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Additional Information and Where to Find It[image: ]

This press release relates to a proposed transaction between Talkspace and HEIC. This press release does not constitute an offer to sell or exchange, or the solicitation of an offer to buy or exchange, any securities, nor shall there be any sale of securities in any jurisdiction in which such offer, sale or exchange would be unlawful prior to registration or qualification under the securities laws of any such jurisdiction. HEIC has filed a registration statement on Form S-4 with the SEC, which includes a document that serves as a prospectus and proxy statement of HEIC, referred to as a proxy statement/prospectus. A proxy statement/prospectus will be sent to all HEIC shareholders. HEIC also will file other documents regarding the proposed transaction with the SEC. Before making any voting decision, investors and security holders of HEIC are urged to read the registration statement and the related proxy statement/prospectus (including all amendments and supplements thereto) and all other relevant documents filed or that will be filed with the SEC in connection with the proposed transaction as they become available because they will contain important information about the proposed transaction.

Investors and security holders will be able to obtain free copies of the registration statement, the proxy statement/prospectus and all other relevant documents filed or that will be filed with the SEC by HEIC through the website maintained by the SEC at www.sec.gov. The documents filed by HEIC with the SEC also may be obtained free of charge at HEIC’S website at https://hudsoninvestcorp.com/investors or upon written request to Hudson Executive Investment Corp., 570 Lexington Avenue, 35th Floor, New York, NY 10022.

Participants in Solicitation

HEIC and its directors and executive officers may be deemed to be participants in the solicitation of proxies from HEIC’s shareholders in connection with the proposed transaction. A list of the names of such directors and executive officers and information regarding their interests in the business combination is contained in the proxy statement/prospectus. You may obtain free copies of these documents as described in the preceding paragraph.

Forward Looking Statements

This press release contains certain forward-looking statements within the meaning of the federal securities laws with respect to the proposed transaction between Talkspace and HEIC, including statements regarding the anticipated benefits of the transaction, the anticipated timing of the transaction, the services offered by Talkspace and the markets in which it operates, and future financial condition and performance of Talkspace and expected financial impacts of the transaction (including future revenue, pro forma enterprise value and cash balance), the satisfaction of closing conditions to the transaction, the PIPE transaction, and the level of redemptions of HEIC’s public shareholders. These forward-looking statements generally are identified by the words “believe,” “project,” “expect,” “anticipate,” “estimate,” “intend,” “strategy,” “future,” “opportunity,” “plan,” “may,” “should,” “will,” “would,” “will be,” “will continue,” “will likely result,” and similar expressions. Forward-looking statements are predictions, projections and other statements about future events that are based on current expectations and assumptions and, as a result, are subject to risks and uncertainties. Many factors could cause actual future events to differ materially from the forward looking statements in this press release, including but not limited to: (i) the risk that the transaction may not be completed in a timely manner or at all, which may adversely affect the price of HEIC’s securities, (ii) the risk that the transaction may not be completed by HEIC’s business combination deadline and the potential failure to obtain an extension of the business combination deadline if sought by HEIC, (iii) the failure to satisfy the conditions to the consummation of the transaction, including the approval of the merger agreement by the shareholders of HEIC, the satisfaction of the minimum trust account amount following redemptions by HEIC’s public shareholders and the receipt of certain governmental and regulatory approvals, (iv) the lack of a third party valuation in determining whether or not to pursue the business combination, (v) the occurrence of any event, change, or other circumstance that could give rise to the termination of the merger agreement, (vi) the effect of the announcement or pendency of the transaction on Talkspace’s business relationships, performance, and business generally, (vii) risks that the proposed transaction disrupts current plans and operations of Talkspace, (viii) the outcome of any legal proceedings that may be instituted against Talkspace or against HEIC related to the merger agreement or the proposed transaction, (ix) the ability to maintain the listing of HEIC’s securities on The Nasdaq Stock Market, (x) the price of HEIC’s securities may be volatile due to a variety of factors, including changes in the competitive and highly regulated industries in which HEIC plans to operate, variations in performance across competitors, changes in laws and regulations affecting HEIC’s business and changes in the combined capital structure, (xi) the ability to implement business plans, forecasts, and other expectations after the completion of the proposed business combination, and identify and realize additional opportunities, and (xii) the risk of downturns in the highly competitive telehealth and teletherapy markets. The foregoing list of factors is not exhaustive. You should carefully consider the foregoing factors and the other risks and uncertainties described in the “Risk Factors” section of HEIC’s Registration Statement on Form S-4 discussed above and other documents filed by HEIC from time to time with the SEC. These filings identify and address other important risks and uncertainties that could cause actual events and results to differ materially from those contained in the forward-looking statements. Forward-looking statements speak only as of the date they are made. Readers are cautioned not to put undue reliance on forward-looking statements, and Talkspace and HEIC assume no obligation and do not intend to update or revise these forward-looking statements, whether as a result of new information, future events, or otherwise. Neither Talkspace nor HEIC gives any assurance that either Talkspace or HEIC will achieve its expectations.
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Behavioral healthcare accessible for all
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Behavioral health is a vital service with an enormous TAM
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Talkspace is a purpose-built full behavioral health solution
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Our members are at our center





