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Executive Summary — Q1 2026

WINDSOR DRAKE

PROPTECH MULTIPLE

7-5X

Median EV/Revenue (Q1'26)

DIGITAL ADOPTION

51%

Online Rent Pay (vs 4% in 2014)

l~ Market & Valuation Trends

Valuation Bifurcation: Multifamily Ops command 8.5-10.5x premiums driven
by sticky workflows, vs. 6-7.5x for cyclical brokerage tools.

Market Expansion: PMS market projected to grow from $3.61B (2025) to
$5.89B (2033) at 6.4% CAGR, with 78% of ops still un-digitized.

M&A Momentum: Deal volume surged 22% YoY with 163 transactions in
2025 as consolidation accelerates.
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RENT MARKET TAM

$520B

US Rent Collection Volume

FINTECH TAKE

1-3%

Captured by Payment Platforms

1@ Strategic Drivers

® Embedded Fintech Economics: Crossing 51% digital adoption unlocks

massive monetization; platforms monetizing payments see uncapped LTV.

® Regulatory Clarity: DOJ-RealPage settlement removes overhang, clarifying

compliance guardrails and boosting buyer confidence.

The PropTech Inflection Point

With digital rent payments crossing the 51% threshold, the sector has shifted
from software adoption to fintech monetization. Winning platforms are
leveraging this volume to capture 1-3% of the $520B rent roll, commanding
premium multiples.
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Market Fundamentals: Where PropTech Trades Today

Ix 8.5% - 10.5x

Premium Leader

@ Multifamily Ops Lead

Operational platforms serving multifamily portfolios
command 8.5x-10.5x premiums, driven by payment
monetization and "system of record" workflow criticality.

10x 8.0x - 9.5x

7.5x - 9.0x

7.0 - 8.5x
Bx 6.0% - 7.5x 7.5x Median
6x
4x
%

0x

Growth Driver

@ ESG & 10T Momentum

Building loT and ESG platforms trade at 8.0x-9.5x as
regulatory mandates (NYC LL97, EU CSRD) transform energy
data from "nice-to-have" to non-discretionary.

EV/ Revenue Multiple

Market Lag

< Brokerage Discount

Transaction-dependent tools (Brokerage/Listing) trade at a

Brokerage PropTech CRM / Tenant Building Multifamily discount (6.0x-7.5x) reflecting cyclical revenue exposure
& Listing Median Transactions Experience IoT / ESG Ops and commission structure headwinds.
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Digital Rent Payments: A Decade-Long Inflection

T0%
Pandemic Acceleration

Adoption surged from 23% in 2019 to 38% by
2022 as social distancing forced the
digitization of rent rolls, creating a permanent
behavioral shift.

G0%

55%
51%

40% 38% Operational ROI

Tenants utilizing auto-pay features are ~23%
less likely to incur late fees compared to
offline payers, significantly stabilizing cash

239 flow for operators.

Percentage of Rent Paid Online

The Fintech Tipping Point

Crossing the 50% threshold unlocks
embedded finance opportunities (credit
building, insurance) that were previously
unviable at lower digital densities.

4%

2014 2019 2022 2025 (Inflection) 2026E
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PMS Market Size & Forecast: Strong Secular Growth
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Market Size (5 Billions)
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%3.81B

2026E

$4.32B

2028E

6.4% CAGR (2026-2033)

%5.89B

$4.85B

2030E

2033E

Source: Grand View Research

Cloud Dominance

The Cloud segment now commands a massive
61%+ revenue share (2025), driven by the shift
away from legacy on-premise systems to
accessible SaaS platforms.

Regional Leadership

North America leads globally, accounting for
39.4% of 2025 market revenue, fueled by high

digital adoption in US multifamily and commercial
sectors.

Demand Drivers

Residential portfolios and professional Property
Managers remain the primary growth engines,
prioritizing platforms that unify leasing, payments,
and maintenance.
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PropTech Valuation Premium Hierarchy — Q1 2026

Valuations reflect payment integration depth and workflow criticality, with Multifamily Operations commanding significant premiums
over commoditized listing tools.

