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Large, Rapidly Growing North American Market
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Core Medical Spa Services

Service Type Brands Description
N
Botox Injectables used primarily to reduce the appearance of facial wrinkles, with several medical
Neuromodulators Dysport applications as well (e.g., reducing sweat, preventing migraines, etc.)
Xeomin Consumers average 2-4 treatments per year to maintain the effects of the service
J
- — . . . . N
’“@A'-' *-";‘ Juvéderm Gel-like substances that are injected beneath the skin to restore lost volume, smooth lines and
Fillers . ws Radiesse soften creases, or enhance facial contours
Restvlane Given the limited lifespan of fillers, consumers use them multiple times per year (2-3) to maintain
v their desired appearance Y,

Candela GentleMax

Laser Treatments

Non-invasive devices regularly used to remove unwanted hair and to help improve various skin
problems (e.g., acne scarring, fine lines, wrinkles, sunspots), as well as remove tattoos and loose skin

LightSheer Laser services require multiple treatments (6+ depending on area of the body), and therefore, the
one-time, upfront purchase translates to multiple visits to the clinic )
A nonsurgical fat reduction procedure that uses applicators that freeze away fat cells, reducing h
q CoolSculpting overall fat deposits in certain areas of the body (e.g., stomach, thighs, neck, etc.)
BOdy Contouring Each body contouring service typically requires 2-3 treatments for each area of the body. Patients
normally pay upfront for the package, receiving treatment over the course of weeks or months )
. . . . . N
Treatment using small needles to prick the skin, generating new collagen and tissue for smoother,
. . Morpheus8 firmer, more toned skin, commonly used on the face to treat scars, wrinkles, and large pores
Microneedling e o . ) ) .
Profound RF Service is repetitive by nature, with many users reporting multiple treatments per year for skin
renewal purposes Y,
~
A non-invasive, annual alternative to a surgical facelift. Designed to boost collagen, it is used to
Ultrasound ) o : i
Ultherapy counteract signs of aging like skin sagging, wrinkles on the face, neck, and chest, as well as
Therapy drooping of the brow area
J
Facials B A non-invasive, recurring treatment that use chemicals, serums, scrubs and applicators to help tone A
(incl. chemical peel, T : e and tig.hte.n the skin, inc.rease blo'od circulat.ion, and ren.e\{v skin c'eIIs
microdermabrasion, ) To maintain results, facial therapies are typically a repetitive service that can be done as frequently
HydraFacials, etc.) as once a month )

Source: Mayo Clinic; Dermatology & Skin Cancer; Everyday Health; Cleveland Clinic; Ultherapy; Chicago Derm MD; Healthline. Often include multiple treatments for a specific area of the body.

I[\/ Harris Willhams

Once that area has been lasered for the intended purpose (e.g., hair removal), repeat purchases are unlikely




The Medical Spa Industry Is Composed of Attractive, Fast-

Growing Services

Medspa Market by Service ‘

Retail spend in SUS billions
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Strong Tailwinds Driving Long-Term Growth

71% 65%
. . 0
Increasing Awareness and Adoption of o
Servi of consumers worldwide are willing to o e wgie el el
ervices see an aesthetic dermatology services have become more socially
professional acceptable

% 64%
| 69% 4%
Heighted Importance of Body Positivity / ) ) ) o
Self-C of consumers say looking their best is of consumers say looking fit and
eli-Lare important to their daily activities healthy, and being on trend with fashion
and beauty, contributes to their

confidence

50% 73%
Consumers Increasingly Willing to Spend
More on Aesthetics of 2020 consumers planned to of 2021 consumers planned to
spend more on aesthetic spend more on aesthetic
treatments in the following year treatments in the following year

63% 3x
Expanding Addressable Market —
Young Adults & Men of women aged 18-24 say they are Growth in aesthetic dermatology
willing to visit an aesthetic dermatology procedures amongst males since 2000
professional

= Technological advancements within aesthetic dermatology have helped
Technol Driving Ad . physicians to continue to efficiently and safely address current treatments
echnology q riving Advancements in and better address unmet needs
Medspa treatments . . .
P = New technologies continue to expand the prospective menu of safe, non-
invasive aesthetic services

Source: Allergan, American Spa, McKinsey
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Highly Resilient Industry

Sector Performance During Financial Crisis

Procedure Volume in Millions

Medical spa procedures continued to grow through
2008/2009 financial crisis in the U.S.

