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Executive Summary — Q1 2026
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MARKET SIZE LIFECYCLE MULTIPLE
$8.99B 8.5X-12.0X
Forecast by 2034 (9.21% CAGR) EV/Rev for End-to-End Platforms

l~ Market & Valuation Trends

® Mobile-First Critical: Field adoption drives retention; mobile-native
platforms command 8-11x multiples vs. 3-5x for legacy desktop tools.

® Network Effects: Subcontractor networks with payment integration achieve
120-130%+ NRR, earning "platform" valuation premiums.

® PE Consolidation: Record dry powder driving aggressive M&A for platforms
serving as consolidators in fragmented verticals.
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FINTECH OPPORTUNITY

$7 Trillion

Embedded Finance Total Volume

1@ Strategic Drivers

MARKET GROWTH

9.21%

CAGR through 2034

® Embedded Payments: Transitioning from SaaS-only to fintech-enabled
models unlocks 30-50% revenue uplift and higher multiples.

® Lifecycle Platforms: "Single source of truth" platforms managing
preconstruction to closeout command 50%+ valuation premiums over point

solutions.

The Construction Tech Inflection

As labor shortages escalate, the $14T industry is shifting to unified platforms.
Valuations favor leaders that combine deep field workflows with embedded
financial rails, creating indispensability beyond simple productivity tools.



Construction Tech: Market Size & Outlook
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$14 Trillion Opportunity

The global construction industry represents a
$14T market that remains significantly under-
digitized, creating a massive runway for vertical
Saa$S adoption.

Sustained Growth

Market projected to double from $4.44B in 2026
to $8.99B by 2034, driven by labor shortages
forcing digital efficiency.

Adoption Acceleration

Strategic buyers prioritize platforms demonstrating
deep workflow integration as the industry shifts
from point solutions to unified lifecycle
management.
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Valuation Multiples by Category (Q1 2026)

Multiples are bifurcating based on system-of-record status, with end-to-end platforms and financial management tools commanding the
highest premiums.

Category EV/Revenue Multiple Strategic Classification Key Drivers
. . High switching costs, multi-stakeholder
End-to-End Lifecycle Platforms 8.5x-12.0x System of Record .
adoption
. . . . L . Critical workflow, embedded payments
Financial Mgmt & Accounting 7.0x -10.0x Mission Critical .
potential
Vertical Project Mgmt 6.0x - 9.0x Defensible Niche Deep vertical functionality, strong retention
Preconstruction & Bidding 5.5x - 8.0x Network Hub Data-rich environments, network effects
Field Productivity & Safety 5.0x - 7.5x Point Solution Mobile adoption, viral growth potential
Real-time data streams, hardware
IoT & Asset Management 4.5x -7.0x Hardware-Enabled

dependency risk

£ Valuation Bifurcation Analysis

The valuation delta between "must-have" systems of record and "nice-to-have" point solutions has widened significantly. Lifecycle Platforms and Financial Tools trade
at a 30-50% premium over pure field productivity apps due to superior retention profiles and the ability to monetize transaction flows via embedded finance.

Construction Tech SaaS Valuation - Q12026 4
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Embedded Payments Opportunity in Construction
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10.0x - 14.0x

14x
12%
8.0x - 10.0x

12.0x - 15.0x

$7 Trillion Market Shift

The embedded finance market is projected to reach $7T in
transaction value by 2026, with B2B accounting for $2.6T.
Construction, notorious for slow payments and cash flow
crunches, is a prime candidate for this disruption.

Revenue & Valuation Impact

Monetizing transaction flows unlocks revenue far exceeding
SaaS fees. Platforms moving from simple referral models to full
fintech stacks see multiples expand from ~6x to 14x+ as they
capture high-margin financial revenue.

The Constrafor Example

Constrafor raised over $100M to offer subcontractor financing,
proving the immense appetite for integrated capital. Platforms
embedding lending directly into procurement workflows are
achieving massive valuation premiums.



Lifecycle Platforms Command Premiums
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~ +150% Value Expansion
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8x - 10x

Multi-Phase
Platform

10x - 14x

Full Lifecycle
+ Finance

12x - 15x

Ecosystem
Platform

Valuation Arbitrage

£ Platform vs. Point Solution

Moving to a lifecycle platform drives >2x multiple
expansion. Investors discount low-stickiness tools,
prioritizing premiums for mission-critical "system of record"
platforms.

