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Noble Corporation. (NE)
August 29, 2014
Jaime Rehm

International Energy

Noble Corporation (NYSE: NE) is a leading drilling contractor providing offshore drilling services
worldwide to the oil and gas exploration and production industries since it was incorporated in 1921.
The company offers a fleet of 35 units, compromised of drillships, jack-up rigs, and semi-submersible rigs
to operate in shallow and mid waters with a focus on deep and ultra-deep waters. NE operates globally,
as they have units in the Gulf of Mexico, Arabian Gulf, Brazil, the North Atlantic, the Middle East, Asia
Pacific and West Africa. The company’s largest customers are Shell, Petrobas, Freeport-McMoRan
Copper & Gold, Pemex and Total. The firm is headquartered in London, England.
Price ($): (8/26/14)
$27.80
Price Target ($):
$34.74
52 WK H-L ($):
25.06-35.54
Market Cap (mil):
7.04B
Float (mil):
259.2M
Short Interest (%):
584%
Avg. Daily Vol (mil): 4,037,700
Dividend 2014 ($):
$
1.50
Yield (%):
5.40%

Beta:
1.31
WACC:
8.11%
M-Term Rev. Gr Rate Est: 3.41%
M-Term EPS Gr Rate Est: 7.88%
Debt/Equity
63.29%
ROA:
5.83%
ROE:
11.31%

FY: Dec. 31
2013A
2014E
2015E
Revenue (Mil)
$4,234.29 $4,326.72
$3,467
% Growth
19.38%
2.18% -19.87%
Gross Margin
28.78%
28.78%
33.30%
Operating Margin 25.38%
25.50%
31.36%
EPS (Cal)
$
2.87 $
2.72 $ 2.86
FCF/Share
$
(1.57) $
(3.00) $ 0.17
P/E (Cal)
10.23x
9.74x
8.74x
EV/EBIDTA
6.99x
6.72x
7.46x

Recommendation
Due to a recent spin-off, Noble’s assets were split nearly in half. Noble’s fleet currently is comprised of 9
drillships, 11 semi-submersibles and 15 jack-up rigs. After this separation, Noble will now focus on
deepwater and ultra-deepwater markets for drillships and semisubmersibles, and harsh environments and
high-specification markets for jack-ups. As of their 2Q14 earnings report prior to the separation, the entire
fleet had a consistent average of 80% rig utilization. Noble continues to dedicate themselves as a leader in
their industry through the implementation of the Noble Excellence through Technology (NEXT) Center in
Sugar Land, Texas. The NEXT Center was developed to focus on ensuring that Noble continues to deliver
on productivity and safety performance. The company’s Board of Directors has demonstrated the
importance of creating value for shareholders through the distribution of dividends, which have grown
250% from $0.60 per share in 2011 to $1.50 today. Through the spin-off of Paragon Offshore (NYSE:
PGN), Noble shareholders received 1 share of Paragon for every 3 shares they held of Noble. With its
global operational footprint, modern fleet with exposure to premium segments, contract backlog, and a
dividend priority, it is recommended that the AIM International Equity fund hold its position of NE at its
current level, with a target price of $34.74, offering an up-side of over 24%. The company paid a dividend
of $0.77 in 2013 and will also pay a dividend of $1.50 in 2014, representing a dividend yield of 5.40%.
Investment Thesis
 Size and Age of Fleet. Through the separation, Noble has decreased the size of their fleet and
decreased the average age of their rigs from 25 years to 13 years. Noble now has the second
youngest fleet among competitors, second only to Seadrill Ltd. Noble’s fleet is now concentrated
in deep and ultra-deep waters for drillships and semisubmersibles, both of which have recently
seen increased rig utilization rates and dayrates increase across the industry. This increase has
been reflected in the company’s recent 2Q14 earnings, and is forecasted to continue for the
second half of 2014 and in the future.
 New Rigs and Decrease in Capital Expenditures. Noble has focused on creating a younger and
more efficient fleet through upgrading their semisubmersibles and jackups and through
constructing new drillships and jackups. Over half of the fleet has been built or upgraded since
2010. Noble has nearly completed its fleet upgrade, as only 1 jackup is in construction and will
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be completed in 2016. Due to the near completion of the fleet upgrade, capital expenditures will
decrease in the future.
 Focus on Creating Shareholder Value. The Board of Directors has emphasized the importance
of continuing to create value for their shareholders. Dividends increased 250% in 3 years from
$0.60 to $1.50 The Board is expected to continue to keep this high dividend and continue to
review mechanisms to create value for shareholders. In September of 2013 the Board of
Directors approved a plan to reorganize the company through a separation and spin-off into a
newly formed and wholly-owned subsidiary. On August 1st, 2014, Noble completed the spin-off
of Paragon Offshore (NYSE: PGN). Shareholders of Noble Corporation received 1 share of
PGN for every 3 shares of NE they owned.
Valuation
To find the intrinsic value of NE, a five year discounted cash flow model was conducted. Using a terminal
growth rate of 2.5% and a WACC of 8.11% resulted in a valuation of $38.02. Sensitivity analysis on both
the terminal growth rate and WACC provided for a range between $29.99 and $48.53. Secondly, a
Dividend Discount Model was employed. A target dividend yield of 3.61% and dividends of $1.50 in
2014 and $0.77 in 2015 were used to generate a target price of $31.45. The DCF model was weighted
50% and the DDM model was weighted 50% to achieve a price target of $34.74. NE will pay dividends
of $1.50 in 2014, a 5.40% yield.
Risks
 Shell, Petrobas and Freeport-McMoRan Copper & Gold. Shell currently comprises 52% of
Noble’s contract backlog; Petrobas and Freeport represent 9% of contract backlog. Revenues
from Shell and Petrobas accounted for 41% and 12% respectively in 2013. The loss of these top
three customers will have adverse effects on future revenue generation. The inability to diversify
their customer base could also have a detrimental effect to future revenues.
 Over-supply of Rigs. The industry has recently seen high utilization and high dayrates, which
has caused increased construction of rigs among all competitors. This could increase price
competition and bring about a need for higher investment to keep the fleet competitive. Increased
supply could also cause dayrates and utilization rates to decrease, adversely affecting revenues
and profits.
 Industry Risk. The success of Noble’s business is contingent upon the oil and gas industry
which is affected by several factors such as the volatility of commodity prices, geo-political risks
and local governmental regulations of the countries in which the company operates. Oil prices are
projected to rise, but if they begin to fall this could adversely affect revenues. Recent EU
sanctions on Russia have not affected Noble, but if the situation worsens or sanctions are
tightened, there is a possibility it could affect a number of contracts Noble currently has or will
create in the future. Countries often have different regulations that cause rigs to face continuous
maintenance to stay up to regulation.
Management
David W. Williams joined Noble in 2006, and became Chairman of the Board, President and Chief
Executive Officer in 2008. Prior to coming to Noble, he served over five years as Executive Vice
President of Diamond Offshore Drilling, Inc., a direct competitor. As Chairman of the Board, Mr.
Williams has been influential in the decisions to increase div
idends to shareholders and to separate Noble into two separate businesses. James A. MacLennan was
named Senior Vice President and Chief Financial Officer of Noble in 2012. Previously, Mr. MacLennan
served as Executive Vice President and Chief Financial Officer of Lodgian, Inc., and Lanier Worldwide,
Inc. Prior to these roles, Mr. MacLennan was Vice President – Accounting for Noble Drilling Services
Inc.
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Ownership
% of Shares Held by All Insider & 5% Owners:
% of Shares Held by Institutional & Mutual Fund Owners:

