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The information contained in this preliminary prospectus is not complete and may be changed. Neither we nor the selling stockholders may sell these
securities until the registration statement filed with the Securities and Exchange Commission is effective. This prospectus is not an offer to sell these
securities and we are not soliciting offers to buy these securities in any jurisdiction where the offer or sale is not permitted.

PRELIMINARY PROSPECTUS Subject to Completion January 27, 2014

Shares

INSTALLED BUILDING PRODUCTS

Common Stock

This is the initial public offering of our common stock. No public market currently exists for our common stock. We are offering shares of our
common stock and the selling stockholders named in this prospectus are offering shares of our common stock. We will not receive proceeds from the
sale of shares by the selling stockholders. We expect the public offering price to be between $ and $ per share.

We intend to list our common stock on the New York Stock Exchange, under the symbol “IBP.”

We are an “emerging growth company” as defined under the federal securities laws and are eligible for reduced reporting requirements. See “Prospectus
Summary—Implications of Being an Emerging Growth Company.”

Investing in our common stock involves a high degree of risk. Before buying any shares, you should carefully read the
discussion of material risks of investing in our common stock in “Risk Factors” beginning on page 14 of this prospectus.

Neither the Securities and Exchange Commission nor any state securities commission has approved or disapproved of these securities or determined if this
prospectus is truthful or complete. Any representation to the contrary is a criminal offense.

Per
Share Total

Public offering price $ $

Underwriting discounts (1) $ $

Proceeds, before expenses, to us $ $

Proceeds, before expenses, to the selling stockholders $ $
(1)  See “Underwriting” for a complete description of the compensation payable to the underwriters and our financial advisor.
The underwriters may also purchase up to an additional shares of our common stock from us at the public offering price, less underwriting discounts
and commissions, within 30 days from the date of this prospectus. If the underwriters exercise this option in full, the total underwriting discounts will be
$ , and the total proceeds, after underwriting discounts but before expenses, to us will be $
The underwriters are offering the common stock as set forth under “Underwriting.” Delivery of the shares will be made on or about ,2014.
Deutsche Bank Securities UBS Investment Bank

Zelman Partners LLC
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You should rely only on the information contained in this prospectus and any free writing prospectus we may specifically authorize to be delivered or made
available to you. We, the selling stockholders and the underwriters have not authorized anyone to provide you with additional or different information. The
information contained in this prospectus or any free writing prospectus is accurate only as of its date, regardless of its time of delivery or of any sale of shares
of our common stock. Our business, financial condition, results of operations and prospects may have changed since that date.
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PRESENTATION OF MARKET AND INDUSTRY DATA AND INFORMATION

We obtained the industry, market and competitive position data used throughout this prospectus from our own internal estimates and research as well as from
U.S. government and industry publications, studies and surveys. U.S. government and third-party industry sources include the U.S. Census Bureau, the
National Association of Homebuilders, or NAHB, Blue Chip Economic Indicators, or Blue Chip, McGraw Hill Construction, Builder Magazine and the Joint
Center of Housing Studies of Harvard University. The information derived from the sources cited in this prospectus generally represents the most recently
available data and, therefore, we believe such data remains reliable. While we believe our internal company research is reliable, such research has not been
verified by any independent source.

In this prospectus, we present a variety of housing market indicators, including building permits, housing starts and housing completions.
* A building permit is counted at the point in time a permit for construction is granted.
* A housing start is counted at the point in time excavation begins for the footings or foundation of a home.

* A housing completion is counted at the point in time installation of all finished flooring or carpeting of a home is completed.

Building permits and housing starts are both considered leading indicators of the state of the housing market. Alternatively, housing completions are
considered a lagging indicator of the housing market. Statements in this prospectus relating to prospective trends in and forecasts of the housing market are
based on housing starts or building permits, unless otherwise indicated.

References to the top ten largest homebuilders are based on Builder Magazine’s 2012 Builder 100 list, which ranks U.S. single-family homebuilders based on
the total number of home closings.

References to a housing market refer to a Metropolitan Statistical Area, or an MSA, which is an area that generally consists of at least one urbanized area of
50,000 or more inhabitants, plus adjacent territory that has a high degree of social and economic integration with the core area as measured by commuting
ties. MSA boundaries are based on U.S. Census Bureau determinations as of March 2013. References to our locations refer to properties where we own or
lease a facility. Our branches include one or more locations that typically share a common branch manager and administrative staff. We have multiple
branches in certain of our markets. References to the markets that we serve or in which we operate are those markets within 50 miles of our locations.

Information in this prospectus relating to forecasts for U.S. housing starts is based on Blue Chip Economic Indicators, Top Analysts’ Forecasts of the U.S.
Economic Outlook for the Year Ahead dated January 10, 2014. Information in this prospectus relating to historical and forecast reports for commercial
construction market starts is based on McGraw Hill Construction Dodge Reports, which are issued on a quarterly basis. We currently participate in many, but
not all, categories of the commercial construction market included in the McGraw Hill Construction Dodge Reports.

il



Table of Contents

Prospectus Summary

This prospectus summary highlights certain information appearing elsewhere in this prospectus. As this is a summary, it does not contain all of the
information that you should consider in making an investment decision. You should read the entire prospectus carefully, including the information under
“Risk Factors,” “Management’s Discussion and Analysis of Financial Condition and Results of Operations” and our consolidated financial statements
and the related notes thereto included elsewhere in this prospectus, before investing. This prospectus includes forward-looking statements that involve
risks and uncertainties. See “Information Regarding Forward-Looking Statements.” Unless the context otherwise requires, the terms “IBP,” “the
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company,” “we,” “us” and “our” in this prospectus refer to Installed Building Products, Inc. and its subsidiaries.

OUR COMPANY

We are the second largest new residential insulation installer in the United States based on total U.S. housing completions, with a national platform
consisting of over 100 locations serving customers in 44 states. We believe we have the number one or two market position for new single-family
insulation installation in more than half of the markets in which we operate, based on permits issued in those markets. We also install complementary
building products, including garage doors, rain gutters, shower doors, closet shelving and mirrors, which provide cross-selling opportunities. For the nine
months ended September 30, 2013, we generated net revenue of $312.6 million, Adjusted EBITDA of $16.3 million and net income of $3.7 million. This
represents a 49.0% increase in net revenue and a 3.1 times increase in Adjusted EBITDA as compared to the nine months ended September 30, 2012.
Approximately 79% of our net revenue in the nine months ended September 30, 2013 was derived from sales to the U.S. residential new construction
market.

