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1.0 Introduction 

 
Sylogist is a vertical market software vendor headquartered in Calgary, Alberta that provides 
comprehensive software solutions for both Public and Private Sector businesses. Sylogist 
acquires these solutions primarily through strategic acquisitions and through investments in 
small and early stage businesses. This report initiates coverage on Sylogist (TSXV:SYZ) with a BUY 
recommendation.  
 
1.1 Investment Thesis 
 
The investment thesis of Sylogist embodies management’s ability to expand Sylogist’s offerings 
within current and new verticals while generating organic growth on its existing product 
offerings. As such, the valuation of Sylogist will be driven by the rate of recurring revenue growth, 
margin expansions, and the amount and rate of future acquisitions. The three components that 
make up the investment thesis for Sylogist are as follows: 
 

1) Sylogist’s mission critical products create a sticky customer base generating predictable 
recurring revenue streams. Tailwinds in the vertical market software industry should 
allow Sylogist to generate mid-to-high organic growth on its recurring revenue 
presenting the primary driver for the valuation. 

 
2) As Sylogist increases its recurring revenue base, it should experience an expansion in 

gross margin as lower margin professional services and product sales that typically arise 
from new customer acquisitions become smaller pieces in the overall revenue mix. 
Furthermore, Sylogist should experience a small increase it its EBITDA margin as it 
further achieves scale. 

 
3) In the past three years, Sylogist has acquired ~$13M in annual revenues and has been 

able to achieve a cash payback period between 2-3 years. Sylogist should be able to 
continue to make high NPV acquisitions going forward to further add to its valuation.  

 
1.2 Roadmap 
 
This report will first provide a description of Sylogist’s Public and Private Sector businesses, the 
product offerings in each, and a brief passage on management alignment. It will then discuss 
industry tailwinds, competition, and the M&A environment. Next, the report will cover a DCF 
model discussing various assumptions and scenarios. The underlying drivers for the model will 
be organic growth rates, margin expansions, and future M&A. Most of the focus will be on past 
performance and benchmarking relative to other software acquirers. Lastly, a comparable 
company analysis will be presented to provide an alternate valuation. 
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2.0 Company Description 

 
This section of the report will begin with a brief overview of Sylogist’s business model followed 
by a description of its Private and Public Sector offerings. It will then touch on historical EBITDA 
margins, past M&A activity, organic growth, and finish with an analysis of management 
alignment. 
 
Sylogist is a small vertical market provider of software that facilitates the collection, analysis, and 
output of information. Businesses using Sylogist’s products can uncover trends, identify causes 
of problems, and automate tasks ultimately improving their operations. Once a company 
purchases a solution from Sylogist, Sylogist’s service team helps to integrate the software into 
the business’s infrastructure and helps them to fully leverage its capabilities in order maximize 
gained process efficiencies.  
 
Sylogist generates revenue through software license fees, subscription and maintenance 
recurring revenues, professional services, and product sales. License fees are one-time revenues 
for installed in-house or hosted solutions. Subscription and maintenance revenues are derived 
from cloud-based subscription agreements and support post delivery of licensed products. 
Professional services consist of fees from implementation, consulting, and training and usually 
arise from new customer acquisitions.  Product revenues are from the sale of 3rd party products 
or internally assembled products. See Table 1 below for revenue by type. Note that product sales 
vary significantly over time and increases to all types of revenue are driven primarily through 
M&A. 
 
Table 1. Revenue Breakdown by Type, 2013-2016 (in thousands of $CAD) 
 

 
Source: Company Filings: 2013-2015 Annual Financials, Q1-Q3 2016 Quarterly Financials 

 
Table 2 below breaks out revenue by division over the years. Public Sector and Private Sector 
revenues have grown at 21% and 33% 5-year CAGRs respectively. Furthermore, Table 3 shows 
recurring revenue has grown at 31% and 61% CAGRs in the Public Sector and Private Sector 
divisions from 2013 to 2015. Public Sector recurring revenue is on track to grow organically at 
17.8% in 2016 and the Private Sector at 4.9% providing a better indicator of growth not clouded 
with M&A.  
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Table 2. Revenue by Division, 2013-2016 (in thousands of $CAD) 
 

 
Source: Company Filings: 2013-2015 Annual Financials, Q1-Q3 2016 Quarterly Financials 

 
Table 3. Recurring Revenue by Division, 2013-2016 (in thousands of $CAD) 
 

 
Source: Company Filings: 2013-2015 Annual Financials, Q1-Q3 2016 Quarterly Financials 

 
It should be noted that Sylogist has two shareholders that own over 10% of shares outstanding. 
They are CI Investments with 10.64% and Pembroke Management with 10.61%. Other notable 
shareholders are Mawer Investment Management with 8.75% and Manulife Asset Management 
with 7.77%. 
 
2.1 Public Sector Division 
 
Sylogist’s Public Sector Division operates as “Bellamy Software” and “Serenic” and provides 
software solutions to the following verticals: 

 Municipal governments 

 School boards 

 Regional utility authorities 

 Not-for-profits (NFPs) 

 Non-governmental organizations (NGOs) 
 
Serenic sells proprietary enterprise software that assists in accounting, grant management, 
budget management, and HRM. Serenic’s primary focus is with NFPs and NGOs. Serenic is also 
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the primary provider (under license) of Microsoft’s largest accounting platform, Dynamics NAV 
ERP. Just recently this agreement was amended to expand the reach from NGOs and NFPs to the 
rest of Sylogist’s Public Sector verticals. The partnership with Microsoft also allows for seamless 
integration with Microsoft Office products providing for a competitive advantage over other 
ERPs.  
 
Bellamy Software provides Canadian municipals and school boards a single, comprehensive ERP 
solutions to manage day-to-day activities. Bellamy allows its customers to gain greater 
efficiencies, reduce costs, and control operations. It is also specifically designed for industry 
regulations and keeps up-to-date with any critical industry changes. 
 
Public Sector revenues have grown at a 21% CAGR from 2010-2015 driven primarily by M&A, 
while recurring revenues have a grown at a 31% CAGR in the last two years (post M&A period) 
and 18% organically in the last year. Public Sector gross margins are pictured below in Table 4. 
The decrease in 2015 is due to the acquisition of Serenic Software which had negative margins 
upon purchase. It is believed that the LTM margin is lower than a normalized value due to a high 
percentage of professional services in the LTM period (28% LTM vs. 19% in 2015). Sylogist’s 
strong recurring revenue growth rate and the estimation that gross margins will bounce back 
closer to pre-M&A will be included in the valuation presented later. 
 
Unfortunately, management does not highlight organic growth within the Public Sector division 
although they have noted that HR and payroll have been the fastest growing areas and that they 
have been winning larger NGO customers than ever before. No substantial customer churn is 
apparent other than a small delay in renewals in 2014 due to customers waiting on an upgrade 
for the Bellamy Software Suite. Management has not reported on any sales funnel or lead 
conversion data, nor have they reported any large contract wins to date. 
  
