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Safe Harbor

Forward-looking Statements

This presentation and associated commentary made by our management contain forward-looking statements, including statements regarding Veeva’'s future financial outlook, guidance, and
financial performance and the assumptions underlying those statements, market growth, the release dates for and benefits from the use of Veeva’s solutions, our partnership plans, our strategies,
and general business conditions. Any forward-looking statements contained in this presentation and associated commentary are based upon Veeva'’s historical performance and its current plans,
estimates and expectations and are not a representation that such plans, estimates, or expectations will be achieved. These forward-looking statements represent Veeva's expectations as of the
date of this presentation. Subsequent events may cause these expectations to change, and Veeva disclaims any obligation to update the forward-looking statements in the future. These forward-
looking statements are subject to known and unknown risks and uncertainties that may cause actual results to differ materially, including (i) the impact of the worldwide COVID-19 pandemic
(including the impact to the life sciences industry, impact on general economic conditions, and government responses, restrictions and actions related to the pandemic); (ii) breaches in our security
measures or unauthorized access to our customers’ data; (iii) our expectation that the future growth rate of our revenues will decline; (iv) fluctuation of our results, which may make period-to-period
comparisons less meaningful; (v) competitive factors, including but not limited to pricing pressures, consolidation among our competitors, entry of new competitors, the launch of new products and
marketing initiatives by our existing competitors, and difficulty securing rights to access, host or integrate with complementary third party products or data used by our customers; (vi) the rate of
adoption of our newer solutions and the results of our efforts to sustain or expand the use and adoption of our more established applications, like Veeva CRM; (vii) our ability to integrate Crossix
Solutions Inc. and Physicians World, LLC into our business and achieve the expected benefits of the acquisitions, including as a result of the impact of the COVID-19 pandemic on these businesses;
(viii) loss of one or more customers, particularly any of our large customers; (ix) system unavailability, system performance problems, or loss of data due to disruptions or other problems with our
computing infrastructure; (x) our ability to attract and retain highly skilled employees and manage our growth effectively; (xi) failure to sustain the level of profitability we have achieved in the past
as our costs increase; (xii) adverse changes in the life sciences industry, including as a result of customer mergers; (xiii) adverse changes in economic, regulatory, international trade relations or
market conditions, including with respect to natural disasters or actual or threatened public health emergencies; (xiv) a decline in new subscriptions that may not be immediately reflected in our
operating results due to the ratable recognition of our subscription revenue; and (xv) pending, threatened, or future legal proceedings and related expenses, and (xvi) our potential conversion to a
Delaware public benefit corporation, including the expected impact and benefits of such a conversion.

Additional risks and uncertainties that could affect Veeva'’s financial results are included under the captions, “Risk Factors” and “Management’s Discussion and Analysis of Financial Condition and
Results of Operations” in the company’s filing on Form 10-Q for the period ended July 31, 2020. This is available on the company’s website at veeva.com under the Investors section and on the
SEC’s website at sec.gov. Further information on potential risks that could affect actual results will be included in other filings Veeva makes with the SEC from time to time.
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Veeva

Peter Gassner

CEO & Co-Founder




Vision
Building the Industry Cloud for Life Sciences

Values

Do the Right Thing
Customer Success
Employee Success
Speed




Highlights

Consistent Execution
Year of Innovation
Strategic Partner to the Industry

Early Days of Industry Cloud
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Year of Innovation




First ‘Consumer’ Applications

MyVeeva for Patients

Ashlynn Curtis
Screened, Participant for 30 days

Ashlynn Curtis
Screened, Participant for 30 days
AVEG-027

®

HISTORY # Add Note
Ashlynn repol aving headaches the last
few days. She h amembering 1o

iake the cation but sometimes (Fs...

Informed Consent
Form

L

This form describes in detail how
the study works and your role in it.
Your signature means you
understand and agree to
participate.

aabed If we had &
&r gleep patterns..

© Participation is voluntary. You can leave the
study at any time and stop sharing your
data at any time.

Study Information

MyVeeva for Doctors

Get Informed
Request Samples

Connect with the right person

My Contacts

‘ Verteo BioPharma w Wagnum Pharma
MEETING TODAY 2:30PM POT
(’_ﬁ Sally Jones O o il s
' ¥ Specialty Sales Representative, 4 Delbian Pharmaceuticals §, Verteo Biopharma

Cardiology

lan Kehl Q Ping
Speciatty Salos Reprusentative, Cardiology
Vertoo Biopharma Crcie

——
E) Margaret Smith
Wagnum Pharma x
m Dan Falcon
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Clinical Vision
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YeeVvdA Clinical Network

