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Disclaimer

The SaaS Valuation Index (hereafter the ‘report’) has been prepared by TRANSLINK CORPORATE FINANCE (“Translink CF") for information
purposes only and is based on public information and other reliable sources. The report is presented by Translink CF.

The information in this report has been prepared to illustrate the current context of the SaaS market. It is not exhaustive and does not constitute
all information that a potential investor or owner may require. The information in this report has not been independently verified by Translink CF.

Although the report has been prepared in good faith and with the utmost care, Translink CF does not, in any way, guarantee the accuracy or
completeness of the information within it, and the recipient acknowledges that it may in no event hold the natural or legal persons mentioned
above liable on the grounds that information in this report - or subsequently provided - proves to be insufficient, incomplete, imprecise or
inaccurate.
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01 INTRODUCTION

Q2 2025 confirms global concerns about the future, and 
SaaS companies are not spared

Deal volumes and valuation tumble

Deal volumes have maintained in Q2 25 (-0,44%), following the trend already observed in Q1
2025. Overall, volume remains high, with the USA now leading the pack ahead of Europe.
The dynamic between the two geographies has changed over Q1 25, with the USA gaining
more traction during the European summer break.

Q2 2025 saw just over 1,500 deals completed. Deal volume remains well above the 6-year
average (c.1 200 deals per quarter), but less deals are completed as the general mood leans
toward uncertainty.

Median valuation in our index falls at 3x NTM revenues, a 10% drop compared to Q1 2025.
Depending on their financial health, a wide valuation gap prevails between SaaS players
exhibiting superb SaaS metrics and the others.

1 569 
deals in SaaS for Q2 FY’25

154
EV from

3,6x
Revenues (1)

(Q2 2024)

TO

3,0x
Revenues (1)

(Q2 2025)

SaaS 
companies 
included in our 
SaaS Index

1 576 
deals in SaaS for Q1 FY’25 (+0,44%)

Source: mergermarket.com / CapitalIQ
(1):median EV / Next Twelve Months revenues
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01 INTRODUCTION

Meet the team

RUBEN MORING
Partner

Ruben has been working in M&A since 2017. In addition to financial
analysis and preparing high quality sales materials, Ruben actively
participates in project management and sales. Prior to joining Translink
CF, Ruben worked in business and technology consulting at Accenture.
Ruben holds an M.Sc. (Econ.) from Åbo Akademi.

MARC IRISSON
Partner - Head of TMT Group

Marc is a M&A professional, with over 12 years of experience.
He started his career as an analyst with MK Finance and then
completed his financial background with an MBA from Georgia
State University, Atlanta, USA. He co-founded Financiere
Monceau back in 2011, now Translink CF France, and heads up
the TMT sector. Marc has completed dozens of transactions,
both buy- and sell-side, with French and foreign clients. He has
participated in various deals within the IT sector.

6



© ALL RIGHTS RESERVED 7

SaaS Valuation Index 
Q2 update
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82%

17%

1%

<20% [20-50]% >50%

58%28%

14%

Europe USA ROW
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02 SAAS VALUATION INDEX

Our index – updated for 2025
A representative portfolio of SaaS companies across all continents: Update 2025

The index is built around our goal: To provide small and mid-size SaaS company owners with information that is relevant in terms of assessing the value of
their business.

Our index studies 154 SaaS companies listed in Europe, the USA and the rest of the world (RoW). Differentiated from other indexes, the Translink CF SaaS
Valuation Index provides an ideal benchmark for private small-to-mid-market B2B SaaS companies in Europe, with 58% of the total sample
of constituents matching this profile.

GEOGRAPHICAL DISTRIBUTION OF SAMPLE (%) GROWTH REVENUE LTM (€M) REVENUE LTM (€M) 

Our sample has remained consistent over the period in terms
of size distribution. In Q2, 37% of the companies were below
€50m and 69% below €250m in revenue.

Throughout the 2025 year, our sample has shown limited
growth, with just over 18% of the companies growing
+20% YoY.

37%

32%

31%

<50 [50-250] >250
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3 145
deals in SaaS in S1 2025

-6,89%

3 378
deals in SaaS in S1 2024​
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Q1 FY22 Q2 FY22 Q3 FY22 Q4 FY22 Q1 FY23 Q2 FY23 Q3 FY23 Q4 FY23 Q1 FY24 Q2 FY24 Q3 FY24 Q4 FY24 Q1 FY25 Q2 FY25

Europe USA ROW Total

Source: mergermarket.com / CapitalIQ

vs.
Deal volume remains high, above the past 6
years average. Still, SaaS M&A is no stranger to
the general caution in deal making. The result is
another quarter of contraction in deal volume.
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Volumes have been decreasing for close to a year
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Median valuations for our sample companies is suffering from the macro context

The Next Twelve Months revenue multiple was down in
Q2 for the companies in our index. The median valuation
stands at 3x NTM revenue in Q2 2025.

