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Disclaimer and Forward-Looking Statements

Disclaimer : The information provided in this presentation is for the sole use of those attending the presentation This presentation has been prepared by Diaceutics the (“Company”). “Presentation” means this document, any oral
presentation, any question and answer session and any written or oral material discuss ed, presented or distributed during the meeting. This Presentation does not constitute or form part of any offer to sell or issue, or invitation to
purchase or subscribe for, or any solicitation of any offer to purchase or subscribe for, any securities of the Company or any of its subsidiaries (together the “Group”) or in any other entity, nor shall this Presentation or any part of it, or
the fact of its Presentation, form the basis of, or be relied on in connection with, any contract or investment activity nor does it constitute a recommendation regarding the securities of the Group. Past performance, including the price
at which the Company’s securities have been bought or sold in the past and the past yield on the Company’s securities, cannot be relied on as a guide to future performance. Nothing herein should be construed as financial, legal,
tax, accounting, actuarial or other specialist advice and persons needing advice should consult an independent financial advisor or independent legal counsel. Neither this Presentation nor any information contained in this
Presentation should be transmitted into, distributed in or otherwise made available in whole or in part by the recipients of the Presentation to any other person in any jurisdiction which prohibits or restricts the same except in
compliance with or as permitted by law or regulation. Recipients of this Presentation are required to inform themselves of and comply with all restrictions or prohibitions in such jurisdictions. Accordingly, by requesting to receive and
reviewing this document you represent that you are able to receive this document without contravention of any legal or regulatory restrictions applicable to you. The information in this Presentation is confidential and proprietary to
and is being submitted to you solely for your confidential use and with the explicit understanding that, without the prior written permission of the Company you will not release or discuss this Presentation, its existence, any of the
information contained herein, or make any reproduction of or use this Presentation for any purpose. No responsibility is accepted by and, to the fullest extent permitted by law, the Company, the Group, their affiliates, advisors and
their respective directors, officers, partners, representatives, employees and agents expressly disclaim any and all liability, whether direct or indirect, express or implied, contractual, tortious, statutory or otherwise, as to the accuracy,
fairness, reliability or completeness of the information contained herein or discuss ed verbally or as to the reasonableness of any assumptions on which any of the same is based or the use of any of the same or for any errors,
omissions or misstatements in or from this Presentation. No representations or warmranties, express or implied, are given by the Company, the Group, their affiliates and advisors and their respective directors, officers, partners,
representatives, employees and agents as to the accuracy, reliability or completeness of this Presentation or any other written or oral information which has been or may be made available. Accordingly, no such person will be liable
for any direct, indirect or consequential loss or damage suffered by any person resulting from the use of the information contained herein, or for any opinions expressed by any such person, or any errors, omissions or misstatements
made by any of them. No duty of care is owed or will be deemed to be owed to any person in relation to the Presentation. No reliance whatsoever may be placed on the Presentation for any purpose. By accepting this Presentation,
you agree to use and maintain any such information in accordance with your contractual obligations and applicable laws, including all applicable securities laws. The information contained in this Presentation has not been
independently verified. This Presentation is intended only for communications with investors.

