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People are using more applications than ever. 

Customers want to be able to seamlessly connect all their 
applications out of the box, and this has created a huge demand for 
product integrations. 

But are SaaS companies meeting this demand? What is the actual 
data around how many product integrations SaaS companies are 
offering? 

Are product integrations still a nice-to-offer or are they now a must-
have? Does this differ depending on the SaaS industry or product 
category? 

We decided to get answers to these questions by analyzing the 
fastest growing SaaS companies.  

Our analysis of the top 1000 companies on the 2019 SaaS Mag 1000 
will tell you what fast growing SaaS companies are doing when it 
comes to product integrations.  

You will find out:  

How many product integrations do the fastest growing SaaS 
companies have? How many have a publicly documented API or an 
app center? Are they trying to be a platform? Which product 
categories offer the most integrations, and which categories offer the 
fewest? 

“People want apps that are working together. 
Customers don’t want individual products. They want 
ecosystems that make their workflows work.” 

-Jeff Reekers, VP of Marketing at Aircall

https://www.blissfully.com/saas-trends/2019-annual/
https://www.saasmag.com/saas-1000-2019/
https://www.blissfully.com/saas-trends/2019-annual/
https://www.saasmag.com/saas-1000-2019/
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This report will give you insight into what 
the SaaS market is doing when it comes to 
product integrations, and what is now 
required to be successful. 

In addition to answering these questions 
for the entire list, we conducted a separate 
analysis for every product category or 
industry that had more than 20 companies. 

The first chapter of this report presents an 
analysis of all the fastest growing 
companies, and the subsequent chapters 
analyze a particular product category or 
industry.  

You might only be interested in some of the 
subsequent chapters. If you’d like to 
download individual chapters separately, 
you can do so here. 

Data on your product category or industry 
can not only illuminate the state of the 
market, but also arm you with data to 
marshal internal resources at your 
organization to get product integrations 
built. 

In addition, it will show you what successful 
companies are doing when it comes to tech 
partnerships: are they publicly documenting 
their API? Offering a public app center with 
clickable tiles? Encouraging third-party 
developers to build on their product?   

Many SaaS companies sense that product 
integrations are important, but this report 
demonstrates that, if you want to be a 
successful SaaS company, unless you 
belong to a few niche product categories, 
they are now essential.

Why Read This Report

https://info.pandium.com/productintegrationsproductcategory
https://info.pandium.com/productintegrationsproductcategory
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There isn’t a bright line definition of product integration. For the 
purposes of this report, it’s defined as a pre-built means of two 
software passing data between the two systems that the user or 
customer of the software can install and utilize.  

The information collected is only based on publicly available 
resources, from websites, support docs, press releases, and 
information the company provided elsewhere, like on review sites. 
When a company claimed to have integrations, but didn’t identify most 
of them, they were excluded. In addition, operating systems, hosting 
services, and databases were also excluded due to the complexity of 
defining an integration in those categories. 

A number of companies on the list were service companies, acquired 
by other companies on the list, or acquired by a larger company who 
ceased to offer the company’s product. These companies were also 
excluded. 

In total, 80 companies were excluded, leaving 920 for analysis. The 
full methodology of this report is available in the Appendix.   

A Note on Methodology



The fastest growing SaaS companies range in size from 40 to almost 
42,000 employees, though only 3 companies have more than 1000 
employees.  

So why look at the fastest growing companies instead of the largest? 

The fastest growing companies illustrate what is working now, and 
what startups need to do to grow and grow quickly.  

Legacy tech companies may have entrenched customer bases that 
are reluctant to churn off their product due to the cost of data 
migration. What legacy companies are doing with their tech isn’t 
necessarily helpful to newcomers.  

But companies that are rapidly expanding are acquiring new revenue, 
and tapping into current market needs. What they are doing helps 
illuminate what features customers need when they look to buy new 
applications.  
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Overall, product integrations are vital for fast growing SaaS 
companies. These companies have an average of 98 product 
integrations. The median number is 15 integrations. 

Number of Product 
Integrations
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Offering Customers Third 
Party Integration Tools

Some companies offer their customers a third-party integration tool like Zapier. 
These tools allow customers to connect a product to other products on their own.  

Many companies are hesitant to rely on these tools because when a SaaS company 
directs a customer to use a third party tool, they lose control of the user experience 
and the integration configurations that are available. 

22% of fast growing companies offer a third party integration tool. 18% of 
companies only offer Zapier; 2% offer a different tool (Boomi and Mulesoft are the 
top two), and 2% offer Zapier and one or more other third party integration tools. 

Company Size and 
Growth Rate

The relationship between company size and number of integrations was weak, with 
a correlation of only .13. While a company must have the resources to get 
integrations built, most companies are able to do so at a relatively small size. At 
that point, the product category is much more important than how big a company 
is in determining the number of integrations. 

There was also a very weak relationship between the number of integrations and 
the rate of a company’s growth, with a company’s place on the list only correlating 
.03 with their number of integrations. 
I
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Number of Integrations By Company Size

Product Category and 
Industry

The product category and industry have a strong relationship with the number of 
integrations. ERPs, business intelligence, e-commerce, product management, and 
CRMs have the most integrations. This is unsurprising as these pieces of software 
play a central role in their users’ tech ecosystems. Software that belongs to a 
product category that serves as the primary platform for any user group must have 
a large number of integrations to be successful. 
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As products get more niche either in their purpose or their focus on one industry, 
they tend to have fewer integrations. Software focused on the real estate, 
education, and AEC industry have fewer integrations. Non-CRM sales tools, like 
enrichment data or scheduling tools, were narrower in focus than CRMs and also 
have fewer integrations.
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Categories with exceptionally high averages reflected the existence of companies 
on the list with a very high number of integrations. E-commerce platforms like 
Magento, CRMs like Salesforce, and ERPs, for example, have hundreds or 
thousands of integrations. In the developer and IT category, the companies with a 
large number of integrations were security platforms or, in one case, a network 
performance monitoring tool.

+
+

+
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Certain sub-categories have few to no integrations. Online printers, marketplaces, 
and online courses, for example, tend to have zero integrations. Video 
conferencing, presentation, and scheduling software also tend to have few or no 
integrations. 