0.72%
93.48%

Top 5 Shareholders
Holder
Franklin Resources
Vanguard Group Inc.
Fir Tree Incorporated
Blackrock
State Street Corp
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Shares
25,952,293
19,157,460
14,409,460
12,244,539
12,215,865
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%Out
9.93%
7.33%
5.52%
4.69%
4.68%
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Deutsche Bank (DB)
August 29, 2014
H. Joseph Hodes

International Financials

Deutsche Bank (NYSE: DB) is a global investment bank that offers a variety of investment and financial
products and services to private individuals, corporate entities, and institutional clients around the world.
Deutsche Bank is divided into four core business segments: Corporate Banking and Securities (41.5%),
Private and Business Clients (29.1%), Asset and Wealth Management (14.4%) and Global Transaction
Banking (12.4%). In Corporate Finance Deutsche Bank was ranked number six globally in 2013 and the
company achieved a record market share. In its home home market of Germany DB has strengthened its
footprint with the launch of Private and Commercial Banking and through further progress on the
Postbank integration. The Asset Management division is continuing a complex business plan that intends
to unify its investment platform and integrate its Global Client Group. The Global Transaction Banking
division provides commercial banking products and services for both corporate and financial institutions
worldwide. Deutsche Bank operates in 72 countries with over 100,000 employees worldwide.
Price 8/29/14 ($):
Price Target ($):
52 WK L-H ($):
Market Cap (B):
Float (M):
Avg. 10 Day Vol:
Loan Loss %
Dividend:
Dividend Yield:

$34.55
$42.95
$32.52-$51.87
45.9
1,297.70
923,544
1.42%
$0.95
2.20%

Beta (vs. DAX):
Cost of Equity:
M-Term Rev. Gr Rate Est:
M-Term EPS Gr Rate Est:
Financial Leverage
Avg. ROE (2011-2013)
Tier-1 Capital Ratio
Credit Rating
Short Interest

1.27
14.18%
8.0%
2.0%
0.334
3.27%
16.90%
A+
0.63%

FY: Dec 31
Net Interest Income ($M):
% Growth:
NIM (%)
EPS:
BVPS:
P/B:
P/E
Div. Per Share

2103A
19,702.80
-4.09%
1.02%
$1.95
$76.70
0.49
40.65
$0.95

2014E
18,450.34
-6.36%
0.95%
$3.73
$75.91
0.56
19.15
$1.01

2015E
19,926.37
8.00%
0.84%
$2.13
$72.74
0.63
10.82
$1.07

Recommendation
Deutsche Bank was added to the AIM International Equity Fund in September of 2013 at a price of
$45.51 with a target of $57.76. Since then, unfavorable market conditions and lower than expected
revenues, along with uncertainty due to regulatory concerns surrounding Basel 3 and the Volcker Rule
have driven the stock down 26.8%. However, as the global economy continues to improve and the
company expands its operations through strategic acquisitions, Deutsche Bank should see increasing
demand for loans and capital. As DB continues its implementation of the Strategic 2015+ initiative,
management expects continued success in addressing challenging operating conditions and investing in
both growth opportunities and Deutsche Bank’s core businesses. The company has also experienced
improved competitive positioning in the European environment due to the relative strength of the German
economy. For these reasons, especially considering a valuation that provides favorable upside potential, it
is recommended that further position in Deutsche Bank be added to the AIM International Equity Fund
with a target price of $42.95, which offers a potential upside of 29.01%. DB also offers a 2.20% dividend
yield that is expected to increase in the future.
Investment Thesis
 Cost Control Initiatives Mitigate Regulatory Concerns In the face of daunting legislative and
regulatory headwinds, Deutsche Bank has developed preparatory cost cutting measures. The
company’s most prominent initiative, Strategy 2015+, is designed to enhance efficiency and
business performance, strengthen the bank’s capital position, and augment culture to place more
emphasis on client relationships. A few specific highlights include accelerated delivery of DB’s
target Common Equity Tier 1 (CET1) ratio, to exceed 10% (currently 9.7%, up from 7.8% at
year-end 2012) on a pro forma CDR4 basis, a significant measure in the Basel 3 legislation;
updated post-tax ROE targets for 2015 and 2016 of 12% (1.23% at year-end 2013); and Cost
Income Ratio targets of 65% in 2015 and 2016 (89% at year-end 2013). Management has
reiterated its plans to cut costs by €4.5 B annually through investments of approximately €4 B; by
the end of 2013, the bank had already delivered cumulative savings of €2.1 B.
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Increased Global Penetration to Drive Higher Demand and Transaction Volumes Deutsche
Bank has emphasized further expansion in Germany, Europe, and the Americas. Recent
initiatives include additions to the bank’s passive distribution team for the Deutsche Asset &
Wealth Management division in the Western U.S. and appointments to Deutsche Bank’s Fixed
Income and Currencies (FIC) business in New York in May 2014. As the bank continues to
expand its five business segments domestically and in growing markets, increased client activity
should generate increased revenue that will be further boosted if decreased economic uncertainty
provides an unexpected tailwind.

