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Stock Information 
Current Price:  $7.67 
52-Week Range:  $6.63-$15.28 
Avg Daily Volume: 133,886 
Dividend Yield:  - 
Shares Out (MM): 13.1 
Float %:  83.9% 
 
Market Cap (MM): $100.3 
Total Debt (MM): $19.1 
Cash (MM):  $44.9 
Enterprise Value (MM): $74.5 

 
 
Financial Metrics 

TTM Revenue (MM): $149.2 
TTM EBIT (Adj., MM): $3.5 
EV/EBIT:  21.3x 
Tangible BV/Share: $4.91 
P/TBV:   1.6x 

 
 
Company Description 

AutoWeb, Inc. operates as an automotive 
marketing services company in the United 
States, providing high-quality consumer leads, 
internet advertising and associated marketing 
services to automotive dealers and 
manufacturers throughout the United States. 
The company’s products include new and 
used vehicle lead generation programs, which 
allow consumers to submit requests for 
pricing and availability of specific vehicle 
makes and models in a geographic area; and 
online advertising programs including 
impression-based and click-through ads. Its 
network of websites offers consumers robust 
and original tools to aid them in making 
informed car-buying decisions. AutoWeb also 
offers several dealer-facing products to 
facilitate interaction with customers and 
manage company-provided leads throughout 
the sales process. The company was formerly 
known as Autobytel Inc. and changed its 
name to AutoWeb, Inc. in October 2017. 
AutoWeb, Inc. was founded in 1995 and is 
headquartered in Irvine, California.  

OUTLOOK IMPROVES AS ISSUES DISSIPATE 
 

Summary 
AutoWeb, Inc. (“AutoWeb”) is an automotive marketing company that 
assists automotive dealers and manufacturers in marketing and selling 
new and used vehicles to consumers through online lead referral and 
paid advertising programs. The company offers information and research 
tools on new and used cars and light trucks to in-market buyers via a 
network of websites. Website visitors are invited, but not required, to 
submit their contact information, which AutoWeb sells to manufacturers 
and local dealerships through its lead generation program. The company 
also offers advertising services to manufacturers and dealerships 
through paid impression-based and click-based programs. Founded in 
1995, AutoWeb originated its lead generation business under the name 
Auto-by-Tel to reflect the telephonic nature of its services, changing its 
name in 2001 to Autobytel and again in 2017 to AutoWeb as its business 
evolved. The company has grown through acquisition, strategically pur-
chasing new business lines and technologies. The most recent acquisi-
tion, completed in December 2015, was that of AutoWeb, a separate 
entity bearing the name later adopted by Autobytel, which expanded the 
company’s online reach to encompass paid impression and click advertis-
ing. In late 2016, the company began experiencing a decrease in the 
quality of leads generated, which was later discovered to be attributable 
to changing online traffic characteristics for which the company had not 
yet optimized lead generation algorithms. This traffic acquisition issue, 
which was specifically identified in early- to mid-2017, is currently being 
remediated, a process which should be complete over the next several 
months. Both revenue and stock price were negatively affected as a re-
sult, and while the company has indicated that a resolution is in process, 
a return to normal operating characteristics is not reflected in operating 
results or the stock price. However, Global Value Research Company 
(GVRC) believes this issue to be temporary, and anticipates the company 
will quickly and completely return to normalized operating levels. GVRC 
therefore initiates coverage with a buy rating and a target price of 
$16.00  
 

