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EXECUTIVE SUMMARY
Hims & Hers Health presents a high-growth business in a rapidly expanding telehealth and online pharmacy sector, demonstrating strong top-line revenue growth and a recent shift to profitability. However, initial diligence reveals significant regulatory and litigation exposure, particularly surrounding its weight-loss programs and the marketing of compounded medications. While the company has achieved considerable scale with nearly 2.9 million (Q2 FY26 Earnings Call, Aug 2026) subscribers, declin...
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01 · MARKET CONTEXT

The telehealth and online pharmacy markets, where Hims & Hers Health primarily operates, are experiencing significant expansion driven by increasing digital adoption, rising healthcare costs, and consumer demand for convenient, accessible medical services. The global telehealth market was valued at approximately $87.7 billion (Industry Estimate, 2026) and is projected to grow at a CAGR of 11.5% (Industry Estimate, 2026-2033) to reach $187.5 billion by 2033 (Industry Estimate, 2026-2033). Other estimates place the global telehealth market at $188.7 billion in 2026 (Industry Estimate, 2026) with a CAGR of 17.4% to 24.73% (Industry Estimate, 2026-2035) depending on the source. The U.S. telehealth market alone is expected to reach $92.85 billion in 2026 (Industry Estimate, 2026) and grow at a CAGR of 19.80% from 2026 to 2034 (Industry Estimate, 2026-2034). Similarly, the global ePharmacy market is estimated at $147.8 billion in 2026 (Industry Estimate, 2026) and is projected to grow to $513.4 billion by 2033 (Industry Estimate, 2026-2033) at a CAGR of 19.5% (Industry Estimate, 2026-2033). North America consistently holds the largest revenue share in both markets. The market is characterized by a shift towards chronic disease management, remote patient monitoring, and the integration of AI-powered solutions to improve efficiency and patient outcomes. While growth prospects are strong, the sector faces evolving regulatory scrutiny, particularly concerning prescription practices, compounding, and advertising of online medications.
EXHIBIT 1   Market size   USD billions
	TAM
	Total addressable market
	$188B
		
	




	SAM
	Serviceable market
	$92.9B
		
	





Market growth: 19.8% a year. Company share: not found.
Source: Grand View Research, 2026; U.S. Telehealth Market Report, 2026.
Only the layers found in published sources are shown.
02 · EXECUTIVE SUMMARY

Hims & Hers Health presents a high-growth business in a rapidly expanding telehealth and online pharmacy sector, demonstrating strong top-line revenue growth and a recent shift to profitability. However, initial diligence reveals significant regulatory and litigation exposure, particularly surrounding its weight-loss programs and the marketing of compounded medications. While the company has achieved considerable scale with nearly 2.9 million (Q2 FY26 Earnings Call, Aug 2026) subscribers, declining gross margins in Q2 2026 alongside a reported GAAP net loss and negative operating cash flow for the same period raise concerns about the quality and sustainability of recent profitability trends. The recent acquisition of Eucalyptus for up to $1.15 billion (Q2 FY26 Earnings Call, Aug 2026) marks an aggressive international expansion, but also adds considerable acquisition-related costs and integration risk. An investor or acquirer must conduct immediate, deep diligence into the numerous ongoing regulatory investigations and lawsuits, and rigorously assess the actual financial impact of the shift from high-margin compounded GLP-1s to lower-margin branded products. The presence of multiple legal and regulatory actions makes this a high-risk proposition requiring careful scrutiny before proceeding with further investment or partnership.
03 · COMPANY SNAPSHOT

Hims & Hers Health, Inc. is a publicly traded telehealth company (NYSE: HIMS, CIK 1773751) headquartered in San Francisco, California. Founded in 2017 by Andrew Dudum, Hilary Coles, Jack Abraham, and Joe Spector, the company initially focused on generic treatments for conditions like erectile dysfunction and hair loss before expanding into women's health (Hers), mental health, and weight loss. Hims & Hers operates a direct-to-consumer subscription-based model, connecting patients with licensed physicians for online consultations, treatment plans, and prescription or over-the-counter medication delivery. The company offers a range of curated products and services across sexual health, hair care, mental health, dermatology, and weight loss. As of Q2 2026, the company reported nearly 2.9 million (Q2 FY26 Earnings Call, Aug 2026) subscribers. The company’s revenue for FY25 was $2,347.64 Million (FY25 Audited), with a gross margin of 73.8% (FY25 Audited, calculated). Hims & Hers went public in January 2021 through a $1.6 billion (CMC Markets, Jun 2021) SPAC deal. Key structural changes in the last 12 months include the acquisition of Eucalyptus Health, an Australian digital health firm, for up to $1.15 billion (Q2 FY26 Earnings Call, Aug 2026), announced in February 2026 and completed on June 2, 2026, significantly expanding its international footprint. Additionally, the company has undertaken a strategic pivot in its US weight-loss business, shifting towards branded GLP-1 medications from compounded versions, which has impacted gross margins.
EXHIBIT 2   Business profile   As of Q2 FY26
	Customers
	2,891,000
	

