SIGNALS

2026 Tech M&A - Q1 Update

NAVANT




NAVANT

GROWTH & EXIT

Introduction

Welcome to Signals, a briefing on technology company growth
and M&A. Our purpose is to provide insights into the M&A
landscape that are useful to entrepreneurs operating in the
<$100M enterprise value segment, often called the lower middle-
market. We want to inform and connect with business leaders
through guidance that aids their growth, corporate development
and shareholder value decisions.

Signals covers various aspects of the tech M&A landscape. In this
briefing, we report on M&A trends for technology companies and
provide special insight into Intelligent Automation, HCM, FinTech
and WorkTech. This report includes our insights gained from our
transaction experience working closely with operating executives
and dealmakers to complete successful transactions.
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Technology Market - What's Ahead?

Massive Transformation Opportunity Creates a K-Shaped Valuation Landscape

We have entered a period of the most impactful technology transformation since we learned to harness the power of
the atom. Of course we’re speaking of Artificial Intelligence, with a transformational impact across all technology
domains, business types and across society generally.

For tech companies, it is also the greatest opportunity for shareholder wealth creation. Digital Transformation has
morphed into Intelligent Automation, powered by Artificial Intelligence, As this transformation takes hold, two

factors, Al enablement and specialized expertise will be more important to shareholder wealth creation than any other
strategy elements.

Valuation Landscape

Consequently, the tech valuation landscape will take on the characteristics of a K-shaped economy
with clear separation between the haves and have nots - between the well positioned Al-first

winners experiencing top-tier growth and wealth creation and the Al stragglers that will struggle with Paocty Aligned
slow growth, slow adoption by users, lower margins and deteriorating valuations.

Well-Aligned

New business models will emerge as this transformation progresses. Outcome-based models are possible for software
providers. Agentic Al agents that plan, decide, and act will create a SaaS business-model reset as the “SaaS apocalypse*
narrative suggests because the software now runs the business process, not the user. The consensus is that while the

"apocalypse" narrative is extreme, the industry is experiencing a profound shift away from seat-based SaaS subscriptions
toward automated, outcome-based value models.




Intelligent Automation Expert’'s Forecast

Transformation across all technology domains, all segments and all verticals

Intelligent Automation Sector Themes Over the Next 24 Months. Digital Transformation has morphed into Intelligent
Automation powered by Artificial Intelligence. It is delivering a transformational impact across all technology domains, all
segments and all verticals. Over the next two years, technology sectors and markets are likely to be disrupted dramatically
but won’t be disrupted evenly. The players will be re-ranked. The gap between winners and losers will widen quickly. This
won’t be a slow transition. The stakeholders - investors, buyers, sellers and employees will feel it almost immediately. The
leaders will look obvious in hindsight, but uncomfortable to bet on early. The real winners will be the platforms that own
data, act autonomously, and solve vertical-specific problems, not the ones that employ Al tactically or as a sidecar.

Acquisition Themes

Revenue Model Themes
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Al enablement + vertical expertise dominate valuations
Datarichness is more important than feature richness
IA solutions able to act autonomously

IA solutions that solve vertical-specific problems
Mid-tier vendors get squeezed

A

hon =

Seat-based pricing gives way to outcome-based models
Buy vs. build decisions accelerate

Al enables new revenue streams

Intelligence for sale at the core of new business models
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HCM Industry Expert’'s Forecast

Forecast. HCM technology (HR, Payroll, Talent, Benefits) moves from systems of record to systems of decision and action. Al
stops being a tool and even a “copilot” and starts directly shaping workforce outcomes. Expect premium valuations for data
ownership and compliance expertise and compressed valuations for generic HCM tools

Key impacts

Al-native workflow automation: Manager disintermediation: Al Predictive workforce intelligence:
Payroll exception handling, handles scheduling, coaching Attrition risk, skills gaps, wage
compliance monitoring, onboarding, prompts, performance feedback compression, overtime exposure,
benefits enrollment, and drafts, and compensation scenarios and compliance risk are flagged
performance management become reducing managerial overhead. before they become problems.
largely automated.
Well Aligned Winners Poorly Aligned Losers
1. Verticalized HCM platforms (healthcare, hospitality, 1. Horizontal HCM suites with incomplete data models
construction, education, public sector) 2. Feature-based point solutions
2. Vendorsthat own or deeply control payroll + time + 3. Vendors selling “Al features” without measurable
compliance data outcome improvement
3. Providers embedding Al directly into core workflows




