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Disclaimer

IMPORTANT INFORMATION AND DISCLAIMER

THIS PRESENTATION AND ITS CONTENTS ARE CONFIDENTIAL AND NOT FOR DISTRIBUTION OR RELEASE, IN WHOLE OR IN PART, DIRECTLY OR INDIRECTLY, IN OR INTO THE UNITED STATES OF AMERICA (INCLUDING ITS TERRITORIES AND POSSESSIONS, ANY STATE OF THE UNITED STATES OF
AMERICA AND THE DISTRICT OF COLUMBIA) (THE "UNITED STATES"), AUSTRALIA, CANADA, THE HONG KONG SPECIAL ADMINISTRATIVE REGION OF THE PEOPLE'S REPUBLIC OF CHINA OR JAPAN, OR ANY OTHER JURISDICTION IN WHICH THE DISTRIBUTION OR RELEASE WOULD BE UNLAWFUL.
THIS PRESENTATION IS NOT AN OFFER OR INVITATION TO BUY OR SELL SECURITIES IN ANY JURISDICTION.

This presentation (the "Presentation”) has been produced by PatientSky Group AS (the "Company", and together with its subsidiaries, the "Group") in consultation with Carnegie AS and DNB Markets, part of DNB Bank ASA (each a "Manager" and jointly the "Managers") solely for information purposes
only in connection with a potential private placement (the "Private Placement") of new shares in the Company (together with the existing shares in the Company, the "Shares") and is made available on a strict confidential basis. By attending a meeting where this Presentation is presented, or by reading
the Presentation slides or by otherwise receiving this Presentation or the information contained herein, you agree to be bound by the following terms, conditions and limitations.

This Presentation has not been independently verified nor verified by the Managers unless otherwise required by applicable law(s). Each recipient of this Presentation acknowledge that a high level legal due diligence has been conducted in connection with the Private Placement, and that other than this,
no financial or other form of due diligence has been conducted in by or on behalf of the Managers in connection with the Private Placement. In particular, no technical verifications or financial due diligence or evaluation of the Group's forecasts or budgets have been carried out by or on behalf of the
Managers. No representation, warranty or undertaking, express or implied, is made by the Company, its affiliates or representatives or either of the Managers as to, and no reliance should be placed on, the fairness, accuracy, completeness or correctness of the information or the opinions contained
herein, for any purpose whatsoever. Neither the Company nor any of its affiliates or representatives or either of the Managers shall have any responsibility or liability whatsoever (for negligence or otherwise) for any loss whatsoever and howsoever arising from any use of this Presentation or its contents
or otherwise arising in connection with this Presentation. The information obtained from third parties has been accurately reproduced and, as far as the Company is aware and able to ascertain from the information published by that third party, no facts have been omitted that would render the
reproduced information to be inaccurate or misleading. The information contained in this Presentation should be considered in the context of the circumstances prevailing at this time and has not been, and will not be, updated to reflect material developments which may occur after the date of the
Presentation.

The Company has not authorized any other person to provide any persons with any other information related to the Group and neither the Company nor any of the Managers will assume any responsibility for any information other persons may provide.

An investment in the Company involves a high degree of risk and several factors could adversely affect the business, legal or financial position of the Group or the value of the Shares. The recipients should carefully review the section "Risk Factors" in this Presentation, as well as the information
contained elsewhere in the Presentation, for a description of certain of the key risk factors that will apply to an investment in the Shares. If any of these risks were to materialize, this could have a material adverse effect on the Group, its financial condition, results of operations, liquidity and/or prospects,
the market value of the Shares could decline, and investors may lose all or part of their investment. An investment in the Company is suitable only for investors who understand the risk factors associated with this type of investment and who can afford a loss of all or part of their investment. The
contents of this Presentation are not to be construed as financial, legal, business, investment, tax or other professional advice. Each recipient should consult with its own financial, legal, business, investment and tax advisers to receive financial, legal, business, investment and tax advice. By receiving
this Presentation, you acknowledge that you will be solely responsible for your own assessment of the market and the market position of the Company and that you will conduct your own analysis and are solely responsible for forming your own opinion of the potential future performance of the
Company's business. In making an investment decision, investors must rely on their own examination of the Company, including the merits and risks involved.

