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The view

GP Bullhound’s first European SaaS report offers reasons to be optimistic about the sector
despite the macroeconomic uncertainty. In partnership with Sage, we surveyed over 100
SaaS company founders and CEOs from across Europe, ranging from startups to late-stage
scale-ups. Our report benchmarks key metrics such as growth, revenue retention, and capital
efficiency, which are critical to navigating the current environment.

Despite the challenging market conditions, 80% of the CEOs we surveyed cited revenue
growth as their most important objective over the next 12 months, with over one-third
planning to raise capital in the next year.

Our report also explores recent M&A and fundraising activity across the sector in Europe,
including the quarterly evolution of transaction volume and value, as well as a breakdown of
what’s trending regionally. In addition, our analysis highlights how publicly listed SaaS
valuations in Europe and the US are now converging, following a significant divergence since
the start of the pandemic. Our report suggests strong levels of resilience among a significant
proportion of European SaaS companies. With the sector facing continued economic
uncertainty into 2023, we guide founders, CEOs, and investors on how to navigate the
challenges ahead and what it takes to emerge stronger.

We want to thank Sage for partnering with us for our inaugural report.

ALEXIS SCORER, PARTNER, GP BULLHOUND

GP. BU" hound Source: GP Bullhound Insights



FOREWORD

Key takeaways

GP.Bullhound

40% ARR growth above €E50m ARR

Median ARR growth doubles from 20% to 40% as businesses
scale from €25m to E50m+ ARR

€100k ARR per FTE

ARR per FTE typically reaches €100K once a business
exceeds €5m ARR, growing to €140K over E50m ARR

95% Gross revenue retention

While net revenue retention for Enterprise and SME-focused
SaaS is comparable, gross revenue retention for Enterprise is
much higher at 95%

Sales & Marketing 40% of revenue

Sales & Marketing costs overtake R&D costs as a proportion
of revenue at c.€E5m ARR, peaking at 40% of revenue

33% of CEOs planning to raise

Despite macroeconomic uncertainty, over one-third of CEOs
surveyed are planning to raise capital in the next 12 months

Source: GP Bullhound Insights

High deal volume

Despite the recent slowdown in European SaaS M&A activity, deal
volume in 2022 remains above both 2019 and 2020 levels

Average round size up 3x

While fundraise activity declined sharply in Q3 2022, the size
of the average fundraise has tripled from 2019 to 2022 YTD

Sharp increase in mega deals

In 2022 YTD, European SaaS M&A deals over €E1bn have
accounted for 73% of deal value, up from 30% in 2019

US and European valuations converging

Publicly listed SaaS valuations in Europe and the US have
recently converged following a significant divergence since
the start of the pandemic
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DATASET

Our dataset at a glance

Total ARR (Em)

Our dataset includes responses from
over 100 SaaS businesses serving

Enterprise, SME, and Public Sector
customers. SaaS companies
predominately serving Enterprise (63%)
and SME (30%) customers accounts for
the majority of our data.

28%

53%

<E5mM €5-<€E25m
= €25 - <€E50m = E50m+

We compare European SaaS companies
of all sizes, as measured by ARR, FTEs,
and level of funding. We capture data on
key metrics such as CAC, payback period,
overhead as % of revenue, and retention
to test a range of hypotheses.

Respondents by HQ geography

[ E! BULLHOUND EUROPEAN SAAS SURVEY '

Number of FTEs

5%
13%

Total amount raised (Em)

&

36%

11%

<€5m €5 -<€10m = €10 - <€25m <20 FTE 20 - <50 FTE = 50 - <100 FTE
= €25-<€100m = €100m+ = 100 - <500 FTE = 500 FTE+

Respondents by product
offering category

23%

29%

13%

m? Vs

UK
= Spain

GP.Bullhound

Source: GP Bullhound Insights
Note: Values >100% due to rounding

Sales & Marketing
= Vertical SaaS
= Infrastructure & Security = Other

Data & Analytics

France = Sweden
= Germany = Others

= Collaboration & Workflow
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ARR ANALYSIS

Median ARR growth
doubles from 20% to
40% as businesses

scale from €25m to
E50m+ ARR

As European SaaS businesses scale >€5m ARR,
maintaining >50% ARR growth is only achieved by
the top quartile of respondents. Early-stage
European companies (<€E5m ARR) grow at a median
rate of >50%, as one might expect given growth is off
a lower base.

The median ARR growth rate drops from c.40% to
€.20% as businesses scale to >€25m ARR. Median
ARR growth rebounds to 40% for European SaaS
business with >E50m ARR. This acceleration in
growth is likely driven by accessibility of fundraising
which >E50m ARR European SaaS businesses
increasingly benefit from.

