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A Note From the 
Tidemark Team

Vertical SaaS is just starting to unfold. 

Not every company will win their category, but those Vertical 

SaaS (VSaaS) companies that do can become some of the best 

businesses in the world.

²ŜΩǾŜ ōǳƛƭǘ ƻǳǊ Vertical SaaS Knowledge Project (VSKP) to 

provide frameworks and success stories to help propel the next 

generation of Vertical SaaS leaders. 

Our inaugural 2024 Vertical & SMB SaaS Benchmark Report 
ǉǳŀƴǘƛŦƛŜǎ ǘƘŜ ±ŜǊǘƛŎŀƭ {ŀŀ{ ǘǊŜƴŘǎ ǿŜΩǾŜ ǎŜŜƴ ƻǾŜǊ ŘŜŎŀŘŜǎ ƻŦ 
investing and shows the VSKP framework in action.

This report is purpose-built to enable Vertical SaaS CEOs and 
executives to make data-driven decisions for product and strategy 
planning.

Vertical & SMB SaaS 
Benchmark Report

We bring clarity to questions like these in this report.

Please email knowledge@tidemarkcap.comƛŦ ȅƻǳΩŘ ƭƛƪŜ ǘƻ ŜȄǇƭƻǊŜ 

ŀƴȅ ƻŦ ǘƘŜ Řŀǘŀ ǿŜΩǾŜ ǇǊŜǎŜƴǘŜŘ ƘŜǊŜ ƛƴ ƳƻǊŜ ŘŜǘŀƛƭΦ

What are the best control points? 

What can I expect in terms of revenue lifts and 
attach rates from various attach products? 

What is a good payments take rate in my 
industry?

Until now, there has been 
no great resource for 
operators to get answers 
to questions like:

https://www.tidemarkcap.com/vskp
mailto:knowledge@tidemarkcap.com


Thank You to Our Benchmarking Survey Partners
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Who is Tidemark?

Tidemark is a community of investors, entrepreneurs, 
and operators who are energized by ideas, love to 
compete, and are driven to give back.

²ŜΩǊŜ ŀ ƎǊƻǿǘƘ Ŝǉǳƛǘȅ ŦƛǊƳ ǇǳǊǇƻǎŜ-built to help technology 

companies win and scale. We make investments of $20-150M to 

support the next generation of category leaders.

We also have a foundation. Tidemark gives 10% of its carried 

interest to the Tidemark10 Foundation to support sustainability, 

mainstreet empowerment, and mental and social health.

B Y  T H E  N U M B E R S

26 15
Exits Companies IPO'd

10 5
VSaaS companies 

>$100M ARR
VSaaS Companies 

>$500M ARR

21 $20-150M
VSaaS / SMB 
Investments

Check Size

https://www.tidemarkcap.com/foundation
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Experience Working with 
VSaaS & SMB Leaders1

TradesRestaurants Legal

PetsAutomotive Accounting

HotelCreators Real Estate

CannabisTravel Supply Chain

1 This list includes current Tidemark portfolio companies and prior investments made by 
Tidemark deal team members at their prior investment firms in which they were on the 
Board or were a Board Observer



LǘΩǎ ŀ ǎŜǊƛŜǎ ƻŦ Ŝǎǎŀȅǎ ŘŜǎŎǊƛōƛƴƎ ǇǊƻŘǳŎǘΣ ŎƻǊǇƻǊŀǘŜ ǎǘǊŀǘŜƎȅΣ ŀƴŘ ƳƻǊŜΦ

LǘΩǎ ǘƘŜ ŜŀǊƴŜŘ ƪƴƻǿƭŜŘƎŜ ǎƘŀǊŜŘ ƛƴ ōƛ-monthly deep dives led by subject matter experts in 
a community of non-competitive peers.

LǘΩǎ ǘƘŜ ŀƴƴǳŀƭ ƻŦŦǎƛǘŜ ǿƘŜǊŜ ƭŜŀŘŜǊǎ ƻŦ нр ƻŦ ǘƘŜ Ƴƻǎǘ ƛƳǇƻǊǘŀƴǘ VSaaS companies come 
together.

LǘΩǎ ǘƘŜ ŀƴƴǳŀƭ ƛƴ-person gathering where we bring the entire VSaaS industry together.

LǘΩǎ ǘƘŜ Řŀǘŀ ŀƴŘ ōŜƴŎƘƳŀǊƪǎ ƛƴ ǘƘƛǎ ǊŜǇƻǊǘ ǘƻ ƘŜƭǇ CEOs and executives make critical 
strategic decisions.
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How Tidemark Serves the VSaaS Ecosystem
What is The Vertical SaaS Knowledge Project (VSKP)?
After collective decades of investing in VSaaS, Tidemark has developed frameworks and initiatives to help operators 

build a categoryleading VSaaS business. So, what is the VSKP? 