In some of these cases, like offering online courses or consumer-facing 
marketplaces, there might not be a real need for integrations any time soon. 
However, as Zoom’s relatively new marketplace attests to, customers in other 
categories, like video conferencing, might want integrations and are waiting for 
companies to start offering them. 

Software that is marketed toward specific industries, like real estate or education, 
have fewer integrations overall, and so does software that are marketed toward 
very small or small businesses. This reflects the fact that very small and small 
business use fewer applications so while they still need integrations, they do not 
need as many.

APIs

External APIs are important to enabling integration, and they are often the first step 
when a company decides they want to build product integrations. 57% of fastest 
growing companies offer public documentation of an API.  

88% provide an API to their customers, reflecting the importance and the need for 
the more efficient transfer of data in almost all areas of SaaS.  

14% of companies actively encourage third party developers to build on their 
product. 

https://marketplace.zoom.us/?_ga=2.6685874.1620896428.1589291073-1010049283.1572624753
https://marketplace.zoom.us/?_ga=2.6685874.1620896428.1589291073-1010049283.1572624753
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Public App Centers
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Publicly available app centers are one 
gauge as to how important integrations 
are to prospects and customers. Of the 
fastest growing companies, 63% have a 
publicly available app center where 
prospects and customers can browse the 
integrations. 

And 43% have a clickable app center, 
where a prospect or customer can click 
to learn more about each integration and 
its configurations.  

The more product integrations a 
company has the more likely they were to 
have a clickable app center. 
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The Best Public App Centers

All app centers have a similar style of rectangular tiles for each integration. 
Sometimes service partners or widgets that the company built to extend their 
product also have tiles. 

The most basic app center will just display the name of the software the 
integration connects to, and perhaps link to their website or explain what the 
company does. 

As an app center becomes more sophisticated, there will be an integration page 
describing the integration itself, as well as offering pricing and other relevant 
information, like how to install it. 

Most clickable app centers allow users to filter by product category and search by 
name for a particular integration. Filtering by integration type (such as native or 
third party built, or certified), industry, pricing, reviews, language, featured, and 
popularity are features of more advanced app centers. 

In addition to increased filtering functionality, the most advanced app centers offer 
customers the ability to write reviews of the integration.  

The best app centers also have a clean, user friendly design. 

The best app centers on this list were in categories with a high number of 
integrations. Odoo Apps and Salesforce both have very high level of functionality, 
but busy designs that look cluttered. Sisense, Grow, Magento, and LiveChat all 
have a high level of functionality and modern, user friendly designs. 
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Fastest Growing SaaS 
Companies Conclusion

Generally, some product integrations are required to succeed as a SaaS company. 
With the exception of a few product categories, like online courses and 
marketplaces, SaaS companies who are growing have at least some product 
integrations. 

Companies have an average of 98 product integrations. The median number is 15 
integrations. 

Most companies on the list have a publicly documented API, and the vast majority 
offer an external API to their customers, signaling the pervasiveness of the need to 
move data more efficiently across systems in almost every area of SaaS. 

The company size and list-relative growth rate only have a weak correlation to the 
number of product integrations.  

The most important factor in determining the number of integrations is the product 
category. In product categories where the product plays a central role in a user’s 
tech ecosystem, like ERP, CRM, e-commerce platforms, and marketing automation 
software, there is a much higher number of integrations required to be successful. 
Products that have a more niche purpose or industry focus, or catered to small 
businesses, tend to require fewer integrations. 

 



Business intelligence software is designed to analyze and illuminate 
data from across an organization. Users need to be able to easily 
bring data into BI software, and they also want to seamlessly move 
the results into other systems. 

As a result, integrations are a must-have for business intelligence 
applications. 
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The fastest growing business intelliegence companies have 
an average of 87 product integrations. The median number is 
56 integrations. 

Perhaps because integration is central to this product 
category, companies generally did not ask their customers to 
use a third party integration tool like Zapier, as only 12% of 
companies offer that as an option. 

100% of companies in this category offer product 
integrations. The smallest number a company offered is 8, 
signaling customers expect some integrations in this category 
even for companies selling to a niche market, or to smaller or 
less tech savvy businesses. 

Business Intelligence 
Overview

18



In addition, 69% of the companies have publicly available 
documentation of their API. 100% have APIs their customers could 
use. 
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Fastest Growing Business Intelligence 
Companies: Integrations by Company 
Size 
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There is a very weak correlation between the size of the company and the number of 
product integrations in the BI category, with the correlation coefficient being .02.  
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Business Intelligence App 
Centers

Publicly available app centers is one signal as to how important integrations are to 
prospects and customers. But business intelligence applications generally have 
fewer publicly available app centers than categories with a similarly high number 
of integrations, perhaps a reflection of their audience skewing toward larger 
businesses who span a wide variety of industries and might have more users 
accustomed to software with less public product marketing.  

Of the fastest growing business intelligence companies, 53% have a publicly 
available app center where prospects and customers can browse the integrations. 
And 38% have a clickable app center, where a prospect or customer can click to 
learn about each integration and its configurations.  

21
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Although there weren’t as many app centers in this category, some companies in 
this category have well-developed app centers. The app center that has the most 
functionality and sorting ability is Collibra. A user can sort by app type, category, 
use case, audience, set up user, and published. In addition, apps are labeled as 
free or paid, and whether they are certified. And when you click, the integration is 
well-documented.

The Best Business 
Intelligence App Centers 
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The Sisense and Grow app marketplaces are both well-designed, 
though they lack sorting options beyond type. When you click on the 
integrations, they are well-documented. The Sisense app center also 
labels apps that are built natively. 

23232323
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Product Category and 
Integrations

Product category is not a factor within business intelligence software as there 
were no notable sub-categories in this grouping, and any product differences were 
not connected to the number of integrations.

Product integrations are a must for successful business intelligence companies. 
The size of a company is not that important when it comes to how many 
integrations a company will have. Customers expect pre-built integrations even 
from smaller business intelligence companies. 

Companies in the business intelligence space also seek to make it easy for 
customers to build integrations for themselves, as all offer their customers an API. 
However, public app centers are less of a priority and less sophisticated than other 
product categories that have a high number of integrations.  

24

Business Intelligence 
Company Conclusions



E-commerce is an area where product integrations have become 
essential to merchant customers. As Casey Armstrong, the CMO of 
ShipBob explained, “In order to compete, merchants and retail stores 
need the most accurate and clean data in real-time in order to make 
the right decisions for their business. 