Table 4.  Public Sector Gross Margin, 2013-2016  
 

 
Source: Company Filings: 2012-2015 Annual Financials, Q1-Q3 2016 Quarterly Financials 

 
2.2 Private Sector Division 
 
Sylogist’s Private Sector Division operates under “Epic Data” and “Payment Solutions” and 
provides solutions for the following verticals: 
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 Aerospace and defence manufacturing 

 Food processing 

 Heavy equipment and machinery 

 Automotive manufacturing 

 Ship building 

 Fueling stations 
 
Epic Data provides software and hardware solutions for data collection and operations 
management focusing on discrete manufacturing operations, warehousing, and human capital 
management (HCM) solutions. Epic Data allows for real-time information analysis and helps users 
to gain efficiencies, reduce costs, and achieve higher product quality. Its competitive advantage 
is its ability to connect with mobile devices, integrate into a larger ERP, and its higher level of 
security compared to competitors. For these reasons, Epic Data’s products are used by 
companies with household names such as Boeing and Bombardier. 
 
Payment Solutions offers an end-to-end and fully integrated solution for fueling businesses. It 
integrates with larger ERP systems and most point-of-sale hardware. It is fully compliant with 
chip and pin regulations and is the leading downstream solution for Oracle and SAP. Payment 
Solutions allows for real-time information to assist management in making decisions. Sylogist 
recently upgraded its Payment Solutions system to meet pin and chip regulatory standards in 
anticipation of wide-scale US adoption by 2017. 
 
Private sector revenues have a grown at a 33% CAGR from 2010 to 2015 driven primarily from 
the acquisition of Epic Data in 2013. Two large product sales made to US customers took place in 
2014; no other large customer wins were noted. There has been a slight decrease in Private 
Sector recurring revenues so far in 2016. The reason for this decrease is not yet apparent and is 
something to watch out for in future quarters. This decrease is factored into the valuation by 
taking a conservative outlook on the growth of recurring revenue in the Private Sector. Table 5 
below compares Sylogist’s gross margin with Enghouse, a vertical market software acquirer that 
serves the Private Sector. Sylogist’s margins have been increasing to converge with Enghouse due 
to reductions in the sales mix of low margin professional services and product sales. It is assumed 
this trend will continue and Sylogist will experience a small Private Sector gross margin expansion 
in the future. 
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Table 5. Private Sector Gross Margin, 2013-2016 
  

 
Source: Sylogist Company Filings: 2013-2015 Annual Financials, Q1-Q3 2016 Quarterly Financials; Enghouse Company Filings:  2013-2015 Annual Financials, Q1-Q2 2016 Quarterly Financials 

 
2.3 EBITDA Margins 
 
One area where Sylogist exceeds its peers is in terms of its EBITDA margin (see Table 6). Prior to 
its M&A spree discussed in the following section, Sylogist’s margins were ~15% above other 
comparable vertical market roll-up companies. It is hypothesized that comparable margins are 
low due to a constant flow of acquiring low to negative margin businesses in which expenses are 
drastically cut and margins are brought back up thereafter. In forecasting margin growth 
excluding M&A, it is likely that EBITDA margins will continue to expand as gross margins increase 
and operating expenses as a percentage of sales continue to decrease. It should be noted that 
the LTM EBITDA margin is negatively affected by executive bonuses that took place in Q4 2015. 
During 2016, Sylogist started paying its bonuses on a quarterly basis and has been averaging a 
38.4% EBITDA margin during the first three quarters including bonuses. Table 7 highlights trends 
in operating expenditures as a percentage of sales.   
 
Table 6. Comparable EBITDA Margin Analysis, 2012-2016 
 

 
Source: Company Filings of those included in the table: 2012-2015 Annual Financials, 2016 Quarterly Financials 

 
  

Company 2012A 2013A 2014A 2015A LTM Avg.

Constellation Software 20.9% 20.1% 21.8% 25.2% 25.7% 22.0%

Open Text 29.3% 31.2% 33.0% 34.9% 34.9% 32.1%

Tyler Technologies 19.3% 20.5% 23.5% 23.4% 14.5% 21.7%

Descartes Systems 28.0% 25.5% 28.8% 32.0% 32.2% 28.6%

Enghouse Systems 25.8% 23.1% 25.1% 25.5% 25.4% 24.9%

Average 25.6% 25.1% 27.6% 29.0% 26.8% 26.8%

Median 26.9% 24.3% 26.9% 28.8% 28.8% 24.9%

Sylogist 40.6% 40.2% 27.4% 31.0% 33.5% 34.5%
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Table 7. Operating Expenditures as a Percent of Sales, 2012-2016 
 

 
Source: Company Filings: 2012-2015 Annual Financials, Q1-Q3 2016 Quarterly Financials 
 

2.4 Previous Acquisitions 

 
M&A is one of the core drivers behind Sylogist’s growth strategy. In the last five years, Sylogist 
made three notable acquisitions including Epic Data, Weave Corporation, and Serenic shown in 
Table 8 (see Appendix A for in depth overviews). It is not apparent how any of these acquisition 
have specifically performed to date or how any synergies have played out. However, they have 
averaged a cash payback period of 2-3 years according to management. Although it may seem 
unreasonable that Sylogist can payoff its M&A in such a short time period going forward, it is 
worth noting that Constellation Software (the largest Canadian vertical market roll-up) has 
averaged a 3.3-year cash payback period over a large number of acquisitions averaging $8M in 
size1. For the sake over being conservative, its estimated that Sylogist will be able to pay off future 
acquisitions in a 3-4-year period. 
 
Table 8. Summarized M&A Activity, 2010-Present (in thousands of $CAD) 
 

 
Source: Company Filings: 2012-2015 Annual Financials, Q1-Q3 2016 Quarterly Financials 

 

                                                           
1 Steven Li & Jonathan Lo, “Constellation Software Inc.” Aug. 15, 2016, p. 6-7, Raymond James Ltd. 

2013A 2014A

Company: Epic Data Weave Corp. Serenic

Date 01-Jul-13 01-Nov-13 28-Jul-14

Value Paid 2,776 2,148 7,911

In Cash 2,776 955 7,911

In Shares - 1,193 -

% Cash 100.0% 44.5% 100.0%

% Shares 0.0% 55.5% 0.0%

LTM Revenue 5,074 861 12,099

LTM EBITDA (4,028) N/A (1,592)

EV / LTM Revenue 0.5x 2.5x 0.7x
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2.5 Organic Growth 
 
Stripping out acquisitions brings light to Sylogist’s top line organic growth over the years. Organic 
growth has varied heavily due to unpredictable revenues with product sales and customers 
shifting from license contract agreements to subscription based ones. This change reduces 
revenues in the near term and spreads them out over a longer set time period. 2016E organic 
growth is included in Table 9 to expand the time horizon and was calculated by extrapolating Q1 
to Q3 results. It is unusually high due to a one-time realization of $500k in professional service 
deposits in Q3 accounting for 1.3% of the 37.1% increase, an estimated 1.4% FOREX effect from 
the weakened Canadian dollar2, and overall strong sales from Serenic. Average topline organic 
growth over the most recent 4-year period is 13.2% or 12.5% adjusting for the deposit revenues 
and 2016 FOREX effects. 
 
