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Section A: Strategic Analysis 

A1. Strategic Rationale: Why Helix Acquires NovaPeak 

Helix Systems Corp (Helix) has no presence in the healthcare vertical today. They currently operate at scale across 

HR, payroll, and broader workforce management. NovaPeak represents an entry point, as they offer an AI-native 

platform that serves over 461 healthcare operators across staff rostering, credential tracking, and labor cost 

forecasting. The healthcare industry has a complex regulatory environment that creates high switching costs for 

customers and is seen in 85% gross revenue retention and a 114% NRR, meaning NovaPeak’s customers do not 

leave.  

 

A2. Key Acquisition Risks & Mitigations 

Risks Details Mitigation 

Integration Risk 

NovaPeak’s AI system may not be 

compatible with Helix’s current 

HCM stack that can delay product 

rollout and cause customers to 

leave 

Negotiate a technology integration 

roadmap, require technical staff to 

stay onboard to support integration 

efforts. 

Talent Risk 

NovaPeak’s product success is tied 

to talent in the technical team. If a 

key player leaves post-acquisition 

without a sufficient knowledge-

transfer the platform’s competitive 

moat may go away 

Structure retention packages for 

top 10-15 employees with equity 

vesting and a 3-year cliff to align 

incentives post-close 

Regulatory Risk 

Changes to staffing mandates or 

HIPAA can reduce demands or 

cause the product to be taken 

offline for compliance updates 

Conduct regulatory diligence with 

legal experts in healthcare. 

 

A3. Alternative Buyer Universe 

Merdian would approach the following buyers to introduce competition into the sell-side process. Potential buyers 

include UKG (United Kronos Group), a workforce management platform for healthcare that would be a strategic 

acquirer looking to build out their AI-powered scheduling & credential compliance platform. Vista Equity Partners 

and Thoma Bravo could be financial sponsor acquirers that have SaaS healthcare portfolios and would be willing to 

pay premiums for high NRR and mission-critical software as part as a platform & build strategy. 

 

  



Section 2: Financial Model 

B1. ARR Bridge & Revenue Projection 

 

 
 

B2. Unlevered Free Cash Flow 

 
  



B3. Billing Customers in Advance 

By billing in advance, NovaPeak creates a deferred revenue liability. This is a source of cash that acts like an 

interest-free loan for financing working capital. We would add the YoY increase in Deferred Revenue to NOPAT as a 

cash inflow. With the neutral WC assumption, the FCF estimate is conservative. 

  



Section C: Valuation 

C1. Comparable Public Company Analysis 

 
  



C2. Precedent Transactions Analysis 

 
 

Precedent Transactions multiples are higher than public company comps because of the control premium paid 

during a M&A transaction by the acquirer for their strategy, synergies, and to capture future value creation that a 

public market investor cannot (usually 20-40%).Precedent transactions also see higher multiples because multiple 

strategic acquirers / financial buyers bidding in an "auction" drives prices above what public markets value the 

asset. 

  



C3. Discounted Cash Flow 

 
 

C4. Football Field 

 

 
 

Arcturus should anchor at $1.5B. The comps set the floor. The DCF provides a midpoint, and the precedents show 

the upside.  

  



Section D: Deal Basics 

D1. Helix Verbal Offer 

This is not fair based on the transaction multiples. At 6.27x NTM Revenue and 28.19x NTM EBITDA, the midpoint 

sits inside the adjusted public comps range but materially below both precedent transaction multiples (7.58x-9.10x 

revenue; 45x-52x EBITDA) and the DCF-implied value of ~$1,103M. This offer implies a 25-25% discount to 

precedents and does not factor in NovaPeaks's 144% NRR, 25%+ growth and expanding margins. Arcturus should 

counter above $1.1B 

 
 

D2. Accretion / Dilution Analysis 

This deal is dilutive to EPS by 0.4% before accounting for any deal synergies.  

 
 

D3. Deal Process 

 


