
December 1st, 2022

Students: Alyssa Garrett Wilson, Jesse Friedlander & Jack Russ

Long: Vail Resorts, Inc. (NYSE: MTN)

Current Price: $243.36 (11/18) | 1Y Target Price: $283.98, 21% Return (including dividends)
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Overview
MTN can continue to increase EPIC pass penetration & prices, consolidate 
domestically, and grow internationally while providing best-in-class returns

Source: Company materials and website, FactSet. Market data as of 11/18/22. (1) Valuation multiples use NTM metrics, leverage metrics use LTM metrics.

Vail Resorts Inc. (NYSE:MTN) operates 41 
mountain resorts globally, including 7 of the top 
10 most visited resorts in North America

Revenue Breakdown
• Largest revenue driver is lift ticket sales, including 

EPIC pass products. MTN also drives revenue 
through sale of ancillary products and services 
(e.g., ski school, retail, rentals, and dining)

• Destination guests generally purchase higher-
priced lift tickets and use more ancillary services, 
effectively driving increased $ spend per visitor

• Lodging revenue sourced from resort hotels and  
condominiums

Share Price $243.36 
(x) Shares Out. 

(000) 40
Market Cap $9,599

(+) Debt $2,734
(-) Cash $1,126

Enterprise Value $13,512

Market Value

EV / EBITDA 12.6x Debt / EBITDA 3.3x
P/E 21.1x Net Debt / EBITDA 2.0x

Multiples(1)

Trading Statistics
IPO Date 2/3/97
IPO Price $22.00
Current Price $243.36
52W Low $201.91
52W High $350.71
Short Interest (%) 2.3%

Historical Financials (FY, ends July 31)

58%

42%

MTN Skier Demographic

Destination Guests
Local Guests

88%

12%
<1%

MTN Revenue

Mountain Lodging

Real Estate

17 18 19 20 21 22
Revenue $1,907 $2,012 $2,272 $1,964 $1,910 $2,526 

% Growth 19.1% 5.5% 12.9% (13.6%) (2.7%) 32.3% 
GAAP EBITDA $584 $616 $700 $497 $533 $829 

% Growth 30.2% 5.3% 13.7% (28.9%) 7.2% 55.5% 
% Margin 30.6% 30.6% 30.8% 25.3% 27.9% 32.8% 

Net Income $211 $380 $301 $99 $128 $348 
% Growth 40.6% 80.4% (20.7%) (67.2%) 29.4% 172.1% 
% Margin 11.0% 18.9% 13.3% 5.0% 6.7% 13.8% 

EPS $5.36 $9.40 $7.46 $2.45 $3.17 $8.60 
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Investment Thesis

Consistent EPIC pass penetration, price increases, and 
increased spend per skier poised to grow revenue by 
high single digits

Opportunistic M&A consolidation in the US and abroad 
will enable future growth and improve portfolio

Disciplined capital allocation policy will continue to 
drive attractive returns on capital
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EPIC is 27% cheaper than competing IKON, despite:
• 45% more skiable acreage (63K v. 43.5K) 
• 5% more ski lifts (604 v 577)
• Our survey data and interviews demonstrated strong 

consumer preference for EPIC and willingness to absorb 
price increases

Thesis #1

Source: MTN IP, Sell-side research, survey data & interviews. Fiscal Years.

EPIC pass products provide superior value v. competition. Revenue growth 
driven by a combination of pass penetration, price increases & ancillary rev.

Given MTN’s unique value proposition, consumer demand is inelastic

Ancillary revenue spend has yet to 
rebound to pre-COVID levels
• Ski school & rentals are large revenue drivers 

(10% / 14% mountain revenue respectively) with 
high margins (~70% ski school / ~60% rental)

• Destination skiers are especially likely to either 
take ski school (17%) or rent gear (14%)

$67 $64 $66 $68
$62 $59

$41
$52

15 16 17 18 19 20 21 22

Spend per visitor

24%

43%

33%

Ski Pass Customer Willingness to Pay IF:

Price increased
<20%

Would purchase no
matter the price

Would not purchase

0.4 0.5 0.7 0.7
0.9

1.2
1.4

2.1

15 16 17 18 19 20 21 22

EPIC Pass Unit Sales (millions) 23% CAGR
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$769 $809 $859 $899 $939 $979 
$819 $841 

15 16 17 18 19 20 21 22

EPIC  Pass Price 1.1% CAGR



Thesis #2
Vail has historically been a disciplined acquirer. Regional acquisitions & 
European expansion are next steps of continued growth story

Source: (1) MTN Press Release, December 8, 2021. EBITDA increase in FY 2023E. (2) MTN Press Release, March 2022. CHF 110MM of acquisition 
price reinvested for capital improvement (increasing uphill capacity with lift upgrades, improving snowmaking abilities and expansions to dining 
outlets on-mountain).