Subsector Category Valuation Multiple Premium vs Baseline Primary Driver

Multifamily Operations 9.5x -10.5x +45-62% Fintech + Recurring Workflow
Commercial Asset Mgmt 8.0x - 9.5x +23-46% High ACV + Lease Complexity
Building IoT / ESG 8.0x-9.5x +23-46% Regulatory Mandates

Tenant Experience 7.5x - 9.0x +15-38% Retention & Renewal ROI

CRM / Transactions 7.0x - 8.5x +8-31% Agent Productivity

Listing / Marketing 6.5x - 7.5x Baseline to +15% Lead Volume (Cyclical)

£ Table 1: Strategic Valuation Drivers

The valuation hierarchy demonstrates a clear "Fintech Premium," with Multifamily Operations platforms achieving a 45-62% uplift over baseline SaaS multiples. This
premium is driven by embedded payment flows and high-frequency resident interactions, contrasting sharply with the cyclical revenue exposure of pure-play listing and

marketing tools.
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Payment Integration Depth Drives Valuation Premiums
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Valuation Multiple Expansion (EV / Revenue) by Business Model

7.0x
Range: 6.5x - 7.5x

Valuation Multiple (EV / Revenue)

Pure Saas
(Subscription Only)
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8.5x
Range: 8.0x - 9.0x

Hybrid Model
(SaaS + Payments)

1.0%
Range: 10.0x - 12.0x

Fintech-Enabled
(Deep Integration)

The Fintech Premium

Fintech-enabled platforms command a 10x-12x
valuation compared to the 6.5x-7.5x SaaS
baseline. This represents a 250-450 bps uplift
driven by revenue quality and retention.

Uncapped LTV Potential

Unlike seat-based SaaS which is capped by
headcount, payment revenue scales with rent
volume (GMV). As portfolios grow, revenue per
unit expands automatically.

Take Rate Economics

Platforms are shifting mix from low-margin ACH
(~0.5%) to credit card payments (~2.5%),
leveraging rewards programs to drive adoption
and margin expansion.
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Workilow Criticality: System-of-Record Advantage

# Mission-Critical Functions Core Infrastructure O (Criticality Proof Points Valuation Drivers
Systems that manage essential operations—rent collection, Investors quantify criticality through specific metrics: strict
maintenance dispatch, and lease compliance—achieve "system uptime Service Level Agreements (SLAs), downtime impact
of record" status. This deep integration into daily workflows analysis showing revenue at risk per hour, and the volume of
results in near-zero churn, significant pricing power, and higher collections processed during peak periods. These indicators
average contract values (ACV) compared to discretionary tools. separate "nice-to-have" software from essential infrastructure.
Cyclical Tool Vulnerability Discretionary

Marketing, lead generation, and listing tools are highly sensitive
to market cycles. As the first expenses cut during downturns or

occupancy stabilization, these platforms face higher volatility @, Valuation Impact
and lower valuation multiples due to their perceived lack of The market assigns a premium to platforms where switching costs are
operational indispensability. prohibitive. When a system holds the historical financial and legal record for a

property portfolio, replacement becomes an operational risk, justifying
valuation multiples 2-3x higher than interchangeable point solutions.
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Multi-Stakeholder Lock-In

a5 (ross-Side Network Effects Strategic Moat = Primary Lock-In Metrics Key KPIs
Modern PropTech platforms create defensible value by unifying Investors assess lock-in strength by measuring the depth of
fragmented stakeholders: owners, operators, residents, vendors, stakeholder interaction. Platforms demonstrating high daily
and lenders. Each new participant increases the platform's utility usage and transaction volume command valuation premiums as
for all other groups, creating a flywheel of cross-side network they prove "system of record" status.

effects that are difficult for competitors to displace.
© Time-in-App 22 DAU/MAU Ratio & % Vendors Transacting

@ Engagement Mechanics A R

Daily engagement is reinforced through embedded workflow
tools that become indispensable. An integrated inbox for
communication, identity verification (IDV) for security, a digital @ The "Sticky" Ecosystem

marketplace for maintenance dispatch, and seamless payment When a platform successfully connects the entire property ecosystem—from

processing create high switching costs by embedding the the resident paying rent to the vendor fixing a leak and the lender monitoring
platform into daily operations. asset performance—it becomes the central nervous system of the property.
This structural lock-in drives net revenue retention (NRR) well above 120%.
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Regulatory Defensibility: Compliance as Product
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8.5x - 10.0x

Mational
{50+ Jurisdictions)

10.0x - 12.0x

Enterprise / Complex
{100+ Jurisdictions)

Engineering Investment Moat

Smart PropTech builders allocate 18-22% of engineering
resources solely to compliance automation. This creates a
deep competitive moat that generalist competitors cannot
replicate without significant capital outlay.