Business Description 

AutoWeb provides lead generation and advertising services to automo-
tive dealers, manufacturers and OEMs. The company drives traffic to its 
network of websites by offering research and communication tools to 
consumers in the market to buy new or used cars or light trucks. Much of 
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this traffic is purchased from search engine providers such as Google, Yahoo and Bing, which provide tools used by Au-
toWeb to direct consumers to an AutoWeb network website. Once there, consumers are presented with information 
and robust research tools free of charge, with an option to submit a request to have a representative from an automo-
tive dealership in the consumer’s area contact him or her. Each of these generated leads is instantly provided to a man-
ufacturer or OEM (wholesale channel) or directly to a dealership (retail channel). AutoWeb measures the quality of 
these leads by the conversion of a lead into an actual vehicle sale. The company aggregates feedback from retail and 
wholesale customers, as well as vehicle registration data obtained from independent sources, to calculate conversion 
rates. For leads submitted through the company’s flagship website, Autobytel.com, for a new vehicle purchase, Au-
toWeb boasts conversion rate of 30%; for leads submitted through all AutoWeb’s internal websites, the conversion 
rate is 17%. This compares to conversion rates of 6% to 10% for unnamed competitors identified in Autoweb’s investor 
presentations. 
 
In October 2015, the company, then known as Autobytel, completed the purchase of a company known at the time as 
AutoWeb. Autobytel assumed the AutoWeb name in October 2017. Autobytel had previously purchased a 15% equity 
stake in AutoWeb in late 2013 to diversify and compliment its legacy lead generation business by gaining exposure to 
the online automotive advertising market. Since the completion of this acquisition, AutoWeb has experienced impres-
sive growth in its advertising revenues. The advertising segment includes click advertising, a product that enables man-
ufacturers and dealers to optimize advertising campaigns and reach highly-targeted audiences through an auction-
based click advertising marketplace, and impression advertising, which allows manufacturers and dealers to reach con-
sumers through an impression-based network of online advertising space. 
 
As previously mentioned, AutoWeb was founded in 1995 as Auto-by-Tel, offering its services via telephone. The compa-
ny’s activities quickly moved online as consumers turned to the internet to research automotive purchase options. Au-
toWeb now offers mobile products in addition to its online offerings, adapting to changing consumer preferences.  Fur-
thermore, while AutoWeb has traditionally focused on lead generation and  advertising for new vehicles, the company 
is now leveraging its technology and know-how to expand efforts to used vehicle marketing. Although used vehicle lead 
generation and advertising employs more specific parameters and is therefore more targeted, AutoWeb has a wealth 
of experience on which to draw. 
 
AutoWeb has acquired other like business in recent years, including CarSmart.com in 2000, ACC in 2003, Retention Per-
formance Marketing in 2004, Car.com, Inc. in 2004, Autotropolis in 2010, Cyber Ventures in 2010, Advanced Mobile 
Solutions in 2013 and Dealix/Autotegrity in 2015. 
 

Figure 1: five-year performance chart. Source: S&P Capital IQ; data as of 11/8/2017. 
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Balance Sheet 
For the three months ended September 30, 2017, AutoWeb’s assets continued a slow and steady growth, measuring 
$168.7 million, an increase from $167.0 million in Q2 2017 and $162.1 million in Q3 2016. $63.1 million was made up of 
goodwill and intangible assets, and $25.8 million of deferred tax assets. Current assets of $73.8 million included cash 
and short-term investments of $45.0 million, and compare favorably to current liabilities of $24.7 million and total lia-
bilities of $38.9 million. The company’s working capital position has been comfortable for several years.  
 
AutoWeb carries about $19.1 million in debt as of September 30, 2017, of which $4.9 million is current. One of the 
company’s two term loans will mature at the end of 2017. Other credit facilities include a term loan maturing on June 
30, 2020 with a balance of $8.8 million, a revolver with a balance of $8.0 million and a convertible note payable with a 
principal amount of $1.0 million (convertible to 61,200 shares of common stock at $16.34/share). 
 
The company announced a licensing arrangement with DealerX on October 11, 2017, which will expand AutoWeb’s 
technology portfolio and should be accretive to revenue and beneficial to margin over time. AutoWeb paid $8.0 million 
in cash as part of this transaction. 
 
Diligent balance sheet management over time, paired with consistent cash generation, has consistently grown share-
holders’ equity. Although substantial dilution may occur in the future, AutoWeb has also been active in repurchasing its 
common stock, announcing the purchase of $1.2 million in common stock in mid-2017 and the authorization of a new 
$3.0 million repurchase plan on September 6, 2017. 
 
