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In 2015-2017, Hudson Global (HSON) installed a new Board and management team and 
initiated a strategic review process.  In 2015, Hudson appointed a new CEO and CFO, all 
legacy Board members left and Jeff Eberwein (a top shareholder at the time and current 
CEO) was named Chairman of the Board.  In addition to implementing specific measures to 
improve stockholder rights, the company initiated a strategic review aimed at further 
enhancing shareholder value, particularly through the potential divestiture of non-core 
businesses; from mid-2015 through 1Q:18, the company sold five business units that yielded 
approximately $65 million in gross proceeds.                 

HSON emerged as a pure-play Total Talent Solutions (TTS) provider...Upon completing 
the 1Q:18 divestitures/exit from the agency recruitment business, HSON’s focus turned 
entirely to its recruitment process outsourcing (RPO) operations with footholds in the Asia 
Pacific region (54% of 1Q:19 revenue), Europe (27%) and the Americas (19%).  RPO is a 
subcomponent of the business process outsourcing (BPO) and human capital management 
(HCM) subsectors and is defined as when an employer engages an outside service provider 
to perform all or part of its recruitment processes; in most cases, the external partner 
replaces work performed by in-house teams and/or outside recruitment agencies, at a lower 
average cost per hire.  We view RPO as an emerging industry in the BPO and HCM space, 
notably across Europe and the Asia Pacific region, HSON’s top markets.      

…that is well positioned in the global recruitment process outsourcing (RPO) market.  
In our view, the shift to an RPO-only model was a sound strategic move for the company 
given:  HSON’s roughly 20-year history as an RPO provider; according to Acute Market 
Reports, the global RPO market is estimated to expand 10%-15% per year in 2017-2025; the 
leaner cost structure in operating as an RPO company (compared with a recruitment 
agency); and the longer-term client contracts (typically three years), high recurring 
revenue and retention (85%-plus) and counter-cyclicality inherent in the RPO model.   

Several recent client wins and cost reduction efforts…On the 1Q:19 earnings conference 
call in May, management stated that the business was building momentum, particularly as 
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FCF Per Share (2021E)*  $1.15* 
FCF Yield (2021E) 10.2% 
Net Cash Per Share (2021E) $11.05 

Price to Book Value 1.0x 
Return on Equity (2021E) 11.6% 
Total Debt to Capital Nil 
Interest Coverage Ratio N/A 

Short Interest % 0.2% 
Short Interest Days To Cover 1.4 

Russell 2000 1,555 
Russell 2000 -  Last 12 Months -7.2% 
HSON -  Last 12 Months -31.8% 

 

   2018        2019E 2020E 2021E
Mar.        ($0.90)  ($0.54)A  ($0.21) ($0.15)      
June (0.42)       (0.04)      0.28      0.45 
Sep.      (0.25)      0.18      0.30      0.47 
Dec.      (0.06)      0.24 0.34 0.53

EPS ($1.60)          ($0.16)      $0.71      $1.30 
   
P/E                  NM      15.8x 8.7x      
Adj. EBITDA-RPO (mil.)      $4.2  $4.8        $7.4               $9.5      
               

Note: NR = Not Rated.  Risk Ratings:  H = Highly risky; M = Moderately risky.  2018 exclude $4.00 from the net gain on sale of three non-core 
businesses less losses from discontinued operations.  1Q:19 exclude $0.04 loss from discontinued operations.  2018 include $0.33 and 2019-
2021E include $0.22 annually of stock-based compensation expense.  *FCF excludes the add-back of stock-based compensation expense.  
Sum of quarterly EPS may not equal full-year total due to rounding and/or changes in share count.  NC = Not covered by Sidoti & Co., LLC.    

Year 2012 2013 2014 2015 2016 2017 2018 2019E 2020E 2021E 
Rev.(Mil.) $655.9 $562.6 $581.2 $463.2 $422.7 $59.6 $66.9 $100.3 $121.4 $133.9 

GAAP EPS* ($1.66) ($9.35) ($4.02) $0.68 ($2.65) ($0.92) $2.40 ($0.20) $0.71 $1.30 
* GAAP EPS are adjusted to reflect a 10-for-1 reverse split in June 2019.  2012-2016 include restructuring charges and gains from asset sales.  
2017 and 2018 revenue adjusted to reflect the absence of discontinued operations. 
Description: Hudson Global Inc. (www.hudsonrpo.com) provides customized recruitment process outsourcing (RPO) and total talent solutions 
(TTS) to companies worldwide under the brand name Hudson RPO.  Following the early-2018 divestiture of three agency recruitment 
businesses, the company now operates three RPO segments: Hudson Asia Pacific (54% of 1Q:19 revenue), Hudson Americas (19%) and 
Hudson Europe (27%).  Headquarters are in Old Greenwich, CT.        
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new client wins across all regions were beginning to come online.  Of note, HSON won an RPO contract covering North and 
Central America, which went live in March.  The company also won an RPO engagement in the Netherlands, expected to go live 
in July.  Lastly, Hudson inked a large managed service provider (MSP) project in April with an Asia-based technology company 
to manage the client’s temp workers and contractors; given the nature of an MSP contract, revenue will be inflated due to labor 
cost pass-throughs since the payroll and direct costs of the contractors are accounted for above the gross profit line, whereas 
delivery costs for RPO projects are mainly below the gross profit line.  Management is also focused on leveraging the lower cost 
structure inherent in an RPO-only business; this is evidenced by success on the corporate cost line – corporate expense was 
$8.1 million in 2018, but only $1.2 million in 1Q:19; management guided to roughly $4 million for full-year 2019.       

…suggest to us that sustained profitability and cash generation are likely in 2H:19 and beyond.  While the contract ramp 
ups increased costs (and hurt margins) in 1Q:19 and were likely a slight drag through June, we estimate close to breakeven 
results for 2Q:19 since margins rapidly benefited as the projects came online and from the leaner cost structure.  We estimate 
these trends will accelerate through 2021, but note there is seasonality inherent in the industry with the reset in payroll taxes 
typically producing an operating loss in the first quarter of each year.  To reflect the new client wins (notably the MSP project that 
started in 2Q:19) and expansion in the existing base of business, we project revenue surges 50% this year to $100 million, from 
$67 million in 2018, and a net loss of just $529,000 ($0.16 per share) for 2019, compared with $5.3 million ($1.60) in 2018.  We 
model gross profits of $47 million, up 11% year over year (guidance is for greater than 10%), an increase in adjusted EBITDA 
before corporate costs of 14% to $4.8 million (guidance is 10%-plus) and adjusted EBITDA of $17,000 (guidance is greater than 
breakeven).  For 2020 and 2021, we forecast 21% and 10% revenue gains, respectively, to $121 million and $134 million.  Given 
our margin assumptions, we project net income of $2.3 million ($0.71 per share) for 2020 and $4.2 million ($1.30) for 2021.                    

