WINDSOR DRAKE

Treasury/AP/AR SaaS
Valuation




WINDSOR DRAKE

Executive Summary — What Founders Need to Know

KEY METRIC /| THEME

CURRENT BENCHMARK / VALUE

STRATEGIC CONTEXT & IMPLICATION

EV/Revenue Ranges

Float Revenue Discount

Rule of 40 Benchmark

Valuation Dislocation

Al-Enabled Premium

M&A Valuation Floor

CAC Payback Targets

2026 Outlook

TMS: 6.0x - 10.0x
Hybrid AP: 3.1x - 4.0x
Transactional: 2.3x - 3.5x

4 -1.0x to -2.0x Turn Impact

> 50% for Top-Tier

Private: ~20x - 25x (Ramp)
Public: ~3x - 6x (Peers)

™ +20% - 25% Uplift

Strategic Consolidation Active

SMB: < 12 Months

Enterprise: < 24 Months

l~ Modest Expansion (4.4x -, 4.8x)

Revenue quality drives multiples. Pure SaaS commands premium;
heavy transactional/interchange models discounted.

Investors penalizing interest-rate sensitive revenue streams;
removing float from core multiple calculations.

Standard Rule of 40 is now the baseline; top performers (efficient
growers) target Rule of 50+.

Significant gap persists for "category kings"; massive premium for
multi-product platforms vs point solutions.

Agentic workflows that decouple revenue from headcount justify
higher multiples across all segments.

PE platforms setting floor (Coupa $8B, Bottomline $2.6B); strong
appetite for cash-generative assets.

Capital efficiency paramount; faster payback required for lower-
retention SMB segments.

Rate stability to support gradual multiple expansion; flight to quality
continues.
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CEO FAQ — Treasury/AP/AR SaaS Valuations

CORE QUESTION STRATEGIC ANSWER & BENCHMARK

Valuations are bifurcated by revenue quality. TMS/Finance: 6x-10x (recurring Saas).

® What multiples are trading now? . ) )
Transactional/AP models trade lower at 3x-5x due to cyclical risks.

Float is discounted heavily by investors as "low quality" revenue.

7. How much does float revenue hurt? Expect a -1.0x to -2.0x turn discount on your aggregate multiple if float exceeds 15% of
revenue.

Use EV/Revenue for high-growth (>30%) recurring revenue businesses.

&la EV/Revenue vs. EV/EBITDA? ] ) . )
Switch to EV/EBITDA (targeting 15x-25x) once growth stabilizes below 20% or for PE exits.

Standard investability floor is 40%. Scores below 30% risk "distressed" valuation |||uItipIes.

High attach rates (>40%) boost LTV but dilute gross margins.

I f ? . . . N . .
mpact of embedded payments Valuation accretive only if you maintain 70%+ blended gross margins via strong take rates.

P M&A (78% of exits) is the primary path, driven by PE consolidation (Coupa, Billtrust).
1 Right exit path: M&A or IPO?
. P IPO window is narrow: requires $200M+ ARR, profitability, and 25%+ growth.
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Valuation Landscape by Segment — EV/Revenue

Treasury Management (TMS)

Financial Close |/ SoR

Hybrid AP Automation

AR [ Vertical Payments

- 45x-5.5x
- 3.x-4.0x

2.3x-3.5x
Ox 2x 4x Gx 8x 10x

EV / Revenue Multiple (LTM)

12x

14x

Strategic Valuation Drivers

e Revenue Quality is King: Pure-play SaaS/TMS
commands a ~2x premium over transaction-heavy
models due to predictability and 75%+ gross
margins.

e System of Record Moat: TMS and Financial Close
platforms (BlackLine) are viewed as mission-critical
systems of record, justifying lower churn and higher
multiples.

e Transactional Discount: Markets penalize hybrid
AP/AR models for interest rate sensitivity (float
exposure) and lower blended margins.

e ERP Stickiness: Deep integration with
SAP/Oracle/NetSuite creates defensive moats that
protect valuations even in vertical-specific
segments.


