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For Q3F26 Axil reported revenues of $7.3 million and pre-tax net income of $267,352.  Those results 

compare to our estimate of $9.1 million and $1.5 million respectively. Further, Operating Expenses came 

in at $4.83 million versus our estimate of $4.68 million. In that regard, much of the added opex was in Sales 

and Marketing, which as we understand it, was related to displays and marketing associated with new retail 

sites.  That noted, we clearly missed revenue significantly, which in turn led to the earnings miss.  However, 

we will revisit a few items we highlighted in our initiating coverage of 02/02/26 that we think are topical 

to the quarter, but more importantly the path forward as we see it.   

To briefly revisit our thesis from the initiating coverage, Axil has historically marketed and sold its 

products online directly to consumers (“B2C”). While that history has included some challenges, which in 

some periods resulted in lumpy comparable results, the Company has been largely consistently profitable 

and has managed to continue to grow the brand and associated business through active product innovation 

on various fronts. We addressed much of that in the initiating coverage, so we would encourage those 

new to the story to review that analysis. That said, over the past 18 months or so, the Company has 

managed to add new distribution arrangements with several notable specialty retailers including BassPro, 

Sheels, Sportman’s Warehouse (Nasdaq: SPWH) and others. Further, those efforts have included the 

addition of major warehouse retailer, Costco Wholesale Corporation (Nasdaq: COST), the world’s largest 

retailer, Walmart Inc. (Nasdaq: WMT), and most recently The Home Depot, Inc. (NYSE:HD). 

Succinctly, we believe these new physical points of sale will drive brand awareness and customer 

acquisition resulting in new legs of incremental revenue and profitability. However, and this ties with our 

revenue miss for the quarter, the pace at which the Company’s products will be added to store shelves, as 

well as the number of sku’s added by one retailer or another, is difficult to assess at this stage. Obviously, 

we expected that cadence for 3QF26 to be faster than it was. To that end, we expect that visibility to improve 

as subsequent filings provide new data points. In the meantime, here are some brief high-level items that 

continue to shape our expectations.  

First, those familiar with consumer product companies will recognize that getting on the shelf at Walmart 

is not easy. We submit, it does not guarantee success, but generally speaking, companies have to do some 

things right to end up there.  Perhaps more specifically, we believe many of the large retailers look to the 

success products garner initially through online channels as an indication of how they may also sell through 

on retail shelves. We believe Axil’s demonstrated direct to consumer success building the brand has led to 

these new distribution opportunities.   

 Second, to reiterate, these new points of retail distribution do not guarantee success. For instance, it is 

certainly reasonable to speculate that a sale in Walmart may come at the expense of a sale online.  That sort 

of cannibalization could make the Company’s new direction a zero-sum game. That is not our expectation 

here, as we believe these new points of sale will increase brand awareness and ultimately customer 

acquisition across all channels.  That is a path we have seen play out in other names.  

Third, as our initiating coverage attempts to delineate, we think product innovation has been one of Axil’s 

telling strengths. That innovation has included multiple form factors, new/improved functionality, sku 

breath including a range of price points, relatively short (18 months or so) nextgen cycles and others. We 

think that is paramount to their success, as it drives brand loyalty and repeat customers.          

Fourth, Axil cut its teeth in the hunting/shooting vertical. We expect them to work to defend that beachhead.  

However, they clearly have their eyes set on other verticals as well. For instance, they have initiatives aimed 

at “noisy events” such as NASCAR and Monster Jam.  Here again, our view is that their new retail presence 

may open the door to other new verticals, as well as supporting those on the board.        
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To summarize, we submit, the visibility around the breadth and the cadence of these new points of 

distribution is currently challenging. Our revenue miss for 3QF26 illustrates that point and we have made 

some modifications to our model in that regard. However, as these initiatives roll out, visibility should 

improve considerably. Further, we expect them to add new layers of business that we think will provide 

new legs of growth and profitability that will speak to higher intrinsic valuations, that should translate into 

higher share prices.  As a result, despite getting out over our skies with our 3QF26 estimates, our thesis 

remains intact. We reiterate our allocation of 4 and our 12-24 month price target of $14.25.    

