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Current Price (11/5/26) $4.57 
Valuation $7.70 

 
OUTLOOK 

 
SUMMARY DATA 

 
Risk Level Above Average 
Type of Stock Small Blend 
Industry Networking 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

FatPipe offers patented advanced data 
communication software that securely connects 
offices and clouds into one cohesive network. It 
aggregates multiple data lines from multiple data 
carriers, using any last-mile connection including 5G 
and satellite, into a single, seamless corporate 
network accessible anywhere in the world. It offers 
this software as a SaaS and also sells the hardware 
needed to use the software. The company had its 
IPO in April 2025 and has used proceeds to increase 
its direct sales force to spur sales growth.  

52-Week High $7.96 
52-Week Low $1.45 
One-Year Return (%) 38.5 
Beta 2.9 
Average Daily Volume (sh) 30,748 
  
Shares Outstanding (mil) 14.1 
Market Capitalization ($mil) $65 
Short Interest Ratio (days) 1.3 
Institutional Ownership (%) 14.0 
Insider Ownership (%) 47.0 
  
Annual Cash Dividend  $0.00 
Dividend Yield (%)  0.00 
  
5-Yr. Historical Growth Rates  
    Sales (%) N/A 
    Earnings Per Share (%) N/A 
    Dividend (%)   N/A 
  
P/E using TTM EPS 9.5 
P/E using FY2027 Estimate 10.4 
P/E using FY2028 Estimate 11.4 
  
  
  

ZACKS ESTIMATES 
 

Revenue  
(in millions of $) 

 Q1 Q2 Q3 Q4 Year 
 (Jun) (Sep) (Dec) (Mar) (Mar) 

2025 3.8 A 5.5 A 3.1 A    3.8 A 16.3 A 
2026 3.9 A 4.0 A 4.1 A 7.2 A    19.2 A 
2027 5.0 A 4.8 A 4.8 E 7.0 E    21.7 E    
2028                 25.6 E    

  
GAAP EPS 
 

 Q1 Q2 Q3 Q4 Year 
 (Jun) (Sep) (Dec) (Mar) (Mar) 

2025 -0.05 A   0.13 A    0.01 A   -0.03 A    0.15 A    
2026 0.05 A    -0.00 A    0.02 A 0.28 A    0.35 A 
2027 0.09 A 0.09 A 0.08 E 0.20 E    0.44 E    
2028                 0.40 E    
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FATN:  In FYQ2 27, FatPipe 
Continued to Beat its 18% Growth 
Target and Added a New Product 
 

We believe FatPipe’s valuation should be 
compared to peers trading at an average EV/2026 
calendar sales multiple of 8.8x. We think a 5.0x 
multiple would be conservative, yielding 
approximately $7.70 per share. 
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      WHAT’S NEW 
 
 
FatPipe Continues to Beat its Growth Goals as FYQ2 Shows 22% Revenue Growth and 
EBITDA Increases 42% 
 
FatPipe continues to beat its internal 18% target, as shown in its September results. In its second fiscal 
quarter of 2027 ending September 30, FatPipe reported revenue up 22% to $4.8 million and net income of 
$1.2 million, aided by a $371,000 tax reversal. Pretax income was $831,000 or a 17.2% margin. Its 
salesforce is aging, and its newer products are adding further revenue.  
 
On August 18, FatPipe introduced its newest product, “Constellation”, an AI-Assisted complete network 
management solution designed to give IT teams greater visibility into their devices and infrastructure across 
their local and Wide Area Networks. Constellation provides a central view of the LAN and WAN, helping 
organizations monitor network devices such as switches, routers, firewalls, servers, wireless equipment, and 
other supported network components. Besides monitoring network health, Constellation monitors every 
detail, even down to server fan status, optical connector brightness, and their voltage and amperage. It can 
monitor every single aspect of a network, including every single device, every single port in a switch, and the 
fiber connection. It also maintains an inventory of products and tracks applications on devices. It can tell 
customers when software is coming up for renewal, which software is vulnerable and has not been updated, 
and which software licenses are not even being used. 
 
The advantage from a customer perspective is that they don't have to go to multiple vendors for different 
pieces of information. This product has been well accepted as it integrates everything, including other 
vendors’ products, and shows it in one place. It can be added to any customer’s setup even if they do not 
have FatPipe’s other offerings or are mid-contract. As it is a new, unique offering, it is not replacing any 
FatPipe or its competitors’ products. Customers pay per number of devices monitored. 
 
