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The aggregate market value of voting stock held by non-affiliates of the registrant, computed by reference to the
closing sales price as quoted on the NASDAQ Global Select Market on October 31, 2015, was approximately
$4,691,000,000 (For purposes of this calculation all of the registrant’s executive officers and directors are deemed
affiliates of the registrant.)

As of June 20, 2016, there were 99,098,699 shares of Common Stock of the registrant issued and outstanding.
Documents Incorporated By Reference
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PART I
Item 1. BUSINESS

Certain information of a non-historical nature contained in Items 1, 2, 3 and 7 of this Form 10-K includes

forward-looking statements. Reference is made to “Risk Factors” in Item 1A and “Management’s Discussion and Analysis
of Financial Condition and Results of Operations” in Item 7, for a discussion of certain factors that could cause actual
operating results to differ materially from those expressed in any forward-looking statements.

General

Patterson Companies, Inc. is a value-added specialty distributor serving the U.S. and Canadian dental supply and the
U.S., Canadian and U.K. animal health supply markets. Patterson operates through its two strategic business units,
Patterson Dental and Patterson Animal Health, offering similar products and services to different customer bases.
Each business is a market leader with a strong competitive position, serves a fragmented market that offers
consolidation opportunities and offers relatively low-cost consumable supplies, making our value-added business
proposition highly attractive to customers. We believe that we have a strong brand identity as a value-added,
full-service distributor with broad product and service offerings, having begun distributing dental supplies in 1877.
Fiscal 2016 was a transformative year for Patterson. In June 2015, we more than doubled the size of our animal health
supply business through the acquisition of Animal Health International, Inc., for $1.1 billion in cash. This acquisition
added a leading production animal supply business to our pre-existing companion animal supply business, resulting in
the renaming of our veterinary supply segment to our animal health supply segment. In August 2015, we completed
the disposition of our rehabilitative and assistive products supply business, Patterson Medical, for $717 million in
cash; the results of this business are now presented as discontinued operations. See Notes 4 and 5 to the Consolidated
Financial Statements for further information about these transactions.
The following table sets forth consolidated net sales (in millions) by segment. Prior period segment results have been
restated to conform to the revised current period presentation in which we present three reportable segments: Dental,
Animal Health and Corporate.

Fiscal Year Ended

April 30April 25, April 26,

2016 2015 2014

Dental $2,476 $2,415 $2,348
Animal Health 2,862 1,457 1,203
Corporate 49 39 34

Consolidated net sales $5,387 $3,911 $ 3,585

Our strategically located fulfillment centers enable us to better serve our customers and increase our operating

efficiency. This infrastructure, together with broad product and service offerings at competitive prices, and a strong
commitment to customer service, enables us to be a single source of supply for our customers’ needs. Our

infrastructure also allows us to provide convenient ordering and rapid, accurate and complete order fulfillment.

Patterson became publicly traded in October 1992 and is a corporation organized under the laws of the state of

Minnesota. We are headquartered in St. Paul, Minnesota. Our principal executive offices are located at 1031 Mendota

Heights Road, St. Paul, Minnesota, and our telephone number is (651) 686-1600. Unless the context specifically

requires otherwise, the terms the “Company,” “Patterson,” “we,” “us” and “our”” mean Patterson Companies, Inc., a Minnesota
corporation, and its consolidated subsidiaries.

The Specialty Distribution Markets We Serve

We provide manufacturers with cost effective logistics and high-caliber sales professionals to access a geographically
diverse customer base, which is critical to the supply chain for both of the markets we serve. We provide our
customers with a vast array of value-added services, a dedicated and highly skilled sales team, and a broad selection of
products through a single
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channel, thereby helping them efficiently manage their ordering process. Due in part to the inability of office-based
customers to store and manage large quantities of supplies in their offices, the distribution of supplies and small
equipment to office-based customers has been characterized by frequent, small quantity orders, and a need for rapid,
reliable and substantially complete order fulfillment. Supplies and small equipment are generally purchased from
more than one distributor, with one generally serving as the primary supplier.

We believe that consolidation within the industry will continue as distributors, particularly those with limited
financial, operating and marketing resources, seek to combine with larger companies that can provide growth
opportunities. This consolidation also may continue to result in distributors seeking to acquire companies that can
enhance their current product and service offerings or provide opportunities to serve a broader customer base.

Dental Supply Market

We estimate the dental supply market we serve to be approximately $7.5 billion annually and our share of this market,
when direct distribution by manufacturers is included, to be approximately 33%. This market consists of a sizeable
geographically dispersed number of fragmented dental practices. Customers range in size from sole practitioners to
large group practices or service organizations. According to the American Dental Association and the Canadian
Dental Association, there are over 195,000 dentists practicing in the U.S. and 19,000 dentists practicing in Canada,
respectively. We believe the average dental practitioner purchases about 40% of their supplies from their top supplier.
Total expenditures for dental services in the U.S. increased from $105 billion in 2010 to $114 billion in 2014. We
believe the dental supply market continues to experience growth due to U.S. population growth, the aging population,
advances in dentistry, demand for preventive dentistry and specialty services, the need for increased office
productivity, demand for infection control products, and coverage by dental plans. Demographic trends indicate that
our markets are growing, as an aging U.S. population is increasingly using dental services. In the dental industry, there
is predicted to be a rise in oral health care expenditures as the 45 and older segment of the population increases. There
is increasing demand for new technologies that allow dentists to increase productivity, and this is being driven in the
U.S. by lower insurance reimbursement rates. At the same time, there is an expected increase in dental insurance
coverage.

We support dental professionals through the many stock keeping units (“SKUs”) that we offer, as well as through
important value-added services, including practice management software, electronic claims processing, financial
services and continuing education, all designed to help maximize a practitioner’s efficiency.

Animal Health Supply Market

We estimate the animal health supply market we serve to be approximately $14 billion annually and our share of this
market, when direct distribution by manufacturers is included, to be approximately 23%. Similar to the dental supply
market, the animal health supply market is fragmented and diverse. The animal health market is a mix of the
production animal market, which primarily consists of beef and dairy cattle, poultry and swine, and other
food-producing animals, and the companion animal market, which primarily consists of dogs, cats and horses. Our
production animal supply customers include large animal veterinarians, beef producers (cow/calf, stocker and
feedlots), dairy producers, poultry producers, swine producers and retail customers. According to the American
Veterinary Medical Association, there are more than 66,000 veterinarians in private practice in the U.S. and Canada.
Furthermore, there are approximately 20,000 veterinarians in the U.K. practicing in veterinary outlets; however, we
believe there has been a shift in the U.K. market toward consolidation of veterinary practices. National Veterinary
Services Limited, our veterinary products distributor in the U.K., has the highest percentage of buying groups and
corporations as customers compared to its competitors. The average purchase of consumables in the animal health
market is noticeably higher than that of the dental practitioner due predominantly to pharmaceutical products.

The animal health market, impacted by growing companion pet ownership and care, as well as increased focus on
safety and efficiency in livestock production, provides growth opportunities for us. We support our animal health
customers through the distribution of biologicals, pharmaceuticals, parasiticides, supplies and equipment and by
actively engaging in the development, sale and distribution of inventory, accounting and health management systems.
Within the companion animal market, we anticipate increasing demand for veterinary services due to the following
factors: the increasing number of households with companion animals, increased expenditures on animal health and
preventative care, an aging pet population, advancements in animal health products and diagnostic testing, and
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Product sales in the production animal market are impacted by volatility in commodity prices such as milk, grains,
livestock and poultry. Changes in weather patterns also influence how long cattle will graze and consequently the
number of days
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an animal is on feed during a finishing phase. In addition, changes in the general economy can shift the number of
animals treated, the timing of when animals are treated, to what extent they are treated and with which products they
are treated. Historically, sales in this market have been largely driven by spending on animal health products to
improve productivity, weight gain and disease prevention, as well as a growing focus on food safety.

Competition

Our industry is highly competitive. It consists principally of national, regional and local full-service distributors,
mail-order distributors and, increasingly, Internet-based businesses. Most of the products we sell are available to
customers from a number of suppliers. In addition, our competitors could obtain exclusive rights from manufacturers
to market particular products. Some manufacturers also sell directly to end-users, thereby eliminating or reducing our
role and that of other distributors.

We compete with other distributors, as well as several manufacturers, of dental and animal health products, primarily
on the basis of price, breadth of product line, customer service and value-added products and services. To differentiate
ourselves from our competition we deploy a strategy of premium customer service with multiple value-added
components, a highly qualified and motivated sales force, highly-trained and experienced service technicians, an
extensive breadth and mix of products and services, technology solutions allowing customers to easily access our
inventory, accurate and timely delivery of product, strategic location of sales offices and fulfillment centers, and
competitive pricing.

In the U.S. and Canadian dental supply market, we compete against Henry Schein, Inc., Benco Dental Supply
Company, at least 15 full-service distributors that operate on a regional level, and hundreds of small local distributors.
Also, as noted above, some manufacturers sell directly to end users. With regard to our dental practice management
software, we compete against numerous companies, including Carestream Health, Inc. and Henry Schein, Inc.

In the U.S. and Canadian animal health supply market, our primary competitors are AmerisourceBergen and Henry
Schein, Inc. We also compete against a number of regional and local animal health distributors, as well as a number of
manufacturers, including pharmaceutical companies that sell directly to production animal operators, animal health
product retailers and veterinarians. To a lesser extent, we also compete with mail order distributors and buying groups.
We face significant competition in the animal health supply market in the U.K., where we compete on the basis of
price and customer service with several large competitors, including Henry Schein, Inc. and AmerisourceBergen. We
also compete directly with pharmaceutical companies who sell certain products or services directly to the customer. In
the animal health practice management market, our primary competitors are IDEXX Laboratories, Inc. and Henry
Schein, Inc.