This Presentation contains forward-looking information and statements relating to the business, financial performance and results of the Group and/or industry and markets in which it operates. Forward-looking statements concern future circumstances and results and other statements that are not
historical facts and may be identified by words such as "aims", "anticipates”, "believes", "continue", "estimates", "expects", "foresees", "intends", "may", "plans", "predicts", "projects"”, "should", "targets"”, "will* and similar expressions. The forward-looking statements contained in this Presentation,
including assumptions, opinions and views of the Company, are based upon various assumptions, including without limitation, management's examination of historical operating trends, data contained in the Company's records and other data available from third party sources. Although the Company
believes that these assumptions were reasonable when made, the statements provided in this Presentation are solely opinions and forecasts that are uncertain and subject to risks, contingencies and other important factors which are difficult or impossible to predict and are beyond its control. A number
of factors can cause actual results to differ significantly from any anticipated development expressed or implied in this Presentation. No representation is made that any of these forward-looking statements or forecasts will come to pass or that any forecast result will be achieved and you are cautioned

not to place any undue reliance on any forward-looking statement.

This Presentation is not directed at, or intended for distribution to or use by, any person or entity that is a citizen or resident located in any locality, state, country or other jurisdiction where such distribution, publication, availability or use would be contrary to law or regulation or which would require
registration of licensing within such jurisdiction. No one has taken any action that would permit a public offering of the Shares in any jurisdiction.

This Presentation and the information contained herein are not an offer of securities for sale in the United States and are not for publication or distribution to persons in the United States (within the meaning of Regulation S under the U.S. Securities Act of 1933, as amended (the "U.S. Securities Act")).
The Shares being offered in the Private Placement have not been and will not be registered under the U.S. Securities Act or under the securities laws of any state of the United States. There will be no public offering of the Shares in the United States. Accordingly, the Shares may not be offered, pledged,
sold, resold, granted, delivered, allotted or otherwise transferred, as applicable, in the United States, except only in transactions that are exempt from, or in transactions not subject to, the registration requirements of the U.S. Securities Act and compliance with any applicable state securities laws.
Prospective investors are advised to consult their own legal counsel prior to making any resale, pledge or transfer of the Shares.

In any member state of the European Economic Area that has implemented the EU Prospectus Regulation 2017/1129, this Presentation is only addressed to and directed at qualified investors in that member state within the meaning of the EU Prospectus Regulation 2017/1129. This Presentation is not a
prospectus for the purpose of the EU Prospectus Regulation 2017/1129 and does not contain the same level of information as a prospectus.

This Presentation is being distributed in the United Kingdom solely to, and directed solely at, Qualified Investors who (i) have professional experience, knowledge and expertise in matters relating to investments falling within Article 19(1) of the Financial Services and Markets Act 2000 (Financial
Promotion) Order 2005 of the United Kingdom, as amended, (ii) are high net-worth entities and other persons falling within Article 49(1) of the Financial Promotion Order or (iii) are persons to whom an invitation or inducement to engage in investment activity (within the meaning of section 21 of the
Financial Services and Markets Act 2000 of the United Kingdom, as amended ("FSMA"), in connection with the issue or sale of any securities may otherwise lawfully be communicated or caused to be communicated (all such persons together being referred to as "Relevant Persons"). This Presentation is
directed only at Relevant Persons and must not be acted on or relied on by persons who are not Relevant Persons.

Each of the Managers is acting only for the Company and will not be responsible to anyone other than the Company for providing the protections afforded to clients of such Manager or for providing advice in relation to any potential offering of securities of the Company.

This Presentation speaks only as of its date. Neither the delivery of this document nor any further discussions with any of the recipients shall, under any circumstances, create any implication that there has been no change in the affairs of the Company since such date. By reading the Presentation slides
or by otherwise receiving this Presentation or the information contained herein, you agree to be bound by the foregoing limitations.

This Presentation shall be governed by Norwegian law. Any dispute arising in respect of this Presentation is subject to the exclusive jurisdiction of the Norwegian courts with Oslo District Court as legal venue.

Note: 1) Pending registration of name change to PatientSky Group AS 2
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A REVOLUTIONARY AND INNOVATIVE
HEALTHCARE PLATFORM, ENABLING HEALTH PROFESSIONALS
AND PARTNERS TO PROVIDE NEW, BETTER, FASTER
AND CHEAPER PATIENT CARE



Today’'s presenters @

PatientSky

Johan Zetterstrom, CEO

e Started as CEO in 2020

e Experience from Salesforce, Broadvision,
and Projectplace

John M. Edminson, CFO

o Started as CFO in 2020

o Experience from several senior financial positions
at KPMG, Telenor and Kistefos

Laust W. Axelsen, CPO

e CPO since 2014 and co-founder
o Co-founder of EENI
o UX experience from Nordic healthcare startups




PatientSky is the leading e-health provider in the Nordics @

PatientSky

& s O

2014 130+ ~NOK 170m ARR +40% CAGR 90%

PatientSky was founded employees in 5 offices based on year-en d 2020e expected revenue CAGR 2018-2021e recurring revenue
to innovate e-health across the Nordics

25k + 4,800+ 4.5m+ 1.8m 10+

sssss clinics patients use downloads of partners on the
PatientSky services the PatientSky app PatientSky platform