Regional acquisitions are key to growth in pass holders
• Recent Seven Springs acquisition well-situated to serve Pittsburgh, Cleveland & DC skiers
• Mngt guiding to +$15MM EBITDA from $125MM Silver Springs purchase (8.3x acquisition multiple)(1)

European market is a strategic priority & unlocks additional growth opportunity
• Europe has the largest ski resort market in the world (195M visits v. 70M in North America) and 1,200 ski 

resorts with 9 of the 10 largest resorts by skier visits
• MTN’s CHF 149MM acquisition of 55% of Andermatt-Sedrun(2) highlighted Vail’s regional ambitions
• Perception is that European resorts are not generally wholly-owned entities and multiple ownerships can 

complicate transactions as well as make economics less attractive. However, expert calls substantiate 
that this dynamic isn’t universally true across Europe and is quickly changing

Highlighted European M&A Targets (Per Former COO at Andermatt)

We're going to see more consolidation in Europe. There are some great opportunities for [Vail] in Sweden, Norway, 
Austria, France and Switzerland… These businesses are regional and underutilize user data       - Ski Resort Consultant

$920MM EV, 6 ski resorts 
in Sweden & Norway, 9.4x 
EV / NTM EBITDA

$947MM EV, 10 ski resorts in 
France, 3.6x EV / NTM EBITDA

Flims-LAAX, 
Switzerland –

224KM of slopes, 
28 lifts, 30 
restaurants

Solden, Austria –
144KM of slopes, 

31 lifts, 33 ski huts

Berchtesgaden, 
Germany –

60KM of slopes, 
15 lifts & 10 T-

bars
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Thesis #3
Coveted opportunity to invest in Vail’s highly attractive returns on capital.  
Financial profile & capital allocation policy provide downside protection via 
strong FCF yields and industry-leading dividend yields

Source: Company Filings, FactSet as of 11/18/22
Note: ROIC is FCF-based and is defined as (EBITDA – CapEx) / Invested Capital

6

Return on CapEx & M&A Spend Analysis
($ in Millions)

2015A 2016A 2017A 2018A 2019A

Adj. EBITDA $359 $455 $593 $618 $702

Cum Incr. EBITDA [a] 97 234 259 344
% Yield [a/b] 26.2% 52.8% 24.2% 30.1%

Capex 124 109 144 141 192
(x) o/w Assumed Growth 50% 50% 50% 50% 50%

Impl ied Growth CapEx $62 $54 $72 $70 $95
(+) M&A Spend 307 20 553 1 419

Total  Growth Investments $369 $75 $625 $71 $514

PY Spend $369 $75 $625 $71

Cumulative PY Growth Spend [b] $369 $443 $1,068 $1,139

Returns on CapEx & M&A Spend (Normalized Pre-COVID)

Summary Statistics
LTM Revenue Growth (CY)

Company Div. Yield FCF Yield ROIC

Vail Resorts, Inc.
Vai l  Resorts , Inc. 3.5% 4.1% 13.9%

Resorts
Wynn Resorts , Limited 0.0% -- 1.7%
MGM Resorts  International 0.0% 6.8% 3.6%
Cedar Fa ir, L.P. 2.9% 11.0% 20.2%
Playa Hotels  & Resorts  N.V. 0.0% 13.9% 10.5%

Mean 0.7% 10.6% 9.0%
Median 0.0% 11.0% 7.0%

Discretionary Entertainment Spend
The Walt Disney Company 0.0% 3.3% 5.1%
SeaWorld Enterta inment, Inc. 0.0% 5.9% 27.1%
Six Flags  Enterta inment Corporation 0.0% -- 17.0%
Live Nation Enterta inment, Inc. 0.0% 6.2% 12.5%

Mean 0.0% 5.1% 15.4%
Median 0.0% 5.9% 14.7%

Cruise Lines

Carniva l  Corporation & plc 0.0% -- (15.4%)
Royal  Caribbean Cruises  Ltd. 0.0% -- (12.8%)
Norwegian Cruise Line Holdings  Ltd. 0.0% -- (19.2%)
Lindblad Expeditions  Holdings , Inc. 0.0% -- (11.8%)