	Employees
	2,442
	


REVENUE BY REGION
	United States
	82.6%
		
	




	International
	17.4%
		
	





As disclosed by the company.
04 · FINANCIAL HEALTH INDICATORS

EXHIBIT 3   Key financials   USD
	REVENUE, FY25
$2.35B
+59% year on year
	REVENUE, Q2 FY26
$753M
+38.2% year on year
	GROSS MARGIN, FY25
73.8%

	OPERATING MARGIN, FY25
4.5%
	NET MARGIN, FY25
5.5%
	FREE CASH FLOW, FY25
$57.4M
2.5% of revenue

	REVENUE GUIDANCE, FY26
$3.10B to $3.30B
+36.3% at the midpoint
	CASH AND INVESTMENTS
$841M
	TOTAL DEBT
$1.37B

	MARKET CAP
$7.1B
As of 2026-09-23
	
	



EXHIBIT 4   Revenue by fiscal year   USD millions
	FISCAL YEAR
	REVENUE
	GROWTH
	

	FY21
	$272M
	
		
	




	FY22
	$527M
	+94%
		
	




	FY23
	$872M
	+65%
		
	




	FY24
	$1.48B
	+69%
		
	




	FY25
	$2.35B
	+59%
		
	




	FY26 outlook
	$3.10B to $3.30B
	+36%
		
	





Growth is year on year; for the outlook, at the midpoint of the range against the last reported year.
Q2 FY26: revenue $753M, +38.2% year on year.
FY26 guidance: $3.10B to $3.30B (company outlook), +36.3% at the midpoint.
Fiscal years end in December, so FY25 ended in December 2025.
EXHIBIT 5   Margins by fiscal year   % of revenue
	
	FY21
	FY22
	FY23
	FY24
	FY25
	FY21 TO FY25

	Gross margin
	75.2%
	77.6%
	82.0%
	79.5%
	73.8%
	-1.4 pts

	Operating margin
	-42.3%
	-13.0%
	-3.4%
	4.2%
	4.5%
	+46.8 pts

	Net margin
	-39.6%
	-12.5%
	-2.7%
	8.5%
	5.5%
	+45.1 pts

	FCF margin
	-14.5%
	-6.4%
	5.4%
	13.4%
	2.5%
	+16.9 pts


Computed from the revenue and profit figures reported for each year.
Hims & Hers Health has demonstrated impressive revenue growth, but its financial health indicators reveal complexities requiring detailed diligence. The company reported revenues of $271.88 Million (FY21 Audited) in FY21, growing to $526.92 Million (FY22 Audited) in FY22, $872 Million (FY23 Audited) in FY23, $1,476.51 Million (FY24 Audited) in FY24, and $2,347.64 Million (FY25 Audited) in FY25. While the company achieved net income of $126.04 Million (FY24 Audited) in FY24 and $128.37 Million (FY25 Audited) in FY25, and positive free cash flow in FY23, FY24, and FY25, the latest quarter (Q2 FY26) shows a net loss of $86.3 Million (Q2 FY26 Earnings Call, Aug 2026) and negative free cash flow of $(68.2) Million (Q2 FY26 Earnings Call, Aug 2026). Gross margin also declined significantly to 64% (Q2 FY26 Earnings Call, Aug 2026) in Q2 FY26 from 76% (Q2 FY26 Earnings Call, Aug 2026) in Q2 FY25, attributed to a mix shift towards branded weight loss products and international revenue. As of 2026-06-30, the company held cash and short-term investments of $841.05 Million (Q2 FY26 Balance Sheet, Jun 2026) but also carried total debt of $1,365.3 Million (Q2 FY26 Balance Sheet, Jun 2026). This net debt position, coupled with recent negative profitability and cash flow, indicates a potential strain on liquidity and raises questions about capital allocation and the impact of the Eucalyptus acquisition costs. The financial health verdict is moderate, with significant concerns regarding recent margin compression, renewed losses, and substantial debt that necessitate thorough investigation.
05 · RECENT MOVES