Since 2012, Sylogist’s CAPEX on PP&E excluding M&A has been 2% above their depreciation 
expense representing a growth CAPEX expenditure of a negligible 0.02% of sales. As such, it is 
assumed that only maintenance CAPEX will be sufficient to continue growth. In terms of CAPEX 
on intangibles (software), Sylogist averaged an expenditure of 2.3% of sales quite consistently in 
the past 5 years excluding M&A. It is assumed this rate of CAPEX on intangibles will continue in 
the future as such. 
 
Table 9. Top Line Organic Growth Rate, 2013-2016E 
 

 
Source: Company Filings: 2012-2015 Annual Financials, Q1-Q3 2016 Quarterly Financials 

 
2.6 Management Alignment 
 
Sylogist has a small management team with little background history (see Appendix B for an 
overview of backgrounds and salaries). Sylogist currently has no formal compensation plan in 
place other than monitoring and evaluating performance based on adjusted EBITDA. It should be 
noted, and is a bit concerning, that Sylogist includes interest income in its calculation of adjusted 
EBITDA. Executives are compensated with salary, bonuses, and stock options. Bonuses are based 
on a percentage of free cash flows with the CEO receiving 8% and other executives receiving 4%. 
Options do not appear to be based on a measurable metric. As bonuses are FCF based, it is 

                                                           
2 Bank of Canada exchange rate averages combined with Sylogist’s 58% US-based revenues 
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assumed management will be incentivised to expand EBITDA margins and keep CAPEX minimal 
further building on the investment thesis. However, this high rate of compensation is incredibly 
concerning as there does not appear to be a cap as Sylogist grows. Note that the CEO and VP of 
Business Development hold a combined 8.3% of shares outstanding incentivising activities that 
increase the share price. 
 
3.0 Industry Overview 

 
This section of the report will discuss Sylogist’s competition and forces that will isolate its margins 
going forward. Next, it will go over specific IT purchasing tailwinds that will provide the rationale 
for future organic growth. Lastly, past and current conditions of the M&A landscape will be used 
to infer future conditions. 
 
Sylogist offers software solutions in a large variety of industries but can be best classified as 
operating in the vertical market software (VMS) industry. VMS providers offer software targeted 
at various niche verticals in the market. As a whole, the VMS industry has seen accelerating 
growth growing at 3.9% in 2013, 6.2% in 2014, and 6.5% in 2015 according to Gartner3. They 
forecast all vertical IT software expenditures to grow at a 7.6% CAGR through to 2020 with Public 
Sector expenditures growing at 7.6% and Manufacturing & Natural Resources expenditures (the 
most similar vertical to Sylogist’s Private Sector verticals) growing at 7.5%. 
 
3.1 Competition and Rivalry 
 
As mentioned previously, VMS software providers target specific niche verticals usually 
containing small to medium sized businesses and provide a complete software solution. Large 
software companies such as IBM or Oracle typically do not compete in this area as they focus on 
large sized companies or those requiring a universal rather than vertical specific solution. Small 
software providers are able to offer a tailored solution to verticals but usually lack the capital and 
experienced leadership to grow to a level of material competition. They also generally lack a 
comprehensive solution and only offer a specific application forcing customers to purchase from 
a wide range of providers rather than a single provider. These small companies also lack the 
financial stability that is needed to convince customers they will have long-term support for their 
mission control software. VMS specific companies thus have a strong position in the software 
market. No specific market share data exists for Sylogist; however, VMS providers generally 
operate in niches with only a couple of vendors and hold the majority of market share.  
 
In the Public Sector, there are a handful of other vendors that offer comprehensive software 
solutions that serve government and NFP/NGO organizations in North American such as Diamond 
Municipal, SRB Education Solutions, Altus Dynamics, Harris ERP, and Infor. There is not a great 
deal of differentiation between the offerings other than number of applications offered and 
whether they are available on the cloud or not. Sylogist’s advantage comes from offering cloud-

                                                           
3 Steven Li & Jonathan Lo, “Constellation Software Inc.” Aug. 15, 2016, p. 20, Raymond James Ltd. 
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based options and having a suite of applications that encompasses all those of competitive 
products. Detailed pricing comparisons between the options is unfortunately not available.  
 
In the Private Sector, there are various manufacturing solutions available from small vendors to 
large ones like JD Edwards. Epic Data operates in a niche by serving large discrete manufacturing 
companies in only a few specific sectors. This strategy allows Sylogist to offer a higher level of 
customization and work closely with customers to make sure they realize efficiency benefits. 
Additionally, Sylogist differentiates itself from competitors by offering a high level of mobile 
device integration. There are various software solutions on the market to manage fuel station 
payments and data. Sylogist’s offering has the same capabilities as the majority of competing 
systems, but it stands out from the crowd in its ability to integrate with larger ERPs systems and 
various POS systems. 
 
3.2 Power of Buyers 
 
Buyer power is relatively weak for VMS businesses mostly due to high switching costs related to 
retraining. Switching costs are also affected by the level of integration with other software 
products and pushes buyers to look for single vendor solution for all their software demands. 
Negotiating power in terms of price is usually dependent on the overall size of the software 
contract giving the small to medium sized companies that VMS providers target lower power. 
Additionally, it is unlikely that prices will be pushed down a substantial amount from new VMS 
providers due to factors discussed in the next section of the report. These factors protect 
Sylogist’s margins from deterioration.  
 
3.3 Threat of New Entrants  
 
The threat of new entrants can be characterized as moderate. New VMS businesses just starting 
out have trouble gaining customers without proven financial stability and a fully comprehensive 
solution. That being said, investments in CAPEX are relatively low and anyone could start 
acquiring small software vendors. The survival of new entrants is based on the ability to execute 
on acquisitions effectively and preform turnarounds on acquired companies to make them 
accretive. Both these activities are incredibly challenging and require different skill sets limiting 
the number of management teams capable of operating such a business. As such, there should 
only be moderate competition for M&A targets keeping purchase prices low and keeping organic 
sales growth protected. 
 