Defensibility

@& High Switching Costs

Platforms unifying preconstruction, execution, and financials
create massive lock-in. Replacing a full lifecycle system is
prohibitive, driving superior NRR and LTV.

Market Apex

/N

& Ecosystem Standard

"Industry standard" platforms (e.g., Procore) command top
premiums (12x-15x). Enabling apps and embedded finance
evolves them into critical infrastructure.
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Subcontractor Network Effects & NRR

Valuation premiums scale exponentially with network density, driven by viral adoption and embedded fintech liquidity.

Network Maturity Typical NRR Payment & Liquidity Impact Valuation Premium
Small (Local/Regional) 95% - 105% Minimal impact Base Valuation

Growing (Multi-Regional) 105% - 115% Moderate improvement ™ +10% - 20% Premium
Large (National Network) 15% - 125% Significant acceleration ™ +30% - 50% Premium
Dominant (Industry Std) 125% + Transformative efficiency ™ +60% —-100% Premium
Fintech-Enabled Network 130% + Immediate liquidity provision 4 +100% + Premium

a5 The Network Effect Multiplier

Platforms connecting General Contractors (GCs) and Subcontractors create powerful viral loops. As network density increases, Customer Acquisition Cost (CAC) drops
significantly while Net Revenue Retention (NRR) climbs. Adding embedded finance (e.g., factoring, early pay) to this network creates the highest possible valuation tier
by solving the industry's critical working capital constraints.

Construction Tech SaaS Valuation - Q12026 7
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Mobile-First Field Functionality & Valuation

16 100%
Market Driver
"""MJO 80%
14 / & 88% Labor Shortage
- B0 With 88% of firms facing severe labor shortages, field
12 productivity tools are mission-critical. Platforms that bridge
7004 the office-to-field gap command premium multiples by
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4 ERPs are being replaced by intuitive mobile apps that require
20% zero training.
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Desktop-First Hybrid Mobile-First Offline-Capable 2 Adoption = Value
Legacy Web + App Native = Al There is a direct correlation between field adoption and

E:}FFE'E* Adoption % (@ Valuation Multiple (x) valuation. Offline-capable + Al tools achieving >90%
adoption trade at 10.0x-14.0x, double the multiple of hybrid

Construction Tech SaaS Valuation - Q12026 .
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Vertical Specialization Valuation Multiples
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Valuations reflect scarcity value: capital flows are shifting from saturated General Contractor markets to complex, under-digitized
verticals like Infrastructure and Energy.

Vertical Sector Market Penetration Typical Multiple Key Drivers & Characteristics

Industrial / Energy Low (<15%) 9.0x -12.0x High project value, capital intensive
Infrastructure / Civil Low-Medium (20-30%) 8.0x -10.5x Govt spend tailwinds, complex compliance
Specialty Trades Low (<20%) 7.5x —10.0x Highly fragmented, massive TAM
Commercial GC High (>50%) 7.0x - 9.0x Mature market, focus on consolidation
Residential / Home Medium (30-40%) 6.0x - 8.5x Consumer interface importance, volume
Facilities Management Medium (30-40%) 6.5x - 8.5x Recurring revenue, long-term contracts

@ Vertical Depth Premium

Construction Tech SaaS Valuation - Q12026

While Commercial GC software has reached maturity, the next wave of unicorns is emerging in high-complexity verticals like Industrial and Infrastructure. These
sectors command premium multiples (up to 12.0x) due to massive uncaptured TAM and the high barrier to entry for generalist competitors.



M&A Outlook (2026)
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< PE Consolidation Focus Dry Powder

Private equity firms are actively deploying capital to consolidate
fragmented markets. With record dry powder, they seek platform
assets that can serve as a chassis for rolling up point solutions to
build scale and efficiency.

v Favorable Macro Trends Rate Stability

Stabilizing interest rates create a predictable environment for
deal-making. Deloitte projects a 1.8% investment growth in
structures, signaling renewed confidence and capital allocation
toward digital transformation.
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& Strategic Bolt-on Targets Product Gaps

Strategic buyers are aggressively targeting bolt-on acquisitions
to fill critical product gaps. High-value targets include
specialized solutions in FinOps, safety compliance, and
preconstruction planning to complete lifecycle offerings.