Other

Microdermabrasion

Soft Tissue Fillers

Botulinum Toxins
(Botox)

2006 2007

The frequency of procedures increased during the economic downturn, signaling the recurring nature of patients once they’ve tried a procedure

Source: Proprietary Market Study
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Multiple Practice Settings with Varying Focuses and Value

Propositions

Pure-Play Medspas Plastic Surgery Clinics

Example Aesthetic Procedures / Services:

* Neuromodulators * Breast Augmentation
* Fillers *  Tummy Tuck
* Lasers * Liposuction

* Body Contouring

*  Neuromodulators

Focus on Non-Invasive Aesthetic Dermatology Services

[ Dermatology Offices ] [ At-Home Services ] Dentist Offices

* Eczema Treatments

* Melanoma Treatments
* Microneedling

*  Neuromodulators

¢ Neuromodulators
¢ Fillers

Neuromodulators
Fillers

(o Primarily focused on non- Y [+ Plastic surgery clinics focus) [« Dermatology offices N [+ Nurse injectors who travel | (= Asmall segment of dentist )
invasive aesthetic on more expensive surgical primarily focus on medical to patients’ homes offices (e.g., aesthetic
dermatology services (e.g., procedures (e.g., breast dermatology; however, providing injectable dentists) have
neuromodulators, fillers) augmentation, facelift), some supplement their treatments (e.g., supplemented their

«  Medspas benefit from high supplementing with non- offerings with private-pay, qeuromodulators and trgditior?al 'dgntal work
patient volumes and !nvasive progedures to ' non-invasive aesthetic fillers) with facial injectables (e.g.,
significant recurring increase patient retention dermatology services such + Represents a small portion neuromodulators) as a
revenue, as many and lifetime value as Botox or fillers of the market, as this is secondary revenue stream
procedures have quarterly * Non-invasive services often a second job for
or annual refresh cycles remain a small portion of RNs/NPs

overall revenue
o RN AN AN DN J
Representative Competitors:
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Source: Proprietary Market Study
6

Hy Harris Williams




Highly Fragmented Market with Opportunity for Consolidation

=  The medical spa industry has over 2,900 clinics in North America, comprised of mainly small-scale “mom and pop” operators

= Industry will continue to consolidate as scaled operators increasingly benefit from operational efficiencies, including:
" Veteran management teams with greater operational depth and expertise
"  More resources available to invest in infrastructure, such as marketing, technology, operational processes, compliance, training, and research
®"  Higher employee retention for clinicians and corporate-level team members as a result of in-house professional development opportunities and higher compensation
®  Superior standardized process across clinics and patient care driving referrals and patient retention

Market Share by Clinic Count Medspa Market Landscape

North American Market Share by Clinics . . L.
Massive Market with Limited

~ 5,700 - 8,000 Clinics ~2,900 - 4,600 Clinics Number of Scaled Platforms
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” -3, e [v) [v)
ok N >2,900 | 60%-70%+
% ingle-
60% - /_/ o Location Pure-play Medspas in Are Single-Location
50% - - ( 76% North America Operators
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40% - ~51% clinics)
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clinics)
20% - 0,
; $14.1B 7%
0, .
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m Pure Play Medspas m All Other Aesthetic Dermatology Types

Source: Proprietary Market Study
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Medspa / Aesthetic Dermatology M&A Activity