Net Revenue for the nine-month period ended September 30, 2013
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We manage all aspects of the installation process for our customers, from our direct purchase and receipt of materials from national manufacturers, to our
timely supply of materials to job sites and quality installation. Installation of insulation, which includes air sealing, is a critical phase in the construction
process, as certain interior work cannot begin until the insulation phase passes inspection. We benefit from our national scale, long-
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standing supplier relationships and a broad customer base that includes production and custom homebuilders, multi-family and commercial contractors,
and homeowners. During each of the past five years, no single customer accounted for more than 3% of our net revenue.

Our business began in 1977 with one location in Columbus, Ohio. In the late 1990s, we began our acquisition strategy with the goal of creating a national
platform. Since 1999, we have successfully completed and integrated over 90 acquisitions, which has allowed us to generate significant scale and to
diversify our product offering while expanding into some of the most attractive housing markets in the United States. Over the past several years, our net
revenue has increased at a faster rate than our operating expenses, resulting in an improved cost structure and a more efficient and scalable operating
model to improve our financial performance and returns on invested capital. We are well positioned to continue to grow our business through the
ongoing housing recovery, market share gains and acquisitions. We estimate that we have grown our share of the U.S. residential new construction
insulation installation market from approximately 5% as of December 31, 2005 to approximately 16% as of September 30, 2013, based on total U.S.
housing completions.

INDUSTRY OVERVIEW AND TRENDS

Housing End Market. Our business is driven primarily by the U.S. residential new construction market. According to the U.S. Census Bureau, total
housing starts averaged approximately 1.6 million per year from 1968 to 2006. From 2007 to 2012, housing starts averaged approximately 800,000 per
year, reaching a low in 2009 of approximately 554,000. After remaining relatively flat in 2010 and 2011, the housing industry started to recover in 2012,
with U.S. housing starts increasing to approximately 781,000, which was the highest level achieved since 2008.

Historical and Forecast U.S. Housing Starts
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Source: U.S. Census Bureau for historical starts data; Blue Chip for starts forecasts.
We believe that a new home construction recovery is currently underway on a national basis, which is being driven by key macroeconomic factors,

including improved consumer confidence, increasing household formation and attractive levels of new home affordability. According to Blue Chip,
housing starts are expected to grow by
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19% in 2014 to reach approximately 1.1 million and by 18% in 2015 to reach approximately 1.3 million. We continuously monitor housing market
growth trends across the United States in order to allocate our resources to maximize operating efficiencies and assess geographic expansion
opportunities.

Other End Markets. We also install building products, including insulation, for the commercial construction and repair and remodel end markets. The
McGraw Hill 2013 Dodge Construction Outlook (third quarter update) forecasts a 5% year-over-year increase in square footage for commercial
construction in 2013 and a 17% year-over-year increase in 2014. We also expect to experience an increase in repair and remodel activity as the overall
housing market recovery progresses.

Insulation Market. We compete primarily in the U.S. residential new construction insulation installation market, which we believe exceeded $1.4 billion
of sales in 2012 and $4.0 billion of sales in 2005. Sales in the U.S. residential new construction insulation installation market are tied to trends in the
housing market. We estimate that the top three insulation installers comprise approximately half of the total market. The remainder of the market is
highly fragmented and is comprised primarily of smaller, privately owned, local companies, many of which lack scale and have limited access to capital.

Insulation and energy efficiency standards. The amount of insulation in a new home is regulated by various building and energy codes, which establish
minimum thermal and air sealing performance requirements. These codes are typically updated with more stringent requirements every three years. The
most recent of these code enhancements to be adopted is the 2012 International Energy Conservation Code, or the 2012 IECC. As of November 2013, six
states and an additional 44 local jurisdictions had adopted the 2012 IECC, and the U.S. Department of Energy projects that 18 states will have adopted
standards at the 2012 IECC level or higher by 2015. We believe that new residential insulation demand will increase as a result of increased adoption of
the 2012 IECC by states and municipalities.

Installation and homebuilders. Builders value the benefits of using a qualified and experienced installer. These benefits include expertise in installing
insulation and other products, knowledge of local building codes, timely supply of materials to job sites and management of installer labor. According to
the NAHB, insulation comprises 1.8% of the total construction cost of a typical single-family home.

OUR COMPETITIVE STRENGTHS

We believe we benefit from the following competitive strengths:

Local market leadership with national scale

. We are the second largest new residential insulation installer in the United States based on total U.S. housing completions. We installed insulation
in more than 70,000 homes in 2012 and operate in over 70% of the 50 largest housing markets across the United States, as measured by U.S.
Census Bureau population estimates.

. Our local branch operations have earned a reputation for timely and quality installations, positioning us, we believe, as the number one or number
two insulation installer for new single-family insulation installation in more than half of the markets we serve, based on permits issued in those
markets.

. Our branches have expertise in local building codes and energy-efficient building practices, and strong working relationships with homebuilders

and on-site construction managers.

. Our regional managers, local branch managers and sales force have significant experience in the industry and have spent an average of more than
10 years with our operations.
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Proven ability to gain market share

. We estimate that we have increased our market share in the U.S. residential new construction insulation installation market from approximately 5%
to approximately 16% from December 31, 2005 to September 30, 2013, based on total U.S. housing completions.

. We have increased our net revenue divided by total U.S. housing completions by 180% from 2005 to 2012. We believe that our ability to increase
net revenue performance over this period, despite a 66% decline in the number of total U.S. housing completions over this period, was the result of
acquiring local installation operations, gaining market share organically, cross-selling complementary installation services and installing more
insulation per home due to the adoption of more energy efficient building codes.

Net Revenue Divided by Total U.S. Housing Completions
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Source: U.S. Census Bureau for housing completions data.

Proven acquisition track record
. Since 1999, we have completed over 90 acquisitions.

. We have a proven ability to identify operations that meet our disciplined acquisition criteria and to successfully integrate them to realize synergies
within our scalable infrastructure.

. Our ability to retain local employees, trademarks, trade names and long-term customers has been an important component of our successful
acquisition strategy.

Highly efficient and scalable operating model
. Our national platform and long-standing supplier relationships allow us to leverage economies of scale to deliver attractive margins.

. Our web-based information system facilitates the complete proposal-to-collection process with a customizable platform that supports local market
needs, while also enabling efficient centralized accounting and in-depth data analysis.

. Our local branch operations benefit from dedicated corporate services related to purchasing, safety practices, claims and risk management,
regulatory compliance and human resources support.
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Highly experienced and incentivized management team

Our management team has led us through multiple housing industry cycles, providing valuable continuity and a demonstrated ability to improve
operations and grow our business both organically and through acquisitions.