“It is paramount that all the technologies they are using talk to each 
other seamlessly.” 

In response to this demand, product integrations have become a 
must-have in this category. 

I

25

3.
 E

-c
om

m
er

ce

The fastest growing e-commerce companies have an average 
of 373 product integrations. The median number is 43.5 
integrations. 

Companies in this category generally do not ask their 
customers to use a third-party integration tool like Zapier, as 
only 18% of companies offer that as an option. 

E-commerce Overview

25

https://www.pandium.com/2020/04/e-commerce-partnerships-an-interview-with-casey-armstrong-cmo-of-shipbob/
https://www.pandium.com/2020/04/e-commerce-partnerships-an-interview-with-casey-armstrong-cmo-of-shipbob/


100% of companies in this category offer product integrations. The 
smallest number a company offers is 3, signaling customers expect 
some integrations in this category even for newer companies or for 
companies selling SaaS products that aren’t platforms. 

In addition, 86% of the companies have publicly available 
documentation of their API. And 45% of companies in this category 
actively encourage third-party developers to build with their API, 
showing that companies in this category are eager to foster an 
ecosystem around their products.  
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Fastest Growing E-commerce Companies   



Fastest Growing E-commerce Companies: 
Integrations by Company Size 

There is a weak correlation between the size of the company and the number of product 
integrations in the e-commerce category, with the correlation coefficient being .06.  

I
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E-commerce App Centers

Publicly available app centers can signal how important integrations are to 
prospects and customers. Of the fastest growing e-commerce companies, 82% 
have a publicly available app center where prospects and customers can browse 
the integrations. And 64% have a clickable app center, where a prospect or 
customer can click to learn about each integration and its configurations.  

Unsurprisingly, some companies in this category have well-developed app centers. 
The app center that has the most functionality and sorting ability is Magento. A 
user can sort by app category, price, user reviews, platform, version, and partner 
tier. As Magento has thousands of integrations, this functionality is key for users 
of the marketplace.    
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The Magento app marketplace not only has great filtering features, 
when you click on an individual integration, it is well-documented.  

292929
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The other app marketplace that stands out is BigCommerce. It lacks 
some of the functionality of the Magento app marketplace as it 
doesn’t have sorting by price, or partner tier. However, it has a better 
design than the Magento marketplace, while still offering good search 
options and filters.   

30303030
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Product Category and 
Integrations

Even within the e-commerce industry, the product category affects how many 
integrations a company had. Platforms like Magento, BigCommerce, and Netsuite 
offer hundreds or thousands of integrations to their customers.  

Of the companies with less than 15 integrations, one was a subscription and billing 
platform, and that company leans heavily into their APIs and integration services to 
ensure their prospects that their product can still seamlessly integrate into 
customers’ technology stacks.  

The other products with less than 15 integrations are narrower in their function 
(one focuses on referral marketing, and another on marketing personalization), and 
one is a website builder that also sells domains and offers professional services. 

Product integrations are a must for successful e-commerce companies. The size 
of a company is less important than the particular product category when it comes 
to how many integrations a company will have.  

Companies in the e-commerce space also seek to make it easy for partners and 
other third parties to build integrations into their product, as almost half actively 
encourage third party developers to use their API to build integrations. And the 
vast majority offer public documentation on their API, giving third parties an easy 
way to evaluate it.  

31

E-commerce Company 
Conclusions



CRMs often operate as the main piece of software for sales, as well 
as being important to marketing and customer success.  

As a result of their central importance in companies’ tech stacks, 
integrations are key in this product category. Salesforce, the leading 
CRM, built the first significant in-app marketplace, and today has one 
of the largest and most successful marketplaces.    
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The fastest growing CRM companies have an average of 184 
product integrations. The median number is 24 integrations. 

Half of the companies in this category also offer their 
customers a third party integration tool. 51% provide Zapier to 
their customers, and 11% of companies provide Zapier as well 
at least one other integration tool. 

97% of companies in this category have at least 1 integration. 
The one exception was a relatively small CRM designed for 
gyms. 

60% of CRMs offer public documentation for their API. 94% 
provide their customers an API. The companies that do not 
provide their customers an API are more niche CRMs - one for 
the real estate industry built on top of Salesforce, and another 
is a smaller CRM for lawyers.  

CRM Overview

32



26% of CRMs explicitly encourage third-party developers to build 
integrations into their product, reflecting the importance of building a 
tech ecosystem around this product category. 
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Fastest Growing CRM Companies   



34

Fastest Growing CRMs: Integrations by 
Company Size 
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There is a strong correlation between the size of the company and the number of 
product integrations in the CRM category, with the correlation coefficient being .92.  
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CRM App Centers

Publicly available app centers can signal how important integrations are to 
prospects and customers. Of the fastest growing CRM companies, 80% have a 
publicly available app center where prospects and customers can browse the 
integrations. And 63% have a clickable app center, where a prospect or customer 
can click to learn about each integration and its configurations.  

Unsurprisingly, some companies in this category have well-developed app centers. 
The app center that has the most functionality and sorting ability is Salesforce. A 
user can sort by app category, price, user reviews, platform, features, and 
language. As Salesforce has thousands of integrations, this functionality is key for 
users of the marketplace.    
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The Salesforce app marketplace not only has great filtering features, 
when you click on an individual integration, it is well-documented.  

363636
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The Salesforce app marketplace, however, has somewhat of a dated 
design. Bullhorn and Clio, though they lack the full functionality of 
Salesforce, both offer a more modern design.  

373737
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Product Category and 
Integrations

There is a minor relationship between product categories within the CRM grouping 
and the number of integrations. Generally, all-purpose CRMs have the most 
integrations, while CRMs that are targeted at niche markets, especially ones that 
are targeted to audiences that were not particularly technologically savvy, like 
gyms, tend to have fewer integrations.  

However, the bigger determinant is company size. Clio, for example, is a legal CRM 
that has hundreds of integrations, while Mycase is another legal CRM that has 9 
integrations. Even though they are both serving the legal market, Clio has 9 times 
as many employees as Mycase. 

Product integrations are a must for successful CRM companies. The size of a 
company is more important than the sub-product category when it comes to how 
many integrations a company will have. However, in the CRM market, customers 
expect pre-built integrations even from smaller companies. 