August 2026  On August 31, 2026, Hims & Hers launched the Hims brand in Australia by rebranding Pilot, a Eucalyptus men's health platform. The company had served Australian patients through Eucalyptus since June 2026, so this was a rebrand rather than a new market entry, in support of its goal of $1 billion in annual international revenue within three years.
August 2026  Hims & Hers reported Q2 FY26 financial results, with revenue growing 38% year-over-year to $753.21 Million (Q2 FY26 Earnings Release, Aug 2026) but also a net loss of $86.3 Million (Q2 FY26 Earnings Call, Aug 2026) and a significant decline in gross margin to 64% (Q2 FY26 Earnings Call, Aug 2026). This highlights an inflection point in profitability and operational efficiency, raising concerns for a diligence exercise.
August 2026  The company introduced a new Hers App with a doctor-led, AI-native care experience. This move emphasizes investment in AI and technology to enhance user experience and potentially improve operational efficiency, aiming to counter rising costs.
July 2026  On July 29, 2026, the FTC, joined by Utah and Los Angeles County, sued Hims & Hers in federal court over alleged charges without clear disclosure, hard-to-cancel subscriptions and the sharing of health data with advertising platforms without adequate consent. The company says it will defend the case and had accrued about $60 Million (Q2 FY26 Form 10-Q, Aug 2026) for it as of June 30, 2026. This is a consumer protection and privacy case, separate from weight-loss regulation, but it could bring penalties and required changes to billing and data practices.
June 2026  Hims & Hers completed its acquisition of Eucalyptus on June 2, 2026, adding clinics in Australia, the UK, Germany, Japan and Canada. The company attributed its growth in Rest of World revenue, which reached $131.4 Million (Q2 FY26 Form 10-Q, Aug 2026) in Q2 FY26, primarily to acquisitions including Eucalyptus.
May 2026  Hims & Hers priced an upsized $350 Million (News Release, May 2026) convertible senior notes offering. This offering aims to support international expansion and accelerate AI-driven platform investment, but also adds to the company's substantial debt load.
March 2026  Under a supply deal announced March 9, 2026, Hims & Hers agreed to offer Novo Nordisk's FDA-approved Wegovy and Ozempic and cut compounded GLP-1s back to a limited scale, and Novo dismissed its patent suit without prejudice. This move away from compounded drugs mitigates some regulatory risk but contributes to the gross margin compression, which the company attributes mainly to higher costs of its weight loss offerings.
06 · BUSINESS MODEL DEEP DIVE

Hims & Hers operates a direct-to-consumer telehealth platform built on a subscription-based revenue model. The company connects patients with licensed healthcare professionals for virtual consultations and then facilitates access to prescription and over-the-counter medications, and personal care products. This model generates recurring revenue: the company states that it derives a substantial majority of US revenue from subscriptions (FY25 Form 10-K, Feb 2026), and subscribers grew 19% year over year to about 2.9 million in Q2 FY26. The company does not disclose subscriber retention rates. Customer acquisition is primarily driven through aggressive multi-channel brand campaigns, influencer partnerships, and digital advertising, with a significant marketing spend (marketing expense of $262.2 Million (Q2 FY26 Form 10-Q, Aug 2026) in Q2 FY26, about 35% of revenue) to rapidly scale and build brand awareness. The platform leverages AI-driven personalization, such as its MedMatch system, to optimize treatment plans and medication dosages, aiming to enhance care and retention. Switching costs for customers can be relatively low if they only seek generic medications, but the convenience of integrated virtual care, personalized treatment plans, and continuous service delivery provides a degree of stickiness. Unit economics are influenced by customer acquisition costs (total customer acquisition costs of $229.5 Million (Q2 FY26 Form 10-Q, Aug 2026) in Q2 FY26; cost per new subscriber is not disclosed), offset by subscription revenue and cross-selling opportunities across its five core specialties (sexual health, mental health, hair care, skin care, and weight loss). The model's key dependencies include maintaining regulatory compliance, managing supply chain for medications (especially branded GLP-1s), controlling rising customer acquisition costs, and successfully integrating new acquisitions like Eucalyptus.
EXHIBIT 6   Revenue streams
	Subscription-based telehealth services
	
