


The direct-to-consumer healthcare sector offers a
number of other qualities appealing to investors:
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The combination of promising benefits, lower
barriers and cost of entry, and high growth
potential has sparked an increased interest
from private equity investors who see the
opportunity in direct-to-consumer healthcare
to deliver positive results to consumers and
enhance fund performance alongside.
Additionally, this presents an advantage for
investors to disrupt a market and potentially roll
up the fragmented industry, capturing market
share in the process. PitchBook’s data shows a
proliferation in medical spas over the past
decade (PitchBook, 2023), acknowledging that
until the latter half of 2023, the industry was too
fragmented to be wholly appealing to middle-
market investment firms. According to Pitch-
Book’s data, 2023 saw the most growth deals in
aesthetic dermatology to date, with at least eight
growth deals announced in the first 10 months of
2023 — compared to just one in 2020 (Burleson,
2023). This heightened interest in direct-to-
consumer healthcare extends to concierge
medicine and subscription-based healthcare
delivery. As a result, an estimated 5,000 to
7,000 concierge medicine programs and
subscription-based healthcare delivery
physicians now operate within the United
States, sparking interest from private equity
investors (DataHorizzon Research, 2024;

Fierce Healthcare, 2024).
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Private equity firms entering the direct-to-
consumer healthcare sector can leverage
several key value-creation strategies.

These include implementing subscription

or membership options, enhancing the patient
experience, exploring consumer financing
options, scaling up service portfolios, and
diversifying revenue streams. Furthermore,
technology offers additional avenues for value
creation: investing in advanced technological
solutions for a broader spectrum of procedures,
leveraging artificial intelligence (Al) to optimize
digital marketing efforts, and providing consumers
with access to longitudinal health, among other
innovative strategies.

The sector demonstrates significant growth
potential, buoyed by cultural shifts that foster
increased consumer acceptance, empowerment,
and engagement. Beyond these overarching
trends, specific attributes of the direct-to-
consumer offerings fuel robust and sustained
market expansion, including strong customer
loyalty, inherent growth, less stringent regulatory
oversight, a focus on subscription models, and
the consumer preference for an increasingly
personalized healthcare experience where they
feel their healthcare providers truly listen to
them. McKinsey'’s 2024 Future of Wellness

study underscores the ripe opportunities for
innovation and investment in women'’s health,
weight management, and in-person fitness
(McKinsey, 2023).

In alignment with market growth projections and the
evolving consumer embrace of health and wellness as

a core consumption category, the industry is on the brink
of significant transformations, most notably:

Breakthroughs in GLP-1s are
unveiling fresh avenues for weight management
solutions, nutritional programs, and partnerships,
while advancements in hormone replacement
therapy and hormone-free alternatives are
reshaping menopausal symptom treatment.

Increased demand is anticipated
in areas like male medical aesthetics (including hair
restoration and testosterone replacement therapy)
and essential diagnostic tools integral to preventive
healthcare initiatives (such as oxygen therapies,
glucose monitoring, genetic testing, and other
preventive diagnostic options).

Al continues to catalyze significant
shifts in the industry, revolutionizing processes
through predictive analytics, personalized treatment
recommendations, and improved operational
efficiencies.

The anticipated industry
consolidation, addressing the current fragmentation,
presents a spectrum of challenges and opportunities
for private equity firms operating in this domain.

Rather than competing
with traditional healthcare providers, consumer health
and wellness companies are seeking out partnerships
with them. Many individuals still rely on a physician
for guidance and coordination for holistic health.

This approach allows consumers to make informed
decisions and explore various healthcare options
while seeking validation from their trusted
healthcare providers.



In a quickly evolving landscape with no signs of slowing

down, it is imperative for investors to meticulously select their
leadership teams, recognizing the unique blend of skillsets
necessary for success in direct-to-consumer healthcare.
Moreover, leaders and teams must be adept at navigating
significant growth and expansion while simultaneously embracing
the importance of brand differentiators and the lifetime value of
their customers. In the direct-to-consumer healthcare sector,
transformative leadership is crucial for driving innovation,
growth, and customer-centricity.

Competencies and skillsets brought by executives coming from
rather traditional healthcare backgrounds:

« Clinical acumen: Profound understanding of operationalization
of clinical best practices, patient care, and the healthcare
environment to ensure the delivery of high-quality patient
services.

