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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. The Company cautions investors that there can be no assurance that 
actual results will not differ materially from those projected or suggested in such forward-looking statements as a result of various factors. Forward-looking 
statements include, but are not limited to: references to the Company’s revenue, balance sheet, growth, and financial outlook and commitments; planned 
product launches, introductions, regulatory submissions or clearances; efforts to transform sales channel; the Company’s ability to compel surgeon adoption; 
and the Company’s ability to finance its operations and sufficiency of its cash runway.  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 pipeline; the uncertainties in the Company’s ability 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 
Company’s products by the surgeon community; failure to obtain FDA or other regulatory clearance or approval or unexpected or prolonged delays in 
the process; continuation of favorable Third-party reimbursement; unanticipated expenses or liabilities or other adverse events affecting cash flow or the 
Company’s ability to achieve profitability; uncertainty of additional funding; product liability exposure; an unsuccessful outcome in any litigation; patent 
infringement claims; claims related to the Company’s intellectual property; and the Company’s ability to meet its financial obligations. 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.

FORWARD LOOKING STATEMENTS
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Q2 2024
HIGHLIGHTS
FULFILLING COMMITMENT TO 
PROFITABLE SALES GROWTH
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$146M 25%

$5.6M

Total revenue Total revenue growth 
with 27% surgical 
revenue growth

Adjusted 
EBITDA

EOS 
INSIGHT

Training engagements  
fueled by footprint 

expansion

Enabling expanded 
footprint to support 
growth in new users

 

Launched ON TIME – 
initial installs and 
cases underway

>$50M 
INVESTED

20%
Growth in new 
surgeon users

15%
Surgical volume 

growth

10%
Growth in average 

surgical revenue/ case

244
SURGEON

Presenter Notes
Presentation Notes
High level highlights of the second quarter.  We have established the foundation for long-term profitable growth and that is being financially reflected.  



COMPEL 
SURGEON 
ADOPTION

CREATE 
CLINICAL 
DISTINCTION

2       1
Distinguishing ATEC 
technologically through 
procedures & informatics

Attract talent with 
distinction-driven 
surgeon demand

2018 2019 2020 2021 2022 2023 2024E4

CREATING VALUE BY ADVANCING SPINE 
COMMITTED TO A DELIBERATE, SPINE-FOCUSED LONG GAME

EXPAND 
& ELEVATE  
DISTRIBUTION

3
Increasing 
surgeon users by 
improving surgery

Presenter Notes
Presentation Notes
These have been our strategic initiatives since 2019 and they still are.  It is important to understand that clinical distinction is at the heart of our growth.  Clinical distinction is what compels surgeons to adopt and compels talent to be part of what we are building.  I’ll spend a moment on each of these this afternoon.



STEEPED IN A HISTORY 
OF VALUE CREATION 
VIA INFORMATIC 
INTEGRATION
Mitigating clinical variables 
to improve surgery 

100% proprietary 
automation of EMGs, 
SSEPs, and MEPs

5

Presenter Notes
Presentation Notes
ATEC is steeped in history of creating value thru informatics.  Show SO, PTP/ LTP, underneath SO talk about autom EMG, SSEP, now MEP.  Integ into surgery and expanded utilitiy of it.  ��SO: made PTP and LTP, information I get out of so drvies pred with the procs. �What are we doing w ecosy.  Mitig variables, improve the proc, verity postop.  Execute and inform better.  ��Working as described.  Why not robots? What is bw skin and spine is psoas.  ��SO to lateral, EOS all of surgery.  Here is what w’eve historically done, great s growth and utility.  Now new info will add to that.  Already demonstrated ability to translate information.  �



THE MOST EXTENSIVE 
INFORMATIC ECOSYSTEM

EXTERNAL CLINICAL DATA SOURCES: PACS, EMR, REGISTRY…

EOS INSIGHT PORTAL

AI/ML MODELS

Standardized 
Global

 Imaging

3D Surgical 
Planning & 
Simulation

Automated 
Diagnostic 

Assessments

Patient Specific 
Implants

Navigated/Robot 
Assisted HW 
Placement

Real-time 
Neurophysiology 

Monitoring
Intra-Op 

Alignment 
Reconciliation

Consistent 
Post-Op 

Imaging & 
Alignment

Patient Trends 
& Outcomes

Practice 
Analytics & 

Clinical Research

INTRA-OP

AI ALIGNMENT

3D SURGICAL 
PLANNING

BONE QUALITY (2025)

CUSTOM RODS
NAVIGATION & 

ROBOTICS MOBILE CLOUD 
CONNECTION

AUTOMATED NERVE 
MONITORING

PLAN 
RECONCILIATION

EOS IMAGING

EOS IMAGING

AI ALIGNMENT

PATIENT ANALYTICS

6

Presenter Notes
Presentation Notes
Want you to appreciate all that we have done and are doing with informatics by zooming out. We have / are building an ecosystem to inform every step of spine care.  EOS and the Insight feature set are critical components, but this tells the story of where SafeOp and Valence fit.  There is literally no other spine company doing this – enabling tech is a buzzword.  We seek to revolutionize care.People have built pieces, but nothing like this ecosystem.Making mechanical things is great, but unless have the ability to go end to end informed by data that creates more of a wheel, pre-op informed by what was done prev post-op.  Loop.  We are the only ones thinking in this way.  



