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A Close Look At MRMD’s Core Markets in 3Q24 
We provide an update here about MariMed’s operations in IL, MD, and MA – the company’s three 
states accounting for the bulk of sales. Capacity expansion in IL and MD, two states with attractive 
economics, bodes well for MRMD’s organic growth outlook. MA, on the other hand, faces more 
challenging economics. By 2025, states like MO and OH should become larger contributors to 
company sales. For 2024, we calculate the company is ahead of sales guidance for 5-7% growth, 
but due to start-up costs we expect EBITDA to decline yoy (vs. guidance for 0-2% growth). The 
stock is attractively valued at 1x sales (MSO average 1.9x) and 8x EBITDA (12x). 

IL Market Update, and MRMD Brands 
We estimate IL accounts for 40-45% of MariMed sales, and even though total market growth has 
stalled, the state should be a growth driver for MRMD. The company opened a 5th store earlier this 
year, it began sales from its kitchen in January (edibles and extracts), and recently started planting 
at its 14K sq ft facility (with sales set to begin by early 2025). 

Overall market trends: With wholesale prices above $2,000/lb and dispensary revenue per store 
near $9Mn pa, IL remains an attractive state vs. several other rec markets in the US. But growth 
has stalled, and economics have suffered, especially for retailers without cultivation. 

• Sales: 3Q24 sales of $496Mn (86% rec, 14% med) were flat in yoy terms and -2% qoq; yoy
trends have slow compared with the 4-6% growth range seen in the past three quarters.
Given the continued increase in the # of stores, we would have expected acceleration in
aggregate demand or at least a similar growth trend. All this in the context of IL continuing
to underperform other states in per cap spend. With $2Bn in LTM sales, IL per cap of $160
is well below other states that began rec after IL (AZ $178; MD $188; MO $224) and MI
($320), which began rec just one month before IL. Re product mix, per Headset, flower
accounted for 43% of 3Q24 sales and vape for 26% (pre-rolls 12% and edibles 11%).

• Prices and Retailer Spreads: As per the official state source, retailer rec prices for flower
averaged $8.87/gram in 3Q24 ($31.04 per 1/8 oz), down 10% yoy (-29% 2-year stacked)
and -4% qoq. All this in a context of stabilizing wholesale prices. Per Cannabis Benchmarks
(CB), flower wholesale prices were down only 1% yoy in 3Q24. Indeed, as per Headset,
flower retailer margins continued to drop, with 3Q24 $2.98/gram down 16% yoy (2Q24
$3.25; 1Q24 $3.36; CY avg $3.57; CY22 avg $4.91).

• Stores: The store count has been increasing at a faster pace than total statewide sales,
leading to rev/store dilution. As of 10/9/24, the IL regulator (IDFPR) had issued a total of
232 licenses for adult sales dispensaries vs. 110 at the end of 2023. Of the total 232
licenses issued, 122 are part of the social equity license program (of a total 185 to be
issued). If we take an average of 227 stores for 3Q24, this equates to $8.8Mn in annual
sales per store, on average – while this is above several rec states, it is well below from
$17Mn two years ago.
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MRMD brand performance: According to Headset (note: MRMD only began selling its own brands 
in IL in January), sales of MRMD brands at retail (inc. company stores) added up to $7.7Mn in 3Q24 
vs. zero in CY23 (1Q24 $3.8Mn; 2Q24 $6.0Mn), with vape contributing $4.9Mn (all InHouse brand) 
and edibles $2.4Mn (Betty’s 1.7Mn); the balance came from powder beverages (Vibations) and 
capsules, per Headset. Sales of Nature’s Heritage flower should begin by 1Q25.  

• Vape: Only launched in Jan’24, InHouse is already a top 11 brand in IL with 3.7% share in
3Q24. The top 3 brands in the quarter were Green Thumb’s &Shine with 12.6% segment
share, Curaleaf’s Select 9.3%, and Joos 6.6% (part of family-owned Nature’s Grace &
Wellness). In the month of September, InHouse was a top 7 vape brand.