 
Key Capabilities 
 
• Centralized LAN/WAN Visibility: Provides a consolidated view of devices and network activity across 

the local area network. 
• Affordability 
• Continuous Network Monitoring: Monitors network infrastructure and device status to identify potential 

issues. 
• Simplified Troubleshooting: Helps quickly locate network problems and better understand the condition 

of connected infrastructure. AI also helps the system learn and identify potential issues. 
• Unified Network Management: Complements FatPipe's SD-WAN and security solutions, giving 

customers broader visibility across both WAN and LAN environments across their geographically 
distributed network 

• Inventory and Asset Management: tracks assets, including addition and removal of assets, software 
versions on systems, and utilization of those assets. 
 

 
The sales force continues to grow at FatPipe.  It is currently at 30 salespeople, and management said it 
plans to add six by the end of March. The company is also expanding its sales partnerships. It recently 
signed up TD Synnex (previously called Tech Data), the largest technology distributor in the world, as well as 
Carahsoft Technology and Howard Technology Solutions, and we expect more. Its largest partner is still 
bringing in the great majority of sales. It contributed 67% of sales in the six months ending September 30.  
 
In FYQ2 2027, the company recognized the remaining third of the $7 million contract announced in July for 
public schools, negotiated at the state level. This one large contract caused the majority of the bump in 
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recurring revenue year over year. This large contract is opening doors to other business as it proves FatPipe 
is capable of bigger projects.  

 
While FatPipe is showing estimated fiscal year revenue growth of only 13%, on a 2026 calendar year basis, 
growth is expected to be much more impressive at 39% and should be looked at when comparing it to its 
peers. On an earnings basis, the company has an uphill battle next year because of taxes. This year it is 
using up its NOLs and will be going from getting back $1.5 million in taxes to paying a full tax rate of 22% 
next year. This will cause EPS to decline year over year, while pretax profit grows. Looking past FY 2028, 
earnings growth should be in line with revenue growth, if not surpass it due to operating leverage. Our 
current valuation is $7.70 per share, which is approximately 5x EV/Sales versus a peer average of 8.8x. On 
a PE basis, the stock is also undervalued given its growth.  
 
 
Q2 FY2027 Results Ending September 30, 2026 
 
Revenues for the September quarter were $4.8 million, up 22% from $4.0 million in the second quarter of 
FY2026. Product revenue was $3.3 million compared with $2.6 million during the same period in 2025. 
 
In Q2 FY2027, the cost of revenue was $485,000, an increase of $172,000 from the prior period ended 
September 30, 2025. Gross profit rose to $4.3 million, an increase of $703,000, or 19%, from the prior 
period. The gross margin decreased to 90.0% in the quarter ended September 30, 2026, from 92.1%, 
reflecting product mix. 

 
As planned, sales and marketing expenses increased as FatPipe added sales headcount across its divisions 
to invest in long-term growth. Expenses increased $138,000 compared to the prior period, primarily due to 
increased sales headcount and advertising and promotional efforts.  

 
G&A expense was $1.1 million for the quarter, a decrease of $330,000 compared to the prior period. In last 
year’s quarter, there was one-time stock-based compensation expense from the IPO offset by bad debt 
adjustments. Taking those out, G&A was very similar year to year. Product development expense was 
$525,000, up $36,000 as the company continues to develop new products and features.  

 
Pretax income rose $887,000 to a profit of $831,000, versus a loss last year of $56,000, resulting in an 
operating margin of 17.2%.  The company had a tax reversal of $371,000 compared to a reversal of $13,000 
in the prior fiscal year. As previously mentioned, the company changed tax accountants, who revised how it 
reported taxes. Last fiscal year, the company had a partial reversal of approximately 50% of a $3.0 million 
prior-period accrued income tax payable balance, recognized as a change in accounting estimate; the 
utilization of general business credit carryforwards; and the foreign rate differential associated with losses. 
 
As a result, net income was $1.2 million, up from a loss of $43,000 last year, generating EPS of $0.09, up 
from -$0.00 last year. The shares outstanding rose 2%. 

