
Barclays Capital

2011 Global Healthcare Conference
March 15, 2011



2

Forward looking statement
Statements made in this presentation that are not historical facts and that reflect the current 

view of Team Health Holdings, Inc. (the “Company”) about future events and financial 

performance are hereby identified as “forward looking statements.”  Some of these statements 

can be identified by terms and phrases such as “anticipate,” “believe,” “intend,” “estimate,” 

“expect,” “continue,” “could,” “should,” “may,” “plan,” “project,” “predict” and similar expressions 

and include references to assumptions that we believe are reasonable and relate to our future 

prospects, developments and business strategies. The Company cautions that such “forward 

looking statements,” including without limitation, those relating to the Company’s future 

business prospects, revenue, working capital, professional liability expense, liquidity, capital 

needs, interest costs and income, wherever they occur in this presentation or in other 

statements attributable to the Company, are necessarily estimates reflecting the judgment of 

the Company’s senior management and involve a number of risks and uncertainties that could 

cause actual results to differ materially from those suggested by the “forward looking 

statements.” Factors that could cause our actual results to differ materially from those 

expressed or implied in such forward-looking statements, include but are not limited to current 

or future government regulation of the healthcare industry, exposure to professional liability 

lawsuits and governmental agency investigations, the adequacy of insurance coverage and 

insurance reserves, as well as those factors detailed from time to time in the Company’s filings 

with the Securities and Exchange Commission.

The Company disclaims any intent or obligation to update “forward looking statements” made in 

this presentation to reflect changed assumptions, the occurrence of unanticipated events, or 

changes to future operating results over time.
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Our company

Our Service Offerings• A leading provider of outsourced physician 

staffing solutions for hospitals

– Serves ~530 hospital clients and 

clinics in 44 states

– Affiliated with ~5,600 healthcare 

professionals

• Attractive suite of core service lines

– An industry leader in ED

– #2 Hospital medicine outsourcer

– Acquired anesthesia platform

• Value proposition drives client / physician 

satisfaction

– 95% client retention rate (1)

– 93% physician retention rate (1)

• Experienced management team

• IPO completed December 2009 (NYSE:TMH)

(1) Based on YTD as of December 31, 2010 for ED operations.

Specialty 

Services

Pediatrics

Hospital 

Medicine

Military 

Staffing

Emergency

Medicine

Anesthesia

Military 

Staffing

Locum

Tenens
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National presence with long-standing customer relationships

(1) Based on net revenue.

Average tenure of contracts for top 50 customers of 14-years(1)

Team Health presence

Regional Office
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Achievements since IPO

• Generated revenue(1) growth of 11% from core operations(2) in 2010 despite 

challenging utilization environment

• Reduced total leverage from 4.1x as of year end 2009 to 2.4x as of year end 

2010(3)

• Upgraded sales and marketing platform to position for future growth

• Accelerated, disciplined and focused acquisition strategy

• Successfully acquired and integrated ED Midwest and anesthesia growth 

platforms

• Completed secondary offering of 8.0 million shares in March 2011

(1) Represents net revenue less provision for uncollectibles.

(2) Represents all non-military revenue.

(3) Based on 2009 Adjusted EBITDA of $149.7 million and 2010 Adjusted EBITDA of $166.3 million excluding 

favorable actuarial adjustments associated with prior periods. 
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Investment highlights

A leading market position in a highly-fragmented market with favorable 

industry dynamics

Proven business model delivers significant value

Scalable national infrastructure is a competitive advantage

Multi-faceted growth portfolio

Attractive financial platform supporting future growth
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A leading market position in a highly-fragmented market 

with favorable industry dynamics

~3,000 Outsourced 

EDs

Team Health 
9%

Regional 

Groups 

23%

Local Groups 

52%

National Groups: 25%

67% Outsourced

~5,000 

Community Hospitals

Industry Trends Drive OutsourcingED Market (1)

~4,600 Hospitals 

with EDs

(1)  Management estimates.