Income Statement 
For the three months ended September 30, 2017, AutoWeb generated $36.9 million in revenues: $27.7 million from 
lead generation (-23.5% year/year), $7.4 million from click advertising (+34.5% year/year) and $1.6 million from other 
advertising (-17.1% year/year). These results reflect significant headwinds from the ongoing traffic acquisition issue 
that was first identified in late 2016 and has only recently began to resolve. AutoWeb’s lead generation revenues were 
as high as $36.3 for the quarter ended September 30, 2016, and $36.5 million for the quarter ended September 30, 
2015. However, on a recent company conference call, CEO Jeff Coats said “each subsequent month, we’re seeing im-
provements to margin and conversation rates as our systems continuously relearn and build upon the previous 
month’s bid optimization process.” Mr. Coats further stressed that traffic quality improvement has already been seen 
in the click advertising segment, and should follow in other segments in a matter of months. 
 
For the three months ended September 30, 2017, cost of revenues was $25.8 million, producing a gross margin of 
30.1%. Gross margin has historically been in the mid- to upper-30s. While the cost of revenues has remained fairly 
steady, the efficiency of these costs has been affected by the traffic acquisition issue, directly impacting gross margin. 
The company has commented that traffic will not be purchased at a gross margin below 30%, and they believe that the 
remedies that have been put in place will drive revenue at little or no incremental cost, resulting in a return to a 35%+ 
gross margin. 
 
Operating expenses in the third quarter were $10.9 million, a slight increase from the prior quarter but a notable de-
crease from quarters since the close of the AutoWeb transaction in late 2015.  While the company has stated that op-
erating expenses will remain below 30% of revenues, the business is highly scalable and a meaningful recovery in reve-
nues should not imply an associated increase in operating costs. Barring unforeseen or extraordinary events, AutoWeb 
should continue to demonstrate positive operating results.   
 
Cash Flow 
For the three month ended September 30, 2017, AutoWeb generated cash from operations of  $2.7 million. The com-
pany has produced positive cash from operations for 18 of the past 20 quarters, and cash burn during the remaining 
two quarters was minimal ($0.6 million and $0.4 million in Q1 2015 and Q1 2013, respectively). Cash from investing 
was -$1.2 million for Q3 2017, reflecting a small amount of capital expenditures and a $0.6 million purchase of the URL 
usedtrucks.com. With the exception of an occasional acquisition, cash from investing regularly falls between zero and -
$1.0 million.  Cash from financing was -$1.1 million for Q3, 2017, mostly reflecting the repurchase of common stock. 
The company's modest quarterly debt repayment is the only recurring financing item; this expense should decrease 
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slightly with the retirement of a term loan at the end of 2017. 
 
Potential Dilution 
For the three months ended September 30, 2017, AutoWeb reported weighted average basic shares outstanding of 
12.7 million and weighted average diluted shares outstanding of 13.2 million. Shares outstanding on the Q3 2017 bal-
ance sheet date (October 30, 2017) numbered 13.1 million. Concerningly, there are several million potentially dilutive 
shares reserved for future issuance, including 2.7 million stock options outstanding, 1.5 million shares authorized for 
future grants under the company’s stock-based incentive plan and 1.6 million reserved for the exercise of warrants. 
However, many of these instruments have exercise prices well above the current stock price, and many are subject to 
vesting conditions requiring the common stock to trade at prices several times greater than the current common stock 
price. GVRC believes that most of the potential dilution will occur above the current stock price and the target price of 
$16.00. 
 
Poison Pill 
In 2010, AutoWeb put in place a tax benefit preservation plan with the intention of discouraging significant ownership 
change in the interest of preserving substantial net operating loss carryovers (NOLs) at both the state and federal level 
pursuant to Internal Revenue Code Section 382. In the case of any person or group acquiring more than 4.9% of the 
company’s outstanding common stock, the plan provides for the issuance of equity purchase rights to all existing share-
holders other than the acquiring person or group. Although the company claims that the purpose of this plan is to pro-
tect their NOLs, GVRC views it as a poison pill meant to discourage significant outside influence through equity owner-
ship. 
 

