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Company: Vista Outdoor Inc. (VSTO)
Recommendation: BUY
Bond: $500M, 4.500% 2029 Senior Notes
Rating: S&P BB- Moody's B1
Price: $100.32
Target: $101.90 | 1 Year Total Return 6.1%

The spread on the 2029 Vista Outdoor bond will compress by 40-50 bps for the following 
reasons:
1) VSTO created an oligopoly in the ammunition market by acquiring Remington, 

allowing greater pricing power, increasing capacity, and stabilizing the industry.
2) VSTO’s increasing shift towards a direct-to-consumer business model will lead to 

sustained margin expansion and a larger customer base.

INVESTMENT THESES



Source: Vista Outdoors Investor Relations

TAM $15B+

COMPETITION
Olin Corp - Winchester, American 
Outdoor Brands, Johnson Outdoors

CUSTOMER BASE

Mass, Specialty and Independent 
retailers/distributors.
Example – Walmart/Cabela's

Company Description Segments

The Shooting Sports segment is comprised 
of ammunition and hunting & shooting 
accessories product lines. 

The Outdoor Products segment is comprised 
of sports protection, outdoor cooking, golf, 
and hydration product lines.

Vista Outdoor (VSTO) designs, manufactures, 
and markets consumer products in the outdoor 
sports and recreation markets.

BUSINESS OVERVIEW



INVESTMENT THESIS 1
Oligopoly Creating Greater Pricing Power, Increased Capacity, & Stabilizing Industry

Source: company filings, investor presentation, CEO

Remington Deal
• Purchase Price of $81.4M, a multiple of 1x EBITDA
• Remington Ammo 2021 projected Sales = $350-

$400M
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• VSTO stabilized the ammunition industry by 
acquiring Remington who was a price predator

• VSTO increased its market share by 8% and 
production capacity without adding capacity to 
the overall market



• DTC channel has grown to 
20% of sales since the 
arrival of Chris Metz as CEO 
four years ago

• Targeting 30% of sales by 
fiscal year-end 2024

• DTC adds ~10% to EBITDA 
margins

• This will drive significant, 
sustained, gross margins of 
over 30% going forward

Source: [Outdoor Association I], sell side analyst calls, sell side reports, company filings, investor presentation, CEO

INVESTMENT THESIS 2
DTC Margin Expansion – Outdoor Products Segment

• 8m+ unique visitors on 7-site platforms
• We believe DTC will be immediately accretive to margins as an 

insulation against demand cyclicality ultimately preserving free cash 
flow



CAPITAL STRUCTURE

Source: FactSet DCS, FactSet Fundamentals, Bloomberg 



Source: Bloomberg

RELATIVE VALUE

Company: Vista Outdoor Inc. (VSTO)
Bond: $500M Semi-Annual 4.500% 
2029 Senior Notes
Rating: S&P BB-, Moody's B1

• VSTO is trading just inside of the US Consumer 
Discretionary BB- yield curve. Cheap to S&P composite 
rating BB and consumer discretionary BB+. 

1st Call Details
Call Date: 03/15/24
Price: 102.25
Yield to Call: 5.27
Current Price: 100.32

VSTO 2019A 2020A 2021A 2022E 2023E 2024E 2025E 2026E
Total Debt 704.0 596.3 505.0 495.0 495.0 495.0 495.0 495.0

Unsecured Debt/EBITDA 7.7 5.8 1.5 0.7 0.7 0.7 0.6 0.6

Total Debt/EBITDA 8.0 5.9 1.5 0.7 0.7 0.7 0.6 0.6

Net Debt/EBITDA 7.7 5.6 0.8 0.4 0.0 -0.4 -0.9 -1.4

FCF/Debt 0.3 0.4 0.5 0.6 1.0 0.9 0.9 1.0

EBITDA/Interest 1.5 2.6 13.2 31.5 32.5 33.5 34.9 35.3



RISK AND MITIGANTS

Source: [Vista Outdoors ], investor presentation

1. ESG - Supplying ammunition could 
be seen as controversial

2. Demand for ammunition can be 
correlated with the political 
landscape

3. Firearm/Gun Rights regulations

1. Vista Outdoor is diversifying its 
reliance on ammunition sales while 
focusing on sustainability efforts at 
each major brand level

2. Spike in sales when government 
leans left because of consumer’s 
fear of their gun rights being taken 
away. We are two years into a 
democratic government and still 
have not seen this. If we did, the 
backlog in ammo would be even 
greater.

3. Key business contracts mitigate 
known unknown regulation policy 
risk while only having ~15% of total 
ammunition sales potentially 
affected by regulation. This type of 
ammunition is considered “hard” 
ammunition.

Risks

Mitigations



QUESTIONS?



