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In July 2023, a Hong Kong listed holding company called JS Global Lifestyle quietly distributed shares in
its North American small appliance subsidiary to its existing shareholders, the new entity (SharkNinja,
ticker SN) listed on the NYSE at $42.31, and most of the financial press didn’t give a shit because the
float was thin, the sponsorship was minimal, and the whole thing looked like a corporate action artifact
tacked onto a Chinese parent’s portfolio cleanup. Two and a half years later those shares trade at $115.
The business inside generated $6.4 billion of revenue last year, up 16% over 2024, adjusted EBITDA
cleared $1.14 billion, adjusted EPS hit $5.28 (+21% YoY), cash on the balance sheet more than doubled,
and the board just authorized its first ever buyback at $750 million, roughly 4.6% of float.

Wall Street still underwrites SharkNinja like the spinoff curiosity it was on day one. Coverage is uneven,
the price target dispersion runs from Morgan Stanley at $128 to Jefferies at $200, and the Street’s full
year 2026 EPS consensus is sitting at $4.52 against company guidance of $5.90 to $6.00, a gap that is
almost certainly the H1 tariff drag being modeled with none of the H2 normalization. A shrewd
compounder buried inside one of the most prosaic corners of consumer durables (vacuums, blenders, ice
cream makers, hair tools), with a pristine balance sheet, an inaugural buyback, structural margin
tailwinds queued up, and roughly 40% mispricing in the print. That’s the setup. And perhaps the coolest
name of a company I have ever come across.
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— How does this company actually win more than expected?

The pitch from the C suite is “Outrageously Extraordinary”........ so put the marketing aside and look at the
operating model. SN takes legacy product categories nobody finds interesting and sells the same
problem solving function for a fraction of the premium incumbent’s price tag at meaningfully better
perceived design quality. The Shark FlexStyle competes directly with the Dyson Airwrap and undercuts it
by something like 50% to 60% at retail. The BreatheClear Max air purifier ships with a six year filter and a
price point that competes well below Aera and Molekule. The Creami ice cream maker has effectively
become its own category.

Speaking of the Creami, the prelaunch consumer ice cream maker market was a $50 million backwater
dominated by a few moribund legacy brands like Cuisinart and Whynter. SN entered, redesigned the form
factor for spin freezing, productized the social media moment, and turned the category into a $200
million market where their share is roughly 80%. Share taking understates what happened. They
quadrupled the TAM and locked up four fifths of the new total. That’s the flywheel: a 24/7 product
development cycle running out of Needham and Asia, somewhere between 20 and 30 new SKUs every
year, viral organic distribution through TikTok and Instagram on the winners that hit, and the cash flow
recycled back into more development. Last year they touched 38 product categories across 38 countries.
The 10-K calls this R&D and consumer insights. Whatever you call it, the engine has been running for
fifteen years.

— Why it got cheap in my opinion

April 2 of last year was Liberation Day, Trump’s reciprocal tariff regime hit Asian manufacturing harder
than anyone had modeled, and this company makes basically everything in Asia. The stock got cut from
$128 to $60 in a matter of weeks, roughly 53% peak to trough in eight weeks on a name that just printed
$5.28 of full year adjusted EPS. Management did exactly what a competent operator does. The new
product cadence got paused, twenty five planned launches for the year shrank to twenty as the team
assiduously rebuilt the supply chain instead of pushing more product, and by Q4 the company could
manufacture nearly 100% of its US bound volume outside of China. Vietnam, Thailand, Malaysia,
Cambodia, Indonesia. The CFO told the Street on the Q4 call that the first half of 2026 would absorb a
“decent gross margin headwind” as inventory loaded with tariffs flushed through the income statement.

Sellside has dutifully baked the gross margin headwind into the model, but what’s missing from those
models is the snap back when inventory normalizes, the new product pipeline reinflates from 20 to a
target in the high 20s, and operating leverage shows up against a now derisked sourcing footprint with
three years of tariff resilience built in.

— What Q4 already told you

The fourth quarter print landed February 11, and the numbers were excellent across the board.
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¢ Net sales: $2.10 billion, up 17.6% year over year (acceleration from prior quarters of ~15%, ~16%,
~14%)

e Domestic growth: +15.7%, the kind of number nobody else in this category posts

e International growth: +21.4%

e Adjusted gross margin: +40 basis points

e Adjusted EBITDA: +36% to $395M, with margin expanding 250 basis points to 18.8%
e GAAP EPS: $1.80, almost exactly double the prior year’s $0.91

e Adjusted EPS: $1.93 against $1.40 prior year, +38%

For the full year, $5.28 of adjusted EPS, 17.7% adjusted EBITDA margin, $634 million of operating cash
flow, $777 million of cash on the balance sheet (more than 100% YoY growth), $739 million of total debt
leaving the company in a slight net cash position, and a $500 million revolving credit facility essentially
undrawn. Then management gave 2026 guidance of $5.90 to $6.00 in adjusted EPS while Street
consensus per Marketbeat sits at $4.52. The gap between guide and consensus is wider than I have ever
seen on a sub $20B name with this much disclosure quality.