Successful distributors are increasingly providing value-added services in addition to the products they have
traditionally provided. We believe that to remain competitive we must continue to add value to the distribution
channel, while removing unnecessary costs associated with product movement. Significant price reductions by our
competitors could result in a similar reduction in our prices. Any of these competitive pressures may materially
adversely affect our operating results.

Competitive Strengths

We have more than 130 years of experience in distributing products resulting in strong awareness of the Patterson
brand. Although further information regarding these competitive strengths is set forth below in the discussion of our
two strategic business units, our competitive strengths include:

Broad product and service offerings at competitive prices. We offer over 190,000 SKUs to our customers, including
many proprietary branded products. We believe that our proprietary branded products and our competitive pricing
strategy have generated a loyal customer base that is confident in our brands. Of the SKUs offered, approximately
90,000 are offered to our dental customers and approximately 100,000 are offered to our animal health customers. Our
product offerings include consumables, equipment and software. Our service offerings include software and design
services, repair and maintenance, and equipment financing.

Focus on customer relationships and exceptional customer service. Our sales and marketing efforts are designed to
establish and solidify customer relationships through personal visits by field sales representatives, interaction via
phone with sales representatives, web-based activities including e-commerce and frequent direct marketing,
emphasizing our broad product lines, including exclusive distribution agreements, competitive prices and ease of
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Cost-effective purchasing and efficient distribution. We believe that cost-effective purchasing is a key element to
maintaining and enhancing our position as a competitive-pricing provider of dental and animal health products. We
distribute our products from strategically located fulfillment centers. We strive to maintain optimal inventory levels in
order to satisfy customer demand for prompt and complete order fulfillment.

Business Strategy

Our objective is to continue to expand as a leading value-added distributor of dental and animal health products and
services. To accomplish this, we will apply our competitive strengths in executing the following strategies:
Emphasizing our value-added, full-service capabilities. We are positioned to meet virtually all of the needs of dental
practitioners, veterinarians, production animal operators and animal health product retailers by providing a broad
range of consumable supplies, technology, equipment and software and value-added services. We believe our
knowledgeable sales representatives can create special relationships with customers by providing an informational
tink to the overall industry. Our value-added strategy is further supported by our equipment specialists who offer
consultation on design, equipment requirements and financing, our service technicians who perform equipment
installation, maintenance and repair services, our business development professionals who provide business tools and
educational programs to our customers, and our technology advisors who provide guidance on integrating technology
solutions.

Using technology to enhance customer service. As part of our commitment to providing superior customer service, we
offer our customers easy order placement. Although we offer computerized order entry systems that we believe help
establish relationships with new customers and increase loyalty among existing customers, predominant platforms for
ordering today include www.pattersondental.com, www.pattersonvet.com and www.animalhealthinternational.com.
The use of these methods of ordering enables our sales representatives to spend more time with existing and
prospective customers. Our Internet environment includes order entry, customer support for digital and our
proprietary products, customer-loyalty program reports and services, and access to articles and manufacturers’ product
information. We also provide real-time customer and sales information to our sales force, managers and vendors via
the Internet. In addition, we believe that the Patterson Technology Center (the “PTC”) differentiates Patterson from our
competition by positioning Patterson as the only single-source solution for digital components. In addition to
trouble-shooting through the PTC’s support center, customers can access various service capabilities offered by the
PTC, including electronic claims and statement processing and system back-up capabilities.

Continuing to improve operating efficiencies. We continue to implement programs designed to improve our operating
efficiencies and allow for continued sales growth. This strategy includes our continuing investment in management
information systems and consolidation and leveraging of fulfillment centers and sales branches between our operating
segments. In addition, we have established shared sales branch offices in several locations.

Growing through internal expansion and acquisitions. We intend to continue to grow by hiring established sales
representatives, hiring and training skilled sales professionals, opening additional sales offices as needed, and
acquiring other distributors in order to enter new, or more deeply penetrate existing, geographic markets, gain access
to additional product lines, and expand our customer base. We believe both of our operating segments are well
positioned to take advantage of expected continued consolidation in our markets.

Dental Supply Segment - Products, Services and Sources of Supply

Patterson Dental, one of the two largest distributors of dental products in North America, has operations in the U.S.
and Canada. As a full-service, value-added supplier to over 120,000 dentists, dental laboratories, institutions, and
other healthcare professionals, Patterson Dental provides consumable products (including infection control, restorative
materials, hand instruments and sterilization products); basic and advanced technology dental equipment; exclusive,
innovative technology solutions, including practice management software and e-commerce solutions; patient
education systems; and office forms and stationery. Patterson Dental offers customers more than 90,000 SKUs of
which approximately 5,000 are private-label products sold under the Patterson brand. Patterson Dental also offers
customers a range of related services including software and design services, maintenance and repair, and equipment
financing. Net sales of this segment were $2.5 billion in fiscal 2016 and operating income from this segment was $312
million for the same period.
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Fiscal Year Ended
April April April
30, 25, 26,
2016 2015 2014
Consumable 56 % 55 % 55 %
Equipment and software 33 34 34
Other (D 11 11 11

100% 100% 100 %

(I)Consists of other value-added services, including software and design service, maintenance and repair, and

equipment financing.
Patterson Dental obtains products from more than 800 vendors. Although our relationships with most vendors are
non-exclusive, we do obtain certain products on an exclusive basis. For example, we have an exclusive distribution
agreement with an entity now known as Dentsply Sirona, Inc., the manufacturer of the CEREC® dental restorative
systems and Schick® digital x-rays, in addition to panoramic and cone beam radiography products. While Patterson
Dental makes purchases from many suppliers, and there is generally more than one source of supply for most of the
categories of products we sell, the concentration of business with key suppliers is considerable. Our top ten supply
vendors accounted for approximately 57% and 61% of the cost of dental products sold in fiscal 2016 and fiscal 2015.
Of these ten, the top two vendors accounted for 25% and 7% for fiscal 2016 and 18% and 8% for fiscal 2015 cost of
sales, respectively.
Animal Health Supply Segment - Products, Services and Sources of Supply
Patterson Animal Health is a leading distributor of animal health products in the U.S., Canada and the U.K. We sell
more than 100,000 SKUs sourced from over 3,400 manufacturers to over 50,000 customers in the highly fragmented
animal health supply market. Products we distribute include pharmaceuticals, vaccines, parasiticides, diagnostics,
prescription and non-prescription diets, nutritionals, consumable supplies, equipment and software. We offer a private
label portfolio of products to veterinarians, producers, and retailers through our Aspen, First Companion and Patterson
Veterinary brands. We also provide a range of value-added services to our animal health customers. Within our
companion animal market, our principal customers are companion-pet and equine veterinarians, veterinary clinics,
public and private institutions, and shelters. In our production animal market, our principal customers are large animal
veterinarians, production animal operators and animal health product retailers. Net sales of this segment were $2.9
billion in fiscal 2016 and operating income from this segment was $94 million for the same period.
The following table sets forth the percentage of total sales by the principal categories of products and services offered
to animal health segment customers:

Fiscal Year Ended
April April April
30, 25, 26,
2016 2015 2014
Consumable 97 % 95 % 94 %
Equipment and software 2 3 4
Other 1 2 2

100% 100% 100%

Patterson Animal Health obtains products from nearly 2,600 vendors in the U.S. and Canada and nearly 900 vendors

in the U.K. While Patterson Animal Health makes purchases from many vendors and there is generally more than one
source of supply for most of the categories of products, the concentration of business with key vendors is

considerable. In fiscal 2016 and 2015, Patterson Animal Health’s top 10 animal health supply manufacturers comprised
approximately 70% of the total cost of animal health supply sales, and the single largest supplier comprised 17% of

the total cost of animal health supply sales.

12
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Sales, Marketing and Distribution

During fiscal 2016, we sold products or services to over 170,000 customers who made one or more purchases during
the year. Our customers include dentists, laboratories, institutions, other healthcare professionals, veterinarians, other
animal health professionals, production animal operators and animal health product retailers. No single customer
accounted for more than 10% of sales during fiscal 2016, and we are not dependent on any single customer or
geographic group of customers.
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We have offices throughout the U.S. and Canada so that we can provide a presence in the market and decision-making
near the customer. Patterson Animal Health also has a central office in the U.K. These offices, or sales branches, are
staffed with a complete complement of our capabilities, including sales, customer service and technical service
personnel, as well as a local manager who has broad decision-making authority with regard to customer-related
transactions and issues.

A primary component of our value-added approach is our sales force. Due to the fragmented nature of the markets we
serve, we believe that a large sales force is necessary to reach potential customers and to provide full service. Sales
representatives provide an informational link to the overall industry, assist practitioners in selecting and purchasing
products and help customers efficiently manage their supply inventories. Our need for a large dedicated sales force in
the U.K. is reduced due to the presence of buying groups and corporate customers as well as the significant number of
orders placed electronically in the U.K.

In the U.S., customer service representatives in call centers work in tandem with our sales representatives, providing a
dual coverage approach for individual customers. In addition to processing orders, customer service representatives
are responsible for assisting customers with ordering, informing customers of monthly promotions, and responding to
general inquiries. In the U.K., our customer service team is primarily responsible for handling customer inquiries and
resolving issues.

