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Summary 
 

SaaS has today the greatest effect on the software enterprise 
Market. SaaS remains a relatively new business model but it 
has outperformed the overall software market over the last few 
years. The global enterprise SaaS market will grow by 16.7% to 
$10.7B in 2011. In the past the largest proportion of SaaS 
customers were SMEs and medium-sized companies, but in the 
last 18 months SaaS deployments were becoming larger, with 
deals often covering tens of thousands of users. SaaS still has a 
great potential for growth in the next few years. As of 2010, it 
has reached around 10% of its potential market. 

Most businesses continue to process applications on their own 
hardware and many of these are potential customers for SaaS 
providers. The largest proportion of SaaS customers are SMEs 
and medium-sized companies with relatively little break-through 
into the enterprise market. However, the level of adoption by 
enterprises is starting to increase and may well gather pace. 

 

Reports key findings: 

• Although many more companies are entering the SaaS 
market, most of these are providing SaaS as an 
extension to their existing product line.  

• With a total asset value of $3,091 million stated in its end 
2010 balance sheet, Salesforce is more than three times 
the size of its nearest rival. 

• SaaS offers an attractive business model and generates 
a higher cash flow then the traditional license model. 

• SaaS providers require around 40-60% more capital than 
traditional software companies before they achieve a 
positive cash flow. 

• Mergers and acquisition valuations have generally 
increased from an average of 3.4 times revenue in 2009 
to 5.8 times in 2010. Overall Deal sizes have increased 
too. 

• Successful pure play SaaS providers such as Netsuite 
and Salesforce.com are valued much higher then 
companies that still have traditional business models. 
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Why would you buy this report: 

• Spot future trends and developments 

• Inform your business decisions 

• Add weight to presentations and marketing materials 

• Keep up to date with the latest developments and 
activities in your market 

• Understand the SaaS business model 

 

The report is addressed to:  

• Management at Software and SaaS Companies 

• Investment Banking Professionals 

• Investors 

• Private Equity Firm 

 

Price 

• €299 

• Product Code: SaaSH12011 

• SaaSReport@frankfurtpartners.com 

• PayPal:  SaaSReport@frankfurtpartners.com 


