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DISCLAIMER 

VAIS S.r.l. a Socio Unico (hereinafter “the Company” or “VAIS”), issued this Information Memorandum

(hereafter the “Document”) to a restricted number of Qualified Investors for the sole purpose of assisting

them in assessing their potential interest in the Investment and their wish to proceed with a further

investigation of the Company.

The Document has been prepared for information purposes only.

By accepting this Document, the recipient agrees to keep the information contained herein or made

available confidential in connection with any investigation of the Company.

Without limiting the foregoing, the recipient acknowledges and agrees that it will not copy, reproduce nor

distribute this Document to any third party, neither in whole nor in part.

The Document does not purport to be all-inclusive or to contain all the information that a prospective

investor may require in making the decision to express an interest in the business. No representation or

warranty of any kind, expressed or implied, is or will be made in relation to the accuracy or completeness

of the information contained in this Document.

Furthermore, no responsibility or liability of any kind is or will be accepted by VAIS, or their respective

officers, employees, advisers or agents who expressly disclaim any and all liabilities which may be based

on this Document for any misunderstandings, omissions or misstatements.

In issuing the Document Vais undertakes to provide the recipient with access to any additional information

or to update the Document or any other information provided or to correct any inaccuracies

VAIS shall not have any obligation to consider or to accept any indication of interest or preliminary

proposal or any offer.

The recipient of the Document will remain in any event the sole responsible for its own evaluations of the

Company and the opportunity to proceed with the investment.

DISCLAIMER 
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01
THE CONCEPT



Twenty-year experience of professionals in the field of Italian dentistry in synergy with a shrewd investor gives life to
EasyDent, a reality that makes dental excellence and accessibility to patient service its mission.
This translates into an innovative experience, which aims to simplify the relationship between the dentist and the
patient: in EasyDent it is easy to smile.

At the complete disposal of patients there are established doctors, graduates in Italy and with certified experience,
assisted by the best professionals with the most advanced equipment.
Ethics, professionalism and transparency are the fundamental values of a compelling and ambitious project, created to

offer the best quality and impeccable service made to measure for the patient.

CONCEPT

EasyDent – è facile sorridere

Foundation Year: 2014
Company size : 11-50 Employee
Sector: Health, wellness and fitness
Registered office: Milano (IT)

It's easy, it's EasyDent.

Web site: www.easydent.com



First Visit, including check-

up, overview and 

personalized care plan

IT’S FREE

IT'S FOR EVERYONE

all specialists and 

technologies

like the 3D TAC, in a 

single clinic IT IS COMFORTABLE

continuous hours from 

Monday to Sunday

and ample car parking 

always available

IT IS ACCESSIBLE 

customized 

financing and 

customized solutions 

for every need and 

economic availability

CONCEPT The Advantages

it's easy
It's Easydent!



There are many networks on the market with 

homogeneous features:

we try to standardize processes as much as possible, but 

the big difference is measured on the CUSTOMIZATION OF 

THE PATIENT-MADE SERVICE



EasyDent places its clinics within SHOPPING CENTRES.

This allows the customer to have easy parking and immediate 

visibility compared to similar chains in town centers roads. The 

clinic's promotional campaign targets shopping centres 

customers.

The more LOCATION people will visit the malls, the more 

customers the clinic will have. The type of mall for the EasyDent

clinic is: Rating: Hypermarket;  MQ GLA: 20,000 - 30,000 m2; N. 

Shops: 10–30;  Average Visitor Visitors: 1.0 - 2 Mln 

INVESTMENT RATIONALE 

 Solid business model, albeit presented by a young 
company, and with an already recognized track record 
at openings. 

 Relevant Management Team from both established 
dental clinics and other major national dental chains. 

 Business with high margins and excellent cash-
generating capacity. 

 Favorable market trend with market far from saturation. 
 A well-defined openings pipeline and new locations 

during contracting, guarantees full visibility in the short 
term of expected performances. 
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01 CENTRO

COMMERCIALE

COMUNICAZIONE 
RETAIL

APPLICATIVI E 
GESTIONALE

ALL’AVANGUARDIA

At Easydent the experience must be easy and 

patient-friendly. Smart solutions and a 

management system of its own (under 

construction), can make life easier not only for 

patients but also for operators inside the clinic.

PRODOTTI HI-TECH

Service / proximity shopping centers are selected, 

with regular and constant traffic, to guarantee a high 

standard of attention to the patient without 

"dispersion", with a large loyal and geo-localized 

catchment area.

Good transit and guaranteed visibility.

In-store approach and innovative retail 

communication, to try to create an approach that is 

not cold / hospital, but close, personalized and 

empathetic.

3D glasses, for entertainment during treatments: 

Conscious Sedation, no pain and maximum 

tranquility; Latest discoveries in the sector (facet 

composes, digital scanner, etc.) ...