Fintech Industry Expert’'s Forecast

Forecast. FinTech shifts from transaction facilitation to autonomous financial operations. Al increasingly acts on behalf of
businesses and consumers. Investment flows toward firms that reduce finance headcount, reduce risk and improve

compliance. Margin pressure increases on commoditized payments and lending.

Key impacts
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Autonomous finance: Cash Embedded finance accelerates:
management, bill pay, forecasting, Financial services disappear into
collections, fraud prevention, and vertical software and operational
reconciliation run with minimal workflows.

human intervention.

Compliance-as-code: Al monitors
regulations, audits activity
continuously, and generates
reporting automatically.

Well Alighed Winners Poorly Aligned Losers

1. Vertical FinTech embedded in industry-specific platforms

estate)

Providers with proprietary transaction + behavioral data

3. Platforms that shift from “insight” to “execution” (more
than a dashboard)

I

1. Pure-play neobanks without differentiated data
(ie: SMB accounting, healthcare billing, logistics, real 2. Standalone payments, lending and expense tools
3. Tools dependent on human review loops
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WorkTech Industry Expert’'s Forecast

Forecast. Work technology (Productivity, Collaboration, Decision Support, Operations), relied upon by executives, managers and
employees to run the company becomes worker replacement technology for discrete tasks, without eliminating entire roles - yet.
Valuations shift from “per-seat” to “per-output” pricing. Revenue growth becomes tied to efficiency gains, not user count growth.

Key impacts

Task-level automation: Scheduling, Outcome-based tools: Buyers Knowledge compression: Al

documentation, reporting, QA,
customer support triage, and
internal ops increasingly handled
end-to-end by Al

care less about usage and more
about cycle time reduction,
error reduction, and throughput.

captures tribal knowledge and
operational playbooks, reducing
dependence on senior staff.

Well Alighed Winners

Poorly Aligned Losers

1. Platforms embedded in daily workflows (email, 1.

messaging, ERP, CRM)

Generic productivity tools
2. Standalone collaboration apps

2. Toolstied to operational outcomes, not collaboration 3. Knowledge tools without execution authority

3. Vertical work platforms (legal ops, healthcare ops, field

services)
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Deal Corner - Acquisition Priorities

Al enablement and specialized market expertise are priorities for acquirers. Early traction for innovative,
outcome-based business models will become buyer themes as this transformation progresses because software,
not users will do more of the operational decision making than ever before.

Immediate Priorities

Specialization: Strategic Extension: Vertical Consolidation: Outcome-Driven Targets:

Platforms that own data, Large incumbents will Acquirers will focus on Companies that show

act autonomously, and acquire capabilities they vertical expertise + data measurable operational or

solve vertical-specific can’t build quickly - ownership rather than financial improvement

problems. prioritizing Al modules horizontal features - through use of embedded
that improve automation especially in regulated Al either in their own
outcomes. and compliance operations or in customer

workflows. operations.

Example Positioning Statement of a Well-Aligned Seller

This is an opportunity to acquire a company with a solution that is strategically embedded in customer operations
with proprietary data, deep vertical expertise, and Al-native workflows that are difficult to replicate organically. This
acquisition accelerates time-to-market for intelligent automation, strengthens customer LTV, and secures long-term
control of critical operational decision-making layers — the foundation for an impacts-based revenue model.




Intelligent automation, encompassing
technologies like robotic process automation
(RPA), machine learning, natural language
processing, and intelligent document
processing, is reshaping industries by
eliminating manual tasks, increasing
efficiency, and enabling smarter decision-
making. As demand grows for end-to-end
automation solutions, the M&A market is
heating up, with acquirers targeting firms that
offer niche capabilities, scalable platforms,
or deep domain expertise to strengthen their
competitive edge. This trend is particularly
evident in sectors like financial services,
healthcare, recruiting, marketing, and
logistics, where automation delivers rapid
ROI and competitive differentiation.