Valuation
To find the intrinsic value of Deutsche Bank, a P/B ratio analysis and a Dividend Discount model were
created. A Cost of Equity of 14.18% was used in the dividend model calculations. The DDM projected
6.0% annual dividend growth, yielding an intrinsic value of $34.19. For the P/B model, a blended
historical and peers average of 0.74x was used against 2014E BVPS to yield an intrinsic value of $43.63.
Weighting the different models at 60% and 40%, respectively, a price target of $42.75 was established,
offering a moderate 29.01% upside.
Risks
 Uncertain European Economic Growth As the largest bank in Germany, Deutsche Bank’s
short term profitability is closely tied to the growth and success of Germany and the Eurozone
economy as a whole. While the area has experienced relative growth in a post-European Crisis
economy, significant cautions remain due to the uncertain political environment and the policies
of the European Central Bank. Low interest rates provide incentive for increasing loan demand
and capital raising, but the current lack of certainty continues to be a headwind to European
expansion.
 Regulatory Environment and Litigation Concerns Deutsche Bank currently faces
investigations and litigations similar to those affecting its competitors. Recent settlements
between government bodies such as the Department of Justice and large European banks have
increased uncertainty and the possibility of negative outcomes looms dangerously. The bank has
increased its contingent liabilities from approximately $1.6 B to $4.3 B in the second quarter of
2014 alone. Moreover, regulatory concerns continue to grow, specifically pertaining to Basel 3,
as banks scramble to make adjustments to capital levels and adhere to ever-changing legislation.
Deutsche Bank, however, has made preparations for potential negative outcomes by raising
capital reserves and initiating the aforementioned cost cutting measures.
Management
Deutsche Bank currently operates with two Co-CEOs- Jürgen Fitschen and Anshu Jain. Mr. Fitschen was
previously employed as Chairman by Deutsche Bank SA and has been a member of the management
board since 2009. Mr. Jain was previously a Managing Director at Merrill Lynch, and has been at
Deutsche Bank since 1995 and a member of the board since 2009. The bank recently hired Nadine
Faruque as Global Head of Compliance amid heightened scrutiny from regulators worldwide.

Marquette University AIM Class 2015 Equity Reports

Fall 2014

Page 6

Marquette University AIM Class 2015 Equity Reports

Fall 2014

Page 7

GasLog. (GLOG)
August 25, 2014
Dustin Hwang

International Energy

GasLog Ltd. is an international owner, operator and manager of liquefied natural gas ("LNG") carriers
and provides support to international energy companies as part of their LNG logistics chain on a
worldwide basis. The company is a holding company and its subsidiaries conduct all of its operations and
own all of its operating assets, including its ships. The company is the 3rd largest marine transportation
company by market capitalization and operates in two segments: vessel ownership and vessel
management. GLOG’s primary business focuses on chartering LNG carriers, technical management
services, plan approval, and construction supervision. The company has a fleet size of 25 vessels of which
15 are wholly owned by the company. All of the owned vessels are constructed by the world’s leading
LNG shipbuilder, Samsung Heavy Industries. GLOG was established in 2003 and completed their initial
public offering in April of 2012. The company is headquartered in Monte Carlo, Monaco.
Price ($): (8/25/14)
$24.71
Price Target ($):
$28.29
52 WK H-L ($):
$32.44-$13.41
Market Cap (mil):
$1,968,939.8
Float (mil):
35.20
Short Interest (%):
6.41%
Avg. Daily Vol (mil):
1334110
Dividend ($):
$0.12
Yield (%):
0.49%

Beta:
WACC:
M-Term Rev. Gr Rate Est:
M-Term EPS Gr Rate Est:
Debt/Equity
ROA:
ROE:

1.10
10.11%
26.00%
25.87%
174.4%
4.18%
9.16%

FY: Dec. 31
2013A
2014E
2015E
Revenue (Mil)
$157,240
$298,756 $328,632
% Growth
129.41%
90.00%
10.00%
Gross Margin
77.79%
65.00%
64.65%
Operating Margin
45.41%
26.57%
31.28%
EPS (Cal)
$
0.91 $
1.61 $
1.96
FCF/Share
$
13.35 $
16.03 $
2.02
P/E (Cal)
27.28
17.60
14.44
EV/EBIDTA
31.51
21.24
19.45

Recommendation
Natural gas continues to be favored as an environmentally attractive fuel compared with other
hydrocarbon fuels. It is the fuel of choice for the electric power industry and industrial sectors in many of
the world's regions. This preference results from its lower carbon intensity compared with coal and oil,
which makes it an attractive fuel source in countries where governments are implementing policies to
reduce greenhouse gas emissions. Through developed relationships with blue-chip counterparties such as
BG Group, Royal Dutch Shell, and Exxon Mobil, the firm has been able to stabilize and expand project
pipelines in an increasingly competitive space providing stable cash flows. GLOG’s fleet is also equipped
with Tri-Fuel Diesel Electronic Propulsion, which yields a $38K/day bunker cost advantage against the
older steam turbine technology. In addition to nearly doubling the size of their owned on-the-water fleet
this past quarter, the company has the second largest EBITDA margin in the industry. This contributed to
management’s projected 105% revenue growth for 2014 based on highly predictable chartered cash flows.
Moreover, GLOG has the youngest average fleet age in the industry at 4 years compared to the industry
average of 10.8 providing more efficient, cost effective vessels with higher residual values. Due to their
strengthened financial, operational, and commercial abilities in recent years, GLOG is preparing to open
up London and New York offices to take further advantage of a growing LNG shipping market. With a
favorable EBITDA margin of 65%, a growing fleet size, a $0.12 dividend, and a favorable valuation, it is
recommended that the AIM fund maintain GLOG as a hold with a price target of $28.29.
Investment Thesis
 Positive Long-Term Outlook for LNG. Natural gas is the world’s fastest growing fossil fuel
with global consumption projections set for an increase from 113.0 trillion cubic feet in 2010 to
185.0 trillion cubic feet by 2040. Comparatively, global LNG trade was 239 M tons in 2012 with
growth expectations driven from large reserves discovered offshore of East Africa. There are 17
plants globally with approximately 115 M tons of LNG production under construction
representing a 40% growth in production between the years 2015-2018. This increased activity
around production, trade, and demand would significantly advance the firm’s top line growth.
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Rapid Fleet Expansion. GLOG had purchased 7 on-the-water vessels to increase the total fleet
size to 25 in Q2 of 2014. Additionally, there are 4 new ships to be delivered by 2017. With a
historical average of 99% contracted utilization rate, an increased fleet size would drive revenue
growth in the chartering business. Historical evidence indicates a 129% revenue growth in 2013
attributable to the addition of 6 ships. The new additions in 2014 and the delivery of ships in 2017
is expected to have similar implications on top line growth. The ships to be acquired are sister
ships that provide the benefit of increased profitability through economies of scale, operating
efficiencies in construction, crew training, crew rotation, and shared spare parts.
Increased U.S. Gas Exports. Streamlining of the regulatory approvals is proving to be
successful and is accelerating the time tables for near-term projects. It is projected that 5 U.S.
projects will be built or be in their final investment decision by 2015. The United States currently
grows natural gas production at 1.6% annually while consumption grows at 0.8% annually. Due
to production growing at a faster rate than usage, exportation has become an increasingly realistic
opportunity. Recent examples of this trend can be observed by approvals by the Federal Energy
Regulatory Commission to operate in Sabine Pass, Cameroon, and Freeport. Foreign demand
presents a large opportunity for US export revenues as a recent boom in natural gas production
that has pushed prices 64% below those of Europe and Asia.