Ayrton Stein
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Revenue Quality Drives Multiples — Pure Saa$S vs Transactional

@ £V / Revenue Multiple Strategic Valuation Insights

12 100%

- 80% : e The "Gross Profit" Pivot: Investors are increasingly

0 valuing fintechs on EV/Gross Profit rather than
8.0x 70% EV/Revenue to normalize for lower-margin payment
58% . flows.
S e Margin Quality Premium: Pure SaaS models
4.0x a0% 3 command a premium because 80%+ gross margins
. ‘ imply significantly higher long-term free cash flow
potential.
e Transaction Volatility: Transaction-heavy models
o trade at a discount (3-5x) due to cyclical risks and

dependency on TPV growth vs. recurring contracts.

=4

oz ujBsey 55049

EV / Revenue Multiple
FEY

=]

Pure-Play SaaS Transaction-Heavy Fintech

e Strategic Implications: Hybrid models must
demonstrate path to 70%+ blended margins (via net
take rates) to unlock SaaS-tier multiples.
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The Float Revenue Discount — Sum-of-the-Parts

EV / Revenue Multiple

10x The "Float Discount" Mechanism

9

Revenue Bifurcation: Investors now actively strip
out "Float Revenue" (interest on client funds) from
valuation models, assigning it a 1-2x bank multiple
rather than a 6-8x SaaS multiple.

Valuation Compression: For hybrid models where
float constitutes ~15-20% of revenue, the weighted
average multiple compresses by 1.5 to 2.0 turns vs.
pure SaaS peers.

Strategic Defense: Leading players (e.g., BILL) are
countering by emphasizing "Core Revenue Growth"
metrics excluding float to highlight underlying
software health.

1. RATE SENSITIVITY NOTE

Every 50bps cut in the Fed Funds rate directly impacts
float EPS by ~4-6%, creating volatility that SaaS investors
historically avoid.


Ayrton Stein
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Premium Multiple Drivers — What Moves the Needle

. Premium Valuation (Top Decile) @@ Median Valuation

Met Revenue Retention

ERP Integration Depth / ‘\ Rule of 40 Score
/ \ -
L
/l

Payment Attach Rate CAC Efficlency

Gross Margin

Operational Excellence Benchmarks

e Net Revenue Retention (NRR): High NRR (>115%) signals
negative churn and intrinsic growth, commanding a 20-30%
valuation premium. Target: 115-125%+

¢ Rule of 40 Efficiency: Investors now prioritize the "Rule of 50"
for top-tier assets, balancing growth with FCF margins.
Target: 250%

e CAC Payback Period: Rapid capital recycling is critical for SMB-
focused AP/AR models to justify high burn rates.
Target: <12 Mo (SMB)

e Gross Margin Quality: Margins above 75% distinguish "True
SaaS" from "Tech-Enabled Services," unlocking higher revenue
multiples. Target: 75-85%

e Payment Attach & Integration: High embedded finance adoption
(40%+) combined with deep ERP stickiness creates a defensible
moat. Target: 40-60%+



Gross Margin Profiles by Model

Pure SaaS (TMS)

Hybrid AP (w/ V-Card)

Transaction-Heavy

40%

Multiple Celling: 10x+

s =85%

Multiple Ceiling: ~8x

Multiple Celling: ~4x

55% -65%

50% 0% 70% 80% 90%

Gross Margin %%

100%
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Margin Impact on Valuation

Pure Software Ceiling: High margins (75-85%)
justify 8x-10x revenue multiples as operational
leverage scales efficiently with revenue.

The Hybrid Advantage: AP platforms optimizing
Virtual Card mix can boost blended margins to
~80%, bridging the gap to pure SaaS valuations.

Transaction Penalty: Low-margin models (55-65%)
face a valuation ceiling of 3x-4x, often forcing a
shift to EV/Gross Profit or EBITDA metrics.