3.4 Threat of Substitutes 
 
The threat of substitutes in the VMS industry is weak. Alternatives to proprietary software include 
pirated software, open-source software, and in-house developed software. Pirated or illegally 
acquired software puts users at great risk of legal liability and generally is not updatable to 
changes within market verticals. Open-source and in-house developed software require a high 
level of technological knowhow that small-to-medium sized businesses outside of the technology 
sector severely lack. This low level of threat helps to isolate future organic growth for Sylogist. 
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3.5 Industry Trends 
 
There are many tailwinds present in the VMS industry that support Gartner’s 7.6% forecasted 
growth rate. Many businesses are being forced to upgrade their software infrastructure in order 
to stay competitive and comply with regulations. An examples of upgrading software due to new 
regulations would be the forced mandate for fueling stations to be chip and pin (EMV) compliant 
by 2017. Companies using older software not compatible with this new technology must upgrade 
to a solution that offers EMV technology. Sylogist capitalized on this industry change by adding 
EMV functionality to its fueling solution early on. IT department budgets have also been steadily 
increasing at an average of 2.4% year-over-year for the last five years with 52% of companies 
citing they are planning on increasing spending on business applications in coming years4. Sylogist 
should be able to capitalize on these trends as its applications are specifically designed to help 
companies meet regulations in their particular industries. 
 
Not only are companies upgrading their enterprise system, two-thirds of ERP buyers do not 
currently use an ERP system according to Software Advice’s 2015 Buyer Report5. This fact shows 
that the enterprise resource planning software industry is nowhere near maturity and should see 
strong growth as a larger percentage of companies begin using ERP software. 
 
End customers are demanding online and self-service options from companies and older 
software usually lacks the capabilities required to implement this. Furthermore, these old 
solutions do not offer the locational flexibility that newer cloud-based solutions do and rarely can 
integrate with mobile devices. These trends should support the sale of both Sylogist’s Public and 
Private Sector products due to them having these functionalities. 
 
The growing availability of cloud-based or hosted solutions provides an opportunity for smaller 
businesses that may be averse to managing their own in-house installation. These solutions 
provide reduced infrastructure costs and better reliability and scalability. Moreover, cloud-based 
hosting provides VMS providers a more attractive revenue stream than licenses due to their 
recurring rather than one-time nature. Sylogist is ahead of the curve by already offering its 
solutions on the cloud. 
 
Many businesses looking for a software are preferring to purchase from a single vendor rather 
than multiple vendors. A single vendor solution can provide businesses with cost savings due to 
reduced training and vendor management. As such, businesses prefer purchasing from VMS 
consolidators rather than one-product vendors and are enticed by Sylogist’s familiar Microsoft-
like user interface. 
 
Most of Sylogist’s offerings are available on the cloud and have mobile functionality aligning with 
industry trends providing recurring revenue growth tailwinds. License sales as a percentage of 

                                                           
4 Computer Economics, Inc., “IT Spending and Staffing Benchmarks 2016/2017,” 2016, p.6-15. 
5 Forrest Burnson, “Enterprise Resource Planning Software Buyer Report – 2015,” n.d., Software Advice, Retrieved 
from: http://www.softwareadvice.com/resources/erp-buyer-report-2015/. 
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the total revenue mix should decrease as customers switch to hosted solutions. These 
assumptions will be discussed later on in the base case forecasts section. As Sylogist continues to 
make acquisitions, it can leverage synergies between applications and add new modules to 
existing vertical offerings. Due to challenges in forecasting these synergies, they will not be priced 
into the valuation and can be looked at as a potential upside. 
 
3.6 M&A Landscape 
 
Raymond Jones conducted an analysis of software vendors and found 38,000 individual vendors 
focussing on specific market verticals6. This statistic indicates an incredibly high level of industry 
fragmentation that supports a consolidation strategy. Constellation Software, the largest 
Canadian VMS consolidator, specified they have 30,000 M&A targets and are adding 4,000 a 
year7. Valuations paid for smaller software companies are in line with historical averages. 
Companies with less than $10M in sales are being acquired in the 0.7x-0.9x revenue multiple 
range according to Scotiabank GBM estimates as seen in Table 108. If multiples keep in line with 
historical averages, Sylogist should be able to keep realizing high NPVs on its acquisitions going 
forward.  
 
Table 10. Software EV/Sales Transaction Multiples (<$10M in Sales), 2007-2015 
 

 
Source: Scotiabank GBM 

 
4.0 Base Case Forecasts 

 
This section of the report will present the forecasts used in the discounted cash flow model for 
Sylogist focusing on recurring revenue organic growth rates and margin expansions. Due to the 
unpredictability of future M&A, potential acquisitions will be presented as an upside to the base 
case. 2016 Q4 results were forecasted based on extrapolating LTM results with the exception of 
general & administrative expenses that were adjusted to account for the lumpy 2015 Q4 
executive bonuses. 
 

                                                           
6 Steven Li & Jonathan Lo, “Constellation Software Inc.” Aug. 15, 2016, p. 9, Raymond James Ltd. 
7 Steven Li & Jonathan Lo, “Constellation Software Inc.” Aug. 15, 2016, p. 9, Raymond James Ltd. 
8 Udhay Gill, Phillip D’Mello, “Enghouse Systems Limited,” Mar. 8, 2016, p. 10, Scotiabank GBM. 
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4.1 Sales Forecasts 
 
To forecast sales growth for Sylogist, revenue was driven by projecting out recurring revenue 
separately by division and increasing it as a percentage of sales compared to license sales, 
product sales, and professional services. The sales mix was changed to account for decreasing 
license sales going forward as businesses shift to cloud based solutions. Product sales and 
professional services were also decreased as a percentage of sales to account for their nature of 
arising from new customer acquisitions. As the recurring revenue base grows these revenues 
should become a smaller percentage of the overall sales mix. 
 
In the valuation, Public recurring revenues were forecasted to grow at a 7.6% CAGR for the 
discount period. The rationale behind the 7.6% CAGR came mostly from Gartner’s forecasted 
7.6% 5-year Public Sector IT expenditure CAGR mentioned in Section 3.0. Sylogist has no M&A 
independent recurring revenue growth rate to compare too other than being on track to grow at 
17.8% in 2016 providing little guidance. Constellation Software, a conglomerate of small software 
business units with 69% of revenues derived from the Public Sector, averaged 8.5% annual 
organic recurring revenue growth over the last 10 years and 7.6% over the last 5. This provides 
reassurance on the growth rate used. Private Sector recurring revenue growth was forecasted in 
a similar manor looking at Gartner’s forecasted 7.5% Manufacturing and Natural Resource 
expenditure CAGR. Due to Sylogist’s shaky 2016 Private Sector recurring revenue growth, the 
CAGR used in the valuation was adjusted down 2% to 5.5%. 
 
