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In our survey of 50 private equity executives and 50 corporate development 
executives, we found a large appetite for acquisitions in high-tech & 
software—with activity outpacing other sectors in 2020—but high multiples, 
a crowded space, and unique integration challenges make the path to payoff 
more difficult.

5-MINUTE READ

High-tech & software deal volume stands out in 2020 and is expected to 
remain high.  
In light of pent-up demand, the high-tech & software space enjoyed an active and competitive market for M&A in Q3 

and early Q4 2020. That trend looks more than likely to continue, with 70% of respondents planning to acquire as many 

as two high-tech & software companies over the next 24 months. And although 60% of respondents had postponed or 

canceled plans to make a software or technology acquisition as a result of the COVID-19 pandemic, more than half of 

survey participants (55%) expected deal appetite to either increase or stay the same over the next 24 months.

Buyers are interested in many software sub-sectors, with cloud and 
analytics the most popular. 
Cloud technology and analytics companies were the top targets overall for buyers, reflecting how companies are 

prioritizing ease of access for remote work and leveraging data to drive more revenue and improve efficiency.

Differentiation and timeliness is a growing challenge in a hot market. 
As end-customer usage of high-tech & software solutions grows, customer expectations intensify. That is why delivering 

features and capabilities in a timely manner to meet customer expectations is the No. 1 challenge in the sector, followed 

by providing meaningful differentiation from competitors. 

Subscription revenue is a draw for investors.  
PE acquirers have been much more proactive in the adoption of subscription software models than corporate buyers. 

40% of PE respondents had between 50% and 70% of their tech portfolio operating on a subscription basis. In the 

corporate sample, by contrast, 50% of companies had less than half of their revenue coming from subscriptions. 

Diligence priorities reflect a strong emphasis on post-close value creation. 
In a highly competitive environment, buyers are focusing the diligence process on post-close value creation 

opportunities and integration—as the financial payoff becomes even more important when paying high prices. Shifting 

away from risk and toward value creation means buyers are placing higher value on management teams with financial 

and business acumen over technical skills. They’re also focused on evaluating technical debt, latency, scalability, and     

the ability to consolidate other platforms. 
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INTRODUCTION

In a period defined by disruption and 

economic upheaval, M&A activity in the 

high-tech & software space has been a ray of 

hope. Dealmaking in the sector has remained 

resilient in the face of the COVID-19 crisis—and 

in fact, fueled by it—with private equity firms 

and corporate buyers pursuing acquisitions 

throughout the pandemic. Undeniably, software 

and technology capabilities have become 

essential for every part of the economy. And for 

many consumers, the services powered by high-

tech companies have proven critical during a 

time when travel and in-person activity has been 

severely limited. In other words, this has become 

the industry’s moment. 

This report examines the leading high-tech 

& software industry trends and explores the 

implications for dealmaking and value creation 

beyond 2020—a period that will create both 

challenges and opportunities for dealmakers. 

A lot has changed and so have assumptions 

around the models and strategies that will 

deliver growth and value.

High-quality assets continue to attract high 

multiples. Buyers need conviction and clear 

plans for long-term value creation to justify 

meeting valuation expectations in an uncertain 

market. Distressed deal opportunities will 

also emerge, challenging investors to draw 

distinctions between assets that can be turned 

around and those that can’t.

Selecting the right targets, assessing current 

business models, and understanding how 

to scale those business models are top of 

mind for all investors. Insight into the value 

of subscription services, improving customer 

retention, accelerating innovation, and value 

creation have become paramount. 

Are private equity firms and their corporate 

counterparts ready to seize opportunities? Are 

they equipped for novel challenges? This report 

answers those questions.
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CHAPTER 1

High-tech & software’s 
resilience and relevance 
drive M&A
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Few sectors have proven as resilient through the 

course of the COVID-19 pandemic as high-tech 

& software.

                                                              

Technology became essential for employees and 

students as they transitioned to remote working and 

proved crucial for maintaining business and learning 

continuity. Locked-down consumers also turned to 

technology to meet their leisure, entertainment, and 

shopping needs. Telecom provider Verizon recorded 

a 47% increase in the use of digital collaboration tools 

and a 52% rise in virtual private network (VPN) traffic 

following COVID-19 restrictions. 

As demand for internet connectivity has soared, so has 

spending on digital business tools and tech-enabled 

services. Technology companies across the board have 

recorded strong earnings growth and rising demand. 

Amazon posted a 40% climb in net sales to $88.9 billion 

for the first half of 2020; Netflix registered more than 25 

million new subscribers over the same period; Microsoft 

and Apple have both delivered double-digit revenue 

growth in 2020. Among software-as-a-service (SaaS) 

providers specifically, Salesforce reported a strong 

Q2 performance, with revenues of almost $5.2 billion, 

up 29% year-over-year. And cloud communications 

company RingCentral also reported a 29% annual 

increase in total revenue for Q2—$278 million—as well as 

a 32% annual increase in subscription revenues.

The Nasdaq Technology 100 stock market index is up 

by more than 20% this year, and tech giants Amazon, 

Apple, Facebook, Alphabet, and Microsoft have posted 

a collective rise in value of close to 50% over 2020. 

These five companies now represent one-fifth of the 

S&P 500’s total market capitalization. The technology 

industry’s strong earnings performance is remarkable 

considering the 31.4% contraction in the U.S. economy 

in Q2, a record drop according to the Department of 

Commerce’s Bureau of Economic Analysis.

DEAL VOLUME STANDS OUT 
IN 2020 AND IS EXPECTED TO 
REMAIN HIGH

Technology’s earnings resilience through COVID-19 

volatility has provided a firm foundation for ongoing 

M&A activity. Few sectors have been able to provide 

prospective buyers with the same level of earnings 

visibility, giving potential buyers the confidence to 

meet valuation expectations. Companies that carry 

subscription-based revenue provide even more 

confidence, as they can provide even greater visibility 

into future revenue.

Technology company due diligence has also been easier 

to facilitate under COVID-19 restrictions compared with 

other industries, with code reviews and other diligence 

conducted remotely. 

In Q3 2020, global deal value in the technology, media,, 

and telecom (TMT) industry came in at just under 

$301.5 billion, the highest quarter on record this decade, 

according to Mergermarket data. TMT deal value 

through Q3 2020, at $512.6 billion, is also up on the 

$423.5 billion worth of TMT deals secured over the same 

period in 2019—a 21% increase. In comparison, overall 

M&A deal value across all sectors was down from $2.5 

trillion in 2019 to $1.9 trillion in 2020, a 25% decrease.