VALUATION IMPLICATION

Investors increasingly value lower-margin fintechs on
EV/Gross Profit rather than headline revenue to normalize
efficiency comparisons against pure SaaS.
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Embedded Finance Impact — Take Rate, Attach & Multiple

EV / Revenue Multiple

10x%

D

8x

4%

3x

2%

1%

Qx

0%

Platform Leader

O

Scaled Fintech

Hybrid Model O
Early Stage SaaS .
. Low Margin Processor

Bubble Size = Gross Margin

10% 20% 30% 0% @ High Margin (80%)

Payment Attach Rate (%) ® Low Margin (50%)

The "Take Rate" Valuation Curve

e The Attach Rate Multiplier: Platforms demonstrating
>40% payment attach rates decouple from traditional
SaaS multiples, effectively lowering CAC to near zero.

e Margin Dilution Trap: Increasing attach rates often
dilutes gross margins. The "Sweet Spot" (top right) is
achieving 50%+ attach while maintaining >70%
blended margins via net revenue recognition.

e Virtual Card Uplift: Monetizing via Virtual Cards (high
interchange, low cost) vs. ACH is the primary lever to
move up the y-axis.

Strategic Implication

Investors pay a premium for "Net" take rate expansion. A 10%
increase in attach rate that degrades gross margin by 5% is
viewed as value-neutral. The goal is volume expansion with
margin preservation.
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Historical Multiples Trend — 2021 to 2026E

OHynr'dITre nsactional (High Growth) OPure Saas [ TMS (Resilient) . .
60x Macro-Driven Valuation Reset

e The Great Compression: Multiples compressed
~80% from 2021 peaks as the market shifted from
"Growth at All Costs" to "Efficient Growth" amidst
rising rates.

b
=2

Expected Stability

¢ Interest Rate Sensitivity: Transactional/Fintech
models (Light Blue) correlated highly with the Fed
Funds rate hike cycle, crashing faster than pure
SaaS.

EV / Revenue Multiple
Ll
=

P
=

10x e Stabilization in 2024: The market found a floor as

liquidity normalized. Pure SaaS/TMS (Navy) has
proven more resilient, settling in the 6-8x range.

e 2026 Outlook: Expecting stability with modest
expansion as rates ease. Premium valuations are
now earned through earnings quality, not just
topline hype.



Valuation Methodology Comparison

DIMENSION

EV / REVENUE

EV / EBITDA
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EV / GROSS PROFIT

When to Use

Typical Ranges
(2025)

Key Adjustments

Advantages

Limitations

High Growth / Pre-Profit

Standard for pure-play SaaS (TMS) and
high-growth AP/AR assets where
profitability is secondary to market
capture.

4.0x - 10.0x

Premium for TMS (8x+) vs. Transactional
(3-5x).

» Net Revenue Retention (NRR)
« Growth rate persistence

« Recurring revenue mix

Simple comparability across growth
stages; focuses on top-line velocity and
market share gains.

Ignores cost structure differences;
overvalues low-quality revenue (e.g., float)
if not adjusted.

Mature / PE Buyout

Used for scaled platforms (Rule of 40 >
40%) and transaction-heavy models
where cash flow generation is the primary
value driver.

15.0x - 25.0x

Higher for strategic platforms with clear
synergies.

» Float revenue contribution
» Stock-based compensation (SBC)

» Capitalized software dev

Reflects operational efficiency and cash
generation capacity; aligns with debt
financing capacity for LBOs.

Penalizes heavy R&D investment; less
relevant for early-stage companies
reinvesting all cash flow.

Low Margin / Fintech

Critical for hybrid models (Bill.com,
AvidXchange) to normalize valuation
across disparate margin profiles (SaaS vs.
Payments).

6.0x-12.0x

Often 1.5x-2x the Revenue multiple for
fintechs.

« Interchange/Network fees netting
» Implementation costs included

» Customer support burden

Best "apples-to-apples" metric for
comparing high-margin SaaS vs. lower-
margin payment processors.