GP. BU" hou nd Source: GP Bullhound Insights

ARR growth rate (%) / ARR (Em)

ARR Growth rate (%) (20/21)

100%

90%

80%

70%

60%

50%

40%

30%

20%

10%

0%

<€5m

GP BULLHOUND EUROPEAN SAAS SURVEY @
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€5m - <€25m €25m - <€50m €50m+
Dec-21 ARR



AVERAGE ARR PER FTE ANALYSIS

ARR per FTE
typically reaches
€100K once a
business exceeds
€5m ARR, growing
to c.€140K over
€50m ARR

Earlier-stage businesses have a higher proportion
of FTEs focused on roles such as development
staff and R&D. As European SaaS businesses
scale, hiring becomes more focused on areas such
as Sales & Marketing, which is more directly linked
to ARR generation.

€100K per FTE is typically reached at over E5m
ARR, while the ratio continues to rise another 40%
once companies reach over E50m ARR.

GP, BU“ hound Source: GP Bullhound Insights

Average ARR per FTE (€‘000)

Data covers company fiscal year 2021

74.9

<E5mM

94.9

€5-<€25m

Dec-21 ARR

124.4

€25 - <€50m

142.2

€50m+



ARR ANALYSIS

Enterprise and Public
Sector-focused SaaS
companies typically
have >3x larger ACV
than SME-focused
NEEN)

The average ACV for Enterprise-focused SaaS
companies in Europe is E60K+, which is over three
times higher than SME at €18K.

Our data confirms SaaS businesses offering more
complex solutions typically enjoy higher ACV.
Notably, Data & Analytics software tools come at a
premium ACV to other sub-segments.

We note that there is an element of causality in this
data. For example, Data & Analytics SaaS will
typically be more focused on Enterprise & Public
Sector, as opposed to SME.

GP. BU"hound Source: GP Bullhound Insights

ACV by target customer group (€‘000)

Data covers company fiscal year 2021

€71.0

€61.9

€18.0

SME Enterprise Public Sector

GP BULLHOUND EUROPEAN SAAS SURVEY 0

ACV by product offering category (€‘000)

Data covers company fiscal year 2021

Data & Analytics €77.8

Vertical SaaS

€50.9

Collaboration &

Workflow €44.5

Sales & Marketing €32.6

Infrastructure &

Cybersecurity €31.8

Other €6.1
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CAC ANALYSIS

Enterprise &
Public Sector
typically exhibit
>2.5x larger CAC
than SME SaaS

Longer-term contracts are typically more costly to
acquire. Infrastructure & Cybersecurity contracts are
among the costliest to acquire, which is likely a result
of higher switching costs for customers versus a
more “plug and play” Sales & Marketing solution.

SME-focused contacts are 65% less costly to acquire
than Enterprise contracts. SaaS focused on SME
typically exhibits a “land and expand” model,
underpinned by a more streamlined sale process
with increased potential of upsell once customers
are onboard.

GP. BU"hOUﬂd Source: GP Bullhound Insights

Average CAC by target customer group (€‘000)

Data covers company fiscal year 2021

€79.4

€39.5

€13.9

SME Enterprise Public Sector

Average CAC by product offering
category (€‘000)

EAN SAAS SURVEY .

Data covers company fiscal year 2021

Collaboration &
Workflow

Infrastructure &
Cybersecurity

Data & Analytics

Sales &

Marketing €22.4
Vertical SaaS €21.8
Other €4.7

€46.7

€45.6

€41.0

v



CAC ANALYSIS

CAC for European
SaaS companies
typically <€40K;

these costs are
doubled for
>3-year contracts

CAC correlates positively with contract duration.
Longer-term contracts provide greater certainty over
revenues. >3-year contracts tend to have more
competitive tender processes than 1-year contracts.

Looking at CAC by sales channels, for European SaaS
businesses that use field sales as their main sales
channel, the cost of acquisition is the highest.
Internet sales-focused Saa$S businesses exhibit the
lowest CAC. CAC for contracts won via internet sales
is 9% of CAC for contracts won through field sales.

GP. BU"hOUﬂd Source: GP Bullhound Insights

Average CAC by contract duration (€‘000)

Data covers company fiscal year 2021

€82.4

€39.9

€18.3

<2 years 2 - <3 years 3+ years

AS SURVEY

|

Average CAC by sales channel (€‘000)

Data covers company fiscal year 2021

Field
Sales

Mixed

Channel
Sales

Inside
Sales

Internet
SEIES

€3.4

€38.5

35.4

€34.0

€29.7

)
9



PAYBACK PERIOD ANALYSIS

Most European SaaS
companies have a
payback period of
circa 12-months

Products that are more complex and time
consuming to implement, but with lower churn
rates, have longer payback periods. Infrastructure
& Cybersecurity contracts are among the costliest
to acquire, prolonging the payback period.

Public Sector contracts exhibit the longest payback
periods, while contracts for SME-focused solutions
have the shortest payback periods.

