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This prospectus supplement relates to an effective registration statement under the Securities Act of 1933, but is not complete and may be
changed. This prospectus supplement and the accompanying prospectus are not an offer to sell these securities and they are not soliciting an
offer to buy these securities in any state where the offer or sale is not permitted.

SUBJECT TO COMPLETION
PRELIMINARY PROSPECTUS SUPPLEMENT DATED SEPTEMBER 12, 2007
PROSPECTUS SUPPLEMENT (Subject to Completion)

(To Prospectus dated August 30, 2007)

8,000,000 shares

COMMON STOCK

We are offering 8,000,000 shares of common stock pursuant to this prospectus supplement and accompanying prospectus.

HealthpointCapital Partners, L.P., our principal stockholder, has indicated that one of its funds, HealthpointCapital Partners II, L.P., has interest
in purchasing up to approximately $10 million of our common stock in this offering. However, because this indication of interest is not a binding
agreement or commitment to purchase, HealthpointCapital Partners II, L.P. may elect not to purchase any shares in this offering. The
underwriter will not be entitled to any discount or commission on any shares purchased by HealthpointCapital Partners II, L.P.

Our common stock is listed on the NASDAQ Global Market under the symbol ATEC . On September 11, 2007, the closing price of our common
stock was $3.52 per share.

Investing in our common stock involves risks. See _Risk Factors beginning on page S-6 of this prospectus supplement.

Per Share Total
Public offering price $ $
Underwriting discount $ $
Proceeds, before costs, to Alphatec Holdings, Inc. $ $

The underwriter may also purchase up to an additional 1,200,000 shares from us at the public offering price, less the underwriting discount,
within 30 days from the date of this prospectus supplement to cover any over-allotments. If the over-allotment option is exercised in full, we will
receive additional proceeds, before costs, of $

Delivery of the shares of common stock will be made on or about , 2007.

Neither the Securities and Exchange Commission nor any state securities commission has approved or disapproved of these securities or
determined if this prospectus supplement or the accompanying prospectus is truthful or complete. Any representation to the contrary is
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a criminal offense.

Canaccord Adams

The date of this prospectus supplement is , 2007
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WiEeRE You CaN FIND MORE INFORMATION

INCORPORATION OF DOCUMENTS BY REFERENCE

You should rely only on the information in this prospectus supplement, the accompanying prospectus and the documents incorporated
by reference. Neither we nor the underwriter has authorized anyone to provide you with additional or different information. The
information in these documents is accurate only as of their respective dates, regardless of the time of delivery of any document or of any
sale of common stock. Our business, financial condition, results of operations and prospects may have changed since the date on any
document. We are making offers to sell and seeking offers to buy shares of common stock only in jurisdictions where offers and sales are
permitted. You should not consider this prospectus supplement and the accompanying prospectus to be an offer to sell, or a solicitation
of an offer to buy, shares of common stock if the person making the offer or solicitation is not qualified to do so or if it is unlawful for
you to receive the offer or solicitation.

(e N S Y IV BN S

We are offering to sell, and are seeking offers to buy, the common stock only in jurisdictions where offers and sales are permitted. The
distribution of this prospectus supplement and the accompanying prospectus and the offering of the common stock in certain
jurisdictions may be restricted by law. Persons outside the United States who come into possession of this prospectus supplement and
the accompanying prospectus must inform themselves about and observe any restrictions relating to the offering of the common stock
and the distribution of this prospectus supplement and the accompanying prospectus outside the United States. This prospectus
supplement and the accompanying prospectus do not constitute, and may not be used in connection with, an offer to sell, or a solicitation
of an offer to buy, any securities offered by this prospectus supplement and the accompanying prospectus by any person in any
jurisdiction in which it is unlawful for such person to make such an offer or solicitation.
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ABOUT THIS PROSPECTUS SUPPLEMENT

Unless the context otherwise requires, Alphatec Holdings, the Company, we, us, our and similar names refer to Alphatec Holdings, Inc. and
subsidiaries.

This document is in two parts. The first part is this prospectus supplement, which describes the terms of the offering and also adds to and

updates information contained in, or incorporated by reference into, the accompanying prospectus. The second part is the accompanying
prospectus, which provides more general information. To the extent there is a conflict between the information contained in this prospectus
supplement, on the one hand, and the information contained in the accompanying prospectus or in the previously filed documents incorporated
by reference, on the other hand, you should rely on the information in this prospectus supplement. It is also important for you to read and
consider all information contained in this prospectus supplement and the accompanying prospectus, including the documents we have referred
you to in the sections entitled Where You Can Find More Information and Incorporation of Documents by Reference in the prospectus. The
information incorporated by reference is considered part of this prospectus supplement, and information we file later with the Securities and
Exchange Commission, or SEC, may automatically update and supersede this information.

We further note that the representations, warranties and covenants made by us in any agreement that is filed as exhibit to any document that is
incorporated by reference in the accompanying prospectus were made solely for the benefit of the parties to such agreement, including, in some
cases, for the purpose of allocating risk among the parties to such agreements, and should not be deemed to be a representation, warranty or
covenant to you. Moreover, such representations, warranties or covenants were accurate only as of the date when made and were qualified by
certain schedules of exceptions that were not filed. Accordingly, such representations, warranties and covenants should not be relied on as
accurately representing the current state of our affairs.

S-1
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PROSPECTUS SUPPLEMENT SUMMARY

This summary highlights information contained elsewhere in this prospectus supplement, the accompanying prospectus and the documents
incorporated by reference. This summary does not contain all of the information that you should consider before deciding to invest in our
common stock. You should read this entire prospectus supplement and the accompanying prospectus carefully, including the section entitled

Risk Factors beginning on page S-6 and our consolidated financial statements and the related notes and the other information incorporated
by reference into the accompanying prospectus before making an investment decision.

Business Overview

We are a medical technology company focused on the design, development, manufacturing and marketing of products for the surgical treatment
of spine disorders. We collaborate and contract with surgeons to design and develop products to treat disorders of the spine, which we
manufacture and currently market in the United States and Japan. To date, our principal product offering has been primarily focused on the
global market for spine fusion products, which is estimated by the Company to be more than $5.9 billion.