 

Projected Operating Model 
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General Disclaimer:  

Trickle Research LLC produces and publishes independent research, due diligence and analysis for the benefit of it investor base. 

Our publications are for information purposes only. Readers should review all available information on any company mentioned in 

our reports or updates, including, but not limited to, the company’s annual report, quarterly report, press releases, as well as other 

regulatory filings. Trickle Research is not registered as a securities broker-dealer or an investment advisor either with the U.S. 

Securities and Exchange Commission or with any state securities regulatory authority. Readers should consult with their own 

independent tax, business and financial advisors with respect to any reported company. Trickle Research and/or its officers, investors 

and employees, and/or members of their families may have long/short positions in the securities mentioned in our research and 

analysis and may make purchases and/or sales for their own account of those securities.  David Lavigne does not hold a position in 

AXIL Brands, Inc. (AXIL). 

Trickle Research holds two microcap conferences each year. Trickle Research encourages its coverage companies to present at those 

conferences and Trickle charges them a fee to do so. Companies are under no obligation to present at these conferences.  AXIL 

Brands, Inc. (AXIL) has paid fees to present at Trickle co-sponsored conferences, and we will encourage them to do so in the future.  

Reproduction of any portion of Trickle Research’s reports, updates or other publications without written permission of 

Trickle Research is prohibited.   

All rights reserved.   

Portions of this publication excerpted from company filings or other sources are noted in italics and referenced throughout the report. 

 

Rating System Overview: 

 

There are no letters in the rating system (Buy, Sell Hold), only numbers. The numbers range from 1 to 10, with 1 representing 1 

“investment unit” (for my performance purposes, 1 "investment unit" equals $250) and 10 representing 10 investment units or $2,500.  

Obviously, a rating of 10 would suggest that I favor the stock (at respective/current levels) more than a stock with a rating of 1.  As 

a guideline, here is a suggestion on how to use the allocation system. 

Our belief at Trickle is that the best way to participate in the micro-cap/small cap space is by employing a diversified strategy.  In 

simple terms, that means you are generally best off owning a number of issues rather than just two or three.  To that point, our goal 

is to have at least 20 companies under coverage at any point in time, so let’s use that as a guideline.  Hypothetically, if you think you 

would like to commit $25,000 to buying micro-cap stocks, that would assume an investment of $1000 per stock (using the 

diversification approach we just mentioned, and the 20-stock coverage list we suggested and leaving some room to add to positions 

around allocation upgrades. We generally start initial coverage stocks with an allocation of 4.  Thus, at $1000 invested per stock and 

a typical starting allocation of 4, your “investment unit” would be the same $250 we used in the example above.   Thus, if we initiate 

a stock at a 4, you might consider putting $1000 into the position ($250 * 4).  If we later raise the allocation to 6, you might consider 

adding two additional units or $500 to the position.  If we then reduce the allocation from 6 to 4 you might consider selling whatever 

number of shares you purchased with 2 of the original 4 investment units.   Again, this is just a suggestion as to how you might be 

able to use the allocation system to manage your portfolio.  

For those attached to more traditional rating systems (Buy, Sell, Hold) we would submit the following guidelines. 

A Trickle rating of 1 thru 3 would best correspond to a "Hold" although we would caution that a rating in that range should 

not assume that the stock is necessarily riskier than a stock with a higher rating.  It may carry a lower rating because the 

stock is trading closer to a price target we are unwilling to raise at that point.  This by the way applies to all of our ratings.  

A Trickle rating of 4 thru 6 might best (although not perfectly) correspond to a standard "Buy" rating.  

A Trickle rating of 7 thru 10 would best correspond to a “Strong Buy" however, ratings at the higher end of that range would 

indicate something that we deem as quite extraordinary..... an "Extreme Buy" if you will.  You will not see a lot of these. 