Intelligent Automation Deal Corner

Target Acquirer Deal Value Date

. — '\ AUTOMATION
A | S - R A ABANY\Q;HFRE

Automation Anywhere acquires workflow automation firm Aisera in an effort to accelerate its Al
strategy and strengthen its position in the emerging agentic automation market. The deal comes amid
stiffening competition from traditional robotic process automation rivals and the massive agentic Al
investments being made by companies like Microsoft, Salesforce, ServiceNow, and Workday.

$300 million  Nov 2025

Acquirer Deal Value Date

)%BigBear.ui

BigBear.ai acquired Ask Sage, a cutting-edge and fast-growing Generative Al platform for secure
distribution of Al models and agentic Al capabilities, built specifically for defense and national security
agencies and other highly-regulated sectors.

$250 million  Nov 2025

Target Deal Value Date

- Datagrid.

Acquirer

PROCORE nN/A Jan 2026

Construction software giant Procore acquired Datagrid, a provider of no-code Al-based workflow
process automation software. By integrating Datagradi’'s Al and deep search capabilities, Procore
endeavors to bridge gaps between siloed construction data.
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Intelligent Automation Deal Corner

Valuation Landscape

)%»BigBeqr.ui acquired

Enterprise Value: $250 million

Well Aligned

EV/Revenue Multiple: 10.0x

Poorly Aligned

government and defense applications

Alignment: Agentic Al and workflow automation for/

4 )

/'\ AUTOMATION , . —
XANYWHFBE acqured A 1 S = R A

Enterprise Value: $300 million (down round at
~50% of prior valuation)

EV/Revenue Multiple: 6.0x

\Alignment: Workflow automation software /

Aligned with Transformation I
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The trend of consolidation across areas like
accounting, tax, HR, payroll, and compliance
is reshaping the way organizations manage
their core operational functions. By
consolidating these offerings into a unified
platform, organizations can achieve greater
operational efficiency, reduce redundancies,
and improve data visibility across
departments. This trend is also driven by the
growing demand for integrated solutions that
can provide real-time insights and better
decision-making capabilities in an
increasingly complex regulatory and business
environment. The consolidation of these
functions allows firms to navigate compliance
challenges more effectively and scale
operations with greater agility.

HCM Deal Corner

Target Acquirer Deal Value Date

A SiensureHR N/A Jan 2026

Vensure, an HR management software consolidator, acquired recruitment automation platform
Distro, for its Al-powered candidate screening, job posting, resume scoring, and scheduling
capabilities.

Deal Value Date
Jan 2026

Target Acquirer

N N/A
SWebalo .. ’

GROUP
EAM platform Prometheus Group picks up Webalo, adding connected worker technology to its asset
management and automation suite. With the deal, Prometheus is aiming to digitize frontline processes,
link operational data to enterprise systems, and enhance visibility into performance, compliance and risk.

Deal Value Date
$900 million Sep 2025

Target Acquirer

SADA

SAP AG paid over $900 million for Al-powered talent acquisition SaaS SmartRecruiters in a bid to
bolster its talent acquisition offerings with a more robust applicant tracking system and candidate
relationship management tool. SmartRecruiters’ Al-driven recruiting capabilities bolster SAP’s
investments in artificial intelligence.

SmartRecruiters
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HCM Deal Corner

Valuation Landscape

Well Aligned

Poorly Aligned

-

PAYCHEX

HR | Payroll | Benefits | Insurance

Enterprise Value: $4.1 billion

EV/Revenue Multiple: 5.9x

Alignment: Al-based HR and payroll management Saa
for SMB

g
acquired Paycor

~

S

/

-

A\ ACRISURE’

acquired

Enterprise Value: $1.1 billion

Heartland

EV/Revenue Multiple: 0.5x (estimated)

