2Q26 Earnings Update

August 17, 2026

VALUATION

Current Price $2.55
52 Week Range $2.25-6.76
Market Cap ($Mn) 75.3
Cash and equivalents 975
(2Q26, $Mn)

Shares Out. (Mn) 295
Float 65.4%
Avg. 3-Month Volume 0.60 Mn
NTM P/Sales 0.71x

Source: Exec Edge Research, TIKR

Revenue (2024) $93.1 Mn
Revenue (2025) $96.5 Mn
Revenue (2026E) $103.1 Mn
Revenue (2027E) $109.3 Mn

Source: Company Filings, Forward Estimates
Sourced from TIKR
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GrabAGun Digital Holdings Inc. (PEW)

Topline Beat and 290 bps of Margin Expansion Reinforce Digital

Platform Thesis;

PEW Logistics Scaling and Regulatory

Modernization Add Optionality. Attractively Valued.

Key Takeaways

— PEW delivered $23.2 million of 2Q26 revenue, up 9.4% y/y and 4.0%
above Street estimates, while gross margin expanded 290 bps to 13.5%.

— Higher AQV, favorable mix and Al-driven pricing supported revenue
quality, with marketing cost remaining ~1% of revenue.

— PEW Logistics reached $1.9 million of cumulative GMV and added a
third manufacturer, Backwoods Suppressors, broadening validation
across regulated product categories.

— Regulatory modernization could reinforce PEW's digital and compliance
moat, while G&A normalization from 3Q26 supports improving operating
leverage.

— Valuation remains compelling at 0.71x NTM P/Sales and negative EV
despite continued growth, margin expansion and platform optionality.

2Q26 revenue beat and 290 bps of gross margin expansion
strengthened the quality of PEW's topline performance. PEW reported
net revenue of $23.2 million in 2Q26, up 9.4% y/y from $21.2 million and
ahead of the $22.3 million Street estimate by $0.9 million, or approximately
4.0%. Revenue increased $2.0 million while cost of goods sold increased
only 5.8% to $20.1 million from $19.0 million. Gross profit consequently
increased 39.4% yly to $3.1 million from $2.2 million, while gross margin
expanded approximately 290 bps to 13.5% from 10.6%. The divergence
between 9.4% revenue growth and 39.4% gross profit growth was a key
financial development in the quarter, reflecting Al-driven pricing optimization,
improved sourcing, favorable product mix and the initial contribution of PEW
Logistics.

— Firearms remained the primary revenue engine, although 2Q26
growth was entirely price and mix led. Firearms sales increased 8.5%
yly to $19.3 million, driven by a 12% increase in average selling price
that more than offset a 4% decline in firearm sales volumes. The same
pattern was evident through 1H26, with firearm revenue up 9.5% to
$41.0 million as average selling prices increased 12% while volumes
declined 3%. The mix shift toward higher-priced firearms therefore
explains much of the revenue outperformance, with 2Q26 growth driven
more by monetization and product mix than underlying unit demand.

— Non-firearms growth was also driven by substantially higher
realized pricing and mix despite continued pressure on underlying
volumes. Non-firearms revenue increased approximately 7.5% yly to
$3.6 million, reflecting a 30% increase in average selling price that offset
an 18% decline in unit volumes, consistent with continued softness in
ammunition and a richer mix of adjacent products. For 1H26, non-
firearms revenue increased 9% to $7.8 million as average selling prices
increased 25% while volumes declined 13%, reinforcing that category
growth remained price and mix driven despite weaker underlying unit
demand.
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Digital engagement remains healthy, with higher AOV and strong mobile penetration supporting
monetization despite softer product volumes. PEW ended 2Q26 with approximately 1.4 million registered
accounts and 17.1k monthly transactions across roughly 73,000 active SKUs, while average order value increased
7.4% yly to $489. The platform generated approximately 10.3 million average monthly page views, maintained a
0.7% conversion rate, average session duration of 4.9 minutes and a 37% bounce rate. Mobile accounted for
approximately 71% of sessions, 70% of transactions and 68% of revenue, versus roughly 67%, 70% and 64%,
respectively, in 1Q26. Taken together, the data suggest PEW is monetizing a stable conversion funnel through higher
basket values and sustained mobile engagement despite softer unit volumes.