At West Monroe, the number of 
high-tech & software deals we 

advised on rose 117% from Q2 to 
Q3 2020.
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At West Monroe, where high-tech & software represents 

one of the most common verticals for our private equity 

clients, the number of deals we advised on in this space 

increased by 117% from Q2 to Q3 2020.

Our survey’s findings suggest that the momentum 

behind high-tech & software deals is likely to continue 

into 2021 and 2022: 70% of respondents said they 

plan to acquire as many as two high-tech & software 

companies over the next 24 months, with 27% intending 

to make three or four acquisitions. (Figure 2)

“Considering the economic impact on the market, post 

the COVID-19 shock, the technology sector has been 

much more sustainable in comparison to other sectors,” 

a director of corporate development & strategy said.

When it comes to the maturity of target companies, the 

majority of buyers are looking at youthful companies 

(those with two to four years of experience) and mature 

companies (four years or more). These levels of maturity 

represent less risk to acquirers as their products 

and client base are likely more established—this is 

particularly important for PE firms that want to hit the 

ground running and will be looking to build up and exit 

within five years. (Figure 3)

In terms of deals on the table, PE firms have, indeed, 

looked to software and technology assets as safe bets 

that offer growth potential and provide consistent 

revenue and protection against downside risks. Notable 

PE deals this year have involved data management and 

business software companies characterized by steady, 

sticky subscription revenues. Clayton, Dubilier & Rice, 

for example, bought Epicor Software from fellow PE 

firm KKR for $4.7 billion, and Canadian buyout manager 

Onex paid New Mountain Capital $2.7 billion for 

employee benefit platform OneDigital.

How many high-tech 
& software company 

acquisitions does your 
organization plan to make 
over the next 24 months? 

Figure 2

0-2

3-4

5 or more

27%

3%

70%

M&A Deal Volume 2019 vs. 
2020

Figure 1

TMT M&A deal value

Overall M&A deal value

$423.50

2019 (through Q3)

$2,500

2019 (through Q3)

$512.60

2020 (through Q3)

2020 (through Q3)

21% increase from          
2019 to 2020

25% 
decrease 
from 2019 
to 2020$1,900
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Interestingly, some of the high-profile deals pursued by 

corporate buyers so far this year have involved young 

rivals that have developed cutting-edge intellectual 

property. In May, Apple backed virtual reality developer 

NextVR with an estimated $100 million investment, 

while both Oracle and Microsoft were in the running to 

acquire the U.S.-based operations of fast-growing social 

video app TikTok from Chinese owner ByteDance before 

political tensions saw Oracle instead settle for a non-

control minority stake.

BUYERS PRIORITIZE CLOUD AND 
ANALYTICS COMPANIES 

Our survey shows both corporate buyers and PE are 

aligned on which technology sub-sectors to target for 

acquisitions. The survey shows that cloud and analytics 

solutions are the most popular targets overall, with 

claims, payments processing, and cybersecurity also 

scoring highly.

At which stage does your organization target companies in the      
high-tech & software industry?

Figure 3

 Start-ups  
(two years or less of 

operating experience)

 Young companies 
(between two and 

four years of operating 
experience)

 Mature companies             
(four or more years of 
operating experience)

44% 96% 69%
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More than half (55%) of respondents chose cloud 

application and infrastructure software as one of the 

top three areas of software and technology for their 

organization’s future acquisitions. Why? Working 

remotely has reinforced the value of on-demand, cloud-

based software platforms that enable employees to 

access and share data and documents when away from 

the office. (Figure 4)

“For our business clients, there is a need for cloud usage. 

Creating a safe and secure infrastructure to transfer and 

store data has become important. Artificial intelligence 

and machine learning applications to various businesses 

have also increased. We can assess and predict 

requirements, creating optimum inventory solutions 

and automated self-serve centers,” a head of corporate 

development said.

Which sub-sectors are you targeting for acquisitions? 

24% 20% 11%

Cloud application and infrastructure software 

3% 10% 12%

Customer engagement/experience/CRM Machine learning/Artificial intelligence

12% 3% 6%

Processing

Supply chain management/Supplier ecosystem

12% 14% 8%

Business intelligence and analytics Content authoring/Delivery management

9% 6% 7%

Enterprise resource planning (ERP)/Quote-to-cash Collaboration

9% 9% 3%

Cybersecurity

Human resources

5% 7% 7%

E-commerce

Figure 4

Rank 1        Rank 2        Rank 3

5%

8%

2%

5%

1%

7%

4%

7%

1%

2%

Internet of Things

4% 5% 9%

4%

3%

5%

3%

3%
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According to another head of corporate development: 

“Many businesses are hesitant to make use of cloud 

technology, even though they have been assured of 

the security features. The potential for storage is much 

higher. Given the COVID-19 restrictions and lockdown 

periods, they would have realized the effectiveness 

cloud ideally provides.”

Business intelligence and analytics was the second most 

popular choice, with 34% planning for an acquisition 

there. All other sub-sectors garnered 25% or fewer—but 

nine sub-sectors had interest from at least 10% of the 

respondents, indicating a healthy level of interest across 

the spectrum of the sector.  

“Business intelligence and data analytics are high on the 

priority list for acquisitions because more businesses 

need these tools to operate—and survive,” said Michael 

Amiot, senior director in West Monroe’s mergers and 

acquisitions practice. “Everyone knows that business 

forecasts were severely disrupted due to the pandemic, 

affecting valuations, hold periods in PE, and dealflow. 

B2B software companies that focus on analytics will only 

grow in popularity as companies seek to mine their data 

for insights.”

Cybersecurity also stood out as a middle-of-the-road 

priority. Although respondents didn’t cite cyber among 

the three most popular sub-sectors for future deals, it 

was among the top solutions in which respondents had 

previously bought and sold companies.

Interpol research shows that there have been double-

digit increases in malicious domains, malware, and 

phishing scams through the pandemic, which has 

compelled businesses to protect themselves. There 

is broad consensus, however, that companies made 

the bulk of their cybersecurity spend in 2020, so 

acquisitions in this space in the future may represent a 

“buy high” situation. This could explain why respondents 

don’t see cybersecurity as a top-three target area. 

However, respondents still see the importance of 

cybersecurity and are willing to invest when necessary.

“We need to equip ourselves with the latest software 

to combat increasing cybersecurity threats. With the 

increasing number of digital transactions and online 

shopping activities, there is a higher demand for suitable 

security concepts,” a corporate development head said.

Business intelligence and data 
analytics are high on the priority 
list for acquisitions because more 

businesses need these tools to 
operate—and survive.
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Which end-user industries currently hold the most interest for your 
organization when considering potential high-tech & software targets?