• Operating environments for hospitals increasingly 

challenging

– Hospital based physician groups are a major 

solution to pressures on hospital’s revenue base

– Pressures to drive cost improvements and 

enhance operating efficiency

– Push towards pay for performance models 

necessitating high quality processes to drive 

improvements in patient outcomes

– Healthcare provider labor market challenges

• Industry dynamics will drive increased ED utilization 

– Primary care shortage

– ED visits (3% CAGR since 1998)

– Patient visits per ED (4% CAGR since 1998)
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Team Health business model:  The Fundamentals

• Sign exclusive contract with hospital to provide clinical staffing

• Recruit and maintain a high quality local physician group

• Physicians work with hospital staff to provide patient care

• Provide turn-key practice support to the group including:

– Negotiate managed care contracts with payers 

– Bill, code and collect for services provided 

– Provide professional liability insurance

• Provide value-added consulting services to the hospital client
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•Stable practice opportunities in well-regarded hospitals 

•Competitive compensation 

•Physician friendly environment 

– Comprehensive practice management services

– Continuing medical education

– Opportunities for career advancement

– Physician leaders throughout all levels within the organization

93% Physician Retention Rate

Compelling value proposition for physicians
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ED 

$10 billion market(1)

Hospital Medicine

$8 billion market(1)

High performance hospital based physician groups are vital 

to the hospital’s success

(1) Based on management estimates.

• Significant revenue source

– Drives outpatient   

revenue

– Source of 50% of 

inpatient admissions

– Drives overall market 

share via increased ED 

traffic and high patient 

satisfaction

• Challenging environment

– Complex medical care 

required

– Regulatory compliance 

– Medical liability

• Hospitalists drive 

– High quality, cost 

effective inpatient care

– High satisfaction with 

patients and medical 

staff 

– Reduced denials and 

readmissions

– Solves problem of 

unassigned patients 

– Increased 

reimbursement for quality 

measures

• Surgery typically the 

hospital’s most profitable 

service line

• Strong anesthesia service 

allows hospital to add new 

surgical lines and grow 

market share

• Surgery is a complex high 

cost environment serving 

multiple constituents

Anesthesia

$15 billion market(1)
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Compelling value proposition for hospitals:  Delivers 

mission critical results via a robust operating platform

• Delivers exceptional patient care by a stable group of quality 

physicians and an on-site medical director

• Supported by a regional multi-disciplinary client service team

• Supported by national resources and subject matter experts

• Driven by disciplined processes:

– Customized plan and committed resources 

– Accountability via metrics 

– Culture of operational excellence

95% Contract Retention Rate
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Our scalable national infrastructure drives value and is a 

competitive advantage

13 Regional Offices

Centralized 

Administrative Functions

National Revenue Cycle

Centralized Risk & Claims 

Management and Professional 

Liability Insurance

Scalable 

National 

Infrastructure

• Client facing local support

• Local market knowledge and 

support sales and acquisitions

• Physician recruitment 

• Internal operation consulting 

group

• Consolidated functions 

include accounting, payroll, 

human resources, legal and 

compliance

• Centralized IT infrastructure 

with over $50 million in IT 

investments over last five 

years

• Three billing centers process 

8.7 million patient claims per 

year

• One IT platform across the 

enterprise

• National managed care 

contracting working in tandem 

with regional operators

• National Patient Safety 

Organization (PSO) and 

clinical data warehouse

• Centralized aggressive claims 

management process

• Captive professional liability 

insurance program
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Our significant investments in proprietary systems

and best practices drive operating results

Patient Safety Organization ED Dashboard
TeamHealth Client
Patient Disposition

For DOS Between 2008/Oct - 2009/Sep

Benchmark 2006 CDC National Average (updated as published) Source National Hospital Ambulatory Medical Care Survey : 2006 Emergency Department Survey
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Attractive financial profile creates engine for future growth

`

• Disciplined approach to 

client selection and 

retention

• High hospital client 

satisfaction and high 

contract retention

• Low turnover of high 

quality physicians

• Comprehensive revenue 

cycle management

• Technological and 

clinical expertise

• Best in class risk 

management results

Operational Success

• Revenue visibility and consistency

• Increasing patient volumes

• Increasing revenue per visit

• Strong free cash flows

• Significant deleveraging performance

Financial Impact

$42

$20

$40
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Drive same contract 

revenue growth 

Execute M&A 

strategy

Win new 

contracts through 

sales

Multi-faceted growth portfolio
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X =

Attractive client base Revenue cycle performance

5.7%

9.0%

4.3%

9.3%

4.5%

5.9%

4.5%

6.1%

1.1%

2002 2003 2004 2005 2006 2007 2008 2009 2010

(1)    Represents growth in same contract net revenues less provision for uncollectibles.