	

	Online pharmacy (prescriptions, OTCs, personal care products)
	
	


The split of revenue by stream is not publicly disclosed, so no shares are shown.
07 · STRENGTHS

Strong Recurring Revenue Model
The subscription-based model drives a substantial majority of Hims & Hers' US revenue, and the subscriber base grew 19% year over year to about 2.9 million in Q2 FY26. This predictability in revenue streams is highly attractive for investors and provides a stable base for future growth.
Rapid Market Expansion and Diversification
Hims & Hers has successfully expanded its offerings from niche men's health products to a comprehensive platform covering women's health, mental health, dermatology, and weight loss, significantly increasing its serviceable addressable market. The recent acquisition of Eucalyptus further demonstrates an aggressive and successful international expansion strategy, rapidly growing its international revenue base.
Advanced Technology Integration
The company extensively uses AI, including its proprietary MedMatch system, to personalize care, optimize treatment plans, and enhance the overall customer experience. This technological edge aims to improve clinical workflow efficiency and patient outcomes, supporting scalability and differentiation in a competitive market.
Effective Direct-to-Consumer (DTC) Marketing
Hims & Hers has a proven track record of effective DTC marketing, utilizing multi-channel campaigns, influencer partnerships, and brand awareness initiatives to drive rapid customer acquisition and growth. This marketing prowess has allowed the company to quickly scale its subscriber base to nearly 3 million globally.
08 · WEAKNESSES AND VULNERABILITIES

Significant Regulatory and Litigation Exposure
Hims & Hers faces an SEC investigation, an HHS referral to the DOJ, FDA warning letters, securities litigation, and an FTC and state lawsuit, concerning its compounded weight-loss drugs, related disclosures and advertising, and its privacy and billing practices. This high level of regulatory scrutiny and legal action creates substantial uncertainty and could lead to significant fines, operational restrictions, or reputational damage.
Recent Gross Margin Compression and Return to Net Loss
The company experienced a significant decline in gross margin from 76% in Q2 FY25 to 64% in Q2 FY26, alongside a reported GAAP net loss of $86.3 Million (Q2 FY26 Earnings Call, Aug 2026) and negative free cash flow for the same quarter. This trend raises concerns about the sustainability of its profitability and the financial impact of shifting from high-margin compounded drugs to lower-margin branded GLP-1s.
High Debt Load Relative to Cash Position
As of Q2 FY26, Hims & Hers reported cash and short-term investments of $841.05 Million (Q2 FY26 Balance Sheet, Jun 2026) against total debt of $1,365.3 Million (Q2 FY26 Balance Sheet, Jun 2026). This net debt position, exacerbated by recent convertible notes offerings and acquisition costs, indicates financial leverage that warrants close monitoring, especially given the recent negative cash flow.
Dependence on Compounded Medication Flexibility
While the company is pivoting to branded GLP-1s, a significant portion of its past growth and high gross margins were linked to offering compounded versions of popular weight-loss drugs. The regulatory crackdown on compounding practices, as evidenced by FDA warnings and legal challenges, highlights a vulnerability if such flexibility is further restricted or eliminated.
EXHIBIT 7   SWOT summary
	STRENGTHS
•  Strong recurring revenue model with a large subscriber base
•  Rapid market expansion and diversification including international presence
•  Advanced technology integration with AI-powered personalized care
•  Effective direct-to-consumer marketing capabilities
	WEAKNESSES
•  Significant regulatory and litigation exposure across multiple bodies
•  Recent gross margin compression and return to GAAP net loss
•  High debt load relative to cash position
•  Vulnerability to changes in compounded medication regulations

	OPPORTUNITIES
•  Continued expansion into new health specialties and geographic markets
•  Further leveraging AI to enhance patient experience and operational efficiency
•  Capitalizing on growing consumer demand for convenient digital healthcare
•  Strengthening relationships with branded pharmaceutical partners
	THREATS
•  Adverse outcomes from ongoing regulatory investigations and lawsuits
•  Increased competition from established healthcare players and niche startups
•  Evolving regulatory environment impacting telehealth and drug compounding
•  Inability to sustain profitability amidst operational scaling and strategic shifts