• Edibles: Only launched in Jan’24, the company’s edibles brands had combined segment
share of 3.5% in 3Q24. Betty’s Eddies was a top 12 brand in 3Q24 (the top 3 were: Green
Thumb’s Incredibles 10.6%; Canopy-USA’s Wana 9.5%; Wyld 9.4%), and Bubby’s Baked
had 0.7%. Betty’s was already top 10 in September.

• Drinks: The beverage (and powder) category remains small, and as per Headset, Vibations
only generated $0.2Mn in sales in 3Q24. That said, Vibations was already a top 6 brand in
the segment although with only 4% share (the top two brands were Journeyman with 31%
share and Uncle Arnie’s 21%.

MRMD store performance: MRMD has five stores in the southern half of IL (it opened a 5th store 
this year), which have benefitted from out of state traffic (Metropolis has been a top performer). 
While the start of MO rec impacted sales at a couple of the company’s stores, we estimate the 
MRMD five stores yield rev/store at least in line with the state average, if not above. Importantly, 
as the company begins to sell more of its own brands at the five stores, profitability should go up. 
We understand own brands (edibles, vape) already account for 15% of its store sales (in MA this is 
30-35%).

MD Market Update, and MRMD Brands 
MD is already MRMD’s 3rd largest contributor to revenues, fast closing in on MA due to faster 
growth and now an expanded wholesale business. In fact, given stronger economics, we calculate 
MD is already the company’s 2nd contributor to earnings. With the recent doubling of capacity (see 
our Z&A video on MariMed’s GM of MD ops) and the recently opened 2nd store, MD will become 
an even larger contributor to the MD bottom line. 

Overall market trends: The state is almost at a $1.2Bn run rate already, five quarters into the start 
of rec sales. 

• Sales: Rec sales began on 7/1/23. Total rec+med sales reached $292Mn in 3Q24 (73% rec)
and were up 8% yoy and +2.4x vs. 2Q23 (the last quarter with med sales only). Seq growth
of 3% is a step up from the 4Q23 and 1Q24 pace. Per capita consumption at $192 is well
above other rec states like IL, NJ, and CT. As more stores open and assortment grows, we
would expect the market to further accelerate. A per capita in the $220 range within a
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year is a reasonable expectation. With neighboring states like PA, VA, and WV (DC also 
helps), remaining med, MD should continue to benefit from out of state traffic (unlike IL, 
MD does not track the in and out of state shopper traffic flow). 

• Prices and retailer economics: Flower retail prices remain firm, and actually moved up
qoq, per Headset, to $8.62 per gram in 3Q24 from $8.34. For context, flower retail prices
in IL are $7.37 (Headset) and MO $6.77. Indeed, MD rec pricing is line with OH (also $8.62
in 3Q24), where prices have moved up as rec sales began in the state (OH flower prices
were $5.84 in 4Q23). Headset estimates wholesale flower prices of $2,078 per pound for
MD in 3Q24, which means retailer flower spreads in MD of $3.98 per gram vs. $2.98 in IL.
So, although wholesale prices in MD (as per Headset) are among the highest in the east
coast, MD retailer spreads are well above average.

• Stores: The state regulator has issued 101 store licenses. Average annualized revenue per
store of $11.6Mn is among the best in the US, and now above that of Illinois. We calculate
gross margins at >46%, so this means >$5.3Mn gross profit per store. Companies with
vertical operations like MariMed are in a strong position to benefit both from grower
margins as well as retailer margins.

MRMD brand performance: According to Headset, sales of MRMD brands at retail (inc. company 
stores) in MD added up to $13.9Mn in 3Q24 (IL $7.7Mn; MA), with edibles contributing $5.8Mn 
(Betty’s $3.7Mn, InHouse $1.7Mn, Bubby’s $0.4Mn), vape $3Mn (almost all from InHouse), and 
flower $2.5Mn (the bulk from Nature’s Heritage). 

