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Investment Thesis Target Price $196-224 
 
Veeva Systems is the mission-critical operating platform for global life 
sciences, delivering validated cloud software across R&D, regulatory, quality, 
and commercial workflows. Growth is driven by sustained industry R&D 
intensity and deeper platform adoption, while the Salesforce separation 
unlocks margin expansion. The recent SaaS selloff overlooks Veeva’s distinct, 
compliance-driven moat. We assign a Buy rating with a $210 target. 
 
Drivers of Thesis 
 
 R&D Tailwinds & AI Enablement – Rising biopharma R&D investment 

supports platform demand, while embedded AI agents accelerate 
workflows within Veeva’s validated environment. 

 
 Salesforce Separation & Margin Upside – Greater control over pricing and 

infrastructure drives operating leverage and reinforces premium 
positioning.  

 
 Compliance Moat, AI Defense & Valuation Dislocation – Regulatory 

switching costs create durable retention. AI reinforces Veeva’s platform, 
while SaaS selloff misprices a zero-debt, high-margin business.  

 
Risks to Thesis 
 
 Salesforce/IQVIA as Competitors – Competitive wins in the top-10 complex 

biopharma could pressure Commercial segment. 
  

 Execution Risk – CRM migration delays could widen costs ahead of revenue 
benefits.  

 
 Macro & Policy Risk – MFN pricing, OBBBA Medicaid cuts, and IRA Part D 

could tighten pharma R&D budgets, leading to lost Veeva usage.  
 

Henry Fund DCF $186-228 
Relative P/E $176-199 
Relative EV/FCF $260 
Price Data  
Current Price $169.02 
52wk Range $148.05-310.50 
Consensus 1yr Target $266.50 
YTD Performance -23% 
Key Statistics  
Market Cap (B) $27.6 
Shares Outstanding (M) 163.7 
Institutional Ownership 86% 
Beta (5Y/M) 1.09 
Dividend Yield - 
Est. 5yr Growth (CAGR)   12% 
Price/Earnings (TTM) 31.01 
Enterprise Value (M) 
EV/EBITDA (TTM) 

$21.01 
21.07 

Profitability  
Operating Margin 28.7% 
Net Margin 28.4% 

 

Earnings Estimates 
Year 2024 2025 2026 2027E 2028E 2029E 
EPS 

HF est. 
$3.22 

 
$4.32 

 
$5.44 

 
 

$6.43 
 

$7.44 
 

$8.50 
growth 7% 34% 26% 18% 16% 14% 

YTD Performance (%) Company Description 
 Veeva Systems provides cloud software and 

data solutions purpose-built for life sciences. 
Its compliance-driven platform embeds 
deeply in customer workflows, driving high 
switching costs, durable retention, and 
recurring revenue. Veeva serves 1500+ 
customers, with subscriptions representing 
84% of revenue at 87% gross margins, 
supporting cash flow.  
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INVESTMENT SUMMARY 

Veeva Systems (VEEV) is the mission-critical system of 
record for global life sciences, delivering validated cloud 
software across R&D, regulatory, quality, and commercial 
workflows1. The stock trades at $169.02, a 24% discount to 
our target price of $210. We rate the stock a Buy. 

The market is pricing three risks into Veeva: AI 
displacement, Salesforce competition, and broader SaaS 
multiple compression. All three are misapplied to how 
Veeva’s business operates.  

The broader SaaS selloff reflects concern that AI agents will 
replace human users, compress seat counts, and weaken 
recurring revenue models. Veeva is different. Its 
subscription value ties to compliance requirements, 
validated data systems, and regulated workflows that 
must exist regardless of how work gets performed. AI 
increases throughput through these systems rather than 
eliminating the need for them.  

Salesforce competition is real but narrow, confined to the 
Commercial CRM segment. Veeva’s R&D segment, which 
drives the long-term growth thesis, faces no comparable 
integrated platform at enterprise scale. 