« Clinical acumen

« Clinical validation

* Regulatory compliance

- Reimbursement leverage

+ Healthcare dynamics

-

NEW FRONTIER:

DIRECT-TO-CONSUMER
HEALTHCARE
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« Clinical validation: Ability to assess and validate
the efficacy and safety of medical procedures and
treatments, ensuring adherence to industry standards
and regulations.

- Regulatory compliance: Proficiency in navigating intricate
healthcare regulations and ensuring organizational
compliance with legal requirements for patient safety
and data privacy; commitment to ethical practices,
fostering trust among consumers and stakeholders.

- Healthcare innovation: Experience in driving innovation
in healthcare organizations, e.g., physician specialty
practices, by implementing new technologies and
improving patient outcomes through evidence-based
approaches.

+Reimbursement leverage: Knowledge of various
payment models, including fee-for-service, capitation,
and value-based care, and the ability to navigate and
optimize reimbursement rates; experience in exploiting
reimbursement levers to optimize revenue streams
and ensure financial sustainability.

« Consumer focus

- Customer-centric vision and strategy
- Digital consumer engagement

- Mission-based brand differentiation
- Customer and physician education

+ Healthcare dynamics: Understanding of the complex healthcare
landscape and dynamics, including the roles of various stakeholders, the
impact of policy changes, and the evolving trends in healthcare delivery
and financing.

Competencies and skillsets brought by executives coming from consumer
health and wellness backgrounds:

- Consumer focus: Strong orientation towards and understanding of
consumer needs, preferences, and behaviors to develop personalized
services, enhance consumer experience, and create seamless and
engaging consumer journeys and feedback loops to drive and refine
customer loyalty.

« Customer-centric vision and strategy: The ability to foresee the future
of healthcare, identify trends and product-market fit, and create a
strategic plan that aligns with evolving consumer demands and
technological advances.

- Digital consumer engagement: Expertise in leveraging data, Al, digital
technologies, and platforms to increase consumer engagement, optimize
marketing and retention strategies, and drive business growth, as well as
encourage teams to experiment with new ideas and approaches to stay
ahead of competitors.

+ Mission-based brand differentiation: Skilled in cultivating and maintaining
a differentiated brand that not only stands out in the market, but also
makes a meaningful difference in the lives of customers through emotional
storytelling highlighting the company’s commitment to improving
quality of life, driving positive change, and delivering exceptional
impact to customers.

« Customer and physician education: The ability to build trust and
empower consumers and physicians through education, creating a
competitive edge in an increasingly competitive market.

For leaders, regardless of their prior institutional experience, financial acumen
and value creation are essential competencies. They must demonstrate a
proven track record of driving revenue growth through innovative business
models and go-to-market excellence, as well as effectively communicating
the company’s vision and strategy to stakeholders.



In organizations operating in or pivoting to direct-to-
consumer healthcare, the ability of leadership teams to
embrace consumer centricity is a core principle. Here are
a few leadership initiatives essential for navigating the shift
towards consumer-centric healthcare to drive innovation
and value creation.

. Emphasize consumer centricity: Since the vitality
and prosperity of this industry pivot on consumer
acceptance, leadership teams must maintain a
steadfast consumer focus. Understanding business-
to-consumer dynamics and operating in a manner
that deeply resonates with consumers is paramount,
diverging from traditional healthcare paradigms.
Additionally, implementing sustainable business
practices that not only meet regulatory requirements
but also resonate with socially conscious consumers
is critical.

2. Augment team skillsets: Given the distinctive
attributes and consumer-centric focus of direct-to-
consumer healthcare, organizations should cultivate
these skills internally and actively seek out external
talent with prior experience in consumer businesses
to complement the existing leadership experiences.
In times of critical initiatives or transitions to new
business models, interim and on-demand leadership
can provide essential expertise, agility, and objectivity,
thereby accelerating value creation.

3. Foster a hybrid team: The interdisciplinary nature
of direct-to-consumer healthcare calls for a diverse
team with a broad spectrum of backgrounds and
experiences. Ideally, leadership teams would include

experienced executives with a strong consumer
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orientation and brand management, as well as
leaders with extensive clinical expertise and
technology specialists proficient in leveraging Al,
cutting-edge tools, and partnerships to enhance

the company’s reach and offerings.

