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Yeti Holdings Inc.  

NASDAQ: YETI | $29.70                 Intrinsic Value: $14.98 

SELL Bradley Smith 
bw25smit@siena.edu

 
COMPANY STATISTICS: 
Market Cap:                      $2.5B  
52-week Range:                          12.40-38.11        
Average Volume:                       1.2M 
Beta:         1.57 
1 Year Target:    $21.50 
 
FINANCIAL SUMMARY: 
FYE Dec              Last 4 Quarters 
Revenue: Q3 2019  $229,125 

Q2 2019  $231,654 
Q1 2019  $155,353 
Q4 2018  $241,179 

 
EPS:  Q3 2019  $0.25 

Q2 2019  $0.26 
Q1 2019  $0.03 
Q4 2018  $0.05 

 
COMPANY PROFILE: 

Yeti Holdings Inc. - owner of the YETI brand - designs, manufactures, distributes, and sells outdoor and recreational equipment and 

products which include lines of coolers, bags, drinkware, clothing/apparel, and various other outdoor accessories. The company has 

seen much success since being established in 2006, particularly with its drinkware and cooler sales, and is known for its high-quality 

design and manufacturing of its products. YETI has also had success promoting its brand through its clothing and apparel products, 

which it uses to expand its brand awareness and grow its customer base.

REPORTING: 

Sector: Consumer Discretionary  

Industry: Sporting Goods Mfg. 

Last Guidance: Oct 31, 2019 

Next Earnings Date: Jan, 2020 

Expected Revenues: $276M 

Expected GAAP DEPS: $0.36 

 

TOP COMPETITORS: 

Vista Outdoor (VSTO) 

American Outdoor Brands (AOBC) 

Brunswick Corp (BC) 

Columbia Sportswear (COLM)  

Johnson Outdoors Inc. (JOUT) 

Helen of Troy Limited (HELE) 

VF Corp. (VFC) 

MANAGEMENT:  

Matthew Reintjes, CEO 

Paul Carbone, CFO 

Bryan Barksdale, SVP, GC 

Hollie Castro, SVP Kirk Zambetti, SVP 

Robert Murdock, SVP 

Michael Kienitz, SVP

 

INVESTMENT THESIS: 

Optimistic growth projections with little financial backing leads to 

overpricing, results in SELL rating - potential short opportunity. 

I am initiating continuing coverage of Yeti Holdings Inc. (YETI) 

with a SELL rating. The company closed out the week at a price of 

$29.70 a share, and has been determined to have an intrinsic 

value of $14.98 based on a weighted average valuation discussed 

below. Although YETI does have potential for future growth, 

based on the company’s current financials and corporate 

guidance, the current market price appears to be 

substantially more expensive than what the firm is actually 

worth. 

 

CATALYSTS: 

• Potential resolution of China trade war and tariffs: In Q3 

2019, tariffs negatively affected gross margins by 1.5%, 

(although overall gross margin still improved Y/Y), and have 

forced the company to hold excess inventory to avoid 

additional tariff costs. A resolution in trade disputes would 

bode well for YETI’s margins going forward. 
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• Development of new products: YETI’s corporate strategy for 

growth relies on R&D of new products that complement the 

company’s existing product line, while helping to expand 

their offerings and reach new consumers. 

EARNINGS PERFORMANCE:  
During the FY 2019, YETI has had consistent earnings that have all met or beaten investors expectations. Additionally, the company 

has been experiencing consistent revenue growth along with steadily 

improving margins. During the company’s most recent Q3 earnings call, 

revenue growth was recorded at 17% overall Y/Y, while gross profit 

increased 23% compared to the same period. Additionally, earnings per 

share were reported to be $0.25, representing a 24% growth Y/Y.  

 

FY 2019 is expected to be a record year for the company in terms 

revenues. Guidance for FYE 2019 has been set during the company’s last 

earnings conference call, with diluted earnings per share projected to 

range between $0.90 and $0.92, a 29%-33% growth year over year, and 

revenue expectations were raised by the company, with overall revenue 

growth for the 2019 FY forecasted to range between 14.5%-15%. 

Operating margin expectations were set at around 14%, and adjusted 

EBITDA margins at 17%, representing an approximately 1% improvement 

for each.  