Figure 5

69%

Financial services and insurance

25%

Cross-industry

54%

Retail

4%

Other

41%

High-tech & software

12%

Energy/Utilities

37%

Manufacturing

31%

 Healthcare

FINANCIAL SERVICES AND RETAIL 

In terms of the preferred end-user markets when 

considering potential target companies, the most 

popular spaces cited by respondents were financial 

services (69%), retail (54%), and other high-tech & 

software companies (41%). (Figure 5)

Headline technology deals in these end-markets have 

already progressed through the course of 2020. In 

financial services, Visa paid $5.3 billion to acquire 

fintech group Plaid, which allows customers to link bank 

accounts with payment apps. Retail technology deals 

include grocery delivery platform Instacart securing 

a $17.7 billion valuation after landing a $200 million 

funding round. 

In the technology sector, Facebook’s largest ever 

overseas investment, the acquisition of a $5.7 billion 

stake in Indian telecom and social media giant Reliance 

Jio, is just one of many transaction highlights in the 

industry this year.
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COVID-19’S EFFECT ON DEALMAKING

The pandemic’s unbalanced economic effects pulled some                        
deals forward, left others behind    

Although M&A involving software and technology companies has fared well compared to the rest of the market, dealmakers in the 
space have also encountered headwinds. Tech companies with end-markets in industries directly impacted by lockdowns such as travel, 

leisure, and restaurants have been particularly affected, as have pre-profit tech startups.

In the face of these challenges, 60% of respondents said they had postponed or canceled plans to make a high-tech & software 
acquisition. (Figure 6) But the evidence shows that dealmakers are more than ready to make up for lost time: Even though COVID-19 
has halted some planned deals, more than half of respondents (55%) said their appetite for deals remained unchanged or ultimately 
increased. (Figure 7) Especially among PE players, pent-up demand created an extremely active and competitive market in Q3 and 

early Q4, with software a leading sector.

The pandemic has also accelerated certain technology trends and brought deals forward. For instance, Just Eat Takeaway, the digital 
food delivery platform, merged with Grubhub in a $7.8 billion deal—a sub-sector that was primed for consolidation due to low margins 

and high customer churn. In education technology, PE-backed Course Hero recently acquired Symbolab, an AI-based math-solving 
platform, and plans to make further acquisitions. And in healthcare, the $18.5 billion merger between giants Teladoc Health, the virtual 

healthcare company, and Livongo, which specializes in chronic condition management services. 

Have you postponed or canceled plans to make high-tech & software 
acquisitions as a result of COVID-19?

What effect did COVID-19 have on your future appetite for M&A?

Reduced appetite Unchanged Increased appetite

5%16%34%27%18%

Figure 6

Figure 7

Private Equity Corporate

Yes YesNo No

64% 56%36% 44%
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CHAPTER 2

Private equity   
investment soars  
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Private equity deal activity has tracked the 

trends observed in the wider M&A market 

through the COVID-19 crisis. Across all sectors, 

PE deal value through Q3 was down to $633.1 

billion from $726 billion over the same period in 2019, 

according to Mergermarket figures.

PE deal value in the TMT space, however, has climbed to 

$288.7 billion through Q3 from $177.2 billion in the same 

period in 2019—despite a very slow (or non-existent) Q2, 

TMT assets have proven highly attractive to PE buyers as 

they offer steady revenues from installed customers as 

well as growth upside as more industries and consumers 

embrace digital tools.

Software and technology assets also account for 

increasingly higher shares of PE portfolios. Of the 

private equity respondents to our survey, 48% said 

between 25-50% of their portfolio companies operated 

primarily in the high-tech & software space, illustrating 

how important the sector has become for PE investors. 

(Figure 8)

PRIVATE EQUITY LEVERAGES THE 
POWER OF SUBSCRIPTION

Subscription and software-as-a-service (SaaS) models 

have been at the center of many buyout houses’ 

software and technology investment theses.

Of the PE respondents to our survey, 40% said that 

between 50-70% of their tech portfolio marketed 

goods or services to customers on a subscription basis. 

More than a third (34%) said more than 75% of their 

portfolio marketed goods or services on a subscription 

basis. Corporate acquirers also appreciate the power of 

subscriptions, but PE players are better able to execute the 

transition to these sorts of business models. (Figure 9)

According to research firm Gartner, SaaS technology 

solutions will generate revenues of $105 billion in 2020, 

an increase of $20 billion on forecasts made in 2019. 

Over the next five years, SaaS subscription services are 

expected to deliver a compound annual growth rate 

of 12%. This growth trajectory and the sticky, recurring 

revenues built into subscription business models have 

proven popular with buyout firms, supporting strong 

deal activity. Insight Partners, for example, paid $5 billion 

for cloud data management platform Veeam Software 

earlier this year.

What percentage of your 
portfolio companies operate 
primarily in the high-tech & 

software space?

Between 10% and 25%

14%

48%

Between 25% and 50%

22%

Between 50%-75%

16%

More than 75%

Figure 8—PE respondents only
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FIRMS SHARPEN DEAL 
STRATEGIES TO COPE WITH HIGH 
VALUATIONS AND COMPETITION 

The popularity of software and technology deals has 

increased PE competition for these assets and raised 

valuations. PE firms have had to specialize and sharpen 

deal strategies and execution to bend the curve and 

justify high valuations.

“Across dozens of our private equity clients, we see 

an increased focus during diligence to identify value 

creation opportunities rather than just assessing 

risk. They’re paying particular attention to product 

innovation, data analytics, customer service operations, 

and cybersecurity,” said Neil Jain, a director in West 

Monroe’s high-tech & software practice. 

One way in which PE firms have sought to differentiate 

investment strategies in the technology space has been 

to buy smaller technology companies and then scale 

these up through roll-up acquisitions and consolidation 

projects. Larger platforms that have been built up 

through acquisition fetch higher multiples on exit by 

virtue of their size—and building up these platforms 

provides more entry points for dealmakers in the market. 

But this strategy requires a disciplined approach to post-

close integration that is exceptionally challenging when 

software and technology are the products. 

“Focusing on execution discipline—delivering on their 

digital strategy and road map, integrating products, 

gaining gross margin efficiency—is a priority for 

PEs to achieve key levers of their deal thesis around 

consolidation and platform transformation,” said Dhaval 

Moogimane, a director in West Monroe’s high-tech & 

software practice.