Alignment: Payroll processing and HR management
\software

~

—

Aligned with Transformation

—
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Smart financial planning & analysis (FP&A)
refers to the digitalization and automation of
financial processes which is transforming how
companies manage budgeting, forecasting and
strategic decision-making. By leveraging
technologies like Al, Robotic Process
Automation, and advanced analytics, smart
FP&A enhances the accuracy, speed and
scalability of financial insights. As smart FP&A
reshapes the financial planning landscape,
larger technology firms, in particular ERP,
business intelligence, and even payment firms,
will seek to acquire firms providing scalable
solutions capable of transforming complex
financial processes. FP&A outsourcing services
are also expected to grow in demand, as
smaller businesses seek financial expertise on
a fractional basis.
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Smart FinTech Deal Corner

Target Acquirer Deal Value Date

L/ Thriday tyro

Tyro’s acquisition of Thriday is designed to broaden its value proposition beyond core payments and
banking services by incorporating an Al-powered financial management platform targeted at SMEs
that features invoicing, expense management, budgeting, and accounting capabilities.

Dec 2025

Target Deal Value Date

'. I Wiselayer

Acquirer

Y BLACKLINE N/A Dec 2025

BlackLine’s acquisition of WiseLayer is aimed at accelerating its strategy to embed advanced Al-
powered agents into its financial operations platform, enabling automation of complex, judgment-
based accounting tasks such as accruals and payroll while boosting accuracy and efficiency.

Target Acquirer Deal Value Date

melio

Xero acquired AR/AP automation platform Melio in the largest deal in its history in order to expand
sales in North America and challenge the dominance of QuickBooks in the region. This strategic move
also bolsters Xero’s Al and automation roadmap by combining rich financial data with advanced
workflows to drive smarter insights and automation across accounting, payments, and other financial
processes.

$2.5 billion  Oct 2025
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Smart Fintech Deal Corner

Valuation Landscape

Well Aligned

Poorly Aligned

/ Xero

Enterprise Value: $2.5 Billion

melio

acquired

EV/Revenue Multiple: 16.4x

Alignment: Accounts receivable and Accounts payable
\process automation software

~

-~

acquired

Corpay”

Enterprise Value: $1.8 Billion

EV/Revenue Multiple: 4.0x

\Alignment: Accounts payable software

~

#4 avidxchange

| /

Aligned with Transformation

—
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r% WorkTech Deal Corner

The growing demand for verticalized
workforce management solutions reflects the
increasing complexity and specialization
across industries such as construction,
healthcare, manufacturing, among others.
These industries face unique challenges,
such as compliance with industry-specific
regulations, managing diverse skill sets or
optimizing resource allocation, and generic
workforce management systems are often
insufficient. Verticalized solutions can be
tailored to the distinct needs of each industry.
For example, solutions targeting freelancers
enable more efficient onboarding and
compliance checks, while healthcare
facilities must manage complex shift patterns
and credentialing for medical staff.

Target Deal Value Date

@M). ‘!'#‘#T VALSOFT N/A

Valsoft, an investment holding company for vertical market software businesses, added PenguinData
to its portfolio of workforce management tools, with a specific emphasis on telecom, fiber, and utility
contractors. Software provides features for business intelligence, corporate accounting, HCM, and
quality assurance.

Acquirer

Jan 2026

Target Acquirer Deal Value Date

@ CareRev @ IntelyCare  NA

Intelycare, a healthcare staffing services firm, acquired CareRev, a healthcare workforce management
software company with features for scheduling, predictive analytics, AI-driven shift management, staff
engagement, real-time rate recommendations, automated insights, and reporting.

Jan 2025

Target Acquirer Deal Value Date
Z polypoint MAIN N/A Dec 2025
peRauEE e e CAPITAL PARTNERS

Main Capital Partners, acquired a majority stake in POLYPOINT AG, a Swiss provider of workforce
management and resource planning software for healthcare organizations. The investment was made to
accelerate POLYPOINT's shift to a cloud-based, Al-driven platform, embedding advanced analytics and
automation to improve workforce optimization while supporting international expansion.
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A
o WorkTech Deal Corner