To assist our customers with their purchasing decisions, we provide a multi-touch point shopping experience. From
print to digital, this seamless experience is inclusive of products and services information. Patterson offers online and
in-print showcases of our expansive merchandise and equipment offerings, including digital imaging and
computer-aided design and computer-aided manufacturing ("CAD/CAM") technologies, hand-held and similar
instruments, sundries, office design, e-services, repair and support assistance, as well as financial services. We also
promote select products and services through our monthly magazine, Insight, in the U.S. and Canada, and our
quarterly magazine, The Cube, in the U.K. Additional direct marketing tools that we utilize include customer loyalty
programs, social media, and participation in trade shows.

We believe that responsive delivery of quality supplies and equipment is key to customer satisfaction. We ship
consumable supplies from our strategically located fulfillment centers in the U.S. and Canada. In the U.K., orders are
accepted in a centralized fulfillment center and shipped nationwide to one of our depots located throughout the
country at which pre-packed orders are sorted by route for delivery to customers. Orders for consumable supplies can
be placed through our sales representatives, customer service representatives or electronically 24 hours a day, seven
days a week. Rapid and accurate order fulfillment is another principal component of our value-added approach.

In order to assure the availability of our broad product lines for prompt delivery to customers, we must maintain
sufficient inventories at our fulfillment centers. Purchasing of consumables and standard equipment is centralized, and
our purchasing department uses a real-time perpetual inventory system to manage inventory levels. Our inventory
consists mostly of consumable supply items and pharmaceutical products. Additionally, in this competitive market,
some of our contracts contain minimum purchase commitments to maintain exclusivity.

Geographic Information

For information on revenues and long-lived assets of our dental and animal health segments by geographic area, see
Note 14 to the Consolidated Financial Statements.

Discontinued Operations

In August 2015, we sold Patterson Medical Holdings, Inc., our wholly owned subsidiary responsible for our
rehabilitation supply business known as Patterson Medical, for $717 million in cash to Madison Dearborn Partners.
For a limited period of time following the disposition, Patterson will continue to provide certain transition services to
Patterson Medical, as owned by Madison Dearborn Partners, pursuant to a transition services agreement. See Note 5
to the Consolidated Financial Statements for additional information.

Seasonality

Our business in general is not seasonal; however, there are some products that typically sell more often during the
winter or summer season. In any given month, unusual weather patterns (e.g., unusually hot or cold weather) could
impact the sales volumes of these products, either positively or negatively.
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Governmental Regulation

Operating, Security and Licensure Standards

Our dental and animal health supply businesses involve the distribution of pharmaceuticals and medical devices, and
in this regard we are subject to various local, state, federal and foreign governmental laws and regulations applicable

to the distribution of pharmaceuticals and medical devices. Among the U.S. federal laws applicable to us are the
Controlled Substances Act, the Federal Food, Drug, and Cosmetic Act, as amended, and Section 361 of the Public
Health Service Act. We are also subject to comparable foreign regulations.

The Federal Food, Drug, and Cosmetic Act (“FDC Act”) and similar foreign laws generally regulate the introduction,
manufacture, advertising, labeling, packaging, storage, handling, reporting, marketing and distribution of, and record
keeping for, pharmaceuticals and medical devices shipped in interstate commerce, and states may similarly regulate
such activities within the state. Section 361 of the Public Health Service Act, which provides authority to prevent the
spread of communicable diseases, serves as the legal basis for the U.S. Food and Drug Administration’s (“FDA”)
regulation of human cells, tissues and cellular and tissue-based products, also known as “HCT/P products.”

The federal Drug Quality and Security Act of 2013 brought about significant changes with respect to pharmaceutical
supply chain requirements and pre-empts state law. Title II of this measure, known as the Drug Supply Chain Security
Act (“DSCSA”), will be phased in over 10 years, and is intended to build a national electronic, interoperable system to
identify and trace certain prescription drugs as they are distributed in the U.S. The law’s track and trace requirements
applicable to manufacturers, wholesalers, repackagers and dispensers (e.g., pharmacies) of prescription drugs began to
take effect in January 2015. The DSCSA product tracing requirements replace the former FDA drug pedigree
requirements and pre-empt state requirements that are inconsistent with, more stringent than, or in addition to, the
DSCSA requirements. Also in January 2015, the DSCSA required manufacturers and wholesale distributors to have
systems in place by which they can identify whether a product in their possession or control is a “suspect” or “illegitimate
product, and handle it accordingly.

The DSCSA also establishes certain requirements for the licensing and operation of prescription drug wholesalers and
third party logistics providers (“3PLs”), and includes the creation of national wholesaler and 3PL licenses in cases where
states do not license such entities. The DSCSA requires that wholesalers and 3PLs distribute drugs in accordance with
certain standards regarding the recordkeeping, storage and handling of prescription drugs. Beginning January 1, 2015,
the DSCSA required wholesalers and 3PLs to submit annual reports to the FDA, which include information regarding
each state where the wholesaler or 3PL is licensed, the name and address of each facility and contact information.
According to FDA guidance, states are pre-empted from imposing any licensing requirements that are inconsistent
with, less stringent than, directly related to, or covered by the standards established by federal law in this area. Current
state licensing requirements will likely remain in effect until the FDA issues new regulations as directed by the
DSCSA.

The Food and Drug Administration Amendments Act of 2007 (“FDAAA”) and the Food and Drug Administration
Safety and Innovation Act of 2012 (“FDASIA”) amended the FDC Act to require the FDA to promulgate regulations to
implement a Unique Device Identification System. The FDA issued a final rule in September 2013 implementing the
Unique Device Identification System, requiring the labels of most medical devices to bear a unique device identifier
(“UDI”), and prescribing the content and format of the UDI. The rule also requires the submission of certain information
concerning UDI-labeled devices to an FDA database, the Global Unique Device Identification Database (“GUDID”).
Additional FDA UDI guidance has subsequently been issued, and the FDA’s UDI regulations are being phased in over
seven years from the rule’s promulgation in September 2013, beginning with the highest-risk devices (i.e., Class III
medical devices) and ending with the lowest-risk devices. For the lowest-risk, Class I medical devices, a Universal
Product Code may take the place of a UDI on the device’s label.

The FDA’s UDI regulations require certain entities, referred to as “labelers,” to develop and include UDIs on the labels
of medical devices, and to directly mark certain devices with UDIs. Labelers are entities that cause a device’s label to
be applied or modified, without any subsequent replacement or modification. Typically, these entities are device
manufacturers, specification developers, single-use device reprocessors, convenience kit assemblers, repackagers and

E)
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relabelers.

Violations of the UDI regulations, including failure to include a UDI on a device’s label after the effective date for the
device type, result in the misbranding of the device. The FDC Act makes it unlawful to introduce or deliver for
introduction into interstate commerce a misbranded device. It is also unlawful to cause a device to become

misbranded.

Under the Controlled Substances Act, as a distributor of controlled substances, we are required to obtain and renew
annually registrations for our facilities from the U.S. Drug Enforcement Administration (“DEA”) permitting us to handle
controlled
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substances. We are also subject to other statutory and regulatory requirements relating to the storage, sale, marketing,
handling and distribution of such drugs, in accordance with the Controlled Substances Act and its implementing
regulations, and these requirements have been subject to heightened enforcement activity in recent times. We are
subject to inspection by the DEA.

Certain of our businesses are also required to register for permits and/or licenses with, and comply with operating and
security standards of, the DEA, the FDA, the U.S. Department of Health and Human Services, and various state
boards of pharmacy, state health departments and/or comparable state agencies as well as comparable foreign
agencies, and certain accrediting bodies depending on the type of operations and location of product distribution,
manufacturing or sale. These businesses include those that distribute, manufacture and/or repackage prescription
pharmaceuticals and/or medical devices and/or HCT/P products, or own pharmacy operations, or install, maintain or
repair equipment. In addition, Section 301 of the National Organ Transplant Act, and a number of comparable state
laws, impose civil and/or criminal penalties for the transfer of certain human tissue (for example, human bone
products) for valuable consideration, while generally permitting payments for the reasonable costs incurred in
procuring, processing, storing and distributing that tissue. We are also subject to foreign government regulation of
such products. The DEA, the FDA and state regulatory authorities have broad inspection and enforcement powers,
including the ability to suspend or limit the distribution of products by our fulfillment centers, seize or order the recall
of products and impose significant criminal, civil and administrative sanctions for violations of these laws and
regulations. Foreign regulations subject us to similar foreign powers. Furthermore, compliance with legal
requirements has required and may in the future require us to institute voluntary recalls of products we sell, which
could result in financial losses and potential reputational harm. Our customers are also subject to significant federal,
state, local and foreign governmental regulation.

Certain of our businesses are subject to various additional federal, state, local and foreign laws and regulations,
including with respect to the sale, transportation, storage, handling and disposal of hazardous or potentially hazardous
substances, and safe working conditions. There have also been increasing efforts by various levels of government
globally to regulate the pharmaceutical distribution system in order to prevent the introduction of counterfeit,
adulterated or misbranded pharmaceuticals into the distribution system.

Certain of our businesses also maintain contracts with governmental agencies and are subject to certain regulatory
requirements specific to government contractors.

Health Care Fraud

Certain of our businesses are subject to federal and state (and similar foreign) health care fraud and abuse, referral and
reimbursement laws and regulations with respect to their operations. Some of these laws, referred to as “false claims
laws,” prohibit the submission or causing the submission of false or fraudulent claims for reimbursement to federal,
state and other health care payers and programs. Other laws, referred to as “anti-kickback laws,” prohibit soliciting,
offering, receiving or paying remuneration in order to induce the referral of a patient or ordering, purchasing, leasing
or arranging for or recommending ordering, purchasing or leasing, of items or services that are paid for by federal,
state and other health care payers and programs.