HSON’s balance sheet is solid, in our view, with no debt and $30 million ($9.21 per share) of cash on the books at the 
close of 1Q:19, helped by the 2018 divestitures.  We estimate positive cash generation starting in 2H:19, with a free cash 
outflow (excluding the add-back of stock-based compensation expense) of $4.6 million ($1.42 per share) in 2019 (there was an 
outflow of $6.4 million in 1Q:19, suggesting sequential improvement and positive cash generation as the year progresses) from 
an outflow of $17.5 million ($5.33) in 2018.  Given our profitability outlook and stable working capital assumptions, we forecast 
free cash inflows of $1.7 million ($0.53) for 2020 and $3.7 million ($1.15) for 2021.  We forecast HSON will end 2021 with net 
available cash of $36 million ($11.05 per share) and no debt.   

We initiate coverage of Hudson Global, Inc. (HSON) with a $26 price target and Moderately Risky rating.  We are upbeat 
about HSON’s prospects through 2021, encouraged by the move to an RPO-only platform, the improving traction and client wins 
across all regions, the success in cutting-costs and the return to sustained profitability and cash generation that we forecast 
starting in 2H:19.  Despite the recent positive developments, HSON shares fell 32% in the past 12 months (near a 52-week low), 
compared with a 7% decline in the Russell 2000 Index.  We also note that the shares have a book value of $11.85 per share; 
since we do not foresee the company burning cash beyond 1H:19, we view $11 as a floor.  We contend that the share price 
provides an attractive entry point for investors, as we think definitive signs that sustained profits are near (starting in 3Q:19, by 
our estimate) will serve as a catalyst for the stock.  We find it fair to value the shares at 20x; this is a discount to our 5-year EPS 
CAGR projection of 35% (2020 base year) as it better approximates the annual EPS advances we forecast for 2022-2025.  
Therefore, if we apply a 20x multiple to our 2021 EPS estimate of $1.30, we arrive at a $26 price target.  

Company Background and History 
 
Hudson Global, Inc. provides specialized recruitment and 
Total Talent Solutions (TTS), operating under the brand 
name HudsonRPO.  Through three operating segments – 
Hudson Asia Pacific (54% of 1Q:19 revenue), Hudson 
Europe (27%) and Hudson Americas (19%) segments – 
the company provides recruitment process outsourcing 
(RPO) services including permanent recruitment, 
contracting and talent management.  Target clientele 
include professional, white-collar roles across the 
Pharmaceutical, Life Sciences, Financial Services, 
Industrial, Manufacturing and Tech sectors.  HSON’s 
“sweet spot” is working with companies that hire 500-
1,000 employees per year.  The split between “on-site” 
and “off-site” work is 50/50.  For “off-site” engagements, 
HSON maintains three Centers of Excellence in the 
Philippines, China and Scotland.  
 
HSON became a publicly traded company in 2003 
following a spinoff from TMP Worldwide (better known as 
Monster.com).  From then until 2013, the company 
attributed a poor business structure and strategy to 

lackluster operating and financial performance that fell 
well short of the peer group.  This resulted in current CEO 
Jeff E. Eberwein (then a 9% shareholder through his 
Lone Star Value Management fund) launching a proxy 
contest in 2013-2014 to gain representation on the Board; 
Mr. Eberwein and current Chairman Richard K. Coleman, 
Jr. subsequently joined the Board in 2014.  Insiders own 
13% of the shares outstanding. 
 
HSON’s 2015-2018 Transformation.  In 2015, Hudson 
replaced the CEO and CFO, all legacy Board members 
left and Mr. Eberwein was named Chairman.  In addition 
to implementing a series of shareholder-friendly 
measures – for example, annual director elections, 
elimination of supermajority voting requirements, a plan 
to protect the NOL assets – the company announced a 
$10 million share repurchase plan in July 2015 ($2.3 
million left at the end of 1Q:19) and paid two cash 
dividends to shareholders totaling $3.4 million in 2016.  
Also, in March 2019, the company completed a tender 
offer for 2.47 million shares (pre-adjusted for a 10-for-1 
reverse split in June) at an aggregate cost of $3.7 million 
($1.50 per share, pre-split). 
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The Board also initiated a strategic review process in 
2015 to explore all options that would enhance 
shareholder value, including the potential divestiture of 
non-core business units.  In the middle of that year, 
HSON announced the sale of the Netherlands unit (via a 
local management buyout) and U.S. IT staffing business 
(to Mastech Digital [NYSE: MHH, NC]) for approximately 
$26 million combined.  Then in December 2017, HSON 
announced it was divesting three other units and fully 
exiting the agency recruitment business to focus solely 
on the global RPO operations; all three sales were 
completed at the end of 1Q:18, with the company 
receiving gross proceeds of $39 million.   
 
Management Team.  Corresponding with the announced 
completion of the three non-core divestitures, HSON 
appointed Mr. Eberwein to the CEO position, succeeding 
former CEO Stephen A. Nolan who retired; prior to 
becoming CEO, Mr. Eberwein was CEO of Lone Star 
Value Management, LLC, an investment firm he founded 
in 2013.  The company has three COOs that manage/run 
the day-to-day operations of the regional business units: 
Kimberley Hubble in APAC (with Hudson for 19 years), 
Lori Hock in the Americas (six years), and Darren 
Lancaster in EMEA (eight years).  They have an average 
26 years each of industry experience.   
 
RPO Industry Overview  
 
RPO is a form of Business Process Outsourcing (BPO) in 
which an employer transfers all or part of its recruitment 
processes to an external service provider.  Relative to 
staffing companies and contingent search providers, RPO 
assumes ownership of the design and management of 
the recruitment process, as well as the responsibility for 
results.  Ultimately, an RPO provider acts as an extension 
of a company’s HR department, either on-site or off-site, 
and is often utilized for high-volume recruitment.   
 
We find that the RPO industry is still in the early 
innings of the adoption cycle as there appeared to be 
an accelerating shift away from agency or in-house 
recruiting worldwide in recent years.  According to 
Staffing Industry Analysts Buyers Survey Global 
Response 2017, the primary factors driving RPO demand 
are: improved recruitment efficiency, reduction in costs, 
more scalable hiring platform, better accommodation of 
spikes in demand and improved quality of hires.  We also 
find that the current global labor market environment – 
more job openings available relative to talent/candidates 
to fill them – is favorable to the RPO industry.    
 
Per an industry report from Acute Market Reports, the 
global RPO market was estimated at approximately $5 
billion in 2017 and is projected to expand at a CAGR of 
10%-15% in 2017-2025.  This is also classified as a 
highly fragmented market where no one provider has 
greater than 10% share.  Furthermore, the Acute report 
noted that RPO is popular in North America and Europe 
(with adoption of these services dating back to the early-
2000s), but Asia Pacific (HSON’s top market) is 
estimated to “emerge as the fastest growing market for 
RPO, in terms of revenue and adoption, in coming years”.  
Additionally, a 2018 report by global market research 

company Technavio notes that the RPO market in APAC 
is expected to grow at a 21% CAGR from 2018-2022, 
outpacing the prospects for the Americas and Europe; we 
anticipate HSON’s APAC operations will follow this 
pattern as well.     
 