Consolidation Imperative

The definitive trend toward "all-in-one" platforms means standalone point
solutions are increasingly viewed as acquisition targets rather than IPO
candidates. Founders should anticipate continued consolidation as major
players race to capture full lifecycle wallet share.
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L.esson 1: Prioritize Embedded Finance

® Fintech as a Core Pillar

Treat financial services not as an add-on, but as a primary product line.
In 2026, the market rewards companies that successfully monetize
transaction volume, significantly increasing Total Addressable Market
(TAM) and valuation multiples.

® Generate at least 30% of revenue from fintech sources (payments,
lending, insurance).

® Unlock high-margin revenue streams that often exceed SaaS
subscription fees.

® Monetize transaction flows to expand TAM beyond software budgets.

@® Deep Workflow Integration

Integrate payments deeply into procurement workflows so that using
an external provider becomes operationally difficult. This creates sticky
financial dependencies.

Construction Tech SaaS Valuation - Q12026

¢ Capital Products & LTV

Beyond payments, explore lending and card issuing to further entrench
the relationship. These products boost Lifetime Value (LTV) through
zero-CAC expansion revenue.

® Subcontractor lending bridges cash flow gaps in construction.

® |ntegrated insurance products offered at the point of bid or contract.

® Virtual card issuing for expense management and materials purchasing.

@ Strategic Example: Constrafor

Constrafor raised over $100M to offer subcontractor financing, demonstrating
the immense appetite for integrated financial solutions. Strategic buyers are
actively seeking platforms that have unlocked this high-margin revenue
stream.

1
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Lesson 2: Build for the Field First

a’ Leading Indicator of Retention Retention Driver 0 Purpose-Built for Jobsite Offline Capable
User experience in the field is the single strongest leading Ensure the mobile experience is robust, offline-capable, and
indicator of long-term retention. Products that win the hearts and intuitive. It must be purpose-built for the rugged realities of the
minds of superintendents and foremen create powerful bottoms- jobsite, not just a responsive version of back-office software.
up adoption that becomes incredibly difficult for competitors to Success depends on usability in disconnected, harsh
displace. environments.

& Mission-Critical Productivity 88% Shortage

With 88% of construction firms facing severe labor shortages,
technology that directly enhances field productivity is no longer
optional. Tools that streamline workflows for the scarce field @ Strategic Imperative

workforce are now viewed as mission-critical assets for project The battle for construction tech dominance is won in the trailer, not the

execution. boardroom. Platforms that prioritize field-first functionality bridge the critical
gap between office planning and site execution, unlocking viral growth and
superior unit economics.

Construction Tech SaaS Valuation - Q12026 12
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Lesson 3: Become the System of Record

€ Single Source of Truth Data Gravity @ High Switching Costs Defensibility
Valuations are highest for platforms that serve as the central Stickiness creates a powerful defensive moat. For enterprise
repository for all project data. Moving beyond a simple construction platforms, the cost of migration—including data
productivity tool to the system of record ensures that critical transfer, downtime, and staff retraining—often exceeds
information lives within your platform, creating dependency. $250,000 to $500,000, creating massive inertia against

competitors.

*s Operational Necessily Daily Utility

Become indispensable to daily operations. When a platform

manages core workflows like scheduling, budget tracking, and
compliance, displacing it risks halting business operations,
making churn nearly impossible. l~ Valuation Implication
Enterprise lock-in justifies outlier multiples. Investors pay 10x-14x revenue for

system-of-record platforms because the revenue stream is viewed as an
annuity, unlike replaceable point solutions trading at 4x-6x.

Construction Tech SaaS Valuation - Q12026 13



WINDSOR DRAKE

Lesson 4: Leverage Network Effects

i+ Viral Collaboration Loops Lower CAC < Marketplace Opportunity Cash Flow Gap
Create features that incentivize GCs to invite subcontractors, With 43% of subcontractors facing severe cash flow constraints,
owners, and architects onto the platform. This natural viral networks naturally evolve into marketplaces. Platforms that
growth significantly reduces Customer Acquisition Cost (CAC) as bridge this liquidity gap via embedded lending transform from
every paid license generates multiple free external users who simple software into essential financial infrastructure for the
eventually convert. supply chain.