 
 

Balance Sheet  
 
As of September 30th, FatPipe had $3.1 million in cash and $4.4 million in debt. It had working capital of 
$12.6 million. On October 1st, it spent $410,000 in cash on an acquisition and refinanced a loan. In Q2 
FY2027, it had cash flow (not including changes in working capital) and free cash flow of $1.2 million. The 
company plans to stay at a positive cash flow in the next two years despite spending on growth. 
 
On July 2, 2026, the company filed an ATM shelf registration statement for up to $20.0 million of common 
stock and/or debt securities.  

 
On October 1, 2026, FatPipe entered into a $4.5 million secured term loan and a secured revolving line of 
credit of up to $1.5 million with KeyBank National Association and used approximately $4.47 million of the 
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term loan proceeds to repay in full the outstanding balance of the Fortis Bank loan, and that loan was 
terminated. Borrowings under the new credit facilities bear interest at the adjusted daily SOFR Index plus 
3.00%, which is a savings of 1.85%. 
 
During the Quarter 

 
On July 21, 2026, FatPipe announced that it was awarded a $7 million contract to provide FatPipe’s network 
edge products and network monitoring services to public schools in an entire state.  
 
On August 4, 2026, FatPipe and Carahsoft Technology Corp., The Trusted Government IT Solutions 
Provider®, announced a partnership under which Carahsoft will serve as a preferred FatPipe Public Sector 
distributor. 
 
On September 11, 2026, FatPipe appointed Kanishka Ragula as Chief Financial Officer. Before joining 
FatPipe, he worked in J.P. Morgan's Technology Investment Banking group in San Francisco, advising 
technology companies on M&A, equity and debt financings, and other strategic transactions. He was 
involved in Snow Software's sale to Flexera; Francisco Partners' $1.2 billion acquisition of Jama Software; 
General Atlantic’s investment in HighLevel; and Warburg Pincus’ $350 million investment in CData Software. 
He was also involved in StubHub's IPO, which J.P. Morgan led, and PagerDuty's $350 million convertible 
senior notes placement. He also worked on transactions for OpenAI, LegalZoom, Jamf, McAfee, and Red 
Ventures. He held FINRA Series 79 and Series 63 registrations and completed the Securities Industry 
Essentials examination. Most recently, Ragula was Director of Finance at FatPipe. To support an orderly 
transition, Eric Sherb will continue to advise FatPipe in a consulting capacity. 
 
On September 29, 2026, FatPipe announced a partnership with Howard Technology Solutions, a Value-
Added Reseller and systems integrator serving enterprise and public sector customers.  
 
 
After the Quarter Ended 

 
On October 1, 2026, FatPipe bought ViewVertical Technologies LLC, which provides managed IT and 
consulting services, in order to expand market presence as well as its IT and cybersecurity offerings. The 
purchase price of $810,000 consists of $410,000 paid in cash at closing and up to $400,000 of contingent 
consideration. We believe the company will be contributing between $1 and $2 million to annual sales and 
adding approximately 15 people. The company is profitable and should be accretive.  
 
 

 
 
      KEY POINTS 
 

 
Ø FatPipe is an SD-WAN (Software-Defined Wide Area Network) provider that sells a service to 

manage the networks of small and medium-sized enterprises. Its patented solution is a software 
platform, often sold with an appliance, with additional application modules for cybersecurity, SIEM 
(Security Information and Event Management), and email security. In contrast to its competitors, it 
provides customers with one vendor to call for all network problems, and it can provide a hybrid 
solution that combines on-premise assets and cloud services, resulting in significantly lower costs for 
the customer. 
 

Ø Management is focused on revenue growth and has taken the IPO proceeds to add to the sales 
effort. Since last year, it has more than tripled its salesforce from eight to 30 people today, and as 
these salespeople become more productive, revenues should accelerate. The company plans to add 
another plan to add six more by the end of March. It is also adding other channel partners, both 
traditional Value-Added Resellers (VARs) and Internet Service Providers (ISPs). 

https://www.globenewswire.com/Tracker?data=rzwcZK8v3WWj5qf6-IjwaIAv3TWqWgiwgBB6X_5KlviU407AE9PalSxx2TmBjiZENzYxBgV0fDtvWDM1WK0cyBAuGhjH2RTp2VXOMRJttLU=
https://www.viewvertical.com/
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Ø The company launched its all-in-one platform, “Total Security 360,” last October as an upgrade to its 

current customers. This upgrade can cost up to three times as much as its base SD-WAN platform 
and provides the potential for significant revenue increases from current customers as well as new 
customers. This quarter, it added a new product, “Constellation”, which provides an overview of a 
customer’s entire network. 