Management and Governance 

Jeff Coats has been the CEO of AutoWeb since December 11, 2008. Mr. Coats has a strong background in finance and 
investment, and his résumé includes past employment with a handful of other internet companies. His 2016 compen-
sation totaled $2,406,234, consisting of $550,000 in salary, $1,326,276 in option awards, $479,600 in non-equity incen-
tive plan compensation and $14,358 in other compensation; his compensation represents 39% of total compensation 
among senior officers. He currently owns 0.76% of the common stock outstanding. 
 
Kimberly Boren has been the CFO of AutoWeb since April 1, 2015. Since joining AutoWeb in 2007, Ms. Boren has held 
several positions in the company’s finance group, interrupted by a brief stint at Experian between 2009 and 2010. Her 
2016 compensation totaled $897,342, consisting of $274,811 in salary, $480,580 in option awards, $135,417 in non-
equity incentive plan compensation and $6,534 in other compensation. She currently owns 0.32% of the common stock 
outstanding. 
 
AutoWeb’s Board of Directors is made up of eight individuals, two of whom also own Auto Holdings, Ltd., an 11.28% 
equity holder.  These two individuals, Matias de Tezanos and José Vargas, were part of the group that founded the en-
tity formerly known as AutoWeb that was purchased by the company in 2015. Both remain employed at the company, 
Mr. de Tezanos as the Chief Strategy Officer and  Mr. Vargas as the Chief Revenue Officer. Michael Fuchs serves as the 
Chairman of the Board of Directors, having been a member since 1996. Mr. Fuchs has held various positions with media 
companies, and currently serves as an advisor at Jacobson Partners, a New York-based private equity firm. Mr. de Te-
zanos and Mr. Vargas are the newest members of the Board of Directors, having joined in 2015; Mr. Fuchs and Mr. 
Coats are the most tenured members of the Board of Directors, having served since 1996. Five of the eight Board mem-
bers are independent. While many Board members have extensive experience in finance and technology, only one ap-
pears to have significant experience in the automotive industry.  
 
With the exception of Mr. de Tezanos and Mr. Vargas, who own equity in the company through Auto Holdings Ltd., no 
member of the Board of Directors owns more than 0.8% of the common stock outstanding, and many have insignificant 
equity interest in the company.  
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   Shareholders (from recent 13D, 13F, 13G or proxy filings): 
   Auto Holdings Ltd. (as of 4/28/2017 proxy) 11.28% 
      +Convertible Preferred Exercised 6/22/2017 12.84% 
         24.14% 
   The Vanguard Group, Inc.   3.62% 
   Lyon Street Capital, LLC    3.08% 
   Signia Capital Management LLC   2.88% 
   Thomson Horstmann & Bryant, Inc.  2.68% 
 

Industry Overview and Competitive Positioning 

The market for automotive digital advertising and lead generation is large and untapped. eMarketer.com estimates 
that total digital ad spend for US automotive advertising in 2017 will total $9.13 billion, a combination of lead genera-
tion ($0.83 billion), video, media and banner display ($3.14 billion) and search and pay-per click advertising ($3.33 bil-
lion). AutoWeb is positioned in all three of these markets, drawing on a long history of lead generation and recent ac-
quisitions that have enhanced advertising capabilities. As consumer preferences evolve, targeted internet advertising 
should consume a larger share of overall advertising budgets. 
 
AutoWeb competes against several significant and larger established competitors as well as smaller innovative compa-
nies seeking to disrupt the market. TrueCar, Inc., CarGurus, Inc. and Cars.com Inc. are three of AutoWeb’s most promi-
nent competitors; although each company operates in a slightly different manner and delivers a slightly different prod-
uct, all three court in-market car buyers and offer comparative tools to shoppers. Large internet traffic providers or 
general marketing platforms may also offer services or functionality that directly compete with AutoWeb’s advertising 
business, although the amount of knowledge possessed by AutoWeb about the preferences and tendencies of in-
market vehicle buyers give them a distinct advantage over these competitors. Many large competitors have sizable 
budgets with which to purchase internet traffic to support conversion efforts. While smaller competitors are difficult to 
identify, AutoWeb has historically purchased companies that have enhanced the company’s capabilities or broadened 
the company’s product offerings. 
 