Key drivers of high-tech & software acquisitions in 

the last three years among PE respondents included 

consolidation or scaling up to increase competitiveness 

(74%), transformative acquisitions (e.g. buying in new IP) 

(66%), and adding an acquired company/capability onto 

an existing portfolio firm (60%). (Figure 10)

Beyond consolidation, other reasons central to 

firms’ tech acquisitions drives undoubtedly include 

customer acquisition and the need to pursue product 

differentiation, as well as the ability to provide 

subscription and SaaS solutions that can scale.

Roughly what percentage of 
your high-tech & software 
portfolio markets goods or 
services to customers on 
a subscription basis (e.g. 
recurring monthly fee)?

Between 10% and 25%

10%

16%

Between 25% and 50%

40%

Between 50%-75%

34%

More than 75%

Figure 9—PE respondents only
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SPACS AND PIPES EMERGE AS HOT 
STRATEGIES IN 2020 

In a year filled with unexpected events, private equity 

had its share of surprising trends. It would be a misstep 

to publish a 2020 report without mentioning the role 

of special purpose acquisition companies (SPACs) and 

private investment in public equity (PIPEs)—two trends 

that altered the dealmaking landscape during this period 

of economic instability. 

SPACs have been around since the 1980s but became 

wildly popular in 2020 with investors on a scavenger 

hunt for new growth companies and high levels of 

liquidity. Through mid-November 2020, there were 

182 SPAC IPO transactions—compared with 59 for 

the entirety of 2019, and 46 in 2018, according to 

SPACInsider. Why the explosion? They’re completing 

mergers with target companies in record time, among 

other reasons. SPACs have also been fueled by PIPE 

transactions, which raised the largest sum of capital 

since 2008 according to M&A law firm Mayer Brown. 

“With an unprecedented level of uncertainty in the 

markets, raising capital became more challenging. 

SPACs were a vehicle to get funds to companies that 

needed them,” Amiot said. 

While high-tech & software M&A activity has not been 

defined by SPACs and PIPEs, they certainly were a 

part of the story. A number of SPACs made software 

acquisitions in 2020, including REPAY Holdings with CPS 

Payment Services and Mosaic Acquisition Corp. with 

Vivint Smart Home. 

Subscription and software-as-a-service (SaaS) models have been at the 
center of many investment theses, with private equity investors being 
more aggressive in this area. While corporate acquirers appreciate the 
power of subscriptions, private equity firms are better able to execute 
the transition to these sorts of business models. This shift can be 
difficult for large corporations due to investor expectations and a focus 
on near-term financial results.”

DHAVAL MOOGIMANE 
Director in West Monroe’s High-Tech & Software practice



19SIGNATURE RESEARCH | HIGH-TECH M&A DEFIES THE ODDS

WMP.com

For your high-tech & software acquisitions over the last three years, 
what have been the primary objectives?

Figure 10

Transformative 
acquisitions (e.g. 
buying in new IP)

 Shift to subscription 
model

Consolidation or scaling 
up to increase  

competitiveness

Expansion of a 
platform play

Opportunity to       
disrupt incubents  
using technology

Traditional buyout 
with a 4+ year exit 

timeline

Adding an acquired 
company/capability 

onto an existing 
portfolio firm

Traditional buyout 
with 2-4 year exit 

timeline

Expansion into 
new segments/

markets

Most Common Apply to >1 acquisition 

30%

74%

12%

48%

8%

66%

0%

22%

14%

60%

6%
18%

16%

58%

4% 4%

10%

58%

The popularity of software and technology deals has increased PE competition 
for these assets and raised valuations. PE firms have had to specialize and 
sharpen deal strategies and execution to bend the curve and justify high 

valuations. 
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PRODUCT DEVELOPMENT AND 
CUSTOMER ENGAGEMENT ARE 
CRUCIAL FOR GROWTH 

As firms build out platform companies through 

acquisitions, developing products to meet a shifting 

market while also keeping customers engaged remain 

key challenges.

The importance of customer engagement and retention 

is critical given PE’s penchant for backing subscription-

based software and technology providers, since high 

retention rates and customer engagement are necessary 

for a healthy subscription revenue business model.

“Companies must focus on product delivery across the 

entire product life cycle, from ideation to prioritization 

to development. That includes optimizing predictive 

maintenance and engineering teams, understanding 

customer needs, and prioritizing work in line with their 

consumer engagement strategy,” Amiot said.

The key challenges for growing a company after 

acquisition cited by PE respondents included changing 

and improving the product as market conditions shift 

(44%) and improving customer engagement and 

retention (32%). (Figure 11)

“We need to build the capabilities of existing portfolio 

companies. Rather than just concentrate on new 

acquisitions, this objective provides us a means for all 

round development,” a PE managing director said.

“One of the priorities for our software clients is to 

digitally engage with their customers, to ensure 

effective deployment, adoption and value delivery of 

their solution. These are all imperatives to ensure high 

retention rates,” said West Monroe’s Moogimane.

After acquiring a high-tech 
& software target, what have 
been the most challenging 

aspects of growing the 
company? 

Figure 11—PE respondents only

Changing and improving the product as market 
conditions shift

28% 16%

Improving customer engagement and retention

12% 20%

Packaging/pricing product(s) appropriately 
within the market

14% 12%

Expanding into new buyer segments

4% 20%

Scaling up the company’s main product(s)

12% 8%

Expanding into new product areas

10% 10%

Having the right management team in place for 
business growth

14% 4%

 Increasing profitability quickly

6% 10%

Rank 1        Rank 2   
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CHAPTER 3

Corporate buyers eye IP, 
new customers

Improving customer engagement and retention

Expanding into new buyer segments

Scaling up the company’s main product(s)

Expanding into new product areas

 Increasing profitability quickly



22 SIGNATURE RESEARCH | HIGH-TECH M&A DEFIES THE ODDS

WMP.com

High-tech & software is a bright spot for 

investors and corporate M&A. TMT has 

accounted for more deal value than any 

other industry, delivering more than a quarter 

(27.5%) of total global deal value through Q3 2020. 

The sector has undoubtedly remained an active one 

for corporate buyers, if not at quite the same level as     

PE firms.

CORPORATE BUYERS LAG IN 
TRANSITION TO SUBSCRIPTION

While a reasonable number of corporate buyers have 

moved to subscription models, half of the companies 

surveyed had less than 50% of their revenue coming 

from subscription. But only 36% of the respondents 

claimed that more than 75% of their revenue came 

from subscription. More than a quarter (26%) said that 

between 10%-25% of earnings came via subscription 

revenue. (Figure 12)

This stood in contrast to the PE mix, where a large 

proportion of portfolios consisted of technology 

assets with subscription models. This indicates that PE 

firms and their portfolio companies have been more 

aggressive about these shifts. It also suggests that 

corporate buyers are not as focused on rapid business 

transformation as PE firms, which are looking to propel 

growth over shorter hold periods.