Risk Reduction Value

For national operators, software is a risk mitigation tool.
Platforms offering audit-grade logs across 50+ jurisdictions
reduce legal exposure, justifying premium pricing and "system
of record" status.

Regulatory Clarity (RealPage)

The recent DOJ-RealPage settlement has clarified compliance
boundaries. Rather than creating uncertainty, it established
clear guardrails for data usage, removing market overhang and
boosting buyer confidence.
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Digital Payment Inflection — New Economics
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100

B0%

60%

40%

Adoption / Penetration

ACH ! Check Digital - Basic
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OF‘.EVE nue Impact Adoption Rate

+92%

Digital - Advanced Embedded Finance Full Fintech Stack

[enuazo g 1pdn anuasay

Majority Adoption (>50%) Network Effects

Crossing 51% digital adoption unlocks powerful embedded
finance opportunities including credit building, auto-pay
defaults, and direct resident lending products that require
payment density to scale.

$2-5B Late Fee & Deposit Revenue

Late fee automation represents a multi-billion dollar
opportunity, while deposit alternatives (like
Rhino/TheGuarantors) replace idle capital with recurring
insurance premiums, significantly boosting LTV per unit.

Card Mix & Take Rate Optimization

Platforms are actively nudging tenant payment mix from
low-margin ACH (0.5%) toward credit cards (2.5%) by
leveraging rewards programs and credit score incentives,
effectively uncapping revenue potential.
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Payment Revenue Evolution & Valuation Impact (Table 2)

As platforms mature from pure Saa$S providers to fintech intermediaries, valuation multiples expand significantly due to uncapped
lifetime value and higher net revenue retention.

Maturity Stage Payment Adoption % Revenue Mix Valuation Multiple

Year 1 (Seed/Series A) 0% -10% Mostly SaaS 6.5x - 7.0x

Year 2-3 (Growth) 25% -40% Hybrid SaaS/Trans 7.5x-8.5x +15-30%
Year 4-5 (Scale) 50% -70% Fintech Heavy 9.0x-10.5x +38-62%
Mature Platform 80%+ SaaS + Insur/Credit 10.5x-12.0x +62-85%

&8 Valuation Acceleration Mechanics

The shift from Growth to Scale represents the critical inflection point. Once payment adoption crosses 50%, platforms effectively uncap the LTV of each
unit, allowing valuations to detach from seat-based SaaS constraints. Mature platforms capturing >80% of volume trade at nearly double the multiple of
early-stage peers.
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Take Rate Economics: ACH vs Card 7 5x Higher Yield

3% Card Incentives

~D .50 = Rewards Drive Adoption

Tenants increasingly prefer credit card payments to earn
points and build credit history. Platforms enabling this
capture significantly higher margins.

Unit Economics

€ Revenue Expansion

Shifting just 20% of volume from ACH to card can double
payment revenue per unit without adding any incremental
support or operational costs.

Effective Take Rate %

~0.5%

0.5% Strategic Value

lv Uncapped LTV

Unlike flat SaaS fees, payment revenue scales with rent
ACH/ Bank Credit Card inflation. Card adoption transforms the revenue model from
Transfer Payments capped subscriptions to growth-indexed fintech.

0%
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Compliance as a Valuation Accelerator
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Regulatory Complexity as Moat Barrier to Entry

A fragmented regulatory landscape—with unique rent control
ordinances, security deposit rules, and eviction moratoriums
across thousands of jurisdictions—acts as a powerful defensive
moat. For platforms automating this complexity, every new
regulation strengthens customer dependency and creates high
switching costs.

Engineering Investment ROI Sales Velocity

Allocating 18-22% of engineering resources to compliance
automation pays direct dividends in sales velocity. National
operators prioritize platforms that de-risk their expansion into
new markets, viewing audit-grade compliance capabilities as
non-discretionary insurance against legal exposure.
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& DOJ-RealPage Impact Market Clarity

The DOJ settlement with RealPage has paradoxically
strengthened the sector by clarifying data usage boundaries.
With clear antitrust guardrails now established for algorithmic
pricing and data aggregation, a major valuation overhang has
been removed, boosting acquirer confidence in the durability of
compliant business models.

