adjusted
EBITDA(3)

Net Debt(2)

◼

◼

◼

◼

$

152.5
$

Cash

Net Debt / LTM Adj EBITDA(3)

48.8
201.3
(36.9)

$

164.4
3.2x

Amended term loan agreement in April 2020
–

Waived leverage covenant testing through
year end with liquidity in excess of $35
million

–

Relaxed fixed charge coverage to 1.0x for
2020

Cash benefits expected to exceed enacted
cost savings of $14 - $16 million for the
remainder of 2020

(1) Note: Condensed Consolidated Balance Sheet totals do not include letters of credit , and are reduced by unamortized debt issuance costs
(2) Does not include capital leases
(3) See “Reconciliation of Net Income to Adj. EBITDA” at the end of this presentation
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Building a leading installer and distributor of high-end interior
products
✓

Strong growth: organic and M&A

✓

Successful acquisition track record

✓

Geographic, product and channel diversity

✓

Scalable platform in place to drive growth

✓

Solid capital position to execute initiatives
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Appendix

Segment Information

Select Interior Concepts, Inc.
Segment Information (Unaudited)

RDS
ASG
Elims/Corp
Total

Three Months Ended March 31, 2020
Net Sales
Gross Profit
Gross Margin
$
79,350
$
17,466
22.0%
55,543
13,217
23.8%
(515)
11
n/a
$
134,378
$
30,694
22.8%

RDS
ASG
Elims/Corp
Total

Three Months Ended March 31, 2019
Net Sales
Gross Profit
Gross Margin
$
79,985
$
22,640
28.3%
57,505
16,021
27.9%
(570)
72
n/a
$
136,920
$
38,733
28.3%

(in thousands)
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Adjusted EBITDA Reconciliation

Select Interior Concepts, Inc.
Reconciliation of Net Income to EBITDA and Adjusted EBITDA (Unaudited)
Three Months Ended March 31,

(in thousands)

Reconciliation of net income to Adj. EBITDA
Consolidated net income (loss)

2020
$

Income tax expense (benefit)

(4,002)

2019
$

(3,243)

127
525

Interest expense

3,895

4,329

Depreciation and amortization

5,644

6,249

EBITDA

$

Equity-based compensation

2,294

$

(669)

Purchase accounting fair value adjustments

561

-

Acquisition and integration related costs

11,230

(1,522)

1,452

1,454

Employee related reorganization costs

207

439

Other non-recurring costs

679

347

Strategic alternatives costs

575

-

Total addbacks

$

2,244

$

1,279

Adjusted EBITDA

$

4,538

$

12,509

EBITDA is defined as consolidated net income before interest, taxes and depreciation and amortization.
Adjusted EBITDA is defined as consolidated net income before (i) interest expense, (ii) income tax expense, (iii) depreciation and amortization expense, (iv) stock compensation expense, and (v) adjustments for costs that
are deemed to be transitional in nature or not related to our core operations, such as severance and employee related reorganization costs, purchase accounting fair value adjustments, facility closure costs, and
professional, financing and legal fees related to business acquisitions, or similar transitional costs and expenses related to business investments, greenfield investments, and integrating acquired businesses into our
Company.
Adjusted EBITDA margin is Adjusted EBITDA as a percentage of net sales.
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