“It can be difficult for large corporates to navigate 

the shift to subscription, considering their near-term 

financial results and investor expectations. By contrast, 

PE firms often have more latitude to absorb near-term 

revenue declines and cost increases,” Jain said.

What percentage of your 
organization’s revenue comes 

from subscriptions?

Between 10% and 25%

Figure 12—Corporate respondents only

Between 25% and 50%

Between 50-75%

More than 75%

36%

14%

24%

26%

*See Figure 9 for PE comparison
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CORPORATE BUYERS LOOKING 
FOR NEW IP AND CUSTOMERS

The survey revealed that corporate buyers were more 

interested in deals that offered new IP or new clients. 

Some 72% of corporate respondents said the main 

drivers for high-tech & software acquisitions over the 

past three years had been incorporating a specific 

functionality or IP into an organization (e.g., a bolt-on 

or tuck-in acquisition) to enable product differentiation, 

and 64% cited acquiring a new customer base.      

(Figure 13)

What were the primary 
objectives of your high-tech 

& software acquisitions in the 
last three years?

30% 72%

Incorporating a specific functionality/IP into your 
organization

6% 58%

Expansion into new segments/markets

6% 42%

Acquiring the management and personnel of the 
company 

18% 64%

Acquiring a new customer base

18% 46%

Allowing the company to function as a more-or-
less separate entity

18% 38%

Integrating the acquired firm fully into your organization

2% 36%

Shift to subscription model

2% 24%

Absorbing a competitor

Figure 13—Corporate respondents only

Thoughtful articulation of 
the value creation strategy 
and aligning the integration 
strategy to achieve those 
goals are critical. We often see 
misaligned metrics, cultural 
differences, or ineffective 
product integration strategies, 
which make achieving these 
goals challenging.”

DHAVAL MOOGIMANE 
Director in West Monroe’s high-tech & software 
practice

Most common All that apply



24 SIGNATURE RESEARCH | HIGH-TECH M&A DEFIES THE ODDS

WMP.com

Almost two-thirds (64%) said their most recent high-

tech & software acquisition paid off. The primary reason 

they said it worked is because the acquisition fit within 

their company’s broader strategic plans and portfolio 

of services or products. The second reason they said it 

worked is because they devoted significant resources to 

cultural integration. (Figure 14)

“We’ve always aimed at optimum integration levels. For 

driving internal changes and ensuring that the target 

company delivers results, this is the best solution,” a 

director of strategy said.

That leaves 36% of companies saying their most recent 

high-tech & software acquisition did not pay off. The top 

reason? Most didn’t have a formal way to measure the 

value created from the deal.  

“Thoughtful articulation of the value creation strategy 

and aligning the integration strategy to achieve those 

goals are critical. We often see misaligned metrics, 

cultural differences, or ineffective product integration 

strategies, which make achieving these goals 

challenging,” Moogimane said.

Did your acquisition pay off?

Figure 14—Corporate respondents only

YES 64% NO 36%

1 1

2 2

3 3

Staying true to our strategic 

intent/broader portfolio strategy

Devoting significant resources 

to cultural integration

Following a formal ‘value 

creation’ methodology

Installing a formal ‘value 

creation’ methodology

Improving due diligence 

processes

Improving target 

selection

Top three reasons 
why people 

responded this way
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CHAPTER 4

Due diligence satisfaction 
is high, but COVID-19 puts 
pressure on the process
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Dealmaking during the pandemic in the high-

tech & software space has been easier than 

in other sectors, given that there is greater 

ability to conduct due diligence remotely on 

technology assets than other industries where physical 

spaces need to be visited. That said, restrictions on 

travel and social interaction have added layers of 

complexity and made it more difficult for buyers, sellers, 

management teams, and advisers to meet and build 

relationships.

Despite this extra complexity, its impact did not appear 

to affect survey respondents, at least at the time of 

questioning. Most were satisfied with their due diligence 

across a variety of categories.

Buyers were most satisfied with the software and 

technology due diligence (81%) and cybersecurity 

due diligence (79%). They were less satisfied with 

commercial/market diligence, which polled only a 66% 

satisfaction rate. (Figure 15)

Overall, how satisfied has your organization been with the following 
types of due diligence in your recent high-tech & software M&A deals?

Figure 15

Operational due diligence

1% 24% 36% 39%

Cybersecurity due diligence

3% 18% 37% 42%

Commercial/market due diligence

20% 14% 26% 40%

Software/technology due diligence

2% 17% 20% 61%

Very dissatisfied        Somewhat dissatisfied         Somewhat satisfied        Very satisfied
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These responses reflect how some due diligence streams 

have been more straightforward under lockdown 

constraints than others. Operational and cybersecurity 

due diligence exercises have long been run remotely via 

the use of virtual data rooms. With a volatile economy, 

however, commercial and market due diligence has had 

to factor in uncertainty and caveat recommendations—

the macroeconomic climate makes it harder to assess 

risks and requires more robust scenario planning. This 

has made it trickier for clients to interpret diligence 

findings and build conviction around investment cases, 

which could account for the dip in satisfaction with the 

commercial due diligence stream.

It could also be the case that as commercial due 

diligence requires the sharing of sensitive financial and 

customer data with prospective bidders, vendors have 

been nervous about being entirely open with potential 

buyers who they have not been able to meet in person. 

Detailed bidder questions about commercially sensitive 

issues are also easier to work through in person, making 

it difficult for interested buyers to corroborate details 

and press vendors for details on downside risks.

“We came across challenges in verifying the information 

provided,” a managing director at a private equity firm 

said. “Considering the legal, regulatory, and IP threats, 

we wanted to ensure that all aspects had been checked. 

The target’s team was not transparent and forthcoming 

with information on taxes and financials over the past 

few years.”

CORPORATE BUYERS USE 
INTERNAL AND EXTERNAL   
TEAMS EQUALLY

In terms of the due diligence approaches adopted 

by respondents, there is a clear distinction between 

corporate buyers and private equity firm preferences.

Among corporate survey respondents, 34% said 

using internal teams was the approach they primarily 

employed during software/technology due diligence 

processes, and external consulting firms came in a close 

second with 32%. (Figure 16)

Keeping costs down was one of the main reasons cited 

by survey respondents for electing to use internal teams. 