image16.png
B2C model overview
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The leading brand in digital behavioral health
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A powerful multi-channel marketing and branding strategy
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Broad, sustained and positive media coverage
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Rapidly expanding B2B client base
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B2C and B2B drive each other
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Science-based approach driving meaningful clinical outcomes
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Financial performance highlights
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COVID acted as accelerant to underlying behavioral market tailwinds

‘Additional Members from both existing and new B2B clients.
Increased awareness & engagement > increased utiization
Psychiatry and new product rollouts create meaningful growth opportunity

‘Waning from high-cost social media channels driving lower CAC
Expansion of service lines drivin

creased customer duration and LTV

Strong forward year visibilty into B2B sales / member base

Low marginal cost to support new members

Highly predictable vist utization patterns

Low long-term capital intensity and high free cash flow conversion

Effective framework for capital deployment

Platform to capitalize on industry dynamics expected to offer acquisition opporturities to
buid membership, capabilies and service offerings

Continue to create and realize opportunities to build deeper penetration with health
plans and align on strategy.
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Exceptional financial profile with strong growth trajectory
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Financial outlook

Near-to-medium term growth and margin expectations

Revenue
growth

Gross margin
expansion

EBITDA
margin
expansion

Rapid growth in both B2B and B2C segment
Strong growth in new clients coupled with high retention of existing accounts

Increasing awareness and engagement driving utiization growth in membership base

Expansion driven by product mix shift towards higher-demanded video therapy plans
and B2B segment

Alignment towards market-level provider rates coming from historical highs

As LTV increases, usage of rebates and discounts per dollar of revenue earned for first-
time users diminishes

Operating margin improvement driven by low infrastructural and marginal cost to
support new members

Mix shift towards B2B segment meaningfully lowers marketing and customer acquisition
costs

Robust technology platform creates operational automation opportunities to reduce
overhead over time
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Profit and loss snapshot
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Financial statement presentation

Income Statement
Revenues

Commentary

+ We generate revenues from the sale of monthly membership subscriptions to our therapy
platform, payments from consumers and their respective insurance companies and annually
contracted platform access fees paid to us by our enterprise clients for the delivery of therapy
services to their members or employees
+ We recognize consumer subscription revenues ratably over the monthly subscription period,
beginning when therapy services commence

+ We recognize contracted minimum revenue from our enterprise clients from the
commencement of their contract term through the annual period

+ We also recognize revenue as services are performed under contracts that do not provide for a
contracted annual minimum fee

+ Revenues are recognized when we satisfy our performance obligation to provide virtual
behavioral healthcare services which occurs over the period under contract, when our
consumers have access to our platform. Revenue s recognized in an amount that reflects the
consideration that s expected in exchange for the service

+ Revenue growth is generated from increasing our membership subscriptions, contracting with
enterprise clients and health pians. As of February 28, 2021, we had ~51,000 total B2C and
828 active members, 10 health plan clents (covering over 40 millon lives) and 72 enterprise
clients

+ We have demonstrated continued revenue growth during 2019 and 2020 as a direct result of the
increased penetration of the direct-to-consumer market, and the Company's 2018 entry into the
commercial insurance and enterprise sales markets
+ The Company's Net revenues grew ~100% from $38.2 millon for the year ended December

31,2019 to $76.2 millon for the year ended December 31, 2020

59




image61.png
Financial statement presentation (cont’d)

Income Statement
Cost of revenues.