Less standardized definition of COGS;
accounting treatments for payment costs
vary by issuer.
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The CFO Stack is Converging — Treasury, AP, AR

ﬁ - $
au =
Accounts Payable Treasury Management Accounts Receivable
Procure-to-Pay Liquidity & Risk Order-to-Cash
« Invoice Automation (OCR) « Cash Positioning « Credit Risk Scoring
» Vendor Management * FX & Risk Hedging » E-Invoicing / Collections
» Payment Execution » Bank Relationship Mgmt « Cash Application (Al)

UNIFIED FINANCIAL OPERATIONS PLATFORM

@ Al Forecasting © Fraud & Compliance
Single Source of Truth « Real-Time Data Lake  Unified Workflow

ERP Integration (SAP, Oracle, NetSuite) Global Bank Connectivity (SWIFT, API) Payment Rails (ACH, RTP, Card)
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Market Sizing — TAM and Growth Drivers

Global B2B Payments Opportunity Software TAM Forecast (2024-2030) Strategic Growth Vectors
558
$508 $45.28 e Massive Digitization Gap: Despite digital
acceleration, 30-40% of SMB B2B volume is still
. $38.58 . .
5408 transacted via paper checks, presenting a
§33.18 $40T+ capture opportunity.
£308 $28.4B
$24.58
$13OT+ $21.28 e Saa$S Gateway Capture: Platforms embedding
Total Volume s20p 31858 payments act as the "gateway" for transaction
volume, shifting monetization from banks to
$108 software vendors.
i Paper Checks/Manua ACH/Legacy Electronic
I I 0B e TAM Expansion: The Financial Operations
@ Card/Virtual Card @ Real-Time Payments 2024 2025 2026 2027 2028 2029 2030

software market is projected to grow at a 14.5%
CAGR, significantly outpacing broader enterprise
software growth.

e Converging Spend: Unified platforms capturing
both AP (outflows) and AR (inflows) are doubling
their addressable wallet share per customer.
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Competitive Landscape Market Map

ALL-IN-ONE PLATFORM

. 8 LEADERS . DISRUPTORS
Enterprise Specialists Modern Finance OS
Deep ERP integration, multi-entity complexity, high ACV Card-led growth, automated workflows, freemium models
® Kyriba ® Coupa ® Ramp ® Navan
® HighRadius ® SAP/Oracle ® Brex ® Rho
. NICHE . INCUMBENTS
Functional Experts Mid-Market Focused
Specific vertical depth, heavy customization Network effects, payment volume monetization
Bottomline FIS ® BILL ® Tipalti
GTreasury ® AvidXchange @ Billtrust

POINT SOLUTION



WINDSOR DRAKE
Strategic Buyer Landscape — Top Acquirers

DEAL COUNT
ACQUIRER FOCUS AREA STRATEGIC RATIONALE

2024-2025

Thoma Bravo 8 Deals Spend Management & Payments Aggressive rollup of "Office of CFO" platforms (Coupa,
Bottomline); creating private ecosystem bypassing
traditional banks.

Accel-KKR 6 Deals Mid-Market B2B Fintech Focus on cash-generative AR/AP assets, consolidating

fragmented European e-invoicing market (Basware).

Vista Equity Partners 5 Deals Enterprise Software & Tax Targeting mission-critical compliance infrastructure;
leveraging deep operational expertise to improve margins.

General Atlantic 4 Deals Growth Equity / Treasury Backing category leaders expanding into adjacent financial
services (Kyriba); focus on recurring revenue durability.

Nasdaq 2 Deals Risk & Regulatory Tech Diversification beyond exchanges into recurring SaaS
revenue; acquiring regulatory moats (Adenza).

Thomson Reuters 3 Deals Tax & Compliance Networks Securing global e-invoicing rails (Pagero),; positioning for
mandatory continuous transaction controls (CTC).



M&A Activity & Notable Transactions

$10B

$8B

$6B

$2B

Bottomline
%$2.6B
(4x)

May 2022

Coupa
£8B
(8.8x)

Dec 2022

Billtrust
$1.7B
(8x)

Dec 2022

Adenza
£10.5B

(15x EBITDA)

Jun 2023

Pagero
$0.8B
(7.9%)

Feb 2024
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Strategic Rationales

Coupa Software 7.8x - 9.8x Rev

$8.0B (Thoma Bravo)

Operational restructuring play to build a private BSM giant
rivaling SAP Ariba, with emphasis on payments
monetization.

Bottomline Tech 4.0x Rev

$2.6B (Thoma Bravo)

Banking infrastructure consolidation; creating synergy
with other fintech portfolio assets for B2B payment
network scale.