@ Flight to Quality

Investors are actively engaging in a "flight to quality," paying premium
multiples for platforms that demonstrate automated, jurisdiction-specific
compliance. In a heightened regulatory environment, compliance is no longer

just a feature—it is the primary asset enabling institutional capital deployment.
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Why Multifamily Commands a Premium
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Operational Event Intensity {Index)

0.8x 1.0x

Industrial Commercial Office
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2.0x

Retail

12.0x

Multifamily

12X Data Density

Multifamily properties generate approximately 12x more
operational events per square foot than commercial
assets. This high-frequency data layer—spanning rent,
maintenance, packages, and amenities—fuels richer Al
training sets and predictive analytics.

Continuous Engagement

Unlike commercial leases (5-7 years) that often sit
dormant, short 12-month residential leases necessitate
continuous software engagement. Marketing, screening,
onboarding, and renewal workflows create daily active
usage (DAU) that insulates against churn.

Turnover Monetization

With average annual resident turnover exceeding 50%,
property managers are perpetually using the platform to

arnillira naw ~iictnmaoare Thiec Araatac franiiant raciirrinna
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Building Performance Mandates — Non-Discretionary
Demand

# Regulatory Compliance Mandatory lz  Measurable ROI Value Creation
Building performance standards have shifted from voluntary ESG Beyond penalty avoidance, green buildings command distinct
initiatives to legal requirements. NYC's Local Law 97 imposes economic advantages. LEED-certified and energy-efficient
fines of $268 per ton of CO2 over caps starting in 2024. EU's buildings rent for 7-10% premiums and sell at 5-8% higher
CSRD and California's SB 253 are forcing owners globally to multiples. Software provides the verified data record required to
audit carbon footprints. unlock this asset value.

O Software as Insurance Risk Mitigation

In this regulatory environment, PropTech software that
automates energy data collection and reporting becomes an © Budget Priority
insurance policy against substantial fines. For large asset
owners, the cost of software is a fraction of potential penalties,
making adoption non-discretionary.

Because ESG platforms demonstrate a direct link between technology and
improved building performance scores (and thus asset value), they remain
one of the few discretionary spends that CFOs will approve even during cost-
cutting cycles.
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ESG Software ROI Drivers — Q1 2026
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Building performance mandates and green premiums have transformed ESG software from a "nice-to-have" into a non-discretionary asset management

tool with quantifiable ROI.

Value Lever Financial Impact

PropTech Role

Valuation Driver

. 15-30% Savings
Energy Cost Reduction ($50k-$200Kk/y1)

$50k-$500k

Penalty Avoidance )
Annual Fines

+7-10%
Higher Effective Rents

Green Rent Premium

+5-8%
Higher Exit Valuation

Asset Sale Premium

 The Green Premium Multiplier

multiples.
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loT Optimization & Analytics

Automated Compliance Reporting

Tenant Experience & Comfort

Verifiable Data Record

Direct ROl = Low Churn

Non-Discretionary Spend

Revenue Expansion

Strategic Asset Value

PropTech platforms that demonstrate a direct link between their technology and improved building performance scores (e.g., LEED, ENERGY STAR) are now valued as
asset value enhancement tools. This creates a non-discretionary budget priority even during cost-cutting cycles, driving higher retention and premium valuation
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Quantifying the ‘Green Premium’
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Direct Valuation Impact of ESG Software Adoption (Q12026)

+12%

+10%

+7% to +10%
Uplift

g 8%
=3
=
o
g +6%
£
Q
o
[+4]
& 4%

+2%

Effective Rent
Premium
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The CFO Perspective

The "Green Premium" narrative is
critical for 2026 sales cycles. It shifts
the conversation from operational
expense to capital appreciation.

+5% to +8%
Uplift

By directly connecting software metrics
(energy data, compliance logs) to asset
value uplift, platforms become strategic
investment tools rather than just cost
centers.

Exit Valuation
Premium
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Portfolio Expansion Mechanics — Infinite LTV

$120k

Zero-CAC Revenue Growth

$105k PropTech SaaS benefits from a unique "portfolio expansion"

_ mechanic. When a customer acquires a new property (e.g.,
o +200 units), the software vendor automatically captures ~10%
more revenue with $0 incremental Customer Acquisition Cost

(CAC).