Customer acquisition remained unusually efficient despite double-digit traffic growth, supporting scalability
of the digital model. Sales and marketing expense was only $0.3 million in 2Q26, or approximately 1.2% of revenue,
compared with $0.2 million in 2Q25, even as revenue increased 9.4% and traffic increased 12.6%. The
approximately 1% marketing intensity highlighted on the call reflects a lean acquisition profile supported by years of
technology investment, supplier relationships and customer trust rather than dependence on aggressive paid
acquisition. Customer lifetime value increased 4.1% y/y to $819.41, supporting continued customer monetization as
traffic expands. The combination of 12.6% traffic growth, 4.1% LTV growth and ~1% marketing intensity remains an
important advantage as PEW scales higher-margin platform services across the same digital customer and
technology infrastructure.

PEW Logistics expanded into the suppressor category with the addition of Backwoods Suppressors,
marking its third manufacturer on the platform. KelTec established initial domestic firearms validation, Derya
extended adoption to an international manufacturer, and Backwoods adds suppressors, further demonstrating
that PEW's compliance, fulfilment and technology stack can support a wider range of manufacturer requirements.
The platform enables manufacturers to operate brand-owned, mobile-friendly DTC storefronts, retain customer
relationships and first-party data, and access compliant fulfilment without building additional infrastructure internally.
PEW's existing FFL network places a licensed dealer within 15 miles of approximately 97% of the U.S. population,
while average checkout-to-delivery time remains just under three business days. The expansion also provides
exposure to a rapidly growing suppressor category, with more than 845,000 suppressor applications submitted in
the first five months of 2026 following elimination of the $200 federal transfer tax in January. This combination gives
manufacturers national distribution, regulatory workflows and customer-facing infrastructure while supporting PEW's
broader effort to scale its asset-light DTC fulfillment model across regulated product categories.

PEW Logistics is progressing toward a more diversified service revenue stream with recurring
components as the platform scales. Cumulative GMV increased from approximately $1.3 million at the end
of 1Q26 to more than $1.9 million through 2Q26, while service revenue reached $0.2 million in 2Q26 and $0.4
million in 1H26. The platform generates revenue across fulfillment, e-commerce hosting and storage, with
hosting and storage providing recurring components as manufacturers remain on the platform. The existing
GrabAGun supplier base provides a sizeable target universe, while early implementations are providing proof
points that could support faster manufacturer onboarding as adoption builds. As additional manufacturers are
onboarded, these revenue streams could increase Logistics' contribution while improving overall revenue
visibility.
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The new fulfillment and headquarters facility remains on schedule for 4Q26 and should increase physical
capacity ahead of continued scaling in both businesses. Acquired in 4Q25 for approximately $8.25 million, the
facility expands PEW'’s operational footprint by approximately 2.5x and is expected to increase capacity across both
the core e-commerce business and PEW Logistics. The investment provides additional infrastructure to support
future volume growth and should improve PEW's ability to scale fulfillment without requiring a comparable increase
in fixed infrastructure.

Potential modernization of the lawful firearms purchasing process could reinforce PEW's digital and
compliance moat, although any benefit remains optionality. Recent federal proposals contemplate modernizing
aspects of lawful firearms purchasing while maintaining background checks and other core safeguards, potentially
reducing transaction friction without eliminating the compliance infrastructure required to complete firearm sales.
PEW has spent more than 15 years building digital commerce, automated compliance and nationwide FFL
connectivity, with its network placing a licensed dealer within 15 miles of approximately 97% of the U.S. population.
A more digitally enabled purchasing framework could therefore support conversion and online-channel penetration
in the core GrabAGun business while increasing the value proposition of PEW Logistics to manufacturers seeking
compliant direct-to-consumer capabilities.

The key strategic implication is that modernization could lower friction for consumers without lowering the
compliance barrier for competitors. PEW's regulatory sophistication has historically functioned as a barrier to
entry in online firearms commerce rather than simply a cost of doing business, and that advantage could become
more valuable if lawful purchasing processes become increasingly digital while existing safeguards remain intact.
Companies with established compliance, fulfilment and FFL infrastructure could be better positioned than retailers
or manufacturers attempting to build these capabilities from scratch, potentially supporting higher core conversion,
faster online-channel migration and greater manufacturer demand for PEW Logistics.