09 · COMPETITIVE POSITIONING

Hims & Hers Health occupies a leading position in the direct-to-consumer telehealth market, leveraging its strong brand and diversified offerings to address stigmatized health conditions. The company differentiates itself through its subscription model, AI-powered personalized care, and extensive digital marketing to acquire and retain a large subscriber base. Top competitors in the broader telehealth and online pharmacy space include Teladoc Health, Amwell, and Roman. Teladoc Health, a larger player, offers a wide range of virtual care services but has faced profitability challenges. Amwell focuses on providing telehealth solutions to hospitals and health systems. Roman specializes in direct-to-consumer men's health, similar to Hims' initial focus. Hims & Hers' durability of advantage hinges on its ability to manage increasing regulatory scrutiny, particularly around its weight-loss programs, and maintain efficient customer acquisition while improving profitability margins in its shift towards branded medications. Its AI investments and international expansion are strategic moves to secure its long-term competitive edge, but the recent margin compression and legal challenges pose immediate threats to its competitive standing over the next 12-24 months.
EXHIBIT 8   Competitive position against the industry average   Analyst scores, 0 to 10
	DIMENSION
	COMPANY
	INDUSTRY AVG
	GAP
	

	Product Depth
	8
	6
	+2
		
	




	Market Reach
	8
	6
	+2
		
	




	Tech & Innovation
	8
	6
	+2
		
	




	Brand Strength
	7
	6
	+1
		
	




	Pricing Power
	6
	5
	+1
		
	




	Talent & Culture
	6
	6
	Level
		
	





Sorted by the gap to the industry average: advantages first. Bars show the company score out of 10. Scores are analytical judgments, not measured data.
10 · STRATEGIC IMPLICATIONS

For an investor, lender, or acquirer conducting preliminary diligence on Hims & Hers Health, the strategic implications center on managing high regulatory risk, assessing the true cost of growth, and validating the sustainability of its business model. The company's rapid expansion and revenue growth are attractive, but the numerous legal and regulatory challenges present a substantial downside that cannot be overlooked.

Three concrete next moves:
1.  Initiate Deep Legal and Regulatory Review: Immediately engage external legal counsel specializing in FDA, FTC, and state healthcare regulations to conduct a comprehensive review of all pending and potential legal actions, particularly those related to compounded GLP-1s, marketing claims, and data privacy. The objective is to quantify potential liabilities, assess the likelihood of adverse outcomes, and understand necessary changes to business practices. Defer any investment decision until legal counsel provides a clear risk assessment and mitigation strategy.
2.  Conduct Forensic Financial Analysis on Profitability and Cash Flow Quality: Commission a forensic accounting review focused on the Q2 FY26 decline in gross margin, the return to GAAP net loss, and negative free cash flow. This analysis must dissect the impact of the shift from compounded to branded GLP-1s, the costs associated with the Eucalyptus acquisition, and underlying operational inefficiencies, especially given the substantial debt load. Validate management's "adjusted EBITDA" figures against GAAP profitability to determine the true earnings power and cash generation capability of the core business.
3.  Validate International Expansion and AI ROI: Prioritize on-the-ground validation of the Eucalyptus acquisition's integration, performance, and regulatory compliance in new international markets. Concurrently, conduct an independent technical assessment of the AI investments, including the MedMatch system and the new Hers App, to ascertain their actual impact on operational efficiency, customer retention, and scalability, as well as their return on investment. This will determine if international growth and technology are genuinely value-accretive or contributing to operational drag.
11 · WATCH AREAS