Each of our executive officers has more than 10 years of experience with us. They and our regional presidents average more than 20 years of
experience in the building products and construction industries.

Our senior management team is highly incentivized to succeed. Jeff Edwards, our Chief Executive Officer and Chairman, and our directors and
executive officers will beneficially own approximately % and %, respectively, of our common stock after this offering.

OUR GROWTH STRATEGY

Our objective is to leverage our competitive strengths to increase stockholder value through the following key strategies.

Capitalize on the new construction market recovery

Approximately 79% of our net revenue in the nine months ended September 30, 2013 was derived from sales to the U.S. residential new
construction market. According to Blue Chip, housing starts are expected to grow by approximately 19% in 2014 and approximately 18% in 2015.

We estimate that our current addressable market, measured by the total number of permits issued in the markets we serve, has grown from
approximately 24% of total new U.S. residential building permits for the year ended December 31, 2005 to approximately 55% for the nine months
ended September 30, 2013.

Our diversified customer base includes an attractive mix of production and custom homebuilders, ranging from national home builders to regional
and local homebuilders as well as multi-family and commercial contractors, which we believe will enable us to grow through all stages of the
housing recovery.

We will continue to emphasize sourcing direct from manufacturers, local pricing discipline and working capital management to maximize our
operating leverage and improve our market position.

Continue to gain market share through organic growth

We believe we will continue to gain organic market share, aided by our national scale and local presence, quality service and ability to hire, train
and retain installers.

We expect to continue to strengthen our leading national market position, as many of our competitors lack the access to capital required to keep
pace with the U.S. housing market recovery.

We will continue to pursue cross-selling opportunities in garage doors, rain gutters, shower doors, closet shelving and mirrors and other
complementary products. We estimate that our net revenue contributed by these products divided by total U.S. housing completions has grown
from approximately $51 in 2005 to approximately $120 in 2012, a 135% increase.

Pursue value-enhancing strategic acquisitions

The highly fragmented nature of our industry allows for both geographic expansion and existing market tuck-in acquisitions.

We will continue to identify and pursue strategic acquisitions, based on our acquisition criteria that include local brand strength and quality of the
local management and labor force.

We believe we will continue to achieve synergies from our acquisitions due to our national buying power, value-enhancing technology and proven
operating platform.
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Maximize benefits from energy efficiency standards and industry trends

. We expect to increase our net revenue as building codes continue to require higher energy efficiency and homeowners become more focused on
energy conservation.

. A return to the historic mix of single-family and multi-family new home construction activity, as forecasted by the NAHB, is expected to further
increase insulation demand.

. Approximately 11% of our net revenue was derived from sales made to the commercial construction end market for the nine months ended
September 30, 2013. According to the McGraw Hill 2013 Dodge Construction Outlook (third quarter update), square footage for commercial
construction starts is expected to increase 5% year-over-year in 2013 and 17% year-over-year in 2014.

RISKS ASSOCIATED WITH OUR BUSINESS

Investing in our common stock involves a high degree of risk. You should carefully consider the risks described in “Risk Factors” before making a
decision to invest in our common stock. If any of these risks actually occurs, our business, financial condition, results of operations and prospects would
likely be materially adversely affected. In such case, the trading price of our common stock would likely decline, and you may lose part or all of your
investment. Below is a summary of some of the principal risks we face:

our dependence on the residential construction industry, the economy and the credit markets;

uncertainty regarding the housing recovery;

declines in the economy or expectations regarding the housing recovery that could lead to additional significant impairment charges;
the cyclical and seasonal nature of our business;

our exposure to severe weather conditions;

the highly fragmented and competitive nature of our industry;

product shortages or the loss of key suppliers;

changes in the costs and availability of products;

inability to successfully acquire and integrate other businesses;

our exposure to claims arising from our acquired operations;

our reliance on key personnel;

our ability to attract, train and retain qualified employees while controlling labor costs;

our exposure to product liability, workmanship warranty, casualty, construction defect and other claims and legal proceedings;
changes in, or failure to comply with, federal, state, local and other regulations;

we are a holding company and conduct all of our operations through our subsidiaries;

disruptions in our information technology systems; and

our ability to implement and maintain effective internal control over financial reporting and remediate any outstanding material weakness
and significant deficiencies.

OUR PRINCIPAL INVESTORS

Our management team is led by Jeff Edwards, who has been our Chief Executive Officer since 2004 and Chairman of our Board of Directors since 1999.
Jeff Edwards and members of his family have started, acquired and invested in companies for more than 40 years across a variety of industries, including
multi-family and student
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housing development and management, industrial tool distribution, wholesale building supply, homebuilding, land and real estate development, and real
estate brokerage. Collectively, these companies are referred to as the Edwards Companies. Jeff Edwards, Peter Edwards Jr., Anne Edwards and Michael
Edwards, and the investment entities through which they directly and indirectly beneficially own shares of our common stock, are referred to herein as
the Edwards Investors. Jeff Edwards has voting and dispositive control over all of the shares of our common stock owned by the Edwards Investors.
Peter Edwards Jr., Anne Edwards and Michael Edwards are not currently and have not been directors, officers or employees of our company. Jeff
Edwards will beneficially own approximately % of our common stock after this offering.

Littlejohn Management Holdings, LLC is a private equity firm that seeks investment opportunities in middle-market companies undergoing a
fundamental change in capital structure, strategy, operations or growth. Since the firm was founded in 1996, Littlejohn has made equity investments of
approximately $2.0 billion in over 30 platform portfolio companies and many add-on acquisitions. As of September 30, 2013, the firm has approximately
25 investment professionals, ten of whom are partners with extensive investment and operating experience. Littlejohn Management Holdings, LLC and
its affiliates, including Littlejohn Fund IV, L.P., are collectively referred to herein as Littlejohn. Littlejohn will beneficially own approximately % of
our common stock after this offering.

COMPANY INFORMATION

Installed Building Products, Inc. (formerly, CCIB Holdco, Inc.) is a Delaware corporation formed on October 28, 2011 in connection with our
Recapitalization. Installed Building Products, Inc. is a holding company that derives all of its operating income from its subsidiaries. Our organization
and ownership structure following this offering is presented below:

Existing Stockholders New Stockholders

[ o
o -

Installed Building Products, Inc.
(1ssuer)

IBHL A Holding IBHL B Holding | | IBHL II-A Holding IBHL 11-B Holding

Company, Inc. Company, Inc. Company, Inc. Company, Inc.

