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FORWARD-LOOKING STATEMENTS

This presentation contains "forward-looking statements" within the meaning of the Private Securities Litigation Reform Act of 1995 that involve risks

and uncertainty. Such statements are based on management's current expectations and are subject to a number of risks and uncertainties that could

cause actual results to differ materially from those described in the forward-looking statements. Alphatec Holdings, Inc. (the Companyòor ñATECò)

cautions investors that there can be no assurance that actual results or business conditions will not differ materially from those projected or suggested

in such forward-looking statements. Forward-looking statements include the references to the Companyôs2019 revenue and growth outlook, planned

commercial launches and product introductions, the Companyôsstrategy in significantly repositioning the ATEC brand and turning the Company into a

growth organization and creating future market disruption. The important factors that could cause actual operating results to differ significantly from

those expressed or implied by such forward-looking statements include, but are not limited to: the uncertainty of success in developing new products or

products currently in the Companyôspipeline; the uncertainties in the Companyôsability to execute upon its strategic operating plan; the uncertainties

regarding the ability to successfully license or acquire new products, and the commercial success of such products; failure to achieve acceptance of

the Companyôsproducts by the surgeon community; failure to obtain FDA or other regulatory clearance or approval for new products, or unexpected or

prolonged delays in the process; continuation of favorable third party reimbursement for procedures performed using the Companyôsproducts;

unanticipated expenses or liabilities or other adverse events affecting cash flow or the Companyôsability to successfully control its costs or achieve

profitability; uncertainty of additional funding; the Companyôsability to compete with other products and with emerging new technologies; product

liability exposure; an unsuccessful outcome in any litigation in which the Company is a defendant; patent infringement claims; claims related to the

Companyôsintellectual property and the Companyôsability to meet its financial obligations under its credit agreements and the OrthoTec LLC

settlement agreement. The words ñbelieve,òñwill,òñshould,òñexpect,òñintend,òñestimate,òñlookforwardòand ñanticipate,òvariations of such words and

similar expressions identify forward-looking statements, but their absence does not mean that a statement is not a forward-looking statement. A

further list and description of these and other factors, risks and uncertainties can be found in the Company's most recent annual report, and any

subsequent quarterly and current reports, filed with the Securities and Exchange Commission. ATEC disclaims any intention or obligation to update or

revise any forward-looking statements, whether as a result of new information, future events, or otherwise, unless required by law.
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Revolutionizing the approach to spine 

surgery through clinical distinction

An organic innovation machine

Strategically positioned to accelerate growth

THE NEW

OUR FOCUS IS IN THE OPERATING ROOM
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New to ATEC*:

*Since 2017



TOO MANY BELIEVE THAT SPINE SURGERY IS COMMODITIZED

BELIEVING IS SEEING
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A DECADE OF RESULTS HAS SHOWNé

* Management estimates  

éSPINE FOCUS 

AND ORGANIC 

INNOVATION 

DRIVE DOUBLE-

DIGIT GROWTH

O
rg

a
n

ic
 G

ro
w

th
*

Degree of Spine-Focused Organic Innovation*
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3 GROWTH DRIVERS

Spine focus

Strategic sales force

Organic innovation
Legacy

Future



OUR STRATEGIC PIVOT

In-house 

capabilities 

created in 2018

In 2018,                  built a spine-focused

ORGANIC INNOVATION MACHINE 
to accelerate growth

legacy portfolio lacked 

distinction and sophistication

% OF PORTFOLIO REVENUE IN 2018:

Old products (6+ years old) 46%

Mature products (3-5 years old) 45%

New products (<2 years old) 9%
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SIGNIFICANT EXPERIENCE & PROVEN TRACK RECORD IN SPINE

BRIAN SNIDER
EVP, Marketing & 

Development

PAT MILES
President, 

Chairman & CEO

KELLI HOWELL
EVP, Clinical Strategies

ERIC DASSO
EVP, 

Adjunctive Technologies

Personally Invested

JEFF BLACK
EVP, CFO

CRAIG 

HUNSAKER
EVP, People & Culture, 

General Counsel

MARK OJEDA
EVP, Cervical & 

Biologics

DAVID

SPONSEL
EVP, Sales
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A Culture Based On Execution and Know-How, Backed by Significant, Proven Success

TRANSFORMED INNOVATION TEAM IN 2018

Luiz Pimenta, MD
Chief Medical Officer

Scott Lish
VP, Development

Jim Gharib
Technical Lead, 

SafeOp

Mike Dendinger
VP, Operations

Karl Riesen
Director,

Alpha Informatix

Jon Allen
VP, Government Affairs 

& National Contracts

Wright

Tyson Marshall
Associate General 

Counsel

Robert Judd
VP, Finance and 

Accounting

Alex Turner
Sr. Director,

Biomechanics

& Clinical Application

Matt Curran
Sr. Director,

Technology 

Advancement

Richard 

OôBrien, MD
Chief Medical Officer

SafeOp

Rob Snow
Chief Marketing Officer

SafeOp

Brian Beireis
Sr. Director,

Quality & Compliance

Ali Shorooghi
Sr. Director,

Marketing Thoracolumbar

XLIF PIONEER

& RENOWNED 

INNOVATOR
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An Experienced Culture Integrated With Clinical Know-How and Sales Prowess

TRANSFORMED SALES TEAM

David Sponsel
EVP, Sales

Emory Rooney
VP, Sales Channel 

Development

Wyatt Stanfield
Area VP, West

Greg Rhinehart
Area VP of Sales

Ashley Warwick
Regional Business 

Manager

Mike Panozzo
Regional Business 

Manager

Mason Zabel
Territory Development 

Manager

Chad Spear
Regional Business 

Manager, East
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Darrell Wilson
Territory Development 

Manager



Creating 
Clinical 

Distinction

Compelling 
Surgeon 
Adoption

Revitalizing 
the Sales 
Channel

By Leveraging an Organic Innovation Machine

TRANSFORMING ATEC

ACCELERATING GROWTH
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