¥ Strategic Asset Value Defensibility

Network density is a primary valuation driver for strategic
acquirers. A platform connecting thousands of active trade
partners creates a defensive moat that point solutions cannot > The Fintech Multiplier Effect
replicate, positioning the company as an industry standard rather
than just a tool.

Integrating payments and compliance into the network creates transformative
retention. Leading platforms that facilitate financial flows across their network
consistently achieve Net Revenue Retention (NRR) above 130%, commanding
valuation premiums of +60% to 100% over linear SaaS models.

Construction Tech SaaS Valuation - Q12026 14



Lesson 5: Focus on Vertical Depth
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«

4]

Solve Specific Problems Avoid "Inch Deep"

Resist the temptation to be "mile wide, inch deep." Winning
platforms deeply solve the specific, nuanced problems of a sub-
vertical—such as estimation for electrical contractors or grading

optimization for heavy civil projects—that generalist tools ignore.

Trust Through Expertise Reduce Churn

Specialized workflows and industry-specific terminology
demonstrate deep expertise. This "we speak your language"
approach builds immediate trust with field teams and
significantly reduces churn compared to generic software.

Construction Tech SaaS Valuation - Q12026

O Defensible Moats Defensibility

Vertical depth creates a formidable moat against broad
horizontal competitors. Generalist project management tools
cannot replicate the complex logic required for specialized
trades without sacrificing their broad appeal, securing your
market position.

7 Valuation Premium Impact

The market rewards depth over breadth. Vertical-specific platforms command
revenue multiples of 7.5x - 10.0x, compared to just 4.0x — 6.0x for generalist
tools, reflecting the higher retention and pricing power of specialized
solutions.

15



Lesson 6: Demonstrate Path to Profitability
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& Balance Growth with Efficiency

The era of "growth at all costs" has ended. In the current market
environment, investors prioritize capital efficiency and sustainable
unit economics over pure top-line expansion. Founders must
demonstrate a clear roadmap to positive cash flow.

» Shift focus from burned growth to efficient customer acquisition.
o Target robust unit economics with CAC payback under 12 months.

« Optimize gross margins by automating onboarding and support.

B Enforce Rule of 40 Discipline

The "Rule of 40" (Revenue Growth % + EBITDA Margin %) remains
the gold standard for premium valuations. Companies exceeding this
threshold signal operational excellence and scalability without
excessive capital consumption.

o Aim for a combined score of 40+ to unlock top-quartile multiples.
« Balance high growth (20%+) with healthy margins (20%+).

« Use this metric to guide budgeting and hiring decisions.

Construction Tech SaaS Valuation - Q12026

< Altract Private Equity Capital

Private equity firms sitting on record levels of dry powder are actively
seeking platform assets that demonstrate financial discipline.
Profitability, or a credible near-term path to it, is the primary
gatekeeper for PE interest and premium buyout offers.

o Operational efficiency reduces risk for financial sponsors.
» Positive EBITDA opens debt financing options for leveraged buyouts.

+ Demonstrated discipline commands higher entry multiples.

@ Strategic Implication

Valuation premiums in 2026 are reserved for companies that prove they can
grow responsibly. A profitable vertical SaaS platform is a rare, defensive asset
that strategic and financial buyers will compete to acquire, driving exit
multiples significantly higher than unprofitable peers.

16
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North America Cloud Construction Growth

$12B "'16% CAGR (2022—2030)

Digital Acceleration

$10.2B The shift from legacy on-premise systems to cloud
$105 - platforms is accelerating, driving the market from
' ~$3B in 2022 to over $10B by 2030.
$8.8B

$8B $7.6B .
— Infrastructure Tailwinds
= 3658 Massive government investments (IlJA) and capital
2 468 $5.68 [ ] project complexity are forcing firms to adopt
al i1} .
& _ . standardized, cloud-based management tools.
‘__u;_J S4.8B
= $4.1B

4B £35E . .

tan Generational Shift

As digital-native Millennials and Gen Z assume
4R leadership roles, demand for mobile-first, intuitive
- [ ' [ ' cloud solutions is becoming non-negotiable.
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Fintech Integration Level vs. Valuation (Q1 2026)

Valuation multiples expand significantly as platforms transition from pure software to embedded finance models, unlocking high-margin
transaction revenue.