Valuation
To reach an intrinsic value for GLOG, a Discounted Cash Flow and EV/EBITDA multiple approaches
were used. With the DCF model a WACC of 10.11% was used with a terminal growth rate of 2% which
yielded an intrinsic value of $30.10. Additionally, an EV/EBITDA multiple of 22.5X was used by
weighting historical multiples and market peers 50:50. Using 2014 EBITDA estimates of $151,224,000,
this analysis yielded an intrinsic value of $26.47. After weighing the DCF and EV/EBITDA approaches
evenly, a price target of $28.29 was reached.
Risks
 Spot Carrier Charter Market. If the short term charter market continues to develop, revenues
and cash flows may become more volatile and may decline following expiration or early
termination of current charter arrangements. In addition, an active short-term or spot charter
market may require GLOG to enter into charters based on changing market prices, as opposed to
contracts based on fixed rates. This could result in a decrease in revenues and cash flows if the
market price for shipping LNG becomes depressed.
 Carrier Oversupply. This oversupply of carriers will put downward pressure on charter rates,
ship utilization, and ship values and is expected to continue in 2017. The negative impact of
lower charter rates would affect revenues and could be amplified if the expansion of LNG
production capacity does not keep pace with fleet growth.
 Shipping Delays/Vessel Downtime. Weather, mechanical, or other operational breakdowns may
cause vessels to dry dock preemptively. This may have temporary adverse impact on GLOG’s
performance for approximately 30 days.
Management
Paul Wogan has been with GLOG since July of 2003, and has been the CEO since 2013. He previously
served as Chief Strategy Officer from February 2012 to January 2013 and has held a variety of other titles
within the industry. Mr. Wogan previously worked for a competitor, and served as the President of
Teekay Tanker Services and its Vice President of Business Development since 2002. Mr. Wogan has over
20 years of experience in the industry and has a proven track record of leadership management. He is a
graduate of Exeter University and has an MBA from Cranfield School of Management.
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Top 5 Shareholders
%
Holder
Peter G Livanos
John S A Radziwill
A S Onassis Foundation
Conatus Capital Management
Blackrock

Shares
31,548,442
7,197,596
6,417,004

Outstanding
39.27%
8.96%
7.99%
3.62%

2,909,811
2,100,623

2.61%

Peer Group
Name
Golar LNG LTD
Teekay LNG
Navigator Holdings
BW LPG
Qatar Gas Transport
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20.7x
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Opko Health, Inc. (OPK)
August 29, 2014
Mike Stankovsky

Domestic Healthcare

Opko Health, Inc. (NYSE: OPK) is a global biopharmaceutical and diagnostics company with established
operations in the U.S., Chile, Spain, Mexico, and Israel. The consolidated company was created in 2007
as part of a three-way merger with Froptix Corporation and Acquity Pharmaceuticals, both research and
development firms. In the period from 2007 to 2009 the company was primarily focused on
ophthalmology, eventually abandoning the field after several key development failures. Dr. Phillip Frost,
the company’s CEO and largest shareholder, actively pursues equity ownership in micro-cap healthcare
companies, primarily seeking early-stage assets with multi-million dollar market opportunities. Current
technologies and products include: Claros 1, a point-of-care blood testing system; 4Kscore, a prostate
cancer diagnostic test; and Rayaldee, a vitamin D prohormone for patients with late-stage chronic kidney
disease. Opko Health, Inc. is headquartered in Miami, Florida.
Price ($) (8/27/14)
Price Target ($):
52WK Range ($):
Market Cap:
Float
Short Interest (%):
Avg. Daily Vol:
Dividend ($):

8.97
3.01
7.32-12.95
3,701M
204M
23.8%
3.57M
$
-

Beta:
WACC
M-Term Rev. Gr Rate Est:
M-Term EPS Gr Rate Est:
LT Debt/Equity
ROA:
ROE:
Yield (%):

0.79
9.5%
17.2%
N/A
12.7%
-14.9%
-23.8%
-

FY: December
Revenue (Mil)
% Growth
Gross Margin
Operating Margin
EPS (Cal)
FCF/Share
P/S (Cal)