Patient
volumes

Revenue
per visit

Same contract 
growth

Same Contract Revenue Growth(1)

Drive same contract revenue growth through attractive client 

base and revenue cycle performance
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Win new contracts through enhanced sales effort

• Large and highly fragmented markets

– $10 billion ED market

– $8 billion hospital medicine market

– $15 billion anesthesia market

• Hospitals continue to face significant pressures and are seeking solutions

• Long standing customer relationships and outstanding reputation

• Diverse geographic footprint and multiple service lines supported by 13 regional 

offices

• Compelling value proposition and competitive position across specialties provide 

cross selling opportunities

• Upgraded sales resources and solid pipeline

Focused on Attractive Core Markets(1)

Well Positioned to Grow and Win Market Share

(1) Based on management estimates.
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Disciplined acquisition strategy

Focus on M&A activity Significant Acquisition Track Record

Company Date Business

Morningstar Emergency Physicians 08/10 ED

Southwest Emergency Physicians, Inc. 03/10 ED

Rhode Island Emergency Physicians 03/10 ED

Anesthetix Holdings, LLC 12/09 Anesthesia

Psychiatrists Only, LLC 12/09 Locum Tenens

Emergency Physicians of Naples, LLC 11/09 ED

• Established track record of acquisitions 

and seamless integration

– Leveraged infrastructure to drive 

immediate financial 

improvement

– Historically accretive to earnings

• Solidifies existing market share and 

enables entry into new markets

• Focused and opportunistic M&A 

strategy

– ED 

– Anesthesia

– Hospital Medicine

• Expanded dedicated M&A team 

resources

• Robust opportunities exist in large and 

fragmented markets
(1) Represents annual net cash outlay for acquisitions as 

reported on statements of cash flows.

$90.4

$56.4

$3.5 $7.5

0

20

40

60

80

$100

2007 2008 2009 2010

$ in millions(1)

Historical Acquisition Spend
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Financial Overview
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Financial highlights and overview

Strong Financial 

Performance

Significant Free 

Cash Flow 

Stable Financial 

Profile

(1) Represents net revenues less provision for uncollectibles.

(2) CAGRs represent 2006 to 2010.

(3) Free Cash Flow = Net cash provided by operating activities less capital expenditures and change 

in investments at insurance subsidiary plus bond redemption costs.

• Net revenues (1) of $1.5bn in 2010

• Revenue CAGR: 8.5% (2)

• Adjusted EBITDA of $166.3mm with 10.9% margin

• Adjusted EBITDA CAGR: 9.9% (2)

• $110.1mm for 2010 vs. $73.6 million in 2009

• Free cash flow CAGR: 53.1% (2)(3)

• $148mm of available liquidity 

• $207mm of debt reduction during 2010

• Net debt leverage of 2.2x

• No outstanding term debt maturities until November 2012
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2006 2007 2008 2009 20102006 2007 2008 2009 20102006 2007 2008 2009 2010

Note: CAGR represents 2006 – 2010. Net revenue represents net revenues less provision for uncollectibles.  

Adjusted EBITDA excludes favorable actuarial adjustments associated with prior periods.

$1,095

$114

$1,232

$121

$1,331

Net Revenue Adjusted EBITDA

$123

Free Cash Flow

$42

$74

CAGR: 8.5%

$20

$1,423

$150

$40

Margin:   

10.4%        9.8%         9.2%      10.5%      10.9%

CAGR: 9.9% CAGR: 53.1%

$166 $110
$1,519

Consistent historical financial performance
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ED & Hospital Medicine Contract Longevity
403 contracts as of 12/31/2010

0-2 years

17%

2-4 years

14%

4-7 years

17%7-10 years

14%

>10 years

38%

14-year average tenure of top 50 customers by net revenue

Long-term relationships generating recurring 

contractual revenue
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Payor Mix by Volume – 12/31/2010 (2)

Medicare, 22%

Medicaid, 26%

Self-pay, 22%

Commercial, 

28%

Other, 2%

Net Revenue Mix – 12/31/2010(1)

Fee For 

Service, 70%

Contract, 28%

Other, 2%

(1) Represents net revenues less provision for uncollectibles. Of provision for uncollectibles, 

99.9% is allocated to fee for service revenue.