Pagero 7.9x Rev

~$800M (Thomson Reuters)

Compliance moat acquisition; securing global e-
invoicing/tax compliance capabilities (CTC) for tax suite
expansion.
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Exit Pathways — Strategic M&A vs IPO

METRIC / FACTOR STRATEGIC ACQUISITION (M&A) INITIAL PUBLIC OFFERING (IPO)
Market Share 78% of Exits 8% of Exits
Time to Exit 6 - 18 Months 18 - 36 Months
Typical Multiples 4x - 8x EV/Revenue 3x - 6x EV/Revenue
Liquidity Profile Immediate Full Liquidity 180-Day Lockup Period
Key Advantages (Pros) ¢ Deal certainty & speed » Brand prestige & visibility
« Typically higher valuations e Currency for future M&A
o Strategic synergies » Independence retained
o Immediate exit for founders o Access to capital markets
Key Challenges (Cons) » Loss of operational control e Public market scrutiny
» Integration risks e Regulatory & compliance costs
¢ Limited upside beyond sale e Quarterly reporting pressure

» Market volatility exposure



Geographic Valuation Differentials

Average EV [ Revenue Multiple

8x

Gx

4x

2x%

Ox

6.4x

MNorth America

5.2x

Europe

4.9%

APAC
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Regional Valuation Drivers

e North America Premium (6.4x): Market maturity,
deep strategic buyer pools, and established "Rule
of 40" execution drive the highest global multiples.

Europe (5.2x) — Regulatory Catalysts: Valuations
supported by PSD3 mandates and Open Banking
maturity, creating defensive moats for compliant
infrastructure.

APAC (4.9x) — Cross-Border Opportunity: Slightly
lower base multiples but high growth potential
driven by fragmented payment rails and surging
cross-border B2B flows.

e Arbitrage Potential: Significant opportunity for US-
based acquirers to buy high-growth European
assets at a ~1.2 turn discount before regulatory
tailwinds fully materialize.
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Case Studies — Take-Privates and Integration Plays

Coupa

ACQ. BY THOMA BRAVO « $8.0B

«

IMPLIED REVENUE MULTIPLE

~8.0x

@ Investment Thesis

The "BSM Platform Play." Consolidating
procurement, payments, and supply chain into a
single private ecosystem to bypass quarterly
public market scrutiny.

%4 Synergy Levers

. Monetize Spend: Capture economics on $3T+
spend via "Coupa Pay" virtual cards.

- Force Adoption: Drive payment rail adoption in a
controlled private setting.

- Cross-Sell: Integrate acquired treasury/supply chain
assets.

Pagero V)

ACQ. BY THOMSON REUTERS

IMPLIED REVENUE MULTIPLE

~7.9X

@ Investment Thesis

The "Compliance Moat." Securing the global
"roaming network" for e-invoicing as governments
mandate Continuous Transaction Controls (CTC).

%4 Synergy Levers

. Regulatory Defense: Infrastructure becomes
mandatory for global trade compliance.

. Tax Suite Integration: Embedding invoicing directly
into TR's tax software.

- Network Effects: Value increases with every node
(buyer/supplier) added.

Kyriba

BRIDGEPOINT / GENERAL ATLANTIC

VALUATION

>$3.0B

@ Investment Thesis

The "Liquidity Operating System." Evolving from
passive cash visibility to active liquidity execution,
becoming the CFQO's mission-control center.

%4 Synergy Levers

» Payment Execution: Moving beyond reporting to
initiating global payments.

» Embedded Finance: Offering FX hedging-as-a-
service and working capital tools.

