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Management Team

Peter Gassner- Founder, CEO

• Founded Veeva in 2007

• Has 30 years of experience in leading IT 

companies, spanning from developing the IBM 

mainframe to creating Salesforce’s cloud

Tom Schwenger- President and COO

• President and COO since 2019

• Leverages his more than 25 years in driving 

technology transformations for the life 

sciences industry

Company Overview
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Veeva’s established leadership and continual growth has positioned them as the market leader in the life science SaaS industry 

General Description 

• Veeva is the leading provider of cloud solutions for the global 

life science industry 

• Veeva CRM was built off the Salesforce platform, and 

currently has a 80% market share in the life sciences industry

• Reports revenue though two operating segments: 

Subscription and Professional Services

• Veeva has two main product categories: Veeva Commercial 

Cloud and Veeva Development Cloud

83% of approved 

US drugs 

launched with 

Veeva CRM

Used by 47 of the 

top 50 

pharmaceutical 

companies

Vault reduces 

submission 

development time 

by 50%

Sources: Company Filings, Company Website, Capiq

Revenue Breakdown ($mm)

Veeva’s leadership has overseen their growth as the established leader 

in life science solutions without any VC funding



Quicker ROI

Tailored 
Solutions

Long-term 
Success

83%

Segment Description
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Connected product suite of commercial and development cloud services allows clients to derive more incremental value

50% Faster 

Clinical Trials 

Studies

Eliminates 90% 

of Manual 

Processes in 

Clinical Trials

450+ Vault 

Quality 

Customers

Streamlines 

Regulatory 

Processes in 

Single Platform

End-to-End 

Management of 

Safety Process 

for 100+ CROs

SafetyClinical Operations Quality RegulatoryClinical Data

Development Cloud

Data Software Services

900+ Data Stewards

Veeva CRM serves all top 20 pharma 

players and completes 83% of drug 

launches

Commercial Cloud

Sources: Bloomberg, Company Website, Investor Relations

10/10 Top Pharma Players

100+ Countries Served



Veeva Vault
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Vault CRM is the next generation of CRM life sciences, serving the unique needs of pharma by offering omnichannel solutions

Vault Platform

The Vault platform integrates platforms from the development and commercial cloud creating a 

streamlined flow of current, high performance applications to create a specialized pharma CRM

“When somebody talks about replacing the CRM system, really what they’re talking about an ecosystem…We’re 

delivering the next generation of CRM with Vault” – Paul Shawah, VP of Strategy

Data 

Management
Clinical 

Operations
Quality Regulatory Safety Medical Commercial

Sources: Company Website



Investment Thesis
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1

2
Divorce from Salesforce will allow for MedTech expansion driving TAM growth 

and margin expansion in future

Veeva’s product superiority, high switching costs, and sticky customers provides 

an impenetrable MOAT that enables continued growth

3
An appreciation of Veeva’s financial health and an evaluation of Veeva through 

proper SaaS metrics justifies their price premium

BUY
Price Target: $254.91

Upside: 19.6%



Investment Thesis
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1
Veeva’s product superiority, high switching costs, and sticky customers provides 

an impenetrable MOAT that enables continued growth
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Veeva is the only company suited to meet every need of the life science industry

DataVertical SaaS Operations Quality Safety MedicalCommercial Regulatory

Product Superiority

Sources: Company Filings, Equity Research
7



High Switching Costs and Sticky Customers
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Veeva’s high switching costs and sticky customers associated with their vertical software build an impenetrable MOAT
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Sticky Customers and RetentionFlawless Business Model