Eorward-Looking Statements :This Presentation may contain forward-looking statements containing the words "expect", "anticipate”, "intends", "plan”, "estimate", "aim", "forecast", "project" and similar expressions (or their
negative) identify certain of these forward-looking statements. The forward-looking statements in this communication are based on numerous assumptions and the Company present and future business strategies and the
environment in which the Company expects to operate in the future. Forward-looking statements involve inherent known and unknown risks, uncertainties and contingencies because they relate to events and depend on
circumstances that may or may not occur in the future and may cause the actual results , performance or achievements to be materially different from those expressed or implied by such forward-looking statements, and actual
results could differ materially from those currently anticipated due to a number of risks and uncertainties. These statements are not guarantees of future performance or the ability to identify and consummate investments. Many of
these risks and uncertainties relate to factors that are beyond each of the Company ability to control or estimate precisely, such as future market conditions , the course of the COVID-19 pandemic, currency fluctuations, the
behaviour of other market participants, the outcome of clinical trials, the actions of regulators and other factors such as Company ability to obtain financing, changes in the political, social and regulatory framework in which the
Company operates or in economic, technological or consumer trends or conditions. This Presentation does not constitute an invitation or inducement to engage in investment activity. Similarly, this Presentation does not constitute or
form part of any offer or invitation to sell or issue or any solicitation of any offer to purchase or subscribe for any securities of the Company in any jurisdiction, nor shall it (nor any part of it) or the fact of its distribution form the basis of,
or be relied upon in connection with, or act as any inducement to enter into, any contract or investment decision in relation thereto.

The delivery of this Presentation shall not give rise to any implication that there have been no changes to the information and opinions contained in this Presentation since the time specified. None of the Company, the Group, their
affiliates and advisors and their respective directors, officers, partners, representatives, employees and agents, undertakes to publicly update or revise any such information or opinions, including without limitation, any forward-
looking statement or any other statements contained in this Presentation, whether as a result of new information, future events or otherwise. In giving this Presentation none of the Company, the Group, their affiliates and advisors
and their respective directors, officers, partners, representatives, employees and agents, undertakes any obligation to provide the recipient with access to any additional information or to update any additional information or to correct
any inaccuracies in any such information which may become apparent. Certain industry and market data contained in this Presentation has been obtained from third party sources. Third party industry publications , studies and
surveys generally state that the data contained therein have been obtained from sources believed to be reliable, but that there is no guarantee of the accuracy or completeness of such data. While the Company believes that each of
these publications , studies or surveys has been prepared by a reputable source, the Company has not independently verified the data contained therein accordingly the Company, the Group, their affiliates and advisors and their
respective directors, officers, partners, representatives, employees and agents, expressly disclaim, to the maximum extent permitted by law and regulation, any and all responsibility or liability as to the accuracy, completeness or
reasonableness of the information provided.

In addition, certain of the industry, scientific and market data contained in this Presentation comes from the Company’s own internal case studies, research and estimates based on the knowledge and experience of the Company’s
management in the market in which it operates. While the Company believes that such research, estimates and results from its case studies are reasonable and reliable, they, and their underlying methodology and assumptions,
have not been verified by any independent source for accuracy or completeness unless otherwise stated and are subject to change without notice.

By attending the Presentation you agree to be bound by the limitations above.



FY 2025 Highlights

Revenue growth of 24% on a constant currency basis to £38.4 million in FY 2025
Revenue growth of 20% in 2025 — 3-year CAGR of 25%
Adjusted EBITDA* growth of 80% to £7.6 million and return to profitability (Profit Before Tax)

Record order book of £38.9 million and ARR** of £20.0 million at 31 December 2025 provides good
visibility for continued growth in 2026

12% growth in number of customer therapeutic brands working with to 95

Two additional top 10 global pharma confirmed as enterprise-wide engagement customers

Second PMx commercialization partnership signed in Q4 with an innovative US Biotech

Al further enhances and automates data processing - accelerating insight generation for our customers

Strong finish to 2025 - Q1 2026 performing in line with the Board's expectations

*EBITDA is eamings before interest, tax, depreciation and amortization. Adjusted EBITDA removes sharebased payment charges and once-off exceptional items.
**Annual Recurring Revenue (ARR) is the value of recurring subscription revenue at a specific point in time that is expected to be recognized from contracts over the next twelve months.



FY 2025 Operational Dashboard

10 enterprise-wide
engagements

ARR £12.6m
($17.1m)

© Up from 7 and
£10.1m ($12.7m)
at Dec-24

18 of top 20

global pharma
as customers

)
2-2

206 people inc.