Multiple compression and stock-based compensation 
(SBC) dilution concerns affecting peers do not apply to 
Veeva. The company carries no debt, holds $6.6B in cash, 
generates 43% FCF margins, and recently launched a $2B 
share repurchase program. Yet, the stock trades in line 
with more leveraged, seat-dependent software businesses 
more exposed to these risks.  

Year-to-date, VEEV is down 23% versus the IGV software 
ETF (-17%), alongside Salesforce (CRM) -28%, ServiceNow 
(NOW) -34%, Workday (WDAY) -39%, IQVIA (IQV) -22%. 
The move reflects sector-wide repricing, not deterioration 
in Veeva’s fundamentals.  

Figure 1: FY26 Revenue vs 2030 Target Run Rate 

 

 

 

 

 

In FY26, Veeva generated $3.2B in revenue and $1.4B in 
non-GAAP operating income, surpassing guidance and 
achieving a $3B run-rate milestone. Management targets 
a $6B revenue run-rate by Q4 2030 (Figure 1)3. 

Our model reaches approximately 90% of that target, 
excluding AI monetization from the base case. AI is 
accretive to Veeva, as agents operate on top of Vault, but 
we exclude it due to limited pricing and adoption visibility. 
Our Buy rating rests on Veeva’s existing business alone.  

Company Overview 

Veeva generates revenue across two segments: R&D and 
Quality Solutions and Commercial Solutions. The model is 
primarily subscription-driven, with professional services 
representing a smaller and declining share of total revenue 
(Figure 2). Subscriptions carry 87% gross margins, 
supporting strong cash conversion.  

Figure 2: VEEV 2026 Revenue Decomposition 

 

 

 

 

 

 

 

 

 

 

R&D and Quality Solutions 

Covers the full drug development lifecycle, including 
clinical trials, data management, regulatory submission, 
quality systems, and pharmacovigilance. All applications 
run on Veeva’s unified Vault platform, creating a shared 
data model with embedded audit trails. As customers 
adopt additional modules, integration deepens and 
switching costs increase.  
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Commercial Solutions  

Enables pharmaceutical commercialization through CRM, 
field engagement, and data analytics. Vault CRM serves as 
the foundation, supported by proprietary data assets 
including Crossix, Compass, and OpenData. Management 
expects CRM to decline as a percentage of revenue to 
approximately 10% by 2030, while higher-value data and 
analytics products grow faster. 

Customer Economics 

At FY26-end, Veeva served 1,196 R&D customers and 767 
Commercial customers, with 77.1% of the combined base 
using R&D products. R&D subscription revenue per 
customer reached $1.2 million (+14% YoY), reflecting 
platform expansion within existing accounts rather than 
dependence on new customer additions alone (Figure 3).  

Figure 3: Customer Count by Segment, FY22-26 

 

 

 

 

 

 

Driver 1: R&D Tailwinds and AI Enablement 

Industry Backdrop 

Biopharma enters 2026 under pressure to improve drug 
development efficiency. BCG’s reports average total 
shareholder return across the top 20 biopharma 
companies flatlined at 0% from 2021 to 2025, compared 
to 16% for the S&P 5004. BCG attributes this 
underperformance to declining productivity; a trend often 
described as Eroom’s Law, the observed inverse of 
Moore’s Law in which the cost of bringing a drug to market 
rises over time despite advances in technology5. 
Companies that cannot execute clinical programs faster 

and at lower cost will continue to underperform, driving 
demand for software that improves efficiency.   

Deloitte’s 2026 survey shows 41% of executives prioritize 
improving R&D productivity and 31% cite deploying AI 
tools (Figure 4)6. Importantly, both goals require the same 
prerequisite: validated, compliant software platforms; 
Veeva’s core offering.   

Figure 4: Deloitte Survey of Life Science Executives 

 

 

 

 

 

 

Industry activity supports the demand. Biopharma funding 
reached $102B in 2024, a 10-year high outside of the 
pandemic7. Clinical trial starts returned to pre-pandemic 
levels, while the time between trials fell from a 32-month 
peak in 2022 to 17 months; evidence the industry is getting 
faster but has significant room to improve.  