 

 

 

CAPITAL STRUCTURE: 

YETI’s capital structure was calculated to consist of approximately 10% debt and 90% equity. The 

company’s total debt is the sum of its current portion of LT debt, plus its LT debt net of the current 

portion. It’s cost of debt was calculated by dividing the interest expense by its current outstanding 

debt, then multiplying by one minus the effective tax rate provided in the company’s earnings 

transcripts. The cost of equity was calculated using CAPM. Combined, this produced a weighted 

average cost of capital of 10.33% 

 

 

BUSINESS MODEL: 

YETI is a designer, manufacturer, retailer and distributor of recreational outdoor equipment that 

includes a portfolio of hard and soft coolers, storage, transport and outdoor living products, 

drinkware, and YETI branded apparel and other items. YETI’s mission is to “ensure that each YETI 

product delivers exceptional performance and durability in any environment”. The company has a 

reputation among consumers for having durable and high-quality products that are priced on the 

mid-to-higher end when compared to its drinkware and cooler competitors.  

 

When the company was founded in 2006, it primarily focused on the manufacturing and sale of 

coolers, but in recent years its drinkware sales have overtaken its cooler and equipment sales. 

Growth in both YETI’s drinkware and cooler sales are continuing to expand as the company introduces new products and 

customization offerings. Y/Y drinkware sales have increased 21%, and now represent approximately 56% of YETI’s total revenues, 
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while cooler sales have increased 13%, and represent 41% of YETI’s total revenues. Currently, YETI’s drinkware portfolio consists of 

eight different products’ all under the “Rambler” brand name, while its cooler and equipment portfolio is comprised of five hard 

coolers, and three soft coolers, with eight additional non-cooler equipment product lines. 

 

YETI sells its products through two main sales channels, wholesale, and 

direct-to-customer (DTC). Over the last twelve months, YETI’s DTC sales have 

represented 41% of its total revenue, compared to just four years ago when 

DTC sales were only 8% of total revenues. Since Q3 of 2018, DTC sales have 

increased 31%, while wholesale has increased 9%, and currently represents 

59% of YETI’s total revenues over the past twelve months. These figures do 

bode well for YETI long term, as DTC is the most profitable form of sale for 

YETI, and growth in DTC is expected to expand well into its 2020 FY. DTC 

sales are generated by YETI through four main sources, the YETI website 

(YETI.com), its YETI authorized Amazon webstore, corporate sales (which consist of bulk purchase agreements directly between YETI 

and companies such as Facebook, Adidas, Toyota, etc.), and lastly the companies own retail stores, of which the company operates 

five of, located in Charleston SC, Chicago IL, Dallas TX, and two located in Austin TX. The company’s wholesale revenues are 

generated through purchase agreements made between YETI and other retailers such as Dick’s Sporting Goods. Additionally, it is 

worth mentioning that in FY 2018, Dick’s sporting goods accounted for 16% of YETI’s entire gross sales. Since that time, it is unclear 

whether or not YETI was able to further diversify its wholesale revenues, and it will become more clear once the company releases 

its annual report for FYE of 2019.  

 

INDUSTRY OUTLOOK/COMPETITOR ANALYSIS:  
Although YETI is both a manufacturer and retailer of sporting good products, the company’s main focus is on the manufacturing end 

of its business, rather than the retailing side. In my analysis of YETI’s competitors and the industry it operates in, I focused mainly on 

the manufacturing side of the sporting goods industry, in order to gather a more accurate list of peers to compare YETI’s 

performance against. The sporting goods manufacturing industry generates yearly revenues of around $10 billion, and has 

historically grown at a rate of approximately 1.3% over the past 5 years. It is expected to continue its growth at a value somewhere 

above 1% for the foreseeable future. Discussed in detail below are some of YETI’s top competitors and how some of the company’s 

financial metrics compares to the rest of its peers. Additionally, the price chart found on page 1 of this report displays the 

performance of YETI’s stock compared over the past year to an adjusted value weighted index of the same list of peers mentioned 

below. 
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YETI’s top competitors include Vista Outdoor Inc. 
(owner of Camelbak), American Outdoor Brands, 
Brunswick Corporation, Columbia Sportswear, 
Johnson Outdoors Inc., Helen of Troy Limited 
(owner of Hydro Flask), and VF Corp. Overall, At 
first glance, YETI seems to compare fairly well to its 
competitors, especially in the areas of ROE, and 
ROC/ROIC, where it is the top performing firm, and 
is the third best performing firm in the category of 
ROA. YETI is also the second-best performing firm 
compared to its peers when looking at the return 
on R&D spending (Rev/R&D), yet is the third worst 
performing firm when looking at return on SG&A 
spending (Rev/SG&A). 
 