6 new US sales
team hires

© 199 at Dec-24

973k+ US
patients identified
through DXRX
Signal in 2025

®

95 therapeutic
brands

@ Up from 85 in

e

Al

53 active

customers

© Upon52in
2024

: PMx Commercialization
s Partnership Expansion

Continued success with the PMx
commercialization solution with Ptx

Second PMx commercialization agreement
added with innovative US biotech




Financial Strength

Return to profitability delivered in FY 2025 as planned — margins expected to improve
through operational leverage

Revenue CAGR 25% over past 3 years

Ten enterprise-wide engagements with blue-chip customers driving momentum

Strong balance sheet — no debt

@ Growing ARR revenues and future revenue visibility



FY 2025 Financial Dashboard
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Revenue

£38.4m

Up 20% and 24%
on a CC basis
CAGR of 25%
over 3 yrs

1 from £32.2m
in 2024
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Al

ARR

£20.0m

NRR of 105%

T 19% from
£16.8m in
2024
(NRR 109%)

W

Order book value

£38.9m

£21.1mto be

recognized within

12 months

T Up56%
from £24.9m
and £17.7m
at Dec-24

Adjusted EBITDA

£7.6m

Up 80%

Margin of
20% up from
13%

1 from £4.2m

in 2024

Cash & equivalentsO

£7.3m

In line with
investment plans

J from£12.7m
at Dec-24
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We help pharma find patients - 3 unique assets

"o

Pharma
ID patients daily
ID more patients
ID ‘lost’ patients
| Costs to market
T Sales & profit
7 ROI
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Labs

1 Diagnostic
volumes

1 High value
genetics testing

Improve accuracy

Access to new &
better testing

Reference lab for
PM drives growth

1 Revenues

3. DXRX Platform

World’s first diagnostic
commercialization platfo
precision medicine

L

Physicians Patients

Better clinical More accurate
decision support at diagnosis

crucial point of care Quicker access to
More accurate appropriate therapy

diagnosis Improve clinical
More prompt data outcomes

Improve clinical Potentially bringing
outcomes 2x the number of

patients into the
treatment pool
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Al: A Platform Multiplier

Value Creation Investor Relevance

,/_\O\ Al embedded in data operations Operational leverage Margin profile

( @-o Automates ingestion, normalization, = . ‘

o unstructured extraction and cohort Lower delivery cost Supports operating leverage
generation to improve speed, quality Faster turnaround Revenue can grow faster
and scalability. Scalable capacity than the cost base

4 Al embedded in the : . :

/G/I-g product roadmap Revenue quality Commercial upside

[ = .

: Higher ACV
Enhanges Signal and workflqw _ g : . Supports up-sell and ARPB growth
activation through smarter triggers, More differentiated solutions . I
workflow intelligence and Broader ARR potential 2i=es CUELaHIcE, Valte

next-best-action capabilities.

Al reinforces the moat :
trategic advantage °
f< =] Combines proprietary diagnostic S 9 9 Strateglc value
@ data, disease-specific logic and Data + workflow + Al o o
workflow integration — creating e e Strengthens competitive positioning

a harder-to-replicate Al-enabled
platform.

More attractive long-term asset

More defensible platform

@ Investor takeaway: Al should be viewed as an enabler of higher operating leverage,
product differentiation and platform defensibility — not a standalone experiment.
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DXRX Signal: Case Study

How real-time diagnostic signals drove measurable commercial impact.

(Ga ™ (o
(1) (74,
& &

The challenge The intervention
A pharma client needed to identify @ DXRX Signal was activated
patients with a specific lung cancer e in Week 27, enabling real-time
mutation so it could target the right identification of eligible patients
physicians and sales interactions and more precise commercial
more effectively. outreach.

(O ACTIVATED: WEEK 27

A

AN
(«3)

The impact

Patient starts doubled immediately
at activation and the uplift was
sustained over the following

18 months.