Distinctive Characters



CONCEPT
EasyDent

“People like
to do business with 

people they like”
(when communication

make the difference …)



DISTINCTIVENESS 

It is important for each network to have a unique and distinctive concept that can sum

up company values, transmit positive feelings and emotions and be easily

recognizable. Communication, offline and online, is modern and innovative, with a

retail approach that differentiates itself from other industry players thanks to proximity,

personalization and empathy that differ from the typical idea of dental clinics

communication.



ONLINE STRATEGY
ONLOnline Strategy

Corporate to 

optimize investments

The strategy for 

online planning is 

based on a study of 

the competitors' 

activities:

creation of clinic 

landing pages to 

optimize Sem and 

SEO adv campaigns

Punctual updates of 

social and digital 

Marketing of 

proximity.



DIGITAL MEDIA

Insight: growth of likes to create loyalty

Linkedin

01Facebook

02
03
041789 Like

to increase

corporate credibility and 

encouraging the recruitment of new 

doctors

Greater fan 
engagement

Continuous
Updates and 

related promos

Regular and 
ongoing Editorial

Plan (contents
and current

topics) 

Images and 
graphics are in 

line with the 
Easydent style



02 IL MERCATO
di RIFERIMENTO

of the population

Italian DON'T

at the dentist

fonte:
Institute for Medical Technology Assessment 
dell’Università Erasmus
di Rotterdam e University of Technology di Berlino.

67%
“in Italy

The dentist is the most 

expensive among European 

countries in proportion to the 

per capita income”

(the second most expensive 

in absolute value)



The management boasts a twenty-year experience in the 
management of traditional dental clinics and in the management of 

corporate finance.
APPROACH to the market is therefore STRUCTURED AND PROFESSIONAL

to support the development of this business initiative.

REFERENCE MARKET

The LOCATION of EasyDent clinics in SHOPPING CENTERS makes it possible to 

draw from the user pool of the ZERO COST center

(as opposed to studies located in urban centers)



Current Trend Analysis

The dentistry market in Italy has historically been populated by 
small dental offices organized on a local basis.

fonte:
Key-Stone, Marketing research and consulting
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REFERENCE MARKET

01

02

03

The trend of patients treated for the location of the dental office 

shows that it is above all the NORTH EAST (Triveneto and Emilia 

Romagna) that have an average number of patients per 

HIGHER structure, while in the South this average is reduced by 

one third.

With regard to the performance of patients treated by type of 

dental practice in surgeries with AT LEAST THREE MEETINGS, the 

reduction in patients is much more limited than in those with only 

one dental unit (-5% compared to -15% of smaller structures)

In Italy the sector of studies is formed mainly by MICROSTRUCTURES 
with only one or two armchairs that struggle to be efficient given the 
high incidence of fixed costs that reverberates on prices charged to 
customers.



fonte:
Dati aggregati, Gbona, Dental PRO, Dental Planet

fonte:
Key-Stone, Marketing research and consulting
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REFERENCE MARKET
The current economic situation has facilitated the transition to

a more modern, more profitable business model, located in

areas of great affluence such as shopping centers, in which in

addition to quality it is necessary to focus on communication

and dimension.

Average patients for traditional dental practice



Expansion 
Plan



Expansion Plan

Brescia

Piacenza

Bologna

Alessandria

Torino

Parabiago

Milano

2 openings are planned from 2019. By 2020 there will be another 4 openings in Italy.

30/06/2018 Forecast 2020



Time table of preparatory activities for the opening of a clinic

Constructi

on site 

start-up

Recruiting HR,

Selection and 

Screening 

Doctors

Training
and staff support

60 Giorni 30 Giorni

Pre-opening

Opening / Inauguration

0 Giorni

Expansion Plan



03
The 4 CLINICS
EASYDENT



Clinics

CORMANO
Tipologia: Centro Commerciale

MQ GLA: < 5.000 m2

N° Punti Vendita: < 15

Visitatori annui: < 1.5 ml

Tipologia: Centro Commerciale

MQ GLA: 5.000-20.000 m2

N° Punti Vendita: 15-25

Visitatori annui: 1.5-2.5 ml

Tipologia: Centro Commerciale

MQ GLA: 5.000-20.000 m2

N° Punti Vendita: 15-25

Visitatori annui: 1.5-2.5 ml

ORZINUOVI

LODI

The currently open and operational clinics are 4:

01

02

03

Tipologia: Superstore

MQ GLA: < 5.000 m2

N° Punti Vendita: 3 - 4

Visitatori annui: 900 – 1 ml

04 PARABIAGO



The Clinics



Multi-Specialist Clinic
In the polyspecialist clinic we have added the specialties of: Physiatrics, Physiotherapy and Genetics.

In order to provide a more complete service and to increase the entry of new patients



New lay-out  multispecialist clinic



ANALYSIS
PERFORMANCE



CLINIC PERFORMANCE

2015 2016 2017

2015 2016 2017

- €

500.000 €

1.000.000 €

1.500.000 €

2.000.000 €

2.500.000 €

3.000.000 €

3.500.000 €

4.000.000 €

R
EV

EN
U

E

2015              2016                      2017                2018               2019 

- €

500.000 €

1.000.000 €

1.500.000 €

2.000.000 €

2.500.000 €

3.000.000 €

3.500.000 €

2015 2016 2017 2018 2019

PRODUCTION

Unlike many other competitors, EasyDent
immediately provided ROE(€) an

organized centralized structure with
great know-how that can support clinics.