The payback period ranges widely, from c.7
months for Vertical SaaS to c.15 months for
Infrastructure & Cybersecurity, albeit four product
offering categories are bunched at the 11-to-12-
month mark.

GP.Bullhound

Source: GP Bullhound Insights

Average payback period by target customer
(months)

Data covers company fiscal year 2021

15.7

11.5
10.4

SME Enterprise Public Sector

Average payback period by product offering
category (months)

Data covers company fiscal year 2021

Infrastructure
&
Cybersecurity

15.2

Collaboration
& Workflow

11.8

Sales &

Marketing 11.3

BEIERY
Analytics

11.2

Other

Vertical SaaS - 7.1

10.7




RETENTION ANALYSIS GP BULLHOUND EUROPEAN SAAS SURVEY @

Despite comparable net revenue retention, churn for SME-
focused Saas is significantly higher than for Enterprise

Retention metrics are critical drivers of growth for SaaS companies. Net revenue retention (NRR) is considered by many to be the strongest indicator of long-term
success. Different target customers behave differently, so it’s important to benchmark companies appropriately. SME SaaS tends to have lower gross revenue
retention (GRR) and logo retention than Enterprise SaaS-focused businesses. This is likely driven by naturally smaller SME budgets and lower switching costs.
However, SME SaaS demonstrates higher net expansion, which reduces the gap between SME and Enterprise-focused SaaS for NRR.

Gross revenue retention (%) Net revenue retention (%) Logo retention (%)
Data covers company fiscal year 2021 Data covers company fiscal year 2021 Data covers company fiscal year 2021
115%

110%

105%

i
A
I
e L e

| re—=o
95% I-m-: == o o2
- [ |
90% I L1 ——
- - o 5, —
85% : |
. . M
80% L--1
75%
70%
SME Enterprise SME Enterprise SME Enterprise
L1 Represents 75t and 25t percentile of respondent distribution = - Median

GP. BU" hOU nd Source: GP Bullhound Insights 4
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Gross revenue churn
one-third less for

E uro p ean SaaS Average gross revenue churn (%) by typical contract duration
bUSInesses W|‘th Data covers company fiscal year 2021

typical contract terms
In excess of 2 years

10.2%

Companies that predominately have contracts >2
years in duration exhibit ¢.33% less gross revenue

()
churn than SaaS companies with <2-year contracts. S

While there is an obvious link between churn and
contract length, the impact on retention is significant.

PAVCELS 2+ years

GP. BU" hound Source: GP Bullhound Insights
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OPERATIONAL EFFICIENCY ANALYSIS

Gross margin
typically stabilises
at c.80% above
E5m ARR

For SaaS companies, direct costs include but are
not limited to:

= Hosting costs
= Customer support/customer success costs

= Third-party licenses utilised in the software’s
application

The range of margins across our dataset is relatively
tight, with 72% and 86% representing the lower
and upper quartiles, respectively. There are
efficiency gains made as companies scale to >E5m
ARR, with gross margin improving on average from
€.75% to c.80%.

When the E5m ARR threshold is reached, efficiency
gains at the gross margin level from additional scale
are marginal. However, as businesses scale towards
€25m and beyond, there are obviously significant
gains to be made below gross margin by leveraging
a largely fixed cost base.

GP.Bullhound

Source: GP Bullhound Insights

G

Gross margin (%) by annual recurring revenue band (Em)
Data covers company fiscal year 2021

80%
80%
79%

75%

<E5mM €5 -<€25m €25 - <€E50m €50m+

Dec-21 ARR

18) @



OPERATIONAL EFFICIENCY ANALYSIS GP BULLHOUND EUROPEAN SAAS SURVEY @

Sales & Marketing

costs typically

ove rtake R&D as a Cost build up (%) as a function of revenue (Em)
. Data covers company fiscal year 2021

proportion of revenue

at over E5m ARR
peaking at 40% of
revenue

The results of our survey suggest that total
overheads as a proportion of revenue are typically
80-90% for European SaaS companies of all sizes.
This is highest for companies that are below E5m
ARR (typically before a scaled sales & marketing
function) and above €25m ARR (where access to
capital increases).

Our data shows that R&D costs typically decrease
as a proportion of revenue by 11% as European
SaaS businesses scale from <€5m ARR to >E€25m <€5m €5 - <€25m €25m+
ARR. By contrast, Sales & Marketing increases 11%

as a proportion of revenue at >€25m ARR versus

<€5m. This illustrates that once a SaaS business

has reached maturity, resources are increasingly Dec-21 ARR
focused on go-to-market strategies while
el g e eliei el i SUEl A o el Sales & Marketing Research & Development General & Administrative

investments in R&D.

GP. BU" hOU nd Source: GP Bullhound Insights
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One-third of SaaS
companies surveyed
plan ‘to raise Capital Capital efficiency ratio: ARR (Em) / total Do you plan to raise capital in the next

funds raised (Em) 12 months?

in the neXt year Data covers company fiscal year 2021

2.8
Despite macroeconomic uncertainty, one-third of

CEOs surveyed are planning to raise capital in the
next 12 months.