Competitive Position in R&D Software 

Veeva’s R&D platform integrates clinical trials, data 
management, regulatory submissions, safety reporting, 
and quality control into a single validated environment. 
Each new module deepens the shared data model and 
audit trail, driving higher revenue per customer.  

No competitor matches this breadth and integration at 
enterprise scale. Medidata remains focused on clinical 
data capture, while Oracle’s safety offering is largely on-
premises with limited cloud presence. The market 
functions as a regulated oligopoly, with Veeva in a leading 
position.  
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AI Reinforces the Platform 

Veeva launched AI agents in December 2025 for Vault 
CRM, with additional agents across Safety, Quality, 
Clinical, and Regulatory workflows through 20268. These 
agents operate inside the Vault platform, not layered on 
top, using LLMs from Anthropic and Amazon on Amazon 
Bedrock, with all actions logged under FDA 21 CFR Part 11 
requirements. Veeva confirmed usage-based pricing for AI 
at scale, while bundling standard agents into existing Vault 
licensing to maximize adoption during the CRM migration 
window. This prevents seat-count compression and 
deepens switching costs as agents train on customer-
specific data. AI monetization is excluded from our base 
case entirely. 

How We Model R&D Growth 

R&D customers grow from 1,196 in FY26 to 1,466 in FY30, 
with new additions moderating to roughly 50 annually as 
the market matures. Growth is primarily driven by revenue 
per customer, increasing from $1.46M in FY26 to $1.6M in 
FY27 as customers adopt additional modules (Figure 5). 

Figure 5: Forecasted R&D Growth (Customer Ct. x $) 

 

 

 

 

 

 

R&D growth re-accelerates from 16% in FY27 to 17% in 
FY28–FY29 as newer products reach scale, then 
decelerates as penetration increases.  

Driver 2: Salesforce Split & Margin Upside 

Strategic Impact of the Separation 

Veeva originally built its Commercial CRM on Salesforce’s 
platform, operating as a vertical layer on top of Salesforce 

infrastructure. The shift to Vault CRM transitions Veeva to 
a fully independent, vertically integrated platform with 
control over product, data, and pricing9.  

The former Salesforce contract required $500M in 
minimum payments and ended September 1, 2025, with a 
wind-down through December 31, 2029. These fees, about 
3.5% of commercial subscription revenue ($40–50M 
annually), decline as customers migrate to Vault CRM on 
AWS. Our model reflects this as a 156-bps improvement in 
cost of subscription services from FY27–FY30, accelerating 
in FY29–30 as migrations scale. 

Vault CRM Adoption and Commercial Positioning 

Vault CRM ended FY26 with over 125 live customers and 
commitments from 10 of the top 20 biopharma 
companies, including Novo Nordisk. Management expects 
14 of the top 20 to commit, with five decisions in FY27. As 
migrations progress, the value shifts from transition 
support to AI-driven capabilities on the new platform. 

Two 2026 acquisitions reinforce this: Ostro ($100M) adds 
AI-powered patient and physician engagement, while 
Yonalink integrates real-time patient data into clinical trial 
systems, expanding reach into CRO workflows10. 

Margin Expansion Framework 

GAAP operating margin expanded from 18.2% (FY24) to 
28.7% (FY26). We forecast it to reach 32.7% by FY30. 
Expansion is driven by Salesforce cost removal, Sales & 
Marketing leverage from the land-and-expand model, and 
General & Administrative dilution as revenue scales 
(Figure 6). Non-GAAP margin (44% guided for FY27) 
reflects the same trajectory, excluding stock-based comp. 

Figure 6: Gross & Operating Margin Forecast 
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Source: VEEV 2026 10-K. *view appendix for higher resolution* 

Driver 3a: Compliance Moat 

Drivers 1 and 2 explain Veeva’s growth. Driver 3 is what 
protects the growth. It also argues why the current 
valuation presents a buying opportunity. 