$82k

$a0k

3.5X Expansion Path

A typical $30k ACV contract can expand to over $100k
annually within 5 years. This growth is driven not by seat
licenses, but by asset under management (AUM) growth and
increasing payment volume penetration within the existing
portfolio.

a0k

$60k
$42k
$40k
$30k
$20k
$0k

Year 1 (Initial) Year 2 Year 3 Year 4 Year 5 (Scaled)

Annual Recurring Revenue (ARR)

Compound NRR Drivers

Net Revenue Retention (NRR) is fueled by a "triple engine": 1)
Organic unit growth of the operator, 2) Deepening adoption of
embedded payments/fintech, and 3) Cross-selling add-on
modules like screening or maintenance.
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M&A Consolidation: Suites vs Specialist Tuck-Ins
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«

Deal Volume Velocity +22% YoY

The PropTech M&A market is highly liquid, with 163 deals completed
in 2025. Projections indicate activity will accelerate further in 2026,
reaching 190-210 transactions as market maturation drives
consolidation.

PE Platform Roll-Ups 7-9x Multiples

Private equity firms like Vista Equity Partners and Thoma Bravo are
aggressively building "all-in-one" operating systems. They target
core ERP assets at 7-9x multiples to serve as foundational platforms
for broader roll-up strategies.
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& Strategic Gap Filling 6-8x Multiples

Strategic buyers such as CoStar and Yardi are acquiring specialized
point solutions to plug specific feature gaps. These acquisitions
typically trade at 6-8x multiples, prioritizing immediate workflow
integration over standalone scale.

% The "Premium Tuck-In" Exception

A third category of "premium tuck-ins" is emerging in energy management
and fair housing compliance. These specialized tools command significant
valuation premiums because they solve high-stakes, non-discretionary
problems that generalist platforms struggle to build in-house due to domain
complexity.
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Seven Strategic Positioning Moves
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M

1. Mandate Payments >60% Valuation Impact

Don't just offer payments; mandate them. Buyers pay 50-70% valuation
premiums for platforms where the majority of rent volume flows through the
system, unlocking fintech economics.

2. Quantify Downtime Impact Criticality

Calculate the dollar risk of a one-hour outage for clients. Positioning as "critical
infrastructure" rather than "efficiency software" insulates against churn and
budget cuts.

3. Compliance Across 25+ Jurisdictions Defensibility

Treat compliance as a product feature. Building a jurisdiction matrix that
handles 25+ distinct legal frameworks creates a competitive moat that
generalist competitors cannot bridge.

4. Target Institutional ICPs Scale

Shift sales focus to operators with 2,000+ units. These buyers yield $100k+
ACVs and naturally drive 120-135% NRR through their own portfolio expansion,
signaling enterprise grade to acquirers.
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@ 5. Measurable ESG Impact Non-Discretionary

Move beyond buzzwords to hard numbers like energy savings or carbon
reduction. Proving a direct link to green rent premiums (7-10%) converts
software cost into an asset enhancement investment.

€ 6. Build Data Moats & Benchmarks Stickiness
Leverage platform "data exhaust" to create proprietary market indexes (e.qg.,
rent comps, velocity). Unique insights create dependency beyond the core
workflow utility.

v 7. Cycle-Resilient Revenue Model Stability

Target a 70/30 split between recurring fees and transactional revenue.
Showcasing retention through past downturns proves the model is "all-
weather," commanding higher multiples.

Premium EXxit Strategy

Founders targeting top-decile multiples (9x+) must transition from selling "software"
to selling "business outcomes." The combination of deep fintech penetration,
regulatory lock-in, and measurable ROI creates the scarcity value strategic acquirers
pay for.
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Moves 1—4: Execution Blueprint (Strategic Positioning)
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$
-

Move 1: Mandate Payments >60%  Valuation Multiplier
Don't just offer payments; mandate them. Buyers pay 50-70%
valuation premiums when >60% of rent volume flows through
the platform. Implement resident incentives (rewards points),
credit reporting benefits, and strict landlord controls to force
digital adoption and capture high-margin transaction revenue.