- Bank Connectivity: Deepening the moat via
proprietary APl integrations.
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CAC Payback Benchmarks by Segment

SEGMENT TARGET SALES CYCLE ACV RANGE PRIMARY CHANNEL
PAYBACK

TMS Enterprise < 24 Months 6 - 12 Months $100k - $500k+ Direct Sales / RFPs

AP SMB < 12 Months 1- 3 Months $10k - $40k Inbound / Partner (Banks)

AR Mid-Market < 18 Months 3 - 6 Months $40k - $150k Direct / ERP Ecosystems

All-in-One PLG < 10 Months < 1 Month $5k - $25k Product-Led / Viral Loops

Strategic Insight: While enterprise contracts tolerate longer payback periods due to multi-year lock-ins and higher retention, SMB and PLG models must

demonstrate rapid capital recycling (under 12 months) to justify valuation premiums. The most efficient operators leverage embedded payments to subsidize
software CAC, effectively driving payback periods down by 30-40%.
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Gross Margin Bridge — Software vs Payments

100% Margin Optimization Drivers

V-Card Economics: Virtual cards carry higher
80% +8% 5% interchange rates (2.5-2.75%) compared to ACH,
offering the highest gross margin contribution in the
=10%

+12%
55% payment mix
Revenue Share Leverage: As TPV scales >$5B,
platforms can renegotiate processor splits, moving
from 60/40 to 80/20 in their favor.
Blend Target: Top-tier "Fintech SaaS" targets a 70-

I 80% blended gross margin, balancing pure

software (85%+) with optimized payments (50-
, e 60%).
3 se™M? g‘caﬂim ¢ Rev snal ded gmard®

P10 ceﬁﬁﬂ‘ TaTget Bl

Gross Margin %
[ ]

e ﬂL
o msg? ay™ ot d.'\a“g ue‘t‘”

e Operational Automation: Automated vendor
enablement for virtual cards reduces CAC and
operational overhead, further accreting to net
margin.



WINDSOR DRAKE

Cohort LTV/CAC Evolution & Expansion Flywheels
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o
o

]
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A
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CAC Payback (~12 Mo)
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Expansion Economics

e Payback Velocity: Best-in-class fintech SaaS achieves
payback in 12-14 months by subsidizing software CAC
with early transaction revenue.

e The TPV Flywheel: Unlike seat-based SaaS, fintech
revenue grows linearly with customer scale (TPV)
creating natural "invisible" expansion without sales
friction.

e Module Stacking: Cross-selling AR/AP modules in Year
2 boosts LTV by 30-40%, effectively offsetting base
subscription churn.

e Negative Churn Mechanics: Top-tier performers
maintain 120%+ NRR, where expansion revenue
significantly outweighs contraction.

BENCHMARK TARGETS

Payback: <14 Months (SMB), <20 Months (Ent)
LTV/CAC: >5x at Year 3 maturity
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Pricing & Take Rate Optimization

Optimization Playbook

O"\.-'aluatic-n Multiple (EV/Rev)

100% 2
a0% 01 Virtual Card Mix: Increasing v-card penetration from
0% 5% to 20% is the single largest lever, driving 50bps+

. ; take rate expansion without increasing churn.

g B0% % 02 Supplier Monetization: Implementing tiered "Fast

T 0% ., E Pay" fees (1.5% - 2.5%) for suppliers monetizes the

E’ . 2 receiver side of the network effect.

g 30% f 03 Volume Tiers: Strategic rebate structures for >$1M

) monthly TPV encourage platform consolidation and
- higher share of wallet.

1.5% (Base) 2.0% (Mixed) 2.5% (Optimized)  3.0% (Premium)
VALUATION IMPACT

Every 10bps increase in net take rate correlates with a
0.5x turn expansion in EV/Revenue multiple due to the
high-margin nature of incremental payments revenue.

Met Take Rate (3¢)




Path to Profitability — 24-Month Roadmap

7~ \

7~ \
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O

2

Q1- Q2 (MONTHS 1-6)
Gross Margin Expansion

» Renegotiate payment processor
revenue shares

« Optimize interchange with Level
3 data collection

« Shift volume to higher-margin
virtual cards

TARGET KPI
Gross Margin > 72%

Q3 - Q4 (MONTHS 7-12)
OpEx Leverage

Deploy Al agents for Level 1
customer support

Automate vendor onboarding
workflows

Offshore non-core back-office
functions

TARGET KPI
Support Cost < 5% Rev

Q5 - Q6 (MONTHS 13-18)
Cloud Optimization

Refactor legacy code to reduce
compute spend

Implement FinOps cost controls

Retire technical debt to improve
developer velocity

TARGET KPI
R&D Efficiency > 85%

Q7 - Q8 (MONTHS 19-24)
Rule of 40

« Balance growth with sustained
free cash flow

» Execute strategic price increases

« Achieve institutional-grade audit
readiness

TARGET KPI
Rule of 40 Score > 40%
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Interest Rate Sensitivity — The Float Factor