Next 3-6 Months  Outcome of FTC Lawsuit and DOJ/SEC Investigations. The FTC lawsuit over privacy, billing and cancellation practices, together with the HHS referral to the DOJ and the SEC investigation concerning compounded semaglutide and related disclosures, represents a critical near-term risk. Any adverse findings or penalties could severely impact the company's reputation, financial stability, and ability to operate certain aspects of its business.
Next 6-12 Months  Sustained Gross Margin Trend and GAAP Profitability. The Q2 FY26 decline in gross margin and return to a GAAP net loss, following several profitable quarters, raises questions about the long-term profitability of the current business model, particularly post-pivot to branded weight loss drugs. Monitoring whether gross margins stabilize and if the company returns to consistent GAAP profitability and positive free cash flow is essential.
Next 9-15 Months  Impact of Regulatory Changes on Telehealth and Compounding. The heightened regulatory scrutiny on compounded medications and telehealth prescribing practices could lead to new state or federal regulations that materially alter Hims & Hers' operational model, particularly for its weight-loss offerings. This could force further costly pivots or limit product offerings.
Next 12-18 Months  Eucalyptus Acquisition Integration and International Performance. The successful integration of Eucalyptus and its performance in international markets will be critical to realizing the strategic value of this $1.15 billion (Q2 FY26 Earnings Call, Aug 2026) acquisition. Any challenges in integration or underperformance could create significant impairment risks and drain resources.
Ongoing  Novo Nordisk Supply Relationship. The US weight-loss offering now centers on branded GLP-1s, including Wegovy and Ozempic supplied under the March 2026 deal, and Novo dismissed its patent suit without prejudice while reserving the right to refile. Any change in supply terms or in the relationship would directly affect the weight-loss business.
EXHIBIT 9   Risk matrix   Probability and impact, each 1 to 5
	#
	RISK
	CATEGORY
	PROBABILITY
	IMPACT
	SCORE

	1
	Regulatory and litigation exposure
	Regulatory
	4
	5
	20 High

	2
	Gross margin compression and return to net loss
	Financial
	4
	4
	16 High

	3
	Dependence on compounded medication flexibility and related policy changes
	Regulatory
	4
	4
	16 High

	4
	High debt load relative to cash
	Financial
	3
	4
	12 Medium

	5
	Integration risks of Eucalyptus acquisition
	Operational
	3
	3
	9 Medium

	6
	Customer acquisition cost efficiency
	Operational
	3
	3
	9 Medium


Ranked by probability times impact (high 15 and above, medium 8 to 14).
12 · COMPETITIVE THREAT SCORE

EXHIBIT 10   Competitive threat score   Out of 10
7 / 10   HIGH THREAT
Bands: low 1 to 3, moderate 4 to 6, high 7 to 10.
The competitive threat score of 7/10 reflects a company with significant market presence and growth potential, but one that is currently exposed to acute and multidimensional risks that could materially impair its value. Hims & Hers demonstrates strong innovation velocity through its AI investments and market reach via rapid international expansion and a large subscriber base. Its brand strength in the DTC telehealth space is considerable, and its product depth across multiple specialties is a differentiator. However, the current financial strength is challenged by recent gross margin compression, a return to GAAP net loss, and a significant debt load relative to cash. The most critical factor contributing to this high threat score is the execution risk related to managing multiple, concurrent regulatory investigations and litigation, particularly concerning its key growth area in weight loss. The potential for adverse regulatory outcomes, fines, or enforced changes to its business model poses a substantial and immediate threat to its operating freedom and financial performance.
13 · ANALYST NOTE AND DATA CONFIDENCE

The reported financial data from the company's SEC filings (10-K, 10-Q) for FY21 through Q2 FY26 were the strongest and most reliable sources, forming the backbone of the financial health section and `CHART_DATA`. Recent earnings call transcripts and official company news releases (via investor relations pages and financial news outlets) provided high-credibility information on recent moves, strategic pivots, and operational metrics. Industry reports from Grand View Research, Coherent Market Insights, and Towards Healthcare were critical for establishing market context, size, and growth rates, although some variability in market size estimates was observed across sources.
The weight-loss contribution is not reported as a revenue line, but the company has disclosed enough to size it: it guided weight-loss revenue of at least $725 million for 2025 (about 31% of FY25 revenue), and it states that a majority of US revenue in Q2 FY26 came from non-GLP-1 offerings. The remaining gap is an exact weight-loss revenue figure for 2026 and a breakdown by other health categories (e.g., sexual health vs. mental health vs. weight loss). Total customer acquisition costs are disclosed in the 10-Q, but cost per new subscriber, retention and lifetime value are not.
Confidence in financial figures for reported periods is HIGH because the figures are taken directly from the company's SEC filings. Confidence in recent operational moves and strategic direction is HIGH based on multiple corroborating news and investor relations sources. Confidence in market sizing and growth rates is MEDIUM, as various industry reports, while reputable, provide slightly different figures. Confidence in assessing the full extent of regulatory and legal risks is MEDIUM, as the ultimate outcomes of ongoing investigations and lawsuits are inherently uncertain and depend on future legal proceedings.
The reader should independently verify the legal and regulatory standing of all company practices, especially those pertaining to compounding pharmacies and direct-to-consumer advertising, through their own legal counsel. This brief is AI-assisted analysis and not a source of record; primary legal and financial documents should always be consulted for investment or credit decisions.
14 · SPECIFIC QUESTION ANALYSIS