Move 2: Downtime Impact Analysis  Criticality Proof
Shift positioning from "efficiency" to "critical infrastructure" by
quantifying the exact dollar amount at risk per hour of downtime
during peak collection periods. Build case studies demonstrating
this operational dependency to protect pricing power and
insulate against budget cuts.
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ko

Move 3: Compliance Automation 25+  Defensive Moat
Treat compliance as a core product feature. Develop a dynamic
jurisdiction matrix that automates fair housing, rent control, and
deposit laws across 25+ states. Allocating engineering
resources to "audits-by-design" creates barriers to entry that
generalist competitors cannot overcome.

Move 4: Target 2,000+ Unils Scale Economics
Pivot the Ideal Customer Profile (ICP) upstream to institutional
operators managing 2,000+ units. These buyers demand
enterprise readiness (SOC 2, SSO, APIs) but deliver
$100k-$300k ACVs and 120-135% Net Revenue Retention (NRR)
driven by organic portfolio expansion.
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Moves 5-7: Impact, Moats & Resilience
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@ Move 5: Measurable ESG Impact Asset Value Link

Move beyond "sustainability" buzzwords to hard metrics. Track kWh
saved, CO2e reduction, and green certification enablement. Proving
your software drives a 7-10% rent premium via green certification
transforms your platform from a cost center to a revenue generator.

(]

Move 6: Create Data Moats Proprietary Insights

Leverage "data exhaust" to build unique market intelligence.
Aggregated rent comps, occupancy trends, and local velocity indices
create sticky dependency. When customers rely on your proprietary
benchmarks for investment decisions, switching costs become
prohibitive.
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O Move 7: Cycle-Resilient Model All-Weather Profile

Structure revenue with a 70/30 split between stable recurring
operational fees and cyclical transactional revenue. Present historical
retention data from 2008, COVID, and the 2022-24 rate cycle to prove
that operational revenue remains sticky even when transaction
volumes dip.

4 Premium Exit Strategy: Workflow Density

Strategic acquirers prioritize "workflow density"—platforms that maximize daily time-
in-app. Deep engagement across compliance, ESG, and financial workflows is the
best defense against churn in a consolidating market, justifying valuation premiums
of 2-3 turns above the median.
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Move 1 Deep-Dive: Drive Payments Penetration
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11.5x
(+69%)

High Penetration
(= 60% Volume)

Valuation Uplift (>60% Penetration)

When over 60% of rent volume flows through the platform,
valuation multiples expand by 50-70%. This threshold
signals a transition from "software utility" to "financial
infrastructure," unlocking uncapped fintech revenue
streams.

Adoption Levers & Tools

Leading platforms mandate auto-pay defaults during
onboarding and incentivize adoption through resident perks:
credit reporting (e.g., Esusu), rewards points, and flexible
payment scheduling.

Fee Economics & Margin

Shifting the mix from ACH to credit cards increases the
effective take rate significantly. While interchange costs
exist, the net revenue per unit expands, creating a more
robust LTV profile resilient to churn.
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Move 2 Deep-Dive: Quantify Workflow Criticality

Hour of Downtime Model Collections Risk

Leading PropTech firms are quantifying exactly how much rent
goes uncollected for every hour of system failure. By mapping
maintenance SLA breaches to resident churn and renewal
delays, platforms demonstrate that uptime is a financial
imperative, not just an IT metric.

Peak-Month Case Study Backlog Cost

Case studies focusing on the "First of the Month" peak illustrate
immense volume: one client processing $15M/hour in payments
faces $250k in backlog costs per hour of delay. Highlighting
these stakes validates the platform as mission-critical
infrastructure rather than discretionary software.
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O Strategic Outcome Premium Pricing

When software is framed as operational insurance, price
sensitivity drops significantly. Quantified criticality justifies 20-
30% pricing premiums and ensures contracts are protected from
CFO budget cuts during downturns, as the cost of replacement
far exceeds the subscription fee.

@ The "System of Record" Defense

By embedding deeply into daily workflows—from maintenance dispatch to
lease renewals—platforms achieve "System of Record" status. This level of
dependency creates near-zero churn and allows vendors to dictate terms, as
ripping out the core operating system becomes functionally impossible for
large portfolio managers.
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Move 3 Deep-Dive: Compliance Coverage as a Sales Lever

Win Rate Impact by Jurisdictional Depth (Fair Housing, Rent Control, Deposit Rules)

The "Compliance Moat"

(1-10 Ju,;ﬂ?f{izf,:; 18% Win Rate National operators (2,000+ units)
view regulatory coverage as a binary
filter. Platforms covering 50+
jurisdictions see 3.5x higher win
Regional Standard rates than regional players.