26%

High Rate (5.25%)

(OAd]. EBITDA Margin (%)

Consensus 2026 (2.50%)

Low Rate (1.00%)

Impact on Valuation & Earnings

e EBITDA Vulnerability: Float revenue carries ~95%
gross margins. A 200bps rate cut can compress
Adjusted EBITDA margins by 600-800bps for float
heavy models.

e Revenue Quality Discount: Investors actively
discount float revenue (1-2x multiple) compared to
core software revenue (6-8x multiple) due to its
zero-IP nature.

e Hedging Strategy: Successful operators hedge
exposure by driving "Core Revenue" growth (SaaS
fees) and increasing take-rates on non-float
payment rails (Virtual Cards).

e Strategic Pivot: In low-rate environments, best-in-
class platforms pivot to monetizing workflow
automation (Al agents) rather than passive interest
income.
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Al/Agentic Automation — The Valuation Premium

EV [ Revenue Multiple

o
L=

8x

o

+20%

Treasury (TMS)

+22%

AP Automation

@ 21-Enabled Platform

+25%
+25% I
AR Automation RegTech

Strategic Value Drivers

e Agentic Workflow Impact: Autonomous agents
reduce manual intervention by 80%, directly
lowering Cost of Goods Sold (COGS) and expanding
gross margins toward pure software levels.

Autonomous Reconciliation: Al-driven matching in
AR/AP eliminates human error and accelerates cash
application, creating a defensible product moat.

Margin Expansion Path: Investors award a 20-25%
premium to platforms decoupling revenue growth
from linear headcount scaling via generative Al.

e RegTech Leadership: Highest premium seen in
RegTech (+25%) where Al automates complex
compliance checks at scale with minimal
operational overhead.
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Real-Time Payments & Stablecoins Impact

% Share of B2B Volume

Adoption Forecast: B2B Volume Share

G0 %

0%

40%

20%

105

0%

- - r - - :
2023 2024 2025  2026E  20Z7E

u RTP/ FedMow , ! Stablecoins (B2B)

2028E

Implied Fee Compression (Cost %)

2.90%

1.50%

0.75%

0.50%

Credit Card Bank Wire RTP/FedMow Stablecoin

Strategic Implications

e Interchange at Risk: The proliferation of low-cost rails
(RTP/FedNow) and stablecoins threatens the 2.9%
card interchange model, forcing a pivot in monetization
strategies.

e Rail vs. Workflow: As payment utility commoditizes
toward zero, valuation resilience shifts to owning the
workflow (reconciliation, compliance, data) rather than
the pipe.

e Zero-Fee Disruption: Challengers like Paystand and
Triple-A leverage blockchain rails to offer "zero-fee"
B2B networks, creating pricing pressure on
incumbents like Bill.com.

e Stablecoin Utility: Adoption is moving beyond
speculation to settlement, particularly for cross-border
B2B where speed and FX savings (40-50%) drive clear
ROI.



Cross-Border M&A Considerations

CONSIDERATION

NORTH AMERICA -~ EUROPE

NORTH AMERICA -~ APAC
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EUROPE -~ APAC

Regulatory Approval

Timeline

Data Localization

Tax Structuring

FX / Repatriation

Key Risks

6-12 Months

CFIUS (US) and EU merger control are
primary hurdles. FDI screening
increasing in UK/Germany.

High Complexity (GDPR)

Transfer impact assessments required.
Schrems Il compliance critical for US
transfers.

Treaty-Based Stability

Robust double-tax treaties. Pillar Two
minimum tax (15%) now standard
consideration.

Low Friction

Deep liquid markets (USD/EUR/GBP).
Minimal capital controls.

Labor Works Councils

Social mandates in France/Germany can
block post-merger integration plans.

9-18 Months

Complex multi-jurisdictional review. China
SAMR approval can significantly delay
closing.

