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Construction Enterprise Resource Planning (ERP) Solutions
Industry Fragmentation Favors Relatively Concentrated ERP Providers and 
Positions Them to Play a Role in Construction’s Digital Transformation 

Number of Firms

Revenues

$10M+ 
Annual
Revenues

Sources: US Census, , company websites, press releases

28,000

520,000+<$10M

$1,350B

$600B

28,000 US Construction Firms Represent 
70% of $2 Trillion Industry
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See next page for more complete construction ERP landscape

4 Leading Construction ERP Providers 
Represent ‘Lion’s Share’ of US Market – Approximately 40,000 Customers
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Construction ERP solutions and their partner ecosystems play a critical aspect in the ongoing construction industry transformation:

▪ ERP represents the largest single software investment by contractors and subcontractors, and the foundation of their technology stack 

▪ Even after significantly increased attention, relatively few construction firms have inhouse technology capabilities/staff – the ENR 400 GCs 
and top half of the  ENR 600 Specialty Contractors are a good proxy for firms with inhouse resources

▪ Mid-sized firms – with revenues from $10M and up to $500M – have effectively outsourced technology; in many cases to value-added 
resellers and service providers partnered with Sage, Trimble Viewpoint, Foundation and Deltek/ComputerEase

▪ These partner ecosystems offer construct tech startups access to a broader customer base as they scale

“We expect continued M&A and investor activity at the intersection of 
construction ERP providers, ERP channel partners and construct tech operational solutions.”

mailto:jsh@ascentageadvisors.com
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Construction Companies by Size

Construction ERP Solutions Moving to SaaS
Cloud Solutions Offer Improved Scalability/Security and Operations/Finance Integration

Incumbent Solutions
Tend to Be Segmented by Contractor Size

ENR 400 General Contractors and 
top 150 of ENR 600 Specialty Contractors –
more than $250M in Revenue

27,500 GCs and Trade Contractors
with $10 to $250M in Revenue 

520,000+ 
Smaller 
Contractors

Emergent SaaS Solutions
Active Across Broader Market Segments

300 CRE

Intacct

Cloud Infrastructure

+

NETSUITE

▪ Availability of SaaS solutions has prompted contractors to consider their ERP options – ‘once in a generation’ competition

▪ Broader set of options available, and blurring of lines between enterprise-scale ERP for large contractors and desktop solutions for SMEs

▪ Risk-averse construction industry will move conservatively, and Incumbent players will try to ‘manage’ the pace of transition

▪ In turn, this choice impacts other aspects of construction technology stack, including integrated operational solutions for 
- Preconstruction – bidding, estimating and scheduling
- Construction Operations – project, workforce and equipment/asset management

▪ SaaS-based back office to field integration provide superior access to structured data, and open options for real performance 
improvement via analytics and artificial intelligence (AI)

Desktop

Online

Vista

100 Contractor

Spectrum
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▪ Sage Intacct for 
Construction

▪ Sage 300 Construction 
and Real Estate (CRE)

▪ Sage 100 Contractor

▪ Sage Construction 
Management (i)

Sage Partner Network – Representative Players
Dissecting a Market Leader’s Ecosystem

(i) Corecon – acquired May 2023
Sources:  Company websites, press releases

Sage Channel Partners
Value Added Resellers (VARs)

CRE Technology Partners
Independent Software Vendors (ISVs)
Construction/Operational Solutions

Accounting Firms

Financial Solutions – e.g. AP and Payroll
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Investor Acquirer Target Date Type Target Description Comments and Observations

Jan 24 M&A
▪ Construction payment management 

solution – aka GC Pay in US market
▪ Further integration into construction 

operations by Autodesk

Dec 23 M&A
▪ Construction time and attendance 

solution
▪ Horizontal integration of asset and 

workforce management

Oct 23 (i)
Growth 
Capital

▪ Leading CRE Sage VAR and systems 
integration provider

▪ IT services and systems integration 
consolidator – part of Alpine

Sept 23 Buyout
▪ Leading Sage and Acumatica VAR and 

systems integration provider
▪ $130M buyout by business services PE 

firm

July 23 M&A ▪ Construction ERP solution
▪ To be integrated with OnTrack tool 

management and Fieldwire field 
management

May 23 M&A
▪ Construction time and attendance 

solution – now trading as WorkMax
▪ Additional operational functionality as 

part of roll-up strategy

May 23 M&A
• Construction management solution, 

including workforce management
• Forward integration by construction ERP 

market leader into operational software

Feb 23 M&A ▪ Leading AP provider
▪ $1.3B acquisition – note that Paya was 

spun out of Sage in 2017 by GTCR 
private equity, SPAC IPO in 2020

Dec 22 M&A
▪ Construction project management and 

ERP platform
▪ Combination of project management 

and horizontal ERP solution 

Aug 22 (i)
Growth 
Capital

▪ Field/service operations solution –
Sage partner

▪ Growth capital investment

June 22 M&A
▪ Construction safety solution

(fka Harness Safety)
▪ Additional operational functionality as 

part of roll-up strategy

Feb 22 Buyout
▪ Construction project management 

solution – Sage partner
▪ Initial step in ‘buy and build’ strategy

Dec 21 M&A
▪ Estimating software for general  

contractors and subcontractors
▪ Additional operational functionality as 

part of roll-up strategy

Select Construction ERP Ecosystem M&A/Investment Transactions
Two Key Trends – Integration of Operational Solutions with ERP Platforms and 
Further Distribution Channel Consolidation 

(i) Ascentage advised transaction
Sources:  Pitchbook, LinkedIn, company websites, press releases
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About Us