Failure to comply with fraud and abuse laws and regulations could result in significant civil and criminal penalties and
costs, including the loss of licenses and the ability to participate in federal and state health care programs, and could
have a material adverse effect on our business. Also, these measures may be interpreted or applied by a prosecutorial,
regulatory or judicial authority in a manner that could require us to make changes in our operations or incur
substantial defense and settlement expenses. Even unsuccessful challenges by regulatory authorities or private relators
could result in reputational harm and the incurring of substantial costs. In addition, many of these laws are vague or
indefinite and have not been interpreted by the courts, and have been subject to frequent modification and varied
interpretation by prosecutorial and regulatory authorities, increasing the risk of noncompliance.

Health Care Reform

The U.S. Health Care Reform Law adopted through the March 2010 enactment of the Patient Protection and
Affordable Care Act and the Health Care and Education Reconciliation Act increased federal oversight of private
health insurance plans and included a number of provisions designed to reduce Medicare expenditures and the cost of
health care generally, to reduce fraud and abuse, and to provide access to increased health coverage.
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A Health Care Reform Law provision, generally referred to as the Physician Payment Sunshine Act or Open Payments
Program, has imposed reporting and disclosure requirements for drug and device manufacturers with regard to
payments or other transfers of value made to certain practitioners (including physicians, dentists and teaching
hospitals), and for such manufacturers and for group purchasing organizations, with regard to certain ownership
interests held by physicians in the reporting entity. On February 1, 2013, the Centers for Medicare and Medicaid
Services (“CMS”) released the final rule to implement the Physician Payment Sunshine Act. Under this rule, data
collection activities began on August 1, 2013, and as required under the Physician
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Payment Sunshine Act, CMS publishes information from these reports on a publicly available website, including
amounts transferred and physician, dentist and teaching hospital identities.

Under the Physician Payment Sunshine Act we are required to collect and report detailed information regarding
certain financial relationships we have with physicians, dentists and teaching hospitals. The Physician Payment
Sunshine Act pre-empts similar state reporting laws, although we or our subsidiaries may also be required to report
under certain state transparency laws that address circumstances not covered by the Physician Payment Sunshine Act,
and some of these state laws, as well as the federal law, can be ambiguous. We are also subject to foreign regulations
requiring transparency of certain interactions between suppliers and their customers. Our compliance with these rules
imposes additional costs on us.

Regulated Software; Electronic Health Records

The FDA has become increasingly active in addressing the regulation of medical device software, and has developed
and continues to develop policies on regulating clinical decision support tools and other types of software as medical
devices. Certain of our businesses involve the development and sale of software and related products to support
physician and dental practice management, and it is possible that the FDA or foreign government authorities could
determine that one or more of our products is a medical device, which could subject us or one or more of our
businesses to substantial additional requirements with respect to these products.

In addition, our businesses that involve physician and dental practice management products include electronic
information technology systems that store and process personal health, clinical, financial and other sensitive
information of individuals. These information technology systems may be vulnerable to breakdown, wrongful
intrusions, data breaches and malicious attack, which could require us to expend significant resources to eliminate
these problems and address related security concerns, and could involve claims against us by private parties and/or
governmental agencies. For example, we are directly or indirectly subject to numerous and evolving federal, state,
local and foreign laws and regulations that protect the privacy and security of such information, such as the privacy
and security provisions of the federal Health Insurance Portability and Accountability Act of 1996, as amended, and
implementing regulations (“HIPAA”). HIPAA requires, among other things, the implementation of various
recordkeeping, operational, notice and other practices intended to safeguard that information, limit its use to allowed
purposes and notify individuals in the event of privacy and security breaches.

We also sell products and services that health care providers, such as physicians and dentists, use to store and manage
patient medical or dental records. These customers are subject to laws and regulations, such as HIPAA, which require
that they protect the privacy and security of those records, and our products may be used as part of these customers’
comprehensive data security programs, including in connection with their efforts to comply with applicable privacy
and security laws. Perceived or actual security vulnerabilities in our products or services, or the perceived or actual
failure by us or our customers who use our products to comply with applicable legal requirements, may not only cause
us significant reputational harm, but may also lead to claims against us by our customers and/or governmental
agencies and involve substantial fines, penalties and other liabilities and expenses and costs for remediation.
International Transactions

In addition, U.S. and foreign import and export laws and regulations require us to abide by certain standards relating
to the importation and exportation of products. We also are subject to certain laws and regulations concerning the
conduct of our foreign operations, including the U.S. Foreign Corrupt Practices Act, the U.K. Bribery Act and other
anti-bribery laws and laws pertaining to the accuracy of our internal books and records, as well as other types of
foreign requirements similar to those imposed in the U.S.

See “Item 1A. Risk Factors” for a discussion of additional burdens, risks and regulatory developments that may affect
our results of operations and financial condition.

Proprietary Rights

We hold trademarks relating to the “Patterson®” name and logo, as well as certain other trademarks. Our U.S. trademark
registrations have 10-year terms, and may be renewed for additional 10-year terms. We intend to protect our
trademarks to the fullest extent practicable.
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Employees

As of April 30, 2016, we had approximately 7,000 full-time employees. We have not experienced a shortage of
qualified personnel in the past and believe that we will be able to attract such employees in the future. We believe our
relations with employees to be good.

Available Information

We make available free of charge through our website, www.pattersoncompanies.com, our Annual Report on Form
10-K, Quarterly Reports on Form 10-Q, Current Reports on Form 8-K, statements of beneficial ownership of
securities on Forms 3, 4 and 5 and amendments to these reports and statements filed or furnished pursuant to Section
13(a) and Section 16 of the Securities Exchange Act of 1934 as soon as reasonably practicable after such materials are
electronically filed with, or furnished to, the U.S. Securities and Exchange Commission, or SEC. This material may be
accessed by visiting the Investor Relations section of our website.

The above information is also available at the SEC’s Public Reference Room at U.S. Securities and Exchange
Commission, 100 F Street, N.E., Washington, D.C. 20549, on official business days during the hours of 10:00 a.m. to
3:00 p.m., or obtainable by calling the SEC at 1-800-SEC-0330. In addition, the SEC maintains an Internet website at
www.sec.gov, where the above information can be viewed.

Information relating to our corporate governance, including our Principles of Business Conduct and Code of Ethics,
and information concerning executive officers, Board of Directors and Board committees, and transactions in
Patterson securities by directors and officers, is available on or through our website, www.pattersoncompanies.com in
the Investor Relations section.

Information maintained on the website is not being included as part of this Annual Report on Form 10-K.

Executive Officers of the Registrant

Set forth below is the name, age and position of the executive officers of Patterson, who are elected annually and serve
at the discretion of our Board of Directors, as of June 20, 2016.

Scott P. Anderson 49 President, Chief Executive Officer, Chairman of the Board — Patterson Companies, Inc.

Ann B. Gugino 44 Executive Vice President, Chief Financial Officer and Treasurer — Patterson Companies, Inc.
John E. Adent 48 Chief Executive Officer - Patterson Animal Health

Les B. Korsh 46 Vice President, General Counsel and Secretary - Patterson Companies, Inc.

Kelly A. Baker =~ 47 Chief Human Resources Officer - Patterson Companies, Inc.

Background of Executive Officers

Scott P. Anderson was elected President and Chief Executive Officer of Patterson in April 2010, and became our
Chairman in April 2013. Mr. Anderson has worked with Patterson since 1993. Prior to June 2006 when he became
President of Patterson Dental, Mr. Anderson held senior management positions in the dental unit, including Vice
President, Sales, and Vice President, Marketing. Mr. Anderson started his career as a territory sales representative in
the dental business before becoming national equipment manager, manager of the San Francisco branch and manager
of the Minnesota branch, two of Patterson’s largest dental branch offices. Mr. Anderson became one of our directors in
June 2010. He also has served as a director of C.H. Robinson Worldwide, Inc. since January 2012.

Ann B. Gugino became Vice President, Chief Financial Officer and Treasurer in November 2014 and was promoted to
Executive Vice President, Chief Financial Officer and Treasurer in June 2015. She previously served as Vice
President, Strategy & Planning since April 2012. Before that, she was Vice President of Finance and Operations -
Patterson Dental from 2008 until April 2012. She joined Patterson in 2000 as an assistant controller and became
Controller - Patterson Dental in 2004. Prior to her career with Patterson, she worked for Ernst & Young LLP and
achieved her Certified Public Accountant designation.

John E. Adent, who currently serves as Chief Executive Officer of Patterson Animal Health, served as President and
Chief Executive Officer of Animal Health International, Inc. from 2004 through Patterson’s acquisition of that
company in June 2015.
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Les B. Korsh became Vice President, General Counsel and Secretary of Patterson in July 2015. Mr. Korsh served as
Patterson’s Associate General Counsel since June 2014. Prior to joining Patterson, Mr. Korsh held positions as Vice
President and Associate General Counsel for MoneyGram International, Inc. from May 2004 to May 2014, and was a
principal in the law firm of Gray Plant Mooty, P.A. from June 1999 to May 2004.

Kelly A. Baker became Chief Human Resources Officer in February 2016. Prior to joining Patterson, Ms. Baker was
employed at General Mills for more than 20 years in multiple human resources roles. Her most recent position at
General Mills was Vice President, Human Resources for the U.S. Retail Operating Segment of General Mills, a
position she held from April 2014 to January 2016. Prior to that, Ms. Baker was Vice President, Human Resources,
Corporate Groups of General Mills since February 2009.