Our broad product portfolio includes a variety of spinal implant products and systems focused on solutions addressing the cervical,
thoracolumbar, intervertebral, minimally invasive, motion preservation and allograft markets. Our principal product offering includes a wide
variety of spinal implant products and systems comprised of components such as pedicle screws, spinal spacers and plates. Our products and
systems are made of titanium, titanium alloy, stainless steel and a strong, heat resistant, radiolucent, biocompatible plastic called
polyetheretherketone, or PEEK. We also sell spacers made of allograft, a precision-milled and processed human bone that surgeons can use in
place of metal and synthetic materials in spine fusion procedures. In addition, we design, manufacture and distribute instruments used by
surgeons to implant our products during surgery. We believe that our products and systems have enhanced features and benefits that make them
attractive to surgeons and that our broad portfolio of products and systems provide a comprehensive solution for the safe and successful surgical
treatment of spine disorders. All of our currently marketed implants have been cleared by the U.S. Food and Drug Administration, or the FDA,
and these products have been used in over 4,500 and 7,500 spine fusion surgeries in 2005 and 2006, respectively.

Recent Developments

In September 2007, we executed an exclusive worldwide license with Stout Medical Group LP for a vertebroplasty technology system and
implant called the V-Stent . The V-Stent is an expandable titanium cage which can be implanted minimally invasively into a vertebral body to
treat compression fractures of the vertebral body. We believe that the V-Stent has the potential to overcome one of the primary complications of
vertebroplasty, which is the extrusion of bone cement into the spinal canal or venous system. The V-Stent is currently in the prototype phase and
we will jointly develop the technology with the licensor.

S-2
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Our mission is to be a leading provider of innovative technologies and comprehensive solutions for the surgical treatment of spine disorders. We
intend to achieve this goal by, among other things, providing unmatched service to, and taking scientific direction from, surgeons. Surgeons
make the ultimate decision as to whether our products are used in a surgical procedure. Accordingly, we view our relationship with the surgeon
community and our in-house manufacturing capabilities as integral components of our strategy.

The key elements of our strategy are:

Provide a Full Range of Spine Disorder Products and Expand Our Product Offering in Underserved and Rapidly Growing Segments
of the Market. We currently offer a full range of spinal devices and surgical instruments used in spine fusion. We believe that this
comprehensive approach enables us to maximize our revenue for each procedure by fulfilling a greater portion of a surgeon s spine
fusion product needs. We intend to continue to enhance our product offering by developing technologies that we can market through
our sales organization to our established surgeon base and surgeons not yet using our products. We intend to further fulfill our
mission by creating solutions to address the demographic trend towards an older population and the unique spine issues facing such
patients. We will focus on less invasive implants and techniques, adult onset deformity solutions, vertebral compression fractures and
osteoporatic patients (which represent a large underserved market segment). We believe that our strategic focus in underserved areas
will offer us increased revenue and deeper market penetration.

Develop Innovative Products and Solutions in Conjunction with Surgeons. One of our core competencies is our ability to develop
and commercialize creative spinal devices and instruments that incorporate information and feedback from surgeons. We will
collaborate with surgeons to help us to enhance our current products and develop innovative technologies. We believe that our
short-term and long-term product pipeline will offer us increased revenue opportunities by addressing a wider range of spine
disorders, while improving surgeon satisfaction and patient outcomes.

Selectively License or Acquire Complementary Spine Products and Technologies. In addition to building our product portfolio
through internal product development efforts, we intend to selectively license or acquire complementary spine products and
technologies. By licensing or acquiring complementary products and technologies, we believe we can leverage our expertise at
bringing new products to market and provide additional marketing opportunities for our sales organization.

Focus on Rapid Responsiveness and Total Surgeon Satisfaction. We believe that our focus on rapid responsiveness to surgeon needs
and the support we provide to surgeons differentiate us in the marketplace. We manufacture substantially all of our non-allograft
products at our facilities, which enables us to rapidly modify implants and instruments to satisfy surgeons needs and replenish
inventory on a daily basis. This allows us to rapidly respond to unexpected increases in market demand for our existing products.
Our ability to respond to surgeons needs through rapid prototyping and manufacturing of customized spinal devices and instruments
allows us to continually differentiate ourselves from our competitors. Responding quickly to the needs of surgeons is central to our
corporate culture and critical to our success.

Enhance U.S. Sales and Marketing Efforts. Our products are sold in the U.S. through a network of approximately 72 independent
distributors, which we believe employ approximately 180 agents, in addition to the 18 direct sales representatives and sales
executives that we employ. We continuously seek to increase the number and quality of our independent distributors and direct sales
representatives. We educate and support our independent distributors, often our first point of contact with surgeons, as if they were
part of our organization and in the same manner that we educate and support our direct sales representatives. We believe that this
strategy provides us with greater control over our marketing
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efforts, ensures that our sales force has a strong command of our technology, and enhances our relationship with, and ability to
respond to, the needs of surgeons. We believe these benefits will result in greater market penetration and increased sales.

Grow Our International Business. We currently have a strong presence in Japan. We plan to continue expanding our distribution
network and product offerings in that country. We also plan to obtain regulatory clearances and distribution networks in other areas
of the world where we can benefit from selling our products.

Corporate Information

We are a Delaware corporation. We were incorporated in March 2005. Our principal executive office is located at 2051 Palomar Airport Road,
Carlsbad, California 92011, and our telephone number is (760) 431-9286. We maintain a website at www.alphatecspine.com, where certain
information about us is available. Please note that the information contained on the website is not a part of this document.

Our logo and Alphatec are trademarks of Alphatec Holdings, Inc. Each of the other trademarks, trade names or service marks appearing in this
prospectus supplement belongs to its respective holder.
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The Offering

Unless otherwise indicated, all information in this prospectus supplement assumes that the underwriter does not exercise its over-allotment
option.

Common stock offered by us in this offering 8,000,000 shares

Common stock to be outstanding after the offering 44,541,870 shares

Over-allotment option 1,200,000 shares

Use of proceeds We expect to use the net proceeds from this offering for general

corporate purposes and working capital, including to obtain the
right to use products or intellectual property that are complementary
to our business; to acquire businesses, products or intellectual
property that are complementary to our business; to support our
research and development efforts; and to fund the clearance or
approval and subsequent commercialization of our near-term
product candidates.