Ascentage

Helping technology companies evolve
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▪ Design – CAD, BIM, PLM and simulation/analysis tools

▪ Build – construction collaboration, estimating, scheduling and 
project management software; prefabrication/modular

▪ Operate/Maintain – facility, energy and asset management

▪ Software – SaaS through to mobility applications

▪ Location-based – GIS and LiDAR

▪ Hardware – robotics, drones and IoT sensors

▪ Data – Analytics, Artificial Intelligence

▪ Solution/consulting

Ascentage is Well Positioned
Dedicated Team Combines Growth Consulting by Seasoned Industry Executives 
with Tenured Investment Bankers and Stalwart Transaction Execution

▪ Strategy – assess the Company’s overall strategic direction, 
market trends and momentum

▪ Customer/Market – assess current sales and marketing 
strategy, including customer targeting, messaging, pricing, 
channels and overall market penetration strategy

▪ Product/Technology – assure product feature set 
requirements and product/market fit; evaluate technology 
roadmap in context of market/competitive positioning and 
strategic objectives

▪ Organization – assess the strengths/weaknesses of team

▪ Partnering – review current partnering agreements/terms; 
identify and rank  future partnering opportunities, including 
potential strategic partners, investors or acquirers – best fits, 
synergies, etc.

▪ Financial – review historic financial performance and financial 
projections; determine current valuation range, plus major 
milestones and drivers that will increase Company value.

▪ M&A – planning, strategizing, preparation and execution –
both sell- and buy-side 

▪ Equity/Financing

▪ JVs, Alliances and Strategic Partnering

Corporate Development Consulting Transaction Advisoryand

Technology-Based Companiesfor

Built Environment 
Buildings / Civil / Industrial / Energy / Engineering

focused
on

Helping technology companies evolve
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Automated Support for 
Banks and Credit Unions

Cloud BIM Construction 
Project Management

3D Modeling Automated 
Laser Scanning

Collaborative Robotic 
Control and Simulation

Industrial Scale-
Management Software

Autodesk VAR 
Business

Network Spatial 
Engineering Software

5D Virtual Construction
BIM Software

Cloud PL:M
Search Technology

Construction 
Administration Software

Point-cloud Processing 
Software

Sage CRE Solutions 
Partner

PLM and MES 
Solutions

Engineering Consulting Facilities Management
Software

Water Resource 
CAD Solution

Road and Rail 
Design Software

PDM Software
Application

Sale to Acquisition of Sale toStrategic Investment byAcquisition of

Sale to Sale to Sale to Sale to Spin-off to

Sale to Sale to Sale to Acquisition of Sale to

Construction Schedule 
Management 

Engineering Visualization 
Toolkits

Geospatial Asset 
Management 

Right-of-Way
Management Software

GIS-Based
Asset Management

Mobile Robot Software 
and Technology

Acquisition of Strategic Investment by

Sale to Sale to

Sale to Sale to

Strategic Investment by Sale to

Sale to Sale to Sale to Sale to Sale to

Trusted Advisor to the Built Environment
25+ Year History of Successful M&A Transactions 
Supported by Depth of AEC Industry Knowledge

Field Service/Construction  
Operations Management

Learning Management 
Solution

Transportation Infra 
Asset Management

Helping technology companies evolve

Learning Management 
Solution
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This presentation has been prepared by Ascentage Advisors and may only be used for informational purposes. This presentation is not intended to be taken by, and should not be taken by, any individual
recipient as investment advice, a recommendation to buy, hold or sell any security, or an offer to sell or a solicitation of offers to purchase any security. Past performance may not be indicative of future
results. Different types of investments involve varying degrees of risk, and there can be no assurance that the future performance of any specific investment, investment strategy, or product made reference
to directly or indirectly in this document, will be profitable, equal any corresponding indicated historical performance level(s), or be suitable for your portfolio. Acceptance of this information further
constitutes your acknowledgement and agreement that Ascentage Advisors does not make any express or implied representation or warranty as to the accuracy or completeness of the information contained
herein and shall have no liability to the recipient or its representatives relating to or arising from the use of the information contained herein or any omissions therefrom. Any use, disclosure, distribution,
dissemination, copying or reproduction of this information without prior written consent or approval from Ascentage Advisors is strictly prohibited. Any third-party trademarks, service marks, logos, and trade
names included in the report are property of their respective owners.

Ascentage Advisors, through its Associated Persons of Pickwick Capital Partners LLC (“Pickwick”), provides independent financial advice on mergers, acquisitions, financial restructurings, private capital raising
and similar corporate finance matters. Neither Ascentage Advisors nor Pickwick is a retail broker-dealer. This communication is not intended for retail consumption. The firm does not conduct underwriting
activities, provide research or analyst reports or solicit or carry accounts for, or offer or sell securities products to retail customers. Pickwick is regulated by the Financial Industry Regulatory Authority, Inc.
(”FINRA”) as a FINRA Member Firm. The information and services provided in this presentation are not provided to and may not be used by any person or entity in any jurisdiction where the provision or use
thereof would be contrary to applicable laws, rules or regulations of any governmental authority or regulatory or self-regulatory organization or where Pickwick Capital Partners is not authorized to provide
such information or services.

Sources and Notes

Data Sources

1. Pitchbook
2. LinkedIn
3. Public company releases, filings, 

and earnings transcripts

Company References

1. Miscellaneous company and press 
releases
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Ascentage Advisors, LLC
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Helping technology companies evolve

Pickwick Capital Partners, LLC

3445 Hamilton Avenue, Suite 1102

White Plains, NY 10601
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