Other reasons include leveraging the tech expertise 

within their corporate  R&D function and understanding 

the organizations’ overall portfolio strategy.  According 

to one director of corporate development & strategy: 

“We employ this approach because managing corporate 

team expenses is easier. We are able to monitor the 

costs and speed at which the due diligence process is 

being conducted.”

Dealmakers who have invested in operating partner 

networks and internal teams do not believe that 

technical expertise is diluted by relying on in-house 

resources. A head of M&A said: “Our internal teams 

are highly experienced and know the market activities.    

This supports our due diligence process well. We 

recognize problems and implement solutions in a cost-

effective manner.”
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What approaches do you most frequently employ during the high-tech 
& software due diligence process?

Figure 16 Figure 17

Rank 1 Rank 2

Corporate Private Equity

34% 22%

60% 14%

External consulting firm

32% 28%

Independent contractors

12% 22%

Operating partners

16% 24%

10% 12%

10% 20%

Internal teams/Corporate development

10% 22%

Part of post-close steps

8% 6%

8% 30%
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Internal teams also reduce the risks of conflicts of 

interest and can be more patient when working with 

counterparties. “We find that internal teams are patient 

as well as efficient when it comes to collaborating with 

various personnel at the target organization. There 

are limited conflicts because third parties are not 

involved from the initial stages,” a corporate strategy         

director said.

The distinction is much starker for private equity 

respondents: Only 10% of them said they primarily relied 

on internal teams, versus 60% who cited external firms. 

(Figure 17)

“Even though [an external consulting firm] may not 

be considered the most preferable or cost-effective 

solution, it provides us with apt feedback about the 

target company,” one managing director said. “Work is 

conducted in a more systematic manner because firms 

and consultants know the opportunities and threats. 

They know the due diligence process and the challenges 

that could emerge, so we depend on their expertise.” 

A second managing director added: “Technology is 

constantly advancing and we cannot keep track of this 

with just internal efforts.”

External support enables companies to manage 

workloads and ensure a bidder has sufficient resources 

available to conduct due diligence on potential targets 

within the time restrictions of sales processes.

“The amount of information that needs to be processed 

and verified is higher when it comes to software due 

diligence. The workload cannot be handled unless 

external teams are involved,” a director of finance said.

Consultants having experience working across multiple 

deals was another benefit cited by respondents. The 

high volume of deals consultants work on, relative to 

the number of deals done by corporate buyers and 

PE firms, means they are more adept at navigating 

auction processes and pulling together various due         

diligence streams.

A head of strategy said: “External consulting firms have 

streamlined procedures. They have tried and tested 

means to conduct the due diligence process. They do 

not require management teams to interfere in any way 

and their work is much faster in comparison to others.”

The amount of information 
that needs to be processed 
and verified is higher when 
it comes to software due 
diligence. The workload cannot 
be handled unless external 
teams are involved.

PRIVATE EQUITY RESPONDENT  
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TIME AND VALUATION ARE KEY 
STUMBLING BLOCKS

COVID-19-induced uncertainty has made it more difficult 

to conduct due diligence and form a view on businesses’ 

long-term viability and growth prospects. This has 

made investors cautious about paying full multiples for 

assets. Sellers, meanwhile, who less than a year ago were 

commanding attractive prices, are reluctant to part with 

prized assets at lower prices than were recently available 

to them. Unless businesses are in deep distress and in 

desperate need of cash, current owners may look to hold 

assets until they can achieve the multiples they desired.

An increase in distress will see more companies change 

hands, but so far this year valuation gaps have led to 

an increased volume of broken deals. According to 

S&P, there were more than $100 billion worth of deals 

terminated through June 2020, though terminations 

have subsided since the end of Q2.

Respondents cited time, valuation, and expertise as the 

key challenges and areas for improvement in diligence. 

The survey showed that the major hurdles in the due 

diligence process included aligning on valuation (38% 

say this is one of the top-two challenges), verifying/

vetting the information provided in the process (35%), 

and evaluating the technology leadership team (27%). 

(Figure 18)

Verifying information and evaluating leadership are 

both essential to realizing an investment thesis after 

the deal is done but have proven difficult in software 

transactions. Restrictions on in-person meetings during 

the pandemic have certainly played a role, but the 

short amount of time to evaluate technology leadership 

coupled with the level of competition means buyers 

must often settle with what they’re given—if a seller 

doesn’t want an overly intrusive diligence process, they 

have plenty of other suitors to choose from.

In your most recent high-tech 
& software deal, what were 

the biggest challenges in the 
due diligence process?

Figure 18

Aligning on valuation

27% 11%

Verifying/vetting the information provided in the process

16% 19%

Evaluating the technology leadership team

16% 11%

Evaluating the company’s operations

12% 12%

Evaluating the company’s technology

10% 11%

Obtaining all the necessary information from the target

4% 16%

Finding the right people to speak with at the target

9% 9%

Completing the process in a timely manner/compression 
of the deal cycle

6% 11%

Rank 1        Rank 2   
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“In the most recent deal, we found it challenging to 

evaluate the leadership team’s capability. Since we need 

to determine whether the same team should be retained 

or whether we need a few changes, it was important 

that we consider all possibilities. It increased the time 

taken for completion,” a PE firm managing partner said.

With this in mind, the areas for improvement flagged in 

the survey included the need for more time to be spent 

on the process (52%) and the involvement of better-

qualified people (41%). (Figure 19)

ASSESSING EXECUTION AGAINST 
PRODUCT STRATEGY IS A KEY 
CHALLENGE

Restrictions on personal interaction have proven 

challenging when it comes to assessing softer factors 

such as culture and interaction between a target’s teams, 

as well as the technical and commercial knowledge 

of key people in the business. Aside from interaction 

restrictions, condensed diligence timeframes have been 

contributing to this issue for some time now and will 

continue to as volume of deals stays high.

When assessing a target’s operational and personnel 

issues, top concerns included the ability to meet product 

road map goals: 44% cited this as one of their top 

three. That’s because meeting product road map goals 

translates to value creation—if an acquired company 

cannot deliver its product on time and meet customer 

expectations, it can lose out on revenue and market 

share. And with the heightened level of competition in 

this sector, sellers are known to put forth aggressive 

timelines and product road maps that attract high 

prices. (Figure 20) 

This is another reason that leadership teams are so 

important. If buyers are focused on evaluating the 

target’s leadership teams and their ability to execute 

on the product road map, buyers are not just interested 

in their technical ability—in fact, the top trait they are 

looking for is financial and business acumen. 

In your most recent high-tech 
& software deal, what do you 
think could have been done 
better in the due diligence 

process?