Mean 0.0% NM (14.8%)
Median 0.0% NM (14.1%)

Overall Mean 0.0% 5.6% 0.8%
Overall Median 0.0% 5.9% 3.6%

Returns on CapEx & M&A Spend

Vail consistently generates 25% - 30% 
returns on growth spend

Best-in-class dividend yields provide downside protection 
& upside from potential yield compression

1
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Valuation Summary
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Utilizing a DCF and comparables analysis yields a $283.98 price target with 
added benefit of significant dividends over the investment horizon



Risk & Mitigants

Cyclicality / Recession
• Season pass unit sales increased 6% in FY 22 (through September 24) versus a 42% growth in units in FY 21, 

highlighting strong demand and renewals, especially from first-time skiers who trialed the pass during COVID. Though 
EPIC and Epic local passes declined ~10% by unit, pass sale dollars benefited from a 7.5% price increase

• Skiing skews HNW with 60% of skier households earning $100K+, providing some insulation from recession fears(1)

• Skier visits not highly impacted by GFC, with only a 5% decline in skier visits between 2007-08 visits (the 3rd most visits 
in a year for the 44 years of data captured) and 2008-09 visits (2)

• Leverage is manageable at 3.3x Debt / EBITDA, especially giving MTN’s strong cash generation

Weather / Climate Change
• EPIC Pass acts as “insurance” against poor snowfall as pre-sale of ticket sales ensures a baseline of revenue well 

before ski season begins (MTN sold 2.1MM EPIC passes in FY 22)

• Investment in snow making machines improves guest experience and allows lower altitude ski areas to open earlier / 
later in the season

• 2030 commitment to Net Zero; 2022-23 ski season expected to experience 3x La Nina weather pattern

Labor Costs
• After severe staffing shortages in FY22, MTN made a $175MM investment in Human Resources support, return to 

normal staffing and rate increases. MTN job postings are 42% lower than last year, suggesting that this ski season will 
not be impacted by the same staffing shortages as last year. Given management guidance on hiring and wage trends, 
we expect growth in labor spend will normalize going forward

8(1) National Skiing Association of America Demographic Survey, 2016-2017.
(2) National Skiing Association of America US Ski Visit data.
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Questions?

conducting field research…

Jesse “Big Air” Friedlander Alyssa “Steez” Wilson Jack “Pow” Russ



Appendix | Two-Year Share Price & Volume History

Source: FactSet as of 11/18/2022
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Appendix: Historical Multiples

Source: FactSet as of 11/18/2022



Appendix: Comps Analysis 

Source: S&P Capital IQ as of 11/18/2022
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Appendix: Comps Analysis 

Source: S&P Capital IQ as of 11/18/2022
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Appendix: Comps Analysis 

Source: S&P Capital IQ as of 11/18/2022
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12.6X



Appendix: Revenue Build – Mountain Segment
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Appendix: Revenue Build – Lodging Segment
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Appendix: Income Statement
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Appendix: Statement of Cash Flows
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Appendix: Balance Sheet & Leverage Summary
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Appendix: DCF – Base Case
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Appendix: Multiples Analysis
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Appendix: Comparison to Consensus
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Historical Transactions
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MTN Acquisition Multiples (EV/EBITDA)

MTN Acquisition Multiples (EV/EBITDA)

(*) – Andermatt acquisition of CHF 149mm for 55% ownership includes 110mm intended for capital investment and 39mm paid to ASA. Expected 
EBITDA contribution of CHF 5MM and projected CHF 20mm EBITDA in 5-7 years
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MTN is a disciplined acquirer and has consistently expanded their resort 
portfolio 



Labor Investment & Impact on Staffing

Source: Thinknum Research, Sell-side reports, MTN Materials.
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148%

117%

83%

62%

87%

65%
82%

23%

-3% -13%

31% 33%
20%

-27%

7%

58%

84%

54%

28%

47%

Jan Feb Mar
Apr May

Jun Jul Aug Sept
Oct

Job Postings vs. 2019

2022 vs. 2019 2021 vs 2019

1,746 1,769

2,570

1,518

19-Oct 20-Oct 21-Oct 22-Oct

Number Job
Postings

$98 

$73 

$4 

FY23 Labor Investments

Human
Resource
Support
Return to
Normal
Staffing
Rate
Increases

FY23 MTN Expanded Employee Investment Plan
1. New $20 Per Hour Minimum Wage; $21 Per Hour Minimum 

for Patrol, Maintenance, Technicians, and Commercial Drivers
2. New Seasonal Frontline Leadership Development Program
3. Commitment to securing Affordable Housing
4. Salaried Employee Merit Increase

(42%)



ESG Considerations
Given the existential risk that climate change poses to skiing, MTN is 
committed to achieving Net Zero Emissions by 2030.