2013A 2014E
96,530 97,848
105%
1%
49.4%
44.0%
-82.5% -95.3%
-$0.32A -$0.23E
-0.28
-0.20
31.05
30.63

2015E
114,708
17%
50.0%
-80.5%
-$0.21E
-0.17
26.13

Recommendation
OPK has consistently failed to gain FDA approval for new treatments and upcoming product launches
will presumably lack the necessary market share to reach profitability. One product, the 4Kscore, which
predicts the probability of prostate cancer, was obtained for no upfront payment in January 2012. In
November of that year Frost appeared on CNBC’s Mad Money to claim the 4Kscore would be launched
in the U.S. “within months,” indicating early 2013. Numerous similar promises over the following year
led to subsequent delays and the 4Kscore did not launch until the second quarter of 2014. In 2013 the
company acquired Cytochroma and its two drugs, Rayaldee and Fermagate. Rayaldee is a treatment for
secondary hyperparathyroidism in patients with late-stage chronic kidney disease (CKD). While
successfully increasing an individual’s Vitamin D levels, Rayaldee will not replace the current standard of
care as existing treatments include OTC Vitamin D and off-patent prescription supplements. In all,
approximately 10% of CKD patients could find incremental benefit from Rayaldy, resulting in a peak
obtainable market of $150mm, versus a previous $12bn estimate. A third OPK product, the Claros 1
point-of-care blood screening test, was designed as a diagnostic system that would allow patients to
receive in-house blood tests without the waiting period of a typical lab. This system has shown problems
with functionality, as several doctors have reported receiving incompatible “error” messages. Claros 1 is
also particularly expensive for doctors, who must sacrifice an additional 10 minutes per patient while
operating the device, decreasing daily patient turnover. To offer competitive value, the Claros 1 system
must reimburse doctors lucratively for lost time and test for more biomarkers than its five currently
available. Considering these reasons and the company’s detiorating balance sheet, it is recommended that
OPK be sold at $8.81, a detachment from an intrinsic value of $3.01 and 66% downside.
Investment Thesis
 Accelerating Cash Burn Will Create Short-term Capital Concerns. Since Opko’s 2007
inception fully-diluted shares have increased to 470mm from 201mm as management has
consistently eroded existing shareholder value. The increase in oustanding shares has been
primarily due to equity-funded M&A, which shows no signs of slowing. Secondly, organic cash
flow continues to decline as the company prepares to launch 4Kscore in Europe and works to
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complete clinical trials for Rayaldee and Rolapitant. Combined, the current burn rate and negative
profitability may require additional capital by year-end 2016. Shareholder dilution through a
discounted equity offering remains a key risk and an appropriate concern in light of
management’s historical willingness to execute such transactions.
Lack of Industry Expertise or Geographic Concentration. Diversification can be an important
tool for healthcare companies as they approach patent expirations, allowing them to decrease
dependency on one product. Additionally, a large geographic footprint eliminates the risk of
unexpected headwinds in any one market. However, Opko Health, a company of 625 employees,
has seemingly become over-extended in therapeutic fields and geographic regions during its
acquisition-fueled growth, creating a hodgepodge of assets and markets.
“Opko Health, Inc. and subsidiaries have not maintained effective internal control over
financial reporting as of Dec. 31, 2013.” Reported in the 2013 10-K in March by Ernst &
Young, this warning is another indication that Opko’s underlying financials may be detiorating.
Interestingly, just one month following the 10-K’s publication the CFO, Juan Rodriguez, resigned
to “pursue personal business ventures,” after only two years with the company.

Valuation
In order to reach an intrinsic value for OPKO, a seven year discounted cash flow model was created. The
time period chosen captures the launch and early maturation of several products but assumes the business
will remain focused on dilutive acquisitions in order to expand, making out-year estimates unpredictable.
Using a terminal growth rate of 1% and a WACC of 9.5% resulted in a valuation of $3.01. This price
target represents a potential 66% downside to the current price. Sensitivity analysis on both the terminal
growth rate and WACC provided a range between $2.65 and $3.81.
Risks
 Rayaldee Becomes the Standard of Care. Should the prohormone show efficacy that materially
outstrips the current standard of care, Rayaldee may gain meaningful market share in a larger
market. Results from the first trial, announced in August, indicated a 96% correction of Vitamin
D insufficiency and a 30% average decrease in plasma parathyroid hormone. While effective,
Rayaldee only appears to show non-inferiority to OTC and prescription Vitamin D supplements,
an inadequate justification for replacing existing treatments.
 Rolapitant Royalties Accelerate. In October 2009, OPK acquired Rolapitant from ScheringPlough and in 2010 sold the asset to Tesaro for a $6mm initial payment and up to $121mm in
royalties based on certain milestones. A deal with Tesaro to accelerate payments or the rapid
adoption of rolapitant could provide short-term liquidty.
 Claros 1 Demonstrates Efficacy and Functionality. Claros 1 is a microfluidics-based
diagnostics system consisting of a credit card-sized disposable cassette that works with a small
but sophisticated desktop analyzer. In June 2013, the company discontinued an existing PSA trial
after persistant “error” messages. Should the product be succesfully relaunched it may struggle to
gain market share in a well-established and highly competitive diagnostics industry.
 September Catalysts. Opko has several upcoming announcements including top line data from
the second Phase III trial for Rayaldee, an NDA filing for Rolapitant, and the launch of 4Kscore
in Europe. These events are likely to be touted by OPK and could provide short-term upside to
the current price. Delaying the sale of OPK one month may capture this artificial price bump.
Management
Dr. Phillip Frost has been the CEO and Chairman since 2007 and is also the chairman of Teva
Pharmaceutical Industries Ltd. Frost has routinely made open-market purchases of OPK shares, likely
driving interest from retail investors. However, no meaningful insight can be drawn by analyzing Frost’s
share purchases as they are often consistent in timing and uniform in size.
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Ownership
% of Shares Held by All Insider and 5% Owners
51%
% of Shares Held by Institutional & Mutual Fund Owners
12%
Source: Yahoo! Finance
Top 5 Shareholders
Holder
Shares
Vanguard Group, Inc.
12,673,310
Blackrock
10,900,379
Orchard Hill Capital Management
7,326,900
Oracle Management Incorporated
5,655,738
State Street Corporation
4,851,827
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3.07%
2.64%
1.78%
1.37%
1.18%
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Great Southern Bancorp (GSBC)
August 29, 2014
Anne Wiesman

Financial Services

Great Southern Bancorp (NASDAQ: GSBC) functions as a bank holding company for Great Southern
Bank, a regional bank headquartered in Springfield, Missouri. GSBC offers a wide variety of products
and services including – checking accounts and savings accounts as well as many different types of loan
options. Loan options range from residential and commercial real estate loans to boat loans – the largest
portion of GSBC’s loan portfolio resides in commercial real estate loans, making up just under 35% of
average loans receivable as of June 30, 2014. GSBC has seen a large portion of its growth over the last
five years come as a result of four FDIC assisted acquisitions and are expected to continue to help GSBC
grow as a fifth acquisition was announced on June 20, 2014. These FDIC assisted acquisitions have
increased GSBC’s assets at a CAGR of nearly 80% over the past five years. GSBC operates 107 banking
centers and over 200 ATMs across Missouri, Iowa, Minnesota, Nebraska, Kansas, and Arkansas in
addition to both mobile and online banking options. New in 2014 are two loan production offices (LPOs)
in Dallas, Texas and Tulsa, Oklahoma – both new regions for GSBC. GSBC was chartered in 1923 and
has 887 full-time employees.
Price ($): (8/26/14) $
32.16
Price Target ($):
$
33.67
52WK H-L ($):
33.77-25.71
M arket Cap (mil):
439.0
Float (mil):
10.3
Short Interest (%):
2.06%
Avg. 3 M onth Vol:
0.02
Dividend ($):
0.80
Yield (%):
2.6%

Beta:
WACC
M -Term Rev. Gr Rate Est:
M -Term EPS Gr Rate Est:
Financial Leverage
ROA:
ROE:
Tier 1 Capital Ratio
Credit Provisions/Loans