Veeva’s multi-product, unified ecosystem with 

verticalized software incentivizes customers to buy 

multiple products at a time, increasing switch costs

Time Disruption Learning

Veeva’s consistent customer growth and retention reflects their 

connected and tailored product portfolio that is perfectly suited to 

serve every need of the life science industry

Three Primary Costs

Integrated

Essential

Their master subscriptions (multi-year 

contracts) reinforces their high switching costs 

as customers don’t want to suffer a large loss 

after they are locked into a deal

Nearly impossible for life science companies to 

switch cloud  platforms because of the amount of 

mission critical data stored with Veeva

Veeva’s client-specific platform 

customization leads to the realization of high 

recurring revenues

Long-Term 

Specific

Sources: Company Filings, Equity Research, Bloomberg



Cross-Selling Strategy in Action
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Veeva has enhanced their cross-selling motions across both segments, raising their Net Retention Rate to over 120%

190 223 281 346 389 43145
76

95
125

168
194

3
18

47

67

107
133

2017 2018 2019 2020 2021 2022

<2 Products 3-4 Products 5+ products

260 284 277 306 297 316

97
122 150

167 194 2086
11 27

50
81

93

2017 2018 2019 2020 2021 2022

<2 Products 3-4 Products 5+ products

2.78 4.023.953.513.252.93

Avg. Products Per Customer

R&D Solutions – Customer Growth and Product Adoption

Commercial Solutions – Customer Growth and Product Adoption

1.71 2.712.612.352.252.07

Sources: Company Filings, Equity Research, Bloomberg

Avg. Products Per Customer



Improved Functionality and Cross-Selling
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The Vault CRM allows for enhanced product integration and efficiency which will capture additional customer value

Connections Additions

Integrate 
Product Suite 

Optimize 
Cross-Selling 
Opportunities

Improve 
Efficiency and 
Functionality

Gain More 
Value Per 
Customer

The new additions of the Veeva CRM Bot and 

Veeva Service Center will reduce customer 

administrative burden, expedite document and 

data processing, and improve trial performance

Sources: Company Filings
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2
Divorce from Salesforce will allow for MedTech expansion driving TAM growth 

and margin expansion in future



Veeva and Salesforce
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Veeva was built off of the Salesforce platform, but has recently made known their desire to not renew their contract in 2025

2022

Veeva announced its intent to 

end relationship with 

Salesforce when the contract 

terminates in 2025

2010

Veeva partnered with 

Salesforce to become 

Salesforce’s premier ISV 

partner in life sciences

2014

Veeva continues their 

partnership with Salesforce 

and extends their contract 

through 2025

2026-2028

Veeva predicts the majority 

of their customers will have 

moved over to the Vault 

CRM by this time

2026-2030

Veeva customers have until 

2030 to fully transition off 

of the Salesforce platform 

Risks

Salesforce becoming a 

competitor

“Salesforce pharma CRM would be an incomplete product no different than Veeva 15 years ago” –

Gunnar Hansen, Director of Investor Relations

Our conversation with the Director of Investor Relations at Veeva, Gunnar Hansen, helped resolve many 

risk factors surrounding this divorce

25% of 2023 revenue was allocated to R&D demonstrating a commitment to innovation of the Veeva 

Vault platform

No access to Salesforce 

applications 

Veeva expects all customers to be transferred to the Vault by 2028. For large players to deviate systems 

and combine several platforms over Veeva’s unified ecosystem would not be operationally or  

economically efficient

Low migration to Vault

Sources: Company Filings, Company Website



Post Contract Growth
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Veeva’s established moat, revenue buffer, and margin expansions post-contract with Salesforce puts it in prime positioning to dominate the market

Meaningful Head Start

$120mm Revenue Buffer

Margin Expansion

Reference Selling

Faster Pace, Better 

Solutions

Reasoning

Veeva has a meaningful head start, entrenched with 20 of the top 20 biopharma. The integrated suite 

of solutions creates a seamless experience for clients 

Veeva currently pays an $80mm/yr license fee to Salesforce. Expected fees in 2030 are $0. At an 85% 

subscription gross margin and 21% tax rate, Veeva would need to lose $120mm in revenue to see 