HSON’s Strategy And Operational Targets 
 
According to management, the company’s strategy 
involves growing the RPO footprint and taking share, 
while further reducing corporate overhead costs.  The 
company also wants to maximize shareholder value 
through potential acquisitions and share repurchases.   
 
On the operations front, Hudson intends to further 
penetrate and expand the existing roster of clients, enter 
new markets and add new clients to then “land and 
expand”.  Since the start of 2018, the company added to 
the sales headcount; this focus on investing internally for 
growth paid rapid dividends, as several new and notable 
clients wins were recently announced (discussed in the 
Regional Overview section).   
 
The company is also having success in reducing 
overhead expenses and the complexity that was left over 
from the legacy businesses.  Management guided for a 
reduction in corporate expenses to around $4 million in 
2019, from $8.1 million in 2018, with no effect on 
revenue, margins or growth. 
 
Regarding acquisitions, management will not make any 
deals involving “growth for growth’s sake”.  The focus will 
be on expanding capabilities, skill sets, capacity and the 
geographic footprint.  Management intends to utilize its 
NOLs, where applicable, to increase the ROI on internal 
investments and acquisitions; the company had a $310 
million U.S. Federal Tax NOL at the end of 2018, which 
could yield up to $65 million in potential taxes saved if 
utilized.  Lastly, on the share buyback front, management 
will be opportunistic; the company completed a tender 
offer for 2.47 million shares (pre-split adjusted for the 
June 10-for-1 reverse split) at an aggregate cost of $3.7 
million ($1.50 per share, pre-split) and has $2.3 million 
left on a current share repurchase authorization.  
 
Management also has several financial targets:  be 
profitable in 2019 (we model a turn to profitability in 
2H:19) and achieve an adjusted EBITDA/gross profit 
margin of 20% longer-term; for this metric, 
management calculates adjusted EBITDA excluding 
corporate costs, which is in line with peers and the 
industry standard.  Given the business mix of RPO 
recruiting and contracting/MSP work, management (and 
peers) typically direct investors’ attention to gross profit 
(rather than revenue).  We estimate HSON will achieve 
sustained profitability starting in 2H:19, with steady rises 
in the adjusted EBITDA/gross profit margin.   
 
Regional Overview And Outlook   
 
Hudson Asia Pacific (54% of 1Q:19 revenue).  This 
region is considered HSON’s “crown jewel” and where we 
see the strongest growth potential through 2021; we 
estimate the region’s share of revenue will increase to 
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69% in 2H:19 following the implementation of an MSP 
contract in 2Q:19.  Management notes that there is strong 
market adoption for RPO in Australia (where the 
company has a top market share), China, Hong Kong and 
Singapore; all are HSON markets.  Adjusted for the 
1Q:18 divestitures, revenue from the Asia Pacific 
operations grew 24% (27% on a constant currency basis) 
to $37 million in 2018.   
 
In 2Q:19, a large MSP contract that calls for HSON to 
manage the contractors for an Asia-based technology 
company went live.  As noted, revenue is inflated for MSP 
work due to labor cost pass-throughs as the payroll cost 
of contractors and MSP projects are accounted for above 
the gross profit line (this is why MSP work garners lower 
gross margins than RPO projects where delivery costs 
are mainly below the gross profit line).  As a result of this 
contract, as well as expansion in the existing base of 
business, we forecast segment revenue of $66 million in 
2019, but the gross margin contracting to about mid-30%, 
from the upper-50% range in 2018.  We estimate 
segment revenue will advance at a two-year CAGR of 
18% through 2021, with stable margins. 
 
Hudson Europe (27%).  Management notes that Europe 
is a more mature market than APAC, with the U.K. large 
and well-developed.  However, the company is seeing an 
emerging market in continental Europe across a base of 
large multinational businesses; HSON cites particular 
strength in the Life Sciences, Financial Services and 
Manufacturing sectors.  Segment revenue was up 17% 
(13% constant currency) year over year in 2018 to $16 
million.  Bolstered by expansion with existing clients and 
a new RPO engagement in the Netherlands (expected to 
go live in July), we forecast a 17% annual revenue 
advance to almost $19 million in 2019.  For 2020 and 
2021, we model year-over-year advances in the upper-
single digits, with mid 50% segment gross margins. 
 
Hudson Americas (19%).  Although the smallest division 
based on revenue, management eyes significant growth 
opportunities here.  HSON has a strong RPO foothold in 
the Life Sciences, Financial and Business Services 
sectors.  The company also sees a growing presence in 
Canada and Latin America of multinational companies 
creating regional hubs.  However, for 2018, slightly 
weaker volume from existing clients and a media client’s 
engagement that ended in late-1Q:18 led to a 14% 
annual revenue decline to $14 million.  This pressure 
persisted slightly through 1Q:19, but the company since 
won an RPO engagement covering North and Central 
America, which went live in March.  As a result, we 
forecast an 11% revenue increase for full-year 2019 to 
more than $15 million, and 11%-12% gains for 2020 and 
2021.  In the Americas, there is mostly RPO project-
based work, with gross margins that hover around 90%.  
 
Competitive Landscape 
 
As is common for the BPO and HCM industry, the global 
market for RPO services is highly competitive.  While we 
calculate HSON has approximately a 2% global market 
share (based on our 2019 revenue estimate), the industry 
is highly fragmented with no player having more than a 

10% share.  Looking at publicly-traded companies, we 
view Korn Ferry’s Futurestep division (NYSE: KFY, BUY; 
roughly $330 million in annual revenue) and TrueBlue’s 
PeopleScout arm (NYSE: TBI, NC; $250 million) as 
HSON’s closest RPO comps, but cannot directly compare 
them in terms of valuation as these firms’ results include 
other, larger businesses/divisions outside of RPO.  We 
nonetheless think Futurestep is a good proxy for HSON 
given its focus on the professional, white-collar market 
and highlight the leverage in this business in the past five 
years – revenue grew 141% from the end of F2014 
through F2019, but EBITDA advanced 223%.  We think 
HSON can achieve similar economies of scale over time.  
 
There was some M&A activity across the industry in 
recent years, but more with privately-held companies.  Of 
note, regional “mom and pop” RPOs sold at 5x-7x trailing 
adjusted EBITDA, bigger regional players sold for 8x-10x 
and large, global businesses sold for 12x-14x; we would 
categorize HSON as a growing, global player.      
 
Recent Results 
 
In 2018, revenue (adjusted to reflect the company as a 
standalone RPO business) advanced 12% (13% constant 
currency) to $67 million, with strength in APAC and 
Europe offsetting weakness and the end of a client 
engagement in the Americas.  Management sold the non-
core agency divisions and carved out the RPO business 
while engaging in other right-sizing activities and cost-
cutting initiatives.  These actions resulted in higher 
compensation-related expenses (to the former CEO and 
two other executives) and a spike in other corporate-
related costs to create new legal entities and business 
licenses for the standalone RPO operations in each 
country.  As a result, HSON posted a net loss from 
continuing operations of $5.3 million ($1.60 per share), 
compared with a 2017 net loss of $2.8 million ($0.89).  
 