IBP Holdings, LLC IBP Holdings I1, LLC

Installed Building Installed Building
Products, LLC Products 11, LLC

Operating Subsidiaries Operating Subsidiaries
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Our principal executive offices are located at 495 South High Street, Suite 50, Columbus, Ohio 43215. Our main telephone number is (614) 221-3399.
Our corporate internet website address is www.installedbuildingproducts.com. The information contained in, or that can be accessed through, our
websites is not incorporated by reference and is not a part of this prospectus.

IMPLICATIONS OF BEING AN EMERGING GROWTH COMPANY

We qualify as an “emerging growth company” as defined in the Jumpstart our Business Startups Act of 2012, or the JOBS Act. An emerging growth
company may take advantage of specified reduced reporting and other requirements that are otherwise applicable generally to public companies. These
provisions include:

* arequirement to have only two years of audited financial statements and only two years of related selected financial data and management’s
discussion and analysis of financial condition and results of operations disclosure;

+ an exemption from the auditor attestation requirement in the assessment of internal control over financial reporting pursuant to the Sarbanes-
Oxley Act of 2002, or the Sarbanes-Oxley Act;

* reduced disclosure about executive compensation arrangements; and

* no requirement to seek non-binding advisory votes on executive compensation or golden parachute arrangements.

We may take advantage of the provisions listed above until we are no longer an emerging growth company. We will remain an emerging growth
company until the earlier of (1) the last day of the fiscal year (a) following the fifth anniversary of the completion of this offering, (b) in which we have
total annual gross revenue of at least $1.0 billion or (¢) in which we are deemed to be a large accelerated filer, which means the market value of our
common stock that is held by non-affiliates exceeds $700 million as of the prior June 30th, and (2) the date on which we have issued more than $1.0
billion in non-convertible debt during the prior three-year period. We may choose to take advantage of some but not all of these reduced disclosure
requirements.

The JOBS Act also permits emerging growth companies to take advantage of an extended transition period to comply with new or revised accounting
standards applicable to public companies. We are choosing to “opt out” of this provision and, as a result, we will comply with new or revised accounting
standards as required when they are adopted. This decision to opt out of the extended transition period is irrevocable.
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The Offering

Common stock offered by us

Common stock offered by the selling stockholders

Common stock to be outstanding after this offering

Option to purchase additional shares

Use of proceeds

Dividend policy

Proposed New York Stock Exchange symbol

Risk factors

shares (or shares if the underwriters exercise their option to purchase additional
shares in full).

shares.

shares (or shares if the underwriters exercise their option to purchase additional
shares in full).
We have granted the underwriters a 30-day option to purchase up to additional shares

of our common stock.

We expect to receive net proceeds from this offering of approximately $ million, or
approximately $ million if the underwriters exercise their option to purchase additional
shares of our common stock in full, assuming an initial public offering price of $ per
share, which is the midpoint of the price range set forth on the cover page of this prospectus,
after deducting the underwriting discount and estimated offering expenses payable by us.

We intend to use the net proceeds from this offering (including any additional proceeds that we
may receive if the underwriters exercise their option to purchase additional shares of our
common stock) to repurchase all of our outstanding preferred stock from Littlejohn for total
consideration of $ , to repay a portion of our outstanding indebtedness and the balance for
general corporate purposes. See “Use of Proceeds.”

We will not receive any proceeds from the sale of shares of our common stock in this offering
by the selling stockholders.

We currently intend to retain any future earnings to finance the development and expansion of
our business and, therefore, do not intend to pay dividends on our common stock for the
foreseeable future. Our ability to pay dividends on our common stock will be limited by our
revolving credit facility. Any future determination to pay dividends will be at the discretion of
our board of directors and will depend on our financial condition, results of operations, capital
requirements, contractual restrictions, legal requirements and such other factors as our board of
directors deems relevant. See “Dividend Policy.”

We intend to list our common stock on the New York Stock Exchange, or NYSE, under the
symbol “IBP.”

Investing in our common stock involves a high degree of risk. See “Risk Factors” beginning
on page 13 of this prospectus for a discussion of factors you should carefully consider before
deciding to invest in our common stock.
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The number of shares of our common stock outstanding after this offering is based on shares of our common stock outstanding as of December 1,
2013 and excludes shares of common stock that will be reserved for issuance under our 2014 Omnibus Incentive Plan. Unless otherwise
indicated, all information in this prospectus assumes:

» the filing and effectiveness of our amended and restated certificate of incorporation and the adoption of our amended and restated bylaws,
which will occur immediately prior to the effectiveness of the registration statement of which this prospectus forms a part;

» the repurchase by us of all of our outstanding preferred stock from Littlejohn for total consideration of $ ;
* no exercise by the underwriters of their option to purchase additional shares of our common stock; and

e a for stock split of our common stock to be effected immediately prior to the effectiveness of the registration statement of
which this prospectus forms a part.
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Summary Consolidated Financial Data

The summary consolidated financial data for each of the two years ended December 31, 2011 and 2012 has been derived from our audited consolidated
financial statements that are included elsewhere in this prospectus. The summary consolidated statements of operations data for the nine months ended
September 30, 2012 and 2013 and the summary consolidated balance sheet data as of September 30, 2013 have been derived from our unaudited
consolidated financial statements that are included elsewhere in this prospectus. Our historical results for any prior period are not necessarily indicative
of results expected in any future period.

The following data should be read in conjunction with the information under “Capitalization” and “Management’s Discussion and Analysis of Financial
Condition and Results of Operations” and our consolidated financial statements and the related notes thereto included elsewhere in this prospectus. The
following table does not take into effect the split of our common stock to be effected immediately prior to the effectiveness of the registration statement
of which this prospectus forms a part.