APPENDIX



RESEARCH STEPS TAKEN

PRIMARY RESEARCH SECONDARY RESEARCH

• Interviewed CEO of Vista Outdoors, Christopher T. Metz
• Interview VP of Investor Relations, Shelly Hubbard
• Interviewed Analysts at Cowen (Gautam Khanna), 

William Blair (Ryan Sundby), and spoke with Investor 
Relations (Shelly Hubbard)

• Personally, went to various DICK’s Sporting Goods and 
Academy Sports & Outdoors to inquire and view current 
inventory levels

• Reviewed sell-side research from Cowen, William 
Blair, and Lake Street Capital Markets

CEO of Vista Outdoors,
Christopher Metz

VP of Investor Relations of Vista Outdoors,
Shelly Hubbard

“We currently have a 
multi-billion backlog 
for ammunition” -
CEO Chis Metz



MARKET VIEW VS OUR THESIS

THE MARKET

• Is missing the effect of the 
oligopoly and removal of 
Remington as a pricing 
predator in the 
ammunition market. 

• Is underestimating Vista 
Outdoor’s ability to 
capture a larger customer 
base through direct-to-
consumer and obtain 
sustained

Our Thesis

• VSTO created an oligopoly 
in the ammunition market 
by acquiring Remington, 
allowing greater pricing 
power, increased capacity, 
and stabilizing the 
industry.

• VSTO’s increasing shift 
towards a direct-to-
consumer business 
model will lead to 
sustained margin 
expansion and a larger 
customer base.



DEMAND FOR AMMUNITION AS A LONG-TERM TAILWIND

Source: company filings, investor presentation, CEO

$1,112.76 
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$405.93 , 
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$706.83 , 
32%

Vista Outdoor Revenue

Ammunition

Shooting/Hunting Accessories

Outdoor Products

Demand for Ammunition continues to exceed supply
• Ammunition accounts for 50% of total revenue
• Increased personal defense interest , hunting - field to table trends and fears of 

regulation have fueled demand
• Introduced 3M new hunters last year and 40M hunters applied to licenses
• It would take 6-8 months to restock the supply channel if backlog/orders disappeared 

which has allowed greater pricing power and the ability to pass along costs while 
increasing margins

• Ammunition is consumable and less cyclical than firearms
• Oligopoly market with the acquisitions of Remington and HEVI-Shot
• Demographics are changing. Seeing 30% new gun users with over half of them being 

women, of color, and trending younger. Young people are enjoying the field to table 
movement that is helping Hunting experience the second fastest growth rate at 8% YoY.

“We currently have a multi-billion backlog for ammunition” - CEO Chis Metz



DIVERSIFICATION OF REVENUE AND REVENUE STREAMS

Source: [Vista Outdoors ]

• Outdoor products account for 32% of the revenue
• 10 brands make up 100MM of sales, 25% Net Sales increase YoY
• Biggest competitive advantage--> power of brands. A dozen brands are #1 in 

their space, and they are the largest supplier in their space
• The goal is to have a 50-50 split between shooting and outdoor segments
• Recent acquisitions of Foresight and QuietKat E-Bikes
• Elevated outdoor participation rates due to COVID-19 Outdoor Products Brands

The Total Addressable Market (TAM) for outdoor products is 15B+



VSTO($MM) 2019A 2020A 2021A 2022E 2023E 2024E 2025E 2026E

Total Sales 2,059 1,756 2,226 3,083 3,327 3,594 3,922 4,183
YoY% Change -11% -15% 27% 39% 8% 8% 9% 7%

Operating Profit 611 493 427 698 1,079 1,164 1,222 1,294
% Margin 30% 28% 19% 23% 32% 32% 31% 31%

EBITDA 88 101 338 709 732 755 784 795
% Margin 4% 6% 15% 23% 22% 21% 20% 19%

YoY% Change -44% 14% 234% 110% 3% 3% 4% 1%

FCF 210 210 243 301 479 425 468 488

Net Acquisitions - - (96) (474) (100) (100) (80) (80)

Cash 22 31 243 217 495 821 1,209 1,617

Total Debt 704 596 505 504 504 504 504 504

Total Debt/EBITDA 8.0 5.9 1.5 0.7 0.7 0.7 0.6 0.6

FCF/Debt 0.3 0.4 0.5 0.6 1.0 0.8 0.9 1.0

EBITDA/Interest 1.5 2.6 13.2 31.5 32.5 33.5 34.9 35.3

CONSOLIDATED STATEMENTS



BALANCE SHEET



INCOME STATEMENT



FREE CASH FLOW



REVENUE BUILD

Source: Company filings



BALANCE SHEET METRICS

VSTO 2019A 2020A 2021A 2022E 2023E 2024E 2025E 2026E 
Total Debt 704.0 596.3 505.0 495.0 495.0 495.0 495.0 495.0

