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Over the next 20 minutes
I’m going to show you 

STATE OF THE MARKET WHAT MAKES THE 
PERFECT DEAL? 

✓ Overview of M&A 
market for SaaS

✓ Valuations

✓ Why is SaaS so 
sexy now

WHEN SHOULD I SELL? 

✓ Financial 
Performance

✓ Cohorts

✓ Financing

✓ De-risking

✓ Macro- 
Environment

✓ The art of the 
second exit



Our Growth in M&A



✓ Overview of 
M&A market for 
SaaS

✓ Valuations and 
key metrics

✓ Why do buyers 
love SaaS now?

Let’s Start With the State of the Market
I’m going to show you

MARKET VALUATIONS MAXIMISING 



The Return of the Dealmakers
PWC

https://www.pwc.com/gx/en/services/deals/trends/telecommunications-media-technology.html


SaaS Historical Valuations

Mid-market valuations have shown remarkable strength, 
from lows of 3.0x SDE in Q2 2022 to highs of 4.6x SDE in 

Q3 2023, a 53% increase, in the median SDE multiple 
over just over a year.



Why SaaS in 2024?

✓ Recurrence of 
revenues = 
stability

✓ Build once, sell 
twice

✓ Premium 
multiples 

✓ Abundance of 
remote tech 
talent

✓ A marketer’s 
market

✓ Macro factors 
disrupting 
other 
monetizations



✓ Historical 
financial 
performance

✓ Customer churn 
and acquisition 
rates

✓ Maximizing a 
potential exit

What makes a perfect deal?
I’m going to show you

FINANCIALS COHORTS FINANCING



Revenue Growth 
From 41% to 12.7%



COGS
Increasing Cloud Computing Infrastructure Costs (AI)



TACOS
Competition for Ad Space & Levers for Growth



Other Costs
Lay-offs



Profit Margins
Cash-flowing Businesses (+60%)



Benchmark Insights

✓ The most common revenue growth rate falls between 0% and 50%, with the moderate 10% 
- 20% category peaking above 11% of all businesses measured. 

✓ A vast majority of businesses manage to keep their COGS under 20%, an attractive trait 
typical for SaaS businesses. 

✓ The majority of businesses keep TACoS under 10%.

✓ The distribution of profit margins is concentrated between the 40% - 90% range, which 
aligns with expectations for the sector.



The Stickiness of a Business

Rule of Thumb: 

3 month

6 month

12-month

Customer Retention

25-40%

35-50%

40-60%



Financing Options
Offer Leverage + Maximize your Success



Sample Term Sheet (Boopos)



What About Seller Financing? 

✓ 6% to 20% seller financing 
on average 

✓ Creative deal structures 

✓ Stay involved & 
skin-in-the-game 



Record High Dry Powder in PE



Verified Liquidity in Micro PE



The Calm Before the Storm? 



Terms Nice, Exit Twice
✓ Work with a seasoned advisor. Negotiate terms suited to your unique circumstances.

✓ Creative deal structures. 

✓ Keep some skin-in-the-game, exit twice. 

✓ There is never a perfect time to take some chips off the table. 



Thank you!


