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Engagement : - : -
Type Transaction Diligence Transaction Diligence

A private equity sponsor sought to understand the market | A private equity sponsor sought referral source views of a private
size and operating environment for a provider which offers | duty nursing company with operations in two key markets
Situation residential, partial hospitalization and outpatient
behavioral health / substance abuse treatment services.

» Conducted a market sizing analysis to estimate the size of | ¢ Conducted a referral source survey in the company’s key states
the national and select local markets for residential to ascertain referral source trends for private duty nursing

behavioral health and substance abuse treatment agencies and their views on the company versus its competitors
» Gathered perspective and insights from referral sources

for behavioral health facilities to understand the factors
and considerations that impact where they refer

* Evaluated the competitive landscape and profiled the
company’s key competitors

* Conducted interviews with the company’s management
team

" " Referrers Tend To Have Negative Perceptions Of Military/Boot Camp . e . Referral Sources Are Mpsﬂ_\ke\y'[o Recommend Patients Use
Descrl ptlo l Of New Geographic Markets May Offer Additional Opportunity For Growth i i Most Surveyed Providers Were Familiar With The Company And y - h
Style Programs But Report Mixed Reviews On Wilderness Programs "
Hold Positive Views Of The Company Agencies That Offer A Wide Range Of Clinical Services
Marwood’s

Work and
Analysis

Extimatc revabene Of Condiion iy A Goo By Geographi Mariet (MSA) Across Al ncoms Level

Marwood Estimates There Are ~X-YK Individuals As The Primary Target Outcomes And Clinical Programing Are Most Important For Referrers Most Respondents Make Fewer Than 5 PDN Referrals Per Month; Referral Sources Were Mixed On Impact Of New Technology On
Market For The Company's Facility When Evaluating Residential Treatment Programs Preferred Provider Lists Are Uncommon, But Include the Company Incidence Rates, But Most Expect A Shift Toward Post-Acute Care

These case studies are provided for marketing purposes only. The slides, and the information contained within, are not intended to be, nor should they be, utilized or relied upon in any way.
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Situation

Description of
Marwood’s
Work and
Analysis

A private equity sponsor sought to understand key trends
in the referral process impacting a multi-state eating
disorder treatment provider which offers inpatient,
residential, partial hospitalization, intensive outpatient and

outpatient services.

A private equity sponsor evaluating a potential investment in a
leading healthcare information technology and revenue cycle
management (“RCM”) company sought outlook and perspective
from key stakeholders on the clearinghouse, prior authorization
and provider engagement solutions offered by the target.

* Conducted a nationwide referral source survey to
ascertain views on eating disorder treatment providers
and key trends in the referral process

* Analyzed the referral source market in the eompany’s
five key Metropolitan Statistical Areas to assess referral
source awareness, familiarity and perception of the
target company and its competing providers

Most Respondents Make Between One And Five Referrals Per Year,
Around Half Of Respondents Note That Referrals Are Increasing

T T

Most Respondents Familiar With The Company Refer to
Them

W ok g e Tt o e Yo FamEr YT (s -5.0)

The Most-Preferred Way For Learning About A Specific Eating
Disorder Program Is From Peers, Followed By Patients’ Families

e a——

The Company Consistently Ranks Among The Best Programs
For Anorexia, Bulimia, And Binge Eating

* Conducted provider and payor market analyses, gathering input
from key stakeholders to assess current and future trends
associated with views and decision making insights into
choices, benefits and competitive dynamics around health
information management and RCM platforms used by
customers in primary and secondary markets

* Conducted a reputation analysis of the company and its

competitors

* |dentified related unmet customer needs within primary and

secondary target markets

a Market ive From 66 i On
Revenue Cycle Management Technology Solutions.
+ Marwood was engaged to assess current and future trends associated with Provider|

views and decision making regarding health information and revenue cycle
management platforms.
e

Of The Company’s Provider Clearinghouse Competitors, Marwood
Believes Competitor 1 Is Likely The Market Leader

Although There Are Perceived Differences In Customer Service
And Price, Providers Prioritize Impact And Technology When
Selecting A Clearinghouse Vendor

The Company Has A Good Reputation And Customer Service,
And Ranks Fairly Across Other Criteria

These case studies are provided for marketing purposes only. The slides, and the information contained within, are not intended to be, nor should they be, utilized or relied upon in any way.