Why Switching is Expensive 

Drug development software must comply with strict 
regulatory standards, including FDA 21 CFR Part 11 and EU 
GMP Annex 1111. These fall under GxP (Good Practice) 
regulations, which govern how pharma data is generated, 
stored, and audited to ensure safety and integrity. In 
practice, every action within the system must be traceable, 
validated, and reviewable.  

Replacing Veeva’s validated system requires full data 
migration with audit history, revalidation of integrations, 
updates to operating procedures, and retraining of 
employees; all under regulatory scrutiny. Veeva reduces 
this burden by handling validation for quarterly releases 
and providing standardized documentation. Its audited 
infrastructure and third-party GxP validation lowers audit 
risk and accelerates procurement, creating a barrier new 
entrants cannot easily replicate.  

At scale, the economics reinforce retention. The total cost 
of switching, including IT, validation work, consultants, lost 
productivity, and regulatory risk, often exceed several 
years of spend (Figure 7).   

Figure 7: The True Cost of Switching 

 

 

 

 

 

 

 

Driver 3b: AI Defense + Value Dislocation 

Why AI Cannot Replace Veeva’s System of Record 

The data is proprietary: Clinical trial data, adverse event 
records, and regulatory filings are among the most 
sensitive datasets in the world. In many cases, the data 
represents the drug itself in digital form. These datasets 
cannot be exposed to shared AI models. Any AI solution 
must be private, permissioned, and auditable, aligning 
with Veeva’s architecture. 

Regulation further limits AI autonomy: The FDA remains in 
the early stages of AI guidance. Its January 2025 draft 
requires risk-based validation proportional to AI’s role in 
GxP-regulated workflows12. A continuously learning model 
conflicts with CFR Part 11’s requirement for “consistent 
intended performance” and immutable audit trails. 
Historically, these frameworks evolve slowly13. Part 11 
itself took over a decade to reach industry-wide adoption. 
The EU AI Act similarly classifies healthcare AI as high-risk, 
with enforcement beginning in 202714. The regulatory 
direction is toward more validation, not less.  

The sequence of disruption matters: AI replaces users 
before it replaces systems. Reducing users does not 
reduce the need for the system. Throughput increases 
while the underlying system of record remains required. 
Full displacement would require a regulatory shift with no 
observable evidence today.   

Value Dislocation 

The market has priced Veeva as a generic SaaS company 
rather than a regulated vertical platform, and the multiple 
reflects it. Veeva currently trades at 31x trailing earnings, 
57% below its 8-year average of 76x and the low end of its 
entire public market history. Looking at the past six years 
of quarterly data, the stock has never sustained a multiple 
this low without subsequently re-rating higher (Figure 8). 
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Figure 8: VEEV Historical P/E (TTM) 

 

 

 

 

 

 

Management & Governance 

Management Credibility and Guidance 

Management consistently delivers on guidance (Figure 8). 
FY26 revenue of $3.195B exceeded initial guidance, with 
Q4 beating across metrics (subscription +1.7% vs. 
consensus, bookings +18% vs. 15% guide). FY27 guidance 
of $3.59–3.6B (13% growth) reflects known headwinds; 
our model assumes $3.599B (top end). 

Figure 8: Previous Management Guidance vs Actuals 

 

 

 

 

 

 

Capital Allocation 

In January 2026, the board authorized a $2B buyback over 
two years. Veeva repurchased 802K shares for $180M in 
Q4 FY26. Our model assumes full deployment over FY27–
28 ($1B annually), followed by $500M per year thereafter, 
aligned with cash generation. 

 

VALUE DRIVERS 

Earnings Power 

Our valuation framework centers on NOPLAT as the 
primary measure of operating earnings power. We present 
results on both a GAAP basis (which treats stock-based 
compensation as an expense) and a non-GAAP adjusted 
basis (which adds it back), consistent with how the market 
values software companies. 