Risk factors See Risk Factors beginning on page S-6 and other information
included in this prospectus supplement for a discussion of factors
you should carefully consider before deciding to invest in shares of
the common stock.

Nasdaq Global Market symbol ATEC
The information above is based on 36,541,870 shares of common stock outstanding as of September 1, 2007. It does not include:

1,139,307 shares of our common stock issuable upon exercise of stock options outstanding as of that date, at a weighted average
exercise price of $3.75; and

3,470,549 shares of our common stock available as of that date for future grant or issuance pursuant to our stock plan.
HealthpointCapital Partners, L.P., or HealthpointCapital, our principal stockholder, has indicated that one of its funds, HealthpointCapital
Partners II, L.P., has interest in purchasing up to approximately $10 million of our common stock in this offering. However, because this
indication of interest is not a binding agreement or commitment to purchase, HealthpointCapital Partners II, L.P. may elect not to purchase any
shares in this offering.
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RISK FACTORS

Investing in our common stock involves a high degree of risk. You should carefully consider the following risk factors and all other information
contained in this prospectus supplement and the accompanying prospectus and incorporated by reference into the accompanying prospectus
before purchasing our common stock. The risks and uncertainties described below are not the only ones facing us. Additional risks and
uncertainties that we are unaware of, or that we currently deem immaterial, also may become important factors that affect us. If any of such
risks or the risks described below occur, our business, financial condition or results of operations could be materially and adversely affected. In
that case, the trading price of our common stock could decline, and you may lose some or all of your investment.

Risks Related to Our Business and Industry

Our business plan relies on certain assumptions pertaining to the market for our products that, if incorrect, may adversely affect our growth
and profitability.

We allocate our design, development, manufacturing, marketing, management and financial resources based on our business plan, which
includes assumptions about various demographic trends and trends in the treatment of spine disorders and the resulting demand for our products.
However, these trends are uncertain. There can be no assurance that our assumptions with respect to an aging population with broad medical
coverage and longer life expectancy, which we expect to lead to increased spinal injuries and degeneration, are accurate. In addition, an
increasing awareness and use of non-invasive means for the prevention and treatment of back pain and rehabilitation purposes may reduce
demand for, or slow the growth of sales of, spine fusion products. A significant shift in technologies or methods used in the treatment of back
pain or damaged or diseased bone and tissue could adversely affect demand for some or all of our products. For example, pharmaceutical
advances could result in non-surgical treatments gaining more widespread acceptance as a viable alternative to spine fusion. The emergence of
new biological tissue-based or synthetic materials to facilitate regeneration of damaged or diseased bone and to repair damaged tissue could
increasingly minimize or delay the need for spine fusion surgery and provide other biological alternatives to spine fusion. New surgical
procedures could diminish demand for some of our products. The increased acceptance of emerging technologies that do not require spine
fusion, such as artificial discs and nucleus replacement, for the surgical treatment of spine disorders would reduce demand for, or slow the
growth of sales of, spine fusion products. If our assumptions regarding these factors prove to be incorrect or if alternative treatments to those
offered by our products gain further acceptance, then actual demand for our products could be significantly less than the demand we anticipate
for our products and we may not be able to achieve or sustain growth or profitability.

If we fail to properly manage our anticipated growth, our business could suffer.

We continue to experience rapid growth in, and we will continue to pursue rapid growth in, the number of surgeons using our products, the types
of products we offer and the number of states in which our products are sold. Such growth has placed and will continue to place significant
demands on our managerial, operational and financial resources and systems. We are currently focused on increasing the size and effectiveness
of our sales force and distribution network, marketing activities, research and development efforts, inventory management systems, management
team and corporate infrastructure. If we do not manage our growth effectively, the quality of our products, our relationships with physicians,
distributors and hospitals, and our reputation could suffer, which would have a material adverse effect on our business, financial condition and
results of operations. For example, in 2006, our revenues were adversely impacted by a sales force reorganization and a slower than expected
revenue ramp among newer distributors and recently hired direct sales professionals. We must attract and retain qualified personnel and
third-party distributors and manage and train them effectively. Personnel qualified in the design, development, production and marketing of our
products are difficult to find and hire, and enhancements of information technology systems to support our growth are difficult to implement.
We will also need to carefully monitor and manage our surgeon services, our manufacturing capabilities, quality assurance and
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efficiency, and the quality assurance and efficiency of our suppliers and distributors. This managing, training and monitoring will require
allocation of valuable management resources and significant expense. The efficient operation of our business is dependent on our management
information systems. We rely on our management information systems to effectively manage accounting and financial functions; manage order
entry, order fulfillment and inventory replenishment processes; and maintain our research and development data. Any failure of our management
information systems to perform as we anticipate could disrupt our business and product development and could result in decreased sales,
increased overhead costs, excess inventory and product shortages, causing our business and results of operations to suffer.

We may not be successful in manufacturing spine fusion products at the levels required to meet future market demand.

We are seeking to rapidly grow sales of our products and if we are successful, such growth may strain our ability to manufacture an increasingly
large supply of our products. We have never produced spine fusion products in quantities significantly in excess of our current production levels.
Manufacturers regularly experience difficulties in scaling up production and we may face such difficulties in increasing our production levels.
Moreover, we may not be able to manufacture our products with consistent and satisfactory quality or in sufficient quantities to meet demand.
Our failure to produce products of satisfactory quality or in sufficient quantities could hurt our reputation, cause hospitals, surgeons or
distributors to cancel orders or refrain from placing new orders for our products and reduce or slow growth of sales of our products. Increases in
our production volume also could make it harder for us to maintain control over expenses, manage our relationships with our suppliers, maintain
good relations with our employees or otherwise manage our business.

We are in a highly competitive market segment, face competition from large, well-established medical device companies with significant
resources, and may not be able to compete effectively.

The market for spine fusion products and procedures is intensely competitive, subject to rapid technological change and significantly affected by
new product introductions and other market activities of industry participants. In 2006, approximately 67% of U.S. spine fusion product
revenues were generated by Medtronic Sofamor Danek, Inc., a subsidiary of Medtronic, Inc., Depuy, Inc., a subsidiary of Johnson & Johnson,
and Synthes, Inc. Our competitors also include numerous other publicly traded companies and privately held companies.