Accelerating Clinical Research

MyVeeva

SiteVault Clinical Suite




Innovating in Data

New Approach to Patient and Prescriber Data

Data Cloud




Work Anywhere

-

-
-

- -

B
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Strategic Partner to

the Industry




Veeva: The Industry Cloud for Life Sciences




Helping Customers Define and Execute their Strategy

BUSINESS CONSULTING
Powered by Data

Digital Launch < Digital Field Force - Commercial Content

Pulse Data < Data Cloud




Strategic Partner

“@ Industry as the Customer

0
%&\@] Trusted Partner
_‘z'_ Leading




Veeva as a Public Benefit Corporation

Alignhs to our Values

Industry Partner

Talent Attraction




Veeva 2025

$3 Billion

Room to Grow

Still Veeva




Business Update




Progress in CPG, Cosmetics, Chemicals
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Veeva

Jim Reilly

VP, Vault R&D




Precision
Medicine

Clinical
Trials




YV Development Cloud

Clinical Data Clinical Quality Regulatory Drug Safety
Management Operations




YV Development Cloud

@{} "® r

Bold Right Product Early Days of
Vision Strategy Big Mission




Early Days for Development Cloud

Deep pipeline of products in the early stages of market adoption

eTMF
QualityDocs
Submissions
Registrations
Subs Archive "
CDMS SI/IIVSIS SwdyStartup .1l
Payments T e
Publishing et
eConsent Training et
Site Connect Safety et

Innovators Early Adopters Early Majority Middle Majority Later Adopters
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Vault CDMS Progress

Vault

EDC Coder CDB
= A
FERE
Data Capture and Clinical Cleaning and

Verification Coding Formatting




Statistical programming environment
for clinical data management

@ Stats & Efficient Programming

& Highly Configurable

&/ Built for Programmers




Solving The Hard Problems

VaultEDC
CDB -PvStats —
Other Data
Sources Cleaning
Labs, eCOA, Collecting Formatting Analysis Submission
ePRO, etc.

Delivering a Complete Solution




Vault Safety Progress

Vault

Safety.Al Safety Signal Docs

J WU

20+ Customers




Connecting the

Industry




YeeVvdA Clinical Network

MyVeeva

%

SiteVaultFree Clinical Suite




YeeVvdA Clinical Network

SiteVaultFree Clinical Suite

600+ sites since January 300+ customers




YeeVvdA Clinical Network

Site
Connect

SiteVaultFree Clinical Suite

Automating Information Exchange Between Sites and Sponsors

First Early Adopters, including Top 20 Pharma




YeeVvdA Clinical Network

MyVeeva

%

SiteVaultFree Clinical Suite




YeeVvdA Clinical Network

MyVeeva

v

FOR PATIENTS

eConsent ePRO/eCOA « Virtual Visits « Adherence < eSource <




YV Development Cloud

O—Q‘
il = ot

Continued Delivering Significant Runway
Innovation Value for Growth




Veeva

Paul Shawah

SVP, Commercial Cloud




COVID-19 Impacting Healthcare

Patients Using . 0
Telemedicine 10 /0

Doctors Using N
Telemedicine 42%




COVID-19 Impacting Life Sciences

0 i s

Accelerating Move to Digital




Veeva Moving the Industry to Digital

s
—

Approved Emails Sent Engage Meetings Started

AR

March April May June July Aug. Sept. March April May June July Aug. Sept.




The Perception of Digital

Customer

00O

W

Field




The Reality of Digital

Customer

a

00O
Field Interaction
Consent W Digital Preferences

Insights and Analytics

Targets

i
Compliance Call Plan

o : Field
Digital Interaction Multi-format Content

Interaction Capture Next Best Action
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Veeva CRM is the Foundation for Digital

Customer

00O

W

Field




Veeva Commercial Cloud

Data and Analytics Engagement Content
QAo P e
At o120 i
S JRe! =




Innovating in Digital




Pharma View of a Doctor

A
Website PP

(29

Portal

Website

App

Rep

MSL

Reimbursement




Doctor’s View of Pharma




MyVeeva for Doctors

Making it Easy for HCPs to Connect with Life Sciences
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% Connect

- Ping a rep
- Secure messaging
- Schedule a meeting

Q% Search for

- Reps and MSLs
- Brands
- Companies

({75}) Content and Service

- Digital leave-behinds
- Patient resources
- Orders and samples

Get Informed
Request Samples
Connect with the right person

( Powarep ) ( Roawstsampies ) (_Books Mesting )

My Contacts

@ Sales Representative, Cardiology Senior Medical Science Ly
t Verteo BioPharma
MEETING TODAY 2:30PM POT

3 Kan'w
@ SonkurSols Nagsomisiido ComaNiey e e Blaorh o @ Sally Jones
Delbian Pharmaceuticals " Verteo Biopharma J Spocialty Sales Ropresontative

Cardiology

Recent Contacts
@ lan Kehl | Ping
Vertoo Blopharme CholeCas '
e) Margaret Smith & i
3 G i) Science Lissor ¥

Senior Modical Sci
Wagnum Pharma

S’
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Long Runway for Steady Growth

Moving Industry Strategic Continuous
to Digital Partner Innovation




Veeva

Brent Bowman

CFO




Consistent Execution

Robust Growth Drivers

Durable Operating Model




Consistent History of Strong Growth and Profitability

Revenue

B Non-GAAP Operating Income?