The company draws on some industry-
proven professionals and on proven
experience that can act as an

immediate competitive advantage in
business focus areas such as:

The Commercial, Marketing and
Communication Area, the Development
Strategy, Selection and Recruitment of

the healthcare staff and the training of
the same.



2020

2016

2018

CLINIC PERFORMANCE

2019

New Patients

2015 2016 2017 2018 2019

- €

200 €

400 €

600 €

800 €

1.000 €

1.200 €

1.400 €

1.600 €

1.800 €

2.000 €

2015 2016 2017 2018 2019

Average increase care plan

- €

200.000,00 €

400.000,00 €

600.000,00 €

800.000,00 €

2016 2017 2018 2019 2020 2021 2022 2023

M.O.L./EBITDA

+13%

+43%

+12%

K.P.I.



The funding is 53%

the payment preferred by EasyDent patients

The main credit institutions are:

Le altre forme di pagamento utilizzate

financing check cash POS

53% 18% 13% 14%

Bank transfer

Payment methods and consumer credit



04 
IL MANAGEMENT



HEADQUARTER

15 4 5 5
2015/2016 2016/2017 2017/2018 2018/2019

e m p l o y e e s

CEO

C.O.O
Monica Bertuccio

Buyer & Controller t. L. 

OdT & check Quality
Roberta Ciravolo

Adv & Graphic
Santoro Alessandro

HR jr e Training
Maria Muscia

Administration& 

accounting
Iryna Yehiptsava

Area Legal 

Avv. G. Amabile



Reception

1
Clinic Manager

Personal Assistant/ 
Commerciale

Aso

Staff Medico

He is responsible for the 

proper functioning of 

the clinic and the 

achievement of the 

assigned targets and all 

the staff.

2 1

81

H.R. Clinic type

Staff composition of a "typical" clinic

He takes care of the 

reception of patients, 

manages the agendas 

and monitors 

compliance with the 

clinical schedule to 

minimize delays

He is a real patient 
tutor. Reference 

point throughout the 
course of care, it 

supports the patient 
in the first visit in the 

administrative phase

The Assistants to the 
Armchair are 
fundamental to 
guarantee the good 
work of the doctors, an 
optimization in the use 
of the armchairs and in 
general a high quality 

level of patient service

A team of dentists with 
proven experience working 
together to provide an 
excellent dental service. 
The staff includes hygienists, 
conservatories, specialists in 
implantology and 
orthodontics.



D
Both as regards the part of sale to the patient and closure of the estimate and

for the part of production and attention to the patient until the end of dental

treatment: this is an integral part of the Easydent mission.

Great attention is paid to Recruitment ...

Trying to work purely with word of mouth among doctors, to highlight profiles 

suited to the needs of the structure, with a natural predisposition to team 

work.

Even more important is the start-up phase in the clinic ...

For this reason a cycle of support and follow-up of the Health Director is 

planned for any new insertion in the medical framework, with the aim of 

presenting the functioning of the clinic and all the staff involved in the various 

activities and roles.

A medical area will soon be established with the ability to monitor estimates 

and work performed.

Participation stimulates the team ...

The most valid professionals are offered collaborations on several centers to 

compare themselves with different realities and heterogeneous teams.

H.R & more..
The Doctor is one of the fundamental pieces for the entire 
operation of the clinic ...



PARTNERSHIP
& SUPPLIERS



The Purchasing and Quality Control Center is also of

fundamental importance, allowing you to always have

the costs under control and continuous monitoring of the

quality of the prosthetic artifacts that are made for

EasyDent patients

The quality of the materials purchased, especially in the field

of implantology and surgery, is of fundamental importance

so that the cases of implant failure are excluded

The quality control on the dental laboratories that

collaborate with Easydent closes the circle of a awaited

examination of each technical area that impacts on the

quality of care.

This is why all suppliers sign a framework contract /

agreement with EasyDent that keeps the prices under control

and quality is monitored

Purchases 
& 

Laboratories 



L

Laboratories play an important role in the service offered both in terms of quality perceived by the patient and 

in terms of care and support to the clinic for the creation of the prosthetic product.

The price list is unique and imposed and provides a service standard that must be guaranteed: product 

quality, on-site assistance and on-time delivery are mainly monitored.

Our suppliers are the main players on the market, framework agreements have been signed that allow us to 

enjoy discounts both from the point of view of the payment method and of reserved discounts.

PARTNERSHIP

Funds and insurance are an important channel that allows you to reach a specific and referenced patient 

pool. Each partnership agreement provides for different conditions and facilities.

Funds and Insurance

Dental Material Laboratories and Suppliers



Easydent – Company Profile 2019

Thanks for the attention

Monica Bertuccio


