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“The software infrastructure 
transformation from traditional on-premise 
solutions to cloud has created opportunities 
for new innovative players in the enterprise 
SaaS industry. The M&A market has been 

very active in the last few years, as M&A has 
become a vital part of the strategy for larger 

SaaS companies, in order to stay 
competitive. The rapidly growing 

industry has also attracted a lot of interest 
from financial investors.”

Rapid advancements in technology, dramatic globalization and sector 
convergence are creating abundant M&A opportunities within the TMT 
industry. Oaklins’ TMT industry specialists across the world understand the 
underlying trends and rationales that are driving this consolidation and have 
developed an impressive track record of achieving extraordinary outcomes 
for its clients.

Today, the fast-growing SaaS market is one of the most sought after among 
financial investors. Combined with the strategic buyers’ appetite for 
acquiring smaller niched players in order to maintain their market positions 
while adapting to changing customer preferences, record M&A activity 
and valuation levels are seen on the market today. Although the enterprise 
SaaS market in some respects can be considered to be mature, it still 
accounts for only some 20% of total enterprise software spending, paving 
the way for continued strong growth going forward.

The public cloud industry marked a major milestone in Q3 2018, when 
quarterly vendor revenues from cloud infrastructure surpassed the 
revenues from traditional IT environments for the first time. 

Enterprise SaaS is the largest sub-segment of public cloud, constituting 
some 40% of the market and is expected to hit $100 billion this year, with a 
forecasted annual growth of some 20% in the next five years. 

The SaaS market is characterized by aggressive competition and is 
dominated by large players, where the top five players together account for 
over 50% of the total SaaS market revenue.
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The SaaS sector is experiencing a strong consolidation wave, as the 
rapid growth of this sector has brought significant attention from both 
strategic and financial buyers in recent years. In fact, the number of 
deals in the space have almost doubled in the last four years. M&A 
activity in the SaaS market reached an all-time high in 2018 and made 
a new quarterly record with 314 transactions in Q3 2019, a 25% 
year-on-year increase. 

North America continues to be the most active SaaS M&A region, with 
some 75% of the deals, followed by Europe with 20%. For more than 
a year, private equity buyers have consistently accounted for over 
50% of all SaaS M&A buyers, mainly through equity backed strategic 
portfolio companies.

Among private equity firms, one key difference in software investment 
today is the innovation around debt structure. Traditionally hard assets 
have been used as collateral for debts, effectively eliminating 
software firms as buyout targets. In recent years though, it has 
become apparent that the recurring revenues of many software 
companies are stable enough to leverage.

The almost oligopolistic nature of the SaaS market, where larger 
players take out smaller competitors, makes it very difficult for smaller 
companies to scale a business with a broad offering. This has forced 
smaller players to become niched in order to achieve scalability while 
sustaining competitiveness. Recently, many interesting niche players 
have emerged with unique SaaS products that are solving specific 
problems for their customers, hence being relevant through 
differentiation based on vertical market expertise. 

The rise of niche players has resulted in an increased share of 
companies operating in vertical SaaS segments. The M&A trend follow 
suit as the number of vertical deals are closing the gap with the 
historically dominated horizontal deals. M&A targets with a vertical 
focus comprised approximately 42% of SaaS M&A transactions in Q3 
2019, with Healthcare, Financial Services and Real estate remaining 
the most active verticals of the quarter. 

It has been a trend for private equity investors to participate in 
vertical focused SaaS; given the lower barriers to entry, ability to scale 
quickly, network effects and geographic expansion opportunities

Valuations of SaaS companies are at record levels, demonstrated by 
high EV/Sales ratios for publicly listed companies as well as in recent 
transactions. SaaS M&A transactions posted a strong median EV/Sales 
multiple in Q3 2019 of approximately 5.0x EV/revenue, reaching a 
historical high and a 12% increase compared to Q3 2018.

The inherent strength in the business model, largely stemming from 
high scalability and recurring revenues, drives investor appetite. The 
repetitive income enables SaaS businesses with low customer churns 
to multiply their revenue with minimal incremental cost by freeing up 
resources for acquiring new customers. 

The SaaS revenue model also allows for more precise forecasts of 
future cash flow, which consequently lowers the business risk and 
increases valuations. This explains why recurring revenue businesses 
have recently experienced the fastest increase in valuation among 
tech businesses.



OAKLINS ADVISES EBUILDER TRAVEL IN SALE 
TO BELGIAN MOBILEXPENSE

eBuilder Travel is a Sweden-based company providing cloud 
solutions for automation of travel and expense management. 
The offering addresses all key elements of the travel and 
expense management process end-to-end, providing an efficient 
solution for B2B-customers to reduce travel cost and ensure 
compliance.

MobileXpense is a cloud-native industry peer, offering a Travel 
& Expense SaaS solution, combining compliance with simplicity, 
mainly serving customers in Western Europe. MobileXpense 
is more than ever accelerating its European expansion efforts, 
where eBuilder Travel’s dominating presence in the Nordics, and 
the very similar customer profiles were both factors contributing 
to the acquisition, creating a pan-European independent travel 
and expense management software provider.