When forecasting the growth in the sales mix of recurring revenue, comparable companies were 
analysed. For those who report recurring revenue (Constellation, Open Text, Tyler Technologies, 
and Enghouse), it was found that recurring revenue grew on average 850 basis points of the total 
sales mix since 2011. Sylogist’s mix was adjusted accordingly by gradually increasing the recurring 
revenue mix percentage 8% over the discount period. License sales, product sales, and 
professional service were adjusted down accordingly as well. Table 11 highlights both the Public 
and Private Sector forecasted sales used in the valuation. Overall, total revenues grow at a 
conservative 4.4% CAGR over the discount period. 
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Table 11. Forecasted Sales, 2016-2021 (in thousands of $CAD) 
 

  
Source: Estimates 
 
In terms of a terminal growth rate to calculate the terminal value at the end of the discount 
period, 3% was used. 3% is a fairly standard terminal rate used by analysts in valuing software 
roll-up companies. The 3% is derived from World Bank’s US long-term real GDP forecast of 2.1%9 
+ 1% to account for the higher growth in software compared to GDP and inflation.  
  
4.2 Margin Expansions 
 
Another main driver behind the valuation of Sylogist comes from forecasted margin expansions. 
As discussed in Sylogist’s business overview, gross margins appear to be on the rise subsequent 
to the Serenic, Epic Data, and Weave Corp. acquisitions. It is believed that gross margins are 
below normalized values due to a high proportion of professional services and product sales in 
the sales mix that come with a large increase in the customer base. Since the percentage of 
recurring revenue was increased over the forecast period, gross margins for both Public and 
Private sectors were expanded 2% gradually over the forecast period accordingly. Table 12 
highlights forecasted gross margins compared to historicals. 
 
  

                                                           
9 World Bank Group, “Global Economic Prospects,” June 2016, p.4. 

2016 2017 2018 2019 2020 2021

Public Sector

Licenses $5,136 $4,969 $4,780 $4,567 $4,327 $4,056

Subscription / Maintenance $17,276 $18,589 $20,001 $21,522 $23,157 $24,917

Professional Services $9,283 $9,569 $9,871 $10,188 $10,520 $10,869

Product Sales $122 $128 $134 $140 $147 $154

$31,816 $33,254 $34,786 $36,416 $38,151 $39,996

Private Sector

Licenses $201 $206 $212 $218 $224 $231

Subscription / Maintenance $3,310 $3,492 $3,684 $3,887 $4,101 $4,326

Professional Services $945 $947 $949 $951 $953 $955

Product Sales $1,233 $1,196 $1,157 $1,116 $1,072 $1,025

$5,689 $5,842 $6,002 $6,172 $6,350 $6,537

Total Revenue $37,506 $39,096 $40,788 $42,588 $44,501 $46,533
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Table 12. Historical & Forecasted Gross Margins 2012-2021  
 

 
Source: Company filings, estimates 

 
In relation to thesis point #2, it is expected that Sylogist can continue to decrease its operating 
expenses as percentages of sales as it grows and achieves economies of scale. As no other 
catalysts were considered except for scale, these decreases were kept small. As Table 13 
highlights, general & administrative, sales & marketing, and research & development were each 
decreased 50 basis points over the discount period. 
 
Table 13. Historical & Forecasted Operating Expenses 2012-2021  
 

 
Source: Company filings, estimates 

 
 

4.3 CAPEX Forecasts 
 
Capital expenditures, depreciation, and amortization were calculated using a modified version of 
the Smith-McNally method. First, property, plant & equipment were separated from intangibles 
and each were forecasted out separately. 
 
The depreciation rate for PP&E was calculated by averaging 2014 and 2015 values to account for 
the modified balance sheet structure subsequent to its M&A period. This method realized a 
depreciation rate of 37.7%, fairly in line with the 2015 peer average of 35.7%. From the business 
overview section, historical capital expenditures have been consistent with depreciation 
expenses excluding M&A. Consequently, no growth CAPEX was included in the valuation. 



Page | 19 
 

 
The amortization rate for intangibles was calculated in the same way as for PP&E yielding an 
amortization rate of 14.8%, lower than the 2015 peer average of 23.8% but above Sylogist’s 
historical average rate of 13.1%. Intangibles CAPEX arises in only two ways: through M&A and 
through capitalizing R&D expenses. Since no M&A was included in the base case, the 2.3% 
historical R&D capitalization as a percent of sales was used in calculating maintenance CAPEX. 
Note, this method creates a declining intangibles net balance as amortization exceeds CAPEX. 
 
4.4 Balance Sheet Item Forecasts 
 
Balance sheet item forecasts were derived by averaging drivers during to the last couple years to 
account for the balance sheet changes that took place subsequent to 2013-2014 M&A. 
 
Accounts receivable was forecasted using a constant days sales outstanding value of 77.8. 
Recurring revenue was used as a proxy for credit sales as recurring revenues make up the 
majority of software companies’ AR balances. 77.8 DSO is fairly in line with the 2015 comparable 
average of 74.3. 
 
Prepaid Expenses were forecasted using a constant percentage of total sales of 6.9%. It should 
be noted that this value is significantly above the comparable average of 3.5%. 
 
Inventories were calculated based on a percentage of inventories to product sales. A days 
inventory held method could not be used as Sylogist does not break out the cost of sales for 
products separately. Inventories were forecasted to be 9.6% of product sales during the forecast 
period. 
 
Accounts payable were forecasted using a days payable outstanding approach. Recent historicals 
yielded a value of 145.0 DPO. This value can be contrasted to the 2015 comparables average of 
130.9. 
 
Finally, the deferred revenue balance was forecasted based on a percentage of recurring 
revenue. Sylogist’s recent average of 51.1% was held constant over the forecast period. This 
percentage is fairly inline with the peer average of 49.9% in 2015. 
 
4.5 WACC and Other Assumptions 
 
Two different WACCs were used in the valuation of Sylogist: a discount period WACC and a 
terminal WACC (see Table 14). For the discount period WACC, a risk free rate of 1.6% 
corresponding to the current 10-Year US treasury bond yield10 was used. For the terminal WACC, 
the standard long-term LSIF risk free rate of 3.0% was utilized. Both WACCs use LSIF’s standard 
market risk premium of 7.0%. The beta used in the discount period was calculated by averaging 
5 and 10-year weekly and monthly calculated raw betas A beta coefficient of less than 1 makes 

                                                           
10 Bloomberg, 10-Year US Treasury Bond Yield, August 28, 2016 
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sense for Sylogist as its sticky recurring revenue base and reliance on the Public Sector should 
keep revenues relatively unaffected by a recession. Moreover, its beta falls fairly inline with 
comparable betas relevered to Sylogist’s capital structure as can be seen in Appendix C.  For the 
terminal WACC, the raw beta was adjusted closer to 1. It was assumed that Sylogist would 
continue to have a 100% equity capital structure in the future and its tax rate would be its recent 
average rate of 27.0%. 
 