Week 27:
DXRX Signal activated
2-0x ............................................................................... SRS, | [P e R T
Patient starts
(relative to
baseline)
1.0x
Baseline period Activation Sustained uplift
Weeks 1-26 Week 27

2.0x 18 months $350

Immediate uplift Sustained .
in patient starts improvement ROI per $1 invested

Weeks 28+ (18 months)

Each additional patient
was worth approximately

 in average
client revenue.

[ . Patient starts doubled following activation and the uplift was sustained over the following 18 months.




What is Precision for All?

Precision Medicine (PM)
tailors treatment using molecular,
genetic or biomarker information to

Precision for All (P4A)

builds on Precision Medicine and
extends the same logic to the broader
universe of diagnosis-enabled therapies.

P4A creates value

whenever diagnostic testing, patient
identification, disease stratification or
practice-gap detection changes
commercial success.

Precision Medicine
High-value, biomarker-

defined subset

~250 PM brands (illustrative)

<d ) Precision Medicine is the foundation. Precision for All is the broader commercial category.

© copyright Diaceutics 2025

identify the right patient for the right therapy.

Precision for All (P4A)

Companion
diagnostic /
biomarker-defined
therapies

\V 4y

N
Non-oncology

diagnosis-enabled
therapies

expands into

ﬁ
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~1,100 diagnosis-enabled

<&\ therapies (illustrative)

phenotype
stratification

Precision
Medicine

~
~250 PM brands /
(illustrative) k\
' Earrl)j
: identification &
Z: risk prediction
Diagnosis &
treatment decision
gaps
7 @ . Precision for All
{ / e} ' Broader diagnosis-enabled
- therapy universe
.v./ ~1,100 diagnosis-enabled
Do therapies (illustrative)

Therapeutic areas
(examples)

% Oncology

Y,
1l Immunology

@ Cardiology
G]@ Nephrology

N
/f&\{ Rare disease

[

Q Neurology
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PMx — Diaceutics’ Targeted Commercialization

Insight-led, expert-built commercialization model designed specifically for precision and rare disease therapies.
It integrates diagnostic intelligence with targeted engagement, so awareness and education occur when it
matters, supporting best practice testing and appropriate therapy adoption.

Understand the market and the
behavior change needed

Drive test adoption and RESULT

INCREASED
Find patients before a treatment AWARENESS

understanding

decision is made

& THERAPY
Direct to physician omnichannel digital c ADOPTION

engagement within 24hrs of clinical event

Drive adoption in the final mile through Q8
expert outreach to the treating physician 20

© copyright Diaceutics 2026 Permission must be sought from Diaceutics if you wish to reproduce any part of this presentation



PMx Integrates our Full Commercialization Toolkit

¢
Understand
the market

Data products
& professional
services -
to understand the
testing landscape I I

\ —_— —_— —_— —_— —_— —_— J - \ — — [r— [re— [re— [r— J
b & b &
DXRX Lab Strategy & Planning DXRX Lab DXRX Signal* PGS BE
Segmentation* Engage* Engage
Commercial DXRX Testing
DXRX Physician Tactical Playbook Pathology Rate Tracker* Pathology
Segmentation* Engagement Engagement
Scientific Liaison® DXRX Lab Liaison™
Market Access Engagement Segmentation* ) X
DXRX Physician Signal Connect
' Market Landscape Education & Engage* DXRX Physician '
[ Content Segmentation* Expert Exchange |
I Ring Studies (Peer 2 Peer)

Our Full Commercialization Toolkit = = = = = = = = = = = = -
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PMx — Targeted Commercialization Results

PMx can increase Diaceutics’ annual revenue per therapeutic brand from £0.4m to £3.0m+

Impact

Targeted Commercialization is designed to deliver measurable outcomes by improving alignment to
best-practice testing, supporting more informed physician decision-making and increasing the likelihood that

eligible patients reach appropriate therapy.