PEW reported a net loss in 2Q26 as higher operating expenses outweighed the improvement in gross profit.
Net loss was $1.8 million versus net income of $0.8 million in the prior-year period, primarily reflecting higher G&A
and other operating expenses associated with the company's transition to a public company and investments
supporting growth initiatives. Adjusted EBITDA was a loss of $1.7 million versus income of $0.9 million in 2Q25, as
incremental spending on PEW Logistics and additional growth resources more than offset the benefit from higher
gross profit.

G&A should stabilize and moderately flatten as initial public-company and ramp-up costs phase out,
improving visibility into PEW's underlying operating leverage. Operating expenses increased to $5.7 million
in 2Q26 from $1.5 million in the prior-year period, reflecting incremental public-company infrastructure, continued
PEW Logistics investment and higher headcount. As 2Q25 was a pre-public period, the y/y comparison remains
unusually difficult, but management expects expense comparisons to become more like-for-like beginning in
3Q26 and G&A to moderate through the remainder of 2026 and into 2027. With gross profit already up 39.4%
yly in 2Q26, a flatter expense base should allow a greater portion of incremental gross profit to translate into
improved adjusted EBITDA over time.

The forward revenue setup has strengthened, with Street estimates moving higher following 2Q26 while
first-half performance continues to support the growth trajectory. Street estimates sourced from TIKR indicate
that 3Q26 revenue is expected at approximately $23.3 million, while the 2026E revenue estimate has increased to
$103.1 million from $101.9 million last quarter, a 1.2% raise, and 2027E revenue has increased to $109.3 million
from $108.5 million, a 0.7% increase. PEW generated $49.1 million in the first six months of 2026, up 10.3% yly,
leaving approximately $54.0 million required in 2H26 to achieve the revised 2026 estimate. That compares with
approximately $51.9 million generated in 2H25 and implies roughly 4% second-half growth. Seasonality remains
relevant, with summer typically softer and Q4 and Q1 historically stronger periods, but the upward estimate revisions
reinforce confidence in the current trajectory without requiring a material acceleration in second-half growth.
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Working capital remains broadly healthy despite the quarter-end cash decline, with supplier concentration
improving and no evidence of inventory impairment. PEW ended 2Q26 with $97.5 million of cash, $9.3 million
of inventory and $7.8 million of accounts payable, with cash down $8.9 million sequentially from $106.4 million in
1Q26, primarily reflecting payment timing as accounts payable fell from approximately $13.0 million. Major wholesale
distributors represented approximately 38% of inventory and product costs in 2Q26 versus 39% in 2Q25, while
concentration declined more meaningfully to 39% for 1H26 from 47% in 1H25. No inventory valuation provision was
required during either 2026 or 2025, and the inventory returns reserve declined to $0.2 million from $0.3 million at
year-end. This suggests the $9.3 million inventory balance remains broadly healthy while PEW's supplier base has
become somewhat more diversified on a first-half basis. With the quarter-end A/P movement characterized as timing
related and expected to rebound, second-half cash conversion should provide a clearer indication of the underlying
working-capital profile.

Capital allocation remains disciplined, although all first-half repurchase activity occurred in 1Q26 rather
than during the second quarter. PEW repurchased 769,518 shares for approximately $2.36 million, or $2.39 million
including excise tax, during 1H26, with the entire amount purchased during 1Q26 and no common shares
repurchased in 2Q26. The company had $8.7 million remaining under its original $20 million authorization at June
30, while shares outstanding declined to approximately 29.5 million from 30.0 million at year-end. With $97.5 million
of cash and the stock trading below quarter-end cash per share of $3.31, the remaining authorization continues to
provide meaningful flexibility, while management continues to balance repurchases against investment in PEW
Logistics, the core e-commerce business and new facility, while maintaining expense discipline and flexibility for
potential M&A.

M&A remains part of the long-term strategy, but PEW continues prioritizing valuation discipline over
transaction volume. The company remains actively engaged with potential targets, although private-company
valuation expectations remain dispersed and PEW has no intention of completing a transaction simply for the
sake of adding scale. Nearly $100 million of cash provides capacity to pursue e-commerce, brand, technology,
logistics or other strategically relevant assets when pricing aligns with long-term return requirements. Combined
with ongoing organic investment and the remaining buyback authorization, PEW's liquidity provides flexibility to
allocate capital toward the highest-return opportunity as the platform scales.