1.08
7.73%
3%
2%
90.3%
0.9%
9.0%
15.6%
0.01

FY: Dec
Revenue (M il)
% Growth
Net Interest M argin
Pretax M argin
EPS (Cal)
P/E (Cal)
BVPS
P/B

2013A
2014E
2015E
190.20
188.10
191.48
-4.20%
-1.10%
1.79%
4.70%
3.96%
3.96%
19.5%
25.67%
25.06%
$
2.41 $
2.75 $
2.73
13.37
12.23
12.31
$
23.60 $
27.08 $
29.02
1.29
1.24
1.16

Recommendation
GSBC reported stronger than expected earnings for the second quarter of 2014, posting earnings of $0.79
per share beating a consensus of $0.62 per share and up 25% Q/Q and 34% Y/Y. Strong earnings are the
result of the announcement of GSBC’s fifth FDIC assisted acquisition, which resulted in a $10.8 million
onetime gain. Unlike previous FDIC assisted acquisitions this purchase of some of Valley Bank’s assets
as well as all of the deposits is without loss sharing, escalating the overall risk of the transaction. The
acquisition added $378.7 million in assets, including $165.1 million in loans (a high percentage of which
are preforming at a discount, totaling $37 million), $88.5 million of investment securities, $109.4 million
in cash and cash equivalents, $10.9 million in premises, $2.1 million in other assets, and $2.8 million in
customer related core deposit of an intangible asset, as well as $367.9 million in liabilities. GSBC
expects to convert Valley Bank’s systems to GSBC’s systems in the third quarter which will allow
customers of either bank to use banking centers located in any of GSBC’s six state footprint. Also adding
to GSBC’s strong earnings was improved loan growth, the result of the new LPOs in Dallas and Tulsa.
Despite the improved earnings report in the second quarter GSBC’s P/E and P/B ratios trail those of their
competitors (Lakeland Financial Corp., First Busey Corporation, 1st Source Corporation, Southside
Bancshares Inc., and Heartland Financial USA, Inc.). With growth expected as GSBC begins to gain
footing in new markets and with the potential for more acquisitions, it is recommended that GSBC’s
position in the AIM Equity Fund be held at its current level with a target price $33.67, offering a
moderate upside of 4.7%. It should be noted that GSBC currently pays a quarterly dividend of $0.20.
Investment Thesis
 Expanding Market Coverage. As a result of the five FDIC assisted acquisitions, GSBC has
increased the number of full service banking centers since the beginning of 2009 from 39 across
three states to 107 locations across six states at the end of 2013, in addition to the two new LPOs
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located in Texas and Oklahoma. The addition of new banking centers allows for GSBC to build
its brand and gives it the opportunity to then grow organically in these urban areas. Given that
GSBC is acquiring existing assets (and therefore relationships) in these new geographies, it is
able to grow more quickly than it would have had it employed a purely organic growth strategy.
In some cases, acquired banks are in the same geographic region as existing GSBC banking
centers. In these cases GSBC evaluates if both locations should remain open or if they should be
consolidated noting the use of physical banks has declined in recent history.
 Improved Local Economic Conditions. As of July 2014, three of the six states in which GSBC
operates had unemployment numbers among the lowest in the nation. Additionally, July saw
housing construction increase 15.7% over June and construction permit numbers increase by
8.1%. These numbers imply the elevated level of home construction will continue over the next
several months which should help boost the number of new loans for GSBC. This comes after
two months of decline in the home construction market.
 Diversified Loan Portfolio. Throughout 2013 one of GSBC’s goals was to further diversify
their loan base, which continues to be a goal for 2014. In order to achieve this goal GSBC has
been actively building relationships with reputable car dealerships that sell both new and used
cars, which in turn helped to grow direct consumer loans 19% Y/Y in 2013. Finally, GSBC
purchased $86.1 million of multi-family residential loans consisting of 119 collateral secured
note loans for multi-family real estate in regions outside of GSBC’s current coverage area. The
additional loan locations assist with loan diversity for both type and geography.
Valuation
To find the intrinsic value of GSBC a dividend discount model (DDM) was conducted as well as a price
to book multiple. Using a cost of equity of 10.2% and a terminal dividend growth rate of 5% resulted in a
valuation of $27.11 per share. A sensitivity analysis on both the cost of equity (9.2%-11.2%) and the
terminal dividend growth rate (4%-6%) resulted in a price range of $44.94 and $19.23. Additionally, a
P/B multiple was conducted using five of GSBC’s closest competitors (50%) and GSBC’s P/B (50%).
Using an average multiple of 1.49x and estimated 2014 BVPS of $27.08, an intrinsic value of $40.22 was
reached. Weighting the DDM 50% and the P/B multiple 50%, a price target of $33.67 was established.
Risks
 Deposit Dependency. While GSBC offers both checking and savings services their primary
focus for growth is through loans. However, the company also depends on deposits in order to
grow its lending business. As a result of the historically low interest rates competition among
banks for deposits has been extremely high and ultimately GSBC cannot guarantee significant
deposit growth. This deposit dependency can place significant negative pressure on loans if
deposits are not in GSBC’s favor. Conversely, if deposits are in GSBC’s favor this can be
extremely positive in terms of generating loan growth.
 Acquisitions. The vast majority of GSBC’s growth over the last five years has resulted from
acquisitions versus organic growth. GSBC remains open to new acquisitions. However, if no
new acquisitions present themselves, GSBC is reliant on organic growth which has been slow.
On the other hand, if attractive acquisitions present themselves GSBC could see substantial
positive impact on earnings.
Management
Joseph Turner is the current President and CEO of GSBC. Mr. Turner has held this position since 2000
when he succeeded his father, William Turner. Prior to joining GSBC, in 1991 Joseph Turner practiced
law at a Kansas City law firm. William Turner was the President and CEO from 1974 to 2000 and
remains on the board as the Chairman. Joseph Turner is also the co-owner of Turner Family LP, GSBC’s
fifth largest stockholder.
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Ownership
% of Shares Held by All Insider and 5% Owners:

12.28%

% of Shares Held by Institutional & Mutual Fund Owners:

38.41%

Source: Bloomberg
Top 5 Shareholders
Holder

Shares

% Out

1,116,240

8.15

Steinert Jr., Earl A.

933,596

6.82

Blackrock

672,035

4.91

Dimensional Fund Advisors LP

427,782

3.12

Turner Family LP

369,738

2.70

Mahoney, Robert M.