Non-GAAP NOPLAT reached $1.13B in FY26 (35.4% 
margin), accelerating from $767M (27.9%) in FY25. Our 
model projects $1.21B in FY27 (33.5% margin), a step-
down that reflects a deferred tax timing shift rather than 
operating deterioration. FY26 benefited from a one-time 
$70M DTA reduction as prior SBC deductions became 
unusable. From FY27 on, adjusted NOPLAT expands 
steadily to $3B (37.2%) by FY36 as Salesforce fees exit the 
cost structure and operating leverage compounds. GAAP 
NOPLAT follows the same trajectory, reaching a terminal 
margin of 29.5% (Figure 9).  

Figure 9: NOPLAT Margin Trajectory 

 

 

 

 

 

 

Stock-based compensation, the primary GAAP to non-
GAAP adjustment, totaled $473M in FY26 (14.8% of 
revenue). We model this to decline as a percentage of 
revenue each year, reaching approximately 9.5% by FY36, 
consistent with how software companies mature.  

Invested Capital & Free Cash Flow 

Veeva's invested capital is near zero or negative because 
customers pay subscription fees annually in advance. 
These prepayments generate a large balance of unearned 
revenue on the balance sheet ($1.5B at FY26 year-end) 
that exceeds the assets required to operate (Figure 10). 
The cash collected from this prepayment cycle is invested 
in Veeva's $5.1B short-term investment portfolio, which 
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generated $278M in interest income in FY26 at an 
approximately 5.4% yield on the beginning balance.  

Because invested capital turns negative when the full 
balance sheet is considered, traditional return on invested 
capital becomes mathematically undefined. We use 
NOPLAT margin as the primary value creation metric and 
apply a growing perpetuity terminal value formula to our 
free cash flow, appropriate for businesses with structurally 
negative capital.  

Figure 10: Def. Revenue as % Operating Current Assets 

 

 

 

 

 

Free Cash Flow 

Free cash flow benefits from customer prepayments 
supplementing operating earnings each year as the 
deferred revenue balance grows. Non-GAAP free cash flow 
reaches $1.4B in FY27 and $1.8B by FY30 (Figure 11). The 
$6.6B cash and short-term investment balance at FY26 
year-end is almost entirely excess capital held above the 
minimum needed for operations, treated as a non-
operating asset in our equity bridge. 

Figure 11: Adjusted Free Cash Flow Trajectory 

 

 

 

 

MARKETS & COMPETITION 

Competitive Landscape 

In commercial CRM, Salesforce Life Sciences Cloud is the 
primary competitor following the split. Salesforce has 
signed 40+ life sciences customers, including one top-3 
global pharma that left Veeva. Veeva's new CRM platform 
counters with native integration across its regulatory, 

medical, and quality data, and embedded AI capabilities; 
workflow coherence that a horizontally configured 
Salesforce product cannot reproduce easily. In R&D and 
Quality software, no competitor offers an integrated 
platform at Veeva's scale.  

Peer Benchmarking 

 

 

 

 

 

 

Last year, Veeva grew faster than the peer average. More 
importantly, the firm generated higher operating margins 
and converted more revenue to cash than any of its peers. 
Yet, Veeva trades at a 19% P/E discount to the group 
average of 38.5x. ServiceNow, Guidewire, and Tyler 
Technologies all trade above 45x despite weaker growth, 
lower margins, and inferior capital returns. The peer 
benchmarking sets up our relative valuation directly: If 
Veeva traded at the peer average multiple, the implied 
price would be materially above current levels. For a brief 
synopsis of each comp, see our appendix.  

Figure 12: VEEV vs Peers: NOPLAT Margins 

 

 

 

 

 

 

A McKinsey-based value drivers analysis reinforces this 
gap. Salesforce generated NOPLAT margins of 12-16% over 
the past three fiscal years on an invested capital base 
exceeding $50B, the majority of which is goodwill from 
serial acquisitions. Tyler Technologies, the closest vertical 
SaaS serving a regulated end market, posted margins of 
13-15% on $3.3B of similarly acquisition-heavy capital. 
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Veeva’s rising NOPLAT margin and recent 24% result is not 
only higher than both peers; it’s earned on near-zero 
invested capital (Figure 12, prev. pg.). 