CFO transition preserves continuity while adding additional public-company finance experience. Co-
Founder and CFO Justin Hilty is retiring after more than 15 years with PEW but will remain in an advisory role to
support knowledge transfer, while Jonathan Terry will assume the CFO role after serving in a senior finance position
at YETI. Terry previously served as CFO of Outschool, Outdoorsy/Roamly and RetailMeNot, and held senior finance
leadership roles at Arrow Electronics, bringing experience across FP&A, capital allocation, M&A and public-company
financial management. The transition comes as PEW manages approximately $97.5 million of cash and an $8.7
million remaining repurchase authorization, with the finance function moving into a more normalized public-company
operating phase.
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Disclaimer: Exec Edge does not publish proprietary estimates, ratings, price targets, or investment
recommendations. The valuation discussion below is illustrative only and is based on company filings, management
commentary, and third-party data and estimates. It does not constitute a recommendation, price target, rating, or
prediction of future pricing.

Stock is attractively valued as PEW’s current market cap remains below its cash balance, implying little
value for the core business. At the 8/14 close, PEW’s market cap was approximately $75.3 million, compared with
$97.5 million of cash and equivalents, and roughly $7.7 million of long-term debt. This implies a negative enterprise
value of approximately $14.5 million, suggesting that the market is assigning little value to PEW'’s digital platform,
PEW Logistics and other growth initiatives.

Peer valuation also supports the discount argument. PEW trades at 0.71x NTM P/Sales, below the peer group
average, despite a cash-rich balance sheet, more than $100 million of expected 2026 revenue, and a developing
higher-margin platform revenue stream through PEW Logistics. We believe the discount can narrow as PEW
continues to grow its core e-commerce business, benefits from higher AOV and favorable product mix, scales PEW
Logistics beyond its three current manufacturers, and begins leveraging its larger fulfillment facility from 4Q26. The
$97.5 million cash balance also provides flexibility for buybacks and disciplined M&A.

Rerating potential is tied to execution across both the core e-commerce platform and PEW Logistics. Key
drivers include sustaining revenue growth through higher-value firearm sales and non-firearms growth, maintaining
recent gross-margin gains through pricing and mix optimization, and reducing adjusted EBITDA losses as public-
company costs normalize from 3Q26. Further PEW Logistics adoption, including additional manufacturers from its
existing pipeline and expansion into new categories such as suppressors, could increase the contribution from
higher-margin service revenue. Additional upside could come from greater utilization of the 2.5x larger fulfillment
facility, opportunistic share repurchases, disciplined M&A and continued industry modernization.

PEW GrabAGun Digital Holdings Inc. 75 0.71
SWBI Smith & Wesson Brands, Inc. 641 1.16
RGR Sturm, Ruger & Company, Inc. 602 1.04
POWW  Qutdoor Holding Company 260 4.61
ASO Academy Sports and Outdoors, Inc. 2,976 0.47
Average 911 1.60
PEW's Multiple vs. Peer Average -559%%

Source: Exec Edge Research, TIKR. Forward Estimates sourced from TIKR., Data as of 8/14 close.
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Chart 4: PEW Financial Snapshot

Income Statement ($000s)
Revenues:

Net revenues

Cost of goods sold

Gross profit

Gross Profit Margin
Operating expenses:

Sales and marketing
General and administrative
Total operating expenses
Income from operations
Other income

Net income
Net Income Margin

Add Back:

Interest income

Income tax expense

Depreciation and amortization
Stock-based compensation expense
Transcation costs

Business Optimization

Adjusted EBITDA

% Adjusted EBITDA margin

Balance Sheet - Key Items ($000s)
Assets
Current assets:
Cash and cash equivalents
Inventory, net
Total current assets
Total assets
Liabilities and Stockholders' Equity
Accounts payable
Unearned revenue
Total current liabilities
Total liabilities
Tofal stockholders' equity
Total liabilities and stockholders' capital

Cash Flow Statement ($000s)