Research and development
expenses

Clinical operations.
expenses

Commentary

+ Comprised of therapist payments and hosting costs

« Largely driven by the size of our provider network that s required to service the growth of our
customer base, in adtion to the growth of our health plan and enterprise clients

+ We designed our business model and our provider network to be scalable and to leverage a
hybrid model of both employed practiioners and independently contracted practiioners to
support multiple growth scenarios. While we expect increased investments to support
accelerated growth and the required investment to scale our provider network, we also expect
increased efficiencies and economies of scale

+ Includes personnel and related expenses for software development and engingering, information
technology ifrastructure, security and privacy compliance and product development (inclusive of
stock-based compensation for our research and development employees), third-party services
and contractors related to research and development, information technology and software-
related costs.

+ R&D expenses will increase on an absolute dollar basis as we continue to grow our platform and
product offerings; however, the anticipated corresponding future revenue growih is expected to
fesultin lower research and development expenses as a percentage of revenue

+ Clinical operations expenses are associated with the management of our provider network of
therapists. Such costs are comprised of costs related to recruiting, onboarding, credentialing,
training and ongoing quality assurance activities (inclusive of stock-based compensation for our
clinical operations employees), costs of third-party services and contractors related to recruiting
and training and software-related costs

+ We expect clinical operations expenses willincrease on an absolute dollar basis as we continue
10 grow our provider network and product offerings

60




image62.png
Financial statement presentation (cont’d)

Income Statement

Sales expenses

Marketing expenses.

Commentary

« Consist primarily of employee-related expenses, including salaries, benefits, commissions, travel
and stock-based compensation costs for our employees engaged in sales and account
management

+ We expect our sales expenses to increase as we continue to invest in the expansion of our
health plan and enterprise business. We expect to hire aditional sales personnel and related
‘account management personnel to properly service our increasing ciient base, to develop
additional growth opportunites within existing clients and to develop new market opportunities.

« Consist primarily of advertising and marketing expenses for consumer acquisition and retention,
as well as personnel costs, including salaries, benefits, bonuses, stock-based compensation
expense for marketing employees, third-party services, contractors and customer service team

« Also include third-party software subscription services, third-party independent research,
participation in trade shows, brand messaging and costs of communications materials that are
produced for our clients to generate greater awareness and utiization of our platform among our
health plan and enterprise ciients

+ Consumer marketing expenses are primarily driven by investments to grow and retain our
consumer base and may fluctuate as a percentage of our total revenue from period to period due
tothe timing and extent of our advertsing and marketing expenses
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Financial statement presentation (cont’d)

Income Statement
General & administrative

Income taxes

Commentary

« Consist primariy of personnel costs, including salaries, benefits, bonuses and stock-based
compensation expense for our execulive, finance, accounting, legal and human resources
functions, as well as professional fees, occupancy costs, and other general overhead costs

+ We expect to incur additional general and administrative expenses in compliance, legal, investor
relations, director's and officer's insurance, and professional services following the completion of
the business combination related to our compliance and reporting obligations as a public
company

+ We also anticipate that as we continue to grow as a company our general and administrative
expenses willincrease on an absolute dolar basis. However, we expect our general and
administrative expenses to decrease as a percentage of our total revenue over the next several
years

+ Our taxes on income consists primariy of foreign income taxes related to income generated by
our subsidiary organized under the laws of Israel

+ As we expand the scale of our international business activities, any changes in the U.S. and
foreign taxation of such activities may increase our overall provision for income taxes in the
future

+ We have a full valuation allowance for our U.S. deferred tax assets, including federal and state
NOLS. We expect to maintain this valuation allowance unti it becomes more likely than not that
the benefit of our federal and state deferred tax assets will be realized through expected future
taxable income in the United States
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Company highlights