THE QUESTION
How dependent is Hims & Hers' growth on its weight-loss program, and how exposed is that program to regulatory change?
THE SHORT ANSWER
Weight loss is the main driver of Hims & Hers' US growth but still a minority of revenue. The company guided at least $725 million of weight-loss revenue for 2025, about 31% of FY25 revenue, and a majority of US revenue in Q2 FY26 still came from non-GLP-1 offerings. Growth slowed sharply when the company moved away from compounded GLP-1s, and most of the headline Q2 FY26 growth came from international acquisitions, including Eucalyptus. The shift to branded Novo Nordisk supply ended the patent suit, but the program remains exposed to an SEC investigation, securities litigation and limits on compounding. The FTC case concerns privacy and billing, not weight-loss regulation. Confidence: Medium.
THE EVIDENCE
1.  Weight loss is large but a minority of revenue: The company guided weight-loss revenue of at least $725 million for 2025, about 31% of the $2,347.64 million reported for FY25, and said other offerings would remain the majority. In Q2 FY26 a majority of US revenue still came from non-GLP-1 offerings, while the Hers brand, driven mainly by weight loss and dermatology, exceeded 40% of US revenue. At least $725 million of 2025 weight-loss revenue guided (Q4 FY24 Shareholder Letter, Feb 2025)
2.  Growth slowed when compounded GLP-1s were pulled back: In Q1 FY26, the quarter in which the company announced its shift to branded GLP-1s and limited compounded GLP-1s to a small scale, revenue grew only 4% to about $608 million and subscribers grew 9% to nearly 2.6 million. Cost of revenue that quarter included $28.5 million of restructuring charges tied to the shift. Revenue up 4%, subscribers up 9% (Q1 FY26 Earnings Release, May 2026)
3.  Q2 FY26 growth came mostly from the acquisition, and weight loss drove the margin drop: Revenue rose 38% to $753.2 million, but US revenue grew only 16%, while Rest of World revenue rose to $131.4 million from $7.5 million, mainly from acquisitions including Eucalyptus. The company attributed US growth primarily to branded weight-loss offerings under the Hers brand, the 21% rise in monthly revenue per average subscriber (to $92) mainly to product mix including weight loss, and the 112% rise in cost of revenue, which cut gross margin to 64% from 76%, primarily to weight-loss offerings. US revenue up 16%, Rest of World revenue $131.4 million vs $7.5 million (Q2 FY26 Form 10-Q, Aug 2026)
4.  Regulatory exposure has shifted, not disappeared: Novo Nordisk dismissed its patent suit without prejudice on March 9, 2026, alongside the supply deal, but reserved the right to refile. Still open on the weight-loss side are an SEC enforcement investigation opened in February 2026 into statements about compounded semaglutide, a securities class action over statements about the Novo Nordisk relationship, the February 2026 HHS referral to the DOJ, and FDA scrutiny of compounding, including September 2025 warning letters. The FTC complaint of July 29, 2026 is a separate privacy, billing and cancellation matter. SEC investigation into compounded semaglutide disclosures opened (Q2 FY26 Form 10-Q, Aug 2026)
THE CONFIDENCE CAVEAT
The $725 million figure is 2025 guidance, not a reported result, and the company does not report weight-loss revenue or margin as a line item, so the 2026 share has to be inferred from its qualitative statements. Q2 FY26 includes only one month of Eucalyptus, and the company says it cannot predict the outcome of the SEC investigation.
THE RECOMMENDED ACTION
Ask management for quarterly weight-loss revenue and gross margin for 2025 and 2026, split by US and international and by branded and compounded products, together with the key terms of the Novo Nordisk supply deal. Have regulatory counsel assess the SEC investigation, the securities litigation and the compounding rules separately from the FTC privacy and billing case.