Integration Level Revenue from Fintech Valuation Multiple Examples / Classification
None (SaaS only) 0% 5.0x - 7.0x Legacy scheduling tools
Referral / Partner 5% -10% 6.0x - 8.0x Basic ERP integrations
Embedded Payments 15% -30% 8.0x-10.0x Billd, Levelset

Full Fintech Stack 30% -50%+ 10.0x - 14.0x Constrafor, Built Technologies
Marketplace + Finance 40% -60% 12.0x - 15.0x Materials marketplaces

& The Fintech Multiplier Effect

Platforms that successfully layer Full Fintech Stacks or Marketplace Dynamics achieve a valuation step-change. When fintech revenue exceeds 30% of the mix, the
company is valued not just on SaaS metrics but on total payment volume (TPV) and high-margin take rates, commanding multiples above 10x.

Construction Tech SaaS Valuation - Q12026 18



Lifecycle Coverage vs Switching Costs
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Valuation premiums correlate directly with platform breadth; moving from a point solution to a lifecycle platform creates deep data

moats and high switching costs.

Coverage Level Typical Multiple Switching Cost Impact Representative Examples
Single Point Solution 4.0x - 6.0x Low (Easily Replaceable) Standalone punch list apps
Phase-Specific Suite 6.0x-8.0x Medium (Departmental Lock-in) Preconstruction suites
Multi-Phase Platform 8.0x -10.0x High (Project-Level Reliance) Autodesk Construction Cloud
Full Lifecycle + Finance 10.0x - 14.0x Extremely High (Enterprise Lock-in) Procore, Built Technologies
Ecosystem Platform 12.0x - 15.0x Critical (Industry Standard) Future category winners

@ The Stickiness Premium

Construction Tech SaaS Valuation - Q12026

Investors reward companies that serve as the "single source of truth" across the project lifespan. The valuation delta between a point solution and a lifecycle platform
can exceed 50% because enterprise-wide adoption creates switching costs often exceeding $500,000 in migration and retraining expenses.

19



Platform Type vs Field Adoption Impact
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Valuations in construction tech are heavily correlated with "bottoms-up" field adoption, as superintendent usage drives data retention

and lowers churn.

Platform Type Field Adoption % Valuation Multiple Representative Examples
Desktop-First Legacy <20% 3.0x-5.0x Traditional ERPs (On-premise roots)
Hybrid (Web + Basic App) 40% -60% 5.0x - 7.0x Most General Project Mgmt Tools
Mobile-First Native 70% - 90% 8.0x - 11.0x Fieldwire, Raken, PlanGrid
Offline-Capable + Al >90% 10.0x - 14.0x Next-gen Field Apps & Assistants

force.

Construction Tech SaaS Valuation - Q12026

[0 The "Field-First" Premium

Mobile-first solutions command a massive premium because they solve the industry's #1 pain point: bridging the gap between the office and the jobsite. Platforms
reaching >70% field adoption typically see retention rates 20-30% higher than office-only tools, as they become embedded in the daily workflow of the entire labor

20



Subcontractor Network Effects: NRR Ladder
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Valuation premiums scale exponentially with network density. Platforms that combine subcontractor networks with embedded finance

achieve transformative NRR of 130%+.

Payment Terms Impact

Valuation Premium

Network Scale Typical NRR
Small Local/Regional 95% -105%
Growing Multi-Regional 105% -115%
Large National Network 1M5% -125%
Dominant Industry Standard 125%+
Fintech-Enabled Network 130%+

a5 The Network Liquidity Multiplier

workflow.

Construction Tech SaaS Valuation - Q12026

Minimal Impact

Moderate Improvement

Significant Acceleration

Transformative Terms

Immediate Liquidity

Base Valuation

+10% — 20% Premium

+30% — 50% Premium

+60% —100% Premium

+100%+ Premium

Subcontractor networks exhibit powerful flywheels: as network density increases, the utility of the platform (payment speed, compliance standardization) improves for
all participants. Fintech-enabled networks command the highest premiums because they solve the industry's #1 pain point—working capital—directly within the

21



B2B Embedded Finance Transaction Volume
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53T

$2.5T

Global B2B Embedded Finance Volume

0T
2021 2022 2023
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2024
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£1.1T
$1T
$0.7T

$0.5T

2026 (Est)

The $2.6 Trillion Opportunity

Galileo data indicates B2B embedded finance transaction
volume is surging toward $2.6T. For construction tech, this
represents a pivotal shift where platforms monetize the
massive flow of material procurement and labor payments.