$409M

$313M

$86M

BT

FY15

FY16

$109M

$551M

FY172

$173M

$691M

FY182

$219M

$862M

$307M

FY19

$1.1B

$412M

FY20

$1.42B

$545M

FY21E3




Exceeded Long-Term Targets

Five-Year Targets Set in 2015

FY 2021 FY 2020
Target Actual
$1B $1.1B

Revenue Run Rate Reported Revenue

28-32% 37%




Confident in 2025 Targets

Total Revenue Run Rate $3B
Commercial Cloud ~$1B
Vault ~$2B

Non-GAAP Op Margin 35%+




Growth Drivers

A@~ A Qg P -
D 22N &%

Significant Multiple Large Expansion Within Proven Innovation
Whitespace Markets Customers Engine




Veeva’'s Growing Market Opportunity

TAM in 2007

$500M




Veeva’'s Growing Market Opportunity
TAM in 2013




Veeva’'s Growing Market Opportunity
TAM in Today

Commercial
Cloud

Vault




Lots of White Space Remaining




Innovation Engine Fuels Long-term Growth

Deep pipeline of products on the path to market leadership

Approved Email

CRM
CLM v
Medcomms o*
Promomats
eTMF
Align Crossix Qualit_yDc_)cs
CTMS Registrations Submissions
Engage Study Startup e
CDMS Events Subs Archive "
Claims Payments Network et
Data Cloud Publ|_sh|ng OpenData .
eConsent QualityOne Qus e
MyVeeva Saf.et.y .........
Nitro Training et
Site Connect ~ieeseessttt

Innovators Early Adopters Early Majority Middle Majority Later Adopters

Copyright © Veeva Systems 2020



Vault Adoption Continues

Average Vault products per Vault customer
Total

Number 100+ 200+ 300+ 600+ 900+ 1,300+ 1,700+ 1,900+
of Vaults
2.52

FY14 FY15 FY16 FY17 FY18 FY19 FY20 2Q21

135 219 769

Customers Customers Customers Customers Customers Customers Customers Customers




Vault Customers Expand Over Time

Annualized Vault subscription Average Vault

products per

revenue by annual cohort customer

1.9
2.4

2.7
3.1

3.5

3.1

4.4

First Year Q2'21

m2013/2014 m2015 m2016 2017 w2018 m2019 m2020



Customers Adopting More Commercial Cloud

Average Commercial Cloud products per customer

3.72
170 210 234 270 311 335 390 407

Customers Customers Customers Customers Customers Customers Customers Customers




# of Products - Commercial Cloud Customers

450

400

350

300

250

200

150

100

83
50 73
34
0 P 14 28 48 79

Q2 FY16 Q2 FY17 Q2 FY18 Q2 FY19 Q2 FY20 Q2 FY21

B 6 or More Products  m4-5 Products 3 Products or Fewer

Note: Q2 FY21 numbers exclude Crossix customers




Durable Operating Model

FY172 FY182 FY19 FY20 FY21ES3

71% 1% 73% 75% 14-75%
17% 16% 15% 14% ~13%
15% 17% 16% 16% ~16%
7% 7% 7% 8% 7-8%
31% 32% 36% 37% ~38%3

Fiscal Year Ending January 31

1A reconciliation of GAAP to non-GAAP measures is set forth in the Appendix
2Restated for ASC 606

3Based on guidance provided as of 8/27,/2020
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Operating Model Enables Investment For Durable Growth

CY2020E? Margin Drivers CY2025 Targets

GROSS MARGIN

t Subs product mix and growth
¥ Data supplier investments
¥ Additional Services
Non-GAAP Op Margin Non-GAAP Op Margin
t Leverage in R&D
-+ S&M and G&A grow for scale

¥ Investment in new products




Key Takeaways

Consistent Expanding Expanding Investing For
Execution Opportunity In Big Customer Growth Beyond
Strategic Markets Adoption 2025




® Fireside Chat

Tom Harvey

Senior Vice President, Information Technology

and Chief Information Officer

(Alkermes




Highlights

Consistent Execution
Year of Innovation
Strategic Partner to the Industry

Early Days of Industry Cloud
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Appendix