While European Saa$S fundraising activity has
reduced in Q2 and 03 2022, total funds raised in
2022 YTD is still higher than 2021 YTD. This
suggests that there is a flight to quality and scale.

Underpinning this is improved capital efficiency ratios

as European SaaS businesses scale. Smaller (<€5m

ARR) European Saas businesses have a c.1:1 ratio as

most of their capital raised is spent on R&D.

Businesses generating more than €E5m ARR reap the 1.1
rewards of investment in Sales & Marketing and on

average have c.3:1 capital efficiency ratios.

The following pages of this report explore the
environment for European SaaS M&A and fundraising
in further detail.

<E5m E€5m+

GP. BU"hOUﬂd Source: GP Bullhound Insights
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EUROPEAN SAAS M&A DEAL ACTIVITY  european smas oeaL ActviTy (@)

Record M&A by value in

the first three quarters

Of 2022, eClipSing tOtal Zl:;'opean SaaS M&A deal volume

M&A value transacted Heme g . o g o e g . o
in 2019 and 2020 — —— el

combined

192 484 176

Following the end of the first wave of the pandemic

(Q2 2020), European SaaS deal volume increased @ @ @ @ S S S S T S S T N N N
consecutively in all but one quarter to Q3 2021. S 8 8 3 2 8 8 3 2 8 38 g = 8 g
Since then, several factors including economic

uncertainty have led to a decrease in dealmaking European SaaS M&A disclosed deal value

quarter on quarter. There were 26% fewer deals in (€bn)

Q3 2022 versus Q3 2021, indicating that deal

activity may revert to pre-pandemic levels.

€11.1bn ‘ €20.8bn ‘ €33.8bn €32.3bn

Despite the reduction in volume, disclosed — A
transaction value has continued to rise, driven in €18.6 E20
part by mega-deals®. €32.3bn worth of M&A has
transacted in 2022 YTD, driven by a c.90% increase
in average deal size in 2022 YTD versus 2021.

€2.7 €3.7 €3.7
€1.1

o o o o o o =} o N I i I o~ I I
T e A N
= o ™ < = N I52) < o o I52) < I N I52)
(@4 (@F o (@g o (@4 (@g (@g (@F o (o4 (@g o o o
Sources: GP Bullhound and Pitchbook (30 September 2022) A9
GP. BU"hOUﬂd Note: (1) Spike in Q1 2021 deal value driven by LSE Group’s acquisition of Refinitiv, Spike in Q3 2022 deal value relates to HG Capital’s acquisition of IFS, and 2 '

NortonLifeLock’s acquisition of Avast; and *YTD represents 1 January—30 September 2022



M&A

EUROPEAN SAAS M&A DEAL ACTIVITY BY SIZE

Mega-deals (>€1bn)
make up 67% of total
disclosed deal value in
European SaaS
ecosystem since 2020

Pre-2022, record levels of capital and historically cheap
debt cultivated a near-optimal environment for private
equity to engage in mega-deals, with TA Associates &
Partners Group’s 2021 acquisition of Unit4 a prominent
example. Cash-generative trade consolidators also
benefitted from this environment, as evidenced by
E2open’s 2021 acquisition of BluJay.

More recently, lower public market valuations for
European SaaS businesses have made take-private
transactions attractive for investors. Permira’s 2022
take-private of Mimecast and SS&C’s acquisition of Blue
Prism are recent examples.

Since 2019, there is a clear shift towards larger deals
and 2022 has seen the highest proportion of deals
above €1bn (73%).

EUROPEAN SAAS DEAL ACTIVITY ’

European SaaS deal value 2019-2022 YTD*
(% of total)

YTD-22* B9%R% 7% 8% 7% 73%
AVPMR (PR 8 8%  14% 59%
2020 | 7% 4% 9% BWAERA 71%
2019 | 8% 9% 19% 19% 15% 30%

Om-50m 50m-100m 100m-250m ® 250m-500m ® 500m-1,000m ® 1,000m+

2022 select transactions

¢ FS € Avast mimecast 4 blueprism
R Hg @ NortonLifeLock CERMR A ssk
Deal size: €9.3bn Deal size: €7.4bn Deal size: €5.1bn Deal size: €1.5bn

Sources: GP Bullhound Insights and Pitchbook (30 September 2022)
GP. BU" hound Note: * YTD represents 1 January—30 September 2022
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EUROPEAN SAAS M&A DEAL ACTIVITY BY COUNTRY

UK, France, Germany
and Netherlands
account for 65% of
European deal volume

The UK has been the most active market for SaaS
M&A transactions in 2022 YTD. Deal volume
declined by just 4% versus 2021 YTD despite a
12% decline in deal volume across the broader
European SaaS ecosystem.

