INVEST IN DENTAL DASH BY WOOBIE

Simplifying dental practice management with a

dash a day!
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$5.7B OPPORTUNITY streamlining manual and error-prone dental billing systems

$5.7B OPPORTUNITY streamlining manual and error-prone dental billing systems

EXPERIENCED TEAM has taken other ML products to market, led dental groups, and published

FREEMIUM W/ EXPENSIVE ALTERNATIVES - Others start at $500/month and require

consultants to provide the most value

LARGE UNDERSERVED MARKET - $128B Dental industry is >80% local businesses & don't use

MULTIPLE REV STREAMS from SaaS subscriptions, payment precessing, and billing automation

EASE OF CONVERSION - Customers can start for free and never need to shed staff to gain

Farmer Army Ranger, Technical Intelligence Officer, and Private Eguity Associate. Launched 2
integrated intelligence systems with embedded analytics and ca-founded a growing dental group.

I left a private equity firm te start a dental group and then saw how the available tools didn’t meet our needs. |
applied the same lessons | learned in the tech intelligence community to our practice analytics. Without Woobie,
only corporate groups will have access to this tech, leaving 80% of dentists to fend for themselves in

QuickBooks.
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Born in a Dental Practice

RIVERBEND
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Before founding Woobie, David co-founded Shasta Dental Services, Shasta is an
emerging dental support organization (DSO) in Northern California, Shasta

provides non-clinical management support to affiliated dental practices.

After acquiring a first and then second practice, David and his team began to
realize that it was common for dental office staff to struggle with the billing
process, or more broadly the management of the revenue cycle. If a single staff
member called out sick for one day it could disrupt the insurance billing
workflows for the rest of the week as benefits stopped being verified or

insurance claims went unfiled for days.

Tracking and verifying the status of claims and payments took manual processes
and checking multiple tools and accounts. It was safe to assume that the core
software (PMS) running the office was going to be wrong unless you were the

one that just manually entered the data.

David and his team spent months searching for and evaluating different tools and
combinations of tools to simplify the billing cycle and have a better
understanding of the health of the practice each day. They found that while
existing business intelligence tools for dental practices were great at displaying
metrics about patient retention and top-line revenue, it only covered data from

within the core software - that we already didn’t trust.

Realizing the Greater Problem

Dental Revenue Cycle is
opaque, error-prone, & costly
No View of What is Profitable

Dentists lack tools to manage for the bottom line and grow prafitability

3x Medical Claim Denial Rate*

high school-educated staff Constantly Switch between 5+ Tools in a Workflow

Intelligence Tools Req. Expert Help

Current QBO + PMS stack fail, expensive consulting as best way to negotiate w/ insurers

David hired a consultant and then a billing manager at the group level. They were
a great help but the consultant took three months and $9000 to diagnose and
recommend fixes for Riverbend, and the billing manager streamlined processes.
That experience manager still worked with the same set of outdated taals,
waiting for billing caordinators in the offices to update her daily. While the

quality of claims improved, there were still errors and denials on a regular basis.

The consultant noted that this was common in small practices and David's
experience diligencing practices for potential acquisition confirmed the breadth
and the impact of current billing tools and practices; claims denials significantly
higher than in medical billing, difficulty seeing what is profitable leading to
ignoring the bottom line in management practices - take a look, dental

vendors and blogs focus on the top line only.

An Internal Tool

A Single Tool: Visualize Costs
& Automate Billing Tasks
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David drew on his background developing and deploying machine learning
technology in the intelligence community in finding a solution for Shasta and its
affiliated practices - like Riverbend. He imagined giving his staff a single tool to
integrate practice data, patient payments, insurance eligibility/claims/status, and

bank deposit records.

First David saw that data all in one place would streamline tracking the revenue
eycle. Then performing quality control checks on the claims looked possible and
valuable. From there it became clear that with end-to-end data in place, effective
billing automation should be the goal. But because of the massive and variable
product mix from practice to practice when considering all the combinations of
procedures and contracted billing rates, it would take more than simple robotic
process automation to solve the problem. So David began working with a few
experienced machine learning engineers and data scientist to create proofs of

concepts on some of the models and ideas.
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The models produced results and the Shasta team began to use some of the data
scientists’ outputs in their inactive patient reactivation efforts. Further, the
costing models, that can update in real-time, provided similar recommendations
in 1 day of programming that the consultant took months to provide. Those
changes increased monthly net income in one single-doctor practice by $5000 a

month.,
The Market Opportunity

Market

Census
250,000 Dentists

200,000 Practices Dental Services
$128 Billion

$600K-1200K+ Rev. Dentist/Yr
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Dentists collect over $128 Billion a year in payments from patients and insurance
payors. To collect that revenue, those 200,000 practices spend $5.7 Billion on
billing, consulting, and business intelligence services - alternatives to Woobie’s

solution, Dental Dash.
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The market for dental add-on software is highly fragmented and dominated by
tools focused on helping dentists improve their top-line revenue. Accounting
tools like QuickBooks Online can provide monthly balances, but they are not
helpful in helping office managers and owners modify their practice operations
to increase profit margins. We are excited to enter a market where unitasker
tools are common and most vendors welcome cross-selling

relationships. Understanding dental unit economics at the patient, payor,



procedure, and appointment level, Dental Dash is in a unique position to
recommend the right tool to dentists at the right time when they have a known
operational problem and Dental Dash can inform the most appropriate

(sponsored) solution.
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The Woobie team spun out from Shasta Dental Services in Late-January 2021 and
began product work in February to refactor the proof of concepts tested within

the dental group.

Over the spring the team developed relationships with key partners to develop
and market a high-quality revenue solution for dentists. Multiple channels and
channel partners will be key to meeting dentists where they are accustomed to
buying services today. Woobie is beginning subscription revenue in August 2021
and will use a hybrid pricing model using both usage and subscription-based
pricing for its software and tech-enabled billing services.



