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Unlocking Al Value Creation -



THE STATE OF Al IN THE ENTERPRISE

A small group of companies is capturing
almost all the value.

senior executives surveyed
’ 4 0/ .I [ 2] 7 across 25 industries
o 200/ of companies are pulling away
o — and the gap is widening

of Al's economic value is being captured by
just 20% of companies. 2 3
—3X

more likely leaders use Al for
growth, not just efficiency



Al Investment Is Rising, But Value Is Trapped

Al investment remains Al potential remains Al value remains elusive
strong high
N%
63% 72% °
(o] o
Only 11% of CFOs can concretely
63% of BoDs rank investment in 72% of CEOs bet on Al as their measure ROI from AL 7% reporting
tech as a top strategy. primary driver for growth. high ROI

The inability to quantify business benefits is repeatedly cited as the primary impediment to operationalizing Al



Strategic Perspectives

Paradigm Shift

Input Focus vs Output Focus

Input Focus Output Focus

e Speed & Scale
% e Quality & Resiliency
e Business Agility




HOW WE EVALUATE Al INVESTMENTS

Hygiene Money vs. Restorative Money

HYGIENE MONEY RESTORATIVE MONEY

Sets the foundation. Builds capacity, retention, Hits a P&L line directly this period. Lower cost,
and resilience. Shows up in the P&L over time — more revenue, faster cash. Direct

through other lines. cause-and-effect.

EXAMPLES IN A DENTAL PRACTICE EXAMPLES IN A DENTAL PRACTICE

— Provider time freed (Al charting & scribe) — Reduced days in AR / faster collections

— Patient NPS and experience lift — Higher case acceptance & treatment plan close

Reduced staff burnout & turnover risk
Faster onboarding for new associates

Lower per-claim verification cost
Same-store production growth
— Compliance & QA consistency — Lower admin labor cost




REFLECTION

?

Which line items on the P&L could Al realistically
move 1-3% in 12 months?



How Al Is Reshaping Dentistry

A view for P1 Dental Partners



Five forces reshaping dentistry in 2026

Margin compression
Talent crisis

B capital discipline

Tech standardization = maturity
signal

Al moving from promise to practice



Most labor in a practice isn’t clinical. Al is
about to compress the rest.

— Administrative + non-clinical work is roughly 25-35% of o
practice overhead today. 5 0 - 70 /O
— Al plus automation can take 50-70% of that out over the next

2-5 years.

— The strategic question isn’t “what do we cut?” — it's “where do
we redirect the savings?”



Where Al plugs in across a dental practice

The patient experience layer Augmenting the provider

BACK OFFICE

The RCM and operations engine How leadership runs the business



ZONE T - FRONT OFFICE

The patient experience is nhow Al-powered

Al VOICE & CHAT SCHEDULING PATIENT FINANCE

Always-on Production per Real-time
receptionist chair-hour transparency




Augmenting the provider — not replacing
them
43%

Three layers of clinical Al — already
deployed at scale

Radiograph Al — VideaHealth (P1 today), Overjet, Pearl. A second lI 700 +
pair of eyes for caries, perio, and bone-loss detection. [

Ambient Al scribes — generate clinical notes from the operatory
in real time. Provider charting moves out of the evening.

Treatment-plan visualization — Al-supported case presentation 500 M +
lifts acceptance and supports the hygienist-doctor handoff.



ZONE 3 - BACK OFFICE

RCM and operations — where the
near-term ROl lives

INSURANCE VERIFICATION CLAIMS & AR INFRASTRUCTURE

Seconds, not 11 Cleaner claims, Fix the foundation,
minutes faster cash then automate



Where Al changes how leadership runs
the business

Al specialty recruiting Payer rate benchmarking

ANALYTICS

Decision-grade dashboards Acquisition target intelligence



OUTSIDE-IN

Inspiration from adjacent service
industries

VETERINARY MEDICINE OPTICAL RETAIL
Clinician-led adoption First and last mile
PHYSICIAN GROUPS HOSPITALITY & RETAIL

Centralized AI-RCM Predictive workforce



CASE STUDY

Gend4 Dental Partners

Gen4 Dental Partners implemented VideaAl
across 100+ locations specifically to address
diagnostic variation and build patient trust.

e Visual evidence shortened consultation times

e  Shift from "telling" to "showing" fostered
collaboration.

e Increased confidence in comprehensive care
plans.
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Onsite Dental

Onsite Dental, which manages 39 locations serving employees at
corporate campuses, factories, and shipyards, integrated Pearl's
Al to manage a highly distributed workforce.

They faced the challenge of maintaining clinical quality across
varied environments—from Boeing engineers to Virginia
shipbuilders.

. An average 20% increase in office
production across all locations.

. At some high-usage offices, average
production per visit increased from $26.95 to $137.

. The system allowed for
automated chart auditing at scale, enabling remote
correction of treatment needs.

onsitedental




PEER PROOF POINTS

Three dental peers already deploying Al
at scale

DENTAL CARE ALLIANCE - 390+
HEARTLAND DENTAL - 1,700+ PRACTICES PRACTICES MB2 DENTAL - 700+ PRACTICES (DPO)
The largest dental Al " 80 hours I month back
. Tenured doctors called .
rollout ever —in10 . . - from a back-office Al
to say thisis great.
weeks agent

Partner: VideaHealth Partner: Overjet Partner: Thoughtful Al




When the operating discipline isn’t there

Accumulation without performance

— Sonrava Health (~360 practices, formerly Western Dental) hit a
debt-restructuring crisis in 2024 — overleveraged PE-era acquisitions, thin
operating model.

— Smile Brands (400+ practices, Gryphon Investors-owned since 2016) is
now in a multi-year sale process; reported 11-13x EBITDA pricing looks
aspirational vs. where the market is actually clearing.

— Both: classic “buy fast, integrate slowly, lever up” — the playbook that
defined 2020-22 capital and stopped working in 2023-25.

Disciplined growth is the
moat.

* PI's measured, partner-by-partner growth
thesis is a strength in this market — not a
weakness.

» Colao/Dykema: 2026 rewards “discipline,
differentiation, and durable growth.”

* Al is what funds the discipline.