Source: Vail Resort Epic Promise Report

Vail ESG Priorities
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Appendix | Shareholder Overview
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Rank Type %OS Position (000) Pos Chg (000) 
[3M] Mkt Val (MM)

1 BAMCO, Inc. 11.56 4,658 32 1,108
2 The Vanguard Group, Inc. 8.84 3,563 4 847
3 APG Asset Management NV 5.20 2,095 0 498
4 BlackRock Fund Advisors 4.60 1,852 15 440
5 Principal Global Investors LLC 4.27 1,719 -24 409
6 T. Rowe Price Investment Management, Inc. 3.76 1,513 1,513 360
7 Select Equity Group LP 3.59 1,447 634 344
8 State Street Advisors 2.53 1,020 5 243
9 BlackRock Advisors LLC 2.28 918 1 218
10 Capital Research & Management Co. 2.19 881 0 209
11 Lazard Asset Management LLC 2.14 863 112 205
12 Southpoint Capital Advisors LP 1.99 800 800 190

13 Macquarie Investment Management Business 
Trust 1.66 667 12 159

14 Geode Capital Management LLC 1.28 514 3 122
15 Norges Bank Investment Management 0.98 397 -2 94
Total 56.87 22,906 3,104 5,447

Source: FactSet as of 11/18/22.

MTN is 97% institutional ownership and nearly all top holders have held 
positions long-term



Appendix | Governance & Compensation Overview

Management Team Overview

Name Position Tenure
Kirsten Lynch Chief Executive Officer 11
Michael Barkin Chief Financial Officer 10
Timothy April CIO 20
Lynanne Kunkel Chief Human Resources 5
David Shapiro Secretary – Executive VP 7
Ryan Bennett Chief Marketing Officer 3
Nathan Gronberg Chief Accounting Officer 3
Gregory Jon Sullivan Retail – Executive VP 6
James Odonnell President – Mountain Division 20

Mike Friery Senior Director – Dining – Vail 
Mountain -

Bo Heitz Head – Investor Relations 8

Executive Compensation Plan Incentives are Well-Aligned to Shareholder Value Creation

New CEO
• Effective November 1, 2021, KirstenA. Lynch became Chief Executive Officer, replacing Rob Katz 

who was CEO since 2006 and is highly regarded in the industry for pioneering strategy execution.
• Katz transitioning to Executive Chairperson Executive

Management Incentive Plan (‘‘MIP”) focus on Resort Reported EBITDA 
• Emphasize pay-for-performance by tying annual and long-term compensation incentives to 

achievement of specified performance objectives or overall stock performance.

Board & Corporate Governance Provisions

• All director nominees are independent, except for Mr. Katz and Ms. Lynch (80% 
independent)

• Average board tenure of 11 years
• Significant portion of executive compensation delivered in long-term equity-based 

incentives (71% over last 3 years)
• All Audit, Compensation and Nominating & Governance Committee members are 

independent
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69.20%

15.40%
15.40%

CEO Fiscale 2022 Total Target Direct 
Compensation

Long-Term
Equity Incentive
Base Salary

Target Annual
Incentive

58.60%29.10%

12.30%

Other NEO Fiscal 2022 Total Target Direct 
Compensation

Long-Term
Equity Incentive
Base Salary

Target Annual
Incentive



Appendix: Management Compensation

Source: SEC.gov - MTN - October 24, 2022 - DEF 14A: Other definitive proxy statements – Executive Compensation
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MTN Mountain Portfolio

Source: [ MTN FY22 10k]
29



Skier Demographics

Source: National Skiers of America Association, 2016-17 Demographic Study. Survey data from Rocky Mountain Region (~41% of US Skier Visits). 
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40%

Generation Z
(19 and under)

Millenial (20-36) Generation X
(37-52)

Baby Boomer
(53-71)

Pre-boom (72+)

Percent of Snowsports Visits by Generation

Guest Survey Results 2016/17 Season

Percent Highly Likely to Return Next Year (0-10 scale) 71.1%

Net Promoter Score (Likelihood to Recommend Resort) 77.4%

Lesson/Visit Ratio 7.1%

Overnight Visitor (%) 59.6%

0%

10%

20%

30%

40%

<$50,000 $50-$99,999 $100-$199,999 $200,000+

Annual Pre-Tax Household Income