— Segments
Four reporting segments, with 2025 dynamics summarized below.

Cooking and Beverage Appliances is the Ninja brand’s cash cow: air fryers, multi cookers, the Creami, the
espresso line, and the Luxe Café (Ninja’s espresso machine) which just got a limited edition color
expansion in mid April. Ninja is now a credible challenger to De’Longhi and Breville at a meaningfully
lower price point.

Cleaning Appliances is the original Shark franchise: robot vacuums, cordless sticks, steam mops, and the
new PowerDetect Speed Clean & Empty System launched April 14. Best Buy and Costco shelf data shows
continued share gains versus iRobot and Dyson over the past several years. Shark is the #1 vacuum
brand in the US by units, which is something the iRobot bulls don’t seem to fully digest.

Food Preparation Appliances is blenders, food processors, juicers, and the ice cream maker line. Smaller
revenue base but high margins and the segment with the most viral social media activity.

Beauty and Home Environment Appliances is the fastest growing segment, up 45.3% in 2025 to $826M,
driven by fans, air purifiers (the BreatheClear Max with NeverChange filtration just launched April 8 with a
six year filter life), and the 2025 launch of the face mask line. This is where the next leg of growth lives.
Beauty in particular is huge whitespace given the Dyson Airwrap reference point.

No single product category is more than ~25% of revenue, retailer concentration tops out at roughly 20%
with Amazon the largest customer (then Walmart, Target, Costco, Best Buy), and direct to consumer
through their own site and TikTok Shop is the fastest growing channel mix. Barrocas has been explicit on
calls that TikTok is now meaningful and incremental top of funnel.
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— Capital structure
Preternaturally clean for a company that exited the spin with $1.5B+ of debt:

e Shares outstanding: ~141.2M

e Market cap: ~$16.4B at $115

e Cash: $777M (year end 2025, up from ~$365M)

o Total debt: $739M

e Net debt: roughly zero, slightly net cash

e Revolver: $500M facility, ~$490M undrawn

e 2025 operating cash flow: $634M

e Inaugural buyback authorization: $750M, announced February 11, 2026
e Trailing P/E: ~23x

e Forward P/E on company guide ($5.95 midpoint): ~19x

That last point is what makes the buyback meaningful. $750M is roughly 4.6% of float at current prices,
the program will be opportunistic per management commentary and at minimum will offset stock based
comp dilution, and at 19x forward earnings on the company’s own guide for a 15%+ revenue grower with
20% adjusted EBITDA margin trajectory this isn’t valuation that needs heroic assumptions to make a
buyback accretive.

— Management team

Mark Barrocas (CEO) joined as President in 2008, took the CEO seat during the JS Global era, architected
the brand portfolio, the spinoff transaction, and the global manufacturing buildout, and has now run this
business for 18 years. University of Michigan undergrad, prior leadership at Aramark Uniform and Broder
Bros, owns ~2.16M shares directly worth roughly $250M at current prices, plus equity comp upside.

Adam Quigley (CFO) was formerly Chief Strategy Officer and took the CFO seat in early 2024. He has
handled the post spin reporting cadence and the tariff communications with admirable directness, and
the Q4 call was unusually candid about the H1 2026 margin pressure. I'd take that as a positive
governance signal because the people running this company would rather take the short term hit on the
stock for being honest than lard the guide with hopium and miss in two quarters.

Wang Xuning (Director and ~10% Holder) is the Joyoung founder who originally acquired SharkNinja in
2017 and structured the JS Global parent. His indirect holdings through JS&W Group Holdings and JS&W
Asset Holdings exceed 53 million shares, roughly 38% of the float beneficially owned by one entity. Read
that however you want. Concentrated ownership cuts both ways. Wang is a builder rather than a financial
sponsor under quarterly pressure to monetize, and the Joyoung relationship gives this company decades
of small appliance manufacturing know how and supplier relationships across Asia.
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Other key seats include Kim Smolko (COO), who runs global ops, supply, and demand planning and was
the architect of the multi country sourcing buildout; Neil Shah (CCO), who joined in 2007, built the
retailer relationships and quantitative growth machine, and is the reason this thing has Best Buy and
Costco shelf priority; and Pedro J. Lopez-Baldrich (CLO), former Patagonia and Burton, who brings real
consumer brand legal sophistication. The bench is deeper than most consumer companies of this size,
and eighteen years of CEO continuity is rare in this part of the market.

— Insider activity
Net activity has been on the sell side

e Mark Barrocas (CEO): sold 46,511 shares for ~$6.0M at $129/share on February 26, 2026, reducing
direct holdings to ~2.16M shares.

¢ Neil Shah (CCO): sold ~$13M at $130/share, reported in mid February.
e Adam Quigley (CFO): sold 2,620 shares at $114.36 on March 4, 2026 for $300K.

e Wang Xuning (Chairman): April 16, 2026 vesting and exercise of RSUs for 461,334 ordinary shares
(equity comp event, not open market).