Source: Bloomberg
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RigNet, Inc.
August 29, 2014
Jack Sullivan

Domestic Energy

RigNet, Inc. (NASDAQ: RNET) is a network infrastructure provider serving the remote communications
needs of the oil and gas industry. Through a controlled and managed Internet Protocol/Multiprotocol
Label Switching (IP/MPLS) global network, it delivers voice, data, video and other value-added services.
Its customers use its secure communications and private extranet to manage information flows and
execute operations in areas where conventional telecommunications infrastructure is either unavailable
or unreliable. It offers its clients various means of communications with their remote operations,
including offshore and land-based drilling rigs, offshore production facilities, energy support vessels and
support offices. Revenues from countries outside of the US represented 82.8% of 2013 revenue. RNET
completed an acquisition of Inmarsat’s Enterprise Energy business unit in February 2014 for $25 million.
RNET was founded in 2001 and is headquartered in Houston, Texas.
Price ($): (8/25/14)
Price Target ($):
52 WK H-L ($):
Market Cap (mil):
Float (mil):
Short Interest (%):
Avg. Daily Vol (mil)
Dividend ($):
Yield (%):

45.74
48.11
59.06-33.02
805.02
17.00
2.80%
0.12
0.00
0.00%

Beta:
WACC
M-Term Rev. Gr Rate Est:
M-Term EPS Gr Rate Est:
D/E
ROA:
ROE:
ROIC

0.80
7.49%
20.00%
20.00%
47.8
6.10%
12.70%
9.27%

FY: Jan 1
2013A
2014E
2015E
Revenue (Mil)
220.71
319.70
383.64
% Growth
26.75% 44.85% 20.00%
Gross Margin
46.14% 48.00% 48.00%
Operating Margin
12.79% 12.00% 12.00%
EPS (Cal)
1.00
1.32
1.52
FCF/Share
-0.12
0.73
1.34
P/E (Cal)
47.82
36.51
31.66
EV/EBITDA(Cal)
15.23
12.39
10.03

Recommendation
RigNet, Inc. has benefitted from an increasingly digitized oil and gas industry and as a result has achieved
a 5-year revenue CAGR of 22.2%. As the oil & gas industry continues to add remote offshore locations
and shale plays, reliable communication to geographically dispersed locations is crucial for success.
RNET’s sole focus on the oil and gas industry provides a competitive advantage over its peers in
maintaining and acquiring clients. RigNet is the only major provider to have grown market share since
2009; possessing a ~32% market share of addressable offshore rigs, an increase from 22% in 2009.
Additionally, the ultra-deep water offshore rig supply is expected to grow at a 5.5% CAGR through 2020.
For these reasons and a valuation that offers a moderate upside, it is recommended that RNET be held in
the AIM Equity Fund with a price target of $48.11, offering an upside of 5.19%. RNET does not pay a
dividend
Investment Thesis:
 ARPU Trends and Bandwidth Demand. RigNet grows average revenue per site or ARPU by
adding secondary and tertiary customers at existing sites, selling additional services to existing
customers and increasing bandwidth. Several factors are driving demand for higher bandwidth,
including video conferencing and personal internet use by crews. Average bandwidth per offshore
rig is expected to grow from approximately 1.0 mbps today to 2.2 mbps in 2017. The increase in
bandwidth per rig allows RNET to charge higher rates for the rigs they service. The majority of
RNET’s revenue growth results from increasing ARPU as clients find benefits in adding new
services.


Undervalued Acquisition. In February 2014, RNET completed its acquisition of the Energy
Broadband business unit from Inmarsat for $25 million. The unit’s expected EBITDA margin for
2014 is 8-10%, with management aiming to raise that to levels comparable with the existing
business (~24%). From 2003-2004 RNET CEO Mark Slaughter, among other RNET employees,
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managed this business when it was part of Stratos Global and it operated at a ~23% EBITDA
margin.
High Switching Costs. Due the high switching costs of changing out remote communications
providers, RNET benefits from an economic moat and excellent customer retention. Maintaining
clients allows for upselling additional services and therefore higher rates.

Valuation
The intrinsic value of RNET was generated through a 5-year discounted cash flow model using a
perpetuity growth rate of 3%, a WACC of 7.49% and a mid-term revenue growth rate of 20%. The DCF
incorporates a short-term drag on operating margins resulting from the Inmarsat acquisition. These
numbers resulted in a valuation of $48.11. Sensitivity analysis conducted on the WACC and mid-term
growth rate resulted in a range of $40.17-57.93. RNET does not pay a dividend.
Risks:
 Rig Oversupply. Management has noted that they expect to see slight oversupply in the offshore
rig market for the next 12-18 months based on conversations with clients, which results in lower
day rates that drillers charge operators. Although any slowdown in new rigs can adversely affect
RigNet, the majority of their offshore drilling revenue growth results from ARPU growth as
opposed to new rigs. Additionally, RigNet is not directly affected by the day rates drillers charge
operators.


Offshore Rig Loss. As the Deepwater Horizon incident suggests, offshore drilling is a
technically difficult field with exposure to loss. RNET typically invests $100,000 to $400,000 of
equipment per rig they service. Serious damage or loss to any offshore rigs could result in
material losses for RNET.

Management
Mark Slaughter has served as a President and CEO of RNET since 2007. Mr. Slaughter has more than 30
years of experience in the energy, telecommunications, and remote telecommunications industry. Marty
Jimmerson has served as the company’s CFO since 2006, and has over 18 years of experience in the
energy and wireless communications industries. Hector Maytorena and Jim Crenshaw serve as the
General Managers of the Eastern and Western Hemisphere business segments, respectively. Both men
have long histories with the remote communication and energy industries.
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Ownership
% of Shares Held by All Insider and 5% Owners

40%

% of Shares Held by Institutional & Mutual Fund Owners

50%

Source: Yahoo! Finance
Top 5 Shareholders
Holder
Kohlberg Kravis Roberts & Co. LP
T. Rowe Price Associates
FMR LLC
Lord Abbett & Co.
Arrowpoint Asset Management LLC
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Shares
4,750,000
1,201,124
1,176,683
774,464
663,806

% Out
26.96%
6.82%
6.68%
4.40%
3.77%
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Noodles & Company (NDLS)
August 29, 2014
Richard Bernard

