
 
 
                                                            

                              

 

RumbleON Research 

 

Description: Provides an e-commerce platform that facilitates consumers and dealers to buy, 

sell, trade, and finance pre-owned recreation vehicles. 

 

Ticker: RMBL 

Price: $6.01 

Market Cap: $111M 

Performance: +15.7% YTD 

 

Fundamentals: 

P/S: 2.3x 

P/B: 7.0x 

Current Ratio: 2.9x 

Debt to Equity: 125.4% 

 

So RumbleON is an interesting company. They provide an ecommerce experience for people 

who want to sell their pre-owned powersports vehicles but the way their model is setup is one 

that is not what you’d expect. Off the bat, we thought RMBL charged a fee for their services per 

sale or a subscription or something of that sort but they don’t. The company allows people to 

use their service to buy and sell for free and makes their money by buying and selling some of 

the listings themselves. This was first apparent to us when we realized how thin their gross 

profit margins are. The company is growing revs at a nice clip, no question about it. Revs 



 
 

through the first nine-months are at $41.2M vs. $3.8M in the same period last year. The 

problem here is that their cost of revenues still eat up a huge portion of that revenue with cost 

of revs rising from $3.6M last year in the first nine months to $37.4M this year. This is a 6.0% 

gross profit margin in 2017 vs. 9.3% so far this year. Granted its better but these are awfully 

low, especially for an ecommerce site. 

 

When we work our way down the income statement, we’ll notice it doesn’t get much better. 

Selling, general, and admin expenses jumped from $4.7M in 2017 (Q1-Q3) to $17.8M so far this 

year as the company has spent a lot more on marketing. Net losses so far this year are $15.4M, 

-37.2% margins, vs. losses of $5.1M last year, -133% margins. 

 

We hate to be really picky when it comes to financials, especially with a young company like 

this trying to grow. To be honest, we don’t really care about the marketing expenses and stuff 

like that. We know that’s solely intended to grow the business. Our issue right now is with such 

low gross profit margins how will this company EVER hit profitability? In essence they are in the 

business of buying and flipping used powersport vehicles. How scalable is this? Does the 

company have plans to transition the model in the future? Perhaps they are keeping it free to 

the consumer for now just to build the site up and get volume? We haven’t seen management 

hint at anything of this nature. 

 

If you look at their stats, they have sold 5,766 vehicles so far this year, up from 323 in 2017. 

After they purchase the vehicle, it takes them 32 days to sell it which is 6 days quicker than the 

same period last year. The average selling price is $7,274 vs. $11,560, down considerably as 

they are aiming to diversify their product mix and not just sell Harley’s on the site. Their gross 

profit per car is $804, up from $730 last year. 

 

The company has recently bought out Wholesale Inc. and Wholesale Express for $23M. The 

goal here is to increase their product offering by getting their foot into the used automobile 

industry as well. 

Wholesale buys and sells approximately 2,000 vehicles per month to dealers and consumers 

nationwide, with a historical five-year compounded growth in unit sales is in excess of 15%. 

Consistent with RumbleOn’s strategy, Wholesale offers these vehicles to consumers for a 

limited time, while making them available to dealers but get this… Wholesale Inc. and 

Wholesale Express, LLC generated $328.6M in revenue and $2.0M in net income. Once again 



 
 

this is a very low margin business and also bit risky if we may add as the company has to hold 

the inventory and in a market downturn this could mean trouble. 

 

But we think there is a bigger issue here. Look at what RMBL valued Wholesale at. The company 

does roughly $330M in sales and bought them out for $23M. This is less than 0.10x sales and 

they’re actually profitable. What does that mean we should value RMBL who isn’t profitable? 

 

All in all, this is not something we would be buyers of. If news did come out that the company 

would be transitioning its model to something much more scalable than maybe we’d consider 

it. With the company planning on ramping up business it’s only going to require more cash and 

as of their latest 10Q they only had $11.8M in the vault as of Sep 30th. In order to buyout 

Wholesale they raised $21.5M in a private placement share offering, used $16M in cash, and 

also got a credit line of $5.0M. With guidance of GROSS margins only looking to be within 11-

13% I don’t know when or if they’ll ever get cash flow positive to return capital back to 

shareholders. 