Item 1A. RISK FACTORS

The risks described below could have a material adverse effect on our business, reputation, financial condition and/or
the trading price of our common stock. Although it is not possible to predict or identify all such risks and
uncertainties, they may include, but are not limited to, the factors discussed below. Our business operations could also
be adversely affected by additional factors that are not presently known to us or that we currently consider not to be
material to our operations. You should not consider this list to be a complete statement of all risks and uncertainties
we face. The order in which these factors appear should not be construed to indicate their relative importance or
priority.

The dental and animal health supply markets are highly fragmented and competitive, and we may not be able to
compete successfully.

Our competitors include national, regional and local full-service distributors, mail-order distributors and, increasingly,
Internet-based businesses. Some of our competitors have greater resources than we do, or operate through different
sales and distribution models that could allow them to compete more successfully. For example, many of our suppliers
are manufacturers, some of whom compete with us by selling directly to customers. Furthermore, Internet-based
businesses may be able to offer the same product at a lower cost.

Most of our products are available from multiple sources, and our customers tend to have relationships with several
different distributors who can fulfill their orders. Our competitors could obtain exclusive rights to market particular
products, which we would then be unable to market. Manufacturers also could increase their efforts to sell directly to
end-users and thereby eliminate or reduce the role of distributors. These suppliers could sell their products at lower
prices and maintain a higher gross margin on the product sales than we can. Increased competition from any supplier
of dental or animal health products could significantly reduce our market share and adversely impact our financial
results.

Industry consolidation among suppliers, price competition, the unavailability of products, or the emergence of new
competitors also could increase competition. There has also been increasing consolidation among manufacturers,
which could have a material adverse effect on our margins and product availability. This consolidation could cause the
industry to become more competitive as greater economies of scale are achieved by competitors, or as competitors
with new lower cost business models are able to operate with lower prices and gross profit on products. These
competitive pressures could adversely affect our sales and profitability. Our failure to compete effectively may limit
and/or reduce our revenue, profitability and cash flow.

We may be unable to successfully integrate the operations of Animal Health International, Inc. or realize targeted cost
savings and other benefits of the acquisition.

In June 2015, we acquired Animal Health International, Inc. Achieving the targeted benefits of the acquisition will
depend in part upon whether we can integrate Animal Health International, Inc.’s businesses in an efficient and
effective manner. We may not be able to accomplish this integration process smoothly or successfully. The necessity
of coordinating geographically separated organizations, systems and facilities and addressing possible differences in
business backgrounds, corporate cultures and management philosophies may increase the difficulties of integration.
We and Animal Health International, Inc. operate numerous systems, including those involving management
information, purchasing, accounting and finance, sales, billing, and regulatory compliance. Moreover, the integration
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of our respective operations will require the dedication of significant management resources, which is likely to distract
management’s attention from day-to-day operations. Employee uncertainty and lack of focus during the integration
process may also disrupt our business and result in undesired employee attrition. An inability of management to
successfully integrate the operations of the two companies could have a material adverse effect on our business,
results of operations and financial condition.
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In addition, our actual cost-savings could differ materially from our initial estimates of synergies to be realized from
the Animal Health International, Inc. acquisition. Actual cost-savings, the costs required to realize the cost-savings
and the source of the cost-savings could differ materially from our estimates, and we cannot assure you that we will
achieve cost-savings, or that these cost-savings programs will not have other adverse effects on our business.

Finally, we may not be able to achieve the targeted operating or long-term strategic benefits of the Animal Health
International, Inc. acquisition. An inability to realize the full extent of, or any of, the anticipated benefits of the
Animal Health International, Inc. acquisition, as well as any delays encountered in the integration process, could have
an adverse effect on our business, results of operations and financial condition.

General economic conditions could adversely affect our operating results and financial condition.

Uncertain weak economic conditions in the U.S. or global economy, or an uncertain economic outlook, could
materially adversely affect our operating results and financial condition. These uncertainties, including, among other
things, sovereign debt levels, the inability of political institutions to effectively resolve actual or perceived economic,
currency or budgetary crises or issues, consumer confidence, election results, unemployment levels (and a
corresponding increase in uninsured and underinsured population), interest rates, availability of capital, fuel and
energy costs, tax rates, healthcare costs and the threat or outbreak of terrorism or public unrest, could adversely impact
our customers and suppliers, which could materially adversely affect us. Changes in government, government debt
and/or budget crises may lead to reductions in government spending in certain countries and/or higher income or
corporate taxes, which could depress spending overall. In addition, recessionary conditions and depressed levels of
consumer and commercial spending may cause customers to reduce, modify, delay, or cancel purchasing our products
and services, and a prolonged period of economic instability could reduce their ability to make payments.
Furthermore, such conditions could cause our suppliers to reduce their production, decrease their number of product
offerings, or change their terms of sale to us. Increasing commodity prices may also increase our cost of operations,
either directly through increased energy costs or indirectly through what we are charged by our suppliers.
Recessionary economic conditions could also cause changes in our product mix as our customers prioritize
established, low-margin products rather than innovative, high-margin products, which could reduce our profit margin.
Disruption to our distribution capabilities, including service issues with our third-party shippers, could materially
adversely affect our results.

Weather, natural disaster, fire, terrorism, pandemic, strikes, geopolitical events or other reasons could impair our
ability to distribute our products and conduct our business. If we are unable to manage effectively such events if they
occur, there could be a material adverse effect on our business, financial condition or results of operations. Similarly,
strikes or other service interruptions by third-party shippers could cause our operating expenses to rise and materially
adversely affect our ability to deliver products on a timely basis. Our ability to provide same-day shipping and
next-day delivery is an integral component of our business strategy and any such disruption could adversely impact
our business, financial condition or results of operations.

We are dependent on our relationships with our sales representatives, service technicians and our customers.

The inability to attract or retain qualified employees, particularly sales representatives and service technicians who
relate directly with our customers, or our inability to build or maintain relationships with customers in the dental and
animal health markets, may have an adverse effect on our business. Due to the specialized nature of many of our
products and services, generally only highly qualified and trained personnel have the necessary skills to market such
products and provide such services. These individuals develop relationships with our customers that could be
damaged if these employees are not retained. We face intense competition for the hiring of these professionals, and
many professionals in the field that may otherwise be attractive candidates for us to hire may be bound by
non-competition agreements with our competitors. Any failure on our part to hire, train and retain a sufficient number
of qualified professionals would damage our business.

We are dependent on our suppliers because we do not manufacture the majority of the products we sell.

Interruptions in supply could adversely affect our operating results. If a supplier is unable to deliver product in a
timely and efficient manner, whether due to financial difficulties, natural disasters or other reasons, we could
experience lost sales. We generally do not have long-term contracts with our suppliers that commit them to producing
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products for us and there is considerable concentration within our animal health and dental businesses with a few key
suppliers. In addition, because we generally do not control the actual production of the products we sell, we may be
subject to delays caused by interruption in production based on conditions outside of our control, including the failure
to comply with applicable government requirements. The failure of manufacturers of products regulated by the FDA
or other governmental agencies to meet these
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requirements, could result in product recall, cessation of sales or other market disruptions. An extended interruption in
the supply of our products would have an adverse effect on our results of operations.

In addition, a portion of our products is sourced, directly or indirectly, from outside the U.S. Political or financial
instability, increased tariffs, restrictions on trade, currency exchange rates, labor unrest, outbreak of pandemics or
other events could slow distribution activities, affect foreign trade beyond our control and adversely affect our results
of operations.

Material changes in our purchasing relationship with suppliers could have a material adverse effect on our business.
Our ability to sustain our gross profits depends, in part, on the structure of our relationship with our suppliers. Such
relationships are subject to change from time to time, such as changing from a “buy/sell” to an agency relationship, or
from an agency to a “buy/sell” relationship, either of which could adversely affect our revenues and operating income.
Suppliers may also choose to change the method in which products are taken to market. A supplier may change our
relationship from a complete distribution provider, including logistics and sales support, to only a logistics provider,
or only a sales support provider. A reduction in our role as a value-added service provider would result in reduced
margins on product sales, which could have a material adverse effect on our business, financial condition or results of
operations.

Patterson’s continued success is substantially dependent on positive perceptions of Patterson’s reputation.

One of the reasons why customers choose to do business with Patterson and why employees choose Patterson as a
place of employment is the reputation that Patterson has built over many years. To be successful in the future,
Patterson must continue to preserve, grow and leverage the value of Patterson’s brand. Reputational value is based in
large part on perceptions of subjective qualities. Even an isolated incident, or the aggregate effect of individually
insignificant incidents, can erode trust and confidence, particularly if they result in adverse publicity, governmental
investigations or litigation, and as a result, could tarnish Patterson’s brand and lead to adverse effects on our business,
financial condition and results of operations.

Risks inherent in acquiring other businesses could offset the anticipated benefits of such acquisitions and we may face
difficulty in efficiently and effectively integrating acquired businesses.

As a part of our business strategy, we have acquired businesses in the ordinary course and expect to continue
acquiring businesses in the future. These acquisitions can involve a number of risks and challenges, any of which
could cause significant operating inefficiencies and adversely affect our growth and profitability, and may not result in
the benefits and revenue growth we expect. Such risks and challenges include underperformance relative to our
expectations and the price paid for the acquisition; unanticipated demands on our management and operational
resources; difficulty in integrating personnel, operations and systems; retention of customers of the combined
businesses; assumption of contingent liabilities; and acquisition-related earnings charges.

As we operate through two strategic business units, we consolidate the distribution, information technology, human
resources, financial and other administrative functions of those business units jointly to meet their needs while
addressing distinctions in the individual markets of those segments. We may not be able to do so effectively and
efficiently.