FCF break-even on $80mm in pick-up from Salesforce fees

12% of Veeva’s revenue currently goes to their Salesforce agreement allowing an opportunity for 

margin expansion 

Reference selling is a significant component to win clients and grow product adoption. Veeva’s 

entrenchment allows this dynamic to repeat with its Vault after the Salesforce termination as large cap 

clients are already integrated into Veeva’s systems

Veeva generates $580mm of revenue under the CRM umbrella. Its next closest competitor 

generates ~$100mm in CRM-related revenue. Thus, Veeva come out of the contract in a position to 

develop its Vault at a faster pace and explore related verticals

Sources: Bloomberg, Company Website, Investor Relations



MedTech Expansion
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The ending of the Salesforce agreement provides an unique opportunity to expand into the MedTech industry
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Veeva launched a Veeva Vault CRM for MedTech in Q3 
2023, built for MedTech sales teams, account managers, 

and medical professionals

Platform will provide industry specific capabilities in a 
connected ecosystem including inventory and surgical case 

management, stakeholder navigation, and content 
traceability

Provides a unique opportunity to increase their current 
$13B+ TAM by infiltrating the lucrative $2B MedTech 

market

1

2

Proven Success

• Veeva has established itself as the leader 

for life sciences CRM commanding a 

80% market share without MedTech 

exposure

• Hold an abundance of experience 

within life sciences CRM, releasing 45 

products over the course of 15 years

Unprecedented Opportunity

• For the first time ever, the MedTech 

industry will have a single application to 

unify all its commercial functions

• Veeva has all the CRM infrastructure 

and MedTech relationships to ensure a 

seamless transition

MedTech Revenue and Outlook ($mm)

Sources: Company Filings, Bloomberg, Equity Research, Statista



Added Market Penetration

15

An emerging market previously restricted to Veeva

Development Cloud $7bn

Commercial Cloud $6bn

Clinical Platform, Operations $4bn

Quality, Regulatory, 

Safety
Quality, RIM, Safety $3bn

Data & Analytics Crossix, Link $3bn

Commercial 

Software
CRM $3bn

Segment TAM Product Type TAMProduct Composition

MedTech
Security, Data, 

Medical
$2bn

Contract termination 

enables deeper 

commercial market 

penetration

Sources: Bloomberg, Company Website, Investor Relations
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3
An appreciation of Veeva’s financial health and an evaluation of Veeva through 

proper SaaS metrics justifies their price premium



Veeva’s integrated and mission-critical 
business model has allowed them to grow 
without taking on debt or VC funding 

Their high customer retention causes 
abundant recurring revenue which creates 

consistent cash flow

Because of their miniscule debt, they are 
able to reinvest their cash back into the 

business and to shareholders

Can’t Touch This

17

Veeva’s deleveraged operating model and consistent cash flow cannot be replicated by competitors
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Sustained Cash Flow and Efficiency

0% 10% 20% 30%

Definitive Healthcare Corp.

IQVIA Holdings Inc.

Open Text Corporation

Ipsos SA

Dassault Systèmes SE

Veeva Systems Inc.

2023 Avg. EBITDA 

Margin 17.3%

0.0x 4.0x 8.0x 12.0x 16.0x

Definitive Healthcare Corp.

IQVIA Holdings Inc.

Open Text Corporation

Ipsos SA

Dassault Systèmes SE

Veeva Systems Inc. 2023 Avg. 

Debt/EBITDA 6.1x

A Fraction of the Debt

Superior Margins with…
1.4% D/E

4.3x Quick Ratio

119% NRR

224% FCF Conversion

14.5% ROIC

25% R&D/Rev

Sources: Company Filings, Capital IQ, 

($mm)



Rule of 40
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Veeva’s strong FCF margins illustrate Veeva’s strong health as a business