Companies included in the SaaS Capital Index seem to
have resisted better to this now established macro
context. Could it be because of scale, with this sample
being far bigger than the companies in our index?

Other takeaways:
- This year, revenue growth in our index is expected to

remain low, with a median growth now below 10% (!),
down from the previous quarter.

- Median NTM EBITDA margin stands at 17,1% for Q2
25.

- This median R40 does not command any premium and
shows a pretty poor performance across our sample
companies.

Quarterly EV/Sales multiple evolution - Median vs. SaaS Capital Index

Quarterly EV/NTM Sales multiple evolution - Median - TLCF

Quarterly EV/Sales multiple evolution - Median – SaaS Capital Index
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Quarterly EV / Sales Index
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Data from CapitalIQ

The Rule of 40 
(R40) in 2025
A selective market, still!

SaaS companies that showed a R40 above 60 traded
with a strong average premium, as shown in our
previous reports. The premium is again lower this
quarter. It is challenging to draw a conclusion from our
sample of companies as the global performance for Q2
was poor overall.

We also note that there are very few outperformers this
quarter. They rely on a median NTM EBITDA margin of
44,5%, and a growth anticipated at +28,1% (lower than
Q1).

The strongest performers are strategically building on
their reliability and clear vision for the future to attract
investors.

02 SAAS VALUATION INDEX
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RETREATED CORRELATION BETWEEN EV / SALES AND RULE OF 40 RESPECT 
(Q2 2025 vs Q2 2024)

Market performers

Median EV/Sales: 

4.2x

(vs. 4.9x in Q2 2024)

Market outperformers

Median EV/Sales: 

7.3x

(vs. 8.1x in Q2 2024)

Market underperformers

Median EV/Sales: 

2.1x

(vs. 2.7x in Q2 2024)
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02 SAAS VALUATION INDEX

Quarterly EV / NTM Sales 
Index 

Regional deep dive:
Who is leading the pack?

USA: In Q2, uncertainty remained under the spotlight, with continuous
and ambiguous announcements that shook the entire tech community.
Our Index reflects this now with a steep decrease in the median
valuations, down to 3,1x NTM (-11,4%). It’s a record low in the past 7
years. Volumes have built up because of an adjusted valuation
approach.

Europe: Stable deal volumes and median valuation in Q2 in Europe at
3x NTM sales. This trend is not consistent across the continent, but
SaaS M&A has remained robust with little to no discount compared to
USA companies.

Rest of World: Valuations of SaaS companies in the RoW returned to
“normal”, with a Median valuation topped at 2,9x NTM revenues,
similar to that of Q3 and Q4 2024.

USA – QUARTERLY EV/NTM SALES MULTIPLE EVOLUTION (SAMPLE MEDIAN / 2018 – 2025)

12

EUROPE – QUARTERLY EV/NTM SALES MULTIPLE EVOLUTION (SAMPLE MEDIAN / 2018 – 2025)

ROW – QUARTERLY EV/NTM SALES MULTIPLE EVOLUTION (SAMPLE MEDIAN / 2018 – 2025)
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Translink CF TMT
industry expertise

