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Hims & Hers caps off a
forceful 2022 by nearly
doubling its revenues
Article

The news: Direct-to-consumer (D2C) healthcare player Hims & Hers Health continued along

its path of revenue and membership growth in Q4 2022.

Highlights from the company’s Q4 and full-year 2022 earnings report:

Q4 revenues surged 97% year over year, reaching $167.2 million in the last quarter.

https://www.businesswire.com/news/home/20230227005636/en/Hims-Hers-Health-Inc.-Reports-Record-Fourth-Quarter-and-Full-Year-2022-Financial-Results
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What’s driving the growth? Company execs attributed Hims & Hers’ impressive progress to

brand awareness and customer loyalty.

Attracting new members—and keeping them engaged—was a huge catalyst for online

revenue growth.

No market downturn here: Most publicly traded health tech companies experienced massive

decreases in their market value last year after coming off the pandemic high. These include

prominent digital health companies such as Teladoc (stock down 65% in the past year) and

GoodRx (down 81%).

But Hims & Hers’ stock is up 116% over that same timeframe. It struck the right balance

between substantial marketing and advertising spend and retaining members on its platform.

Full-year revenues nearly doubled, from $271.9 million in 2021 to $526.9 million in 2022.

The company came out of 2022 with over 1 million subscribers—an 88% YoY increase.

Hims & Hers reported adjusted EBITDA profitability of $3.9 million in the quarter—a first for

the company.

Revenues were “predominantly driven by recurring online subscriptions,” CEO Andrew Dudum

said on the company’s earnings call.

Online revenues grew 94% YoY and now account for 95% of Hims & Hers’ total 2022

revenues.

Him & Hers added 124,000 members in Q4 2022.

It spent $85.5 million in Q4 and $272.6 million for the year on marketing to reach these new

members—the latter figure representing a 100.6% YoY increase.

73% of Hims & Hers members now have a multi-month subscription. And retention rates have

reached 85%, per the company’s earnings call.

Hims & Hers secured the right partnerships and diversified its virtual care and retail offerings

to keep up with consumer demand. It evolved from niche product lines such as hair care and

sexual health to adding primary care and mental health virtual visits during the pandemic.

It sells health and wellness products through its online store and app, but Hims & Hers also has

several retail partners including CVS, Walgreens, Walmart, GNC, and Amazon.

https://seekingalpha.com/article/4582566-hims-and-health-inc-hims-q4-2022-earnings-call-transcript
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Our take: Hims & Hers is becoming the model D2C healthcare brand to emulate. The company

can afford to keep raising its marketing and advertising budget to acquire customers because

of its engagement and retention rates. It doesn’t pose a threat to incumbent health systems,

but new D2C healthcare entrants (we’re eyeing you, Amazon Clinic) will need to play catch up.

https://content-na1.emarketer.com/health-systems-should-keeping-watchful-eyes-on-amazon-retail-clinics
https://content-na1.emarketer.com/amazon-tries-retail-telehealth-with-its-new-amazon-clinic
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This article originally appeared in Insider Intelligence's Digital Health Briefing—a daily recap

of top stories reshaping the healthcare industry. Subscribe to have more hard-hitting

takeaways delivered to your inbox daily.
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Are you a client? Click here to subscribe.

Want to learn more about how you can benefit from our expert analysis? Click here.

https://totalaccess.emarketer.com/MyAccount/EditProfile.aspx
https://www.insiderintelligence.com/become-a-client/?IR=T&itm_source=insider-intelligence&itm_medium=briefing&itm_campaign=bottom-cta