Several of our competitors enjoy competitive advantages over us, including:

more established relationships with spine surgeons;

more established distribution networks;

broader spine surgery product offerings;

stronger intellectual property portfolios;

greater financial and other resources for product research and development, sales and marketing, and patent litigation;

greater experience in, and resources for, launching, marketing, distributing and selling products;

significantly greater name recognition as well as more recognizable trademarks for products similar to the products that we sell;

more established relationships with healthcare providers and payors;

Table of Contents 10



Edgar Filing: Alphatec Holdings, Inc. - Form 424B5

products supported by more extensive clinical data; and

greater experience in obtaining and maintaining FDA and other regulatory clearances or approvals for products and product
enhancements.
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In addition, at any time our current competitors or other companies may develop alternative treatments, products or procedures for the treatment
of spine disorders that compete directly or indirectly with our products, including ones that prove to be superior to our spine surgery products.
For these reasons, we may not be able to compete successfully against our existing or potential competitors. Any such failure could lead us to
modify our strategy, lower our prices, increase the commissions we pay on sales of our products and have a material adverse effect on our
business, financial condition and results of operations.

A large percentage of our revenues are derived from the sale of our polyaxial pedicle screws.

Net sales of our Zodiac polyaxial pedicle screws represented approximately 39.9% and 36.3% of our net sales for 2005 and for 2006,
respectively. A decline in sales of these screws, due to market demand, the introduction by a third party of a competitive product, an intellectual
property dispute involving these screws, or otherwise, would have a material adverse impact on our business, financial condition and results of
operations. Some of the technology related to our polyaxial pedicle screws is licensed to us. The loss of such license would prevent us from
manufacturing, marketing and selling our Zodiac polyaxial pedicle screws and other future products that may incorporate such technology,
which would have a material adverse effect on our business, financial condition and results of operations.

To be commercially successful, we must convince the spine surgeon community that our products are an attractive alternative to our
competitors products. If the spine surgeon community does not use our products, our sales will decline or we will be unable to increase our
sales and profits.

In order for us to sell our products, surgeons must be convinced that they are superior to competing products for use in spine fusion procedures.
Acceptance of our products depends on educating the spine surgeon community as to the distinctive characteristics, perceived benefits, safety
and cost-effectiveness of our products compared to our competitors products and on training surgeons in the proper application of our products.
If we are not successful in convincing the spine surgeon community of the merit of our products, our sales will decline and we will be unable to
increase our sales and will be unable to achieve and sustain growth or profitability.

There is a learning process involved for spine surgeons to become proficient in the use of our products. Although most spine surgeons may have
adequate knowledge on how to use most of our products based on their clinical training and experience, we believe that the most effective way
to introduce and build market demand for our products is by directly training spine surgeons in the use of the products. If surgeons are not
properly trained, they may misuse or ineffectively use our products. This may also result in unsatisfactory patient outcomes, patient injury,
negative publicity or lawsuits against us, any of which could have a material adverse effect on our business, financial condition and results of
operations.

Our sales and marketing efforts are largely dependent upon third parties who are free to market products that compete with our products.

In the United States, we currently sell our products primarily through a network of approximately 72 independent distributors, which we believe
employ approximately 180 agents. As a result, we are dependent upon the sales and marketing efforts of our independent distributors. We also
employ 38 direct sales representatives and executives, 18 of whom sell our products in the United States, 18 of whom sell our products in Japan
and two of whom sell our products in Hong Kong. We pay our independent distributors a commission based on their product placements and
sales. Certain of our independent distributors also market and sell the products of our competitors, and those competitors may have the ability to
influence the products that our independent distributors choose to market and sell. Our competitors may be able, by offering higher commission
payments or otherwise, to convince our independent distributors to terminate their relationships with us, carry fewer of our products or reduce
their sales and marketing efforts for our products.

As we launch new products and increase our marketing efforts with respect to existing products, we will need to expand our sales and marketing
organization. We plan to accomplish this by increasing our network of independent distributors and hiring additional direct sales representatives.
The establishment and development of
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a broader sales network and dedicated sales force may be expensive and time consuming. Because of the intense competition for their services,
we may be unable to recruit or retain additional qualified independent distributors and to hire additional direct sales representatives to work with
us. Often, our competitors enter into distribution agreements with independent distributors that require such distributors to exclusively sell the
products of our competitors. Further, we may not be able to enter into agreements with independent distributors on commercially reasonable
terms, if at all. Even if we do enter into agreements with additional independent distributors, it often takes 90 to 120 days for new distributors to
reach full operational effectiveness and such distributors may not generate revenue as quickly as we expect them to, commit the necessary
resources to effectively market and sell our products or ultimately be successful in selling our products. Our business, financial condition and
results of operations will be materially adversely affected if we do not retain our existing independent distributors and attract new, additional
independent distributors or if the marketing and sales efforts of our independent distributors and our own direct sales representatives are
unsuccessful.

We depend on various third-party suppliers, and in one case a single third-party supplier, for key raw materials used in our manufacturing
processes and the loss of these third-party suppliers, or their inability to supply us with adequate raw materials, could harm our business.

We use a number of raw materials, including titanium, titanium alloys, stainless steel, polyetheretherketone, or PEEK, and allograft, which is
human tissue donated by a third party. We rely from time to time on a number of suppliers and in one case on a single source vendor,

Invibio, Inc. We have a supply agreement with Invibio, pursuant to which it supplies us with PEEK, a biocompatible plastic that we use in some
of our spacers. Invibio is still currently the only company approved to distribute PEEK in the United States for use in implantable devices.
11.3% and 15.9% of our revenues were derived from products manufactured using PEEK during 2005 and 2006, respectively.

We depend on a limited number of sources of human tissue for use in our allograft implants and a limited number of entities to process the
human tissue into allograft for our allograft implants, and any failure to obtain tissue from these sources or to have the tissue processed by these
entities for us in a timely manner will interfere with our ability to effectively meet demand for our allograft implants. The processing of human
tissue into allograft is very labor intensive and it is therefore difficult to maintain a steady supply stream. In addition, due to seasonal changes in
mortality rates, some scarce tissues used for our allograft are at times in particularly short supply. We cannot be certain that our supply of human
tissue from our current suppliers and our supply of allograft from our current tissue processors will be available at current levels or will be
sufficient to meet our needs.