PRE-OP SOPHISTICATION: 

Custom-bent rod created by 
3D-surgical plan, delivered 

prior to surgery

Automated, fast, workflow-
integrated, precise 

alignment measures

AI-AUTOMATED 
ALIGNMENT

3D-SURGICAL 
PLAN

PATIENT-
SPECIFIC RODS

Objective, AI-created, custom surgical 
plan optimizes alignment with ATEC 

implants & applies learnings to 
influence future surgeries
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EOS imaging + AI-automated alignment inform surgical plan & patient-specific implants



LATERAL INTRA-OP SOPHISTICATION

Corpectomy

3-D printed 
implants

Navigation-
enabled robotics
Precise trajectory, 
minimized radiation 
exposure

Neural information
Location & health of nerves, 
spinal cord monitoring

Intra-operative 
reconciliation 

to plan

INFORMATICS
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PROCEDURE-SPECIFIC TOOLS

Surgical precision, nerve location & health, alignment reconciliation

- IOA
Expandable 

implants

Positioner



DEFORMITY INTRA-OP SOPHISTICATION

De-rotation 
instrumentation

Navigation-
enabled robotics
Precise trajectory, 
minimized radiation 
exposure

Neural information
Spinal cord monitoring

Intra-operative 
reconciliation 

to plan

INFORMATICS
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ADULT & ADOLESCENT IDIOPATHIC 
SCOLIOSIS - SPECIFIC TOOLS

Surgical precision, spinal cord monitoring, alignment reconciliation

- IOA
Patient-specific 

implants

Small-stature 
positioner, 

instruments and 
implantsPositioner



POST-OP SOPHISTICATION: 
Variable mitigation through patient & practice insights, evolution through learning

PATIENT PRACTICE
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LEARNING > EVOLUTION

INSIGHTS TO IMPROVE FUTURE SURGERIES

AUTOMATED DATA COLLECTION
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EOS INSIGHT LAUNCH
CRAIG MCMAINS, MD DAVID SCHWARTZ, MD

Integrating the power of EOS imaging, automation & AI  into the O.R.

INTRA-OPPRE-OP POST-OP
RECONCILIATION

PATIENT-SPECIFIC, 
PRE-BENT ROD

AI-AUTOMATED ALIGNMENT

3D SURGICAL PLANNING

CUSTOM SURGICAL PLAN OBJECTIVE DATA

Presenter Notes
Presentation Notes
Last week we announced the successful completion of the first EOS surgery.Let me walk you through that and I have some pictures that I’m really proud to share.The case was a long-construct PTP and TLIF performed at OrthoIndy by Drs. Schwartz and McManus.  On the left is all of the value that Insight brought to the surgery pre-operatively…  To ensure optimal Insight user experience, we’ve placed the educational aspect of this software rollout in the hands of our KAM team – this will be a gradual introductionWe knew something no one else knew and that is why we bought this.  Now tip of the iceberg- Schwartz integrating this clinically.  Capacity to revolutionize the field.



COMPEL 
SURGEON 
ADOPTION
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244 Surgeons trained in Q2 – 
record-setting interest

20% Growth in surgeon users

Territory investments 
accelerating surgeon training

Record-breaking surgeon training 
reflects adoption where we’re investing 

Long-term momentum building

Presenter Notes
Presentation Notes
All of that work we are doing to maintain clinical distinction, particularly in lateral and informatics is inspiring surgeon interest in what we are doing.  Perspective out there that impact of disruption is over – but this degree of surgeon demand and training is testament that it is nowhere close to being overAnd this quarter is a huge testament to that.  The leading indicators of our long-term growth are surgeon training and growth in new users.Surgeon training was a record high in Q2 at close to 250.  Importantly, that acceleration was driven by demand in the markets we are investing.  For example, we brought on a new sales team in NY/ NJ last fall to meet the demand we inspired in that market and  in Q2, there was a dramatic step up in surgeons that wanted to be trained from the NorthEast. It goes beyond the NorthEast, too.  Where we are investing resources, we are converting interest into adoption.
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RECRUITMENT IS ELEVATING OUR
ABILITY TO MEET SURGEON DEMAND
Disruption is industry-wide – we continue to strategically capitalize