Our ability to continue to make acquisitions will depend upon our success in identifying suitable targets, which
requires substantial judgment in assessing their values, strengths, weaknesses, liabilities and potential profitability, as
well as the availability of suitable candidates at acceptable prices, and whether restrictions are imposed by anti-trust or
other regulations.

Our acquired technology or developed technology may not be successful in maintaining existing customers or gaining
new customers, or the technology may fail to produce its intended results.

The process of acquiring or developing new technology products and solutions is inherently complex and uncertain. It
requires accurate anticipation of customers’ changing needs and emerging technological trends. We must make
long-term investments and commit significant resources before knowing whether these investments will eventually
result in products or services that achieve customer acceptance and generate the revenue required to provide desired
returns. If we fail to accurately anticipate and meet our customers’ needs through the development of new products and
technologies and service offerings or if we fail to adequately protect our intellectual property rights, or if our new
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products are not widely accepted or if our current or future products fail to meet applicable regulatory requirements,
we could lose customers to our competitors and that could materially and adversely affect our results of operations
and financial condition. In addition, if technology investments do not achieve the intended results, we may write-off
the investments, and we face the risk of claims from system users that the systems failed to produce the intended result
or negatively affected the operation of our customers’ businesses. Any such
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claims, even those without merit, could be expensive and time-consuming to defend, cause us to lose customers and
the associated revenue, divert management’s attention and resources, or require us to pay damages.
We are subject to a variety of litigation that could adversely affect our results of operations and financial condition.

We are subject to a variety of litigation incidental to our business, including product liability claims, intellectual
property claims, employment claims, commercial disputes, governmental inquiries and investigations, and other
matters arising out of the ordinary course of our business, including antitrust litigation. We also may be subject to
securities litigation. From time to time we are named as a defendant in cases as a result of our distribution of products.
Additionally, we own interests in companies that manufacture certain dental products. As a result, we are subject to
the potential risk of product liability or other claims relating to the manufacture and distribution of products by those
entities. Additionally, purchasers of private-label products may seek recourse directly from us, rather than the ultimate
product manufacturer, for product-related claims. Another potential risk we face in the distribution of our products is
liability resulting from counterfeit or tainted products infiltrating the supply chain. In addition, some of the products
that we transport and sell are considered hazardous materials. The improper handling of such materials or accidents
involving the transportation of such materials could subject us to liability. Defending against such claims may divert
our management’s attention, may be expensive, and may require that we pay damage awards or settlements or become
subject to equitable remedies that could adversely affect our financial condition and results of operations. A successful
claim brought against us in excess of available insurance or not covered by insurance or indemnification agreements,
or any claim that results in significant adverse publicity against us, could have a material adverse effect on our
business and our reputation. Furthermore, the outcome of litigation is inherently uncertain.

Changes in consumer preferences could adversely affect our business.

The demand for production animal health products is heavily dependent upon consumer demand for beef, dairy,
poultry and swine. The food industry in general is subject to changing consumer trends, demands and preferences.
Trends within the food industry change often and our failure to anticipate, identify or react to changes in these trends
could lead to, among other things, reduced demand and price reductions for our animal health products, and could
have a material adverse effect on our business. Moreover, even if we do anticipate and identify these trends, we may
be unable to react effectively. For example, changes in consumer diets may negatively affect consumer demand for
beef, dairy, poultry and/or swine, and therefore reduce the demand for our production animal health products which
could have a material adverse effect on our business.

In addition, there has been consumer concern and consumer activism with respect to the use of antibiotics and growth
promotants in animal feed. A sustained campaign of negative press resulting from media or consumer advocacy
groups, industry litigation, loss of export markets or other factors could adversely affect the public’s perception of the
industry as a whole, or lead to reluctance by consumers to buy protein or other products. Concern over the impact of
growth promotants on animal welfare could result in the removal from the market of products in that category,
adversely impacting our sales. In addition, heightened consumer concern over the use of antibiotics and growth
promotants in animal feed could result in increased government regulation in response to that concern. Any such event
may affect the growth of the production animal market and lead to a decrease in the sales of the products we
distribute, which could have a material adverse effect on our business, financial condition and results of operations.
From time to time, we experience changes in customer and product mix that affect gross margin. Changes in customer
and product mix result primarily from business acquisitions, changes in customer demand, customer acquisitions,
selling and marketing activities and competition. There can be no assurance that we will be able to maintain historical
gross margins in the future.

Our business may be directly and indirectly affected by the cyclicality of the livestock market, including the effect of
poor or unusual weather conditions, that could reduce demand for the production animal products we distribute.

Poor or unusual weather conditions can significantly affect the purchasing decisions of our production animal

customers. The timing and quantity of rainfall are two of the most important factors in agricultural production.
Drought can affect the availability and price of feed for livestock. Faced with a reduction in readily available feed or
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an increase in costs for such feed, our customers may decide to reduce herd size, which would ultimately decrease the
demand for the products we distribute, including micro feed ingredients, animal health products, dairy sanitation
solutions, as well as the development and implementation of systems for feed, health, information and production
animal management.
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The outbreak of an infectious disease within either the production animal or companion animal population could have
a significant adverse effect on our business and our results of operations.

An outbreak of disease affecting animals, such as foot-and-mouth disease, porcine epidemic diarrhea virus, Newcastle
disease, avian flu or bovine spongiform encephalopathy, commonly referred to as “mad cow disease,” could result in the
widespread destruction of affected animals and consequently result in a reduction in demand for animal health

products. In addition, outbreaks of these or other diseases or concerns of such diseases could create adverse publicity
that may have a material adverse effect on consumer demand for meat, dairy and poultry products, and, as a result, on
our customers’ demand for the products we distribute. It could also harm export markets for such products and lead to
increased government regulation. The outbreak of a disease among the companion animal population which could

cause a reduction in the demand for companion animals could also adversely affect our business.

An adverse change in supplier rebates could negatively affect our business.

The terms on which we purchase or sell products from many suppliers of animal health products may entitle us to
receive a rebate based on the attainment of certain growth goals. Suppliers may reduce or eliminate rebates offered
under their programs, or increase the growth goals or other conditions we must meet to earn rebates to levels that we
cannot achieve. Increased competition either from generic or equivalent branded products could result in us failing to
earn rebates that are conditioned upon achievement of growth goals. Additionally, factors outside of our control, such
as customer preferences, consolidation of suppliers or supply issues, can have a material impact on our ability to
achieve the growth goals established by our suppliers, which may reduce the amount of rebates we receive. The
occurrence of any of these events could have an adverse impact on our results of operations.

The formation of group purchasing organizations (“GPO”) or provider networks may place us at a competitive
disadvantage.

The formation of GPOs and provider networks may shift purchasing decisions to entities or persons with whom we do
not have a historical relationship. This may threaten our ability to compete effectively, which would in turn negatively
impact our financial results. Although we are seeking to obtain access to lower prices demanded by GPO contracts or
other contracts, and develop relationships with provider networks and new GPOs, we cannot assure that such terms
will be obtained or contracts will be executed.

Increases in over-the-counter sales of companion animal products, or sales of companion animal products from
non-veterinarian sources, could adversely affect our business.

Animal health products are becoming increasingly available to consumers at competitive prices from sources other
than veterinarians, including human health product pharmacies, Internet pharmacies and big-box retailers. Any
increase competition from such channels could have a material adverse effect on our business, financial condition or
results of operations.

Our international operations are subject to inherent risks that could adversely affect our operating results.

There are a number of risks inherent in foreign operations, including complex regulatory requirements, staffing and
management complexities, import and export costs, other economic factors and political considerations, all of which
are subject to unanticipated changes. Additionally, foreign operations expose us to foreign currency fluctuations.
Because our financial statements are denominated in U.S. dollars, changes in currency exchange rates between the
U.S. dollar and other currencies will have an impact on our income. Currency exchange rate fluctuations may
adversely affect our results of operations and financial condition. Furthermore, we generally do not hedge translation
exposure with respect to foreign operations.

The U.S. Health Care Reform Law could materially adversely affect our business.

Provisions of the U.S. Health Care Reform Law could have a material adverse effect on our business. Additionally,
further federal and state proposals for health care reform in the U.S. are likely, and foreign government authorities
may also adopt reforms of their health systems. We cannot predict what further reform proposals, if any, will be
adopted, when they may be adopted, or what impact they may have on us.
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Reporting and disclosure obligations under the Physician Payment Sunshine Act provisions of the Health Care Reform
Law increase the cost of our regulatory compliance.
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The Physician Payment Sunshine Act imposes reporting and disclosure requirements for drug and device
manufacturers with regard to payments or other transfers of value made to certain practitioners (including physicians,
dentists and teaching hospitals), and for such manufacturers and for group purchasing organizations, with regard to
certain ownership interests held by physicians in the reporting entity. Under the Physician Payment Sunshine Act we
are required to collect and report detailed information regarding certain financial relationships we have with
physicians, dentists and teaching hospitals. We may also be required to report under certain state transparency laws
that address circumstances not covered by the Physician Payment Sunshine Act, and some of these state laws, as well
as the federal law, can be ambiguous. We are also subject to foreign regulations requiring transparency of certain
interactions between suppliers and their customers. Our compliance with these new rules imposes additional costs on
us.

Failure to comply with existing and future U.S. and foreign laws and regulatory requirements could subject us to
claims or otherwise harm our business.

