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Safe Harbor
This presentation is intended to be disclosure through methods reasonably designed to provide broad, non-exclusionary distribution
to the public in compliance with the SEC’s Fair Disclosure Regulation. This release contains certain “forward-looking'' statements,
which are made pursuant to the Safe Harbor provisions of the Private Securities Litigation Reform Act of 1995. These statements
include, but are not limited to, statements related to the company’s expectations regarding the performance of its business, its
financial results, its liquidity and capital resources, the company’s ability to complete the transaction with Halyard described herein
and any projections of earnings, revenues or other financial or operational items related to the transaction or Halyard following the
closing of the transaction, and other non-historical statements. Forward-looking statements involve known and unknown risks and
uncertainties that may cause our actual results in future periods to differ materially from those projected or contemplated in the
forward-looking statements. Important factors that could cause actual events or results to be materially different from our
expectations with respect to the transaction with Halyard include, but are not limited to: the effect of the announcement of the
transaction on the company’s business relationships, operating results, share price or business generally; the occurrence of any event
or other circumstances that could give rise to the termination of the definitive agreement relating to the transaction; the outcome of
any legal proceedings that may be instituted against the company related to the transaction; the failure to satisfy any of the conditions
to completion of the transaction, including the receipt of all required regulatory approvals and antitrust consents; and the failure to
realize the expected synergies resulting from the transaction. Investors should refer to our annual report on Form 10-K for the year
ended December 31, 2016, filed with the ("SEC") and subsequent quarterly reports on Form 10-Q and current reports on Form 8-K
filed with or furnished to the SEC, for a discussion of certain other known risk factors that could cause our actual results to differ
materially from our current estimates. These filings are available at www.owens-minor.com. Given these risks and uncertainties, we
can give no assurances that any forward-looking statements will, in fact, transpire and, therefore, caution investors not to place undue
reliance on them. We specifically disclaim any obligation to update or revise any forward-looking statements, whether as a result of
new information, future developments or otherwise.
Owens & Minor uses its Web site, www.owens-minor.com, as a channel of distribution for material company information, including
news releases, investor presentations and financial information. This information is routinely posted and accessible under the Investor
Relations section.

Owens & Minor Transforming for the Future
Why Change is Needed
Market consolidation
Increased complexity

Outcomes based reimbursement
Universal cost control pressures
Consumerization of healthcare
Regulatory pressures
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Creating Solutions to Reduce Complexity
for Customers…
Primary O&M Customers
Type

Providers

Manufacturers
& Suppliers
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Complexity Faced

Key Customer Needs

Examples

U.S.-based:
• Hospitals
• IDNs
• Home Health

U.S. and EU-based:
• Pharma
• Biotech
• Med Devices
• Med Supplies

• Pressure on pricing and
reimbursement
• Regulatory uncertainty
• Transition to value-based
payments
• Shift to lower-cost sites
• Evolving competitor set

• Partners to deliver optimal
mix of services and products
• Change management

• Ability to operate across
continuum of care
• Data and analytics to
improve quality & efficiency

• Pressure / scrutiny on pricing

• Outsource functions to
maximize efficiency & savings

• Need to replenish pipeline of
clinically differentiated
products

• Transparency in demand at
point of care

• R&D cost pressure

• Data and analytics to allocate
resources

• Value-based pricing models

• Programs that drive volume

…In Over 90 Countries
Post-transaction, O&M will have approx. $10.5b of revenue and operate in 25 countries with over 17,000
teammates worldwide
What We Do

Where We Operate

Solutions

Americas

EMEA

• Logistics and value-added services for
healthcare providers and manufacturers
across the continuum of care
• Includes supplier management, analytics,
inventory management, warehousing

Products

Asia-Pacific

• Sourcing and assembly of procedure kits and
trays for manufacturers and providers,
including private label products
• Acquisition of Halyard’s Surgical & Infection
Prevention (S&IP) business1 will significantly
enhance branded portfolio strategy
O&M Current Operations
Incremental locations acquired via S&IP
Note: Post-transaction countries also includes South Africa.
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1. Transaction expected to close by the end of the first quarter of 2018.