In 1Q:19, revenue was flat year over year, but up 9% on 
a constant currency basis, with solid growth throughout 
Asia that was offset by weakness in the Americas.  
Management stated that business was gaining 
momentum and noted new client wins across all regions 
were coming online.  Despite rapid success in trimming 
corporate overhead (to $1.2 million, from an average of 
$2 million per quarter in 2018), costs tied to the program 
ramp ups weighed on margins.  HSON, nonetheless, was 
successful in narrowing the net loss from continuing 
operations to $1.8 million ($0.54) in 1Q:19 from $2.9 
million ($0.90) in the prior-year period. 
 
Financial Outlook  
 
While we think a modest drag from new client ramp ups 
persisted into 2Q:19, we estimate results close to 
breakeven for the quarter.  Driving this, in our view, were 
stronger margins inherent in the business as contracts go 
live, as well as ongoing corporate cost reductions.  
Furthermore, we envision these trends will persist and 
accelerate, and thus think HSON will achieve sustained 
profitability and cash generation as soon as 2H:19 
(excluding the seasonality inherent in the industry when 
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the reset in payroll taxes typically produces an operating 
loss in the first quarter of each year).   
 
For full-year 2019, we forecast 50% revenue growth to 
$100 million following gains in the existing client base, as 
well as the new client wins, notably the Asia-based 
technology client’s MSP project (which inflates revenue 
due to labor cost pass-throughs) that went live in 2Q:19.  
We also project a net loss from continuing operations that 
narrows by 90%, year over year, to $529,000 ($0.16 per 
share), from $5.3 million ($1.60) in 2018.   
 
We note that our estimates for 2019 fall within 
management’s guidance:  gross profit of $47 million, or 
an 11% year-over-year advance (guidance is for greater 
than 10%), a 14% rise in adjusted EBITDA before 
corporate costs to $4.8 million (guidance is 10%-plus) 
and adjusted EBITDA of $17,000 (guidance is greater 
than breakeven).   
 
For 2020 and 2021, we project organic revenue advances 
of 21% and 10%, respectively, to $121 million and $134 
million.  We estimate meaningful declines in cost ratios 
will lead to operating income of $1.7 million in 2020 and 
$3.8 million in 2021, compared with an estimated 
operating loss of $1.1 million in 2019.  Thus, we project 
an operating margin of 1.4% in 2020 and 2.8% in 2021.  
Assuming an annual tax rate of 10%, we estimate net 
income of $2.3 million ($0.71 per share) for 2020 and 
$4.2 million ($1.30) for 2021.   
 
Given HSON’s mix of business, management urges 
investors to focus on gross profit (rather than revenue), 
as well as adjusted EBITDA (before corporate costs) as a 
percentage of gross profit (instead of revenue).  When 
evaluating this metric, we estimate an adjusted EBITDA 
(pre-corporate costs) to gross profit margin of 10.2% in 
2019, 13.5% in 2020 and 15.5% in 2021, from 9.9% in 
2018; management’s long-term target is 20%. 
 
Balance Sheet And Cash Flow  
 
HSON’s financials are solid, in our view.  Following the 
early-2018 divestitures, the company bolstered its cash 
position and ended 1Q:19 with $30 million ($9.21 per 
share) of net cash and no outstanding debt.  
Furthermore, we envision a turn to sustained cash 
generation on par with a 2H:19 return to profitability.  We, 
thus, forecast a free cash outflow (excluding the add-back 
of stock-based compensation expense) of $4.6 million 
($1.42 per share) in 2019 (there was an outflow of $6.4 
million in 1Q:19), from an outflow of $17.5 million ($5.33) 
in 2018.  Due to our profitability forecasts and stable 
working capital assumptions, we estimate free cash 
inflows of $1.7 million ($0.53 per share) for 2020 and $3.7 
million ($1.15) for 2021.  We forecast HSON will end 
2021 with net cash of $36 million ($11.05) and no debt.   
 
We envision a capital allocation strategy that 
encompasses share buybacks, reinvestment in growth 
across all regions (i.e., tech/platform upgrades, key sales 
personnel), and acquisitions (not reflected in our model 
given the difficulty in projecting the size and timing of 
deals).  There is $2.3 million left on the current share 

buyback authorization after the company repurchased $4 
million of stock in 1Q:19 through open market 
transactions and after a March 2019 tender offer for 2.5 
million shares for $3.7 million ($1.50 per share, pre-split-
adjusted).  We estimate share repurchases of $5 million 
in 2019 and $1 million annually in 2020 and 2021.   
 
Risks   
 
A global recession, notably in APAC.  We see recession-
resilient, counter-cyclical qualities across the RPO industry, 
given the cost advantages inherent in utilizing an RPO 
provider, compared with an in-house HR team or recruitment 
agency, as well as companies’ tendency to cut internal HR-
related expenses first during downturns.  However, we 
caution that a severe economic downturn, either regionally 
or globally, could sap hiring demand and/or company 
budgets related to all recruitment activity. 
 
Client concentration.  HSON’s top 25 clients generated 
more than 90% of 2018 revenue, with one client accounting 
for 44%; this is a long-term client, with a strong relationship 
with HSON, that generates stable and recurring revenue.  
Following the addition of the 2Q:19 MSP contract (a 3-year 
engagement), we calculate two clients will represent more 
than 50% of annual revenue, but estimate this percentage 
will decline over time as new clients are added to the mix.  
Nonetheless, should HSON lose either client, it could result 
in significantly lower revenue and profitability.  
 
Valuation  
 
We are encouraged by the recent transformation at Hudson 
Global, and contend that the move to an RPO-only platform 
(the company’s core competency, in our view) was a sound 
strategic decision.  Furthermore, we find the company on the 
precipice of sustained profitability given an installed global 
footprint and client base, new logos that are coming online 
and an asset-light business model with minimal investment 
needed to build scale. 
 
In the past 12 months, HSON shares traded off 32% (now 
near a 52-week low), compared with a 7% decline in the 
Russell 2000 Index, and now trades below book value of 
$11.85 per share (as of the end of 1Q:19).  We contend the 
shares are oversold and forecast significant upside as 
investors get confirmation that business conditions stabilized 
in the existing base of clients, the new engagements are 
contributing to results, and sustained profits and cash 
generation are achievable in the near-term (as soon as 
3Q:19, by our estimate).  
 
Our 5-year EPS CAGR projection is 35% (2020 base year).  
We, nonetheless, value the shares at 20x, which better 
approximates the annual EPS growth we forecast for 2022-
2025.  We, thus, apply a 20x multiple to our 2021 EPS 
estimate of $1.30 to arrive at a $26 price target.   
 