Net cash provided by (used in) operating activ
Net cash used in investing activities

Net cash provided by (used in) financing activi
Net increase (decrease) in cash and cash equival
Cash and cash equivalents, end of period

1Q26

23,331
21,091
2240

9.6%

239
1,959
2,198

546
2.3%

1Q25

7.418

5,770
14,663
15,390

11,602
2216
14,925
14,925
465
15,390

1Q25
1,280
(82)
(1,667)
(469)
7.418

2Q25

21,228
18,985
2243
10.6%

234
1,227
1,461
782
41
823
3.9%

(41)

904
4.3%

2Q25

4,642

5,468
12,199
12,931

10,067
1,773
12,664
12,664
267
12,931

2Q25
(1,001)
(53)
(1,632)
(2,776)
4,642

3Q25

22,967
20,139
2128
9.6%

250
6,642
6,802

(4,764)

1

(3.838)
-17.2%

(925)

49
3,203
580

(931)
-4.2%

3Q25

100,546

6,732
118,075
119,824

10,338
1,548
13,217
13,217
106,607
119,324

3Q25

(3,273)

(142)
108,319
104,904
109,546

4Q25

29,624
24910
4714
15.9%

405
4734
5,139

(425)
413
1.4%

(850)

12
65
577
14
231

0.8%

4Q25

110,395

8,532
120,688
131,262

11,833
2,453
16,774
23,661
107,601
131,262

4Q25
2,644

(8,682)
6,887
849
110,395

1Q26

25928
23,162
2766
10.7%

280
5127
5,407

(2,641)

806

(1,835)

-7.1%

(802)

92
503

(2,042)
-7.9%

1Q26

106,428

9,156
116,812
128,549

13,033
1,824
16,895
24,663
103,886
128,549

1Q26
(1,660)
(1,251)
(1,056)
(3,967)
106,428

2Q26

23217

20,091
3,126
13.5%

275
5,424
5,609

(2,573)

766

(1,810)

-7.8%

(760)
3

126

486

283
(1672)
-7.2%

2Q26

97512

9,324
108,290
121,719

7.817
1,163
11,490
19,155
102,564
121,719

2Q26
(6,688)
(1,892)

(336)
(8,916)
97,512

2023

96,283
85,086
10,297

10.7%

700
5,236
5,045
4,352

167
4519

4.7%

359

4,696

4.9%

10,738

3,460
15,047
16,132

10,770
2,630
14,557
14,831
1,301
16,132

2023

2024

93,122
83,413
9,709

10.4%

543
5,051
5,504
4115

164
4,509

4.8%

(241)
11

310

101

4,690

5.0%

2024

7,887

4244
12,065
13,704

8,687
2,274
12,273
12,314
1,390
13,704

2024

1,758

(150)
(4,459)
(2.851)

7,887

2025

96,449
85,123
11,326

11.7%

(1,868)
12
217
3,781
1,118

753
0.8%

2025

110,395

8,532
120,688
131,262

11,833
2,453
16,774
23,661
107,601
131,262

2025

(417)

(8,982)
111,907
102,508
110,395

Source: Exec Edge Research, PEW SEC Filings, TIKR. Notes: 1) The company has restated certain financials. As a result, some quarterly line items
may not reconcile precisely to the reported annual totals. 2) Interest income for 1Q25 and 2Q25 has been estimated based on the company’s reported

full-year 2025 interest income.
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By using Exec Edge, Exec Edge Research, Executives-Edge.com or and any subdomain or premium service offered by
Capital Markets Media LLC (collectively, “Exec Edge”), hereafter referred to as "Services", you acknowledge that (i) any
and all Services provided are for informational purposes only and do not constitute a recommendation for any particular
stock, company, investment, commaodity, security, transaction, or any other method of trading featured in any place on
Exec Edge (ii) Exec Edge does not guarantee the accuracy, completeness, or timeliness of the Services provided (iii)
views offered by any Services, outside contributors, columnists, partners and employees are not specifically endorsed
by Exec Edge, nor does Exec Edge hold any responsibility or liability for any actions, negative or otherwise, taken by
you either directly or indirectly as a result of participating in any Services offered.