Figure 19

More time spent on the process

24%
Involvement of better-qualified 

people in the process

16%

Finding the right people to speak with at 
the target company

29%
Better verification/vetting of 

information provided in the process

24%

Better preparation

7%
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Level of existing 
technical debt

22%

Ability to meet their 
product road map 

goals

19%

Financial and   
business skills

26%

Top diligence priorities for high-tech & software targets

Operations

Management Team

Technology

Figure 21

Figure 22

Figure 20

Tenancy issues

17%

Quality of 
interaction 

between product 
management 

and engineering 
teams

9%

Entrepreneurial   
mindset

12%

Cybersecurity risk 
remediation

17%

Speed to market 
for team/software 

development 
processes

7%

Company founder 
is on team

9%

Scalability

18%

Integration or 
consolidation of 

acquisition teams/
processes and 

focus on innovation

16%

Culture/    
compatibility

21%

Issues involving 
migration to the 

cloud

8%

Balancing of 
technical debt 
remediation 
and product 
development

7%

Broad sector 
experience

5%

Consolidation 
of acquisition 

platforms

18%

Quality of 
software 

development 
processes

17%

Technical 
knowledge/ 

abilities

22%
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CHAPTER 5

Post-close integration 
of tech raises unique 
obstacles 
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Integration following a merger or acquisition is 

challenging, and doing so in the high-tech & software 

space brings incremental product and cultural 

challenges. Realizing value requires clear alignment 

on the thesis, management focus, and planned 

execution. Meshing together legacy systems is onerous. 

Platforms can be incompatible and cultural differences 

can emerge when risk-averse and process-driven 

corporate buyers acquire young, fast-moving start-ups 

with higher risk appetites. Survey respondents raised all 

of these issues when asked about integrating purchases.

Some 60% of respondents had discovered a 

cybersecurity problem at an acquired company post-

deal. This was surprising, considering the previous 

section included a finding showing that 79% were 

satisfied with due diligence. This could indicate that 

organizational and cultural attitudes to cybersecurity 

risk were overlooked in due diligence exercises. For 

more recent transactions, it might also reflect the 

added cyber challenges posed by the COVID-19 crisis.                

(Figure 23)

Has your organization ever 
discovered a cybersecurity 

problem at an acquired high-
tech & software company after 

the deal was done?

Figure 23

NO 40%

YES 60%
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“Post-transaction, buyers should translate the key 

elements of their deal thesis into specific operating 

plans to make sure the management team is focused. 

Designing an integration process that focuses on 

executing these priorities is critical: We often see large 

integration programs that result in the management 

teams losing sight of the big picture because they’re too 

engrossed in the details,” said Moogimane.

When asked about the time allocated for post-merger 

integration, respondents also offered interesting insights. 

More than a fifth of respondents said integration lasts 

for less than six months, with 23% allowing between 

one and two years. More than half of respondents (56%) 

allow only between 7 and 12 months. (Figure 24)

This raises questions about buyers’ expectations and 

whether integration timetables are realistic. With many 

buyers pursuing deals to keep pace with technology 

developments, it could be the case that expectations 

are for swift integration without recognition of the 

complexities in the rush to add growth.

“We can no longer rely on organic growth, especially 

when tech usage is increasing at such a fast pace,” one 

CFO said.

CHOOSING THE APPROPRIATE 
LEVEL OF INTEGRATION

The case can be made that buyers could benefit 

from balancing out technical and cultural factors and 

accepting that effective integration takes time. Equally, 

organizational due diligence—assessing how teams, 

leadership, and culture can combine—could be included 

as a key stream of pre-deal diligence. That would 

provide an early-stage road map on the priority areas 

that will best support integration.

“Software integrations can face particular challenges 

because one ‘product’ may not be fully compatible with 

a newly acquired asset. Both codes may have to be 

rewritten wholesale to be integrated, or a new special 

In your most recent high-tech & software deal, how long did the     
post-close integration take?

Figure 24

1-2  years7-12 months6 months or less

21% 56% 23%
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API may need to be developed,” said Katherine Swintek, 

a senior manager in West Monroe’s M&A practice. “In 

M&A involving other product types, you don’t have to 

completely rethink the product from the ground up or 

build complicated structures to make them compatible 

for integration.” 

Interestingly, some corporate buyers and PE firms, 

perhaps recognizing the challenges of integration, have 

opted to keep acquisitions as standalone businesses. 

When asked about the most challenging aspects of 

post-deal assimilation, 27% cited deciding on the level 

of integration and whether to leave a company as a 

standalone business. Integrating product platforms 

(24%) and consistent product user interface experience 

(22%) scored similarly highly. (Figure 25)

A director of corporate strategy said: “We did not want 

to integrate the operations completely, because this is 

often not a requirement unless synergies are identified. 

We looked to acquire a better market share and 

completing high-tech transactions was the optimum way 

to absorb the competition as well.”

What was the most challenging aspect of integration of your most 
recent high-tech & software deal?

Deciding on the level of integration/leave as standalone business

27%

Integrating product platforms

24%

Consistent product user interface experience

22%

Customer service/support (sales, technical, etc.)

16%

Addressing technical debt

8%

Organization consolidation and retention

3%

Figure 25
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SPOTLIGHT ON HIGH-TECH & SOFTWARE 
INDUSTRY CHALLENGES

Although technology companies have transitioned 

more easily to working from home, work schedules 

have been disrupted by lockdowns, making it more 

difficult to release new features and upgrades in line 

with pre-crisis timetables. Google, for example, put 

upgrades of its Chrome browser and Chrome OS 

operating system on hold when the San Francisco Bay 

Area locked down. With the risk of recurrent waves 

of infection still a possibility, the delivery of updates 

and new features for several tech platforms could face 

further disruptions.

Lockdowns have also made it difficult to differentiate, 

with consumers and businesses hawking a myriad of 

tech options in a competitive market. Companies must 

deliver fast, reliable services to win market share and 

have a clear view of their customers’ needs.

“Getting rid of latency issues and providing solutions 

with higher standards should be the focus of software companies. There is greater competition, so companies should 

analyze client expectations well before planning and development,” said a corporate development executive.

To address issues around latency, technology companies should also dedicate more resources toward delivering on 

their road map priorities, releasing new capabilities and, more than ever, continue to foster innovation in an increasingly 

competitive market. 

One surprising finding is that hiring and retaining talent didn’t rank higher on the list of challenges. This could be a result 

of COVID-19 uncertainty making it more difficult for companies to headhunt and for employees to change jobs. Over the 

medium to long term, however, opportunities to hire could emerge.

“There will be more suitable talent available, since the job markets have changed. Given financial pressures, companies 

have let go of talented staff. Companies looking to hire niche talent will have a better choice, with chances of success 

being higher,” one CFO said.