Valuation Landscape /doceboﬂ

365

acquired TALEMTS

Well Aligned

Enterprise Value: $54.6 million
EV/Revenue Multiple: 6.1x

Poorly Aligned
Alignment: Al-powered skills and talent intelligence

\software for businesses globally /

AMmadeus Fire acquired ' Masteman.com

Enterprise Value: $23.6 million
EV/Revenue Multiple: 1.52x
Alignment: Workforce e-learning management software

N /

|
Aligned with Transformation I

Valuation




M&A activity in the compliance software sector is
being driven by the rapid maturation of Al-powered
automation and predictive governance capabilities.
From private equity sponsors to strategic acquirers in
ERP, GRC, HRTech, buyers are prioritizing platforms
that embed machine learning, natural language
processing, and real-time risk scoring to reduce
manual compliance burden and improve accuracy.
With regulatory complexity rising across data privacy,
workforce compliance, financial reporting, and
industry-specific mandates, acquirers are placing a
premium on platforms that not only monitor risk but
predict and remediate it autonomously. Al-enabled
compliance solutions that automate evidence
collection, generate controls documentation, and
translate evolving regulatory text into actionable
workflows are commanding premium valuations
relative to legacy, rule-based systems.
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Compliance WorkTech Deal Corner

Target Acquirer Deal Value Date
e SHNRARD @ Wolters Kluwer $37 million  Jan 2026

Wolters Kluwer, a corporate performance & ESG management software provider, acquired GRC
Platform StandardFusion, in order to create a single all-encompassing platform for audit and GRC
through a combination of deep assurance expertise and automated compliance management.

Target Deal Value Date

SradRISK

Connecting for a brighter tomorrow

Acquirer

. Diligent N/A

Diligent’s acquisition of 3rdRisk strengthens its GRC suite by embedding Al-native third-party risk
management capabilities, enabling automated vendor profiling, assessments, and real-time risk insights
that address one of the fastest-growing segments of risk and compliance.

Jan 2026

Date
Jan 2026

Deal Value
$130 million

Acquirer
I3 Fireblocks

Fireblocks’ acquisition of Tres Finance strengthens its institutional digital-asset infrastructure by
adding automated accounting, reconciliation, financial reporting, and compliance capabilities to its
secure custody and transfer platform, enabling clients to manage both operations and back-office
requirements seamlessly.




Valuation

Compliance WorkTech Deal Corner

Valuation Landscape

Well Aligned

Poorly Aligned

-

acquired

Enterprise Value: $260 million

EV/Revenue Multiple: 6.5x

Alignment: Workflow automation and compliance
\software for the government sector

Nneuimao GovOsY

~

-

—J

Enterprise Value: $91.6 mil

\sofuNare for the public sector

() |
SIKrl s € Formpipe.

EV/Revenue Multiple: 3.3x

Alignment: Document management and compliance

~

lion

Aligned with Transformation

—
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Founders Corner

Vensure HR acquires Mosaic HCM and Evolve HCM Adding UKG WFM Solutions

Navant clients, Mosaic HCM and its cannabis focused affiliate, Evolve HCM, both leading HCM providers,
have been acquired by Vensure Employer Solutions. Mosaic’s WorkforceOne SaaS platform provides
enterprise class workforce management to mid-size to large employers. Mosaic, a long standing, leading
brand is an original Kronos, now UKG partner. Vensure is a leading provider of HR services and technology for
small and mid-sized businesses serving over 526,000 WSE’s processing over $18B in payroll annually. The
acquisition strengthens Vensure’s services portfolio for the mid-enterprise market with a UKG Ready solution.
Navant was the exclusive M&A advisor to Mosaic and Evolve.
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iVensu reHR

HAS ACQUIRED
zss MOSAIC
&
&= EVOLVE HCM

Buyer Deal Themes Seller Valuation Drivers
1. Strong back-office solution for the mid-market 1. Strongrevenue quality (ARR/MRR)
2. High quality employee experience solution 2. Best practicesin service delivery process efficiency
3. Scalable operating platform and HR service solution 3. 95% of staff operationally focused, dedicated to high
4. Deep mid-market penetration with wallet share quality customer care
expansion opportunity 4. Long standing UKG Ready platform partnership

“A giant thank you to Navant for getting us to the finish line! Your knowledge, expertise, and diligence throughout the entire
process was invaluable. The M&A process was new to us. You guided us skillfully through each step. We are happy to serve

as a reference for Navant. Thanks again.” The Mosaic and Evolve Executive Team.