Year ended Nine months ended
December 31, September 30,
2011 2012 2012 2013

(in thousands, except share and per share data)
Statement of operations information:
Net revenue $ 238,447 $ 301,253 $ 209,855 $ 312,599
Cost of sales 181,221 227,210 157,616 234,121
Gross profit 57,226 74,043 52,239 78,478
Operating expenses

Selling 18,446 19,807 14,443 18,454

Administrative (1)(2) 45,678 56,333 41,274 49,183

Management fees, related parties (2) 4,760 4,300 —

Gain on litigation settlement — (6,975) — =

Amortization 3,785 3,082 2,300 2,301

Impairment of intangibles 1,687 352 — —

Other — (960) (960)
Operating (loss) income (17,130) (1,896) (4,818) 8,540
Other expense (income)

Interest expense 3,673 1,979 1,476 1,657

Interest expense, related parties 3,321 — —

Gain on extinguishment of debt (18,542) — _ _

Other 159 (136) (135) (24)
(Loss) income before income taxes (5,741) (3,739) (6,159) 6,907
Income tax provision 1,449 555 510 2,646
Net (loss) income from continuing operations (7,190) (4,294) (6,669) 4,261
Loss (income) from discontinued operations 2,455 (3,835) 530 960
Income tax (benefit) provision (660) 1,447 (200) (362)
Loss (income) from discontinued operations, net of tax 1,795 (2,388) 330 598
Net (loss) income $ (8,985) $  (1,9006) $ (6,999) $ 3,663
Accretion charges on Series A Redeemable Preferred Stock (811) (5,529) (4,085) (4,597)
Accretion charges on Pre-Recapitalization Preferred Units (1,621) — — —
Gain on extinguishment of Pre-Recapitalization Preferred Units 85,040 — — —
Net income (loss) attributable to common stockholders $ 73,623 $ (7435 $  (11,084) $ (934)
Net income (loss) per share attributable to common stockholders (basic and diluted):

Continuing operations $ 75.42 $ (9.42) $  (10.59) $ (0.30)

Discontinued operations (1.80) 2.29 (0.33) (0.53)

Net income (loss) per share: $ 73.62 $ (7.13) $ (10.92) $ (0.83)
As adjusted net income (loss) per share attributable to common stockholders (basic and diluted) (3)(4):

Continuing operations $ $ $ $

Discontinued operations

Net income (loss) per share: $ $ $ $

Weighted average number of shares outstanding:
Basic and diluted 1,000,000 1,043,450 1,015,176 1,129,944
As adjusted basic and diluted (4)
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As of As of
December 31, September 30,
2011 2012 2013
(in thousands)
Balance sheet data:
Cash $ 2,528 $ 3,898 $ 5,270
Total current assets 56,554 75,768 93,733
Property and equipment, net 8,198 17,931 29,524
Total assets 127,526 160,752 189,687
Total funded debt (5) 21,255 30,075 46,790
Mezzanine equity (6) 59,587 66,861 104,566
Total stockholders’ equity (9,560) (7,482) (41,524)
Total mezzanine equity and stockholder’s equity 50,027 59,379 63,042
Nine months
Year ended ended
December 31, September 30,
2011 2012 2012 2013

(in thousands, except percentages and net revenue per completion)
Statement of cash flows:
Net cash (used in) provided by:

Operating activities $(12,755) $ 4,594 $(2,173) $ 2,617

Investing activities 181 (2,743) (106) (1,551)

Financing activities 11,945 (481) 5,395 306
Other financial data:
Adjusted EBITDA (7) $ (6,563) $ 6,205 $ 5,173 $16,272
Adjusted EBITDA margin (7) (2.8)% 2.1% 2.5% 52%
Net revenue divided by total U.S. housing completions $ 408 $ 464 § 454 $ 572

(1) In 2010, IBP Management Holdings, LLC, one of our stockholders, and in 2011, IBP Investment Holdings, LLC, one of our principal stockholders, issued awards of their
equity interests to certain of our employees. Certain of these employees were granted rights to put such equity awards during a limited period to Jeff Edwards, our Chairman,
Chief Executive Officer and President. Accounting guidance requires that the compensation associated with these equity awards be pushed down to us and recorded as non-
cash compensation expense. The non-cash compensation expense associated with the equity awards approximated $0.8 million for the year ended December 31, 2011, $4.7
million for the year ended December 31, 2012, $4.6 million for the nine months ended September 30, 2012 and $0 for the nine months ended September 30, 2013 and is
included in administrative expenses.

(2) For the year ended December 31, 2011, management fees represented amounts charged to us by IBP Holding Company, a related party, under agreements originally entered
into in March 2004 and October 2007, which were terminated as a result of our Recapitalization. The associated expenses were transferred to us and the IBP Holding
Company personnel became our employees in January 2012. For the year ended December 31, 2012, management fees were paid to Littlejohn Managers, LLC ($1.1 million),
Jeff Edwards ($2.7 million) and TCI Holdings, LLC ($0.5 million) pursuant to an agreement dated December 18, 2012, which was terminated on November 22, 2013. No
similar fees were charged during 2013, and we do not expect to incur management fees going forward.

Prior to November 1, 2013, Jeff Edwards served as a consultant and non-employee officer to us. As such, he did not receive salary or bonus for 2012. The costs of Jeff
Edwards’ services were paid through the management agreements discussed above. See the sections of this prospectus captioned “Compensation of our Executive Officers and
Directors” and “Certain Relationships and Related-Party Transactions—Management Agreements.” Jeff Edwards did not receive any compensation during the nine months
ended September 30, 2013. In anticipation of this offering and with a view towards operating as a public company, we entered into an employment agreement with Jeff
Edwards on November 1, 2013 that will pay Mr. Edwards a minimum annual base salary of $600,000 and provide him an opportunity to participate in the Company’s annual
incentive and benefit programs. Compensation paid by us to Mr. Edwards on or after November 1, 2013 will be recorded as an administrative expense in our consolidated
statement of operations. As a result of the foregoing, our performance for the period ending September 30, 2013 will not be comparable in this respect to our operations in
prior or subsequent periods and may not be indicative of future results.

(3) Our net income (loss) attributable to common stockholders has been adjusted to reflect the elimination of the accretion charges on the Series A Preferred Stock and the
Redeemable Common Stock upon the consummation of this offering.

(4) Assumes the issuance of additional shares as a result of this offering.

(5) Total funded debt consists of current and long-term portions of long-term debt and capital lease obligations.

(6) Consists of Series A Preferred Stock and Redeemable Common Stock.
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(7) Adjusted EBITDA measures performance by adjusting net income (loss) to exclude interest expense, income tax expense (benefit), depreciation and amortization, or EBITDA,
and adjusts for certain income and expense items that are not considered part of our core operations. The Adjusted EBITDA margin takes Adjusted EBITDA and divides it by
net revenue. See “Non-GAAP Measures” in the section of this prospectus captioned “Management’s Discussion and Analysis of Financial Condition and Results of
Operations.”

The following table presents a reconciliation of Adjusted EBITDA to Net (loss) income, the most comparable GAAP measure, for each of the periods indicated.