MEDSPA AND AESTHETIC DERMATOLOGY ASSETS HAVE CONTINUED TO RECEIVE SIGNIFICANT INTEREST FROM THE
PRIVATE EQUITY UNIVERSE

= Platforms have received premium valuations, driven by a number of compelling dynamics:

* Large and highly fragmented market, with long runway for growth
 Early stages in adoption cycle, with proven and increasing adoption
* Recurring, sticky service base

* Cash-only customer base with high LTV

= Given compelling unit economics and typically fast ramps, many concepts leverage de novos to expand, but a number of platforms are driving growth
through consolidation of other practices

* Small practices are attracted to acquisitions by larger platforms that provide a broader network of physicians and patients to leverage, scalable and
value-add infrastructure, and a toolbox of shared services

RECENT NOTABLE MEDICAL SPA / AESTHETIC DERMATOLOGY TRANSACTIONS
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A Collaborative Approach to Consumer Healthcare

WE POOL THE EXPERTISE IN CONSUMER, HEALTHCARE AND LIFE SCIENCES, AND TECHNOLOGY TO ADVISE
PREMIER COMPANIES ACROSS THE CONSUMER HEALTHCARE LANDSCAPE

- ® &

FOR MORE INFORMATION ON OUR EXPERIENCE IN
THE MEDICAL SPA AND AESTHETIC DERMATOLOGY SECTORS,
CONTACT COREY BENJAMIN:

Corey Benjamin
Managing Director
Consumer Group

_ - Andy Dixon Whit Knier Dan Linsalata
cbenjamin@harriswilliams.com . . . . . .
+1804.932.1342 Managing Director Managing Director Managing Director
R Healthcare & Life Sciences Group Healthcare & Life Sciences Group Technology Group
adixon@harriswilliams.com wknier@harriswilliams.com dlinsalata@harriswilliams.com
+1415.217.3419 +1804.932.1321 +1617.654.2122
PENDING FOREFRONT DERMATOLOGISTS ‘
| DERMATOLOGY. DOCS| SEprrar
STATES |
a portfolio company of a portfolioc company of
North American
SHERIDAN
Medspa Platform OMERS CAPITAL PARTNERS A ‘ ‘ <, 4 3 ‘ L
has been acquired by has been acquired by \ \ '« -~ ‘ .
™ Partners Group SKYKNIGHT A .
I | Geoff Smith Beau Pierce Nate Robertson
Managing Director and Co-Head Director Director
Healthcare & Life Sciences Group Consumer Group Healthcare & Life Sciences Group
gsmith@harriswilliams.com bpierce@harriswilliams.com nrobertson@harriswilliams.com
+1804.915.0195 +1804.887.6113 +1804.887.6135

Hy Harris Williams 9



mailto:cbenjamin@harriswilliams.com
mailto:wknier@harriswilliams.com
mailto:adixon@harriswilliams.com
mailto:gsmith@harriswilliams.com
mailto:bpierce@harriswilliams.com
mailto:nrobertson@harriswilliams.com
mailto:dlinsalata@harriswilliams.com

Harris Williams: Capabilities and Locations

HARRIS WILLIAMS HAS A BROAD RANGE OF INDUSTRY EXPERTISE, WHICH CREATES POWERFUL OPPORTUNITIES. OUR CLIENTS
BENEFIT FROM OUR DEEP SECTOR EXPERIENCE, INTEGRATED INDUSTRY INTELLIGENCE AND COLLABORATION ACROSS THE FIRM,