1) Pure-play soluon o vast unmet medical needs wih huge TAM accelrated by COVID
o Purpose bl platform designed to optimize outcomes for patients, clinicians and payors
talk space (=) Sizeable credentialed providers' network addressing a wide spectrum of clinical needs
(-] Scalable technology stack driven by robust behavioral data set
(5] Science-based approach leads to meaningful clinical outcomes

Hudson Executive / Talkspace partnership further accelerates growth

« Deep enterprise relationships in healthcare and other industries
o Public market and M8A expertise





image65.png
Talkspace is a preeminent digital behavioral health platform

/

KL

This is just the beginning for us

Our goal is to become a full stack one-stop shop behavioral health provider,
able to serve
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Thank you

(13

What | admire most about Talkspace is their
mission to provide Therapy for All and bring
more awareness to the importance of mental
and behavioral health.

Demi Lovato,
Singer, Songwriter, Activist, Mental Health Advocate
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Hudson Executive Investment Corp. overview

+ Founder / Managing Partner of
Hudson Executive Capital

Former CFO  Vice Chaiman of
JP. Morgan and Head of
Americas Investment Banking

+ 35-years of M&A leadership
including some of largest
Healthcare transactions

3 HUDSON EXECUTIVE

+ HEC is an investment irm that helps.
drive portiolio company strategy through
acive engagement with management

Dedicated investment team with deep
knowledge of public market positioning

+ Leverage CEO network for guidance on
investments

HEC, along with Doug Braunstein and
Doug Bergeron,is a co-sponsor of the
SPAC

Doug Braunstein

Select HEC investments

AtriCure Corindus

HeartWare

@snatera  tivity

Doug Bergeron

+ Managing Partner of Hudson
Execuive Capital

+ 35-year successful FinTech track
record including 12 years as
CEO of VeriFone, during which
time enterprise value grew from
50 million to over $5 billion

- Techinvestor and mentor to
management teams.

CEO network:
Select Healthcare Execul

Marc Casper. President, Fiohor
CEO and Director SEIRRTIRS
Stephen Hemsley: Former

CEO and current Chairman ""™**™**"

Alan Millr: Founder,
Chairman and CEO S
Fred Eshelman: Former

Chairman and CEQ rro
Paul Omond: Former | L

Chairman and CEO
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Pro forma capitalization and ownership
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Valuation benchmarking to peers
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Regulatory environment

#~

Regulatory reforms

‘Traditionally, intimate nature of behavioral health care has
placed a regulatory burden on teletherapy.

CMS expanded services and waived barriers to coverage
of teletherapy video and messaging platforms

States issuing waivers to allow cross-state practicing of
tele-therapy services

In many cases, reimbursement rates have improved

California published guidelines to promote effective sharing
of behavioral health information

8 e eleheatn sonicos tompoariy agproved y

MS in s VID-19

@ outlook

“[Patients] pointed to the rapid responses from state and.
federal agencies by way of relaxed regulations as essential
o their early and ongoing success with virtual care”

~ National Council for Behavioral Health

“Increased sharing of data willbetter inform the curent
state of a person and will allow for proactive identification
of potential behavioral health issues before they arise”

- Deloitte
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Licensing & credentialing as

st step towards full practice

management services

Goals of credentialing process

o Safety of clients and quality to care

© Access tocare

Types of providers credentialed

v Licensed Ph.D./Psy.D.

' Masters-level licensed
social workers (LCSW,
LISCW etc.)

¥ Marriage & family
counselers

ely processing of applications.

Credentialing process
+ In-house credentialing quality
control committee:
+ Utilize CredSimple vendor
+ Confims:
Education & training
- State licensure
- Disciplinary actions or
sanctions
Insurance coverage
- Liability claims

Credential

¥ Masters level licensed
counselers (LPC, LPCC,
etc)

v - Credentials reviewed
Psychiatrists (MD/DO) annly

Ongoing - Ongoing live monitoring of
liabilty claims, disciplinary
actions and new state

lincenses

¥ Nurse practitioner &
prescriptive authority

maintenance

¥/ Physicians assistants
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