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Radiant Logistics: RLGT

Target Return 20%

• Entry Price: $5.24

• Target Price: $6.29

• Market Cap: $277M

• Likely WACC: 11.20%

• Probability of Upside: 85%

• Credit Rating: BBB



Company Description

• Low – Asset Base Business Model

• Third-Party Logistics Services

• Multi-Modal Transportation Services



Strategy

• Organic Growth
• Enhancements to: back-office infrastructure, transportation management, 

accounting system
• Strengthening and expanding new customer relationships
• Organic build-out of network of strategic operating partner locations

• Acquisitions
• Quickly increase service density in fragmented areas
• Smaller companies than those targets of larger public companies

• Operations
• Leverage the People, Process, and Technology Available through Central 

Platform
• Develop and Maintain Strong Customer Relationships



Earnings Call – Explaining New Tech Initiatives

• Expansion of new SAP – based Transportation Management System

• SAP production environment to Amazon’s cloud computing platform

• New Customer Portal
• Online booking

• Event-Based tracking through SAP-TM



Management Team



Earnings Call Question – Explaining Business Situation

• Exiting certain low-margin pieces of business, replace with higher 
pieces of business

• Investments made in technology and back-office infrastructure

• Grow gross margin dollars without growing back-office cost

• Increasing scale to get more gross margin dollars to bottom line



Earnings Call Question – Explaining Business Situation

• Industry vertical approach delivers positive results – continue to look for 
additional industry verticals

• For investors – a 4% to 6% growth in gross margin dollars is reasonable

• Grow EBITDA at twice that



Earnings Call Question – Explaining Canada

• Canada organization (acquisition of Wheels – 75 million) 
outperforming when acquired

• Looking to continue a better integration of Canada using Technology –
Continue lowering General & Admin costs



Earnings Call – Explaining Leverage

• De-levered our balance sheet in the summer of 2015 when we did 
our public secondary

• Intrinsic value of business at least 10x to 12x multiple (EBITDA to EV) 
– Compared to 6 currently

• Continues to focus on smaller “tuck in” acquisitions instead of more 
dilutive larger ones

• Normalized funded debt to EBITDA ratio of +/- 3x



Earnings Call Question – Explaining Depreciation of Intangibles

• GAAP basis of the amortization of customer relationship intangibles

• Larger type acquisitions wouldn’t show gradual growth because of 
this amortization

• “False negative relative to the underlying financial enterprise that 
we’re building here”



Intangible Assets

• Intangible assets consist of customer related intangible assets, trade 
names and trademarks, and non-compete agreements arising from 
our acquisitions. 

• Customer related intangible assets are amortized using the straight-
line method over a period of up to 10 years, 

• Trademarks and trade names are amortized using the straight-line 
method over 15 years

• Non-compete agreements are amortized using the straight-line 
method over the term of the underlying agreements.



Key Statistics



Key Statistics



Comparable Competitors



Institutional Investors – Large Stake

CEO & Founder Crain Bohn
20% Ownership

BlackRock
5.77% Ownership

Dimensional Fund Advisors
4.38% Ownership



Essex Small Growth



Acquisitions



Risks

• Low – Volume and higher volatility – add from Bloomberg

• Amortization of intangible assets
• Earnings negatively affected

• Statements show intangible assets are diminishing in value, even if acquired 
businesses are increasing in value 

• Operate with significant amount of indebtedness
• Secured by assets, and impose restrictive covenants on acquisitions

• Dependent on seasonal trends
• First and fourth fiscal quarters are traditionally weaker

• Tied to customer’s own consumer demand 



Advantages
• Non-asset based business model

• Offer significant advantages to our strategic operating partners

• Lower-risk operation of network of strategic operating partners

• Diverse customer base

• Global network of transportation providers

• Sourcing and managing transportation

• Value-added services



Proposal Bjorklund Fund RLGT Page 1
Radiant Logistics, Inc. Symbol: RLGT

Analyst Phillip Harabarovici

Buy below $5.24

Sell above $6.69

Probability of  Price Increase 85%

Last Price $5.64

Intrinsic Value $5.58

Target Dividends $0.00

Target Price $6.29

Thursday, October 31, 2019
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Investment Thesis

UNIQUE LONG-TERM GROWTH PROSPECTS AND MARGIN EXPANSION 

I am initiating [continuing] coverage of Dick’s Sporting Goods with a BUY at $33 and a $40 price target. I view DKS as a 
best-in-class big box retailer with solid long term sq. ft. growth prospects benefiting from the product innovation 

occurring in the athletic space. While still exhibiting characteristics of a high growth retailer that can double its 
current footprint, DKS has also reached a level of maturity characterized by meaningful cash flow generation. As a 

result, DKS now has the capacity to fund growth while also reinvesting in structural improvements to its gross margin. I 
believe DKS is one of few retailers that offers both organic unit growth and structural margin improvement 

opportunities.

For the long: 

1. Leveraged to the athletic cycle while enjoying ample organic growth opportunities:
Irrespective of the share gainers and losers in the intensifying battle of the brands, DKS is positioned as the principal 

beneficiary, in my view, not only does the company sit at the center of the athletic space in which innovation from UA, 
NKE, and Adidas is generating continual new product introductions, it also can double its domestic store growth 

opportunity from today’s base. I believe this combination offers immediate exposure to the current athletic footwear 
and apparel product cycles and longer term scaling opportunities as the company executes on its store growth plan. The 

net result is visibility into projected annual earnings growth of mid-high teens for the next three years.
2. E-commerce opportunity in nascent stages and will add an estimated 40-50bps to comp over next three years: 
With e-commerce representing less than 3% of DKS total sales, I believe the opportunity to expand its online presence 

will contribute 40-50bps annually to revenue growth for the next three years on conservative estimates of 15-20% 
annual growth.

3. Investing in structural gross margin expansion: 
With $5/share in cash on the balance sheet, DKS is in an enviable position that allows it to pursue organic growth 

avenues and reinvest a portion of those dollars back into margin-enhancing initiatives. I believe the company’s 
regionalization and inventory management efforts coupled with the resumption of its private brand strategy can add a 
conservative 50-75bps to gross margin over the next three years.

Next earnings date November 8, 2019