The Moderately Risky rating reflects HSON’s sound financial 
profile ($30 million in net cash, no debt), our expectation that 
sustained profitability and cash generation will begin in 
2H:19 and the company’s growing roster of clients. 
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Table 1: Hudson Global, Inc. Income Statement ($ in thousands)           
 

2017 Mar Jun Sep Dec 2018 MarA JunE SepE DecE 2019E MarE JunE SepE DecE 2020E 2021E

Revenue 59,615$     16,215$     17,015$     17,127$    16,575$    66,932$    16,187$    26,150$    28,950$    29,050$     100,337$  26,500$    30,100$    32,250$    32,500$    121,350$  133,850$  
Direct Costs 17,555       6,061         6,214         6,246         6,307         24,828       6,791         14,778       16,308       15,911       53,787       14,790       16,320       17,524       17,660       66,294       72,163       

Gross Profit 42,060       10,154       10,801       10,881     10,268     42,104     9,396       11,373     12,642     13,140       46,550     11,710     13,780     14,726     14,841     55,057     61,687     
Operating Expenses:

Salaries and Related 35,040       10,359       9,303         8,925         8,388         36,975       9,172         9,414         9,800         10,080       38,466       10,600       10,670       11,336       11,278       43,884       47,630       
Other Selling, General and Administrative 8,577         2,453         2,755         2,696         2,426         10,330       2,188         2,223         2,316         2,324         9,051         2,054         2,258         2,499         2,519         9,329         10,113       
Depreciation and Amortization 361            -             2                1                13              16              18              20              22              25              85              27              30              33              37              127            190            

Total Operating Expenses 43,869       12,812       12,060       11,622       10,827       47,321       11,378       11,657       12,138       12,429       47,602       12,681       12,958       13,868       13,833       53,340       57,932       
Operating (Loss) Income (1,809)        (2,658)        (1,259)        (741)         (559)         (5,217)      (1,982)      (284)         504           710            (1,052)      (971)         822          858          1,007       1,716       3,755       

Interest Income, net (8)               -             60              102            136            298          313            200            200            200            913          250            250            275            275            1,050       1,150       
Other Expense, net (158)           (67)             (45)             (72)             (64)             (248)         (37)             (50)             (50)             (50)             (187)         (50)             (50)             (50)             (50)             (200)         (200)         

(Loss) Income Before Income Taxes (1,975)        (2,725)        (1,244)        (711)         (487)         (5,167)      (1,706)      (134)         654           860            (326)         (771)         1,022       1,083       1,232       2,566       4,705       
Income Tax (Benefit) 869            172            109            112            (294)           99              65              (13)             65              86              203            (77)             102            108            123            257            471            

Net (Loss) Income for Continuing Ops (2,844)        (2,897)        (1,353)        (823)         (193)         (5,266)      (1,771)      (121)         589           774            (529)         (694)         920          975          1,109       2,310       4,235       
(Loss) Income from Discontinued Ops, net (97)            13,618       (11)            (47)            (427)          13,133       (131)          (131)          -            -            

Net (Loss) Income (2,941)       10,721       (1,364)       (870)          (620)          7,867         (1,902)       (121)          589            774            (660)          (694)          920            975            1,109         2,310         4,235                    
Diluted (Loss) EPS from Continuing Ops (0.89)$        (0.90)$        (0.42)$        (0.25)$       (0.06)$       (1.60)$       (0.54)$       (0.04)$       0.18$         0.24$         (0.16)$       (0.21)$       0.28$        0.30$        0.34$        0.71$        1.30$        
Diluted (Loss) EPS from Discontinued Ops (0.92)$       3.34$         (0.42)$       (0.26)$       (0.19)$       2.40$         (0.58)$       (0.04)$       0.18$         0.24$         (0.20)$       (0.21)$       0.28$         0.30$         0.34$         0.71$         1.30$         

Avg. Diluted Shares O/S 3,211         3,215         3,228         3,310         3,315         3,285         3,288         3,250         3,250         3,250         3,259         3,250         3,250         3,250         3,250         3,250         3,250         
EBITDA Analysis:
EBITDA (loss) (1,604)        (2,725)        (1,302)        (812)           (610)           (5,449)        (2,001)        (314)           476            685            (1,154)        (994)           802            841            994            1,643         3,745         
Adjusted EBITDA (loss) (511)           (2,194)        (777)           (587)           (337)           (3,895)        (1,780)        136            726            935            17              (744)           1,252         1,091         1,244         2,843         4,945         
Adjusted EBITDA-RPO (pre-corp. expense) 8,165         1,045         1,198         1,009       912          4,164       (286)         1,286       1,776        1,985         4,761       506          2,402       2,191       2,344       7,443       9,545       
Margin Analysis:
Gross Margin 70.6% 62.6% 63.5% 63.5% 61.9% 62.9% 58.0% 43.5% 43.7% 45.2% 46.4% 44.2% 45.8% 45.7% 45.7% 45.4% 46.1%
Salaries and Related as a % of Revenue 58.8% 63.9% 54.7% 52.1% 50.6% 55.2% 56.7% 36.0% 33.9% 34.7% 38.3% 40.0% 35.5% 35.2% 34.7% 36.2% 35.6%
Other SG&A as % of Revenue 14.4% 15.1% 16.2% 15.7% 14.6% 15.4% 13.5% 8.5% 8.0% 8.0% 9.0% 7.8% 7.5% 7.8% 7.8% 7.7% 7.6%
EBITDA Margin -2.7% -16.8% -7.7% -4.7% -3.7% -8.1% -12.4% -1.2% 1.6% 2.4% -1.1% -3.8% 2.7% 2.6% 3.1% 1.4% 2.8%
Adjusted EBITDA (loss) Margin -0.9% -13.5% -4.6% -3.4% -2.0% -5.8% -11.0% 0.5% 2.5% 3.2% 0.0% -2.8% 4.2% 3.4% 3.8% 2.3% 3.7%
Adjusted EBITDA-RPO Margin 13.7% 6.4% 7.0% 5.9% 5.5% 6.2% -1.8% 4.9% 6.1% 6.8% 4.7% 1.9% 8.0% 6.8% 7.2% 6.1% 7.1%
Adjusted EBITDA-RPO as % of Gross Profit 19.4% 10.3% 11.1% 9.3% 8.9% 9.9% -3.0% 11.3% 14.1% 15.1% 10.2% 4.3% 17.4% 14.9% 15.8% 13.5% 15.5%
Operating Margin -3.0% -16.4% -7.4% -4.3% -3.4% -7.8% -12.2% -1.1% 1.7% 2.4% -1.0% -3.7% 2.7% 2.7% 3.1% 1.4% 2.8%
Effective Tax Rate NM NM NM NM 60.4% NM NM 10.0% 10.0% 10.0% NM 10.0% 10.0% 10.0% 10.0% 10.0% 10.0%
Net Margin (from continuing operations) -4.8% -17.9% -8.0% -4.8% -1.2% -7.9% -10.9% -0.5% 2.0% 2.7% -0.5% -2.6% 3.1% 3.0% 3.4% 1.9% 3.2%
Year-Over-Year Comparisons:
Total Revenue Growth -85.9% 15.9% 17.2% 7.7% 8.7% 12.3% -0.2% 53.7% 69.0% 75.3% 49.9% 63.7% 15.1% 11.4% 11.9% 20.9% 10.3%
Gross Profit Growth -75.9% 1.5% 0.9% -2.6% 0.8% 0.1% -7.5% 5.3% 16.2% 28.0% 10.6% 24.6% 21.2% 16.5% 12.9% 18.3% 12.0%
Adjusted EBITDA-RPO Growth   NM -16.8% -30.3% -53.7% -60.0% -49.0% NM 7.3% 76.1% NM 14.3% NM 86.8% 23.3% 18.1% 56.3% 28.2%
Operating Income Growth NM NM NM NM NM NM NM NM NM NM NM NM NM 70.1% 41.8% NM NM
Net Income Growth from Cont. Operations NM NM NM NM NM NM NM NM NM NM NM NM NM 65.5% 43.3% NM 83.3%
Diluted EPS from Cont. Operations NM NM NM NM NM NM NM NM NM NM NM NM NM 65.5% 43.3% NM 83.3%
Sources: Sidoti & Company, LLC estimates; Company reports
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Table 2: Hudson Global, Inc. Statement of Cash Flow ($ in thousands)