Solving the "Slow Payment" Crisis

Construction faces some of the longest DSOs in any industry
(83+ days). Fintech-enabled platforms that solve this liquidity
crunch via embedded lending or faster payouts are seeing
explosive adoption and reduced churn.

From Software to Infrastructure

SaaS platforms are evolving into essential financial
infrastructure. By owning the transaction layer, companies gain
real-time visibility into project health, allowing for risk-adjusted
lending that traditional banks cannot match.

22



Platform vs Point Solution Valuation
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Valuation Multiple Premium by Scope & Functionality (Q12026)

ull Platform w/ Ecosystem
sritical Industry Standard)

Full Lifecycle + Finance
{(Enterprise Lock-in)

Multi-Phase Platform
(Project-Level Reliance)

Phase-Specific Suite
(Departmental Lock-in)

Single Point Solution
(Easily Replaceable)

Ox 2%
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14x
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The Platform Delta

Comprehensive platforms demonstrate a
50%+ valuation multiple delta compared
to single point solutions.

Key Driver: Investors reward ecosystem
control and financial integration ("System
of Record" status) over disjointed
functionality, as it creates insurmountable
switching costs.
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Key Investment Themes 2026

Al is moving from the back office to the jobsite. Mobile-first copilots
that automate daily logs, safety reporting, and RFI generation for field
workers are driving rapid adoption and becoming essential productivity
tools.

Construction Tech SaaS Valuation - Q12026

€ Lifecycle Operating Systems Platform Shift 2 Trade-Specific Depth Vertical Moat
The market is definitively shifting away from fragmented point solutions Broad horizontal tools are losing ground to deep vertical specialists.
toward unified lifecycle platforms. Investors are prioritizing "systems of Platforms tailored to specific trades (e.qg., electrical, heavy civil,
record" that manage end-to-end workflows from preconstruction to mechanical) win on workflow fit, demonstrating superior retention and
closeout, creating high switching costs. pricing power over generalist competitors.

€ Embedded Capital Products Fintech Alpha & Data Network Effects Ecosystem Lock-in
Platforms integrating lending, payments, and insurance are unlocking Connecting stakeholders—owners, GCs, subs, and suppliers—on a
massive TAM expansion. Monetizing transaction flows (e.g., single data layer creates powerful network effects. As more participants
subcontractor financing) creates high-margin revenue streams that join, the platform becomes the industry standard for collaboration,
traditional SaaS models cannot match. significantly lowering CAC.

@ Mobile AI Copilots Field Productivity ® Winner-Take-Most Validation

Procore's estimated 7.4% market share in commercial construction validates
the "winner-take-most" dynamic. Category leaders that achieve escape
velocity through platform breadth and ecosystem dominance are capturing
disproportionate value, leaving point solutions vulnerable to consolidation.

24
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Risk Factors & Headwinds

Macroeconomic Volatility High Impact B Competitive Landscape Escalating
Interest rate sensitivity remains a critical threat to new Incumbents like Autodesk ($809M Q1 FY26 revenue) leverage
construction starts, directly impacting software seat expansion. massive scale to bundle features, squeezing mid-market players.
Additionally, economic downturns disproportionately affect SME Simultaneously, broad horizontal SaaS giants are expanding into
contractors, leading to higher churn rates and bad debt exposure vertical niches, threatening commaoditization of basic
for platforms serving the lower market. productivity features.

*s Execution & Operational Risks Medium Impact

Fintech margin compression poses a risk as competition
intensifies. Platforms relying heavily on hardware-enabled loT
solutions face supply chain dependencies and installation 8lé Regulatory Shifts

complexities that can slow deployment velocity and degrade Evolving compliance mandates in safety, environmental reporting, and labor

gross margins compared to pure software. laws create both opportunity and risk. Platforms in compliance-heavy
verticals must maintain agility to adapt to regulatory shifts or face rapid
obsolescence as requirements change.