Join Our Webinar
"Navigating the Exit”

Date & Time: April 23, 2026 at 11:00 AM Central Time

Register: Webinar Registration - Navigating the Exit

Description: Most founders sell their company once. Buyers buy
and sell companies for a living.

Join Navant Partners for Navigating the Exit, a practical, founder-
focused webinar on the M&A transaction process. You'll learn
how to define your Ideal Outcome before a buyer defines it for
you, how to run a structured sale process that creates
competitive tension, and how to avoid the mistakes that quietly
erode value or collapse deals entirely.

In one hour, we'll cover the full journey from assessing readiness
and designing your exit strategy to engaging buyers and
negotiating terms that reflect what your business is actually
worth. You've spent years building it. Invest one hour learning
how to sellit well.
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Read Our Book
"Navigating the Exit”

*\. Navigating the Exit

A Founder's Guide to Selling Well

Jeff Brown & Jeff Eversmann

Sign up for a copy of our book “Navigating the
Exit”. It’s filled with real stories from our M&A
journeys with clients, the best practices we put to
work and lessons we learned from each journey.

Book Request - Navigating the Exit



https://navantpartners.com/contact/
https://navantpartners.com/contact/
https://navantpartners.com/contact/
https://us02web.zoom.us/webinar/register/4017755134316/WN_YW6iJ0NLTOaibFEJH1e1xg#/registration
https://us02web.zoom.us/webinar/register/4017755134316/WN_YW6iJ0NLTOaibFEJH1e1xg#/registration
https://us02web.zoom.us/webinar/register/4017755134316/WN_YW6iJ0NLTOaibFEJH1e1xg#/registration
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Recent M&A Experience

CJA G&A Partners

Time to grow.

HAS ACQUIRED

©

Stratedge

OLUTIONS

HAS RECAPITALIZED

Pay}or

A Payches® Compamy

HAS ACQUIRED

tquiLc

HAS ACQUIRED

g‘:mmsss LLC

HAS FINANCED

|

@ wl.
GrowthForce S HCMI Compaas elementBlue
Tech-Enabled Intelligent Augmented &
Accounting HCM Software HCM Software Automation Virtual Reality
AVensureHR L LEGALZOOM Sqlthy +Telos

HAS ACQUIRED

HAS ACQUIRED

HAS ACQUIRED

HAS ACQUIRED

@\ Centre

:.: MOSAIC Qo HAS ACQUIRED
2 UNITED \ 74
— E?IWITI}[S LOVSE DIAMOND FORTRESS SMBgSUITE
= EVULVE H[:M TECHNOLOGIES
HCM Services Corporate POS Software Biometric Security Managed Services

Compliance




NAVANT

GROWTH & EXIT

Looking to dive deeper into your M&A opportunity? Our team is here to provide specific
insight, in-depth research and guidance to help you navigate the M&A market with
confidence. Contact us to learn how we can support your next strategic move.

Jeff Brown I
Managing Partner

Charting a course to charles Bedard
. 281.382.6936 . .
the bESt Valuatlon, jeffb@navantpartners.com Prlnapal

Houston, Texas
’ 281.756.717
deal structure and 81.756.7178 Jeff Eversmann
I~ charlesb@navantpartners.com Operating Executive
H H H , T
certainty of closing ouston, Texas
512-290-5310
Alain Viviers jeffev@navantpartners.com
. . Houston, Texas
Principal . . ’
Yasmin Khodamoradi
404.245.2738 Financial Analyst
alainv@navantpartners.com
Atlanta, Georgia 425'4.45'6402
yasmink@navantpartners.com
Seattle, Washington



mailto:jeffb@navantpartners.com
mailto:alainv@navantpartners.com
mailto:charlesb@navantpartners.com
mailto:yasmink@navantpartners.com
mailto:jeffev@navantpartners.com
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