Year ended Nine months ended
December 31, September 30,

(in thousands) 2011 2012 2012 2013
Net (loss) income $ (8,985) $(1,906) $(6,999) $ 3,663
Interest expense 6,994(a) 1,979 1,476 1,657
Provision for income taxes (b) 1,449 555 510 2,646
Depreciation and amortization 9,087 7,894 5,539 8,306
EBITDA 8,545 8,522 526 16,272
Gain on extinguishment of debt (c) (18,542) — — —
Recapitalization transaction fees (d) 2,654 — _ _
Legal settlement (e) — (6,975) — —
Non-cash stock compensation (f) 780 4,658 4,647 —
Adjusted EBITDA $ (6,563) $ 6,205 $ 5,173 $16,272

a. Consists of interest expense of $3,673 on debt and related-party interest of $3,321. The related-party interest was forgiven in connection with our Recapitalization.

b. Excludes income taxes related to discontinued operations.

c. Represents the gain recorded in the 2011 Consolidated Statement of Operations related to the extinguishment of certain first lien senior secured indebtedness in

connection with our Recapitalization.
d. Represents expenses related to the Recapitalization.
e. Represents the settlement in 2012 of a class action lawsuit in which we were one of the plaintiffs. The lawsuit related to excess material prices being charged by certain

manufacturers.

f. In 2010, IBP Management Holdings, LLC and, in 2011, IBP Investment Holdings, LLC issued awards of their equity interests to certain of our employees. Certain of
these employees were granted rights to put such equity awards during a limited period to Jeff Edwards, our Chairman, Chief Executive Officer and President.
Accounting guidance requires that the compensation associated with these equity awards be pushed down to us and recorded as non-cash compensation expense.
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Risk Factors

Investing in our common stock involves a high degree of risk. You should consider carefully the risks and uncertainties described below, together with all of
the other information in this prospectus, including our consolidated financial statements and related notes included elsewhere in this prospectus, before
making an investment decision. If any of the following risks are realized, our business, financial condition, results of operations and prospects could be
materially and adversely affected. In that event, the trading price of our common stock could decline and you could lose part or all of your investment.

RISKS ASSOCIATED WITH OUR BUSINESS

Our business is dependent on the residential construction industry, the economy, the credit markets and other important factors, many of which are
beyond our control.

We are highly dependent on the level of new home construction, which in turn is dependent upon a number of factors, including interest rates, consumer
confidence, employment rates, foreclosure rates, housing inventory levels, housing demand and the health of the economy and mortgage markets.
Unfavorable changes in demographics, credit markets, political conditions, consumer confidence, household formation, housing affordability or housing
inventory levels, or a weakening of the national economy or of any regional or local economy in which we operate, could adversely affect consumer
spending, result in decreased demand for homes and adversely affect our business. Additional headwinds may come from the efforts and proposals of
lawmakers to reduce the debt of the federal government and/or solve state budget shortfalls through tax increases and/or spending cuts, and financial markets’
and businesses’ reactions to those efforts and proposals, which could impair economic growth.

The housing market recovery faces significant challenges.

While some of the challenges facing the housing market moderated in 2012, several remain, and these challenges could return and/or intensify to limit the
extent of any recovery of or future improvement in housing market conditions. These challenges include (i) weak general economic and employment growth
that, among other things, limits consumer incomes, consumer confidence and demand for homes; (ii) elevated levels of mortgage loan delinquencies, defaults
and foreclosures that could add to an inventory of lender-owned homes that may be sold in competition with new and resale homes at low distressed prices or
that generate short sales activity at such price levels; (iii) a significant number of homeowners whose outstanding principal balance on their mortgage loan
exceeds the market value of their home, which undermines their ability to purchase another home that they otherwise might desire and be able to afford;

(iv) volatility and uncertainty in U.S. financial, credit and consumer lending markets amid slow growth or recessionary conditions; and (v) tight lending
standards and practices for mortgage loans that limit consumers’ ability to qualify for mortgage financing to purchase a home, including increased minimum
credit score requirements, credit risk/mortgage loan insurance premiums and/or other fees and required down payment amounts, more conservative appraisals,
higher loan-to-value ratios and extensive buyer income and asset documentation requirements. Given these factors, the present housing recovery may not
continue or gain further momentum, which could adversely affect our business, financial condition and results of operations.

The present housing recovery is relative to the historically low levels of home sales and residential new construction activity experienced during the recent
housing downturn. Even with the upturn in 2012, new home construction remains well below, and may not return to, the peak levels reached shortly before
the housing downturn began in 2006. In addition, we operate in certain markets where new home construction lags the housing recovery. If the present new
home construction recovery stalls or does not continue at the same pace, or any or all of the negative factors described above persist or worsen, there would
likely be a corresponding adverse effect on the new home construction market, which would have a material adverse effect on our business and our
consolidated financial statements, including, but not limited to, the amount of revenues we generate and our ability to operate profitably.
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A decline in the economy and a deterioration in expectations regarding the housing recovery could result in our taking additional significant non-
cash impairment charges, which may reduce our financial resources and flexibility and could negatively affect our earnings and reduce
stockholders’ equity.

During 2010, we recorded a $64.3 million goodwill impairment charge. We did not record any goodwill impairment charges in 2011 or 2012 or the nine
months ended September 30, 2013; however, a decline in the expectation of our future performance or deterioration in expectations regarding the timing and
the extent of the recovery of new home construction and home improvement may cause us to recognize additional non-cash, pre-tax impairment charges for
goodwill and other indefinite-lived intangible assets or other long-lived assets, which are not determinable at this time. In addition, as a result of our
acquisition strategy, we will likely record additional goodwill and may incur impairment charges in connection with prior and future acquisitions. If the value
of goodwill or other intangible assets is impaired, our earnings and stockholders’ equity would be adversely affected. In addition, if future acquisitions are not
successful, we may record additional unexpected impairment charges.

Further, our revolving credit facility contains financial covenants that we must comply with, including covenants regarding limits on our debt to total
capitalization ratio. We expect any future credit facility that we may enter into would contain similar covenants. If we record additional non-cash impairment
charges, our stockholders’ equity would be reduced, and our borrowing capacity under our new credit facility may be limited or we may need to seek waivers
or amendments and there can be no assurance that these will be attainable on commercially reasonable terms or at all. Alternative financing may not be
available on acceptable terms and at acceptable rates, if at all.