\J
PatientSky

History of PatientSky

SAAS PATIENT PAAS EXPANSION

FOUNDED ADMINISTRATION TOOL RELEASE FINLAND

Internationalization
phase
Commercialization phase

Development phase




PatientSky's offering @

PatientSky

S— License and transaction based

= NOK170m in ARR
= Offering: EHR and additional modules

Software as a Service
(SaaS)

Revenue sharing model

= NOK ~320m invested in platform

Platform as a Service v

(PaaS) = Key differentiator versus competitors

PatientSky’s open structured data platform is built to scale and enables profitable growth



Modules

Hosting

Y Google Cloud

Regular healthcare platform

Web Application

dWS

A Microsoft Azure

Our platformis the key differentiator

PatientSky 360 Platform

Web / Mobile Application
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PatientSky

Platform benefits

OS of healthcare
- open structure for everyone

85 % of development is pre-made
within the services

No dependency on platform
supplier, no hosting lock

Reduced regulatory risk,
can run anywhere

Reduces time to market
due to reusability

Suited for cross-border
expansion due int. standards

The only SaaS vendor in Europe with its own open structured data platform - built to scale




PatientSky offers an open structured data platform, v,
currently tailored for e-health PatientSky

&l 7~ "\ [&
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3" party vendors PatientSky’s open structured data platform End users
* Partners use PatientSky’s open structured data platform to develop products * Partners sell their software through PatientSky’s platform to end users
* Low-code application service already in place enabling re-usage of a substantial * PatientSky charges a commission on the sale, enabling shorter time to revenue
amount of codes to save time and R&D costs (approximately 85%) in contrast to developing the software internally

Key benefits to PatientSky

Key benefits to partners

Reduced R&D costs EII:IH Increased traffic a%) Increased scalability Growth of the ecosystem

6 Shorter time to market Easier to scale E Increased platform stickiness @ Predictable long-term
revenue streams




Platform growth to be driven by partnerships @

PatientSky
What is a partner? Selected partner examples Recent events
e A partner is a vendor who wants to use theopen =~~~ Software partner ----------------------- |
structured data platform or PatientSky’s PaaS : . oo :
! . D =J[® |
solutions to deliver and provide Saas to 3 Unilabs storebrand FURST SATS I v
Customers : LABORATORIUM :
! ! First commercial partner contract
| DIAGNOSTICA ) EXORK o | signed worth potential NOK >15m
o Partners are in general software vendors or i e pame s . LENSEI Ja i
e-health companies o I

e Currently a backlog of around 15 new 1
undisclosed partners (on-top of their current
partners)

v

Further international
b o o o o o o s o o o o o o o o — oo - - - oo - ! expansion opportunities
with this partner

\
o)
=
U
o
7
2.
-

Revenue model

o PatientSky and partners use a share-of-wallet
model to distribute the revenue from partners

10



Our SaaS offering
- license sales make up 90% of current revenue

EHR primary modules

Basic

Recommended for those who need basic
functionality. Often used by secretaries
and other health professionals.

599, -

Premium 1.149, -

Recommended for you who need full
functionality and all the messages you
need to communicate on Helsenett.
NOTE: Requires a subscription with the
Norwegian Health Network.

Revenue shares 2020e

Basic+

All basic functionality and the possibility of
electronic sick leave. Recommended for you
who do not need a Health Network.

899, -

Premium+

Recommended for you who need full
functionality including LAB and
E-prescription. Often used by doctors.
NOTE: Requires a subscription with
the Norwegian Hearth Network.

1.949,-

* PatientSky offers its
services to clinics through
various license
subscriptions

* Differentiated product
offering ranging from
Basic to Premium+

* The software is shaped to
the clients needs and
preferences, resulting in
high switching costs

Additional modules

P

VolP

©

[\
Video

)

Transactions

Supporting services

~90%

Recurring
revenue

PatientSky offers several supporting
services related to license sales and
implementation of the Saa$ systems

Consultancy
services

allll

Education

Data
conversion

\J
PatientSky
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Diversified SaaS customer size and segments

Customer overview

e Focus so far has been on small and medium size clinics with an average
of ~5 users but large clinics are also using the platform today

e Users are mainly within the primary healthcare space

e Average clinics size is expected to increase going forward

25k + 4 800+

users clinics

------------------------ Selected examples ---------------------------

)NEMUS Aleris @ curecxka Hallingdal IKT

@ oo
stamina KlinikkaorAlle SATS Oslo
Namdal&r&gionen U
?W%‘ : @@:‘;’)ku@@‘l’v Kgﬁﬁ%ﬂg

e
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PatientSky

PatientSky represents a holistic ecosystem

PatientSky
high penetration

GENERAL
PRACTITIONER

PHYSIO-

THERAPISTS HOSPITALS

PSYCHO-

LOGISTS PHARMACY

CHIRO-

PRACTORS ‘. DENTISTS

PRIVATE
HOSPITAL

G Penetration

PS potential

v/

Expansion
opportunities:
several new verticals
that can be
integrated into the
SaaS offering