Table 14. WACC Calculations 
 

 
Source: Company Filings, Thomson Eikon 

 
4.6 Mergers & Acquisitions 
 
M&A is always a difficult growth factor to model, but it must be considered in Sylogist’s valuation 
as it is such a core component of the business model. As such, M&A is included as an upside to 
the base case valuation.  
 
M&A was modeled by estimating the net present value of a single acquisition then estimating 
how many acquisitions Sylogist will make during the discount period. The NPV value was 
calculated by first considering the amount of revenue acquired in a single acquisition. As 
mentioned in Section 2.3, Constellation Software has averaged $8M revenue acquired per 
transaction quite consistently over the years. This amount of revenue was used as a starting point 
for beginning the NPV calculation since both Constellation and Sylogist acquire small niche 
software companies. To determine a purchase price, the upper end of the EV/Sales transaction 
multiple range for companies with less than $10M in revenues, 0.9x, was used. This multiple 
yielded an average purchase price of $7.2M.  
 
To arrive at the financial state of the acquired company, margins and balance sheet drivers were 
calculated by averaging the those of Epic Data and Serenic prior to being acquired (the only 
publicly available information). This resulted in simulating the basic financial information 

Discount Period WACC Terminal WACC

Cost of Equity Cost of Equity

Risk-Free Rate 1.6% Risk-Free Rate 3.0%

LSIF Market Risk Premium 7.0% LSIF Market Risk Premium 7.0%

Beta 0.77 Beta 0.85

7.0% 8.9%

After-Tax Cost of Debt After-Tax Cost of Debt

Cost of Debt 4.0% Cost of Debt 4.0%

Tax Rate 27.0% Tax Rate 27.0%

2.9% 2.9%

% Equity 100.0% % Equity 100.0%

% Debt 0.0% % Debt 0.0%

WACC 7.0% WACC 8.9%
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necessary in creating a simple discounted cash flow model. From here, revenues were forecasted 
to grow at the overall 4.4% CAGR used in the base case and margins were rapidly increased to 
normalized levels to achieve a non-discounted cash payback period between 3 and 4 years. The 
same WACCs and terminal growth rates were then used to calculate the net present values of 
cash flows and a terminal value for this sample acquired company. After subtracting the purchase 
price and discounting the NPV another 2.5 years to simulate the acquisition occurring halfway 
through the discount period, an adjusted NPV of $1.09/share was arrived at per each sample 
acquisition. 
 
The utilized method of valuing M&A transactions is quite speculative and uses values and 
quantities they may not resemble a real acquisition. That being said, it provides the only available 
guidance on the effect of future acquisitions on the value of Sylogist.  
 
5.0 DCF Valuation 

 
This section of the report will discuss the implied share price derived from the base case forecasts 
in Section 4.0 in addition to downside and upside scenarios.  
 
5.1 Base Case Valuation 
 
To begin with the base case scenario, it was assumed that Sylogist can achieve all the previous 
assumptions realizing an implied share price of $13.14, 28.2% above its current trading price. If 
Sylogist were to make two acquisitions, which is roughly the same pace as the last five years, its 
valuation would increase to $15.33, an 49.5% upside. These valuations coincide with 18.8x and 
22.3x 2016E EV/EBITDA multiples compared the comparables’ average and median of 19.3x and 
17.7x. It should be noted that Raymond James prepared an organic only model for Constellation 
Software that priced it at 64% of its trading price,11 much lower than Sylogist’s purely organic 
case. It is likely that Constellation’s valuation accounts for a premium due to their strong track 
record of M&A. If Sylogist can continue to execute on M&A at its recent rate, it should also 
deserve a comparable premium. Table 15 below highlights the two implied prices sensitized by 
terminal growth and terminal WACC. 
 
Table 15. Sensitized Base Case Valuations 
 

 
Source: Estimates  
 
  

                                                           
11 Steven Li & Jonathan Lo, “Constellation Software Inc.” Aug. 15, 2016, p. 13, Raymond James Ltd. 

Implied Share Price excl. M&A Implied Share Price incl. 2 Acquisitions

Terminal Terminal Growth Rate Terminal Terminal Growth Rate

WACC 2.0% 2.5% 3.0% 3.5% 4.0% WACC 2.0% 2.5% 3.0% 3.5% 4.0%

6.9% $15.59 $16.96 $18.68 $20.90 $23.88 6.9% $17.77 $19.15 $20.87 $23.09 $26.07

7.9% $13.34 $14.25 $15.34 $16.67 $18.35 7.9% $15.52 $16.43 $17.52 $18.85 $20.53

8.9% $11.76 $12.40 $13.14 $14.03 $15.09 8.9% $13.94 $14.58 $15.33 $16.21 $17.27

9.9% $10.60 $11.07 $11.61 $12.23 $12.95 9.9% $12.78 $13.25 $13.79 $14.41 $15.14

10.9% $9.71 $10.07 $10.47 $10.93 $11.46 10.9% $11.89 $12.25 $12.66 $13.12 $13.64
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5.2 Downside Scenario 
 
For the downside scenario, the following assumptions were changed from the original base case: 
 

 Public and Private Sector organic growth CAGRs were reduced to 5.6% and 3.5% 
respectively providing for a total 5-year revenue CAGR of 2.5% 

 No gross margin expansion and no reductions in operating expenses as a percentage of 
sales were forecasted 

 M&A to occur at a 1.1x revenue multiple with a 2.5% revenue CAGR and smaller margin 
expansions providing for a cash payback period of 5-6 years 

 A terminal growth rate matching real GDP of 2.1% 

 Only 1 acquisition occurring during the discount period 
 
These assumptions yielded a share price of $10.81 excluding M&A, and $11.54 including one 
acquisition providing for upsides of 5.5% and 12.6% respectively. These valuations are associated 
with implied 2016E EV/EBITDA multiples of 15.1x and 16.2x. Table 16 below demonstrates the 
downside valuations sensitized by terminal WACC and terminal rates. 
 