Our dependence on a single third-party PEEK supplier and the challenges we may face in obtaining adequate supplies of allograft involve
several risks, including limited control over pricing, availability, quality and delivery schedules. In addition, any supply interruption in a limited
or sole sourced component or raw material, such as PEEK or allograft, could materially harm our ability to manufacture our products until a new
source of supply, if any, could be found. We may be unable to find a sufficient alternative supply channel in a reasonable time period or on
commercially reasonable terms, if at all, which would have a material adverse effect on our business, financial condition and results of
operations.

Negative publicity concerning methods of tissue recovery and screening of donor tissue in our industry could reduce demand for allograft
and impact the supply of available donor tissue.

Media reports or other negative publicity concerning both alleged improper methods of tissue recovery from donors and disease transmission
from donated tissue could limit widespread acceptance of allograft. Unfavorable reports of improper or illegal tissue recovery practices, both in
the United States and internationally, as well as incidents of improperly processed tissue leading to the transmission of disease, may broadly
affect the rate of future tissue donation and market acceptance of allograft technologies. In addition, such negative publicity could cause the
families of potential donors to become reluctant to agree to donate tissue to for-profit tissue processors, which could have a negative effect on
our allograft business.
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If hospitals and other healthcare providers are unable to obtain sufficient reimbursement for procedures performed with our products, it is
unlikely that our products will be widely used.

Successful sales of our products will depend on the availability of adequate reimbursement from third-party payors, including government
programs such as Medicare and Medicaid, private insurance plans and managed care programs. Hospitals and other healthcare providers that
purchase medical devices such as the ones that we manufacture for the treatment of their patients generally rely on third-party payors to pay for
all or a part of the costs and fees associated with the procedures performed with these devices. The existence of adequate reimbursement for the
procedures performed with our products by government and private insurance plans are central to the acceptance of our current and future
products. We may be unable to sell our products through our distribution channels on a profitable basis if third-party payors deny coverage or
reduce their current levels of payment, or if our costs of production increase faster than increases in reimbursement levels. Many private payors
use coverage decisions and payment amounts determined by the Centers for Medicare & Medicaid Services, or CMS, which administers the
Medicare program, as guidelines in setting their reimbursement policies. Future action by CMS or other government agencies may diminish
payments to physicians, outpatient centers and hospitals. Those private payors that do not follow the Medicare guidelines may adopt different
reimbursement policies for procedures performed with our products. For some governmental programs, such as Medicaid, reimbursement differs
from state to state, and some state Medicaid programs may not pay for the procedures performed with our products in an adequate amount, if at
all. As the portion of the U.S. population over age 65 and eligible for Medicare continues to grow, we may become more vulnerable to
reimbursement limitations imposed by CMS. Furthermore, the healthcare industry in the United States has experienced a trend toward cost
containment as government and private insurers seek to control healthcare costs by imposing lower payment rates and negotiating reduced
contract rates with service providers. Therefore, we cannot be certain that the procedures performed with our products will be adequately
reimbursed.

Continued market acceptance in Japan will depend, in part, upon the availability of reimbursement within its healthcare payment systems.
Reimbursement and healthcare payment systems vary significantly from country to country, and include both government sponsored healthcare
and private insurance. We may not continue to obtain reimbursement approvals in Japan in a timely manner, if at all. Any failure to receive
reimbursement approvals would negatively impact market acceptance of our products in Japan and any other international markets in which
those approvals are sought.

We may face significant uncertainty in the industry due to government healthcare reform.

Political, economic and regulatory influences are subjecting the healthcare industry to fundamental changes. Reforms under consideration in the
United States include mandated basic healthcare benefits, controls on healthcare spending through limitations on the growth of private health
insurance premiums and Medicare and Medicaid spending, the creation of large insurance purchasing groups and significant modifications to the
healthcare delivery system. We anticipate that Congress and certain state legislatures will continue to review and assess alternative healthcare
delivery systems and payment methods. Public debate of these issues will likely continue in the future. Due to uncertainties regarding the
ultimate features of reform initiatives and their enactment and implementation, we cannot predict which, if any, of such reform proposals will be
adopted, when they may be adopted or what impact they may have on us.

We are subject to substantial governmental regulation that could change and thus force us to make modifications to how we develop,
manufacture and price our products.

The medical device industry is regulated extensively by governmental authorities, principally the FDA and corresponding state and foreign
regulatory agencies. The FDA and other federal, state and foreign governmental agencies regulate, among other things, the development,
manufacturing, clinical trials, marketing clearance and approval, promotion and sale of medical devices.
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Compliance with these regulations are, and will continue to be, time consuming, burdensome and expensive. Failure to comply with these
regulations could jeopardize our ability to manufacture and sell our products and result in enforcement actions such as warning letters, fines,
injunctions, civil penalties, termination of distribution, seizures of products, total or partial suspension of production, refusal of the FDA or other
regulatory agencies to grant future clearances or approvals, or withdrawals or suspensions of current clearances or approvals, all of which could
result in higher than anticipated costs or lower than anticipated revenue and have a material adverse effect on our business, financial condition
and results of operations. In the most egregious cases, we could face criminal sanctions, closure of our manufacturing facilities and prohibitions
on the sales of our products.

The regulations to which we are subject are complex and have tended to become more stringent over time. Regulatory changes could result in
restrictions on our ability to carry on or expand our operations, higher than anticipated costs or lower than anticipated revenue.

Foreign governmental authorities that regulate the manufacture and sale of medical devices have become increasingly vigilant and sales of our
products in foreign countries are subject to rigorous foreign regulations. We rely on Alphatec Pacific with respect to compliance with Japanese
regulations. In Hong Kong, the only other country where we currently sell products, we have an internal sales force that sells our products to
comply with local regulations. Any failure to comply with applicable regulations could result in restrictions on the sale of our products in foreign
countries.

If we fail to obtain, or experience significant delays in obtaining, FDA clearances or approvals for our future products or modifications to
our products, our ability to commercially distribute and market our products could suffer.