Exec Edge, its employees, partners, and any other representatives will not, either directly or indirectly, be held liable,
accountable, or responsible, in any capacity, to you or to any other person for any (i) errors, inaccuracies, or omissions
from the Services including, but not limited to, quotes, rumors, chatter, financial data, and reports; (ii) interruptions,
delays, or errors in delivery or transmission of the Services, (iii) damages or losses arising there from or occasioned
because of, or by any reason of nonperformance.

Exec Edge makes its best efforts to carefully research and compile all information available. In doing so, the published
content may include mentions of rumors, chatter, or unconfirmed information, which may or may not be provided to Exec
Edge for the purpose of being included on the Site. Nothing include on the Site, including statements on returns, share
price gains, capital gains, or other forecast(s) shall be read as financial advice nor shall any of the foregoing be relied
upon in making financial or investment decisions. Readers should beware that while unconfirmed information may be
correlated with increased volatility in securities, price movements based on unofficial information may change quickly
based on increased speculation, clarification, or release of official news. Any information on the Site may be outdated at
the time of posting or of your review of same.

Please be advised that foreign currency, stock, and option trading involves substantial risk of monetary loss. Neither
Exec Edge nor its staff recommends that you buy, sell, or hold any security and nothing on the Site shall be considered
to be investment advice. Exec Edge does not offer investment advice, personalized or otherwise. All information
contained on this website is provided as general commentary for informative and entertainment purposes, and does not
constitute investment advice. No guarantee can be given for the accuracy, completeness, or timeliness of any information
available on the Site.

Liability

Exec Edge reserves the right, at any time, and without notice to You, to change (i) any terms and services listed under
Exec Edge's Terms of Service (ii) any portions of the Services, including but not limited to the discontinuation or
elimination of any feature of the Services, including but not limited to the addition or removal of any Partner or employee
content (iii) any fees or conditions established for usage of any of the Services provided by Exec Edge. Any changes to
Exec Edge's Terms of Service or Services will be effective immediately following the posting of any modification to our
Services and Terms of Service.

Exec Edge will not accept liability for any loss or damage, including without limitation to, any loss of profit, which may
arise directly or indirectly from use of or reliance on this information, whether specifically stated in the above Terms of
Service or otherwise. Exec Edge recommends that you conduct your own due diligence and consult a certified financial
professional for personalized advice about your financial situation. Exec Edge, its data providers, the financial exchanges
and each of their affiliates (i) expressly disclaim the accuracy, adequacy, or completeness of any data on the Site; and
(ii) shall not be liable for any errors, omissions or other defects in, delays or interruptions in such data; or (iii) for any
actions taken in reliance thereon. Neither Exec Edge nor any of its information providers will be liable for any damages
relating to your use of the information provided herein, including but not limited to financial loss.

Material from Exec Edge may not be published in its entirety or redistributed without the approval of Exec Edge.

Exec Edge does and seeks to do business with companies covered in research notes, including but not limited to
conference sponsorships and other in-person and/or video events. Exec Edge may also earn a fee from selling data,
including information pertaining to persons accessing the site or research on specific companies. Such endeavors may
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lead to additional revenue sources available to Exec Edge, including, but not limited to publications available on the Site
as a result of paid-for research.

Analyst Certification

All of the views expressed in this report accurately reflect the personal views of the responsible analyst(s) about any and
all of the subject securities or issuers. No part of the compensation of the responsible analyst(s) is, or will be, directly or
indirectly, related to the specific recommendations or views expressed by the responsible analyst(s) in any report.

Data

Exec Edge, its data providers, the financial exchanges and each of their affiliates (A) expressly disclaim the accuracy,
adequacy, or completeness of any data and (B) shall not be liable for any errors, omissions or other defects in, delays
or interruptions in such data, or for any actions taken in reliance thereon. Neither Exec Edge nor any of its information
providers will be liable for any damages relating to your use of the information provided herein. Either Exec Edge or its
third party data or content providers have exclusive proprietary rights in the Site, the data generated by the Site, and
information provided by You through your access and use of the Site. By using the Site, You agree that your information
may be provided and/or sold to third parties. You agree not to copy, modify, reformat, download, store, reproduce,
reprocess, transmit or redistribute any data or information found herein or use any such data or information in a
commercial enterprise without obtaining prior written consent. All data and information is provided as is.
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