Our business is subject to requirements under various local, state, federal and international laws and regulations
applicable to the distribution of pharmaceuticals and medical devices, and human cells, tissue and cellular and
tissue-based products, also known as HCT/P products, and animal feed and supplements. Among other things, such
laws, and the regulations promulgated thereunder:

regulate the storage and distribution, labeling, packaging, handling, reporting, record keeping, introduction,
manufacturing and marketing of drugs, HCT/P products and medical devices;

subject us to inspection by the FDA and the DEA;

regulate the storage, transportation and disposal of certain of our products that are considered hazardous materials;
require us to advertise and promote our drugs and devices in accordance with applicable FDA requirements;

require registration with the FDA and the DEA and various state agencies;

require record keeping and documentation of transactions involving drug products;

require us to design and operate a system to identify and report suspicious orders of controlled substances to the DEA;
require us to manage returns of products that have been recalled and subject us to inspection of our recall procedures
and activities; and

impose reporting requirements if a pharmaceutical, HCT/P product or medical device causes serious illness, injury or
death.

Applicable federal, state, local and foreign laws and regulations also may require us to meet various standards relating
to, among other things, licensure or registration, sales and marketing practices, product integrity and supply tracking
to the manufacturer of the product, personnel, privacy and security of health or other personal information,
installation, maintenance and repair of equipment, and the importation and exportation of products. Our business also
is subject to requirements of similar and other foreign governmental laws and regulations affecting our operations
abroad.

The failure to comply with any of these regulations, or new interpretations of existing laws and regulations, or the
imposition of any additional laws and regulations, could materially adversely affect our business. Allegations by a
governmental body that we have not complied with these laws could have a material adverse effect on our business. If
it is determined that we have not complied with these laws, we are potentially subject to penalties including warning
letters, civil and criminal penalties, mandatory recall of product, seizure of product and injunction, consent decrees,
and suspension or limitation of product sale and distribution. If we enter into settlement agreements to resolve
allegations of non-compliance, we could be required to make settlement payments or be subject to civil and criminal
penalties, including fines and the loss of licenses. Non-compliance with government requirements could adversely
affect our ability to participate in federal and state government health care programs, and damage our reputation.
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If we fail to comply with laws and regulations relating to health care fraud or other laws and regulations, we could
suffer penalties or be required to make significant changes to our operations, which could materially adversely affect
our business.

We are subject to federal and state (and similar foreign) health care fraud and abuse, referral and reimbursement laws
and regulations. Some of these laws, referred to as “false claims laws,” prohibit the submission or causing the
submission of false or fraudulent claims for reimbursement to federal, state and other health care payers and programs.
Other laws, referred to as “anti-kickback laws,” prohibit soliciting, offering, receiving or paying remuneration in order
to induce the referral of a patient or ordering, purchasing, leasing or arranging for or recommending ordering,
purchasing or leasing, of items or services that are paid for by federal, state and other health care payers and programs.
Health care fraud measures may implicate, for example, our relationships with pharmaceutical manufacturers, our
pricing and incentive programs for physician and dental practices, and our dental and physician practice management
products that offer billing-related functionality.

If we fail to comply with laws and regulations relating to the confidentiality of sensitive personal information or
standards in electronic health data transmissions, we could be required to make significant changes to our products, or
incur substantial fines, penalties or other liabilities.

Our dental practice management products include electronic information technology systems that store and process
personal health, clinical, financial and other sensitive information of individuals. These information technology
systems may be vulnerable to breakdown, wrongful intrusions, data breaches and malicious attack, which could
require us to expend significant resources to eliminate these problems and address related security concerns, and could
involve claims against us by private parties and/or governmental agencies. For example, we are directly or indirectly
subject to numerous federal, state, local and foreign laws and regulations that protect the privacy and security of such
information, such as HIPAA. HIPAA requires, among other things, the implementation of various recordkeeping,
operational, notice and other practices intended to safeguard that information, limit its use to allowed purposes and
notify individuals in the event of privacy and security breaches. Failure to comply with these laws and regulations
could expose us to breach of contract claims, substantial fines, penalties and other liabilities and expenses, costs for
remediation and harm to our reputation. Also, evolving laws and regulations in this area could restrict the ability of
our customers to obtain, use or disseminate patient information, or could require us to incur significant additional
costs to re-design our products in a timely manner to reflect these legal requirements, either of which could have a
material adverse effect on our results of operations.

Risks generally associated with our information systems and cyber-security attacks could adversely affect our results
of operations.

We rely on information systems (“IS”) in our business to obtain, rapidly process, analyze and manage data to, among
other things:

facilitate the purchase and distribution of thousands of inventory items through numerous fulfillment centers;

receive, process and ship orders on a timely basis;

accurately bill and collect from thousands of customers;

process payments to suppliers; and

provide products and services that maintain certain of our customers’ electronic medical or dental records (including
protected health information of their human patients).

Our IS are vulnerable to natural disasters, power losses, computer viruses, telecommunication failures and other
problems. In addition, information security risks have generally increased in recent years. Increased IS security threats
and more sophisticated computer crime, including advanced persistent threats, pose a potential risk to the security of
our IS, customers and other business partners, as well as the confidentiality, availability, and integrity of our data,
customers and other business partners. A cyber-security attack that bypasses our IS security causing an IS security
breach may lead to a material disruption of our IS and/or the loss of business information, which could adversely
affect our business. These risks may include, among others, the following:

future results could be adversely affected due to the theft, destruction, loss, misappropriation or release of confidential
data or intellectual property;
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operational or business delays resulting from the disruption or damage of IS and subsequent clean-up and mitigation
activities, including our ability to process orders, maintain proper levels of inventories, collect accounts receivable
and disburse funds;

negative publicity resulting in reputation or brand damage with our customers, suppliers or industry peers; and
lawsuits for, or regulatory proceedings relating to, a breach of personal financial and health information belonging to
our customers and their patients.

We also deliver Internet-based services and, accordingly, depend on our ability and the ability of our customers access
the Internet. In the event of any difficulties, outages or delays by Internet service providers, we may be impeded from
providing such services, which may have a material adverse effect on our business and our reputation.

Our results of operations and cash flows could be adversely affected if our IS are interrupted, damaged by unforeseen
events, incur cyber-security attacks or fail for any extended period of time. If our business continuity plans do not
provide effective alternative processes on a timely basis, we may suffer interruptions in our ability to manage or
conduct our operations, which may adversely affect our business. We may need to expend additional resources in the
future to continue to protect against, or to address problems caused by, any business interruptions or data security
breaches.

Breaches of information systems security could damage our reputation, disrupt operations, increase costs and/or
decrease revenues.

We collect and store confidential information from customers so that they may, among other things, purchase products
or services, enroll in promotional programs, register on our websites or otherwise communicate or interact with us.
We also acquire and retain information about suppliers, employees and others in the normal course of business. We
may be unable to protect sensitive data and/or the integrity of our IS. In addition, compliance with evolving privacy
and information security laws and standards may result in significant additional expense due to increased investment
in technology and the development of new operational processes. We could be subject to liability for failure to comply
with these laws and standards, failure to protect information, or failure to respond appropriately to an incident or
misuse of information, including use of information for unauthorized marketing purposes.

The products we sell are subject to market and technological obsolescence; our software products may contain
undetected errors or bugs when released.

Some of the products we distribute are subject to technological obsolescence outside of our control, since we do not
manufacture the majority of the products we sell. If our customers discontinue purchasing a given product, we might
have to record expense related to the diminution in value of inventories we have in stock, and depending on the
magnitude, that expense could adversely impact our operating results.

Furthermore, we cannot be sure that we will be successful in introducing and marketing new software, software
enhancements, or e-services, or that such software, software enhancements and e-services will be released on time or
accepted by the market. Our software and applicable e-services products, like software products generally, may
contain undetected errors or bugs when introduced, or as new versions are released. We cannot be sure that future
problems with post-release software errors or bugs will not occur. Any such defective software may result in increased
expenses related to the software and could adversely affect our relationships with the customers using such software,
as well as our reputation. We do not have any patents on our software or e-services, and rely upon copyright,
trademark and trade secret laws, as well as contractual and common-law protections. We cannot provide assurance
that such legal protections will be available or enforceable to protect our software or e-services products.

Volatility in the financial markets could adversely affect our operating results and financial condition.

Volatility and other disruptions in the financial markets could adversely affect the cost and availability of credit to us,
as well as the cost of, and ability to sell, finance contracts we receive from customers to outside financial institutions.
Reduced access to capital for our customers limits the amount of investment that they can make in their businesses,
and with limited investment by the customer, our revenue from equipment sales could be adversely affected.
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The market price for our common stock may be highly volatile.

The market price for our common stock may be highly volatile. A variety of factors may have a significant impact on
the market price of our common stock, including:

the publication of earnings estimates or other research reports and speculation in the press or investment community;
changes in our industry and competitors;

changes in government or legislation;

our financial condition, results of operations and cash flows and prospects;

stock repurchases;

any future issuances of our common stock, which may include primary offerings for cash, stock splits, issuances in
connection with business acquisitions, issuances of restricted stock/units and the grant or exercise of stock options
from time to time;

eeneral market and economic conditions; and

any outbreak or escalation of hostilities in areas where we do business.

In addition, the NASDAQ Stock Market can experience extreme price and volume fluctuations that can be unrelated
or disproportionate to the operating performance of the companies listed on NASDAQ. Broad market and industry
factors may negatively affect the market price of our common stock, regardless of actual operating performance. In
the past, following periods of volatility in the market price of a company’s securities, securities class action litigation
has often been instituted against companies. This type of litigation, if instituted, could result in substantial costs and a
diversion of management’s attention and resources, which could have a material adverse effect on our business.

Our future success depends on our leadership development and succession planning.

Our success depends, in large part, on our ability to recruit skilled personnel, and then identify and train our personnel
to transition into key roles to support the long-term growth of our business. While our Board of Directors and
management actively monitor our succession plans and processes, our business could suffer if we lose key personnel
unexpectedly. In addition, competition for senior management is intense and we may not be successful in attracting
and retaining key personnel.