COVID-19 didn’t rank as high on the list as expected either, adding further weight to the view that technology hasn’t 

been as adversely impacted as other industries.

Getting rid of latency issues 
and providing solutions with 
higher standards should be the 
focus of software companies. 
There is greater competition, 
so companies should analyze 
client expectations well before 
planning and development. 

CORPORATE RESPONDENT
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Figure 26

Which of the following will, in your opinion, pose the greatest challenges 
to high-tech & software companies over the next 12 months?

Delivering features/capabilities in a timely manner to meet market needs

25% 10% 6%

Hiring and retaining talented staff

2% 5% 2%

Adapting to stricter regulation

2% 9% 9%

Efficiently shifting to a subscription model

8% 5% 8%

Macroeconomic and geopolitical risks

3% 8% 11%

Erosion of public trust in technology companies

9% 4% 10%

Keeping up with the pace of innovation

10% 6% 12%

Competitive pricing pressures

6% 16% 10%

Economic impact of COVID-19

3% 16% 13%

Cyber risk and data privacy-related concerns

9% 16% 9%

Ability to provide meaningful differentiation in the market

23% 5% 10%

Rank 1        Rank 2        Rank 3

The greatest challenge facing high-tech & software companies heading into 2021, according to our respondents, is 

delivering new features and capabilities in a timely manner to meet market needs (chosen by 41% of respondents). The 

ability to provide meaningful differentiation in the market was next, cited by 38%. (Figure 26)
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The pandemic has disrupted capital 

markets and M&A, but in the face 

of these headwinds, corporate and 

private equity buyers of high-tech 

& software assets adapted their processes 

and continued to pursue deals. Reality has 

changed: An already competitive sector will 

only increase in competition. As all sectors of 

the economy seek technology and software to 

enable their businesses in the post-pandemic 

environment, valuations will rise and the race 

to grab market share will drive M&A activity. 

Successful dealmaking against this backdrop 

requires an even more rigorous approach to 

due diligence, deal execution, and post-deal 

integration. Here are practices we recommend               

dealmakers consider: 

Increase diligence focus on validating value 
creation opportunities

As buyers evaluate targets with intense 

competition, it becomes even more important 

to view the deals through the lens of the 

transformations that can be driven—evaluating 

the future, not the past. What the target has 

accomplished so far means far less than their 

ability to execute on new elements quickly. How 

long is the list? How realistic is it to execute on 

the list within the timeframe for integration and 

value creation?  

Don’t miss the precious post-close moment to 
prioritize your value creation plan  

With compressed deal timeframes and limited 

access, you likely will not get the proper amount 

of time during the diligence process to fully flesh 

out your post-close value creation plan. There is 

a critical point in time right after the close where 

buyers need to go deeper into certain areas—

namely product, market, and technology. This is 

what private equity clients in particular should 

expect from their advisers: A list of post-close 

activities prioritized by business value with the 

full understanding of the technology and what it 

will take to scale, integrate, or evolve it to meet 

the investment thesis. 

Leverage subscription models and customer 
engagement 

Subscription-based revenue models are 

prevalent for private-equity-backed firms and 

their corporate counterparts are headed in 

that direction—but there is room to grow for 

both groups. Growing a successful subscription 

business requires a laser focus on the customer 

to maintain high retention rates.  

Align product and platform strategy to growth 

Companies must build a product and platform 

strategy on sure ground and not lose sight of 

the big picture. Inherent to this is delivering 

on road map priorities, reflecting on portfolio 

rationalization, and committing meaningful 

resources toward product innovation in this 

competitive market. 

Pay attention to culture

Integration planning across all aspects of a 

business is crucial for the success of any deal, 

and buyers must allocate sufficient time and 

resources to integrate successfully. This is true of 

technical and financial factors, but also of more 

nebulous cultural aspects, and the latter should 

not be overlooked. Thoughtfulness and planning 

around soft factors do create value.

CONCLUSION
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CONCLUSION
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Private equity 
– Under $5B in 
AUM

Private equity 
– Over $5B in 
AUM

Corporates

50%

25%

25%

$250M to $500M 

$500M to $1B

$1B to $3B

$3B or more 

24%

12%

28%

36%

In Q3 2020, Mergermarket surveyed 100 executives via phone to understand 
the appetite, strategy, diligence, and post-close processes for buyers of 
high-tech & software companies. All executives were based in the United 
States and divided among 50 private equity firms and 50 corporate/
strategic buyers. Private equity respondents were qualified to take the 
survey if they had acquired or sold three or more high-tech & software 
companies over the last three years. Corporate respondents were qualified 
to take the survey if they had acquired or sold at least one high-tech 
& software-company over the last three years. The survey included a 
combination of qualitative and quantitative questions, and all responses are 
anonymized and presented in aggregate.

Respondents by type Respondents by size 

METHODOLOGY & RESPONDENT PROFILE

Figure 27 Figure 28—Corporate respondents only
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Between 10% and 25%

Between 25% and 50%

Between 50% and 75%

More than 75%

14%

48%
22%

16%

What percentage of your 
portfolio companies operate 
primarily in the high-tech & 

software? 

What type of solutions do your 
three most recently acquired/sold 

software companies provide? 

Cloud app and 
infra software 50%

E-commerce14%

 Cybersecurity 21%

Machine learning/AI14%

IoT 16%

 Business intelligence and analytics21%

 Content authoring/delivery management12%

HCM/HR/payroll5%

ERP/Quote-to-cash20%

CRM20%

Processing17%

Supply chain management9%

Collaboration4%

Figure 29—PE respondents only

Figure 30
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ABOUT WEST MONROE

West Monroe is a national consulting firm that was born in technology but built for business—partnering with companies 

in transformative industries to deliver real, measurable results. Technology is who we are, it is not something we bolted on 

overnight, and we believe it is one of the greatest enablers of business value. That’s why we work in diverse, multidisciplinary 

teams that blend industry expertise with deep operational and technology capabilities to create quantifiable, financial value 

for our clients. Our 1,500 employees based in eight offices across the United States also own 100% of our business, so when 

you partner with us you know we are committed—because your success is our success. Our undeniably different approach 

breeds undeniable results. 

Visit WMP.com to learn more.

WANT TO STAY IN TOUCH?

FACEBOOK.COM/WESTMONROE

TWITTER.COM/WESTMONROE

LINKEDIN.COM/COMPANY/WESTMONROE

INSTAGRAM.COM/WEAREWESTMONROE

YOUTUBE.COM/USER/WMPGOWEST
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