Oaklins Sweden worked closely with colleagues globally to 
create a fast-paced divestment process, involving many of the 
world’s largest software vendors.

OAKLINS ADVISES RESOLUT IN SALE TO 
NORWEIGAN BRANDMASTER

Resolut Marketing Systems is a Sweden-based developer and 
provider of a SaaS-based platform for Marketing Resource 
Management (MRM) to global brands with a focus on the Nordic 
region and North America. The company’s modular software 
platform serves to streamline the local execution of marketing 
initiatives across multiple geographies and channels. 

Brandmaster is a Norway-based developer and provider of a 
similar solution with significant overlap in customer portfolio 
characteristics. Combined, the two companies form the clear 
dominant among niched MRM-providers in the Nordics, enabling 
accelerated international expansion and competition with global 
software giants. 

Oaklins Sweden worked in close collaboration with colleagues 
around the world to ensure an internationally competitive and 
efficient auction process.

A closer look at Oaklins Sweden’s 
ESaaS transactions in 2019

• Market characteristics, e.g. market size, underlying market 
growth rate and market concentration

• Growth rate and underlying profitability 
• Share of recurring revenue
• Standard contract duration
• Customer metrics, e.g. LTV, CAC, ARPU and churn
• Level of platform automation
• Platform flexibility 
• Revenue concentration (by customer, industry sector etc.)
• Internationalization potential
• “Nicheness” and density of competing platforms

SELECTION OF FACTORS DRIVING 
SAAS VALUATIONS

https://www.oaklins.com/se/en/case-study.html?did=104309
https://www.oaklins.com/se/en/case-study.html?did=104329


Selection of Oaklins 
ESaaS deals 2018/2019

Leadventure Ltd has been acquired 
by Juuri Partners Ltd

Oaklins’ team in Finland acted as financial 
advisor to LeadDesk Plc in the process of 
divesting its subsidiary Leadventure LTd., 
specializing in targeting sales contacts, to 
private equity firm Juuri Partners. 

GARAIO AG has sold a minority stake 
in GARAIO REM AG to 
Schweizerische Mobiliar

Oaklins’ team in Switzerland acted as 
financial advisor to GARAIO AG in the sell of 
a minority stake in GARAIO REM AG, a real 
estate management software solution 
provider, to Schweizerische Mobiliar. 

Datassential has received a 
significant growth investment from 
Spectrum Equity

Oaklins’ team in Los Angeles acted as 
financial advisor to Datassential, the leading 
provider of data, intelligence and market 
research to the foodservice industry, in its 
growth investment from Spectrum Equity.

Semantix has received growth capital 
investment from CRESCERA INV & 
Inovabra Ventures

Oaklins’ team in Brazil acted as financial 
advisor to Semantix, the leading open-source 
enterprise solutions in Latin America, in its 
growth capital investment from CRESCERA 
INVESTIMENTOS and Inovabra Ventures.

Eloquant SA has reorganized its 
capital with the entry of Ardian

Oaklins’ team in France acted as financial 
advisor to Eloquant, a SaaS company 
dedicated to customer relationships 
optimization, in the sale of a minority stake to 
Ardian. 

Visto has been acquired by Zeta 
Global

Oaklin’s team in New York acted as 
financial advisor to Visto, the Enterprise Ad 
Hub for programmatic media, on its sale to 
Zeto Global.

ResponseSource Limited has been 
acquired by Access Intelligence PLC

Oaklins’ team in the UK acted as financial 
advisor to ResponseSource, a leading SaaS 
business providing online intelligence to PR, 
marketing and journalism professionals, in the 
divestment to Access Intelligence PLC.

Iridium Technology LLC has been 
acquired by Polaris Venture Partners, 
Inc.

Oaklins’ team in Cleveland acted as financial 
advisor to Iridium Technologym, a software 
platform for law firm financial and 
performance management, on its strategic 
investment from Polaris Venture Partners.

Resolut Marketing System 
acquired by Brandmaster 

Oaklins acted as financial advisor to 
marketing technology firm Resolut in the 
divestment to Norwegian industry peer 
Brandmaster. 

eBuilder Travel has been divested to 
MobileXpense

Oaklins acted as financial advisor to the 
owners of eBuilder Travel, a Swedish leader 
in travel and expense management, in the 
divestment to MobileXpense.
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OAKLINS TMT SPECIALISTSOAKLINS OFFERS A
COMPREHENSIVE RANGE
OF SERVICES

• M&A advisory (buy-side and sell-
side)

• Growth equity and equity capital 
markets advisory

• Debt advisory
• Corporate finance services 

Enterprise SaaS is one of our focus 
areas. Combining comprehensive
sector knowledge with global 
execution has led Oaklins to become 
one of the most experienced M&A 
advisors in the Enterprise SaaS sector, 
with a large network of relevant market 
players worldwide. This results in the 
best possible merger, aquisition and 
divestment opportunities for 
Enterprise companies.

If mergers, aquisitions or divestures of 
businesses or business units are part 
of your strategi, we would welcome 
the opportunity to exchange ideas with 
you. 
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