Table 16. Sensitized Downside Valuations 
 

 
Source: Estimates  
 
5.3 Upside Scenario 
 
For the upside scenario, the following assumptions were modified from the original base case: 
 

 Public and Private Sector organic growth CAGRs were increased to 9.6% and 7.5% 
respectively providing for a total 5-year revenue CAGR of 5.7% 

 Gross margin expansion of an extra 2.5% due to a greater mix shift towards recurring 
revenue 

 Operating expenses each reducing 100 basis points instead of 50 

 M&A to occur at a 0.7x revenue multiple with a 5.7% revenue CAGR and greater margin 
expansions providing for a cash payback period of just under 3 years 

 3 acquisitions occurring during the discount period 
 
These assumptions yielded a share price of $14.21 excluding M&A, and $18.18 including three 
acquisitions providing for upsides of 38.6% and 77.3% respectively. These valuations are 

Implied Share Price excl. M&A Implied Share Price incl. 1 Acquisitions

Terminal Terminal Growth Rate Terminal Terminal Growth Rate

WACC 1.1% 1.6% 2.1% 2.6% 3.1% WACC 1.1% 1.6% 2.1% 2.6% 3.1%

6.9% $12.44 $13.29 $14.33 $15.60 $17.20 6.9% $13.16 $14.01 $15.05 $16.32 $17.92

7.9% $10.96 $11.56 $12.26 $13.09 $14.10 7.9% $11.68 $12.28 $12.98 $13.81 $14.82

8.9% $9.87 $10.31 $10.81 $11.40 $12.08 8.9% $10.59 $11.03 $11.54 $12.12 $12.81

9.9% $9.04 $9.38 $9.76 $10.19 $10.68 9.9% $9.77 $10.10 $10.48 $10.91 $11.40

10.9% $8.40 $8.66 $8.95 $9.28 $9.65 10.9% $9.12 $9.38 $9.67 $10.00 $10.37
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associated with implied 2016E EV/EBITDA multiples of 20.5x and 26.8x. Table 17 below 
demonstrates the upside valuations sensitized by terminal WACC and terminal rates. 
 
Table 17. Sensitized Upside Valuations 
 

 
Source: Estimates  
 
6.0 Alternative Valuation Methods - Comparables 

 
This section will discuss a comparable companies analysis (see Table 18) focusing primarily on 
forward EV/EBITDA multiples. Forward revenue and EBITDA values for peers come from analyst 
averages while Sylogist’s arise from the base case forecasts. It should be noted that Sylogist’s 
LTM EBITDA margin is negatively impacted 3-4% from all of the 2015 bonuses occurring in Q4. As 
such, Sylogist’s EBITDA margin greatly exceeds its peers. Additionally, Sylogist’s 2015-2017 
revenue CAGR of 20% is primarily driven from results achieved in the first three quarters of 2016. 
Based on forward EV/EBITDA multiples, Sylogist is trading undervalued to peers. If Sylogist were 
to trade at the peer 2016 EV/EBITDA average or median, it would be priced in the range of $12.32-
$13.30 (20%-30% upside). 
 
Table 18. Comparable Companies Analysis (in millions of $USD unless noted 
 

 
Source: Company filings, Thomson One, Thomson Eikon, Estimates 
 
7.0 Conclusion 

 
Based on a current share price of $10.25 and a target price excluding M&A of $13.14 ($15.33 
including two acquisitions), it is recommended that Sylogist is a BUY.  There exists a significant 
upside using only an organic case with further upside added with each future acquisition. It is 
assumed Sylogist’s share price will jump as well when analyst coverage commences. 

Implied Share Price excl. M&A Implied Share Price incl. 3 Acquisitions

Terminal Terminal Growth Rate Terminal Terminal Growth Rate

WACC 2.0% 2.5% 3.0% 3.5% 4.0% WACC 2.0% 2.5% 3.0% 3.5% 4.0%

6.9% $16.91 $18.41 $20.30 $22.75 $26.02 6.9% $20.87 $22.38 $24.27 $26.71 $29.99

7.9% $14.43 $15.42 $16.62 $18.09 $19.93 7.9% $18.40 $19.39 $20.59 $22.06 $23.90

8.9% $12.69 $13.39 $14.21 $15.18 $16.34 8.9% $16.66 $17.36 $18.18 $19.15 $20.31

9.9% $11.41 $11.93 $12.52 $13.20 $14.00 9.9% $15.38 $15.90 $16.49 $17.17 $17.97

10.9% $10.43 $10.83 $11.27 $11.77 $12.35 10.9% $14.40 $14.80 $15.24 $15.74 $16.32

Market Enterprise LTM LTM EV / Revenue EV / EBITDA LTM Margins Revenue CAGRs Revenue

Company Cap. Value Revenue EBITDA LTM FY16 LTM FY16 FY17 EBITDA Gross '12A-'15A '15A-'17E

Constellation Software $9,497 $9,683 $1,988 $510 4.9x 4.4x 19.0x 18.0x 15.8x 26% n/a 31% 15%

Open Text $8,044 $8,940 $1,824 $637 4.9x 4.2x 14.0x 11.8x 11.3x 35% 73% 10% 9%

Jack Henry & Associates $6,881 $6,927 $1,256 $447 5.5x 5.1x 15.5x 14.7x 13.9x 36% 43% 4% 6%

Tyler Technologies $6,779 $6,873 $678 $160 10.1x 8.9x 42.9x 31.2x 25.7x 24% 48% 18% 21%

Descartes Systems $1,619 $1,574 $189 $61 8.3x 7.7x 25.8x 22.5x 19.9x 32% 71% 13% 11%

Enghouse Systems C$1,371 C$1,371 C$301 C$76 4.6x 4.3x 18.0x 17.4x 14.9x 25% 68% 27% 13%

Average 6.4x 5.8x 22.5x 19.3x 16.9x 30% 61% 17% 12%

Median 5.2x 4.7x 18.5x 17.7x 15.4x 29% 68% 16% 12%

Sylogist C$237 C$206 C$35 C$12 5.8x 5.5x 17.4x 14.4x 12.9x 33% 66% 43% 20%



Page | 24 
 

Appendix A: Previous M&A Analysis 
 
Prior to the M&A that will be discussed, Sylogist operated primarily under Bellamy Software for 
its Public Sector offerings and under Sylobridge and Syloway for its Private Sector division. 
Sylobridge and Syloway are mobile software application that integrate large ERP systems to a 
wide variety of custom applications. They also allow a company to have mobile devices interact 
with a larger enterprise system. 
 
Epic Data 
 
On July 2, 2013, Sylogist acquired all common shares of publicly traded company Epic Data 
(TSXV:EKD) for $2.8M in cash. Epic Data drastically expanded Sylogist’s product offering within 
its Private Sector division. Upon acquisition, Epic Data had LTM revenues and EBITDA of $5.0M 
and ($4.0M) respectively providing for a revenue multiple of 0.5x. 17 employees and $4M in tax 
pools joined Sylogist with the merger. 
 
Weave Corp. 
 
On October 31, 2013, Sylogist acquired all common shares of Weave Corporation for $2.1M, 45% 
in cash and 55% in shares. Weave Corporation offered applications used by 40 municipals in 
Ontario and integrated into Bellamy Software allowing Sylogist to offer a complete Public Sector 
software solution. This acquisition allowed for cross-selling to existing customers, gaining new 
customers looking for all-in-one solutions, and adding business intelligence capabilities to 
Sylogist’s Private Sector division. It is estimated that Weave Corp. had revenues of $0.9M upon 
acquisition providing for a revenue multiple of 2.5x. This multiple is significantly higher than 
typical vertical market tuck-ins due to the fact that Weave Corp. was already profitable when 
acquired. Some of Weave Corp.’s employees joined Sylogist with the merger. 
 