18.5% YoY 

Revenue 

Growth 

36% 2023 

FCF Margin

54.5 rule of 

40 score

• The “Rule of 40” ties the trade-off between growth and profit margins to prevent the single-minded focus on growth in lieu of cost 

efficiency, which is frequent in the SaaS industry

• This rule states that a SaaS company is healthy if the sum of its revenue growth and profitability margin (EBITDA, EBIT, or free

cash flow) is higher than 40%

Sources: Company Filings, Company Website, Capiq, Goldman Sachs Equity Research

Veeva’s rule of 40 score of 

54.5 significantly betters its 

peer’s average of 35

Veeva’s EV/FCF multiple of 

28x screens as undervalues 

vs their peer’s average of 36x

FCF margins are within 

companies long term targets 

implying FCF growth will 

likely grow in line with 

revenue



All Time Low
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Veeva is currently at a six year low EV/Gross Profit and EV/FCF ratio and now is the time to capitalize

Sources: Bloomberg
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Investment Thesis
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1

2
Divorce from Salesforce will allow for MedTech expansion driving TAM growth 

and margin expansion in future

Veeva’s product superiority, high switching costs, and sticky customers provides 

an impenetrable MOAT that enables continued growth

3
An appreciation of Veeva’s financial health and an evaluation of Veeva through 

proper SaaS metrics justifies their price premium

BUY
Price Target: $254.91

Upside: 19.6%
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Appendix



Life Sciences Industry Overview
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Demand for the life sciences has been driven by an aging population and digital transformation tools that have boosted efficiency and reduced costs

Evolving 
Portfolios

Research and 
Development

Supply Chain 
Prioritization

Pricing and 
Reimbursement

Patient Centricity

Digital 
Transformation

Elevating Health 
Equity

$3T+ 

Fundamental DriversIndustry Snapshot

--

5%

10%
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20%

25%

Aging Population

An older population will increase demand for 

the life sciences as seniors account for 33% of 

U.S medical spending

• The Life Sciences Industry comprises of 

companies that are researching, developing 

and manufacturing products that improve the 

lives of organisms

• The industry includes pharmaceutical, 

biotechnology, and medical device firms, as 

well as contract research organizations

• Registered clinical studies reached 435,000 in 

2023, which have grown at a 26.78% CAGR

• 87% of companies state that they are 

prioritizing investments in digital innovation

Sources: Bloomberg, Capital IQ, Statista, KPMG



SaaS Industry Overview
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Market Size ($bn)

The SaaS industry has flourished due to the transition to vertical approaches, increased demand and utilization of AI, and integration of products 
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Major Players Key Trends

Micro-SaaS 

Narrower market targeting and 

vertical approaches to cater 

their products to specific 

needs of industry

AI

Integration

“SaaS Unbundling” allows 

customers to mix and max 

products to reinforce their 

existing tech stacks

AI and machine learning 

allows for better automation, 

personalization, cost-savings 

and scalability

Sources: Bloomberg, Statista, Deloitte, FinancesOnline, Bessemer Venture Partners

Industry Characteristics

• The Software as a Service (SaaS) 

industry provides software applications 

and services via the internet to 

streamline processes, and boost data 

analytic capabilities

• Competitive factors include ability to 

innovate and customize, level of 

customer satisfaction, and domain 

expertise

• Major players either choose a horizontal 

model (target customer across industries 

for specific need) or vertical model 

(target a specific industry)



Annotated Stock Chart
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Consistent ROIC
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Veeva’s capacity to generate returns on its capital emphasizes its superior business model and high quality of operations
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Veeva Salesforce Definitive Healthcare Doximity NextGen IQVIA

Veeva’s ability to generate a consistent and high ROIC relative to its peers represents commitment to reinvestment and long-

term growth in earnings

Sources: Company Filings, Bloomberg



Long Runway Ahead in Life Sciences

25

Veeva’s product quadrant displays its established, essential presence in product suite maturity and market share in its industry

Compass

Safety

Link

Clinical 

Data

Quality

Clinical 

Ops.

Crossix

Regulatory Comm. 

Content
CRM

Product 

Maturity

Market Share High

High

• Development

• Commercial

Sources: Company Filings



Rule of 40 vs. Comps and High Growth SaaS 
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Revenue Build
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DCF Base Case
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Comparable Companies
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