Our business is cyclical and significantly affected by changes in general and local economic conditions.
Demand for our services is cyclical and highly sensitive to general and local economic conditions over which we have no control, including changes in:
+  the number of new home and commercial building construction starts;
*  short- and long-term interest rates;
* inflation;
+ employment levels and job and personal income growth;
*  housing demand from population growth, household formation and other demographic changes;

+ availability and pricing of mortgage financing for homebuyers and commercial financing for developers of multi-family homes and
subcontractors;

+ consumer confidence generally and the confidence of potential homebuyers in particular;
* U.S. and global financial system and credit market stability;

*  private party and government mortgage loan programs and federal and state regulation, oversight and legal action regarding lending, appraisal,
foreclosure and short sale practices;

» federal and state personal income tax rates and provisions, including provisions for the deduction of mortgage loan interest payments, real estate
taxes and other expenses; and

+ federal, state and local energy efficiency programs, regulations, codes and standards.
Adverse changes in these conditions may affect our business generally or may be more prevalent or concentrated in particular markets in which we operate.

Any deterioration in economic conditions or continuation of uncertain economic conditions could have a material adverse effect on our business, financial
condition, results of operations and prospects.
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Our business may be affected by severe weather conditions and is seasonal.

Severe weather conditions, such as unusually prolonged cold conditions, rain, blizzards or hurricanes, could accelerate, delay or halt construction or
installation activity. The impact of these types of events on our business may adversely impact our net revenue, cash flows from operations and results of
operations. If net revenue were to fall substantially below what we would normally expect during certain periods, our financial results would be adversely
impacted.

We tend to have higher sales during the second half of the year as our homebuilder customers complete construction of homes placed under contract for sale
in the traditionally stronger spring selling season. In addition, some of our larger branches operate in states more impacted by winter weather and as such
experience a slowdown in construction activity during the first quarter of the calendar year. This winter slowdown contributes to traditionally lower sales in
our first quarter.

Our industry is highly fragmented and competitive, and increased competitive pressure may adversely affect our business, financial condition,
results of operations and cash flows.

The building products installation industry is highly fragmented and competitive. We face significant competition from other national, regional and local
companies. Any of these competitors may (i) foresee the course of market development more accurately than we do, (ii) offer services that are deemed
superior to ours, (iii) install building products at a lower cost, (iv) develop stronger relationships with homebuilders and suppliers, (v) adapt more quickly to
new technologies, new installation techniques or evolving customer requirements or (vi) have access to financing on more favorable terms than we can obtain
in the market. As a result, we may not be able to compete successfully with them. If we are unable to compete effectively, our business, financial condition,
results of operations and cash flows may be adversely affected.

Product shortages or the loss of key suppliers could affect our business, financial condition, results of operations and cash flows.

Our ability to offer a wide variety of products to our customers is dependent upon our ability to obtain adequate product supply from manufacturers. We do
not typically enter into long-term agreements with our suppliers. Generally, our products are available from various sources and in sufficient quantities.
However, the loss of, or a substantial decrease in the availability of, products from our suppliers or the loss of key supplier arrangements could adversely
impact our business, financial condition, results of operations and cash flows. In prior downturns in the housing industry, manufacturers have reduced
capacity by closing plants and production lines within plants. Even if such capacity reductions are not permanent, there may be a delay in manufacturers’
ability to increase capacity in times of rising demand. If the demand for products from manufacturers and other suppliers exceeds the available supply, we
may be unable to source additional products in sufficient quantity or quality in a timely manner and the prices for the products that we install could rise.
These developments could affect our ability to take advantage of market opportunities and limit our growth prospects. Our largest supplier, Owens Corning,
accounted for approximately 22%, and our three largest suppliers in aggregate accounted for approximately 42%, of our material purchases in 2012. For the
nine months ended September 30, 2013, Owens Corning accounted for approximately 24% of our material purchases and our three largest suppliers in the
aggregate accounted for approximately 45%.

Failure by our suppliers to continue to provide us with products on commercially favorable terms, or at all, could put pressure on our operating margins or
have a material adverse effect on our financial condition, operating results and cash flows. Our inability to source materials in a timely manner could also
damage our relationships with our customers.

Changes in the costs of the products we install can decrease our profit margins.

The principal building products that we install have been subject to price changes in the past, some of which have been significant. Our results of operations
for individual quarters can be and have been hurt by a delay between
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the time building product cost increases are implemented and the time we are able to increase prices for our products, if at all. Our supplier purchase prices
often depend on volume requirements. If we do not meet these volume requirements, our costs could increase and our margins may be adversely affected. In
addition, while we have been able to achieve cost savings through volume purchasing and our relationships with suppliers, we may not be able to continue to
receive advantageous pricing for the products that we install, which could have a material adverse effect on our financial condition, results of operations and
cash flows.

We may be unable to successfully acquire and integrate other businesses.
We may be unable to continue to grow our business through acquisitions. We may not be able to continue to identify suitable acquisition candidates and may
face increased competition for these acquisition candidates. In addition, acquired businesses may not perform in accordance with expectations, and our
business judgments concerning the value, strengths and weaknesses of acquired businesses may not prove to be correct. We may also be unable to achieve
expected improvements or achievements in businesses that we acquire. At any given time, we may be evaluating or in discussions with one or more
acquisition candidates, including entering into non-binding letters of intent. Future acquisitions may result in the incurrence of debt and contingent liabilities,
legal liabilities, goodwill impairments, increased interest expense and amortization expense and significant integration costs.
Acquisitions involve a number of special risks, including:

*  our inability to manage acquired businesses or control integration costs and other costs relating to acquisitions;

*  potential adverse short-term effects on operating results from increased costs or otherwise;

« diversion of management’s attention;

+ failure to retain existing key personnel of the acquired business and recruit qualified new employees at the location;

« failure to successfully implement infrastructure, logistics and systems integration;

*  potential impairment of goodwill;

*  risks associated with the internal controls of acquired companies;

« exposure to legal claims for activities of the acquired business prior to acquisition and inability to realize on any indemnification claims,
including with respect to environmental and immigration claims;

+  the risks inherent in the systems of the acquired business and risks associated with unanticipated events or liabilities; and
*  our inability to obtain financing necessary to complete acquisitions on attractive terms or at all.

Our strategy could be impeded if we do not identify, or face increased competition for, suitable acquisition candidates and our business, financial condition
and results of operations could be adversely affected if any of the foregoing factors were to occur.

We may be subject to claims arising from the operations of our various businesses for periods prior to the dates we acquired them.