Companies in the CRM space also seek to make it easy for partners and other third 
parties to build integrations into their product, as a quarter actively encourage 
others to use their API to build integrations. And the majority offer public 
documentation on their API, giving third parties an easy way to evaluate it.  

38

CRM Company Conclusions



Customer engagement and support teams perform best when they 
can see the entire profile of customers, which comes from marketing, 
sales, and product data, and when they can interact with customers 
seamlessly across multiple channels. In addition, the data they 
accumulate on customers is valuable to the rest of the organization. 

As a result of this need for interconnected data, product integrations 
have proliferated in the customer engagement and support category.   
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The fastest growing customer engagement and support 
companies have an average of 66 product integrations. The 
median number is 21 integrations. 

A third of the companies in this category offer their 
customers a third party integration tool. 33% offer Zapier or 
another integration tool to their customers. 

100% of companies in this category have at least 2 
integrations.  

58% of companies provide public documentation for their API. 
99% provide their customers with an API to use. And 12% 
actively encourage third-party developers to build integrations 
on their platform.  

Customer Engagement 
and Support Overview

39



Nu
m

be
r o

f C
om

pa
ni

es

0

6

12

18

24

How Many Product Integrations Listed

0-5 6-10 11-20 21-50 51-100 101-500 501+

40

Fastest Growing Customer Engagement 
and Support Companies



Customer Engagement and Support: 
Integrations by Company Size 
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There is a moderate correlation between the size of the company and the number of 
product integrations in the customer engagement and support category, with the 
correlation coefficient being .32.  
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Customer Engagement and 
Support App Centers

Publicly available app centers can signal how important integrations are to 
prospects and customers. Of the fastest growing customer engagement and 
support companies, 67% have a publicly available app center where prospects and 
customers can browse the integrations. And 43% have a clickable app center, 
where a prospect or customer can click to learn about each integration and its 
configurations.  

Most companies in this category have app centers with limited filtering and 
sorting, and all lack user reviews. The app center that has the most functionality 
and sorting ability is LiveChat. A user can sort by staff picks, new and featured, 
category, price, and product. When you click on a tile, the integration is well-
documented. 
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In addition to having good functionality, the LiveChat marketplace has 
a modern and user friendly design.  

434343
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Product Category and 
Integrations

There is a minor relationship between product categories within the customer 
engagement and support grouping and the number of integrations. Generally, 
software that is also used by marketing and sales have the most integrations, and 
software that is for call centers have fewer integrations. Software with more niche 
functionality, like customer review software, also tends to have fewer integrations. 

Product integrations are key for successful customer engagement and support 
companies, especially if the application is also used by marketing and sales to 
engage a company’s audience. All companies in this category have at least 2 
integrations, signaling customers need interoperability. The public app centers in 
this category, however, are less developed than other product categories where 
integrations are also key to success.  
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Customer Engagement and 
Support Company 
Conclusions



HR tech is a rapidly evolving market, with over 4 billion dollars being 
invested in the market in the first three quarters of 2019. In addition, 
companies continue to use a wide variety of ATSs, one of the key 
pieces of HR software. This diversity makes integrations important, 
but also more challenging. 
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The fastest growing HR tech companies have an average of 
39 product integrations. The median number is 19 
integrations. 

Most companies in this category do not offer their customers 
a third-party integration tool like Zapier. 22% of companies 
offer their customers an integration tool; 3% offer a tool other 
than Zapier, like Boomi or Mulesoft. 

97% of companies in this category have at least 1 integration. 

47% provide public documentation for their API. 94% of 
companies provide their customers an API to use, signaling 
HR users need to more seamlessly move data amongst their 
systems.  

HR Tech Overview
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9% of HR tech companies explicitly encourage third-party developers 
to build integrations into their product. This category lags behind 
others in building large tech ecosystems around their products. 
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HR Tech Companies: Integrations by 
Company Size 
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There is a relatively weak correlation between the size of the company and the number 
of product integrations in the HR tech category, with the correlation coefficient being 
.09.  
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HR Tech App Centers

Publicly available app centers can signal how important integrations are to 
prospects and customers. Of the fastest growing HR tech companies, 79% have a 
publicly available app center where prospects and customers can browse the 
integrations. And 41% have a clickable app center, where a prospect or customer 
can click to learn about each integration and its configurations.  

The app centers in this category lack the functionality of other product categories. 
Even the companies with more than a hundred integrations only provide search by 
product category. There is no ability to sort by user reviews or pricing information. 
A few offer the ability to search by language and region as well, but overall, the app 
centers in this category only give the user the ability to search by product, if they 
provide any filtering at all.
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SmartRecruiters has the best public app center in this catergory, 
offering slightly more functionality than the other HR tech companies, 
and a clean design. In addition, when you click on a tile, you get more 
information on the integration and company. 
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Product Category and 
Integrations

There is a minor relationship between product categories within the HR tech 
grouping and the number of integrations. Generally, ATSs and other recruiting 
software have the most integrations. Benefits software and employee engagement 
tools, especially when they perform a more limited function, such as salary 
guidance, tend to have fewer integrations.   

HR tech is an area where integrations are important, reflected in the fact that 97% 
of companies have at least one. However, less than half have publicly documented 
APIs and while most have public app centers, their lack of sophistication reflects 
HR tech is only starting to shift toward creating robust integration ecosystems with 
hundreds or thousands of integrations.   
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HR Tech Company 
Conclusions



A proliferation of software has been created to make developers and 
IT professionals’ jobs easier and faster. Engineering spends the most 
of any department on SaaS products. 

Developers often have the ability to build their own integrations, 
which might reduce the need for pre-built integrations. However, pre-
built integrations allow developers to focus on their core tasks rather 
than building into a vendor’s tool. As a result, software in this 
category generally comes with a number of integrations.     
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The fastest growing developer and IT tech companies have an 
average of 194 product integrations. The median number is 19 
integrations. 

Only 4% of companies in this category offer their customers a 
third-party integration tool like Zapier. This might reflect the 
fact that these tools are best suited for simple use cases that 
developers could easily build their own solutions for.   

93% of companies in this category have at least 1 integration. 

76% of companies provide public documentation for their API. 
97% of companies provide their customers with an API to use.  