Executing the Strategy
• Executing on a transformation plan to strengthen O&M
competitive position
‒ Business transformation expected to generate
$100 - $150m annualized contribution
‒ Two transformative and synergistic acquisitions
‒ Refocusing our owned products strategy
‒ Organizing into two strategic business units
(Solutions, Products) with seasoned leadership
• New business model creating shareholder value via
new sources of profitable growth
• Commitment to dividend and deleveraging
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Strategy/Transformation Progress Update
Transformation
Strategy

Achievements to Date

 Investing in point of care technology and services
 Halyard Health S&IP acquisition provides scale to existing product portfolio

1

Build Most Intelligent
Route to Market

2

Expand Along
Continuum of Care

 Entry into direct to patient market via Byram Healthcare acquisition
 Remain focused on ASC and Physician Offices

3

Become Preferred
Outsourcer for
Leading
Manufacturers

 Winning new business in the U.S. and Europe
 Great progress; pilots continue to expand

4

Transform via Data,
Analytics and Services
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 Progress with new value proposition and solution offering
 Beginning to aggregate and analyze data for our customers to reduce complexity

Strategy: RBT Update
RBT initiatives are currently generating approx. $45m of annualized
operating contribution and are on track to deliver $100 - $150m of
annualized incremental operating contribution by the end of 2019
Rapid Business Transformation Update
2017 Estimated
2018
Savings Achieved
Savings Goal

2019
Savings Goal

Productivity

$30m

$42 - $48m

$60 - $90m

Growth

$15m

$28 - $32m

$40 - $60m

Total

$45m

$70 - $80m

$100 - $150m

Long-term financial goal: achieve sustainable earnings growth of 8 – 10%
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Acquisitions Accelerating Transformation
Byram Healthcare
•
•
•

$380m cash transaction closed Aug. 1, 2017
#2 direct to patient home solutions provider
Strong positions in:
•

•

•
•

Halyard Health S&IP
•
•

Ostomy, wound care, urology, diabetes,
incontinence supplies and nutrition products

Portfolio of over 600 payor contracts
covering more than 200 million lives
Dedicated infrastructure to support claims
filing and collections processes
More than 900 teammates

•

•

•
•
•

Surgical drapes & gowns, exam gloves,
sterilization wraps, facial protection,
protective apparel

Market leading brands and manufacturing
expertise
•

•
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Purchase price of $710m, financed with cash
and debt
Focused, market leading global medical
products

MICROCOOL, AEROBLUE, ONE-STEP, SMARTFOLD, FLUIDSHIELD

Revenue of approx. $1b; upon consolidation
$750m with pro forma EBITDA of $80m
Expect annualized synergies of $40m to
$50m by 2021
Accretive to earnings in 2018; meaningfully
accretive 2019+
Clinically focused, global sales team

Strategic Rationale of Byram Acquisition
• Attractive channel with strong growth,
supported by aging of U.S. population
• Extends O&M presence across the
continuum of care
• Expands capabilities and expertise
• Gain expertise in managing 3rd party
reimbursement
• Customer-facing sales forces
• Relevant to acute care customers

• Financially attractive
• >$450m revenue with above-mkt growth

• Accretive to earnings
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Strategic Rationale of S&IP Acquisition
• Immediately augments owned brand portfolio
•

Gains scale and diversification with targeted
vertical integration

•

Leverages existing relationships

• Expands global presence
• Delivers value at Point of Care
•

Opportunity extends along the continuum of care

• Creates a platform for future growth
•

Diversifies revenue stream, geographic footprint and
customer base

• Financially compelling
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•

Increases both scale and margins

•

Expands sourcing scale and capabilities

Our Business Evolution
From…

To…

Historical Position:

Current & Future Position:

 Valued-added partner to providers and manufacturers
across continuum of care

 Bundle branded products with services and

U.S.-based medical
supplies distributor
to acute care
hospitals

technology that solve complexity, lowering total cost
& elevating quality of care
‒ Post S&IP transaction, owned products increase
from low-single to low-double digit % of
revenues; targeting 20-25% of revenues

 Global footprint, supply chain solutions

 Strategic business units to drive accountability
and results

 8-10% long-term earnings growth, underpinned by
top-line growth and productivity improvements
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Why O&M?
Focused on execution and sustainable value creation
• Rapid Business Transformation enables a return to growth
• Strategic Business Units led by seasoned executives with required expertise
• Executing on detailed integration and transition plans for the Halyard Health
S&IP and Byram acquisitions
• Committed to dividend and deleveraging
•

Reduce total debt / EBITDA to <4.0x within 24 months

•

Limited M&A over near-term

• Focused on execution and a balanced capital allocation plan, as key levers of
sustainable value creation
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“Owens & Minor, we deliver…
Solutions To Help Healthcare Work. Better”
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