2017 Mar Jun Sep 2018 MarA 2019 2020E 2021E
Cash Flows From Operating Activities:

Net (Loss) Income (2,941)$       10,721$      (1,364)$       (870)$          7,867$        (1,902)$       (660)$          2,310$        4,235$        
Depreciation and Amortization 2,748 680 2 1 696 18 85 127 190
Goodwill Impairment 1,909
Provision for Doubtful Accounts 60 37 (7) (2) 19
(Benefit from) Provision for Deferred Income Taxes 339 223 (4) (62) (90) (32)
Stock-Based Compensation 1,293 696 178 458 1,539 184 984 1,000 1,000
Gain on Sale of Consolidated Subsidiaries (14,043) 11 47 (13,861)

Gross Cash Flow 3,408 (1,686) (1,184) (428) (3,830) (1,732) 409 3,437 5,425
Operating Sources (Uses):

Change in Accounts Receivable (7,809) (8,429) (1,022) (513) (6,311) (2,617) (10,442) (2,415) (2,275)
Change in Prepaid and Other Assets 1,165 (412) (170) 380 (190) 484 (1,508) (259) (244)
Change in Accounts Payable, Accrued and Other 7,269 (3,691) (1,153) 486 (4,680) (2,351) 8,147 2,208 2,080
Changed in Accrued Business Reorganization (1,830) (487) (15) 0 (501)

Total Changes in Working Capital (1,205) (13,019) (2,360) 353 (11,682) (4,484) (3,803) (466) (439)
 

Operating Cash Flow 2,203 (14,705) (3,544) (75) (15,512) (6,216) (3,393) 2,971 4,986
CAPEX (1,471) (284) 0 0 (465) (35) (250) (250) (250)

Free Cash Flow 732 (14,989) (3,544) (75) (15,977) (6,251) (3,643) 2,721 4,736
Free Cash Flow (ex Stock-Based Comp) (561) (15,685) (3,722) (533) (17,516) (6,435) (4,627) 1,721 3,736

Cash Flows From Investing Activities
Proceeds From Disposition of Assets, net 27,977 (10) (66) 27,792

Cash Flows From Financing Activities
Borrowings Under Credit Agreements 179,642 59,674 (27) 0 59,647
Repayments Under Credit Agreements (181,204) (51,682) 0 0 (51,682)
Repayment of Capital Lease Obligations (93) (26) (1) 0 (27)
Purchase of Treasury Stock (858) (3) 0 (208) (3,982) (5,000) (1,000) (1,000)
Purchase of Restricted Stock from Employees (5) (67) (467) (14) (548) (36) (500) (500) (500)

Total Cash Flows From Investing and Financing (2,518) 35,876 (508) (80) 34,974 (4,018) (5,500) (1,500) (1,500)

Beginning Cash and Equivalents 22,511 22,006 43,297 39,069 22,006 41,060 41,060 31,967 33,187
Effects of Exchange Rates 1,281 404 (176) (49) 57 51 50 0 0
Change in Cash (505) 21,291 (4,228) (204) 19,054 (10,218) (9,093) 1,221 3,236

Ending Cash and Equivalents 22,006 43,297 39,069 38,865 41,060  30,842 31,967  33,187  36,423
Less: Restricted Cash + Cash from Discon. Ops 16,426 433 428 429 498 576 500 500 500

Ending Cash and Equiv. Available to Shareholders 5,580 42,864 38,641 38,436 40,562 30,266 31,467 32,687 35,923

Per Share Data (Diluted Shares):
Gross Cash Flow 1.06 (0.52) (0.37) (0.13) (1.17) (0.53) 0.13 1.06 1.67
Operating Cash Flow 0.69 (4.57) (1.10) (0.02) (4.72) (1.89) (1.04) 0.91 1.53
Free Cash Flow 0.23 (4.66) (1.10) (0.02) (4.86) (1.90) (1.12) 0.84 1.46
Free Cash Flow (ex Stock-Based Comp) (0.17) (4.88) (1.15) (0.16) (5.33) (1.96) (1.42) 0.53 1.15
Number of Shares (Diluted) 3,211 3,215 3,228 3,310 3,285 3,288 3,259 3,250 3,250
Sources: Sidoti & Company, LLC estimates; Company reports
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Table 3: Hudson Global, Inc. Balance Sheet ($ in thousands)

2017 Mar Jun Sep 2018 MarA 2019E 2020E 2021E
Assets

Current Assets:
Cash and Cash Equivalents 5,580$         42,864$      38,641$      38,436$      40,562$       30,266$      31,467$      32,687$      35,923$      
Accounts Receivable, net 11,545         13,675       14,201       14,500       9,893           12,587       20,335       22,750       25,025       
Prepaid and Other 388             791            1,010         594            671              1,173         2,179         2,438         2,681         
Current Assets - Discontinued Operations 79,530         941              
   Total Current Assets 97,043         57,330       53,852       53,530       52,067         44,026       53,980       57,875       63,630       

Property and Equipment, net 149            170              184            335            458            518            
Operating Lease Right-of-Use Assets 5                639            650            650            650            
Deferred Tax Assets, non-current 324             300            292            350            583              620            750            900            1,050         
Restricted Cash, non-current 372             340            373            352            352              377            400            400            400            
Other Assets 13,901         55              7                 7                10              10              10              
   Total Assets 111,640$     57,970$      54,522$      54,436$      53,179$       45,853$      56,125$      60,293$      66,258$      

Liabilities
Current Liabilities:

Accounts Payable 1,193$         1,780$        806$           1,206$        1,461$         983$           2,615$        2,925$        3,218$        
Accrued Expenses and Other Current 7,259           7,488         8,901         9,561         8,984           7,205         15,978       17,875       19,663       
Operating Lease Obligation, current 297            300            300            300            
Current Liabilities of Discontinued Ops 51,952         1,857         366            61              115              23              -             -             -             
   Total Current Liabilities 60,404         11,125       10,073       10,828       10,560         8,508         18,892       21,100       23,180       