Our medical devices are subject to rigorous regulation by the FDA and numerous other federal, state and foreign governmental authorities. The
process of obtaining regulatory clearances or approvals to market a medical device, particularly from the FDA, can be costly and time
consuming, and there can be no assurance that such clearances or approvals will be granted on a timely basis, if at all. In particular, the FDA
permits commercial distribution of most new medical devices only after the devices have received clearance under Section 510(k) of the Federal
Food, Drug and Cosmetic Act, or 510(k), or are the subject of an approved pre-market approval application, or a PMA. The 510(k) process
generally takes three to nine months, but can take significantly longer. A PMA must be submitted to the FDA if the device cannot be cleared
through the 510(k) process or is not exempt from pre-marketing review by the FDA. A PMA must be supported by extensive data, including
results of preclinical studies and clinical trials, manufacturing and control data and proposed labeling, to demonstrate to the FDA s satisfaction
the safety and effectiveness of the device for its intended use. The PMA process is more costly and uncertain than the 510(k) clearance process,
and generally takes between one and three years, if not longer. In addition, any modification to a 510(k)-cleared device that could significantly
affect its safety or effectiveness, or that would constitute a major change in its intended use, design or manufacture, requires a new 510(k)
clearance or, possibly, a PMA.

Our commercial distribution and marketing of any products or product modifications that we develop may be delayed since regulatory clearance
or approval is required. In addition, because we cannot assure you that any new products or any product modifications we develop will be
subject to the shorter 510(k) clearance process, the regulatory approval process for our new products or product modifications may take
significantly longer than anticipated. There is no assurance that the FDA will not require a new product or product modification to go through
the lengthy and expensive PMA approval process. Delays in obtaining regulatory clearances and approvals may:

delay or prevent commercialization of products we develop;

require us to perform costly procedures;
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diminish any competitive advantages that we may attain; and

reduce our ability to collect revenues or royalties.
To date, all of our medical device products have been cleared through the 510(k) process. We have no experience in obtaining approval for a
device through the PMA process.

Our allograft implants and related technologies could become subject to significantly greater regulation by the FDA, which could disrupt
our business.

The FDA may regulate certain allografts as medical devices, drugs or biologics if the allograft is deemed to have been more than minimally
manipulated or indicated for nonhomologous use. Homologous use is generally interpreted as the use of tissue for the same basic function in the
recipient as it fulfilled in the donor. If the FDA decides that any of our current or future allografts are more than minimally manipulated or
indicated for nonhomologous use, it would require us to either obtain 510(k) clearance or a PMA approval if the allograft is viewed as a medical
device or obtain approval as a drug or biologic if it is viewed as a drug or biologic. Depending on the nature and extent of any FDA decision
applicable to our allografts, further distribution of the affected products could be interrupted for a substantial period of time, which would reduce
our revenues and hurt our profitability.

The safety of our products is not yet supported by long-term clinical data and may therefore prove to be less safe and effective than initially
thought.

We obtained clearance to offer all of our current medical device products through the FDA s 510(k) clearance process. The 510(k) clearance
process is generally based on the FDA s agreement that a new product is substantially equivalent to already marketed products. Thus, the FDA s
510(k) clearance process is less rigorous than the PMA process and requires little, if any, supporting clinical data. For these reasons, surgeons
may be slow to adopt our 510(k)-cleared products, we may not have the comparative data that our competitors have or are generating, and we
may be subject to greater regulatory and product liability risks. Further, future studies or experience may indicate that treatment with our
products does not improve patient outcomes. Such results would reduce demand for our products and this could cause us to withdraw our
products from the market. Moreover, if future studies or experience indicate that our products cause unexpected or serious complications or

other unforeseen negative effects, we could be subject to significant legal liability, significant negative publicity, damage to our reputation and a
dramatic reduction in sales of our products, all of which would have a material adverse effect on our business, financial condition and results of
operations.

If we or our suppliers fail to comply with the FDA s quality system and good tissue practice regulations, the manufacture of our products
could be delayed.

We and our suppliers are required to comply with the FDA s quality system regulations, or QSRs, which cover the methods and documentation
of the design, testing, production, control, quality assurance, labeling, packaging, sterilization, storage and shipping of our products. In addition,
suppliers and processors of allograft must comply with the FDA s current good tissue practice regulations, or CGTPs, which govern the methods
used in and the facilities and controls used for the manufacture of human cell tissue and cellular and tissue-based products, record keeping and
the establishment of a quality program. The FDA audits compliance with the QSRs and CGTPs through inspections of manufacturing and other
facilities. If we or our suppliers have significant non-compliance issues or if any corrective action plan is not sufficient, we or our suppliers

could be forced to delay the manufacture of our products until such problems are corrected to the FDA s satisfaction, which could have a material
adverse effect on our business, financial condition and results of operations. Further, our products could be subject to recall if the FDA
determines, for any reason, that our products are not safe or effective. Any recall or FDA requirement demanding that we seek additional
approvals or clearances could result in delays, costs associated with modification of a product, loss of revenue and potential operating
restrictions imposed by the FDA, all of which could have a material adverse effect on our business, financial condition and results of
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operations. As a result of our last inspection in November 2003, minor non-compliance items were cited on an FDA Form 483, which is a notice
of inspection observation that we received following the inspection. Following receipt of the Form 483, we submitted a formal response in
which we indicated the steps that we had taken to correct the noted deficiencies and we have not received any further request from the FDA with
respect to the Form 483 we received.

If we choose to acquire new and complementary businesses, products or technologies, we may be unable to complete these acquisitions or
successfully integrate them in a cost effective and non-disruptive manner.

Our success depends in part on our ability to continually enhance and broaden our product offering in response to changing customer demands,
competitive pressures and technologies and our ability to increase our market share. Accordingly, we intend to pursue the acquisition of
complementary businesses, products or technologies instead of developing them ourselves. We do not know if we will be able to successfully
complete any acquisitions, or whether we will be able to successfully integrate any acquired business, product or technology into our business or
retain any key personnel, suppliers or distributors. Our ability to successfully grow through acquisitions depends upon our ability to identify,
negotiate, complete and integrate suitable acquisitions and to obtain any necessary financing. These efforts could be expensive and time
consuming, disrupt our ongoing business and distract management. If we are unable to integrate any future acquired businesses, products or
technologies effectively, our business, financial condition and results of operations will be materially adversely affected. For example, an
acquisition could materially impair our operating results by causing us to incur debt or requiring us to amortize significant amounts of expenses,
including non-cash acquisition costs, and acquired assets.