The VSKP Framework

VSaaS Collective

VSaaS Legends

VSaaSCollective Live

Vertical & SMB SaaS Benchmark 
Report

https://www.tidemarkcap.com/vskp
https://www.tidemarkcap.com/vskp
https://www.tidemarkcap.com/series/vertical-saas-operating-excellence
https://www.tidemarkcap.com/series/vertical-saas-operating-excellence
https://www.tidemarkcap.com/series/vskp-legends
https://www.tidemarkcap.com/series/vskp-legends
http://www.tidemarkcap.com/post/2024-vsaas-collective-live
https://www.tidemarkcap.com/post/2024-vsaas-collective-live
http://www.tidemarkcap.com/post/2024-vertical-smb-saas-benchmark-report
https://www.tidemarkcap.com/post/2024-vertical-smb-saas-benchmark-report
https://www.tidemarkcap.com/post/2024-vertical-smb-saas-benchmark-report


Overview of The Vertical 
SaaS KnowledgeProject 
Framework

2
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What is the VSKP Framework?

The VSKP framework consists of four steps:

Win The Category: Occupy the Control Point
Own the critical system

Win The Category: Scale Locations  

Once you own the control point, you can often grow quickly by 
scaling locations

Expand Offerings: Go Multi -Product 
Grow ARPA1 and develop multiple integrated products

Extend Through the Value Chain
Extend offerings to key stakeholders throughout the value chain

1

2

3

4

VSKP Framework
Win -  Expand -  Extend

1 ARPA = Average Revenue Per Account

Explore the Framework

https://www.tidemarkcap.com/vskp
https://www.tidemarkcap.com/vskp
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Win The Category: 
Occupy the Control Point

1

The control point is the most important system, the last to be thrown out 

before an owner ceases operations. Control points often have one or more 

of the three types of ά±ŜǊǘƛŎŀƭ {ŀŀ{ DǊŀǾƛǘȅέΥ

WORKFLOW GRAVITY 

The system that other systems integrate into

DATA GRAVITY 
The system that holds and creates the most critical information

ACCOUNT OWNERSHIP GRAVITY 
The user/sponsor of your software is the highest-ranking individual in the 
customer organization

1

2

3 Read our essay on Control Points

https://www.tidemarkcap.com/vskp-chapter/control-points-2-0
https://www.tidemarkcap.com/vskp-chapter/control-points-2-0
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Win The Category: 
Scale Locations

2

Once you own the control point, you can often grow quickly by 

scaling locations. 

If you truly occupy the control point, you can sell other products 

later. Keep scaling locations with your existing offering until you 

see a horizon where location growth will decelerate, upon which 

you may need to expand into other offerings.

If you're confident you're focusing on the right control point and 

you have sufficient GTM economics, you should usually default 

to prioritizing locations.

You want to sufficiently exhaust your control point TAM before 

launching any expansion products.

Read more about when and how to 
pull particular growth levers

https://www.tidemarkcap.com/vskp-chapter/multi-product
https://www.tidemarkcap.com/vskp-chapter/multi-product
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3
Expand Offerings:
Go Multi - Product

At some point in your company's journey, you start 

hitting the ceiling of the location count in your 

geography, and growth slows. As you saturate your 

segment, you will start to see increases in customer 

acquisition costs (CAC) and close times. You need to go 

multi-product.

Think about sequencing products based on targeting 

pools of merchant spend. Analyze where your merchants 

spend the most capital to find what matters.

Back Office Front Office Marketplace

Site

/wa
Ecommerce DemandInsurance

Payroll & 
Employee

Mgmt.
Card

Capital Payments

 SaaS

Point of Sale &
Restaurant 
Operations

Employee

Å Payroll

Å Employee 
lending

Å Health 
insurance

Fintech

Å Instant deposit 
& lending

Å Workers' 
compensation

Å Corporate card

Commerce

Å CRM

Å Review 
management

Å Loyalty

Guest

Å Channel 
management

Å Online/ mobile 
ordering

Å Contactless 
delivery

D I G I T I Z I N G  W O R K F LO W S

Instant
5ŜǇƻǎƛǘ

Accounting

Example: ToastɅs Multi-Product Strategy
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Extending through the value chain is VSaaS in its highest form.

The Vertical SaaS Vendor can sell not just to the merchant, but 

ŀƭǎƻ ǘƻ ǘƘŜ ƳŜǊŎƘŀƴǘΩǎ ǎǳǇǇƭƛŜǊǎΣ ŜƳǇƭƻȅŜŜǎΣ ŀƴŘ ŎƻƴǎǳƳŜǊǎΦ 

If successful, you can repeat the cycle: Win, Expand, and Extend. 

The businesses who succeed on this path are superlative, with 

control points across multiple constituents and interlocking 

workflows. This is the frontier ς the cutting edge. 

Read more about extending 
through the value chain

Consumers

Suppliers

Employees

Single player merchant app

Target stakeholder landing wedge

Target stakeholder control point

Two-sided marketplace

Merchant

Extend
Through the 
Value Chain

Expand
Offerings

Win
the Category

Merchant-side network effects

Extend
Through the Value Chain

https://www.tidemarkcap.com/vskp-chapter/control-points-2-0
https://www.tidemarkcap.com/vskp-chapter/multi-product-getting-started
https://www.tidemarkcap.com/vskp-chapter/patterns-of-extension
https://www.tidemarkcap.com/vskp-chapter/patterns-of-extension
https://www.tidemarkcap.com/vskp-chapter/patterns-of-extension
https://www.tidemarkcap.com/vskp-chapter/patterns-of-extension

