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Thank you. We are really pleased to be participating in your conference today, and thank you for joining 
us here, and for your interest in Dynatronics. 
 
I will read from my prepared remarks covering the presentation materials. 
 
Today I will be sharing our story, and importantly, our future plans.  We are driving significant 
transformational change. 
 
I will cover our path to growth, recent highlights and achievements, provide an update on our business 
optimization projects, our guidance, and close with a review of our markets, M&A approach, and 
investment highlights.   
 
The slides for today's presentation are available on our Investor Relations website at Dynatronics.com. 
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I'll start with Slide 2, the safe harbor statement.  I may make some forward-looking statements.  There 
are risk factors in our 10-K and 10-Q, which are on our website. 
 

Slide 3 
 

 



 
Moving to Slide 3.  You can see Norm's, Skyler’s and my background on this slide, it provides some color 
as to our collective resources and the experience that we have brought to the company. 
 
I've been CEO of the company since July 2020. Before joining Dynatronics, I was involved in the 
management of orthopedics and bracing companies for nearly 17 years. I started to get to know the 
Dynatronics team several years ago, while working for Breg, a significant Dynatronics customer. 
 
At Breg and predecessor companies, I helped execute 13 successful acquisitions, growing Breg revenues 
significantly by building a compelling and sustainable business model. 
 
We had industry-leading organic growth and we had an unwavering commitment to customer 
experience with the mantra to make it remarkably easy for our customers to choose us.  Our team at 
Dynatronics has that same focus in mind, and our industry fundamentals are very similar to Breg. 
 
Norm Roegner has been CFO of the company since November 2020.  He brings over 20 years of 
executive financial and operational leadership to the company and was most recently Vice President of 
Finance for Phillips-Medisize, a Molex company backed by Koch Industries.  Norm has brought operating 
discipline and planning talent to Dynatronics, and led the team that developed the product optimization 
plan that we substantially completed on-schedule in June 2021. 
 
Skyler is our Principal Accounting Officer, and has provided his valuable expertise to the company since 
2018, which helps him guide our historical perspective in this transformation. 
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Each of the four initiatives highlighted on the top of slide 4 are very important to our sustainable growth 
platform.   



 
We have made targeted investments to build our leadership team and define our culture of 
accountability, allowing us to focus on our customers and execute on our near and long-term growth 
strategies.   
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Looking at slide 5, this newly built leadership team substantially completed in June 2021, as planned, the 
business optimization and product portfolio rationalization plan announced on April 22, 2021.  This 
achievement was another milestone for us.   
 
We ended the quarter with cash on hand of approximately $6.1 million, no debt, and zero drawn on our 
line of credit with a borrowing base of ˜$5 million.  Our capital is adequate at this time to support our 
existing operations.  We continue to strengthen the balance sheet via sustainable cash flow from 
operations, which can support additional investment in product development and/or M&A in target 
markets.   
 
Our balance sheet benefitted from our sale of our Tennessee facility and the forgiveness of our PPP loan 
during Q4 of our fiscal’21. 
 
In the quarter ended June 30th, 2021, we eliminated over 1,600 SKUs of low-margin third-party 
distributed products.  These products were low or no growth, carried low or unacceptable margins, and 
were not our own manufactured products.  The rationalized products were at the lowest end of our 
margin profile.  By eliminating these sales, it stands to reason our margins will migrate upwards over 
time.  
 



We believe over time we will benefit from the timely launch of new commercial products in our growth 
markets.  In early July 2021, we launched our new Hausmann 3D PROTEAM Builder, which is a 
configurable product application with customizable features directly on our website.  This marks the 
third release in the first seven months of calendar 2021 as we work to ramp-up a consistent cadence of 
product introductions. 
 
Moving to the dealer channel is a strategic move to simplify our business, strengthen our revenue 
platform and generate cash.  Over the past few months, I and my team have been able to discuss this 
change with our dealer partners, and the response continues to be overwhelmingly positive. 
 