Reconciliation of GAAP to Non-GAAP Measures

in millions FY'13 FY'14 FY'15 FY'16 FY'17 FY'18 FY'19 FY'20
Operating income on a GAAP bhasis $ 30 $ 39 $ 70 $ 79 $ 121 $ 158 $ 223 $ 286
Stock-based compensation expense — 7 14 24 41 54 76 116
Amortization of purchased intangibles — 1 2 4 8 8 7 10
Deferred compensation associated with Zinc Ahead acquisition — — — 1 3 — — —
Operating income on a non-GAAP basis $ 30 $ 47 $ 86 $ 108 $ 173 $ 220 $ 306 $ 412

Veeva is not able, at this time, to provide GAAP targets for operating income for the fiscal year ending January 31, 2021 because of the difficulty of estimating certain items excluded
from non-GAAP operating income that cannot be reasonably predicted, such as charges related to stock-based compensation expense, capitalization of internal-use software
development expenses and the subsequent amortization of the capitalized expenses. The effect of these excluded items may be significant.
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Reconciliation of GAAP to Non-GAAP Measures

Q2 FY'21
Gross margin on total revenues on a GAAP basis 72.5%
Stock-based compensation expense 25
Amortization of purchased intangibles 0.4
Gross margin on total revenues on a non-GAAP basis 75.4%
in millions Q2 FY'21
Operating income on a GAAP basis $ 90.1
Stock-based compensation expense 49.3
Amortization of purchased intangibles 5.0
Operating income on a non-GAAP basis $ 144.4

Q2 FY'21
Net income on a GAAP basis $ 93.6
Stock-based compensation expense 49.3
Amortization of purchased intangibles 5.0
Income tax effect on non-GAAP adjustments (31.5)

Net income on a non-GAAP basis $ 116.4

Veeva Systems 2020



Reconciliation of GAAP to Non-GAAP Measures

FY'19 FY'20
Gross margin on total revenues on a GAAP basis 71.6% 72.5%
Stock-based compensation expense 1.4 1.8
Amortization of purchased intangibles 0.3 0.4
Gross margin on total revenues on a non-GAAP basis 73.3% 74.7%
FY'19 % of Revenue FY'20 % of Revenue
Sales and marketing expense on a GAAP basis $ 148.9 17% $ 190.3 17%
Stock-based compensation expense (18.4) (27.5)
Amortization of purchased intangibles (3.9) (6.0)
Sales and marketing expense on a non-GAAP basis $ 126.6 15% $ 156.8 14%
FY'19 % of Revenue FY'20 % of Revenue
Research and development expense on a GAAP basis $ 158.8 18% $ 209.9 19%
Stock-based compensation expense (22.1) (37.0)
Deferred compensation associated with Zinc Ahead acquisition (0.3) —
Research and development expense on a non-GAAP basis $ 136.4 16% $ 172.9 16%
FY'19 % of Revenue FY'20 % of Revenue
General and administrative expense on a GAAP basis $ 86.4 10% $ 114.3 10%
Stock-based compensation expense (23.8) (31.2)
Amortization of purchased intangibles — (0.1)
General and administrative expense on a non-GAAP basis $ 62.6 7% $ 83.0 8%
FY'19 FY'20
Operating margin on a GAAP basis 25.8% 25.9%
Stock-based compensation expense 8.9 10.5
Amortization of purchased intangibles 0.9 0.9
Operating margin on a non-GAAP basis 35.6% 37.3%

Veeva is not able, at this time, to provide GAAP targets for gross margin, operating expenses or operating margin for the fiscal year ending January 31, 2021 because of the difficulty of estimating certain items excluded from non-GAAP
gross margin, operating expenses and operating margin that cannot be reasonably predicted, such as charges related to stock-based compensation expense, capitalization of internal-use software development expenses and the
subsequent amortization of the capitalized expenses. The effect of these excluded items may be significant.
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Veeva Product Area Definitions

Veeva CRM Suite Vault Clinical Suite Vault RIM Suite
Veeva CRM Vault CDMS Vault Registrations
Veeva CLM Vault CTMS Vault Submissions
Veeva CRM Approved Email Vault eTMF Vault Submissions Archive
Veeva CRM Events Management Vault Payments Vault Publishing
Veeva CRM Align Vault Study Startup Vault Safety Suite
Veeva CRM Engage Veeva Site & Patient Vault Safety
Veeva Data Cloud SiteVault Vault Safety.Al
Veeva Link MyVeeva for Patients Vault SafetyDocs
Veeva OpenData Veeva Clinical Network Vault Signal
Veeva Network Veeva Site Connect Vault Commercial
Veeva Nitro Veeva eConsent Vault MedComms
MyVeeva for Doctors Vault Quality Suite Vault PromoMats
Vault QualityDocs Vault Outside Life Sciences
Vault QMS Vault QualityOne
Vault Station Manager Vault RegulatoryOne

Vault Training Vault Claims
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