Variable / High

China (PIPL), India, and Vietnam have
strict localization. Singapore/Japan more
flexible.

Complex Withholding

High WHT rates in emerging APAC. PE/VC
structures often require Singapore holding
co.

Restricted Capital Accounts

Strict controls in China, India, SE Asia.
Dividend repatriation can take 3-6
months.

Geopolitical Decoupling

US tech sanctions and IP transfer
restrictions. Enforcement volatility.

8-14 Months

EU merger control + fragmented local
approvals across Asian markets.

Dual Regime Compliance

Conflict between GDPR adequacy and
local APAC sovereignty laws common.

Beneficial Directives

Some APAC treaties favorable, but
transfer pricing scrutiny increasing
globally.

Moderate Friction

Euro simplifies EU side, but APAC partner
currency volatility creates hedging cost.

Operational Fragmentation

Managing diverse payments rails and
banking standards simultaneously.



WINDSOR DRAKE
Deal Structuring & Financing Options

@casn @stock @ Eam-out Strategic Financing Trends

<$100M
e Cash Dominates Small Deals: 70% of transactions

under $100M are structured as all-cash to ensure

speed and simplicity.

5100M - $1B

e Stock Equity as Currency: In deals >$10B, stock
components rise to ~40%, allowing acquirers to
preserve liquidity while sharing upside risk.

$1B - $10B

e Earn-Out Consistency: Earn-outs remain stable at
~10% across all deal sizes, primarily used to bridge
valuation gaps on future performance.

=>310B

Key Risk Mitigation Mechanics
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* RWI Coverage: Reps & Warranties Insurance is now
standard for deals >$500M.

» Vendor Financing: utilized in ~15% of mid-market
deals to facilitate closure during credit tightening
cycles.
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2026-2030 Outlook — Volume, Multiples, PE Share

.E%"Heuenue Multiple {x) .Deal Volume OF'E Market Share (%)

1,800 40% | 5.5x Long-Term Market Forecast
1,600 35%
1 400 e Deal Volume Acceleration: Projected +15% CAGR
30% 5.0 T .
through 2026 as market consolidation intensifies,
1,200 o driven by the need for scale in Al-native platforms.
@ ] E :51;1
E 1,000 w 5
S 2000 B 45% B e Valuation Recovery: EV/Revenue multiples
E 800 i = recovering from 4.4x to 4.8x by 2030, supported by
. 15% = rate stabilization and improved rule-of-40
oLk
efficiency.
10% 4.0
400
- e Private Equity Dominance: PE market share
201 = . . .
’ expanding to 25% of deal flow, cementing their role
Forecast Start . . . -
0 | | 0% 3.5% as the primary exit route for mid-market fintechs.

2024 2025 2026E  2027E  2028E  2020E  2030E
e Forecast Confidence: Tightening confidence bands
post-2026 reflect growing consensus on the "New
Normal" valuation framework.



Appendix — Sources & Methodology (1/2)

SOURCE INSTITUTION

REPORT / PUBLICATION

WINDSOR DRAKE

First Page Sage

Saas$ Capital

KPMG

PwC

S&P Global Market Intelligence

Public Company Filings (SEC)

Sacra / PM Insights

Thomson Reuters

SaaS Valuation Multiples 2025

Private SaaS Company Valuations

Pulse of Fintech H1 2025

Global Financial Services M&A

Transaction Database

10-K / 10-Q Reports

Private Market Research

Corporate Press Releases

Jan 2026

Q12025

Aug 2025

Jan 2026

Continuous

Q3 2025

Q4 2025

Feb 2024



Appendix — Sources & Methodology (2/2)

INSTITUTION

REPORT / PUBLICATION

WINDSOR DRAKE

Goldman Sachs

McKinsey

BCG

Bain & Company

Deloitte

Goldman Sachs

2025 M&A Outlook: Dealmakers Deliver

Technology Trends Outlook 2025

Global Payments Report 2025

Embedded Finance: What It Takes to Prosper

Tech Trends 2025 & CFO Signals

Global M&A 2H 2025 Outlook

Jan 2025

Dec 2024

Sep 2025

2024

Q12025

July 2025