Income Tax Payable, non-current 1,682           1,973         1,978         2,001         1,982           2,036         3,486         3,900         4,290         
Operating Lease Obligations, non-current 342            350            350            350            
Other Non-Current Liabilities 192             894            578            295            150              151            150            150            150            
   Total Liabilities 68,488         13,992       12,629       13,124       12,692         11,037       22,878       25,500       27,970       

Shareholders' Equity
Common Stock 34               34              34              34              36                36              36              36              36              
Additional Paid-In Capital 483,558       484,254     484,432     484,890     485,095       485,279     486,079     487,079     488,079     
Accumulated Deficit (443,419)      (432,698)    (434,062)    (434,932)    (435,552)      (437,454)    (436,212)    (433,902)    (429,667)    
Accumulated Other Comprehensive Loss, net 10,709         185            (244)           (399)           (606)             (541)           (2,670)        (2,934)        (3,174)        
Treasury Stock (7,730)          (7,797)        (8,267)        (8,281)        (8,486)          (12,504)      (13,986)      (15,486)      (16,986)      
   Total Shareholders' Equity 43,152         43,978       41,893       41,312       40,487         34,816       33,247       34,793       38,288       

Liabilities and Shareholders' Equity 111,640$     57,970$      54,522$      54,436$      53,179$       45,853$      56,125$      60,293$      66,258$      
Selected Data:
Working Capital 36,639 46,205 43,779 42,702 41,507 35,518 35,088 36,775 40,450
Current Ratio (times) 1.61 5.15 5.35 4.94 4.93 5.17 2.86 2.74 2.75
ROA (average, ttm) NM NM NM NM NM NM NM 4.0% 6.7%
ROE (average, ttm) NM NM NM NM NM NM NM 6.8% 11.6%
Net Cash per Share 1.74            13.33         11.97         11.61         12.35           9.21           9.65           10.06         11.05         
BV per share 12.34 12.42 11.60 11.43 12.69 11.85 11.08 11.60 12.76
DSO 70 70 69 70 53 64 70 68 68
Sources: Sidoti & Company, LLC estimates; Company reports
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Required Disclosures 

 
      (     -$     )                               
 
  
 
Risks   
 
A global recession, notably in APAC.  We see recession-resilient, counter-
cyclical qualities across the RPO industry, given the cost advantages inherent in 
utilizing an RPO provider, compared with an in-house HR team or recruitment 
agency, as well as companies’ tendency to cut internal HR-related expenses first 
during downturns.  However, we caution that a severe economic downturn, either 
regionally or globally, could sap hiring demand and/or company budgets related to 
all recruitment activity. 
 
Client concentration.  HSON’s top 25 clients generated more than 90% of 2018 revenue, with one client accounting for 44%; 
this is a long-term client, with a strong relationship with HSON, that generates stable and recurring revenue.  Following the 
addition of the 2Q:19 MSP contract (a 3-year engagement), we calculate two clients will represent more than 50% of annual 
revenue, but estimate this percentage will decline over time as new clients are added to the mix.  Nonetheless, should HSON 
lose either client, it could result in significantly lower revenue and profitability.  
 
Valuation  
 
We are encouraged by the recent transformation at Hudson Global, and contend that the move to an RPO-only platform (the 
company’s core competency, in our view) was a sound strategic decision.  Furthermore, we find the company on the precipice of 
sustained profitability given an installed global footprint and client base, new logos that are coming online and an asset-light 
business model with minimal investment needed to build scale. 
 
In the past 12 months, HSON shares traded off 32% (now near a 52-week low), compared with a 7% decline in the Russell 2000 
Index, and now trades below book value of $11.85 per share (as of the end of 1Q:19).  We contend the shares are oversold and 
forecast significant upside as investors get confirmation that business conditions stabilized in the existing base of clients, the new 
engagements are contributing to results, and sustained profits and cash generation are achievable in the near-term (as soon as 
3Q:19, by our estimate).  
 
Our 5-year EPS CAGR projection is 35% (2020 base year).  We, nonetheless, value the shares at 20x, which better 
approximates the annual EPS growth we forecast for 2022-2025.  We, thus, apply a 20x multiple to our 2021 EPS estimate of 
$1.30 to arrive at a $26 price target.   
 
The Moderately Risky rating reflects HSON’s sound financial profile ($30 million in net cash, no debt), our expectation that 
sustained profitability and cash generation will begin in 2H:19 and the company’s growing roster of clients. 

 
  
 
Sidoti & Company.  Sidoti & Company, LLC is a licensed broker/dealer, and publishes research reports about some of the 
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securities it follows.  All research published by Sidoti & Company, LLC is based on public information, or on information from the 
company discussed in the report that that company is required to promptly make public . This report was prepared for market 
professionals and institutional investor customers.  Market professionals and institutional investors should consider this report as 
only one factor in making their investment decisions.  This report is for information purposes only and is not intended as an offer 
to sell or a solicitation to buy securities.  This research report is not a substitute for the exercise of your independent judgment.  
Information contained herein is based on sources we believe to be reliable but we do not guarantee their accuracy.  The stock 
rating on this report reflects the analyst’s recommendation based on a 12-month period.  It should be presumed that the analyst 
who authored this report has had discussions with the subject company to ensure factual accuracy prior to publication.   

Sidoti does NOT own securities of the issuers described herein, and Sidoti does not make a market in any securities.  Sidoti does 
not engage in, or receive compensation from, any investment banking or corporate finance-related activities with the company 
discussed in the report.  Sidoti’s contracts with issuers protect Sidoti’s full editorial control of all research, timing of release of 
reports, and release from liability for negative reports.  To ensure further independence, the company discussed in the report has 
agreed to a minimum coverage term of one Initiation Report and three Update Reports, which that company cannot unilaterally 
terminate earlier.  Sidoti & Company, LLC takes steps to ensure analyst independence including setting fees in advance and 
utilizing analysts who must abide by the CFA Institute Code of Ethics and Standards of Professional Conduct.  Each Sidoti & 
Company, LLC analyst has full discretion on the rating and revenue target based on his or her own due diligence.  Analysts are 
paid in part based on overall profitability of Sidoti & Company, LLC.  Such profitability is derived from a variety of sources and 
includes payments received from issuers of securities covered by Sidoti & Company, LLC for services described below.  No part 
of analyst compensation was, or will be, directly or indirectly, related to the specific recommendations or views expressed in any 
report or article.  All issuers to be considered for research obtain the approval of a stock selection committee comprised of the 
Director of Research, the Chief Compliance Officer, and an independent outside person for screening applicants. 