While third-party-provided leads have been the standard in the automotive industry for years, AutoWeb has occasion-
ally observed emerging business trends or marketing practices that may directly compete with the company's lead gen-
eration or advertising businesses. Although the company believes that their services are extremely valuable and effec-
tive means of reaching targeted consumer audiences, advertising and marketing budgets may be diverted to test new 
approaches. 
 
AutoWeb’s customers include several well-capitalized national and international manufacturers that may be able to 
perform similar advertising services in-house. However, to the extent that AutoWeb is able to capture internet traffic 
consisting of qualified in-market car buyers to its website network, lead and advertising sales to manufacturers and 
dealers should continue. AutoWeb’s obvious competitive advantage over its customers is its set of brand-agnostic vehi-
cle research tools. 
 
Part of AutoWeb’s revenues are dependent on the number of potential purchasers of cars or light trucks during any 
given time period. Since AutoWeb’s 1995 founding, US light weight vehicle sales have fluctuated between a seasonally 
adjusted annual rate of about 9.2 million (February 2009) and brief peaks of over 20 million (October 2001 and July 
2005). Over the past three years, this measurement has hovered between annualized rates of 16 million and 18.5 mil-
lion (measured monthly), and forecasts predict 2017 and 2018 full-year measurements will be around 17 million. Cycli-
cality may affect AutoWeb’s ability to compete over fewer in-market car buyers, but in down cycles, automotive retail-
ers also demand a greater number of qualified leads. While the company’s acquisitions and rapid growth have clouded 
an apt analysis of the business’s true cyclicality, GVRC suspects both cyclical and counter-cyclical forces are at play.  
 

Valuation Analysis 

Note: Global Value Research Company does not premise valuation on financial modeling of future results. Each compa-
ny analyzed is treated as unique and its value is appraised based on its circumstances and those of the industry and 
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macroeconomic environment in which it operates. Various metrics are used based on a company’s characteristics and 
historical pricing. 
 
AutoWeb’s common stock has historically been valued (enterprise value, EV) at a multiple to trailing earnings before 
interest and taxes (TTM EBIT) between 20x and 40x, although for brief periods over the past five years has traded 
slightly outside of this range. GVRC believes that the multiple has been predicated on expectations of growth and was 
commensurate with multiples commanded by many other expanding technology companies. EV/EBIT is an appropriate 
valuation metric due to the limited assets and ongoing capital expenditures required to run the business, as well as its 
economic characteristics and history of operating profitably. Revenues have grown from $17.5 million for the quarter 
ended September 30, 2012 to a high of $43.9 million for the quarter ended September 30, 2016. From this high, reve-
nues declined sequentially to a recently low of $34.6 million for the quarter ended June 30, 2017 and showed a slight 
recovery to $36.9 million for the quarter ended September 30, 2017. 

Several acquisitions have been made over the previous five years, enhancing AutoWeb’s lead generation business and 
expanding its advertising offerings. One of the most accretive benefits of such acquisitions has been meaningful growth 
of advertising revenue, which was first reported as a separate item for the quarter ended June 30, 2014, when it to-
taled $0.8 million. Steady growth has ensued, and for the most recent quarter, advertising revenue was $9.0 million. 
 
For the quarter that advertising revenue was first reported (Q2 2014), lead generation revenue was $24.8 million. Lead 
generation revenue increased to $36.6 million for the quarter ended September 30, 2015 and remained above $30 mil-
lion per quarter until 2017, when it began to decline markedly. Its recent low was $26.4 million for the quarter ended 
June 30, 2017, and it recovered modestly to $27.7 million for the quarter ended September 30, 2017.  
 
