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Safe Harbor Provision
Cautionary Note Regarding Forward-Looking Statements and Use of Non-GAAP Financial Information
In accordance with the “Safe Harbor” provisions of the Private Securities Litigation Reform Act of 1995, we provide the following cautionary remarks regarding important factors that, among others,
could cause future results to differ materially from the forward-looking statements, expectations and assumptions expressed or implied herein. All forward-looking statements made by us are subject to risks and
uncertainties and are not guarantees of future performance. These forward-looking statements involve known and unknown risks, uncertainties and other factors that may cause our actual results, performance
and achievements or industry results to be materially different from any future results, performance or achievements expressed or implied by such forward-looking statements. These statements include EPS
guidance and are generally identified by the use of such terms as “may,” “could,” “expect,” “intend,” “believe,” “plan,” “estimate,” “forecast,” “project,” “anticipate,” “to be,” “to make” or other comparable
terms. A fuller discussion of our operations, financial condition and status of litigation matters, including factors that may affect our business and future prospects, is contained in documents we have filed with the
United States Securities and Exchange Commission, or SEC, including our Annual Report on Form 10-K, and will be contained in all subsequent periodic filings we make with the SEC. These documents identify in
detail important risk factors that could cause our actual performance to differ materially from current expectations. Forward looking statements include the overall impact of the Novel Coronavirus Disease 2019
(COVID-19) on the Company, its results of operations, liquidity and financial condition (including any estimates of the impact on these items), the rate and consistency with which dental and other practices
resume or maintain normal operations in the United States and internationally, expectations regarding PPE and COVID-19 related product sales and inventory levels, whether additional resurgences or variants of
the virus will adversely impact the resumption of normal operations, whether vaccine mandates will adversely impact the Company (by disrupting our workforce and/or business), whether supply chain
disruptions will adversely impact our business, the impact of restructuring programs as well as of any future acquisitions, and more generally current expectations regarding performance in current and future
periods. Forward looking statements also include the (i) ability of the Company to have continued access to a variety of COVID-19 test types, expectations regarding COVID-19 test sales, demand and inventory
levels, as well as the efficacy or relative efficacy of the test results given that the test efficacy has not been, or will not have been, independently verified under normal FDA procedures and (ii) potential for the
Company to distribute the COVID-19 vaccines and ancillary supplies.
Risk factors and uncertainties that could cause actual results to differ materially from current and historical results include, but are not limited to: risks associated with COVID-19 and any variants
thereof, as well as other disease outbreaks, epidemics, pandemics, or similar wide-spread public health concerns and other natural disasters; our dependence on third parties for the manufacture and supply of
our products; our ability to develop or acquire and maintain and protect new products (particularly technology products) and technologies that achieve market acceptance with acceptable margins; transitional
challenges associated with acquisitions, dispositions and joint ventures, including the failure to achieve anticipated synergies/benefits; financial and tax risks associated with acquisitions, dispositions and joint
ventures; certain provisions in our governing documents that may discourage third-party acquisitions of us; effects of a highly competitive (including, without limitation, competition from third-party online
commerce sites) and consolidating market; the repeal or judicial prohibition on implementation of the Affordable Care Act; changes in the health care industry; risks from expansion of customer purchasing
power and multi-tiered costing structures; increases in shipping costs for our products or other service issues with our third-party shippers; general global macro-economic and political conditions, including
international trade agreements, potential trade barriers and terrorism; failure to comply with existing and future regulatory requirements; risks associated with the EU Medical Device Regulation; failure to comply
with laws and regulations relating to health care fraud or other laws and regulations; failure to comply with laws and regulations relating to the collection, storage and processing of sensitive personal information
or standards in electronic health records or transmissions; changes in tax legislation; risks related to product liability, intellectual property and other claims; litigation risks; new or unanticipated litigation
developments and the status of litigation matters; risks associated with customs policies or legislative import restrictions; cyberattacks or other privacy or data security breaches; risks associated with our global
operations; our dependence on our senior management, employee hiring and retention, and our relationships with customers, suppliers and manufacturers; and disruptions in financial markets. The order in which
these factors appear should not be construed to indicate their relative importance or priority.
We caution that these factors may not be exhaustive and that many of these factors are beyond our ability to control or predict. Accordingly, any forward-looking statements contained herein should
not be relied upon as a prediction of actual results. We undertake no duty and have no obligation to update forward-looking statements.
Included within this presentation are non-GAAP financial measures that supplement the Company’s Consolidated Statements of Income prepared under generally accepted accounting principles
(GAAP). These non-GAAP financial measures adjust the Company’s actual results prepared under GAAP to exclude certain items. In the schedules attached to the press release, the non-GAAP measures have
been reconciled to and should be considered together with the Consolidated Statements of Income. Management believes that non-GAAP financial measures provide investors with useful supplemental
information about the financial performance of our business, enable comparison of financial results between periods where certain items may vary independent of business performance and allow for greater
transparency with respect to key metrics used by management in operating our business. These non-GAAP financial measures are presented solely for informational and comparative purposes and should not be
regarded as a replacement for corresponding, similarly captioned, GAAP measures.
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Henry Schein’s High-Touch, Value-Added Market Approach
Full-service provider of supplies, equipment, and services