Developer and IT Tech 
Overview
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9% of developer and IT companies explicitly encourage third-party 
developers to build integrations into their product, reflecting the fact 
that fewer of the applications in this category consider themselves 
the central platform in a large tech ecosystem.   
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Developer and IT Companies   



Developer and IT Companies: 
Integrations by Company Size 
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There is a relatively weak correlation between the size of the company and the number 
of product integrations in the developer and IT category, with the correlation coefficient 
being .08.  
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Developer and IT App 
Centers

Publicly available app centers can signal how important integrations are to 
prospects and customers. Of the fastest growing developer and IT companies, 67% 
have a publicly available app center where prospects and customers can browse 
the integrations. And 57% have a clickable app center, where a prospect or 
customer can click to learn about each integration and its configurations.  

There are fewer public app centers in this category than others with a similarly 
large number of integrations. However, more than half have clickable app centers.  
There is not as much functionality as other product categories, as none have the 
ability to sort by user reviews or pricing information. A few offer the ability to 
search by category, type, product, but most only offer a search feature and filtering 
by the product category. 
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Ping Identity has the best public app center in this catergory, offering 
more functionality than the other developer and IT tech companies, 
and a clean design. In addition, when you click on a tile, the 
integration is well-documented. 
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Egnyte also has a well-designed app center with a better than average 
level of functionality for this category. In addition to being able to 
search by product, type, and category, you can also search by 
industry. 
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Developer and IT tech is an area where integrations are important, reflected in the 
fact that the median number of integrations is 19.  

However, this category encompasses a fairly wide range of types of tools, not all of 
which prioritize integrations. Security tools and platforms tend to have more 
integrations, where more niche tools have fewer.   

Because of the technological sophistication of the users, it is easier for many 
users to build their own integrations. But given the complexity of the tools, this 
might be a time-consuming endeavor. The average and median number of 
integrations in this category shows a clear demand for some pre-built integrations. 
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Product Category and 
Integrations

There is a moderate relationship between product categories within the developers 
and IT tech grouping and the number of integrations. Generally, cybersecurity 
software tends to have more integrations than other tools. 

57

Developer and IT Tech 
Company Conclusions



There are over 7,000 marketing software on the market, making the 
lack of integration amongst applications a huge pain point for 
marketers.  

As a result of marketers looking for better and easier ways to 
integrate their tech stacks, martech companies, especially those in 
product categories that need outside data to optimize their function, 
have dramatically increased the number and quality of integrations 
they offer. 
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The fastest growing martech companies have an average of 
46 product integrations. The median number is 17 
integrations. 

A little over a quarter of the companies in this category also 
offer their customers a third-party integration tool. 24% offer 
Zapier to their customers, and 2% of companies offer another 
integration tool. 

96% of companies in this category have at least 1 integration. 
The ones that didn’t tend to be narrower in their scope, like 
online printing or TV analysis software. 

58% of companies provide public documentation for their API. 
89% provide their customers with an API. The companies that 
do not offer their customers an API tend to be more niche 
products, like online printers or moderation tools, or products 
in the ad tech space, which are often more like marketplaces 
in format.  

Martech Overview
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11% of the fastest growing martech companies explicitly encourage 
third party developers to build integrations into their product, 
reflecting the growing importance of building a tech ecosystem 
around martech companies. 

I

Nu
m

be
r o

f C
om

pa
ni

es

0

14

28

42

56

70

How Many Product Integrations Listed

0-5 6-10 11-20 21-50 51-100 101-500 501+

59

Fastest Growing Martech Companies   



Fastest Growing Martech Companies: 
Integrations by Company Size 
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There is a minor correlation between the size of the company and the number of 
product integrations in the martech category, with the correlation coefficient being .35.  
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Martech App Centers

Publicly available app centers can signal how important integrations are to 
prospects and customers. Of the fastest growing martech companies, 61% have a 
publicly available app center where prospects and customers can browse the 
integrations. And 37% have a clickable app center, where a prospect or customer 
can click to learn about each integration and its configurations.  

Unsurprisingly, many companies in this category have nicely designed app centers. 
One of the app centers with the most functionality, including user reviews and 
popularity ratings, is Constant Contact. Though its design is dated, it allows the 
user to sort not only category, but also by price, industry, rating, popularity, and 
when the app was added.    
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The Constant Contact app marketplace not only has great filtering 
features, when you click on an individual integration, it is well-
documented.  
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The Constant Contact app marketplace, however, has somewhat of a 
dated design. Many of the martech marketplaces have a clean and 
modern design. Intercom and Segment, for example, though they lack 
the full functionality of Constant Contact, both provide user friendly 
design.  
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Product Category and 
Integrations

There is a relationship between the product categories within the martech grouping 
and the number of integrations. Marketing automation, omni-channel platforms, 
and email marketing platforms have the most integrations, while products that are 
more niche or distinct, like online printers, video making software, polling, social 
media moderation, and SEO software tend to have fewer integrations. 

Product integrations are very important in the martech category as the proliferation 
of technology for marketers has made moving data from system to system an 
acute pain point.   

In certain categories, like general marketing automation and email software, 
integrations are required for success, and the leaders in those categories have 
hundreds if not thousands of integrations.  

The well-designed public app centers of a significant number of martech 
companies signals how important integrations are for both prospects and 
customers. 

64

Martech Company 
Conclusions



The accounting software market was valued at 12 billion in 2019. 
Especially as businesses grow larger, accounting software’s ability to 
integrate with other operational, business intelligence, and vertical 
specific software is key to the user experience. Quickbooks, for 
example, though not on this list, has over 650 integrations, and is 
often one of the first applications other software integrate with.    
I
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The fastest growing accounting software companies have an 
average of 39 product integrations. The median number is 15 
integrations. 

A third of the companies in this category also offer their 
customers a third party integration tool like Zapier. 23% offer 
Zapier to their customers, and 10% of companies offer 
another integration tool. 

100% of companies in this category have at least 1 
integration.  

64% of accounting software companies provide public 
documentation for their API. 95% provide their customers with 
access to an API. The companies that do not are either 
heavily focused on services, or targeted at businesses with 
less than 100 employees.   