However, YETI is clearly lacking behind its peers 
when it comes to metrics like EPS, P/E and Market 
to Book value of equity. These unfavorable metrics, 
which are all worst-in-class when compared to 
YETI’s competitors, and well below the average for 
comparable firms, support my thesis that YETI is currently overvalued by the market. Additionally, even though YETI does appear to 
produce attractive return on equity, assets, and capital, these metrics are likely inflated due to the fact YETI is still such a young 
company, having just recently IPO’d in November of 2018. These figures will almost certainly return to more reasonable values - 
somewhere in the range of 10% to 15%, or possibly 20% - within the next 1-2 fiscal years once the company’s growth beings to level 
out to a more industry typical value.  
 

Lastly, it can also be seen that YETI has the worst inventory turnover 
ratio of its peer group, with a value of 2.5, meaning products, on average 
stay in inventory for around 148 days before they are sold. It is worth 
mentioning, however, that this figure is likely impacted by a corporate 
strategy being utilized by YETI to control tariff costs related to importing 
goods from China. It was noted in YETI’s most recent quarterly report 
that inventory levels will begin to return to normal within the next fiscal 
year, which will likely improve inventory turnover closer to the peer 
group average of 3.4.  
 

    
MANAGEMENT: 

YETI has a core management team of seven executives, consisting of a CEO, CFO, and five SVP’s, each responsible for an individual 

business function. The company’s board of directors is comprised of 8 members, one of which being the company’s CEO, Matthew 

Reintjes, and is lead by the Chairman of the Board, David L Schnadig. A graphical depiction of the company’s organizational chart is 

shown below:  
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Additionally, executive compensation figures found in the company’s most recent annual proxy statement indicate that 

three of the company’s executives (Reintjes, Zambetti, and Murdock) receive stock-based compensation on an annual 

basis. This compensation varies depending on whether or not pre-determined performance targets are reached. 

Executive Salary and SBC information can be seen below:  

 

 
 

OWNERSHIP SUMMARY: 

The following charts summarize the number of shares held by insiders and institutions: 

 

 

  
 

 

 

These next charts summarize who the top institutional holders are: 

 

Board of Directors 
(Chairman: David 

Schnadig)

CEO: Matthew 
Reintjes

CFO: Paul Carbone
SVP/General 

Council/Secretary: 
Bryan Barksdale

SVP of Talent: Hollie 
Castro

SVP of Sales: Kirk 
Zambetti

SVP of DTC: Robert 
Murdock

Head of Global Ops: 
Michael Kienitz
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These last charts summarize who the top insider holders are, and how many insider sales there were within the past 6 months: 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Conclusion:  

Although YETI does appear to have an attractive business model, in an expanding industry with a strong and growing customer base, 

at the current market price I cannot justify a BUY rating, as investors seem to be overly optimist about future revenue growth 

predictions. Even when using a DCF valuation - which produces the highest intrinsic value of any of the other valuation metrics, and 

one that I did not feel comfortable using in my own valuation, given that the output was so sensitive to changes in NWC spending, 

and YETI’s NWC spending moving forward would be hard to predict - with very generous revenue growth inputs, it still only results in 

an intrinsic value that just barley misses the current market price, and generates a 1-year target price of about $31.00. Meaning the 

stock would only have an implied upside of about 6%.  
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Additionally, due to the fact that YETI compares so poorly to its peers in the areas of EPS, P/E, and P/S, as well as P/BV of equity, it 

would appear that YETI is quite overvalued by the market at a closing price as of 11/17/2019 of $29.70. By my calculations, which 

consist of a weighted valuation of 50% P/S, 20% EV/Rev, 20% EV/EBITDA, and 10% book value of assets, YETI’s intrinsic value is 

closer to $15.00 per share, with a one-year target price of $21.50. All of my valuation calculations, and summary of my weighted 

valuations are shown on the following page. 

 

So, although YETI appears to be a well-managed, and overall strong firm, I assign the company a SELL rating at the current market 

price, and based on the fact that my calculated intrinsic value is so much lower than what the firm is currently being traded at, I 

recommend we take a short position on the company at the current market value with the assumption that within the next four 

quarters the market will adjust the price of YETI down to a per share value in between my current estimated intrinsic value of 

$14.98, and my estimated one-year target price of $21.50. This would represent a minimum implied gain of about 23%. 
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VALUATION: 