Sidoti Company Sponsored Research Rating System  The Sidoti & Company, LLC Company Sponsored Research rating 
system consists of “Moderately Risky” (M) and “Highly Risky” (H) ratings.  “Moderately Risky” suggests companies, that while still 
subject to relatively high price volatility, are characterized by more stable and predictable cash flow, a more established operating 
history, and an operating environment that is somewhat less competitive with a potential for loss of principal.   “Highly Risky” 
suggests high risk equities of companies with a short or unprofitable operating history, limited or less predictable revenues, very 
high risk associated with success, significant financial or legal issues, or a substantial risk/loss of principal.   As of 07/24/19, 
Company Sponsored Research provides research on 16 companies, of which 12 (75%) are rated Moderately Risky and 4 (25%) 
are rated Highly Risky.   Earnings targets and opinions concerning the composition of market sectors included in this report 
reflect analyst judgments as of this date and are subject to change without notice.  A risk to our earnings targets is that the 
analyst’s estimates or forecasts may not be met.  This report contains forward-looking statements, which involve risks and 
uncertainties.  Actual results may differ significantly from such forward-looking statements.  Factors that may cause such 
differences include, but are not limited to, those discussed in the “Risk Factors” section in the issuer’s SEC filings available in 
electronic format through SEC Edgar filings at www.sec.gov.   

Every company in the Microcap sector bears certain inherent risks and Sidoti & Company, LLC will not provide any company 
subject to those risks with a rating below moderate because stock in the Microcap segment of the market have many risks that 
are not as prevalent in Large-Cap, Blue Chips, or even Small-Cap stocks.  Often it is these risks that cause Microcap stocks to 
trade at discounts to their peers.  The most common of these risks is liquidity risk, which is typically caused by small trading floats 
and very low trading volume which can lead to large spreads and high volatility in stock price.  In addition, Microcaps tend to have 
significant company specific risks that contribute to lower valuations.  Investors need to be aware of the higher probability of 
financial default and higher degree of financial distress inherent in the Microcap segment of the market.  

Sidoti & Company policy is to update research reports as and when the Research Analyst and Research Management deem 
appropriate, based on developments with the issuer, the sector, or the market that may have a material impact on the research 
views or opinions stated therein. In addition, certain Research publications are intended to be updated on a regular periodic basis 
(weekly/monthly/quarterly/annual) and will ordinarily be updated with that frequency, unless the Research Analyst and Research 
Management determine that a different publication schedule is appropriate based on current conditions. 

Sidoti & Company Research does not provide individually tailored investment advice. Sidoti & Company Research has been 
prepared without regard to the circumstances and objectives of those who receive it. Sidoti & Company recommends that 
investors independently evaluate particular investments and strategies, and encourages investors to seek the advice of a 
financial adviser. The appropriateness of an investment or strategy will depend on an investor's circumstances and objectives. 
The securities, instruments, or strategies discussed in Sidoti & Company Research may not be suitable for all investors, and 
certain investors may not be eligible to purchase or participate in some or all of them. Sidoti & Company Research is not an offer 
to buy or sell or the solicitation of an offer to buy or sell any security/instrument or to participate in any particular trading strategy. 
The value of and income from your investments may vary because of changes in interest rates, foreign exchange rates, default 
rates, prepayment rates, securities/instruments prices, market indexes, operational or financial conditions of companies or other 
factors. There may be time limitations on the exercise of options or other rights in securities/instruments transactions. Past 
performance is not necessarily a guide to future performance. Estimates of future performance are based on assumptions that 
may not be realized. If provided, and unless otherwise stated, the closing price on the cover page is that of the primary exchange 
for the subject company's securities/instruments. 

These opinions may not fit to your financial status, risk and return preferences. For this reason, to make an investment decision 
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by relying solely to this information stated here may not bring about outcomes that fit your expectations.  The trademarks and 
service marks contained in Sidoti & Company Research are the property of their respective owners. Third-party data providers 
make no warranties or representations relating to the accuracy, completeness, or timeliness of the data they provide and shall not 
have liability for any damages relating to such data. 

Investors should consider Sidoti & Company Research as only a single factor in making their investment decision.  For valuation 
methodology and risks associated with any recommendation, rating or price target referenced in this research report, please 
contact the Client Support Team as follows: US/Canada +1 212-453-7000.  Alternatively you may contact your investment 
representative or Sidoti & Company Research at 1212 Avenue of the Americas, (Attention: Director of Research), New York, NY 
10036 USA. 

Compensation.  Sidoti & Company, LLC received a flat fee of $40,000, renewable annually from the company discussed in this 
report for the creation and dissemination of an Initiation Report and three Update Reports, including this report.  The purpose of 
the fee is to subsidize the high costs of research and monitoring.  Sidoti holds a conference twice a year and charges a fee of 
$5,000 per conference for presenting companies. Sidoti does not currently have a current investment banking services 
relationship with the company discussed in this report, or contemporaneously with any other companies discussed in other 
(Sidoti) Company Sponsored Research reports. Sidoti has not received investment banking income from the company discussed 
in the report in the past 12 months, and does not expect to receive investment banking income from the company discussed in 
the report in the next 12 months.  Of securities rated in other Sidoti Company Sponsored Research reports, Sidoti has received 
investment banking income from 0 companies (0%) in the past 12 months. Investment banking services, as defined under FINRA 
Rule 2241, include, among other things, acting as an underwriter in, or as a member of the selling group in, a securities 
underwriting.  Sidoti’s role in any issuer’s investment banking transaction can be viewed in that issuer’s filings at www.sec.gov.   

Sidoti has non-research employees who will seek compensation for brokerage commission revenue in connection with market 
trading the securities of this company.  Sidoti & Company, LLC has received compensation for non-investment banking services 
on the Small-Cap Universe, and expects to receive additional compensation for non-investment banking services on the Small-
Cap Universe, paid by issuers of securities covered by Sidoti & Company, LLC analysts.  These non-investment banking services 
include investor relations services and software, financial database analysis, advertising services, brokerage services, advisory 
services, investment research, investment management, non-deal road shows, and attendance fees for conferences sponsored 
or co-sponsored by Sidoti & Company, LLC.   

Sidoti Analysts.  The research analyst certifies that this report accurately reflects his/her personal views about the subject 
securities and issuers and that none of the research analyst's compensation was, is or will be, directly or indirectly, related to the 
analyst's specific recommendations or views contained in this research report.  Sidoti policy does not allow an analyst or a 
member of their household (i) to own, trade, or have any beneficial interest in any securities of any company that analyst covers, 
or (ii) serve as an officer or director of a covered company.  Sidoti employees, including research analysts, receive compensation 
that is based in part upon the overall performance of the firm, including revenues generated by Sidoti’s investment banking and 
brokerage activities, but compensation is not directly related to investment banking or brokerage revenues.   

Sidoti maintains and enforces written policies and procedures reasonably designed to prevent any controlling persons, officers (or 
persons performing similar functions), or employees of Sidoti from influencing the activities of research analysts and the content 
of research reports prepared by the research analyst.  Sidoti research analysts seek to have management of their covered 
companies meet with investors during non-deal road shows.  Analysts’ compensation may be related to their success in 
scheduling non-deal road shows.  This approach could be viewed as presenting potential conflicts of interest. 

Reprints of Sidoti & Company, LLC reports are prohibited without permission.  Additional information is available upon request.  
For any further questions, please contact the Chief Compliance Officer at Sidoti. 

Source 
Key Statistics data is sourced from FactSet Research Systems 
 

 