Accounting Overview

65

https://www.marketwatch.com/press-release/global-accounting-software-market-size-share-and-forecast-by-2025--industry-research-report-2020-03-17?mod=mw_quote_news
https://quickbooks.intuit.com/online/integrations/
https://www.marketwatch.com/press-release/global-accounting-software-market-size-share-and-forecast-by-2025--industry-research-report-2020-03-17?mod=mw_quote_news
https://quickbooks.intuit.com/online/integrations/


26% of the fastest growing accounting software companies explicitly 
encourage third-party developers to build integrations into their 
product, reflecting the importance of building a tech ecosystem 
around accounting applications. 
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Fastest Growing Accounting Companies: 
Integrations by Company Size 
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There is a weak correlation between the size of the company and the number of product 
integrations in the accounting category, with the correlation coefficient being .06.  
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Accounting App Centers

Publicly available app centers can signal how important integrations are to 
prospects and customers. Of the fastest growing accounting companies, 79% have 
a publicly available app center where prospects and customers can browse the 
integrations. And 64% have a clickable app center, where a prospect or customer 
can click to learn about each integration and its configurations.  

Many companies in this category have nicely designed app centers. However, 
functionality is more limited, as none have user reviews or the ability to filter by 
price. The vast majority have a search function and are filterable only by product 
category. The two app centers with more functionality are Freshbooks and Sage 
Intacct.   
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The Freshbooks app marketplace allows the user to search by 
category, top picks, Freshbooks tested, and community built. It also 
has a modern design, and well-documented individual integration 
pages. 
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The Sage Intacct app marketplace has filtering by category, industry, 
and who built the integration, Sage Intacct or a third party, and if it 
was built on the Sage Intacct platform. It also has well-documented 
individual integration pages. 
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Product Category and 
Integrations

There is little relationship between the product categories within the accounting 
software grouping and the number of integrations.  

However, software that is targeted toward very small or small businesses, or that 
are an extension of a services company tend to have fewer integrations.

Product integrations are very important in the accounting category as the data is 
often important to integrate with other systems, like ERPs, business intelligence, 
reporting, HR, and vertical specific software. 

A quarter of companies explicitly encourage third parties to build on their product, 
signaling a move to transform more software in this category into platforms. Most 
companies have clickable, public app centers, though they lack user reviews and 
pricing sorting that fully developed app centers have.  

There is little relationship between company size or sub-category with the number 
of integrations, though targeting small businesses is correlated with fewer 
integrations.     

71

Accounting Company 
Conclusions



CRMs are usually the central piece of sales software. Because they 
are such a keystone in the tech ecosystem, they were covered in 
another chapter. Outside CRMs, there are fewer sales applications 
that serve as platforms. However, it is still vital that more niche sales 
applications integrate with other software, starting with CRMs. 

Outside of engineering, the sales department spends the most on 
SaaS products, leading to a proliferation of tools that need to be 
integrated with one another for a more seamless workflow. 
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The fastest growing non-CRM sales software companies have 
an average of 20 product integrations. The median number is 
12 integrations. 

28% the companies in this category also offer their customers 
a third party integration tool like Zapier.  

98% of companies in this category have at least 1 integration.  

46% of non-CRM sales software companies provide public 
documentation for their API. 94% provide their customers with 
access to an API. The companies that do not are generally 
more niche in their purpose, like RFP software or 
conversational intelligence software.

Non-CRM Sales Overview
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9% of the fastest growing sales software companies explicitly 
encourage third-party developers to build integrations into their 
product, reflecting the fact that non-CRM sales software is less likely 
to be a central hub for other technologies.  
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Fastest Growing Sales Companies: 
Integrations by Company Size 
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There is a moderate correlation between the size of the company and the number of 
product integrations in the non-CRM sales category, with the correlation coefficient 
being .25.  



75

Non-CRM Sales App Centers

Publicly available app centers can signal how important integrations are to 
prospects and customers. Of the fastest growing non-CRM sales companies, 68% 
have a publicly available app center where prospects and customers can browse 
the integrations. And 43% have a clickable app center, where a prospect or 
customer can click to learn about each integration and its configurations.  

Many companies in this category have nicely designed app centers. However, 
functionality is more limited, as none have user reviews, or the ability to filter by 
price, industry, or tier. The vast majority were filtered only by product category, but 
some also had the ability to filter by whether the app was native, required a third 
party tool, or was built by a third party. 
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The lack of functionality in this category’s app centers is reflective of 
its products more ancillary purpose in the sales ecosystem, and that 
the highest number of integrations is 75.  

Salesloft has a well-designed app center, with the ability to sort by 
product category, as well as featured, popular and newest. In addition, 
individual integration pages are well-documented. 
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The Pipeliner and Proposify app centers are also well-designed, and 
allow the user to search by whether the app integration is native or 
requires a third party tool. 
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Product Category and 
Integrations

There is a significant relationship between the product categories within the sales 
software grouping and the number of integrations. Sales enablement, automation, 
and engagement platforms tend to have more integrations, while products with 
more niche purposes like proposal software, intent and prospect data, and 
conversational analysis or intelligence software tend to have fewer integrations.  

Product integrations are very important in the non-CRM sales category as sales 
people utilize a high number of SaaS products and need to construct efficient 
workflows in their tech stack. However, as this software grouping is not as central 
as CRMs, it tends to average a fewer number of integrations. The lack of fully 
functional app centers in this category signals their more ancillary position in the 
tech ecosystem.  

There is also a strong relationship between the sub-product category and the 
number of integrations, as the more niche the purpose of the software, the fewer 
the integrations.     
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Non-CRM Sales Conclusions



Productivity and collaboration tools are designed to make it easier 
for people to work, and to work together. Given the average business 
uses over a hundred apps, workflow automation tools that seek to 
connect these apps are a key part of this category. Scheduling, video 
conferencing, project management, and collaboration software are 
some of the other important products in this category.  

As these tools differ in their role in the workflow of an organization, 
there is a larger variance in the number of integrations than in most 
other catgeories. 
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The fastest growing companies in this category have an 
average of 64 product integrations. The median number is 9 
integrations. 

27% the companies in this category also offer their customers 
a third-party integration tool like Zapier.  

97% of companies in this category have at least 1 integration.  

66% of productivity and collaboration software companies 
provide public documentation for their API. 91% provide their 
customers with an API. The companies that do not are 
generally more niche in their purpose, like presentation 
software.