On September 23rd, 2021, we initiated guidance for fiscal year ’22 I will discuss on our next slide.  
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Turning to Slide 6.  The positive, meaningful customer and dealer demand for our new strategy, both in 
Q4 fiscal year '21 and in Q1 fiscal year '22, provided us with the confidence to initiate net sales guidance 
for fiscal year '22.  As a reminder, product sales in each quarter in fiscal year '22 will represent products 
we plan to continue to offer as the optimization initiatives announced on April 22nd, 2021, were 
substantially completed in fiscal year '21. 
 
As a company, we are going to focus on higher margin, differentiated products that we manufacture.  
We expect the changes will deliver annual higher gross margin, operating income, and cash flow from 
operations over time and higher in FY ’22 relative to FY ’21. 
 
Demand for our new strategy, along with the favorable tailwinds the markets we compete in provide, is 
driving sales growth that exceeded our baseline expectation. 
 



We expect net sales in fiscal year '22 to be in the range of $40 million to $45 million, assuming no 
significant adverse effect on procedure volume from the recent surge in COVID-19 activity.  The 
midpoint of this sales guidance represents a 15% growth rate relative to the $37 million annual 
continued product net sales baseline set in April 2021. 
 
The midpoint of our Q1 fiscal year ’22 sales guidance is higher than our $9.8 million of continued 
product net sales in Q4 fiscal year ‘21 and the $9.25 million quarterly revenue baseline that we 
previously announced.   
 
We anticipate selling, general and administrative expenses of 30% to 35% of net sales in Q1 fiscal year 
'22.  Operating leverage should continue as we grow sales.  Absent significant impacts of the continuing 
surge of COVID-19 recent outbreaks, the company continues to plan and execute on delivering higher 
operating income and cash flow provided by operations in fiscal year '22 relative to fiscal year '21, 
excluding the notable other income events discussed in Q4. 
 
Other income in Q1 of fiscal year '22 is expected to include an approximate $0.6 million benefit from the 
employee retention credit.  We believe there continues to be opportunity to improve all of our financial 
metrics.  This guidance is based on our current operations and is subject to the risk factors and other 
forward-looking statements and uncertainties contained in this presentation and in our filings with the 
SEC. 
 
More generally, the company and its customers expect to experience continued challenges due to 
COVID-19 including higher delivery and shipment costs, supply chain disruptions, and extended handling 
times.  
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On to Slide 7, the markets that we serve are large, growing and highly fragmented.  Dynatronics is 
building a scalable platform to grow its customer and revenue base and generate sustainable cash flow 
so that we create value for our shareholders.  The industry research continues to indicate that the 
rehabilitation and bracing and support markets exhibit attractive growth profiles.  Opportunities exist 
across Dynatronics primary brands to expand market share within existing customers, as well as add 
product offerings within the segments in which we compete.  As we are all likely experiencing or reading 
about, the statistics of facility activity, orthopedic procedures, and other peripheral activities, like team 
sports, that create demand for our products are volatile based on COVID-19 activity throughout the 
country. 
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Building on the foundation in the markets we serve, let’s move to Slide 8. 
 
Our M&A strategy is detailed here to give you an idea of what we will be looking for.  We continue to 
have conversations and pursue acquisitions, innovation partnerships, and other business ventures, and 
have the balance sheet and leadership team to execute on any that meet our well-defined criteria. 
 
Our focused criteria include greater than 40% gross margin and cash flow contribution within the first 
year. 
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Slide 9 are the investment highlights for Dynatronics, each statement is reflective of a set of actions 
designed to deliver results.  Our clear focus is on driving organic revenue growth, profitability, and cash 
flow from operations.  We are well capitalized with approximately $6.1 million of cash on the balance 
sheet at the end of June and no debt. 
 
Strategically, we have clarified our position in the market with our well-established brands and a 
leadership team focused on the future. 
 
We believe the current share price undervalues our balance sheet strength and position to drive this 
business forward.  For example, the enterprise value to sales is well below the medical products peer 
group average. 
 
We anticipate good progress in all of these key strategic areas in our fiscal year 2022.  We are excited to 
be moving Dynatronics in a direction that will both reward our shareholders and provide a consistently 
differentiated experience to our customers.  
 
Thank you for your interest in Dynatronics. If you have any further questions, please direct them to 
Skyler Black or Jeff Christensen.  Their contact information is in this presentation and in our press 
releases.  Have a great day. 
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