*YTD 2024.  |  ^  Territories with an agent that has been with ATEC >12 months

• Strong funnel of experienced talent to 
expand & upgrade footprint 

• Disruption is a multi-year tailwind

• Contribution will be non-linear

• 23% growth in established territories^ 
– powerful recruitment tool

GMED / NUVA

MDT
SYK

OFIX / SPNE

JNJ

OTHER

RECRUITMENT 
ATEC CLASS OF 2024 *

Presenter Notes
Presentation Notes
The disruption in spine continues to create capitulation and we are leveraging that to strategically expand our footprint.  We’re being thoughtful about this process and are using the SYK/ KTWO experience as a proxy.  That proxy was a multi-year experience and this is likely to be too.While we’ve onboarded a significant number of new reps, we continue to recruit in territories where we are un or underpenetrated and the funnel is excellent in terms of quantity and quality.I’d like to be clear that our footprint expansion is not what drives our growth. We create surgeon demand through clinical distinction and footprint expansion enables us to convert that demand.  The new hires will vary in terms of productivity – some may contribute in the first year, whereas others will begin to contribute after the first year.  In some cases, we are are upgrading talent in a territory, which creates near term lumpiness, but improves long-term execution as we saw with the strategic transition of our sales force back in 2018.The key point is this is a long game and we are deliberating taking actions that will elevate our long-term profile.The growth we are experiencing in established territories is a great recruitment tool.  We don’t just bring someone on with a signing bonus – these guys grow their businesses significantly beyond that first year.  Our established territories delivered 23% growth in Q2.



Revenue $482M $1B

Adjusted EBITDA* ($9M) $180M

Adjusted EBITDA Margin* (2%) 18%

Free Cash Flow ($159M) $65M

2027

EXECUTING WELL AGAINST 
LONG-TERM COMMITMENTS 

2023
20%
REVENUE CAGR

2,000

CASH FLOW 
BREAK-EVEN 

2025

BPS MARGIN EXPANSION

14  | * See Adjusted EBITDA reconciliation in appendix.

Presenter Notes
Presentation Notes
I’ll close by recapping our updated commitments.  I don’t know of many other medtech companies that expect to grow revenue at a 20% CAGR for the next several years AND expand profitability, but we do.  We believe that we’ve established a strong track record of execution and I want you to know that this time is no different.  We expect to achieve cash flow break even in 2025 and to generate cash beyond that.  This speaks to deliberate and methodical value creation and it is why I’m one of the biggest shareholders –good surgery is good business.  



FINANCIALS

Presenter Notes
Presentation Notes
Less is more.  Combining 3 and 4.  Momtum in highlights.



Q2’24 REVENUE
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Continued strong growth from lateral + accelerated adoption of expandables

Q2 2024 YOY QOQ

Surgical Revenue $130M 27% 6%

EOS Revenue $16M 6% (2%)

TOTAL REVENUE $146M 25% 5%

YoY surgical 
volume growth

10%   
YoY growth in 
avg revenue/ 

case

15%   

Presenter Notes
Presentation Notes
Script



NON-GAAP P&L HIGHLIGHTS*
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• Gross margin % increased with EOS margin 
improvement and Memphis distribution center 
leverage

• R&D levering while furthering innovation

• SG&A levering with expected drivers, offset by 
250 bps of YoY depreciation related to 
investment in revenue-generating assets

Revenue growth fueling significant operating leverage

* May not foot due to rounding.  |  Non-GAAP GM excludes intangible amortization, purchase accounting impacts and SBC.  Non-GAAP operating expenses exclude intangible amortization, 
SBC and litigation, transaction, restructuring-related expenses, and other non-recurring expenses.  Additional detail in the appendix or at https://investors.alphatecspine.com/investors.

Q2 2024 YOY

Total Revenue $ $146M +25%

Gross margin % 71% +190 bps

R&D % 9% (190) bps

SG&A % 69% (20) bps

Total Operating Expense 78% (210) bps

OPERATING MARGIN % (7%) +400 bps

Q2 2024 YOY

ADJUSTED EBITDA $ +$5.6M +$8.7M

% of sales 4% +650 bps

• 30% drop through of YoY growth in revenue to 
AEBITDA

• AEBITDA leverage of 650bps driven by:

- 270 bps of SG&A leverage (ex depreciation)

- 190 bps of R&D leverage

- 190 bps of GM% improvement



BALANCE SHEET
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Linear path to cash generation in 2024

• Free cash use $45M including >$50M 
investment in revenue-generating assets 

• Expect FY’24 cash use of $125 to $135M 
due to working capital needs

• Continue to expect to end FY’24 with 
~$100M cash including fully drawn 
revolver

• Inflection to positive cash flow Q4’24

|  1. Detailed components defined in 10Q.   | 2. Free Cash Use defined as GAAP Net cash used in operating activities & GAAP PP&E. 