All three businesses benefit from negative working capital 
driven by deferred subscription revenue: a structural 
feature of SaaS, not a risk. The distinction is Salesforce and 
Tyler require large, inorganic capital bases to sustain 
earnings; Veeva compounds organically. The difference in 
capital efficiency is not currently captured in P/E and is the 
primary reason the market’s current discount to peers 
understates Veeva’s value creation quality.  

VALUATION 

We value Veeva using a McKinsey enterprise DCF as the 
primary method (75% weight), supplemented by forward 
P/E (15%) and EV/FCF (10%). The DCF weight aligns with 
our thesis, as relying on peer multiples would be 
inconsistent if the market is mispricing Veeva as generic 
SaaS. Relative valuation serves as a floor check, showing 
the stock is undervalued even at depressed peer multiples. 
We present both GAAP and adjusted frameworks.  

WACC 

We use a WACC of 9.77%, derived from a 4.33% risk-free 
rate, a Bloomberg 5-year monthly raw beta of 1.09, and a 
5% equity risk premium. With no debt, cost of equity 
equals WACC. Veeva's 5-year beta of 1.09 captures macro-
driven SaaS sector volatility in 2022 and 2025 that we view 
as temporary rather than reflective of the company's 
fundamental risk profile.  

Terminal growth rate 

We assume 2.5% perpetuity growth, consistent with long-
run nominal GDP growth.   

DCF Results 

GAAP DCF (no SBC add-back) 

Value of operating assets: $22.9B. Adding excess cash 
($1,357M), short-term investments ($5,140M), and 
goodwill ($440M) yields equity value of $29.9B. At 163.7M 
diluted shares, intrinsic value at last FYE is $182/share, 
implying $186 per share today.  

 

Adjusted DCF (SBC added back).  

Value of operating assets: $29.6B. Same bridge yields 
equity value of $36.6B. Intrinsic value at last FYE is 
$224/share, implying $228 per share today.  

Relative Valuation 

We apply a weighted peer multiple to our FY27 estimates 
across three metrics. Peers are organized into four tiers: 
Direct competitors, horizontal SaaS benchmarks, vertical 
SaaS in regulated industries, and a subscription quality 
analog; with larger weights assigned to better comps. See 
our appendix for weightings.  

Forward GAAP P/E:  

The weighted peer multiple of 30.8x applied to our GAAP 
EPS of $6.47 implies $199 per share. 

Forward Adjusted P/E  

The weighted peer multiple of 19.5x applied to our FY27 
non-GAAP EPS of $9.01 implies $176 per share.  

Enterprise Value/ Free Cash Flow 

The weighted peer multiple of 21.2x applied to our FY27 
GAAP FCF of $1,696M implies $257 per share, reflecting 
the market’s underpricing of Veeva’s cash generation 
relative to peers with materially weaker FCF conversion.  

Target Price and Rating  

Blending our three valuation methods, we arrive at a 
GAAP-based target of $196 and non-GAAP based target of 
$224, implying 16-32% upside from the current price of 
$169.02. We rate VEEV a Buy.  

Street Targets 

Street consensus targets of $267+ reflect lower WACC 
assumptions of 7-8% and high relative valuation multiples.  
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BEAR CASE ANALYSIS 

Downside for Veeva is difficult to model due to lack of 
precedent. The company has never posted negative 
subscription growth or multi-year deterioration. Both bear 
cases require adverse outcomes not previously observed.  

Bear Case 1 – ($103 - $129) 

Commercial Pressure + AI as a Negotiation Lever 

Salesforce gains share in large pharma, while industry 
layoffs (around 22k in 2025) pressure CRM renewals as 
fewer users justify lower contract values18. Commercial 
customer growth turns negative by FY30 and revenue per 
customer compresses. 