The collapse of lead generation revenue and the stagnation in advertising revenue from late 2016 to mid-2017 corre-
lates with the company’s previously discussed traffic acquisition issue. Although the problem first surfaced at the end 
of 2016, the identification of its specific root cause took several months, during which revenues predictably declined. 
AutoWeb ultimately attributed traffic degradation to a modification in the algorithms used by its vendors (Google, Ya-
hoo and Bing, primarily), and worked with providers to understand these changes. Because the re-optimization of pur-
chased traffic is accomplished via machine learning, remediation will take a number of months to accomplish. Mr. 
Coats points to the acceleration of click revenue growth for the quarter ended September 30, 2017 as a leading indica-
tor of this recovery.  
 
Global Value Research Company believes that AutoWeb will be successful in re-optimizing its traffic, leading to a recov-
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Figure 2: Quarterly revenues by segment, trailing twenty quarters. Source: AutoWeb, Inc.’s SEC filings; data as of 9/30/2017. 
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ery to previous revenue numbers in its lead generation segment and subsequent sequential growth in both the lead 
generation and advertising verticals stemming from organic efforts as well as accretive acquisitions. Because the busi-
ness is quite scalable, such growth should lead to improved EBIT, at which point it is reasonable to assume that the 
company's valuation will reflect historic multiples. 
 
AutoWeb has a raison d’etre because it provides best-in-class automotive marketing services and innovative product 
offerings. The company has provided leads for in-market vehicle buyers since its inception in 1995 and has customer 
relationships with over 24,000 car dealerships and manufacturers, including most major automotive brand franchises. 
Its newer targeted advertising service should prove valuable to existing customers, especially given AutoWeb’s history 
of efficiently identifying qualified audiences. The company claims that its services account for 4% of new and 2% of 
used vehicles in the United States. 
 
The automotive advertising and marketing industry has a raison d’etre as long as people buy vehicles. Although cyclical, 
the US vehicle market should continue to grow with the population. Additionally, consumers are increasingly turning to 
digital means to shop for goods and services. These trends should accrue favorably to AutoWeb over the long-term.  
 
AutoWeb’s economic margin of safety is in its historic ability to generate positive cash from operations, coupled with 
low capital expenditure requirements. Cash from operations has been positive for 18 of the past 20 quarters, averaging 
$2.8 million per quarter and summing to $56.6 million over the five-year period. Capital expenditures over the same 
period average $0.4 million per quarter and sum to $8.5 million. Such consistent profitability has increased equity value 
over time. 
 
To arrive at a target price of $16.00, a recovery of revenues to a level of $38.5 million per quarter is assumed, with no 
meaningful increase in cost of revenues or operating expenses - a reasonable scenario considering past performance 
and the temporary nature of the traffic acquisition issue. Recent acquisitions should accelerate recovery and subse-
quent growth. Cost of revenues of $25.5 produces a gross margin of roughly 33.8%; Mr. Coats has expressed confi-
dence that gross margin will return to and exceed 35%. Operating expenses of about $11.0 million per quarter produce 
an EBIT of about $2.0 million per quarter, or $8.0 million annually. Applying the target EV/EBIT multiple of 24x (versus 
an average of 28x over the past five years) produces an EV of $192 million, or a market cap of about $218 after ad-
justing for net cash of roughly $26 million. Using a diluted share count of about 13.6 million shares, this gives a target 
price of about $16.00 per share.  
 

Risks, Catalysts and Expectations 

Expectations for AutoWeb’s future operation performance are based on a return to normal levels of revenue, which is 
in no way guaranteed. Risks to this normalization, and to AutoWeb’s continued competitive position, include the fol-
lowing: 

• Key traffic vendors modify algorithms without advanced notice, causing AutoWeb’s optimization protocols to 
become less effective or obsolete, as occurred recently. 

• Increased competition from new or existing companies providing automotive lead generation and advertising 
space, causing pricing distortion or otherwise capturing market share.  

• The company mismanages its financial resources or makes a poor acquisition. Increased expenses are not out-
paced by earnings growth. 