CASH & DEBT Q2 2024

Cash $100M

Debt (at face value)
1

$531M

CASH USE Q2 2024
Inventory & capex $57M

Free cash use2 $45M

FREE CASH USE ($M)

 $(80)

 $(60)

 $(40)

 $(20)

 $-

 $20

Q1'23 Q2'23 Q3'23 Q4'23 Q1'24 Q2'24 Q3'24E Q4'24E



FY 2024
PREVIOUS

FY 2024
UPDATED YOY

Surgical Revenue $536M $537M 27%

EOS Revenue $65M $65M 9%

TOTAL REVENUE $601M $602M 25%

ADJUSTED EBITDA $23.0M $25.5M + 610 bps

INCREASED 2024 GUIDANCE
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Strong surgeon adoption driving sector-leading growth & operating leverage

Growth momentum fueling AEBITDA progress 

Drop through of YoY sales growth 
accelerating to 29% vs 22% in 2023

HSD%%
Surgical volume 

growth
Rev / surgery 

growth

|  Reference non-GAAP reconciliation in appendix.

HIGH 
TEENS



DELIBERATE PROGRESS 
TOWARD VALUE CREATION
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Clear line of sight to profit-driven cash-flow generation

-15%

-10%

-5%

0%

5%

10%

-$15

-$10

-$5

$0

$5

$10

 Q1'22  Q2'22  Q3'22  Q4'22 Q1'23  Q2'23 Q3'23  Q4'23  Q1'24  Q2'24

 AEBITDA $M  AEBITDA %

|  * See Adjusted EBITDA reconciliation in appendix.

• Sustainable inflection to 
profitability driven by 
expected levers

• Profitability progress will fuel  
free cash inflection in Q4 and 
self-funded growth in 2025



TRACK RECORD 
OF EXECUTION

21

Procedural strategy

Ecosystem to inform better spine surgery

Advancing the field of spine

A DELIBERATE, SPINE-FOCUSED, LONG GAME

Presenter Notes
Presentation Notes
We’ve done what we said.  Track record of execution.  Playing the long game and making a dif in the field.In 6 years, created juggernaut technologically.  All others haven’t done anything meaningful.New spine procedure, EOS ecosystem, between procedures and informatics, we have dist ourselves. A lot to be proud of and a lot yet to come. 



APPENDIX

Presenter Notes
Presentation Notes
Less is more.  Combining 3 and 4.  Momtum in highlights.



AI-AUTOMATED 
ALIGNMENT 

3D-SURGICAL 
PLAN

INTRA-OP 
RECONCILIATION

PATIENT-
SPECIFIC RODS

POST-OP 
DATA

WHAT NEED
IS BEING MET?   

Automated, fast, 
workflow-integrated, 

precise alignment 
measures

Objective, AI-created, 
custom surgical plan 
optimizes alignment 
with ATEC implants & 
evolves with learning

Custom bent rod 
created by 3D-surgical 

plan, delivered 
before surgery

Real-time validation 
of execution to 

custom surgical plan

Aggregated 
insights to 

improve 
predictability

ALTERNATIVES Hours-long, 
imprecise, 

manual calculation, 
infrequently utilized

NONE
(gestault)

Medicrea/ MDT’s 
iterative process or 

bend manually in O.R.

NONE NONE

ABOUT EOS INSIGHT FEATURES
s p i n e

Presenter Notes
Presentation Notes
Excited to be launching EOS Insight.  Like with SafeOp, we acquired the EOS technology and talent and have been working behind the scenes for years to advance and integrate it into spine’s workflow.  The features that we are launching can improve care.  They obviate many of spine’s arduous processes while bringing the standardization & objectivity that spine desperately needs.  Each of these columns represents a new feature that we developed – walk through what they are and how it compares to what is on the market today.



Access this file at https://investors.alphatecspine.com/quarterly-results/default.aspx 

SUPPLEMENTAL FINANCIAL INFORMATION



Access this file at 
https://investors.alphatecspine.com/quarterly-
results/default.aspx 

SUPPLEMENTAL 
FINANCIAL 
INFORMATION



Access this file at 
https://investors.alphatecspine.com/quarterly-
results/default.aspx 

SUPPLEMENTAL 
FINANCIAL 
INFORMATION
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