10-25 Jurisdictions) 35% Win Rate

RESOURCE ALLOCATION
18-22% Engineering Budget

Required to maintain audit-grade

Multi-Regional .
g 62% Win Rate compliance across changing state laws.

'5-50 Jurisdictions)

MNational Platform

(50+ Jurisdictions) 88% Win Rate

0% 10%; 20% 30% 40% 50% 60% 70% 80% 0% 100%

Win Rate with Natlonal Institutional Operators (%)
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Move 4 Deep-Dive: Target Institutional ICPs
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$55k

Mid-Market
(~1,000 Units)

$185k+

Institutional
(2,000+ Units)

The Institutional ACV Multiplier

Targeting institutional operators (2,000+ units) yields a 6x-10x
multiplier on Annual Contract Value compared to the mid-
market. Sophisticated buyers consolidate workflows, driving
ACVs into the $100k-$300k range with significantly lower
churn.

NRR Growth Drivers

Net Revenue Retention (NRR) for this segment averages 120-
135%, driven by organic portfolio expansion (M&A roll-ups),
deeper payments mix, and cross-selling premium modules like
ESG reporting and asset management.

Enterprise Readiness Signals

Winning this segment requires moving beyond feature parity to
enterprise-grade infrastructure. Mandatory requirements
include SOC 2 Type Il compliance, robust open APIs for ERP
integration, SSO, and contractual 99.9%+ uptime SLAs.
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Benchmarks: Unit Economics & Operating KPIs

WINDSOR DRAKE

High-performing PropTech platforms demonstrate superior retention through system-of-record status and uncapped expansion via
embedded fintech, though blended margins reflect payment processing costs.

Context / Driver

Valuation Impact

Metric Best-in-Class Benchmark

Gross Revenue Retention (GRR) 92% =-97%

Net Revenue Retention (NRR) 10% -135%

Gross Margin Profile 68-78% (SaaS) / 62-72% (Blended)
CAC Payback Period 12 - 24 Months

Payments Penetration 25%-70%

Effective Take Rate 0.5% (ACH) / 2.5% (Card)

> The Portfolio Expansion Advantage

PropTech SaaS Valuation Report — Q12026

System of Record

Portfolio-Led Expansion

Payment COGS Impact

Land & Expand

Adoption Maturity

Payment Mix Dependent

Mission-critical workflow prevents churn

Growth driven by client unit acquisition

High gross profit dollars despite lower %

Longer payback acceptable given high LTV

Primary driver of valuation premiums >8x

Card adoption acts as revenue multiplier

Unlike traditional B2B SaaS where expansion requires upselling new seats, PropTech NRR is largely driven by client portfolio growth. As property managers acquire
more buildings, software revenue grows automatically with zero incremental CAC, justifying higher NRR benchmarks and multiples.

177



WINDSOR DRAKE

Outlook & Risks — 2026-2027

~  Market Catalysts Macro Tailwinds A Key Risk Factors Headwinds
The convergence of anticipated interest rate cuts and inventory Interest-rate volatility remains a threat to sustained recovery.
normalization creates a favorable backdrop for transaction Additionally, heightened antitrust scrutiny on algorithmic pricing
volumes. Lower costs of capital are expected to unlock frozen (following the DOJ-RealPage settlement) and potential regulatory
deal flow, directly benefiting transaction-monetized PropTech shifts in card interchange fee structures could impact the high-
platforms that have been suppressed by the high-rate margin revenue streams of fintech-enabled platforms.

environment.

& Structural Drivers Tech & ESG

Non-discretionary ESG mandates (e.g., NYC LL97, CA SB 253)
are forcing software adoption beyond discretionary budgets. Base Case Scenario
Simultaneously, the deployment of Al copilots in operations is
shifting the value proposition from simple digitization to

We project stable to improving valuation multiples for platforms demonstrating
"Rule of 40" efficiency. Premium valuations will consolidate around operators

automated execution, driving replacement cycles for legacy with a diversified fintech revenue mix that hedges against pure Saa$S cycle
systems. exposure, while pure-play point solutions may face continued consolidation
pressure.
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