• Shift in industry dynamics whereby a disruptive event such as electric autos, self-driving vehicles or regulatory 
changes impact industry outlook. 

• Exercise or vesting conditions on potentially dilutive shares are modified, causing significant dilution at lower 
prices than expected. 

 
Provided the above risks are avoided, GVRC expects AutoWeb’s revenues to recover and the company to grow both 
organically and through accretive acquisitions, leading to a recovery in the price of the common stock. Catalysts for this 
recovery include the following: 

• Continued improvement of revenues in the advertising and lead generation segments without a disproportion-
ately large increase in cost of revenues. 
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• Expansion of customer network of dealers and manufactures, or a continued shift of dealer and manufacturer 
marketing budgets towards targeted online advertising. 

• Increased consumer appetite to purchase cars and light trucks, leading to a corresponding increase in traffic to 
AutoWeb’s network of websites. 

• Recent partnership with DealerX, or a future acquisition, have a greater impact on growth than expected. 
• An offer to purchase AutoWeb by a larger competitor, which management believes will occur at some point. 

 
Global Value Research Company expects a near-term realization by market participants that AutoWeb’s common stock 
has been too severely discounted, having traded off on concerns that the company’s traffic acquisition issue would take 
longer to resolve than the company claimed, hampering growth or revealing deeper mismanagement. While Au-
toWeb’s business is somewhat dependent on consumers’ purchasing habits, barring a severe depression in auto sales, 
the company’s recovery is largely an internal matter. Once further evidence of revenue recovery, resumption of reve-
nue growth and continued disciplined cost management is presented, expect shares to trade in their historic EV/EBIT 
range of 20x to 40x. 
 
In conclusion, GVRC places a buy recommendation when it believe shares can be purchased at a 50% or greater dis-
count from appraised value. AutoWeb’s shares currently trade at a 52% discount to GVRC’s target price of $16.00/
share. GVRC believes a discounting was previously warranted, but the company’s prompt identification and ongoing 
remediation of internal issues have assuaged the original causes for concern. The steep discount no longer reflects the 
company’s earnings power and offers an attractive entry point for opportunistic, long-term investors. GVRC remains 
vigilant of any lingering consequences of recent problems, but is cautiously optimistic that a recovery in fundamentals 
and stock price is imminent. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



AUTOWEB, INC. 9 

MILWAUKEE, WI     ▪     BOSTON, MA     ▪     CHARLESTON, SC     ▪     HYDERABAD, INDIA 

About Global Value Research Company 

Global Value Research Company is the investment research division of Global Value Investment Corp, a research and 
advisory firm serving individual and institutional clients. Founded in 2007 in Milwaukee, Wisconsin, the firm currently 
operates additional offices in Boston, Massachusetts, Charleston, South Carolina and Hyderabad, India. Global Value 
Research Company espouses the value investing principles pioneered by Ben Graham and David Dodd, providing com-
prehensive fundamental analysis of publicly traded companies around the world. Our research process focuses on dili-
gently examining company financial statements, understanding competitive positioning, assessing industry and macro-
economic trends and speaking with company senior management on an ongoing basis. Further information about 
Global Value Research Company’s services can be obtained by contacting the firm directly. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Ratings  

Buy: Security is currently trading at a discount to appraised value such that we expect it to produce an annualized return of 15% or greater over a hypothetical 
five-year holding period based on our view of the company and industry fundamentals, catalysts, risks and valuation.  

Hold: Security is currently trading at a discount to appraised value such that we expect it to produce an annualized return of less than 15% over a hypothetical 
five-year holding period, or a company is trading a modest premium to appraised value and we expect minimal risk of capital impairment with moderate possibil-
ity of further appreciation based on our view of the company and industry fundamentals, catalysts, risks and valuation. 

Sell: Security is currently trading near, at or above appraised value and we do not expect significant appreciation, or the risks of holding the security outweigh the 
possibility of further appreciation based on our view of the company and industry fundamentals, catalysts, risks and valuation. 
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