(2) Represents revenue as a percentage of fee for service patients.

Diversified payor mix provides stable revenue base
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2006 2007 2008 2009 2010

Net Debt / Adjusted EBITDA(1) Adjusted EBITDA(1) / Interest

5.6x

5.0x
4.6x

2.0x 2.2x
2.7x

2.9x 4.1x

(1) Adjusted EBITDA excludes favorable actuarial adjustments associated with prior periods.

(2) Adjusted to reflect 1st quarter 2010 redemption of $157.5 million of 11.25% Senior 

Subordinated Notes and reduction in related interest costs.

(2)

7.8x

2.2x

(2)

8.1x

2006 2007 2008 2009 2009 As

Adjusted

2010

Proven ability to de-lever … with strong coverage ratios
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Capitalization Table 
(1)

(1)    Based on 2009 Adjusted EBITDA of $149.7 million and 2010 Adjusted EBITDA of $166.3 million excluding favorable actuarial 

adjustments associated with prior periods. 

(2) Reflects total debt less cash.

($ in millions) Actual    Actual

Maturity 12/31/2009 12/31/2010

Cash and Cash Equivalents $170.3 $30.3

Revolving Line of Credit ($125) Aug. 2012  

Term Loan Nov. 2012 408.0 403.8

Total Secured Debt $408.0 $403.8

11.25% Senior Sub Notes Dec. 2013 203.0 

Total Debt $611.0 $403.8

Shareholders Equity (92.3) (51.4)

Total Capitalization $518.7 $352.4

Total Debt / Adjusted EBITDA 
(1)

4.1x 2.4x

Net Debt / Adjusted EBITDA 
(1)

2.9 2.2x(2)

Capitalization Table

Solid financial condition with significant liquidity
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Investment highlights

A leading market position in a highly fragmented market with favorable 

industry dynamics

Proven business model delivers significant value

Scalable national infrastructure is a competitive advantage

Multi-faceted growth portfolio

Attractive financial platform supporting future growth
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Appendix
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Adjusted EBITDA / Net Earnings Reconciliation 

and Free Cash Flow Calculation
Reported Net Earnings to Adjusted EBITDA Reconciliation

($ in millions) 2006 2007 2008 2009 2010

Net earnings 16.5$        43.3$        44.7$        40.7$        13.3$        

Interest expense, net 57.8          55.2          45.8          36.7          20.6          

Provision for income taxes 13.8          27.7          31.0          24.9          37.8          

Depreciation and amortization 23.3          14.8          17.3          18.8          26.9          

Loss from discontinued operations, net of taxes 7.0            0.6            -             -             -             

Impairment of intangibles -             -             9.1            -             51.3          

Other expenses (income) 3.7            4.1            3.6            35.7          (1.0)           

Loss (gain) on extinguishment of debt -             -             (1.6)           -             17.1          

Transaction costs -             -             2.4            2.1            0.8            

Equity based compensation expense 0.6            0.6            0.6            5.4            2.1            

Insurance subsidiary interest income 2.0            2.9            3.3            2.8            2.4            

Severance and other charges 1.2            3.7            1.5            1.4            2.1            

Adjusted EBITDA 126.0$      152.8$      157.8$      168.5$      173.5$      

Favorable actuarial adjustments associated with prior periods 12.1          32.1          34.9          18.8          7.2            

Adjusted EBITDA (as further adjusted to exclude favorable actuarial 

adjustments associated with prior periods)

113.9$      120.7$      122.9$      149.7$      166.3$      

Free Cash Flow Calculation

Net cash provided by operating activities (as reported) 49.6$        70.1$        62.0$        82.8$        113.9$      

Bond redemption cash costs (tax effected) -             -             -             -             9.2            

Capital expenditures (11.3)         (12.7)         (12.1)         (11.6)         (11.9)         

Change in investments at insurance subsidiary (18.3)         (15.2)         (10.1)         2.4            (1.1)           

Free Cash Flow $20.0 $42.2 $39.7 $73.6 $110.1