RAW DATA APPENDIX
Mechanical data extracted during research. Verify against primary sources before relying on any figure.
DIGITAL PRESENCE DATA
	Current website hero headline
	Not publicly available

	Current website tagline
	Not publicly available

	Pricing page structure
	Plans range from [$20 to $75 per month - Bask Health, Mar 2025] for core services; weight management programs starting at [$165 monthly - Bask Health, Mar 2025]. These are third-party estimates, unverified and possibly out of date; they were not confirmed on the company website.

	Key product features listed on website
	Telehealth consultations, prescription medications, over-the-counter medications, personal care products, AI-powered care experience (MedMatch system), custom treatment plans, delivery of laboratory testing results

	Active job postings detected
	Not publicly available

	Estimated web traffic tier
	Not publicly available

	App store presence
	Yes (Hims App, Hers App)

	LinkedIn company page followers
	Not publicly available

	Last detected pricing change
	Not publicly available

	Last detected product launch
	New Hers App with AI-native care experience (August 2026)

	Last detected hiring surge or freeze
	Not publicly available

	Last detected rebranding or major messaging change
	Not publicly available



CORPORATE DATA
	Registered legal company name
	Hims & Hers Health, Inc.

	Relevant company identifier or registry number
	CIK 1773751 [SEC - Sourced]

	Registered office address
	San Francisco, California, United States

	Date of incorporation
	2017

	Company type
	Public (NYSE: HIMS)

	Major registrations or licences if relevant
	Operates under telehealth licenses in various states; subject to FDA, FTC, and state medical board regulations

	Key executives
	Andrew Dudum (CEO, Director and Chairman), Yemi Okupe (CFO), Mike Chi (CGO), Melissa Baird (COO), Mohamed ElShenawy (CTO)

	Board of directors
	Andrew Dudum (Chairman), David Wells (Lead Independent Director), Kofi Amoo-Gottfried, Deb Autor (Chief Policy Officer and Director), Delos Cosgrove, M.D., Anja Manuel, Christopher Payne, Andrea Perez, Kåre Schultz. All nine were elected at the June 11, 2026 annual meeting. Patrick Carroll, M.D. and Christiane Pendarvis were not renominated and left the board at that meeting.

	Investor list
	IVP (Institutional Venture Partners), Founders Fund, Redpoint Ventures, Thrive Capital (early investors)

	Subsidiaries or group companies
	Eucalyptus (agreement announced February 2026; acquisition completed June 2, 2026)

	Pending insolvency, litigation, or regulatory proceedings
	SEC Division of Enforcement investigation (opened February 2026) into statements about compounded semaglutide and related business relationships; HHS referral to the DOJ (February 2026); FDA warning letters (September 2025) on website statements about compounded semaglutide; consolidated securities class action and derivative suits (filed 2025); FTC complaint with Utah and Los Angeles County (filed July 29, 2026) on privacy, billing and cancellation practices, with about $60 million accrued, and a follow-on putative privacy class action. The Novo Nordisk patent infringement suit (filed February 9, 2026) was voluntarily dismissed without prejudice on March 9, 2026.



FINANCIAL SNAPSHOT
	Latest revenue figure with source and fiscal year
	[$2,347.64 Million - FY25 Audited] [SEC - Sourced]

	Latest net profit or loss figure with source and fiscal year
	[$128.37 Million - FY25 Audited] [SEC - Sourced] (Net Loss of [$86.3 Million - Q2 FY26 Earnings Call, Aug 2026] for Q2 FY26)

	Latest EBITDA figure if available
	Adjusted EBITDA of [$60.3 Million - Q2 FY26 Earnings Call, Aug 2026] for Q2 FY26. Reported EBITDA margin was negative in Q1 and Q2 2026.

	Valuation at last funding round with date
	Went public via SPAC deal valued at [$1.6 Billion - CMC Markets, Jun 2021] (January 2021). Market capitalization as of September 23, 2026, was [$7.1 Billion - Forbes, Sep 2026] (approximate).

	Total funding raised to date
	[$158.2 Million - YourStory] (prior to SPAC)

	Cash or reserves estimate if available
	Cash and short-term investments of [$841.05 Million - Q2 FY26 Balance Sheet, Jun 2026] (as of 2026-06-30) [SEC - Sourced]

	Revenue growth rate year on year if calculable
	38.2% year-on-year for Q2 FY26 [SEC - Sourced]

	Net margin if calculable
	-11.46% (Q2 FY26 Net Loss of $86.3M on Revenue of $753.21M) [Calculated]
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