SUPPLY CHAIN SOLUTIONS

SPECIALTY PRODUCTS

Customers rely on us for
an exceptional
experience, delivering
differentiated solutions
that make their
practices more
successful and improve
patient outcomes.
Together, we make the
world healthier.

SOFTWARE &
VALUE-ADDED SERVICES

RELATIONSHIPS
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Our Bold+1 Strategic Priorities
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+1 Create Value for our Stakeholders
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Q1 2022 Earnings Summary
• Strong Q1 financials: $1.30 GAAP EPS, 4.8% growth versus Q1 2021 Non-GAAP EPS.
• Lower patent traffic in January, improvement in the months to April, impacted dental
merchandise sales. More pronounced in Europe & Australia; and now China.
• Sales of PPE (primarily gloves) declined year-over-year due to pricing volatility and
strong Q1 2021. Offset against strong COVID-19 test kits of $250M.
• Strong equipment sales. Continuing delays mainly in traditional equipment.
• Inflationary price increases approx. 3% (excluding PPE and COVID related products).
• Technology/Value-added Services/Specialty products total sales growth of 13.1%
versus Q1 2021, in-line with doubled-digit growth goal for full year.
• Affirmed Full Year 2022 Earnings per Share guidance of $4.75 - $4.91.
Q1 details and guidance are stated as of the Company’s May 3rd, 2022 conference call
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Key Trends in Dental Technology
Continuing development of digital chairside solutions

Digital connectivity within the dental office and with patients

Clinical and operational efficiency through AI
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Henry Schein One
Product Developments
Mike Baird
CEO, Henry Schein One
&
Alan Rencher
CTO, Henry Schein One

NASDAQ: HSIC
Last

9/13/2022 10:27 AM

Rotation to the Cloud
Lead the dental industry into the cloud
with solutions that work as “One”

Key investment areas delivering value to
customers & the dental market
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Jarvis Powers Dental Practices
Powerful tool for to analyze
data, automate workflows,
optimize clinical
performance, understand
patient behaviors, and
make better decisions
according to data.
•

Flexible Report Types

•

Configurable Reporting

•

Comprehensive Integrations
with Near Real Time Data

•

Turn Data Into Dollars
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Phonesight personalizes Patient Communications
PhoneSight helps offices
communicate with Patients in
a personalized way
• Smart Cloud System
• Full-featured VoIP Solution
• Integrates with office Practice
Management Systems
• Creates a better staff experience
• Improves Customer Service
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Dentrix Imaging Center
• Clinical Imaging Software integrated
in Dentrix
• Open architecture – connects
directly to over 100 devices
• Acquires/manages intraoral, 2D,
pan, and ceph images
• Imports/manages 3D, CAD/CAM,
and Cone Beam scans (full 3D
acquisition coming soon)
• Through the power of DDX Lab Case
management and Smart Image,
track and denote what images are
submitted to a lab
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AI-Powered Imaging Platform

• Automatically detects
anomalies in pathology
• FDA approved for clinical
application
• Part of your clinical workflow
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Artificial Intelligence Developments
& Internet of Things
Bruce Lieberthal
VP, Chief Innovation Officer, Henry Schein Inc.