Construction Tech SaaS Valuation - Q12026 25
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Profitability Timeline Impact on Valuation

Valuation Premium/Discount based on EBITDA Timeline (Q1 2026)
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Valuation Outlook: 2026 — 2027
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6.5x -7.5x

Base Case
(Stable Construction Tech)

10.0x - 14.0x

Leaders
{Lifecycle + Fintech)

M&A Sets Valuation Floor

Strategic and PE buyers with record dry powder are
establishing a 6.5x-7.5x floor for high-quality assets.
Stabilization in interest rates is reviving deal activity across all
market segments.

Premium Spread Widening

The valuation gap between leaders and laggards continues to
expand. Platforms successfully embedding fintech are
commanding 10x-14x multiples, while pure software point
solutions face compression toward 4x-5x.

Field-First Winners

Mobile-native tools capturing field data are outperforming
desktop-legacy systems. Investors are prioritizing solutions
that bridge the office-to-field gap, driving superior retention
and expansion metrics.
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Benchmark Summary: Unit Economics Targets
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Top-performing construction tech platforms leverage subcontractor networks and embedded fintech to exceed traditional SaaS

retention and efficiency benchmarks.

Top Quartile Target

Context & Strategic Driver

Metric Median Benchmark
Net Revenue Retention (NRR) 106%

CAC Payback Period 18 — 24 Months

Gross Margin Profile 70% — 85% (Pure SaaS)
LTV / CAC Ratio > 3.0x

Rule of 40 Score 23% -26%

¥ The "Network + Fintech" Multiplier

commands top-tier multiples.

Construction Tech SaaS Valuation - Q12026

120% = 130%+

12 - 18 Months

40% - 60% (Fintech Blend)

> 6.0x (Excellent)

40%+ (Premium)

High retention driven by network effects and
embedded payments expansion.

Field-first mobile tools see faster adoption;
viral network effects lower CAC.

Lower margins on high-volume fintech
revenue are offset by massive TAM
expansion.

Viral subcontractor adoption significantly
reduces acquisition costs for network tools.

The threshold for premium valuations;
efficiency creates exit optionality.

Construction tech unit economics are evolving. While pure software margins remain high, the most valuable companies accept lower blended margins (due to fintech) in
exchange for superior Net Revenue Retention (130%+) and Viral Efficiency (LTV/CAC >6x). This tradeoff creates a more defensible, high-growth business model that
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Conclusion & Recommendations

Prioritize Embedded Finance

]

S Target 230% revenue from fintech. Platforms monetizing transaction flows
command 10x-14x multiples by expanding TAM and LTV.
Own the System of Record

-

= Move beyond point tools. Full lifecycle coverage creates high switching
costs and enterprise lock-in.
Focus on Vertical Depth

<

= Solve specific trade workflows (e.g., electrical, civil). Deep specialization

creates moats against horizontal competitors.

Construction Tech SaaS Valuation - Q12026

Build for the Field First

Secure 90%+ field adoption. Mobile-first, offline-capable UX is the leading
indicator of retention and bottoms-up growth.

Leverage Network Effects

Connect GCs, subs, and owners. Fintech-enabled networks drive viral
growth and 120%-130%+ NRR.

Demonstrate Profitability Path

Balance growth with efficiency. PE and strategic buyers reward Rule of 40
discipline with premium valuations.
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Sources & Methodology

WINDSOR DRAKE

Report Methodology

This report aggregates data from proprietary transaction databases, public filings, and leading industry research published through Q4 2025. Valuation multiples represent Enterprise Value / LTM
Revenue unless otherwise noted. Private market data reflects median quartiles from disclosed transactions exceeding $50M EV. Forward-looking statements for Q12026 reflect consensus
macroeconomic assumptions regarding Interest rate policies and capital market activity.

Market Research & Strategy

4

o}

Precedence Research
Construction Software Market

Baird
Construction Software Growth

BCG

Embedded Finance Practice

Galileo
B2B Embedded Finance Outlook

Deloitte
2026 Engineering Construction Outlook

Construction Tech SaaS Valuation - Q12026

Industry Analysis & News

ﬁ

Eb

Construction Dive
Subcontractor Cash Flow

Mordor Intelligence
Construction Management Software

Equipment World
Tech Adoption Poll

TechCrunch
Constrafor Financing

Medium
Construction Fintech Analysis
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