• Edibles: Betty’s was #1 in 3Q24 with 11.3% segment share, per Headset, up from 7% in
2Q23 (pre rec). The next brands were Green Thumb’s Incredibles with 10.2% share, Curio
Wellness 8.9%, Wyld 8.5%. and Verano’s Encore 8.3%. MRMD’s Bubby’s Baked had 1.2%
share.

• Vape: InHouse ranked #7 in vape in 3Q24, with 4.2% share , up from 3.4% in 3Q23. The
top 3 vape brands were Curaleaf’s Select with 18.7% share, Hellavated 10.9%, and Green
Thumb’s &Shine 9.9% (Green Thumb’s Rythm was #4 with 5.6% share).

• Flower: MRMD’s Nature’s Heritage brand had 1.6% share in 3Q24, stable qoq. The top 4
brands were Fade Co. with 9.4%, SunMed 8%, Green Thumb’s Rythm 7.9%, and Strane
with 6.8% (owned by private MSO Holistic).

• 3Q24. The top 3 brands in the quarter were Green Thumb’s &Shine with 12.6% segment
share, Curaleaf’s Select 9.3%, and Joos 6.6% (part of family-owned Nature’s Grace &
Wellness). In the month of September, InHouse was a top 7 vape brand.

• See our videos re MRMD’s kitchen, extraction lab, and cultivation.
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MRMD store performance: MRMD has a well-performing store in Annapolis and recently opened 
a 2nd store in the state (in Prince George’s county). The Annapolis store is located near highways 
and faces limited competition in the surrounding area (Goldleaf being the most notable competing 
dispensary in the area). 

MA Market Update, and MRMD Brands 
MA is MRMD’s second largest market, in terms of revenue contribution, with three stores and a 
strong wholesale business, with established presence in flower, edibles, and vape.  

Overall market trends: 3Q24 sales up 1% yoy. 

• Sales: 3Q24 sales of $470Mn (90% rec; 10% med) were up 1% yoy and +3% qoq, with rec
+3% yoy and med -18%. As with most >5-year rec states, med sales have shrunk (10% of
total sales now vs. 23% in 1Q21). We think of MA as a matured market, with little growth
momentum now, and deflation an issue, especially at the retail level. All this said, annual
per capita spend of $270 is among the highest in the US ex Michigan (the outlier >$300),
annualizing the 3Q24 data.

• Retail and wholesale prices: Rec retail prices on average were $4.85/gram in Sep’24, as
per the official state source (MD flower $8.62 as per Headset, PA $7.90 in Aug’24 as the
official state source), down 18% yoy, and -6% qoq. Headset also shows deflation, with
flower retail prices in 3Q24 of $4.67 vs. $4.81 in 2Q24 and $5.81 in 3Q23. Per Cannabis
Benchmarks, wholesale prices were $1,190/lb in 3Q24 (-13% yoy) vs. $1,316 in 2Q24, and
pressure lingers ($1,111/lb on 10/11/24, down 15% yoy). All this said, retail prices have
fallen more than wholesale.

• Store count and retailer economics. Despite the lack of market growth, the MA regulator
keeps adding retail licenses. A total of 566 licenses had been issued (“approved”) as of 
7/12/24 (up from 516 on 4/12/24), with over 400 operational (for average pa rev/store
of $4.7Mn). As a result, retailer economics have suffered. Retailer spreads for flower fell
to $2.18/gram in 3Q24 (Headset) vs. $2.97 in 3Q23 ($5.24 in 3Q22). We calculate gross
profit per store on average at >$2Mn. Note: MA flower retail prices are 40% below PA,
wholesale is “only” 30% below PA. In short, if an operator is not vertically integrated in
MA, in relative terms, it is better to be a grower than a retailer (compared with PA), and
the opposite is true for PA, again, all relatively speaking (if non-vertical).