AND OUR COMMITMENT TO LEARNING WHAT MAKES THEM UNIQUE. FOR MORE INFORMATION, VISIT OUR WEBSITE AT
WWW.HARRISWILLIAMS.COM

Aerospace,
Defense &
Government
Services

Healthcare &
Life Sciences

Office Locations

United States

Boston

One International Place

Suite 2620

Boston, Massachusetts 02110
Phone: +1 (617) 482-7501

Cleveland

1900 East 9th Street

25th Floor

Cleveland, Ohio 44114
Phone: +1 (216) 689-2400

I‘/EV Harris Williams

Minneapolis

222 South 9th Street

Suite 3350

Minneapolis, Minnesota 55402
Phone: +1 (612) 359-2700

Richmond

1001 Haxall Point

9th Floor

Richmond, Virginia 23219
Phone: +1 (804) 648-0072

o
i \‘y - @8 ~ Building Products

P & Materials

Industrials

*Ss. !
\ Business
Services
r*‘s
) iy A
Specialty
Distribution

San Francisco

One Market Plaza, Steuart Tower
11th Floor

San Francisco, California 94105
Phone: +1 (415) 288-4260

Washington, D.C.

800 17th St. NW

2nd Floor

Washington, D.C. 20006
Phone: +1 (202) 207-2300

Consumer

Europe

Frankfurt

Bockenheimer Landstrasse 33-35
60325

Frankfurt, Germany

Phone: +49 069 3650638 00

London

25 Savile Row

4th Floor

London, England W1S 2ER
Phone: +44 20 7518 8900

o ﬁ

Energy,
Power &
Infrastructure

Transportation
& Logistics
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Disclosures and Disclaimers

Investment banking services are provided by Harris Williams LLC (“Harris Williams”). Harris Williams is a registered broker-dealer and member of FINRA
and SIPC. Harris Williams & Co. Ltd is a private limited company incorporated under English law with its registered office at 8thFloor, 20 Farringdon
Street, London EC4A 4AB, UK, registered with the Registrar of Companies for England and Wales (registration number 07078852). Harris Williams & Co.
Ltd is authorized and regulated by the Financial Conduct Authority. Harris Williams & Co. Corporate Finance Advisors GmbH is registered in the
commercial register of the local court of Frankfurt am Main, Germany, under HRB 107540. The registered address is BockenheimerLandstrasse33-35,
60325 Frankfurt am Main, Germany (email address: hwgermany@harriswilliams.com). Geschéaftsfiihrer/Directors: Jeffery H. Perkins, Paul Poggi. (VAT
No. DE321666994). Harris Williams is a trade name under which Harris Williams LLC, Harris Williams & Co. Ltd and Harris Williams & Co. Corporate
Finance Advisors GmbH conduct business.

The information and views contained in this presentation have been prepared in part by Harris Williams. This presentation does not purport to be
comprehensive or to contain all the information that a recipient may need in order to evaluate any investment or potential transaction. This
presentation is not a research report, as such term is defined by applicable law and regulations, and is provided for informational purposes only. Any and
all information, including estimates, projections and other forward-looking statements, presented in this document may involve various assumptions and
significant elements of subjective judgment and analysis which may or may not be correct. Harris Williams has not independently verified, and neither
Harris Williams nor any other person will independently verify, any of the information, estimates, projections or forward-looking statements contained
herein or the assumptions on which they are based. The information contained in this document is made as of the date hereof unless stated otherwise.
Harris Williams does not expect to update or otherwise revise this document nor provide any additional information, nor correct any inaccuracies herein
which may become apparent.

The information contained herein is believed by Harris Williams to be reliable but Harris Williams makes no representation or warranty as to the
accuracy or completeness of such information, and information contained herein that is based on material prepared by others may involve significant
elements of subjective judgment and analysis which may or may not be correct. Opinions estimates and projections in this presentation constitute Harris
Williams’ judgment and are subject to change without notice.

This presentation is not to be construed as an offer to buy or sell or a solicitation of an offer to buy or sell any financial instruments or to participate in
any particular transaction, nor shall this presentation form the basis of any contract. It does not constitute and should not be construed as an

endorsement or recommendation of any entities’” products or services.

No part of this material may be copied or duplicated in any form or by any means, or redistributed, without Harris Williams’ prior written consent.
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