The top three European markets by deal volume,
the UK, France and Germany, accounted for
c.60% of SaaS deal-making across Europe.

France and Sweden were the only countries with a
>5% share of dealmaking where activity has been
up in 2022 YTD versus 2021 YTD.

EUROPEAN SAAS DEAL ACTIVITY ’

European SaaS M&A transactions, 2022 YTD*
(% of deal volume)

(22.1%) Growth
21/22YTD

=

28.5%
35.5% Growth
21/22YTD

-
(9.5%) Growth
21/22YTD
Total deals: 456

Growth
- 21/22 YTD™*:
(9.7%) Growth @ (11.5%)
21/22 YTD

16.0%

7.4% Growth
21/22YTD

Sources: GP Bullhound Insights and Pitchbook (30 September 2022)
GP. BU" hound Note: * YTD represents 1 January—30 September 2022, values >100% due to rounding

28.6%

(3.7%) Growth
21/22YTD

al s
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PRIVATE PLACEMENT

EUROPEAN SAAS PRIVATE PLACEMENT DEAL ACTIVITY EUROPEAN SAAS DEAL ACTIVITY .

Size of average

fundraise has

tri P led from 2019 E::ropean Saas private placement deal volume
to 2022 YTD ¥

Avg. value: Avg. value: Avg. value: Avg. value:
€3.9m €4.3m €8.3m €12.6m
867 859
Funding levels for European Saa$ have increased 694 673 58 °° 661 705 732 o5 90 07
: ; : . 618 617
dramatically since 2019, with total investment for 450
2022 YTD >2x 2019’s total.
Despite a reduction in fundraising volume in 2022 YTD,
vglue hag continued to rise. The average fundraising o o N o o o o o o o o o ~ o ~
size has increased by >3x from 2019 to 2022 YTD. : : z : :‘ Q g ;.\r‘ : 3 2 : o Q :‘)
o (@4 (@4 o (@4 (@4 o (@4 (@4 o (@4 (o4 o (@4 o
Mega-rounds were commonplace in 2021 with
MessageBird and Hopin closing >€300m rounds. This European SaaS private placement deal value
trend has so far shown no sign of relenting in 2022, (Ebn)
with numerous €400m+ rounds including Celonis,
Contentsquare, and RELEX.
€7.9bn €9.2bn €19.2bn €18.1bn
€7.4

(]

€19 €18 €21 €21

o (o)} o o © o © © < (. < < N N N
§ 9 5 5§ & & o & & & & § q o
I N o™ < 1 N o < P N (9] < I N o
(@4 (@4 (@4 (@4 (@4 (@g (g (@4 o (@4 (@4 (@g (@4 (@4 (@4

Sources: GP Bullhound Insights and Pitchbook (30 September 2022)
GP. BU" hound Note: * YTD represents 1 January—30 September 2022



PRIVATE PLACEMENT

EUROPEAN SAAS PRIVATE PLACEMENT DEAL ACTIVITY BY SIZE EUROPEAN SAAS DEAL ACTIVITY .

Mega-rounds

(€E100m+) account
for half of total funds European Saa$ private placement by deal value
raised in 2022 YTD

YTD-22* 39% 12% 26% 23%

Mega-rounds have driven record levels of fundraising
in the European SaaS ecosystem in 2021 and 2022
YTD. Large fundraises of >€500m made up 12% of
total private placement value in 2022 YTD. Notable
raises of >€500m include Ecovadis’ series C led by 2020 62% 14% 13% 11%
Astorg and BeyondNetZero (General Atlantic).

2021 43% 18% 22% 17%

In 2021, MessageBird raised a substantial >€E600m
Series C, valuing it at more than €3bn, having already 2019 65% 13% 18% 3%
achieved Unicorn status in 2020.

Celonis, which reached Decacorn status in June 2021 0m-50m 50m-100m ® 100m-250m ® 250m-1,000m+
after announcing its >€800m Series D round at a

valuation of >€10bn, raised another >€E400m Series D

extension in August 2022 alongside a new credit 2022 select transactions

facility worth up to €600m.

These mega-rounds are coming at a time when the )
broader VC market is experiencing a slowdown in ce@)\is @ Contentsquare }f RELEX ecovadis
volumes, supporting the widely held view that we are

experiencing a flight to quality and scale. , R )
T IRy = STREET Blackstone
GENERAL
ATLANTIC
Deal size: €1.2bn Deal size: €582m Deal size: €500m Deal size: €500m

Sources: GP Bullhound Insights and Pitchbook (30 September 2022)
GP. BU" hound Note: * YTD represents 1 January—30 September 2022, values >100% due to rounding



PRIVATE PLACEMENT

EUROPEAN SAAS PRIVATE PLACEMENT DEAL ACTIVITY BY COUNTRY

Placement volumes
down 22% in Europe
in 2022 YTD, with
French dealmaking
the most resilient

The UK, Germany and France account for >50% of
2022 YTD deal volume. Spain and Sweden are the
next largest.