 
Ø FatPipe’s software is written in-house, and all of its parts are fully integrated, in contrast to its major 

competitors, Fortinet and Cisco, which have bought companies and offer somewhat unintegrated 
solutions. FatPipe wrote and owns foundational patents for SD-WANs and can offer a platform 
differentiated from the competition. As primarily hardware providers, Fortinet, Cisco, and other 
competitors expect customers to manage their own networks and target large companies with large 
IT staff. FatPipe offers first-party management for its customer solutions.  

 
Ø The company IPOed on April 7, 2025, at $5.75 and hit an all-time high of $23.27. The stock then fell 

significantly as long-time shareholders sold off stock and the company reported lower revenues in its 
first six months as a public company due to a comparison with the exceptionally strong first half of 
the year before. The stock hit a low just before the company reported its December quarter results. 
After reporting revenue growth in the following quarters, the stock has begun to recover. 
 

Ø Its enterprise value is now $65 million. Its estimated 2026 calendar revenue is $22 million, giving it 
an EV/Sales ratio of 3.0 times, compared with comparable companies that average 8.8 times. We 
believe that as the company shows continued revenue growth and returns to its historical high 
margins, its multiple should expand. Using just a 5x multiple, that would make FatPipe stock worth 
approximately $7.70 per share. 

 
 

   
     OVERVIEW 

 
FatPipe Inc. was founded in 2010 and is headquartered in Salt Lake City, Utah, with a branch in Chennai, 
India. More than 2,500 customers across various industries use its products, including government, 
financial services, healthcare, and manufacturing. As of March 31, 2026, the company had 172 full-time 
employees, comprising 56 in the US, 112 in India, and 4 in the Philippines. The company went public on 
April 9, 2025, selling 791,024 shares of common stock at $5.75 per share and raising net proceeds of 
approximately $3.7 million. It is using the cash to increase its sales force to spur growth. The sales force 
was increased from eight in Q2FY2025 to 30 today. In its experience, sales team members break even in 
three to six months. In addition to direct sales, the company uses a network of over 100 reseller partners. 
The nation’s largest ISP is its largest reseller and contributes almost half of its sales.  
 
FatPipe’s main service is managing networks for small to medium organizations using its SD-WAN 
(Software-Defined Wide Area Network) platform. It has a vast amount of intellectual property from the 
research of its founders, who came from academia. It owns the basic patents for network rollover when 
there is a failure, and it has defended its patents in court against Cisco and Oracle, both of whom 
subsequently settled. While FatPipe typically sells its solution as software loaded on a generic appliance, 
what the customer pays for is the highly differentiated integrated software platform and the support 
FatPipe provides. FatPipe offers advanced data communication software that securely connects offices 
and clouds into one cohesive network. It aggregates multiple data lines from multiple data carriers, using 
any last-mile connection, including 5G and satellite, into a single, seamless corporate network accessible 
anywhere in the world. Versus most competitors, FatPipe provides one vendor to manage the entire 
network with a simple, predictable payment schedule. As the company likes to say, "for the price of a 
latte, we provide network security, cybersecurity, and email spam and attachment sandboxing, per 
employee, for a whole month.” 
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FatPipe’s biggest reseller sells FatPipe’s SD-WAN as part of its service offering, which is an upsell from 
just providing internet access or telecom services. Using FatPipe, a customer can separate its networking 
traffic into two categories: one stream that needs to access the entity's data center for content that is on 
its servers, and one stream that is looking for content on the internet. For example, a school district will 
have users looking for information that is stored on its servers (grades, courseware, attendance) and 
other users that just want to access the internet (social media, research, news) or sources external to the 
school. Using FatPipe, the external users go straight to the internet and not via the data center. This is a 
huge money-saver, as the needed bandwidth will be lower, and the latency will be decreased. No other 
vendor can do this.  