We may face additional challenges in our attempts to expand in the Japanese market.

We believe that many of the primary barriers to success in the market for spinal products in Japan are similar to those in the United States,
including the challenges of increasing market penetration, expanding the direct representative sales force and obtaining regulatory approval for
new products. In addition, we may face additional difficulties and challenges in Japan, including the expansion of the scope of our spine product
offering, despite our history of selling orthopedic trauma products in Japan, and the receipt by Alphatec Pacific of Japanese regulatory approval
for some of our existing products to permit Alphatec Pacific s spine fusion product line offering to become as extensive as ours is in the United
States.

We may not be able to timely develop new products or product enhancements that will be accepted by the market.

We sell our products in a market that is characterized by technological change, product innovation, evolving industry standards, competing
patent claims, patent litigation and intense competition. Our success will depend in part on our ability to develop and introduce new products and
enhancements or modifications to our existing products, which we will need to do before our competitors do so and in a manner that does not
infringe issued patents of third parties from which we do not have a license. We cannot assure you that we will be able to successfully develop
or market new, improved or modified products, or that any of our future products will be accepted by even the surgeons who use our current
products. Our competitors product development capabilities could be more effective than our capabilities, and their new products may get to
market before our products. In addition, the products of our competitors may be more effective or less expensive than our products. The
introduction of new products by our competitors may lead us to have price reductions, reduced margins or loss of market share and may render
our products obsolete or noncompetitive. The success of any of our new product offerings or enhancement or modification to our existing
products will depend on several factors, including our ability to:

properly identify and anticipate surgeon and patient needs;

develop new products or enhancements in a timely manner;
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obtain the necessary regulatory approvals for new products or product enhancements;

provide adequate training to potential users of new products;

receive adequate reimbursement approval of third-party payors such as Medicaid, Medicare and private insurers; and

develop an effective marketing and distribution network.
Developing products in a timely manner can be difficult, in particular because product designs change rapidly to adjust to third-party patent
constraints and to market preferences. As a result, we may experience delays in our product launches which may significantly impede our ability
to enter or compete in a given market and may reduce the sales that we are able to generate from these products. We may experience delays in
any phase of a product launch, including during research and development, clinical trials, manufacturing, marketing and the surgeon training
process. In addition, our suppliers of products or components that we do not manufacture can suffer similar delays, which could cause delays in
our product introductions. If we do not develop new products or product enhancements in time to meet market demand or if there is insufficient
demand for these new products or enhancements, it could have a material adverse effect on our business financial condition and results of
operations.

Our products and product enhancements under development may not be commercially viable.

While we devote significant resources to research and development, our research and development may not lead to improved or new products
that are commercially successful. The research and development process is expensive, prolonged and entails considerable uncertainty.
Development of medical devices, from discovery, through testing and registration, to initial product launch, typically takes between three and
seven years in the United States. Each of these periods varies considerably from product to product and country to country. Because of the
complexities and uncertainties associated with spine fusion research and development, we may elect to cease development of one or more of our
product candidates if we believe that the product candidate would not be commercially viable.

We are dependent on our senior management team, sales and marketing team, engineering team and key surgeon advisors, and the loss of
any of them could harm our business.

Our continued success depends in part upon the continued availability and contributions of our senior management, sales and marketing team
and engineering team and the continued participation of our key surgeon advisors. The Chairman of our board of directors, Mortimer
Berkowitz 111, has obligations outside Alphatec Holdings, including those arising in his capacity as a Managing Member of HGP, LLC, the
General Partner of (with a 20% profits interest in) HealthpointCapital, a private equity fund focused on the worldwide musculoskeletal

sector specifically orthopedics and dental, and the President, a member of the Board of Managers and a Managing Director of
HealthpointCapital, LLC, a values-driven, research-based private equity firm exclusively focused on the musculoskeletal sector specifically
orthopedics and dental, which owns a 25% ownership interest in HGP, LLC and is the parent company of the fund manager of
HealthpointCapital. Mr. Berkowitz is also a member of the board of directors of Scient x S.A., BioHorizons Implant Systems, Inc., BioLok
International Inc., Micro Dental Laboratories and DTI Dental Technologies Inc. In addition, we have experienced significant turnover in our
senior management team in recent years. While we have succession plans in place and have entered into employment agreements with all
members of our senior management team, none of these agreements guarantees the services of the individual for a specified period of time. We
would be adversely affected if we fail to adequately plan for future turnover of our senior management team. Our ability to grow or at least
maintain our sales levels depends in large part on our ability to attract and retain sales and marketing personnel and for these sales people to
maintain their relationships with surgeons directly and through our distributors. We rely on our engineering team to research, design and develop
potential products for our product pipeline. We also rely on our surgeon advisors to advise us on our products, our product pipeline, long-term
scientific planning, research and development and industry trends. We compete for personnel and advisors
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with other companies and other organizations, many of which are larger and have greater name recognition and financial and other resources
than we do. The loss of members of our senior management team, sales and marketing team, engineering team and key surgeon advisors, or our
inability to attract or retain other qualified personnel or advisors could have a material adverse effect on our business, financial conditions and
results of operations.

We rely on our information technology systems for inventory management, distribution and other functions and to maintain our research
and development data. If our information technology systems fail to adequately perform these functions, or if we experience an interruption
in their operation, our business, financial condition and results of operations could be adversely affected.

The efficient operation of our business is dependent on our information technology systems. We rely on our information technology systems to
effectively manage accounting and financial functions; manage order entry, order fulfillment and inventory replenishment processes; and
maintain our research and development data. The failure of our information technology systems to perform as we anticipate could disrupt our
business and product development and could result in decreased sales, increased overhead costs, excess inventory and product shortages, all of
which could have a material adverse effect on our business, financial condition and results of operations. In addition, our information technology
systems are vulnerable to damage or interruption from:

earthquake, fire, flood and other natural disasters;

terrorist attacks and attacks by computer viruses or hackers;

power loss; and

computer systems, or Internet, telecommunications or data network failure.
Any such interruption could have material adverse effect on our business, financial condition and results of operations.