NASDAQ: HSIC
Last

9/13/2022 10:27

Healthcare AI: Key Categories
Decision Support, Diagnostics:
•
•

•

•

•

Assist doctors in rapid diagnosis and precise treatment planning

Big Data Diagnostics: IBM Watson®: Consumed medical research
for past 150 years - tests symptoms against data, recommending
tests, therapies
Diagnostic Imaging – Computer Vision (“see” and assist in
diagnosing disease):
• Assist in diagnosing dental lesions on radiographs, CBCT, etc.
• Identify candidates for implants, aligners
• Validating crown prep; e.g., smart margin
Advanced Customized Therapeutics:
• Identify issues in prosthetic preparations
• Precision Medicine: Customize therapies
• Treatment Planning
Insurance and Claims: Automated real-time adjudication;
reduction of fraud/abuse
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Healthcare AI: Clinical Decision Support
Computer Vision AI Applied to Dental Images
Definitions:
•

Clinical Decision Support (CDS) –AI-enabled software that assists
doctors in making diagnostic and therapeutic decisions – more
accurate, faster.

•

Computer Vision – AI-enabled software that “reads”, analyzes,
interprets images. Used with healthcare images, e.g.,
radiographs, is a powerful clinical decision support tool.

What We’re Doing:
• Embed computer vision AI into PMS
•

Design workflows that are unique, elegant, valuable, easy-to-use,
leveraging AI, PMS and a suite of technology tools (marketing,
scheduling, etc.), to drive better outcomes.

•

Roll out in phases continuously to advance incremental value.

•

Build a business model that enables practices and providers of
various specialties to opt-in to the functionality they want.
16

Healthcare AI: Clinical Decision Support
Computer Vision AI Applied to Dental Images
What Happens:
• Image pushed from Ascend to
cloud
• Analyzed quickly in cloud
• Pulled down into vendor software
showing analysis and annotations
Value Proposition:
• Locate lesions not detected by DP
• Treat disease earlier, saving teeth,
time, cost
• Great for practice, patient and
payer
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Healthcare IoT: EPS (Equipment Monitoring System)
Critical Equipment Monitoring
PRACTICE

•
•
•
•

Alert

Internet-connected sensors
Raise alert when equipment out of
bounds
Henry Schein monitors, reacts, repairs
Data used to improve design of devices

MONITORING CTR.

Alert

Contact
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Healthcare IoT: Connected Telehealth
Connected Telemedicine / Teledentistry:
• Videoconference, connected software, devices
• Remote provider operates connected devices on patient side
• Data automatically uploaded to chart
• Projects medical, dental expertise anywhere
• Reduces need for certain patient visits (e.g., remote
monitoring for orthodontics)
• Combined with simulation software, is source of new patients
Henry Schein Examples:
• Medpod® – Connected telemedicine
• Dental Monitoring® – Remote orthodontic monitoring
• GRIN Scope ® – Remote orthodontic monitoring
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Future of Artificial Intelligence
Applied to Implantology
Todd Strong
CTO, Global Oral Reconstruction Group

NASDAQ: HSIC
Last

9/13/2022 10:27

Healthcare AI: Clinical Decision Support
FUTURE POTENTIAL AI in Dental Implant Therapy
Diagnostics:
• Look at practice’s library of images +
patient health history + demographic
data and determine which patients are
candidates for implant therapy
Treatment Planning:
• Based on anatomy and bone quality, an
implant type for a specific indication
may be suggested
• AI could present several treatment
options to doctor who then can choose
and refine as needed
• Coupled with a PMS software, automated
tools may market to/schedule patients
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Q&A
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