Serenic 
 
On July 28, 2014, Sylogist acquired all common shares of publicly traded Serenic Operating 
Companies (TSXV:SER) for $7.9M in cash. Serenic expanded Sylogist’s Public Sector offering 
specifically with NFPs and NGOs. Many elements of Serenic’s software were implemented into 
Sylogist’s other products. 1,500 customers with recurring revenue contracts and 36 employees 
in management and support roles joined Sylogist. Sylogist had LTM revenues and EBITDA of 
$12.1M and ($1.6M) respectively providing for a revenue multiple of 0.7x.  
  



Page | 25 
 

Appendix B: Management Analysis 
 
CEO & President 
 
Jim Wilson has been CEO since 2004. Wilson has been the President of Joss Capital Corp., a 
private investment and consulting firm since 1995. His background is primarily in building large 
scale customer support teams. Previously, he served as Vice President of Service Activities of 
Equitrac Corp, a leader in document accounting solutions and at Sun Microsystems where he 
oversaw customer support teams. In 2015, Wilson’s total compensation was $1,588,042 
($546,880 in salary). He currently holds 1,100,000 shares (4.8% of outstanding) for a total value 
of $12.1M. 
 
VP of Corporate Development 
 
David Elder has been VP of Corporate Development since 2006 and has been Corporate Secretary 
since 2003. He has also served on the Board of Directors since 2008. Elder has also been Counsel 
at the national law firm Heenan Blaikie LLP since 2004. Elder’s total compensation in 2015 was 
$863,444 ($365,627 in salary). He currently holds 791,381 shares (3.5% of outstanding) for a total 
value of $8.7M. 
 
CFO 
 
Xavier Shorter was appointed CFO on August 12, 2016. Prior to his appointment, Shorter served 
as Director of Finance where he was responsible for tax planning, accounting, and reporting. 
Shorter worked at Deloitte & Touche LLP before his roles at Sylogist. His appointment came after 
the announcement of Brian Grassby’s retirement from the position. Grassby served as CFO at 
Canadian Pacific Railway prior to Sylogist and mentored Shorter.  
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Appendix C: Non M&A Capital Allocation 
 
Share Buybacks 
 
In fiscal year 2015, Sylogist repurchased 307,800 common shares at an average price of $6.66. In 
the period of October 1, 2015 to May 20, 2016, Sylogist repurchased 1,511,600 shares at an 
average purchase price of $7.30. It has subsequently commenced a new Normal Course Issuer 
Bid and has purchased 199,100 at an average purchase price of $10.06 during the most recent 
period ending June 30, 2016. This high rate of share buyback could signal that management 
believes SYZ is trading undervalued. 
 
Insiders have been actively purchasing shares of Sylogist on the open market in recent years. So 
far in 2016, the CEO has purchased 55,779 shares at an average price of $8.07 per share. 
Additionally, the VP of Corporate Development has purchased 25,000 shares indirectly through 
his wife at an average price of $8.47 per share.  
 
Dividends 
 
Sylogist has been steadily increasing its dividends from $0.025 per quarter in 2011 to $0.07 in Q3 
2016 (raised from $0.065 in Q2). On December 14, 2015 Sylogist announced a special dividend 
of $0.10 attributable to recent organic growth and a 2-to-3-year acquisition payback period 
realized on recent M&A. It also paid a special dividend on August 8, 2016 of $0.07. 
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Appendix D: Beta Analysis 
 
Comparable betas relevered to Sylogist’s capital structure: 
 

 
Source: Thomson Eikon 
 
Appendix E: Core Benefits of Sylogist’s Offerings 
 

Public Sector: 

Bellamy Software 
(Education) 

 Led by former school board employees for school boards 

 Specifically designed for changing teacher union and pension 
requirements 

 Continuously updated upon industry changes and developments 

 Single vendor solution for financial, HR, and operations software 

 Helps to achieve cost reductions and control through greater 
efficiencies, streamlining day-to-day operations, and greater visibility 

 Cloud-based hosting allows access from any location using multiple 
device types and lower capital expenditures 

 Will soon be built on Microsoft Dynamics NAV accounting platform and 
have full integration with Microsoft Office products 

Bellamy Software 
(Municipal) 

 Consolidates and centralizes information from a variety of sources to 
ensure compliance with increasing government regulations and 
decreases redundant and messy data 

 Gives greater visibility of the many functions of a municipal office 

 Trusted solution as it is the most used Municipal ERP in Canada 

 Allows for advanced analytics and custom reports by department 

 System is custom tailored for municipal use versus broader ERPs 

 Cloud-based hosting allows access from any location using multiple 
device types and lower capital expenditures 

10-Year 5-Year Total

Company Monthly Weekly Avg. Monthly Weekly Avg. Average

Constellation Software 0.598 0.354 0.476 0.555 0.413 0.484 0.480

Open Text 0.346 0.453 0.399 0.576 0.673 0.625 0.512

Jack Henry & Associates 0.672 0.870 0.771 0.641 0.829 0.735 0.753

Tyler Technologies 0.735 0.719 0.727 1.182 1.089 1.136 0.931

Descartes Systems 0.529 0.524 0.527 0.086 0.453 0.270 0.398

Enghouse Systems 0.515 0.343 0.429 0.224 0.606 0.415 0.422

Average 0.566 0.544 0.555 0.544 0.677 0.611 0.583

Median 0.564 0.488 0.501 0.566 0.639 0.554 0.496

Sylogist 0.771 0.324 0.548 1.398 0.589 0.993 0.771
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 Will soon be built on Microsoft Dynamics NAV accounting platform and 
have full integration with Microsoft Office products 

Serenic 

 Specifically designed for NFPs and NGOs 

 Cloud-based hosting allows access from any location using multiple 
device types and lower capital expenditures 

 Built on Microsoft interface to reducing training costs and leverage 
other Microsoft products 

 Real time financial tracking 

 Single vendor solution that combines HCM and accounting  

 Grant and budget management capabilities 

Private Sector: 

Epic Data 

 Reduces production time and improves overall visibility of the entire 
manufacturing operation 

 Increases inventory accuracy 

 Synchronizes with various ERP systems 

 Automates scheduling and heavily reduces administrative costs 

 Mobile device connectivity  

 Compliant with DoD for defence contracting 

 ROI in as little as 3 months to 1 year 

Payment Solutions 

 EMV chip and pin compliant 

 Easily interfaces with ERP and point-of-sale systems 

 Provides real time information to major pump manufacturers 
Source: Product Websites 
 
 
 
  