R&D remains intact near-term, but AI becomes a 
negotiation lever in the outer years, slowing module 
expansion. Revenue grows through FY30 before 
decelerating.  

Why It’s Unlikely: Veeva’s multi-year contracts delay 
pricing pressure, and AI bundling offsets seat reduction by 
shifting usage from humans to agents. Regulatory 
workflows do not shrink with increased efficiency, and 
pharma cuts internal headcount before cutting 
compliance vendors.  

Bear Case 2 – ($72 - $89) 

Full AI Displacement Including FDA Moat Erosion 

AI-native platforms begin replacing validated Vault 
modules, and by the mid-2030s, regulators allow portions 
of GxP workflows to operate without traditional systems 
of record. R&D losses materialize.  

Why It Doesn’t Happen: Regulation is tightening, not 
loosening. No AI-native vendor operates as a validated 
system of record today, and no pharma company has 
replaced core Vault modules. The burden of proof for this 
scenario is extremely high.  

 

 

Figure 13: Bear Case DCF Prices 

 

Both scenarios are stress tests, not expectations. Even 
under assumptions with no historical precedent, downside 
is bounded while upside remains intact. At $169, the 
market is already discounting deterioration that operating 
results and the regulatory environment do not support.  

KEY RISKS TO MONITOR 

Competitive Risk  

Salesforce + IQVIA in Commercial CRM. 

Salesforce signed 40+ life sciences customers including 
one top-3 global pharma defection. If Veeva's CRM 
migrations stall or competitive losses accelerate, our 
revenue and margin assumptions are too optimistic.  

Watch: CRM live customer count, top-20 commitment 
cadence and renewal win rates. 

Execution Risk 

CRM Transition Complexity 

Enterprise migrations extend 12+ months for large 
accounts. Quality issues or delays will surface in 
professional service margins before revenue. Legacy 
Salesforce support ends Dec. 31, 2029.  

Macro and Policy Risk 

Pharma Budget Pressure 

MFN drug pricing, OBBBA’s $1T+ Medicaid cuts, and IRA 
Part D negotiated prices compress pharma revenue 
indirectly. Lower drug revenue leads to tighter pharma 
budgets, then slower new Veeva module adoption.  

Mitigant: Veeva's R&D software revenue is tied to 
compliance and core drug development requirements 
rather than discretionary spending. Companies cannot 
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delay federal pharmacovigilance obligations without 
regulatory consequence. Watch for R&D subscription 
growth versus commercial subscription growth, deferred 
revenue growth as a leading indicator of bookings.  

AI Disruption 

Long-Dated, Sequenced, and Bounded 

Full system-of-record displacement requires the 
conditions outlined in Bear Case 2; a global regulatory 
paradigm shift with no observable leading indicators 
today. 

Watch: FDA AI guidance finalization; pharma company 
publicly replacing a validated Vault module with an AI-
native alternative.   

Multiple Compression 

SaaS multiples haven’t fully recovered from to their 2021-
22 peaks. Further compression limits upside even if Veeva 
executes. The GAAP DCF provides a margin of safety at the 
current price of $169; meaningful pessimism is priced in. 
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DISCLAIMER 

Henry Fund reports are created by graduate students in 
the Applied Securities Management program at the 
University of Iowa’s Tippie College of Business. These 
reports provide potential employers and other interested 
parties an example of the analytical skills, investment 
knowledge, and communication abilities of our students. 
Henry Fund analysts are not registered investment 
advisors, brokers or licensed financial professionals. The 
investment opinion contained in this report does not 
represent an offer or solicitation to buy or sell any of the 
aforementioned securities. Unless otherwise noted, facts 
and figures included in this report are from publicly 
available sources. This report is not a complete 
compilation of data, and its accuracy is not guaranteed. 
From time to time, the University of Iowa, its faculty, staff, 
students, or the Henry Fund may hold an investment 
position in the companies mentioned in this report. 
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