The majority of our operations and all of our manufacturing facilities are currently conducted in locations that may be at risk of damage
from fire, earthquakes or other natural disasters. If a natural disaster strikes, we may be unable to manufacture certain products for a
substantial amount of time.

We currently conduct the majority of our development, manufacturing and management activities in Carlsbad, California near known wildfire
areas and earthquake fault zones. We have taken precautions to safeguard our facilities, including obtaining property and casualty insurance, and
implementing health and safety protocols. We have started to store computer date offsite and expect to have completed the Information
Technology disaster recovery plan in December 2007. However, any future natural disaster, such as a fire or an earthquake, could cause
substantial delays in our operations, damage or destroy our equipment or inventory and cause us to incur additional expenses. A disaster could
seriously harm our business, financial condition and results of operations. Our facilities would be difficult to replace and would require
substantial lead time to repair or replace. We do not maintain insurance against earthquakes and floods and the insurance we maintain against
fires and other natural disasters would not be adequate to cover a total loss of our manufacturing facilities, may not be adequate to cover our
losses in any particular case and may not continue to be available to us on acceptable terms, or at all.

Alphatec Holdings is a holding company with no operations, and unless it receives dividends or other payments from Alphatec Spine, Inc., it
will be unable to fulfill its cash obligations.

As a holding company with no business operations, Alphatec Holdings material assets consist only of the common stock of Alphatec Spine (and
any other subsidiaries Alphatec Holdings may own in the future), dividends and other payments received from time to time from Alphatec Spine
or such subsidiaries, and the proceeds raised from the sale of debt and equity securities. Alphatec Spine is legally distinct from Alphatec
Holdings and has no obligation, contingent or otherwise, to make funds available to Alphatec Holdings. Alphatec
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Holdings will have to rely upon dividends and other payments from Alphatec Spine (and any other subsidiaries Alphatec Holdings may own in

the future) to generate the funds necessary to fulfill its cash obligations. Alphatec Holdings may not be able to access cash generated by

Alphatec Spine in order to fulfill cash commitments. The ability of Alphatec Spine to make dividend and other payments to Alphatec Holdings

is subject to the availability of funds after taking into account Alphatec Spine s funding requirements, the terms of Alphatec Spine s indebtedness
and applicable state laws. Alphatec Spine s current credit facilities from Bank of the West and General Electric Capital Corporation prohibit
Alphatec Spine from declaring or paying dividends, other than dividends payable in capital stock, during the term of the facility, which expire in
January 2008 and December 2009, respectively.

Risks Related to Our Financial Results and Need for Financing
Our quarterly financial results could fluctuate significantly.

Our quarterly financial results are difficult to predict and may fluctuate significantly from period to period, particularly because our sales
prospects are uncertain. The level of our revenues and results of operations at any given time will be based primarily on the following factors:

acceptance of our products by surgeons, patients, hospitals and third-party payors;

demand and pricing of our products;

the mix of our products sold, because profit margins differ among our products;

timing of new product offerings, acquisitions, licenses or other significant events by us or our competitors;

our ability to grow and maintain a productive sales and marketing organization;

regulatory approvals and legislative changes affecting the products we may offer or those of our competitors;

the effect of competing technological and market developments;

levels of third-party reimbursement for our products;

interruption in the manufacturing or distribution of our products;

our ability to produce or obtain products of satisfactory quality or in sufficient quantities to meet demand; and

changes in our ability to obtain FDA, state and international approval or clearance for our products.
In addition, until we have a larger base of surgeons using our products, occasional fluctuations in the use of our products by individual surgeons
or small groups of surgeons will have a proportionately larger impact on our revenues than for companies with a larger customer base.
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Many of the products we may seek to develop and introduce in the future will require FDA, state and international approval or clearance. We
cannot begin to commercialize any such products in the United States without FDA approval or clearance or outside of the United States without
appropriate regulatory approvals and import licenses. As a result, it will be difficult for us to forecast demand for these products with any degree
of certainty. We cannot assure you that our revenue will increase or be sustained in future periods or that we will be profitable in any future
period. Any shortfalls in revenue or earnings from levels expected by our stockholders or by securities or industry analysts could have an
immediate and significant adverse effect on the trading price of our common stock in any given period.
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We may need to raise additional funds in the future and such funds may not be available on acceptable terms, if at all.

We believe that our current cash and cash equivalents, revenues from our operations, and Alphatec Spine s ability to draw down on its secured
credit facilities, will be sufficient to fund our projected operating requirements through January 1, 2008. In January 2006, Alphatec Spine
entered into a two-year credit agreement with Bank of the West to support the expansion of our distribution channels. The financing is
collateralized by substantially all of the assets and capital stock of Alphatec Spine and is guaranteed by us. Under the terms of this credit facility,
Alphatec Spine is required to make monthly interest payments and is subject to certain covenants, which include among other things, prohibiting
a certain specified net loss, requiring a specified ratio of debt to cash flow and a specified ratio of debt to tangible net worth plus subordinated
debt, requiring certain levels of profitability and restricting certain mergers and acquisitions without prior approval of the bank. In addition, this
credit facility prohibits Alphatec Spine from declaring or paying cash dividends. On December 31, 2006, there was $0.6 million outstanding
borrowing under this line of credit and Alphatec Spine was in breach of certain covenants set forth in its credit agreement with the Bank of the
West. In March 2007, Alphatec Spine obtained waivers of these covenant breaches and entered into an amendment to the credit agreement
which deleted the quarterly and annual net profit financial condition, modified the net loss financial condition and modified the definition of the
borrowing base covenants. Although as of June 30, 2007, there was no outstanding borrowing under this line of credit, there is no assurance that
we will be able to extend our agreement or continue to have access to funds after January 1, 2008.

We may seek additional funds from public and private stock offerings, borrowings under new debt facilities or other sources. Our capital
requirements will depend on many factors, including:

the revenues generated by sales of our products;

the costs associated with expanding our sales and marketing efforts;

the expenses we incur in manufacturing and selling our products;

the costs of developing new products or technologies;

the cost of obtaining and maintaining FDA or other regulatory approval or clearance for our products and products in development;

the number and timing of acquisitions and other strategic transactions;

the costs associated with increased capital expenditures; and

the costs associated with our employee retention programs and related benefits.
As a result of these factors, we may need to raise additional funds and such funds may not be available
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