. Enhance team effectiveness: To establish

outstanding conditions for a cohesive leadership
team, with diverse cultures and backgrounds
coming together, we recommend answering four
key questions: the “why” (shared ambition), the
“what” (collective priorities), the “who” (appropriate
composition), and the “how” (norms and relationships).
By aligning the leadership team around these four
elements, the team can foster more effective
decision-making and implementation of the strategic
agenda, leading to better business outcomes.




WittKieffer’s capabilities in
executive search, leadership
advisory, and interim/on-demand
leadership solutions help investors
and organizations develop

transformative and impactful
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In conclusion, the shift towards direct-to-consumer
healthcare represents a significant opportunity for investors and
healthcare providers to deliver positive results to consumers while
enhancing investment performance. The success of this sector is
driven by a unique blend of skillsets and experiences, requiring a
leadership team that can navigate significant growth and expansion
while maintaining a steadfast consumer focus and improving patient
outcomes. As the industry continues to evolve and transform, it is
imperative for investors and healthcare providers to meticulously
select and develop their leadership teams, embracing the importance
of consumer centricity, brand differentiation, and the lifetime value

of customers. With the right leadership in place, the direct-to-consumer
healthcare sector is poised for significant growth and success in

the years to come.
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Serving
Investor-Backed
Healthcare

UNDERSTANDING THE FULL HEALTHCARE
CONTINUUM

We partner on a global scale with healthcare organizations backed
by institutional, private, public, and corporate capital. We form lasting
relationships based on a deep understanding of our clients’ value
creation objectives and the complex environment they must navigate.

Recognizing the unique requirements of investor-backed companies in
terms of speed, agility, and talent, we assembled a purpose-built team
with expertise in meeting these needs. We base our approach on data-
driven market insights that inform the building and development of
impactful leadership teams.

KEY SECTORS:
- Independent primary care and specialty providers
- Consumer health and wellness
- Private equity and venture capital
- Tech-enabled healthcare and value-based care enablement
- Retail healthcare

- Health services (biIIing, diagnostic, infusion, specialty
pharmacy, imaging)

- Payers, reimbursement, and managed care
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OUR DIFFERENTIATORS

Deep expertise in healthcare: We are the leading
provider of leadership solutions in healthcare.

Access to exceptional talent: We identify exceptional
prospects across the converging Quality of Life
Ecosystem by leveraging deep functional and
market expertise delivered through collaborative
teaming.

Agility at scale: We deliver the agility and personalized
attention of a boutique advisory firm, complemented
by robust systems, infrastructure, and global reach.

Physician leadership: Our dedicated physician
leadership experts uniquely attract and develop
physician executives as key strategic members
of leadership teams.

Integrated leadership solutions: We operate as a
single global team to deliver solutions intricately

woven to address the particular nuances of each
client’s leadership journey.

FULL SUITE OF LEADERSHIP
SOLUTIONS

EXECUTIVE SEARCH

We build impactful leadership teams on behalf of
for-profit and investor-backed provider, service, and
technology-enabled healthcare organizations.

INTERIM LEADERSHIP

We deploy interim and on-demand leadership to
provide the expertise, flexibility, speed, and objectivity
that help our clients navigate transitions and deliver
critical, value-creating initiatives.

LEADERSHIP ADVISORY

We enable strategy execution through executive
succession, individual and cohort development,
executive team performance, alignment, and culture.

OUR TEAM OF MARKET EXPERTS

We deploy a collaborative approach, leveraging the combined expertise
and network of the WittKieffer team.
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LEADING WITH INSIGHTS

Converge: Leaders Unite to Explore How to Improve Quality of Life
through the Convergence of Healthcare, Science, and Education

https://wittkieffer.com/insights/converge

Demarcus Thornton
Dallas-Ft. Worth, TX

Shannon Wallace
Philadelphia, PA

Ysette Witteveen
Los Angeles, CA

David Xie
Irvine, CA

Decoding the Phenotypes of CEOs in PE-Backed Physician

Human + Digital Patient Engagement: Creating an Integrated Omnichannel
Experience Today for a Holistic and Al-Ready Future

creating-an-integrated-omnichannel-experience-today-for-a-
holistic-and-ai-ready-future

When Two Become One: The Dyad Model of Today

wittkieffer.com/insights/when-two-become-one-the-dyad-

model-of-today

Disruptive Trends in Healthcare
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