Results with Targeted Commercialization

100% Increase In best of HCPs reported an of patients signalled
practice testing increased understanding of & engaged have gone
the disease of interest on to treatment




Significant & Growing Market Opportunity

Incremental Opportunity Current Status

Increase penetration in

existing market: TAM $645m

Actively upsell solutions to new and existing brands
within the core precision medicine oncology brands to

extend coverage of services throughout the 95 — 250 brands
commercialization lifecycle. Ultimately, will look to
embed PMx with every customer brand.

Progressing to plan

—
—
—
—

3-year revenue CAGR 25%
$26.9m of ARR at Dec-25

Launched in 2025

@ Extend our market reach TAM $864m

Increase our current market reach from precision

medicine oncology brands into Precision for All —
diagnostically driven therapies 250 — 560 brands

Capture rapidly
y/; increasing market TAM $1,440m

= Optimize our market positioning, product offerings
and Al-enabled technology to capture the rapidly 560 — 1,020 brands

growing market driven by the US market shift to
value-based care.

2030 Future State

Market growing at 13% CAGR

14
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Industry Leaders in Diagnostic Commercialization

RYAN KEELING SARAH BONDI MARIANNA SCIORTINO
Chief Executive Officer & : VP Sales

VP D P
Co-Founder ata Partnerships & Strategy
NICK ROBERTS KEVIN ENTWISTLE % \ MADELINE BROWN
Chief Financial Officer VP Advisory Services v VP Chief of Staff
JORDAN CLARK — KELLY WILLIAMS .2 . NORMATHOMPSON
Chief Data Officer ' " VP Insight Solutions é:fi VP People
SUSANNNE MUNKSTED \ DONNAMARIE STEVENSON & GOSIA LEITCH
Chief Precision Medicine Officer VP of Finance ey VP Engagement Solutions
LAUREN DEWITT KERRI DONALDSON @ g SCOTTPHILLPS
EVP General Counsel VP Operations 4;\3/» VP Real World Data
SANDRA BLAKE |- KENNETHRUPPEL
Chief People Officer &, VP scientific & Medical Sevices
SCOTT GAMESTER

VP Data & Platform
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Helping Pharma

Find Patients

Growth Driven by Customer Success

Strong Competitive
Advantage

3 Unique assets
* Global network of labs

+  World’s
largest repository of

healthcare data

+  DXRX platform - well
invested & scalable

Compelling
Value Proposition

For pharma, labs,
physicians & patients

Platform can deliver
up to $100 in
additional therapy
revenue for every $1
invested via DXRX

Value throughout the
drug life-cycle

Significant & Growing Market Opportunity

Global pharma rapidly shifting to precision medicine
to target better patient care, capture lost
revenue and increase profitability

Financial
Strength

High margins
Recurring revenue
driving order book
visibility

Blue-chip customers

3-year revenue CAGR
of 25%

Fully self-funded to
execute growth plans

Enterprise-wide deals
will drive momentum

Demonstrable
Track Record

Experts in PM &
diagnostic
commercialization

Proven track record of
successful execution,
performance & growth

Embedded & trusted
Precision Medicine
partner to 18 of top 20
global phamma




Team & Contacts ]

" 8anactcord
) . enul
Ryan Keeling Nick Roberts St
Chief Executive Officer - ' Chief Financial Officer
STIFEL
investorrelations@diaceutics.com
PANMURE
LIBERUM

A Hayley Palmer | Canaccord Genuity | hpalmer@cgf.com
AIM Julie Simmonds | Panmure Liberum | julie.simmonds@panmureliberum.com Capital
- Natalia Webster | RBC Capital Markets | natalia.webster@rbccm.com \ Markets
255 London RBC B

S0k ¢
"M-%EJ

Stock Exchange Chris Glasper | Singer Capital Markets | chris.glasper@singercm.com

Christian Glennie | Stifel | christian.glennie@stifel.com Singer

DXRX LN / DXRX.L Capital Markets
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