MRMD brand performance in MA: According to Headset, sales of MRMD brands at retail (inc. 
company stores) in MA added up to $11.7Mn in 3Q24 (MD $13.9Mn; IL $7.7Mn), which was down 
from $12.5Mn in 2Q24 and $14.1Mn in 3Q23. The 17% drop in company branded sales in MA in 
3Q24 compares with +1% yoy growth for the overall MA market in 3Q24. Per Headset, the sales 
brand split was Nature’s Heritage $4.5Mn (-33% yoy); Betty’s $3.5Mn (stable yoy); InHouse $3.4Mn 
(stable yoy).  
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• Flower: MRMD’s Nature’s Heritage brand had 0.8% share in 3Q24, down from 1.7% in
3Q23, per Headset. It ranked 25th among brands (house flower brands in MA had 17.2%
share in 3Q24). The top 4 brands were Ascend’s Simply Herb with 10%, Cresco’s High
Supply 6.4%, and Perpetual Harvest 4.5%.

• Edibles: Betty’s was #3 in 3Q24 with 7.5% segment share, per Headset, up from 6.9% in
3Q23. Kiva’s Camino was #1 with 12.5% segment share, followed by Wana with 9.2%
(house brands in MA had 6% share).

• Vape: InHouse ranked #14 among vape brands in 3Q24, with 2% share , vs. 2.3% in 3Q23.
The top 3 vape brands were Crude Boys with 8.1%, Fernway 7.5%, and Curaleaf’s Select
with 7.3% (house brands had 7.5% share).

MRMD store performance in MA: The company’s three stores are in eastern MA. The Beverly 
store (rec) opened in April 2023. The Quincy store opened in March 2023 with med services first 
and began rec this past July. The Middleboro (rec/med) store is more established (it is also the 
largest of the three in revenues and size), but it has seen revenue compression as more stores have 
opened. We would expect MRMD MA retail sales to almost 3x over time when comparing with 
4Q22, which would put these stores eventually at 1.5x to 2x the state rev/store average. Indeed, 
although MA is store dense (Trulieve decided to close its operations there), as with any matured 
consumer industry, the best retail operators tend to outperform (on accessibility, parking, location, 
ambience, service, assortment, price). 

Valuation 
We realize the investment call on cannabis stocks at present is mostly sectoral, and also, about FL 
exposure. That said, MRMD is attractively valued, has various “self-help” growth drivers (i.e., not 
just dependent on reg unlocks at the state level), and has a robust balance sheet. Hence, our OW 
stance (our calls are based on fundamentals, and not on one-off speculative short term trading so-
called opportunities).  

MRMD has underperformed the group over the past year (MRMD -52%, MSOS ETF +21%), as well 
as over the last month (+4% vs. +18%). We believe this in part is due to focus on more speculative 
stocks (S3 would have greater financial impact on companies with weaker B/S, relatively speaking) 
and those with FL exposure. 

On a spot EV basis, MRMD trades at 1x CY24 sales compared with 1.9x for the MSO average, and 
at 8x EBITDA vs. 12x for the peer average. We believe the discount is overdone. See appendix for 
valuation calculations and more details. 
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Appendix I: Company Financials 
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Exhibit 1: Financial highlights 

Source: Z&A estimates, company reports Zua
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Exhibit 2: Cash Flow 

 
Source: Z&A estimates, company reports 
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Exhibit 3: Cannabis sales projections 

Source: Z&A estimates, company reports 
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Exhibit 4: Market growth assumptions 

Source: Z&A estimates, Headset, state official data 
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Exhibit 5: Potential share price upside 

Source: Z&A estimates, company reports 
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Exhibit 6: Forward EV calculations and forward multiples as per our methodology (this is not the same as spot EV) 

Source: Z&A estimates, company reports 
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Appendix II: MSO Valuation Comps 
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Exhibit 7: Valuation Comps – MSOs 