Productivity and 
Collaboration Overview
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14% of the fastest growing productivity and collaboration software 
companies explicitly encourage third-party developers to build 
integrations into their product, reflecting the fact that many of the 
products in this category are not aspiring to be platforms at the 
center of an ecosystem.   
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Fastest Growing Productivity and 
Collaboration Companies: Integrations 
by Company Size 
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There is a weak correlation between the size of the company and the number of product 
integrations in the productivity and collaboration category, with the correlation 
coefficient being .05.  
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Productivity and 
Collaboration App Centers

Publicly available app centers can signal how important integrations are to 
prospects and customers. Of the fastest growing companies in this category, 63% 
have a publicly available app center where prospects and customers can browse 
the integrations. And 47% have a clickable app center, where a prospect or 
customer can click to learn about each integration and its configurations.  

Many companies in this category have nicely designed app centers. However, 
functionality is more limited, as none have user reviews, or the ability to filter by 
price, or industry. The vast majority are filtered only by product category, but some 
also have the ability to filter by popularity, tier, and newly added. 
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The best app centers are in the workflow automation and project 
management category. Zapier’s is well-designed and has more 
functionality than simply the ability to search by product category, as 
users can also filter by popularity, recently added, beta, and premium. 
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Appypie Connect and Trello also offer slightly more functionality than 
average, and also have user friendly designs.  
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Product Category and 
Integrations

There is a very strong relationship between the product categories within the 
productivity and collaboration software grouping and the number of integrations. 
Unsurprisingly, workflow automation tools have the highest number of integrations.  

Project management and collaboration software also have a higher than average 
number of integrations for this category. Video conference, presentation, and 
scheduling software tend to have the least number of integrations.

Product integrations are very important in the productivity and collaboration 
category as they aim to make work more efficient and successful.  

The number of integrations in this category is heavily related to the particular type 
of tool. Some tools, like video conferencing or scheduling applications, while they 
benefit from integrations, do not need to serve as a centralized hub. Workflow 
automation tools, on the other hand, work best when they are integrated with as 
many apps as possible. 

As a result, many companies in this category have less than ten integrations, and 
lack a public app center. About half have a clickable app center, with most of those 
only offering the basic functionality of searching or filtering by category. 
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Productivity and 
Collaboration Software 
Conclusions



Learning and education software is any application specifically 
designed to help educators, students, and learners perform better. It 
includes software created for K-12 schools or colleges, and also 
software for individual learners or employers looking to educate or 
train their workforce. 

This market has shown rapid growth in the last few years, and is 
predicted to continue on this trajectory. As a result, integrations are 
starting to become more important.  
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The fastest growing companies in this category have an 
average of 20 product integrations. The median number is 8 
integrations. 

Only 3% of the companies in this category offer their 
customers a third party integration tool like Zapier.  

80% of companies in this category have at least 1 integration.  

45% of learning and education software companies provide 
public documentation for their API. 72% provide their 
customers with an API. The companies that do not offer 
educational courses and have no integrations, or have a more 
niche purpose, like student evaluations.

Learning and Education 
Overview
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13% of the fastest growing productivity and collaboration software 
companies explicitly encourage third party developers to build 
integrations into their product, reflecting the fact that most of the 
products in this category are not aspiring to be platforms at the 
center of an ecosystem.   
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Fastest Growing Learning and Education 
Companies   
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Fastest Growing Learning and Education 
Companies: Integrations by Company Size 
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There is a weak correlation between the size of the company and the number of product 
integrations in the learning and education category, with the correlation coefficient 
being .10.  
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Learning and Education App 
Centers

Publicly available app centers can signal how important integrations are to 
prospects and customers. Of the fastest growing companies in this category, 40% 
have a publicly available app center where prospects and customers can browse 
the integrations. And 20% have a clickable app center, where a prospect or 
customer can click to learn about each integration and its configurations.  

The lack of app centers in this category reflect the fact that some of its sub-
categories have zero integrations, and others only need a limited amount. Only one 
app center in this category has functionality beyond search and filtering by product 
category.
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The Schoology app center is the only center with more advanced 
filtering functionality. It allows the user to search by type, category, 
educational level, user, and popularity. It also provides moderately 
detailed information when an individual tile is clicked.   
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Product Category and 
Integrations

There is a very strong relationship between the product categories within the 
learning and education software grouping and the number of integrations. LMSs 
and corporate learning platforms tend to have the highest number of integrations. 
Online course applications and software with a more niche purpose, like student 
evaluations, have fewer or no integrations. 

Product integrations are only moderately important in this category. The majority 
of companies have at least some integrations, but the number each company has 
is relatively low. As a result, there are not many clickable app centers, and there is 
limited functionality in all but one app center. 

Most companies offer their customers an API, but only about half publicly 
documented their APIs, signaling it was less of a priority than other product 
features.  

Even in the sub-categories where the number of integrations is higher, like LMSs, 
quality of integration is more important than quantity in this category.  
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Conclusion
There are over 11,000 SaaS companies. Businesses are overwhelmed trying 
to glue together these ever multiplying building blocks, and are demanding 
true connectivity from the companies that make them. 

Product integrations are now a must-have in almost all areas of SaaS. The 
fastest growing SaaS companies have an average of 98 product 
integrations. The median number is 15 integrations. And 63% of companies 
have public app centers. 

SaaS companies who do not build product integrations will quickly be left 
behind by those that do.  

If you have any questions, thoughts, or feedback on this report, we’d love to 
hear from you. You can also learn more about us and our integration 
platform designed specifically for building SaaS product integrations and 
app centers here. 

https://cardconnect.com/launchpointe/tech-trends/rise-of-saas
mailto:kelly@pandium.com
http://www.pandium.com
http://www.pandium.com
http://www.pandium.com
https://cardconnect.com/launchpointe/tech-trends/rise-of-saas
mailto:kelly@pandium.com
http://www.pandium.com
http://www.pandium.com
http://www.pandium.com
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This is an analysis of the top 1000 
companies on the 2019 SaaS Mag 1000 
and their product integrations. These are 
the fastest growing SaaS companies of 
2019, according to SaaS Mag.    

For the purpose of this report, an 
integration is a pre-built means of two 
software passing data between the two 
systems that the user or customer of the 
software can install and utilize. It is not 
the use of one software as infrastructure, 
the host, operating system, or white 
labeled component of another piece of 
software. Nor is it connecting hardware or 
devices to other software.  