03
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Denmark

Norway

France

United Kingdom

Spain

Portugal

Israel

Germany

Switzerland

Finland

Sweden

Netherlands

Poland

Italy

South Africa

China

USA

Claus Melgaard
Partner, Denmark 

cmelgaard@translinkcf.com

Tero Nummenpää
Chairman, Translink International 

tnummenpaa@translinkcf.com

Ruben Moring
Partner, Finland

rmoring@translinkcf.com

Marc Irisson
Partner, France 

mirisson@translinkcf.com

Tanguy du Chesnay 
Partner, France 
tduchesnay@translinkcf.com

Antoine Tanguy 
Partner, France 
atanguy@translinkcf.com

Christian Hörner
Partner, Germany
chorner@translinkcf.com

David Strempel
Vice-Chairman, Translink International 

dstrempel@translinkcf.com

Nora Håberg 
Partner, Norway
nhaberg@translinkcf.com

Mohit Mehta
Managing Director, USA 

mmehta@translinkcf.com

Mikołaj Martyński
Director, Poland
mmartynski@translinkcf.com

João Patrício dos Santos 
Partner, Portugal 
jpdossantos@translinkcf.com

Josep Pere Gutierrez 
Partner, Spain 
jpgutierrez@translinkcf.com

Fredrik Ullberg 
Partner, Sweden 
fullberg@translinkcf.com

Daniel Dolz
Associate Director, Switzerland 

ddolz@translinkcf.com

Antoine Moser
Partner, The Netherlands
amoser@translinkcf.com

Andy Haigh
Partner, United Kingdom 

ahaigh@translinkcf.com

John Blake
Managing Partner, South Africa 

john.blake@translinkcf.com

Hilit Ben-Zvi Koren
Co-CEO, Israel 

hbenzvikoren@translinkcf.com

Will Downing
Managing Director, USA 

wdowning@translinkcf.com

Janet So
Managing Director, China 

jso@translinkcf.com

Translink CF TMT Specialists 
From around the world

Latin America

Pawan Lingayat
Vice President, India

plingayat@translinkcf.com

Pablo Bukin
Founding Partner, Argentina 
pbukin@translinkcf.com

India

Hamish Morrison
Partner, United Kingdom 

hmorrison@translinkcf.com
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Aaron Lowery 
Assistant Director, United Kingdom 
alowery@translinkcf.com
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03 About Translink CF and TMT Industry expertise

ww .translinkcf.com/industry-

For more information on Translink CF’s expertise in 
Technology, Media and Telecommunication 

(TMT), visit:

www.translinkcf.com/industry-sectors/TMT/

Translink CF

Recent SaaS deals (1/3)
Advisor to the buyer

acquired

Norway | Spain

TMT

Advisor to the seller

acquired

France

TMT

Advisor to the buyer

acquired

Norway | Italy

TMT

Advisor to the buyer

acquired

Finland

TMT

Advisor to the seller

acquired a 
majority stake in

Finland | Norway

TMT

Advisor to the buyer

acquired a minority 
stake in

France

TMT

Advisor to the seller

acquired

Sweden | Netherlands

TMT

Advisor to the buyer

has partnered with

United States

TMT

Advisor to the buyer

a portfolio company of

Sweden | Finland | Poland

TMT

acquired

&

Advisor to the buyer

a portfolio company 
of

Germany

TMT

acquired

IQ solutions GmbH

GmbH

a subsidiary of

15
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03 About Translink CF and TMT Industry expertise

ww .translinkcf.com/industry-

For more information on Translink CF’s expertise 
in Technology, Media and Telecommunication 

(TMT), visit:

www.translinkcf.com/industry-sectors/TMT/

Translink CF

Recent SaaS deals (2/3)
Advisor to the seller

acquired

UK | United States

TMT

Advisor to the seller

acquired

Denmark

TMT

Advisor to the buyer

acquired

Norway | France

TMT

Advisor to the seller

invested in

United Kingdom

TMT

Advisor to the seller

acquired

Finland | Sweden

TMT

Advisor to the seller

acquired

Germany

TMT

Advisor to the buyer

acquired

France | Canada

TMT

Advisor to the seller

acquired

Denmark | Sweden

TMT

Advisor to the seller

acquired

France | United Kingdom

TMT

Advisor to the seller

a portfolio company 
of

United States

TMT

acquired
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03 About Translink CF and TMT Industry expertise

ww .translinkcf.com/industry-

For more information on Translink CF’s expertise 
in Technology, Media and Telecommunication 

(TMT), visit:

www.translinkcf.com/industry-sectors/TMT/

Translink CF

Recent SaaS deals (3/3)
Advisor to the seller

acquired a majority 
stake in

Sweden

TMT

Certified Advisor

public takeover of the 
entire share capital of

TMT

Advisor to the seller

sold

Switzerland

TMT

Advisor to the seller

acquired

Finland | Germany

TMT

Advisor to the seller

acquired

TMT

Advisor to the seller

invested in

France

TMT

Advisor to the seller

invested in

France

TMT

to

Finland | United States

Advisor to the buyer

acquired

Norway | France

TMT

Advisor to the seller

acquired

United Kingdom

TMT

Advisor to the buyer

acquired

Norway | France

TMT

Finland | United States
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Enterprise value of the companies retained in
the index is derived from the stock price.

EV/Revenue multiples take into consideration
the full amount of revenue for each company.

It may be that some of the companies record
set up or service revenue that could slightly
distort the numbers.

Numbers are based on information that is
available to the public.

04 Appendix
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translinkcf.com |

Argentina | Australia | Austria | Belgium | Brazil | Chile | China | Colombia | Denmark | Finland | France | Germany | India | Israel | Italy | Japan | Mexico | Morocco | Netherlands | Norway | Peru 

| Poland | Portugal | Singapore | South Africa | Spain | Sweden | Switzerland | Tunisia | Turkey | UK | Uruguay | US 

https://www.translinkcf.com/
https://www.linkedin.com/company/translink-corporate-finance/
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