Despite a 25% YQY decline in fundraising activity, the
UK continues to see more fundraising than Germany
and France combined.

The decrease in volume is perhaps an early indication
that early-stage funding is becoming more
challenging for European SaaS businesses.

GP.Bullhound

European Saa$ private placement, 2022 YTD*

(% of deal volume)

(22.3%) Growth
21/22YTD

35.1%

=

(39.9%) Growth

21/22YTD
=8
(18.0%) Growth @
21/22YTD

(8.0%) Growth @
21/22YTD

Total deals: 1,834
Growth

21/22 YTD*:
(22.0%)

12.7%

(18.3%) Growth
21/22 YTD

Sources: GP Bullhound Insights and Pitchbook (30 September 2022)
Note: * YTD represents 1 January—30 September 2022, values >100% due to rounding

30.4%

EUROPEAN SAAS DEAL ACTIVITY ’

al s
ar

(25.1%) Growth
21/22YTD



PRIVATE PLACEMENT

EUROPEAN SAAS PRIVATE PLACEMENT DEAL ACTIVITY PER COUNTRY

UK, France and
Germany account for

over 60% of
fundraising by value

Reflective of volume, the majority of deal value in 2022
YTD has been driven by the UK, France and Germany.
Relex‘s €500m raise has propelled Finland into the top
four countries by funds raised in 2022 YTD. The UK has
been the only country with >5% share in fundraise
value to see a reduction in funds raised.

Across the Rest of Europe, fundraising value has
increased by >80% YTD. Examples of large deals
driving this growth into 2022 include Typeform’s
€120m raise (Spain), Pyramid Analytics’ €112m raise
(Netherlands), and Ardog’s €110m raise.

GP.Bullhound

European Saa$ private placement, 2022 YTD*

(% of deal value) dL

w

(20.9%) Growth
21/22 YTD

23.3%
83.7% Growth @
21/22YTD

+
67.6% Growth

Total: €18.1bn
Growth
21/22 YTD™*:
15.4%

21/22 YTD
17.4%
i
w
528% Growth
21/22 YTD 44.5% Growth
21/22YTD

Sources: GP Bullhound Insights and Pitchbook (30 September 2022)
Note: * YTD represents 1 January—30 September 2022, values >100% due to rounding

EUROPEAN SAAS DEAL ACTIVITY ’

53.2% Growth
21/22YTD



GROWING EUROPEAN SAAS MARKET

Continued momentum for new European SaaS Unicorns in

2022, following doubling in volume in 2021

An unprecedented number of European SaaS
Unicorns were created in 2021. Despite lower
fundraising volume, Europe’s SaaS ecosystem
shows no sign of slowing Unicorn creation. More
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PUBLIC EUROPEAN SAAS MARKET EUROPEAN SAAS DEAL ACTIVITY ’

Public US and European SaaS valuations are converging as
investors focus on profitable growth

SaaS stocks globally have seen significant declines since the 2021 highs. Given interest rate rises and economic uncertainty, investors have been re-focusing on
profitable growth. This has led to US SaaS valuations converging with European peers, which tend to be lower growth but more profitable. Our European SaaS index
has an average EBITDA margin for CY22E of 31% versus 14% for our US index, whereas the US index has an average revenue growth rate of 44% for CY22E versus
15% for our European index. These metrics have contributed to the valuation gap contracting from 10.5x on 31 December 2021 to 1.7x on 30 September 2022.

31% 44% (3 15%

10.5x

Sep-17 Dec-17 Mar-18 Jun-18 Sep-18 Dec-18 Mar-19 Jun-19 Sep-19 Dec-19 Mar-20 Jun-20 Sep-20 Dec-20 Mar-21 Jun-21 Sep-21 Dec-21 Mar-22 Jun-22 Sep-22

US SaaS - TEV/Forward Total Revenue European SaaS - TEV/Forward Total Revenue
= = S SaaS - TEV/Forward Total Revenue Avg = — Furopean SaaSs - TEV/Forward Total Revenue Avg

GP’ BU" hound Sources: GP Bullhound Insights and Capital IQ (30 September 2022) 4



ABOUT OUR PARTNER

“Sage Intacct is proud to partner

with GP Bullhound on the SOSG
European SaaS Survey 2022"

Sage Intacct is a sophisticated and powerful cloud-based financial
management system that delivers automation and controls around billing,
accounting, and reporting that finance need to reduce errors, stay audit-
ready, and scale their business.

Sage Intacct helps forward-looking finance leaders access integrated
management and financial reports across multiple business entities, in
minutes, not days, to grow and drive their businesses.