A few things to keep in mind on the insider read. Grizzly Research dropped a short report in February
2025 calling the structure a “China hustle” and pointing to the Wang sales as a red flag, but that report
didn’t materially move the operating narrative and Q4 2025 results essentially closed the file on the bear
thesis at the operating level. The open market sales since the recovery rally are not, on their own,
particularly damning, because they follow a stock that doubled off the April 2025 lows and selling some
equity comp into a doubling is normal for executives who are not Buffett.

The part I'd weight heaviest is this: the $750M buyback authorization is the company’s own statement on
relative value. The H2 2026 setup is visible to management before it’s visible to the Street. Supply chain
reset is finished. Product pipeline is reaccelerating. And the board just authorized an inaugural buyback
equal to roughly 4.6% of float at a price they evidently consider wrong on the low side. That is the
institutional signal worth tracking, not the personal liquidity events.

— DCF

Two cases. Calibrated to the operating setup management just described, with no hero assumptions.

Sum of discounted FCF (2026 to 2030) is ~$4.75B, discounted terminal value is ~$16.0B, enterprise
value lands at ~$20.8B, plus net cash of ~$0.04B equals an equity value of $147 per share, roughly 30%
above the current $112.

Bull case (matches the cleanest interpretation of the setup)
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2026E adjusted EPS of $8.00 (vs. company guide of $5.95 and Street of $4.52, with the gap being H2
supply chain normalization plus product launch cadence reacceleration), 20x multiple, $160 per share,
39% above the current $115. The bull case isn’t aggressive on the multiple. 20x for a company growing
top line at 15%+ with 20% adjusted EBITDA margins, a clean balance sheet, an active buyback, and
brand equity in 38 countries is actually disciplined. Comparable specialty consumer durables (YETI in
better days, La-Z-Boy, Williams-Sonoma at peak compounder phase) have traded in similar zones during
their own runs.

Bear case

H1 2026 is uglier than guided, new product launches underwhelm, China retaliates further on the supply
chain reset, and the multiple compresses to 15x on a flat $5.50 of EPS. That’s $82, or roughly 29%
downside from $115. This case requires a meaningful operational miss, the kind that would also show up
in retailer commentary at Best Buy, Walmart, and Costco well before the print. Not impossible, but the
leading indicators don’t point that way today.

— What I'm watching

May 6, 2026: Q1 2026 earnings. The print where the H1 tariff headwind gets quantified in detail.
Anything that softens the gross margin commentary versus what the Q4 call already telegraphed is
positive. Street is positioned for ugly.

2026 product launch cadence. The April PowerDetect Speed Clean and BreatheClear Max launches are
early evidence of reacceleration, and if they hit ~28 launches across 2026, the operating leverage shows

up.

Buyback execution pace. $750M is meaningful, and if they front load it into Q1 and Q2 while the stock is
still in the $110s, that tells you a lot about internal valuation views.

International growth. The 21% Q4 international number is the leading indicator on the second leg of the
multi year story. Most US consumer brands plateau, and the data here suggests the international
flywheel is still inflecting.

= Risks

Concentrated ownership. Wang Xuning’s ~38% beneficial stake is meaningful overhang risk, and if JS
Global ever needs liquidity at the parent level, distributions could create a technical air pocket.

Tariff volatility. Supply chain is now derisked from China, but Vietnam, Thailand, and Malaysia are not
immune to a future reciprocal tariff regime that would force another round of operating disruption.

Category competition. iRobot is wounded but not dead, Dyson is reinvesting, and SN’s edge is product
velocity rather than patent moat. The day they slow the launch cadence is the day the share gains stop
compounding.
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Consumer discretionary cycle. $300+ kitchen and beauty appliances are not recession proof, a real
downturn shows up in this revenue base, and the value relative to Dyson positioning is some defense but
not full insulation.

Short seller noise. Grizzly’s report on the China structure didn’t move operating numbers, but the next
short report on this name will probably hammer the stock for a week or two regardless of truth content.
Volatility, not impairment.

— Bottom line. I love this Company.

It may not be a near term multi bagger. But the quiet spinoff, earnings growth, market share capture, and
capital allocation story is a favorite of mine. The CEO has held the seat for eighteen years, and forty
percent upside on a multi year view doesn’t require heroic assumptions about a business model that has
worked since 2008. Two and a half years post spin, the compounding has been quiet and persistent,
largely ignored outside the small cap spinoff bid, while the underlying fundamentals have moved into a
completely different regime than the price action reflects.

Not investment advice. Do your own work.

— Disclosures

Guardian Research LLC is not a registered investment adviser or broker-dealer. Nothing in this document is investment advice
or a recommendation to buy or sell any security. Guardian Research LLC and its author may hold, add to, reduce or exit
positions in any company discussed, at any time and without notice, including immediately after publication. Past results do
not guarantee future results. Information comes from public sources believed reliable and is provided as is; estimates are the
author's own.
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