Domestic Consumer Discretionary

Noodles & Company. (NASDAQ: NDLS) operates fast-casual restaurants offering noodle and pasta
dishes. The company was started in Denver, CO in 1995 with the goal of delivering fresh ingredients
from around the world all under one roof. Noodles primarily competes with other fast-casual restaurants
such as Chipotle (CMG), Potbelly (PBPB), and Panera (PNRA). The company operates approximately
410 restaurants, with 345 (84%) being company owned and 67 (16%) franchise locations, across 29
states in the U.S. The company is headquartered in Broomfield, CO and has approximately 8,200
employees.
Price ($): (8/22/14)
21.84
Price Target ($):
15.57
52WK H-L ($):
49.75-19.54
Market Cap (mil):
649.76
Float (mil):
32.34
Short Interest (%):
26.50%
Avg. Daily Vol (3month):
364,023
Dividend ($):
Yield (%):
-

Beta:
WACC
M-Term Rev. Gr Rate Est:
M-Term EPS Gr Rate Est:
Debt/Equity:
ROA:
ROE:
P/S:
EV/EBITDA

1.00
9.54%
15.00%
18.00%
5.07%
5.68%
8.46%
1.78
16.02

FY: December
Revenue (Mil)
% Growth
Gross Margin
Operating Margin
EPS (Cal)
FCF/Share
P/E (Cal)

2013A
347,140
16.78%
73.81%
4.06%
0.22
(0.36)
88.78

2014E
399,120
14.97%
73.67%
4.58%
0.37
(0.39)
59.38

2015E
459,103
15.03%
73.86%
4.82%
0.45
(0.27)
49.05

Recommendation
Since its IPO in June 2013, Noodles & Company has had relatively strong sales growth and has
continuously been opening new restaurants. In January 2013, the company had 327 total restaurants in
operation and the rapid expansion has lead them to the current total of 410. Management is currently
sticking with their plan to open approximately 55 new restaurants in 2014 (45 company owned and 10
franchise locations), which would bring the total to 435 restaurants in operation by year end. The
company’s revenues, however, do not seem to be experiencing the same rapid growth as their store count.
In 2013 total revenues grew by 16%, while comparable restaurant sales grew at 3%. 2014 estimates have
the company growing by 15% with comparable store sales down 2.2% for franchise restaurants, and 1%
for company owned restaurants. The fast-casual dining segment makes up about 25% of the fast food
industry and more competitors are entering the market regularly, with already well establish competition
such as Chipotle and Qdoba continuing to dominate the market and grow their market share. For these
reasons a sell recommendation is offered for NDLS from the AIM Equity Fund with a price target of
$15.57, representing a potential downside of 29%.
Investment Thesis
 Intense Competition. The fast-casual dining segment of the fast food industry is rapidly growing
and competition is fierce. Companies like Chipotle, Panera, and Panda Express are more
established and have a larger customer base than Noodles. If the company is unable to react to
the increasing competition, their bottom line could be negatively impacted in the future.
 Comparable Restaurant Sales in Doubt. In the first quarter of 2014, comparable restaurant
sales decreased by 1.4% for company owned stores and 3.3% in franchise locations. The
company attributed the quarterly decrease to the adverse weather conditions. In the second
quarter comparable restaurant sales were down 2.2%, due to weaker sales in the Mid-Atlantic
region (where 22% of their business are located). Chipotle has seen a 17% increase in
comparable restaurant sales so far in 2014, while Panera has seen a 2% increase.
 Dependence on Restaurant Expansion. In 10-15 years the company estimates it will have
opened approximately 2500 total restaurants in the United States, up from the current levels of
410. In order to meet these growth expectations, the company would have to begin to increase the
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number of locations opened each year. If the company were not able to open a consistent number
of restaurants annually due to adverse business conditions, its long term growth potential would
be significantly compromised.
Valuation
In order to reach an intrinsic value for NDLS, a five year discounted cash flow model and a comparative
P/E multiple were conducted. Using a terminal growth rate of 4% and a WACC of 9.54% resulted in a
valuation of $9.01–well below the current market price of $22. A sensitivity analysis on both the terminal
growth rate and WACC provided for a range between $6.51 and $13.37. Using an industry average P/E
multiple of 59x and a 2014 estimated EPS of $0.37, a value of $22.12 was obtained. By weighing the
DCF model 50%, the P/E multiple 50%, a price target of $16.60 was established. The company does not
currently pay a dividend.
Risks
 Potential Longer Term Growth. If comparable store sales can return to 3-4% annually as seen
in 2012 and 2013, and Noodles continues its projected expansion of about 50 restaurants per year,
then long term revenues could grow faster than expected. Revenues in 2013 grew 17% along
with 3% comparable sales growth. Management expects the company to return to these level of
sales soon and the company is investing more money in promotional activities for the second half
of 2014 to increase awareness.
 Increasing Fast-Casual Dining Trend. The fast-casual dining industry is growing rapidly and
continues to outpace the casual and fast food dining industries. In 2013, it is estimated that the
fast casual dining industry grew 11%, while other limited service restaurants grew at only 3.5%.
The higher quality of food prepared at fast-casual restaurants in comparison to fast food is the
main driver of this industry, coupled with an average meal costing only $8.
 Stronger Than Projected Macroeconomic Growth. If the U.S. economy grows faster than the
expected 2.5% annual rate, the restaurant industry could see higher than expected traffic as well.
Increasing consumer confidence and discretionary spending in the latter part of the year could
drive comparable restaurant sales up, and lead to greater top line growth.
Management
Kevin Reddy, has been the CEO of Noodles & Company since 2006, and has served as the Chairman of
the Board and COO. Prior to joining the company, he was the COO of Chipotle and he has also held
many management positions at McDonalds. Reddy has been an integral part of the company’s success up
to this point. He has received a number of awards including being named "Entrepreneur of the Year" by
Restaurant Business Magazine in 2009 and "All-Star CEO" in 2012 by Restaurant Finance Monitor.
Keith Kinsey has been the President and COO since 2012, and prior to joining Noodles & Company was
also an executive at Chipotle.
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Ownership
% of Shares Held by All Insider and 5% Owners:
% of Shares Held by Institutional & Mutual Fund Owners:

n/a
n/a
Source: Yahoo! Finance

Top 5 Shareholders
Holder
Catterton Management Company, L.L.C.
Public Sector Pension Investment Board
Artisan Partners Limited Partnership
Eagle Asset Management Inc
Franklin Resources, Inc
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Shares
% Out
8,356,136
29.60%
1,971,670
6.98%
1,251,630
4.43%
1,159,555
4.11%
1,139,406
4.04%
Source: Yahoo! Finance
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