We have consummated over 90 acquisitions. We may be subject to claims or liabilities arising from the ownership or operation of acquired businesses for the
periods prior to our acquisition of them, including environmental, employee-related and other liabilities and claims not covered by insurance. These claims or
liabilities could be significant. Our ability to seek indemnification from the former owners of our acquired businesses for these claims or liabilities may be
limited by various factors, including the specific time, monetary or other limitations contained in the respective acquisition agreements and the financial
ability of the former
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owners to satisfy our indemnification claims. In addition, insurance companies may be unwilling to cover claims that have arisen from acquired businesses or
locations, or claims may exceed the coverage limits that our acquired businesses had in effect prior to the date of acquisition. If we are unable to successfully
obtain insurance coverage of third-party claims or enforce our indemnification rights against the former owners, or if the former owners are unable to satisfy
their obligations for any reason, including because of their current financial position, we could be held liable for the costs or obligations associated with such
claims or liabilities, which could adversely affect our financial condition and results of operations.

Our success depends on our key personnel.

Our business results depend largely upon the continued contributions of our chief executive officer and other members of our management team. We do not
have employment agreements with any of our executive officers, other than Jeff Edwards, the Chairman of our Board and our Chief Executive Officer and
President. Although our employment agreement with Mr. Edwards provides for a three-year term, he is permitted under the agreement to resign his
employment at any time with only 30 days prior written notice to us. Also, while his employment agreement requires Mr. Edwards to devote the amount of
time necessary to conduct our business and affairs, he is also permitted to engage in other business activities that do not create a conflict of interest or
substantially interfere with his service to us, including non-competitive operational activities for his real estate development business. See “Compensation of
Our Executive Officers and Directors—Compensation of Our Executive Officers— Employment Agreement with Jeff Edwards.” Although we maintain key
person life insurance on Mr. Edwards, if he no longer serves in (or serves in some lesser capacity than) his current role, or if we lose other members of our
management team, our business, financial condition and results of operations, as well as the market price of our securities, could be adversely affected.

Our business results also depend upon our branch managers and sales personnel, including those of companies recently acquired. While we customarily sign
non-competition agreements, typically lasting two years, with our branch managers and sales personnel in order to maintain key customer relationships in our
markets, such agreements do not protect us fully against competition.

We are dependent on attracting, training and retaining qualified employees while controlling labor costs.

We must attract, train and retain a large number of qualified employees while controlling related labor costs. We compete with other businesses for these
employees. Tighter labor markets, due to a recovering housing market or otherwise, may make it more difficult for us to hire and retain installers and control
labor costs. Our ability to control labor costs is subject to numerous external factors, including competitive wage rates and health and other insurance costs.

With the passage in 2010 of the U.S. Patient Protection and Affordable Care Act, or the Affordable Care Act, we are required to provide affordable coverage,
as defined in the Affordable Care Act, to all employees, or otherwise be subject to a payment per employee based on the affordability criteria therein. Many
of these requirements will be phased in over a period of time. Additionally, some states and localities have passed state and local laws mandating the
provision of certain levels of health benefits by some employers. Although the impact of these new legislative directives on our business is not yet certain,
increased health care and insurance costs could have an adverse effect on our business, financial condition and results of operations. In addition, changes in
the federal or state minimum wage or living wage requirements or changes in other workplace regulations could adversely affect our ability to meet our
financial targets.

In addition, various states in which we operate are considering or have already adopted new immigration laws or enforcement programs, and the U.S.
Congress and Department of Homeland Security from time to time consider and may implement changes to federal immigration laws, regulations or
enforcement programs. Although we verify the employment eligibility status of all our employees, including through participation in the “E-Verify” program
where required, some of our employees may, without our knowledge, be unauthorized workers. Unauthorized workers are subject to deportation and may
subject us to fines, penalties and adverse publicity.
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Termination of a significant number of employees who are unauthorized workers may disrupt our operations and cause temporary increases in our labor costs
as we train new employees. We could also become subject to fines, penalties and other costs related to claims that we did not fully comply with all
recordkeeping obligations of federal and state immigration laws.

If we are unable to hire and retain qualified installation personnel at economically reasonable compensation and benefits levels, our business, prospects,
financial condition and results of operations could be adversely affected.

We may be subject to periodic litigation and regulatory proceedings, including Fair Labor Standards Act and state wage and hour class action
lawsuits, which may adversely affect our business and financial performance.

From time to time, we may be involved in lawsuits and regulatory actions, including class action lawsuits, that are brought or threatened against us for alleged
violations of the Fair Labor Standards Act, or the FLSA, and state wage and hour laws. We are currently a defendant in two such lawsuits in Washington and
Tennessee. Due to the inherent uncertainties of litigation, we cannot accurately predict the ultimate outcome of these or any similar proceedings that may arise
in the future. The ultimate resolution of these matters through settlement, mediation or court judgment could have a material adverse impact on our financial
condition, results of operations and cash flows. In addition, regardless of the outcome, these proceedings could result in substantial costs and may require us
to devote substantial resources, including the time of our management team, to defend ourselves. See “Business—Legal Proceedings,” “Management’s
Discussion and Analysis of Financial Condition and Results of Operations—Key Factors Affecting our Operating Results—Labor Costs” and Note 11 to our
audited consolidated financial statements for the year ended December 31, 2012 included elsewhere in this prospectus.

The nature of our business exposes us to product liability, workmanship warranty, casualty, construction defect, breach of contract and other claims
and legal proceedings.

We are subject to product liability, workmanship warranty, casualty, construction defect, breach of contract and other claims relating to the products we install
that, if adversely determined, could adversely affect our financial condition, results of operations and cash flows. We rely on manufacturers and other
suppliers to provide us with most of the products we install. Because we do not have direct control over the quality of such products manufactured or supplied
by such third-party suppliers, we are exposed to risks relating to the quality of such products. In addition, we are exposed to potential claims arising from the
conduct of our employees, and homebuilders and other subcontractors, for which we may be contractually liable. Certain types of insulation, particularly
spray foam applications, require our employees to handle potentially hazardous or toxic substances. While our employees who handle these and other
potentially hazardous or toxic materials, including lead-based paint, receive specialized training and wear protective clothing, there is still a risk that they, or
others, may be exposed to these substances. Exposure to these substances could result in significant injury to our employees and others, including site
occupants, and damage to our property or the property of others, including natural resource damage. Our personnel and others at our work sites are also at risk
for other workplace-related injuries, including slips and falls. We have in the past been, and may in the future be, subject to fines, penalties and other
liabilities in connection with any such injury or damage. Although we currently maintain what we believe to be suitable and adequate insurance in excess of
our self-insured amounts, we may be unable to maintain such insurance on acceptable terms or such insurance may not provide adequate protection against
potential liabilities. Product liability, workmanship warranty, casualty, negligence, construction defect, breach of contract and other claims can be expensive
to defend and can divert the attention of management and other personnel for significant periods of time, regardles