GP.Bullhound
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TERMINOLOGY

Terminology

Key SaaS metrics

Annual
contract
value
(ACV)

Annual
Recurring
revenue
(ARR)

Customer
acquisition
cost
(CAC)

Payback
period

GP.Bullhound

ACV is a measure indicating the average annual
value of a given contract type across all
customers of the period

ARR measures the amount of annually recurring
revenue or the sum of all revenue derived from
customer contracts over the course of the next
12 months; can serve as an estimate for the
size of a business

Consists of all the sales & marketing expenses
(staff and non staff costs) spent to acquire one
new customer

_ S&M Expenditure
" #ofnew paying customers

CAC

Payback period represents the time (months)
taken to fully pay back sales and marketing
investments involved in the acquisition of a
new customer

Source: GP Bullhound Insights

Gross revenue
retention (GRR)
(%)

Net revenue
retention (NRR)
(%)

Logo
retention (%)

Number of customers retained in a given period or cohort
regardless of account expansion or growth

1— ( Opening ARR — downsell — churn )
Opening ARR

Number of customers gained or lost in a given period or
cohort after taking into consideration new, reactivated, or
expanded accounts

(ARR beginning of period+
1- ( upsell —churn —downsell)
ARR beginng of period

The percentage of customers a business retains over a
period of time

(Total number of customers beginning of period —
Total number of lost customers during the period)

9L =
( Total number of customers beginning of period

Typically calculated on a cohort basis, excluding customers in trial periods
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Global presence and local expertise for seamless service

Luxembourg
Manchester Stockholm
London Berlin / Munich
Paris
New York
Zurich
San Francisco Mélaga
Madrid
YEAR FOUNDED PROFESSIONALS OFFICE LOCATIONS

1999 180+ 12

AUM ACROSS
SUCCESSFUL TRANSACTIONS TRANSACTION VALUE ADVISED ON GP BULLHOUND MANAGED FUNDS*

640+ $39bn+ $1bn+

GP Bull hou nd Note: As of Q3 2022, includes investments at NAV including carried interest and undrawn capital, hard commitments, listed
. products, direct and indirect co-investments. Avg. exchange rates as of 9M 2022.



SOFTWARE EXPERIENCE

Strong global software track record

Extensive experience in software with strategics and financial sponsors
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GP Bullhound’s
European SaaS

report team
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Disclaimer

No information set out or referred to in this communication shall form the basis of any contract. The issue of this
insights report (the “report”) shall not be deemed to be any form of binding offer or commitment on the part of GP
Bullhound or any of its affiliates or subsidiaries. This report is provided for use by the intended recipient for
information purposes only. It is prepared on the basis that the recipients are sophisticated investors (so-called
“professional clients” in the meaning of Annex II of Directive 2014/65/EU on markets in financial instruments, or
their equivalent elsewhere) with a high degree of financial sophistication and knowledge. This report and any of its
information is not intended for use by private or retail investors in the UK or any other jurisdiction where access, use
or availability of this information would be unlawful.

This report does not provide personalized advice or recommendations of any kind. You, as the recipient of this report,
acknowledge and agree that no person has nor is held out as having any authority to give any statement, warranty,
representation, or undertaking on behalf of GP Bullhound in connection with the contents of this communication.
Although the information contained in this report has been prepared in good faith, no representation or warranty,
express or implied, is or will be made and no responsibility or liability is or will be accepted by GP Bullhound. In
particular, but without prejudice to the generality of the foregoing, no representation or warranty is given as to the
accuracy, completeness or reasonableness of any projections, targets, estimates or forecasts contained in this report
or in such other written or oral information that may be provided by GP Bullhound. The information in this report may
be subject to change at any time without notice.

GP Bullhound is under no obligation to provide you with any such updated information. All liability is expressly
excluded to the fullest extent permitted by law. Without prejudice to the generality of the foregoing, no party shall
have any claim for innocent or negligent misrepresentation based upon any statement in this report or any
representation made in relation thereto. Liability (if it would otherwise but for this paragraph have arisen) for death
or personal injury caused by the negligence (as defined in Section 65 of the Consumer Rights Act 2015) of GP
Bullhound, or any of its respective affiliates, agents or employees, is not hereby excluded nor is damage caused by
their fraud or fraudulent misrepresentation.

This report should not be construed in any circumstances as an offer to sell or solicitation of any offer to buy any
security or other financial instrument, nor shall they, or the fact of the distribution, form the basis of, or be relied
upon in connection with, any contract relating to such action. The information contained in this report has no regard
for the specific investment objectives, financial situation or needs of any specific entity and is not a personal
recommendation to anyone. Persons reading this report should make their own investment decisions based upon
their own financial objectives and financial resources and, if in any doubt, should seek advice from an investment
advisor. Past performance of securities is not a guide to future performance and the value of securities may fall as
well as rise. In particular, investments in the technology sector may be subject to frequent fluctuations. The
information contained in this report is based on materials and sources that are believed to be reliable; however, they
have not been independently verified and are not guaranteed as being accurate. The information contained in this
report is not intended to be a complete statement or summary of any securities, markets, reports or developments
referred to herein.