Unsecured Debt/EBITDA 7.7 5.8 1.5 0.7 0.7 0.7 0.6 0.6

Total Debt/EBITDA 8.0 5.9 1.5 0.7 0.7 0.7 0.6 0.6

Net Debt/EBITDA 7.7 5.6 0.8 0.4 0.0 -0.4 -0.9 -1.4

FCF/Debt 0.3 0.4 0.5 0.6 1.0 0.9 0.9 1.0

EBITDA/Interest 1.5 2.6 13.2 31.5 32.5 33.5 34.9 35.3

Operating Margin 1% 2% 12% 21% 20% 19% 19% 18%

EBITDA Margin 4% 6% 15% 23% 22% 21% 20% 19%

Net Income Margin -32% -9% 12% 15% 14% 14% 13% 13%

FCF/Revenue 10% 12% 11% 10% 14% 12% 12% 12%

ROA -37% -11% 15% 23% 21% 18% 16% 14%



USES OF CASH



CUSTOMERS



Change of Control
• Putable at 101% of principal amount plus accrued and unpaid interest, if any

Restricted Payments
• The Company will not permit any of its restricted subsidiaries to, directly or indirectly to declare or pay any dividend or 

make any payment or distribution
• Purchase, redeem, defease or otherwise acquire or retire for value any equity interests of the company, or any direct or 

indirect parent of the company
• Make any principal payment on, or redeem, repurchase, defease or otherwise acquire or retire for value, in each case, 

prior to any scheduled repayment, sinking fund payment or maturity, any subordinated indebtedness;
• Make any restricted investment

Dividend and Other Payment Restrictions Affecting Restricted Subsidiaries
• The company will not, and will not permit any of its restricted subsidiaries that are not guarantors to, directly or indirectly,

create or otherwise cause or suffer to exist or become effective any consensual encumbrance or consensual restriction on 
the ability of any restricted subsidiary that is not a guarantor to: pay dividends or make any other distributions to the 
company or any subsidiary guarantor on its capital stock, or pay any indebtedness owed to the company or any subsidiary 
guarantor, make loans or advances to the company or any subsidiary guarantor; or sell, lease or transfer any of its 
properties or assets to the company or any subsidiary guarantor

Limitation on Incurrence of Indebtedness and Issuance of Disqualified Stock and Preferred Stock
• The company will not, and will not permit any of its restricted subsidiaries to, directly or indirectly, create, incur, issue, 

assume, guarantee or otherwise become directly or indirectly liable, contingently or otherwise, with respect to any 
indebtedness, and the company will not issue any shares of disqualified stock and will not permit any restricted subsidiary 
to issue any shares of disqualified stock or preferred stock

Asset Sales
• The company shall not, and shall not permit any of its restricted subsidiaries to, consummate an asset sale, unless: 

assuming responsibility for, any liabilities, at the time of the sale is at least equal to the fair market value of the assets sold 
or otherwise disposed of except in the case of a permitted asset swap, at least 75% of the consideration therefor received 
by the company or such restricted subsidiary is in the form of cash or cash equivalents

DEBT COVENANTS

Source: Company filings



Transactions with Affiliates
• The company shall not, and shall not permit any of its restricted subsidiaries to, make any payment to, or sell, lease, 

transfer or otherwise dispose of any of its properties or assets to, or purchase any property or assets from, or enter into, 
or make or amend, any transaction, contract, agreement, understanding, loan, advance or guarantee with, or for the 
benefit of, any affiliate of the company involving aggregate payments or consideration in excess of the greater of $5.0 
million and 2.0% of LTM EBITDA

Liens
• The company shall not, and shall not permit any subsidiary guarantor to, directly or indirectly, create, incur, assume or 

otherwise cause or suffer to exist any lien that secures obligations under any indebtedness or any related guarantee of the 
company or any subsidiary guarantor, on any asset or property of the company or any subsidiary guarantor, or any income 
or profits therefrom, or assign or convey any right to receive income therefrom

Merger, Consolidation or Sale of All or Substantially All Assets
• The company may not, directly or indirectly, consolidate or merge with or into or wind up into or sell, assign, transfer, 

lease, convey or otherwise dispose of all or substantially all of the company’s properties or assets, in one or more related 
transactions

DEBT COVENANTS CONTINUED

Source: Company filings



Source: VSTO INVESTOR DAY 2021

M&A Activity

• Acquiring small companies to become the one stop shop for outdoor activities



Remington Acquisition Fuels Competitive Advantage

Source: Investor presentation



Source: [Outdoor Association I], investor presentation

MACRO TRENDS



Growth 

Growth in Ammunition Market

Source: Olin Investor Relations



FBI NICS and NSSF Background Checks

The 2021 survey also found that new gun owners were more diverse than the 
general population. The Wall Street Journal noted, “Among new gun buyers, 
55% were white, 21% were Black and 19% were Hispanic. Among new women 
gun owners, 28% were Black.” For context, Census data places the U.S. 
demographic breakdown at 13.4% Black and 18.5% Hispanic. 

Source: NSSF, FBI



CALL SCHEDULE

Source: Bloomberg



OWNERSHIP SUMMARY



TRADING LIQUIDITY



Management and Board of Directors

Source: FactSet

A strong management team with 
proven, successful, track records 
provides intelligent risk 
management that leads to better 
solvency and enhanced 
shareholder returns.


