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Refined production know-how and scale 
capabilities of core 22-hour aligner and 
nighttime products

Clear aligner product combined with an initial 
set of retainers and other SDC products

Price leadership at a lower cost to traditional
braces and competitor clear aligners –
$2,050 or $89 per month

A higher price point at $3,900 which provides 
enhanced access to care, while improving 
economics to both Partners and SDC

Historically focused on serving the $70k
income consumer without previous access 
to teeth straightening

Expanding customer base to higher income 
and teen segments

24/7 global customer care team with app 
enabled support

High touch, white-glove experience including in 
person clinician visits, with access to both 
locally-based and telehealth doctor
enabled enhancements

Journey entry points primarily via
SmileMaker or SmileShop scans and
secondarily via the Partner Network

Traditional Customer Expanded Customer Base with CarePlus

Mandatory in person office visit required via 
Partner Network or SmileShop located in dental 
office with pilot launched in Q1 2023
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Large and growing market



Trusted brand among customers & professionals



Trusted brand among customers & professionals



Trusted brand among customers & professionals



Trusted brand among customers & professionals

https://bit.ly/3CITzsd
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Leading orthodontic telehealth franchise



Differentiated value proposition via teledentistry platform
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Vertically integrated model
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($133) ($135)
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FY 2021 FY 2022

Revenue Gross Profit Adjusted EBITDA FCF
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Measure Core Business

Growth Initiatives 
Potential 

Contribution(1) Potential Full Business

Revenue $400M to $450M $125M $525M to $575M

Gross Margin 72.0% to 75.0%

Adjusted EBITDA ($35M) to ($5M) $80M $45M to $75M

CapEx $35M to $45M

One-Time Costs $12M to $15M
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Source: ESI: February 1, 2023 Publication Titled ‘Economic sentiment falls as consumer spending slows ’ URL: https://esi-civicscience.pentagroup.co
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($ in millions; except for Aligners Shipped and ASP)

Q3 2021 Q4 2021 Q1 2022 Q2 2022 Q3 2022 Q4 2022

Total Unique Aligner Orders Shipped
(1)

69,906            66,133            76,254            62,705            52,367            41,462            

Average Aligner Gross Sales Price ("ASP") $1,900 $1,899 $1,890 $1,917 $1,902 $1,960

Aligner Gross Revenue 132.8$            125.6$            144.2$            120.2$            99.6$              81.3$              

Implicit Price Concession(2) (10.7) (13.6) (13.9) (11.0) (8.9) (10.4)               

Reserves and other adjustments(3) (13.9) (13.0) (11.3) (10.3) (10.6) (8.1)                 

Aligner Revenue(4) 108.3$            99.0$              118.9$            98.9$              80.1$              62.8$              

Financing Revenue
(5)

10.9 9.8 9.1 9.0 8.2 7.4                   

Other Revenue and adjustments
(6)

18.5 17.5 23.5 17.8 18.4 16.4                

Total Net Revenue 137.7$            126.3$            151.6$            125.7$            106.8$            86.5$              

Note: All information in this file is publicly available from our SEC filings.

(1)  Each unique aligner order shipped represents a single contracted member.

(2)  Estimated based on historical write-off percentages and expected net collections. Excludes implicit price concessions on financing revenue.

(3)  Includes impression kit revenue, refunds and sales tax.

(4)  As defined in quarterly and annual filings (Aligner Gross Revenue less IPC and Reserves and other adjustments).

(5)  Represents interest income earned on our SmilePay financing program, net of IPC starting in 2019, as noted in footnote 2 above.

(6)  Includes net revenue related to retainers, whitening, and other ancillary products.
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