 
A single FatPipe solution replaces multiple products, offering simpler installation and decreased 
maintenance costs as well as a single point of contact per company for all networking needs. In one 
FatPipe SD-WAN product, all the technology needed (i.e., multiple data lines, data carriers, and/or 
telecommunications companies) is packaged together to connect corporate networks into a seamless, 
extremely reliable, and highly redundant ecosystem. If any line fails, patented technology prevents the 
loss of voice and/or data connections by seamlessly failing over the data to the next available line in less 
than a second. Its firewall and full suite of security features provide network protection from cyber-attacks 
and optimize productivity via tools such as web filters, geo-blocking, and intrusion prevention/detection to 
halt unauthorized access to non-productive or malicious sites. 
 
FatPipe’s offering, Total Security 360, integrates cybersecurity, SIEM, and email security into a single 
product. Customers have previously had to buy these applications as separate modules, either from 
FatPipe or other vendors, making management more complicated. Total Security 360 places all of its 
features on a single platform, providing a holistic view of what is going on and a single phone call to 
make when there is a problem. 

 
 

 
     OWNERSHIP  
 

Ragula Bhaskar and Sanchaita Datta are husband and wife; Kanishka Ragula is their son, and as a family, they 
own 47% of the common stock. 
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      VALUATION  
 
For comparables, we are using FatPipe’s main competitors that also provide SD-WAN solutions. We see 
below that the average company trades at an EV/Sales ratio of 8.8 times the estimated calendar 2026 sales 
and also has an average EBITDA margin of 25%. FatPipe has not yet demonstrated consistent revenue 
growth and should be valued at the lower end of the range until it improves. If we use 5.0 times, that puts 
FATN at an enterprise valuation of $109 million, a market value of $108 million, and a stock price of 
approximately $7.70 per share.  
 

 
 
 

 
 
 
 
 

 
RISKS  

 
 

Ø Because the company books software revenue upfront, its quarterly results are highly variable and 
unpredictable, depending on when contracts are implemented. 
 

Ø Dr. Ragula Bhaskar and Sanchaita Datta own 46% of the stock and together hold the positions of 
Chairman of the Board, CEO, President, and CTO. Others have minimal say in governance and 
management. 

 
Ø For the six months ending September 30, 2026, three major channel partners accounted for 

approximately 67.1% of FatPipe’s consolidated revenues. The largest was 65.4% of revenue, up from 
49.0% last year. This was an increase of $2.6 million, or more than all the growth in the first half of this 
year. 
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       INCOME STATEMENT  
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BALANCE SHEET 
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CASH FLOWS 
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     HISTORICAL STOCK PRICE 
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      DISCLOSURES 

 
The following disclosures relate to relationships between Zacks Small-Cap Research (“Zacks SCR”), a division of Zacks Investment Research 
(“ZIR”), and the issuers covered by the Zacks SCR Analysts in the Small-Cap Universe. 
 
ANALYST DISCLOSURES 

I, Lisa Thompson, hereby certify that the view expressed in this research report accurately reflects my personal views about the subject 
securities and issuers. I also certify that no part of my compensation was, is, or will be, directly or indirectly, related to the recommendations or 
views expressed in this research report. I believe the information used for the creation of this report has been obtained from sources I considered 
to be reliable, but I can neither guarantee nor represent the completeness or accuracy of the information herewith. Such information and the 
opinions expressed are subject to change without notice. 
 

INVESTMENT BANKING AND FEES FOR SERVICES  

Zacks SCR does not provide investment banking services nor has it received compensation for investment banking services from the issuers of 
the securities covered in this report or article. Zacks SCR has received compensation from the issuer directly, from an investment manager, or 
from an investor relations consulting firm engaged by the issuer for providing non-investment banking services to this issuer and expects to 
receive additional compensation for such non-investment banking services provided to this issuer. The non-investment banking services 
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and fifty thousand dollars per annum. Details of fees paid by this issuer are available upon request. 
 

POLICY DISCLOSURES   

This report provides an objective valuation of the issuer today and expected valuations of the issuer at various future dates based on applying 
standard investment valuation methodologies to the revenue and EPS forecasts made by the SCR Analyst of the issuer’s business.  
SCR Analysts are restricted from holding or trading securities in the issuers that they cover. ZIR and Zacks SCR do not make a market in any 
security followed by SCR nor do they act as dealers in these securities.  Each Zacks SCR Analyst has full discretion over the valuation of the 
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