This report may contain forward-looking statements, which involve risks and uncertainties. Forward-looking
information is provided for illustrative purposes only and is not intended to serve as, and must not be relied upon as a
guarantee, an assurance, a prediction or a definitive statement of fact or probability. Actual events and
circumstances are difficult or impossible to predict and may differ from assumptions. Any and all opinions expressed
are current opinions as of the date appearing on the documents included in this report. The information contained in
this report should not be relied upon as being an independent or impartial view of the subject matter, and for the
purposes of the rules and guidance of the Financial Conduct Authority (“the FCA”) and of the Financial Industry
Regulatory Authority (“FINRA”), and of the Commission de Surveillance (du Secteur Financier “CSSF”), this report
shall not be viewed as a research report and is considered marketing communication and a financial promotion.
Thus, in accordance with COBS 12.2.18 of the FCA Handbook, its contents have not been prepared in accordance
with legal requirements designed to promote the independence of investment research and it is not subject to any
prohibition on dealing ahead of the dissemination of the report.

GP.Bullhound

The individuals who prepared the information contained in this report may be involved in providing other financial
services to the company or companies referenced in this report or to other companies who might be said to be
competitors of the company or companies referenced in this report. GP Bullhound, through its investment banking
and asset management departments, does and seek to do business with companies which are, or may be covered in
this report. As a result, both GP Bullhound and the individual members, directors, officers and/ or employees who
prepared the information contained in this report may have responsibilities that conflict with the interests of the
persons who access this report.

GP Bullhound and/or connected persons may, from time to time, have positions in, make a market in and/ or effect
transactions in any investment or related investment mentioned in this report and may provide financial services to
the issuers of such investments. The information contained in this report or any copy of part thereof should not be
accessed by a person in any jurisdictions where its access may be restricted by law and persons into whose
possession the information in this report comes should inform themselves about, and observe, any such restrictions.
Access of the information contained in this report in any such jurisdictions may constitute a violation of UK or US
securities law, or the law of any such other jurisdictions. Neither the whole nor any part of the information contained
in this report may be duplicated in any form or by any means. Neither should the information contained in this report,
or any part thereof, be redistributed or disclosed to anyone without the prior consent of GP Bullhound. GP Bullhound
and/or its associated undertakings may from time to-time provide investment advice or other services to or solicit
such business from any of the companies referred to in the information contained in this report.

Accordingly, information may be available to GP Bullhound that is not reflected in this material and GP Bullhound
may have acted upon or used the information prior to or immediately following its publication. However, no person at
GP Bullhound (which includes its members, directors, officers and/or employees), may undertake personal
transactions in financial instruments of companies to which this report relates, without receiving prior clearance
from the GP Bullhound Compliance Officer or nominated delegated. In addition, GP Bullhound, the members,
directors, officers and/or employees thereof and/or any connected persons may have an interest in the securities,
warrants, futures, options, derivatives or other financial instrument of any of the companies referred to in this report
and may from time-to-time add or dispose of such interests. GP Bullhound Corporate Finance Ltd and GP Bullhound
Asset Management Ltd are private limited companies registered in England and Wales, registered numbers
08879134 and 08869750 respectively, and are authorised and regulated by the Financial Conduct Authority. Any
reference to a partner in relation to GP Bullhound is to a member of GP Bullhound or an employee with equivalent
standing and qualifications. A list of the members of GP Bullhound is available for inspection at its registered office,
GP Bullhound 78 St. James's Street, London SW1A 13B.

For US Persons: This report is distributed to US persons by GP Bullhound Inc. a broker-dealer registered with the SEC
and a member of the FINRA. GP Bullhound Inc. is an affiliate of GP Bullhound Corporate Finance Ltd. All investments
bear certain material risks that should be considered in consultation with an investors financial, legal and tax
advisors. GP Bullhound Inc. engages in private placement and mergers and acquisitions advisory activities with
clients and counterparties in the Technology and CleanTech sectors.

In addition, the persons involved in the production of this report certify that no part of their compensation was, or
will be, directly or indirectly related to the specific views expressed in this report. As such, no person at GP
Bullhound (including its members, directors, officers and/or employees) has received, or is authorized to accept, any
inducement, whether monetary or in whatsoever form, in counterparty of promise to issue favorable coverage for the
companies to which this report may relate. In the last twelve months, GP Bullhound or an affiliate is or has been
engaged as an advisor to and received compensation from, or has invested in the following companies mentioned in
this report: EcoVadis, Leadfeeder, Logicbroker, MariaDB, netRivals, Orbus Software, Sellics, Signavio, Smarp,
Talos360, Unblu, and Weglot.
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