Source: FactSet; company reports Zua
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Exhibit 8: Valuation Comps – MSOs 

 
Source: FactSet and company reports 
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Exhibit 9: Spot EV calculation - MSOs 

Source: FactSet and company reports 
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Exhibit 10: Stock Performance 

Source: FactSet 
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Appendix III: Bio and Disclaimers 
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Analyst Bio 

Pablo Zuanic is a well-known and highly rated equity analyst following the cannabis and psychedelics sector. Over the past four years he launched coverage of over 
35 companies (MSOs, LPs, CBD, ancillary, psychedelics), kept close track of sectoral trends, and followed the reform process in the US and elsewhere. His firm 
Zuanic & Associates publishes equity research on the cannabis and psychedelics sectors, both from a macro/sectoral level in a thematic manner, as well as specific 
reports on listed stocks. The research service is aimed at institutional investors and corporations. The firm is also available for short term consulting and research 
advisory projects (www.zuanicassociates.com). At various points in his career, Pablo was II ranked and called as expert witness in industry investigations. He has a 
deep global background having covered stocks over the past 20 years in the US, Europe, Latin America, and Asia, across consumer sub sectors. Prior employers 
include JP Morgan, Barings, and Cantor Fitzgerald. An MBA graduate of Harvard Business School, he started his career as a management consultant, which brings 
a strategic mindset to his approach to equity research. Pablo can be contacted at pablo.zuanic@zuanicgroup.com. 
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Disclosures and Disclaimers 

About the firm: Zuanic & Associates is a domestic limited liability company (LLC) registered in the state of New Jersey. The company’s registered address is Five Greentree Centre, 525 Route 73, N 
Suite 104, Marlton, New Jersey 08053, USA. Pablo Zuanic is the registered agent. The firm publishes equity research on selected stocks in the cannabis and psychedelics sector, as well as thematic 
macro industry notes. The firm also provides consulting and advisory services. Potential conflicts of interest are duly reflected in the respective specific company reports.  

Analyst Certification: The publishing analyst, whose name appears on the front page of this report, certifies that the views expressed in this independent research report accurately reflects his 
personal views about the subject securities or issuers discussed in this report. His opinions and estimates are based on his best judgement at the time of publication and are subject to change without 
notice. As per the company’s policy, the author of this report does not own shares in any company he covers. 

Other: This report is for use by professional and or institutional investors only, and it is deemed impersonal investment advice, published on a bona fide and regular basis. This report is for informational 
purposes only and is based on publicly available data believed to be reliable, but no representation is made whether such data are accurate or complete. As such, this report should not be regarded 
by its recipients as a substitute for obtaining independent investment advice and/or exercise of their own judgement. When making an investment decision this information should be viewed as just 
one factor in the investment decision process. Neither the publishing analyst, nor any of the company’s officers and directors, accept any liability for any loss or damage arising out of the use of all or 
any part of the analyst’s research.  

Risks: The financial instruments mentioned in this report may not be suitable for all investors and investors must make their own investment decisions based on their specific investment objectives. 
Past performance should not be taken as an indication or guarantee of future performance. The price, value of and income from, any of the financial instruments featured in this report can rise as 
well as fall and be affected by changes in political, financial, and economic factors. If a financial instrument is denominated in a currency other than the investor's currency, a change in exchange rates 
may adversely affect the price or value of, or income derived from, the financial instrument, and such investors effectively assume currency risk. 

Disclosure: Zuanic & Associates offers advisory and research services, and it also organizes investor events and conferences. The firm is often engaged by various operators in the cannabis industry 
(both plant touching companies and those providing services, private and public, in North America and overseas) on an ongoing or ad hoc basis. The company discussed in this report is a paying 
customer of the services provided by the firm. 

Copyright: No part of this publication may be reproduced, distributed, or transmitted in any form or by any means, including photocopying, recording, or other electronic or mechanical methods, 
without the prior written permission of the author. 
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