The product integrations were counted by 
any publicly available means, including 
company websites, collateral, support 
docs, press releases, and information 
provided by the company to review sites.  

Companies might have other integrations, 
but they were not included in the total if 
they were not publicly disclosed. In 
addition, companies who labeled non-
integrations as integrations in their app 
centers were only excluded when feasible. 

While databases, cloud hosting, and 
operating systems might have 
integrations as defined here, because 
many of the ‘integrations’ to those 
systems are defined differently, the 17 
companies on the SaaS 1000 list that fit 
that definition were removed. 

When the number of product integrations 
were unclear because the company 
claimed to offer integrations but did not 
specify which ones, or only mentioned a 
few, they were removed from the list for 
lack of specificity. This was 35 
companies or 3.5 percent of the total. 

Other companies that were removed were 
professional services companies, 
investment funds, or companies that 
were acquired and whose product was no 
longer offered, or who were acquired by 
companies that were already on the list. 
This was 23 companies. 

Finally, if a company had more than one 
product, integrations were counted for all 
their products. Companies with more 
than 10 products were removed from the 
list. 

Appendix: Report 
Methodology

https://www.saasmag.com/saas-1000-2019/
https://www.saasmag.com/saas-1000-2019/
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In total, 80 companies fit the above 
criteria, and were removed from the list.  

Employee numbers were taken from the 
SaaS Mag list, with the exception of 3 
companies which were listed as 0 
employees; those employee numbers were 
taken from LinkedIn. 

This data was collected April and May 
2020. 

List of Removed Companies 

Removed companies that were primarily 
or entirely service companies (7): 
SupportNinja, company 347, outsourced 
customer support; Brandpoint, company 
408, content marketing services; Aspire 
Technologies, company 457, IT services; 
Infiniti HR, company 492, HR services; Yes, 
company 514, marketing services; 
DecisionPoint, company 776, systems 
integrator and managed services; 
EngineerBabu, company 873, product 
development services  

Removed companies that were 
investment funds or collaboration 
projects (3): LTV fund, company 23, 
investment fund; Eclipse, company 529, 
open source collaboration project; Lead 
Accelerator, company 685, sports-focused 
startup fund 

Removed companies that no longer exist 
or who were acquired and the product 
was no longer independent (9): Instart 
Logic, company 2, acquired and no longer 
independent product; Atlas Solutions, 
company 351, programmatic platform, no 
longer operates; Parse, company 521, 
open source backend as a service, no 
longer a company; Lyris, company 535, 
marketing, acquired by larger company; 
Klout, company 562, social media 
platform, product no longer exists; Amber 
Road, company 716, supply chain 
management, product no longer separate, 
acquired by larger company; Distelli, 
company 733, devops platform, acquired 
by larger company; Encompass, company 
740, marketing, acquired by marketing 
agency; Askuity, company 968, retail 
management, no longer independent 
product, acquired by company for internal 
use 

Removed companies that claimed they 
have integrations, but did not publicly 
identify them, or mentioned a small 
number of integrations and claimed to 
have more (35): Guild Education, 
company 29, employee education; Crisp 
Thinking, company 48, social media and 
online monitoring;
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Compstak, company 73, real estate 
insights; BuildingEngines, company 86, 
building operations platform; Salsify, 
company 111, PXM platform; Talkwalker, 
company 119, social listening platform; 
Skillshare, company 133, online classes; 
Near, company 137, data enrichment and 
audience building; Q360 PSA, company 
142, ERP; backblaze, company 176, cloud 
storage and backup; Logz.io, company 
215, log monitoring and analysis; 
StackAdapt, company 223, demand side 
ad platform; Kyriba, company 230, treasury 
management; Idio, company 330, omni-
channel demand generation; Ableton Live, 
company 352, music software; SketchUp, 
company 371, architectural design; 
JetBrains, company 410, developer tools; 
Chef, company 442, infrastructrue 
automation and configuration; Simpl.fi, 
company 443, geo-marketing and 
programmatic advertising; WorkJam, 
company 455, employee management for 
non-desk workers; FishEye software, 
company 534, machine data; Nuix, 
company 542, ediscovery; Archibus, 
company 562, real estate and facilities 
management; Rubicon Project, company 
730, ad platform; Engine Yard, company 
741, platform as a service; SiteCompli, 
company 742, property management and 
compliance;  

Affinio, company 823, customer and 
audience insights; BrandsEye, company 
837, social media monitoring; 
ThreatMetrix (acquired by LexisNexis), 
company 886, cyber security and risk 
management; Confluence, company 895, 
data management, reporting and 
compliance; Amobee (Turn), company 
913, ad platform; Jelli, ad platform, 
company 918; Xamarin, company 947, 
mobile application shared code across 
platforms; Docker, company 966, platform 
as a service; Optymyze, company 994, 
sales platform 

Removed companies that were on the list 
twice due to error or acquisition (4): 
Spring Suite, company 263, on list twice, 
e-learning software; Nexmo, company 
366, acquired by Vonage, also on the list, 
cloud communication platform; BQE, 
company 436, same as BillQuick, also on 
the list; SnapApp, 925, acquired by 
Uberflip, also on the list 

Removed companies that had more than 
10 products (5): Accurent, company 245, 
29 different products; Automattic, 
company 315, 22 different products; j2 
Global, company 440, 47 different 
products; Carlson, company 720, 32 
different products; Birlasoft, company 
1000, 11 different products 
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Removed companies that are databases, 
cloud hosting, or operating systems (17): 
Redis Labs, company 35, database; 
Cloudways, company 67, managed cloud 
hosting; DigitalOcean, company 170, 
developer cloud; Fastly, company 183, 
edge cloud platform; Linode, company 
218, developer cloud; WP Engine, company 
266, WordPress hosting; MariaDB, 
company 421, database; Couchbase, 
company 498, database; Aerospike, 
company 524, database; GNU Operating 
Software, company 617, operating system; 
Green Cloud Technologies, company 638, 
cloud infrastructure; DataStax, company 
686, database; Bluehost, company 714, 
cloud hosting; Liquid Web, company 735, 
managed cloud and web hosting; Ubuntu, 
company 797, operating system; Media 
Temple, company 803, web hosting; 
OpenStack, company 941, operating 
system 


