
Software Advice BuyerView: 
Takeoff Software Report
Insight into today’s small-business buyer



Software Advice has spoken to thousands of small-business construction buyers 
evaluating takeoff software applications. We analyzed interactions with these 
buyers to learn what they want most in new takeoff software today.

• Sixty-three percent of buyers are using manual methods alone, such as 
Excel spreadsheets, scales, rulers and printed plans. 

• Only 10 percent are currently using takeoff software, which is a smaller 
percentage of current software users than in other markets. 

• The top reason for purchasing new software was in response to the growth 
of the business, or to increase buyers' capacity for writing bids.
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Majority of Buyers Are Replacing Manual Takeoff Methods

The great majority of construction companies are currently using manual methods 
to conduct their takeoff and estimating processes.

Manual

Manual & software

Takeoff software

Non-takeoff software

Combo of software

Nothing 

Other

0% 10% 20% 30% 40% 50% 60% 70%
Percent of sample



Buyers Seek New Software for Growth of Business

Many buyers (28 percent) indicated that they wanted to be able to grow their 
business or execute a greater number of bids. 
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Three-Fourths of Buyers Request Integrated Suites

Seventy-five percent of construction takeoff software buyers wanted to evaluate 
integrated software suites over individual “best-of-breed” applications. 
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Vast Majority of Buyers Have No Deployment Preference

Almost all of the buyers we surveyed (98 percent) did not have a preference 
regarding the type of deployment model.
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Most Companies Have Revenue of $5 Million or Less

Most buyers were small businesses—37 percent companies had annual revenues 
under $1 million, and 36 percent had annual revenues $1-$5 million.
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Most Buyers from Companies with 10 Employees or Less

Thirty-three percent of buyers were from companies had two to five employees, 
21 percent with six to 10 employees and 7 percent with only one employee.
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Read the full report

Get free price quotes on top  
construction takeoff software

Get unbiased reviews & free  
demos on top takeoff software

Learn More About Construction Takeoff Software

Read Report

Get Free Quotes

Get Free Demos

http://www.softwareadvice.com/construction/buyerview/takeoff-small-business-report-2014/
http://www.softwareadvice.com/construction/takeoff-software-comparison/price-quotes/
http://www.softwareadvice.com/construction/takeoff-software-comparison/


Software Advice™ is a trusted resource for software buyers. The company's 
website, www.softwareadvice.com, provides detailed reviews, comparisons and 
research to help organizations choose the right software. Meanwhile, the company’s 
team of software analysts provide free telephone consultations to help each 
software buyer identify systems that best fit their needs. In the process, Software 
Advice connects software buyers and sellers, generating high-quality opportunities 
for software vendors. 
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@SoftwareAdvice/SoftwareAdvice

http://www.softwareadvice.com
https://twitter.com/SoftwareAdvice
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