If we experience significant disruptions in our operations during our enterprise resource planning implementation, our
business may be adversely affected.

We depend on our information technology systems for the efficient functioning of our business, including accounting,
data storage, purchasing and inventory management. We are working on implementing a new enterprise resource
planning system (“ERP”) across our significant operating locations. We expect that the ERP will take three to four years
to implement and will require the investment of significant human and financial resources. During implementation, we
may encounter difficulties in operating our business, which could disrupt our operations, including our ability to
timely ship and track customer orders, determine inventory requirements, manage our supply chain, and otherwise
adequately service our customers, and lead to increased costs and other difficulties. If we experience significant
disruptions during our ERP implementation, we may not be able to repair our systems in an efficient and timely
manner. Accordingly, such events may disrupt or reduce the efficiency of our entire operation and have a material
adverse effect on our operating results and cash flows.

We may be required to record a significant charge to earnings if our goodwill or other intangible assets become
impaired.

Our balance sheet includes goodwill and other identifiable intangible assets. If impairment of our goodwill or other
identifiable intangible assets is determined, we may be required to record a significant charge to earnings in the period
of such determination under U.S. generally accepted accounting principles (GAAP).
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Our credit agreement contains restrictive covenants, which limit our business and financing activities.

In order to fund our financial obligations in connection with the Animal Health International, Inc. acquisition, we
entered into a credit agreement, which includes customary covenants that impose restrictions on our business and
financing activities, subject to certain exceptions or the consent of our lenders, including, among other things, limits
on our ability to incur additional debt, create liens, enter into merger, acquisition and divestiture transactions, pay
dividends and engage in transactions with affiliates. The credit agreement contains certain customary affirmative
covenants, including a requirement that we maintain a maximum consolidated leverage ratio and a minimum
consolidated interest coverage ratio, and customary events of default. Our ability to comply with these covenants may
be adversely affected by events beyond our control, including economic, financial and industry conditions. A breach
of the credit agreement covenants may result in an event of default, which could allow our lenders to terminate the
commitments under the credit agreement, declare all amounts outstanding under the credit agreement (if any), together
with accrued interest, to be immediately due and payable and exercise other rights and remedies. If this occurs, we
may not be able to refinance the accelerated indebtedness on acceptable terms, or at all, or otherwise repay the
accelerated indebtedness.

Audits by tax authorities could result in additional tax payments for prior periods, and tax legislation could materially
adversely affect our financial results and tax liabilities.

The amount of income taxes we pay is subject to ongoing audits by U.S. federal, state and local tax authorities and by
non-U.S. tax authorities. If these audits result in assessments different from our reserves, our future results may
include unfavorable adjustments to our tax liabilities.

We are subject to the tax laws and regulations of the U.S. federal, state and local governments, as well as foreign
jurisdictions. From time to time, various legislative initiatives may be proposed that could materially adversely affect
our tax positions. There can be no assurance that our effective tax rate will not be materially adversely affected by
legislation resulting from these initiatives. In addition, tax laws and regulations are extremely complex and subject to
varying interpretations. Although we believe that our historical tax positions are sound and consistent with applicable
laws, regulations and existing precedent, they can be no assurance that our tax positions will not be challenged by
relevant tax authorities or that we would be successful in any such challenge.

We are exposed to the risk of changes in interest rates.

Our balance sheet includes certain non-current assets that are sensitive to movements in short-term interest rates. The
variable rates are comprised of both LIBOR and commercial paper rates plus a spread and reset on certain dates, as set
forth in the respective agreements. In addition, our balance sheet includes fixed rate long-term debt, whose fair value
could be adversely affected by movements in interest rates. We finance purchases by our customers using finance
contracts that are issued at fixed interest rates, and sell these contracts under various funding arrangements that are
priced using variable interest rates. Sudden and dramatic changes in the interest rates within relevant markets could
adversely affect our results of operations.

Our governing documents, other documents to which we are a party, and Minnesota law may discourage takeovers
and business combinations that our shareholders might consider to be in their best interests.

Anti-takeover provisions of our articles of incorporation, bylaws, and Minnesota law could diminish the opportunity
for shareholders to participate in acquisition proposals at a price above the then current market price of our common
stock. For example, while we have no present plans to issue any preferred stock, our Board of Directors, without
further shareholder approval, may issue up to approximately 30 million shares of undesignated preferred stock and fix
the powers, preferences, rights and limitations of such class or series, which could adversely affect the voting power
of our common stock. Further, as a Minnesota corporation, we are subject to provisions of the Minnesota Business
Corporation Act, or MBCA, regarding “control share acquisitions” and “business combinations.” We may, in the future,
consider adopting additional anti-takeover measures. The authority of our Board of Directors to issue undesignated
preferred stock and the anti-takeover provisions of the MBCA, as well as any future anti-takeover measures adopted
by us, may, in certain circumstances, delay, deter or prevent takeover attempts and other changes in control of our
company not approved by our Board of Directors.

In addition, our Amended and Restated Equity Incentive Plan provides that awards issued under that plan are fully
vested and all restrictions on the awards lapse in the event of a change in control, as defined in such plan.
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Additionally, our Capital Accumulation Plan provides that on an event of acceleration, as defined in the plan, the
restrictions on shares of restricted stock lapse and such stock becomes fully vested. An event of acceleration occurs if
(a) a person has acquired a beneficial ownership interest in 30% or more of the voting power of our company, (b) a
tender offer is made to acquire 30% or more of our company, (c) a solicitation subject to Rule 14a-11 of the Exchange
Act relating to the election or removal of 50%
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or more of our Board of Directors occurs, or (d) our shareholders approve a merger, consolidation, share exchange,
division or sale of our company’s assets. Furthermore, if the surviving or acquiring company in a change in control
does not assume our company’s outstanding incentive awards or provide for their equivalent substitutes, our 2015
Omnibus Incentive Plan provides for accelerated vesting of incentive awards following a change in control upon the
termination of the employee’s service and in certain other circumstances, provided such event occurs within two years
of a change in control.

Item 1B. UNRESOLVED STAFF COMMENTS

None.

Item 2. PROPERTIES

We own our principal executive offices in St. Paul, Minnesota, and the majority of our distribution and manufacturing
facilities. Leases of other distribution, manufacturing and administrative facilities generally are on a long-term basis,
expiring at various times, with options to renew for additional periods. Most sales offices are leased for varying and
usually shorter periods, with or without renewal options. We believe our properties are in good operating condition
and are suitable for the purposes for which they are being used.

Patterson Logistics Services

The majority of assets we use to distribute product are owned and operated by Patterson Logistics Services, Inc.
(“PLSTI”), a wholly-owned subsidiary, which operates the distribution function for the benefit of our dental and animal
health supply segments in the U.S. PLSI also advises on the operations of our fulfillment centers outside of the U.S.,
but these properties are not owned by PLSI. In addition, PLSI operates fulfillment centers pursuant to the transition
services agreement discussed under Discontinued Operations in Part I, Item 1.

As of April 30, 2016, PLSI operated the following 15 fulfillment centers (eight primary centers) totaling 1.1 million
square feet:

¢wo dental fulfillment centers (Hawaii and Texas);

four animal health fulfillment centers (Alabama, Colorado and Texas (two));

seven fulfillment centers that distribute dental and animal health products (California, Florida, Indiana, Iowa,
Pennsylvania, South Carolina and Washington); and

¢wo fulfillment centers pursuant to the transition services agreement.

Approximately 90% of the PLSI fulfillment center space is owned.

Dental Supply

In addition to the locations operated by PLSI, Patterson Dental utilizes an owned location in Illinois to manufacture
and ship printed office products. Dental supply operations in Canada are supported by fulfillment centers located in
Quebec and Alberta. This segment is headquartered in our principal executive offices, and maintains sales and
administrative offices at approximately 80 locations across 40 states in the U.S. and 10 locations in Canada, the
majority of which are leased. In addition, this segment operates the Patterson Technology Center, a state-of-the-art,
100,000 square-foot facility in Effingham, Illinois.

Animal Health Supply

In addition to the locations operated by PLSI, Patterson Animal Health has approximately 100 properties located in
the U.S. and Canada, the majority of which are leased. In the U.S., these properties are in 68 locations across 27
states, and comprise fulfillment centers, storage locations, sales and administrative offices, retail stores and call
centers. In Canada, animal health supply operations are supported by two fulfillment centers located in Alberta and
Ontario. The segment’s operations in the U.K. are supported by a primary distribution facility in Stoke-on-Trent and
an additional nine depots used as secondary distribution points throughout the U.K. The headquarters for the animal
health supply segment are located in a leased office in Greeley, Colorado.
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Item 3. LEGAL PROCEEDINGS

In September 2015, we were served with a summons and complaint in an action commenced in the U.S. District Court
for the Eastern District of New York, entitled SourceOne Dental, Inc. v. Patterson Companies, Inc., Henry Schein,
Inc. and Benco Dental Supply Company, Civil Action No. 15-cv-05440-JMA-GRB. SourceOne, as plaintiff, alleges
that, through its website, it markets and sells dental supplies and equipment to dentists. SourceOne alleges in the
complaint, among other things, that we, along with the defendants Henry Schein and Benco, conspired to eliminate
plaintiff as a competitor and to exclude them from the market for the marketing, distribution and sale of dental
supplies and equipment in the U.S. and that defendants unlawfully agreed with one another to boycott dentists,
manufacturers, and state dental associations that deal with, or considered dealing with, plaintiff. Plaintiff asserts the
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