PatientSky
low penetration

12



Examples of current products

100% cloud-based
journal system

Appointment booking system
- through app or online

-

Online booking so
doctors can make
available appointments

Dialogue and
e-consultations available
through the app or online

/®

U/

Dialogues, receptions of mails,
references and epicrisis

ing Lists
(N
Patients can be added to

a waiting list, either by
time waited or priority

ES ©

Enables doctors to
administrate
group appointments

Live video-consultations
between doctor and patients

Cloud-based
IP-telephone calls

ol10

Local installations with
full-service SaaS solutions

Potential platform partners Potential platform partners

\J

PatientSky
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Upgrading to PatientSky gathers all modules and data in one
place

The old way VsS. PatientSky
HOSTING @
A
> l <
IP-TELEPHONE B%"(')L}QPNEG IP-TELEPHONE

PATIENT s VIDEO PATIENT
DIALOGUE DIALOGUE

GROUP

APPOINTMENTS
WAITING LIST

Source: Company data

O,

PatientSky

14



PatientSky's Saa$S offering enables patients to self-service Cub
- saving time for healthcare professionals PatientSky

Effect of applying PatientSky("

Reduces yearly costs with avg. NOK 78k per clinic Reduces prescription errors with up to 70%

Platform without a vendor lock facilitates better and

A 24-hour open clinic for self-administration
cheaper care

PatientSky mobile app reduces inbound calls with 54% Updates are 24x faster than regular vendors

Tool for clinic managers to optimize operations Increase users’ revenue and lower "no-show" with 66%

Notes: (1) Based on PatientSky data 15



Substantial value for PatientSky and our customers

Significant ARPU uplift for Still, significant cost savings
upgraded customers for our customers

NOK per month

3.5X% )

Avg. non-upgraded ARPU™ Avg. upgraded ARPU® Gross cost savings changing from
standard solutions to PatientSky

Notes: (1) Based on avg. ARPU for 2020e

O,

PatientSky

16



Clear value proposition with PatientSky @

PatientSky

Examples Legacy systems PatientSky Peers

o 5 T it
Physician-centered EHR-systems |! @% Patient-centered EHR-systems

r,‘jg CARASENT

T

E infodocID E Vendor-dependent {0} ~§o%-» Vendor-agnostic E I
| : ¢ | ‘ - @Aridok |
E o% aspit medica : . (G ! ' :
| o i On-premise EJ.E Cloud | |
E ‘/" : -——0—- -5 : :
- whRARE = WebMed ()
: E General-purpose Q@ Software as a Service \’ Customer-tailored : Web Dgc |
| OHelseRespons : (Saas) 5 : i
Long-lead times with undefined markets Short lead-time with a defined marketplace
%ol O
Silo-specific solutions Q ~\/_ Country functionality allowing boarder-scaling
I =
Unstructured data g Platform as a Service D—%-ﬂ Setup for vendor data mobilization

(PaaS)
—

U

[ | —

Multiple platforms E_] One unified platform

17



PatientSky currently monetizing the SaaS offering and Cub
expecting to create significant value from its PaaS$S offering PatientSky

Included in
Revenue drivers forecast?

<V Growth through customer acquisitions
\/ Upgrading of existing customers
v/ Organic growth

Software as a Service
(SaaS)

ot

</ Growth through partners x

Platform as a Service

(PaaS)

18



Strong financial development including clear margin expansion Cub
in a period with R&D focus PatientSky

@ < System optimization \/ Synergy realization < Upgrading customers </ Increased upgrading speed
@ v M&A integration = — / Ready for scaling = v Upselling = / No PaaS or app revenue included

NOKm

Bl Revenue

EBITDA

54-88

-43
20183 2019a 2020e 2021e

19



Upgrading speed of clinics supporting increased revenue Cub
g rOWth PatientSky

Development in the upgrading speed of clinics Comments

# of upgrades e PatientSky has developed easily applicable
tools so that “non-tech” personnel can use
them

e Going forward the average size of clinics
will increase, hence number of users will
increase even more

e Upgrading speed to increase further by
using parts of proceeds from the
transaction on FTE ramp-up, which currently
is the bottleneck

10

2018 2019 2020e 2021e

20



High visibility on 2021e with further upside potential

\J
PatientSky

Current business plan |—— — Additional value potential ———

NOKm revenue

Revenue from customers upgraded in 2020

B B

Revenue effect of upgrading customers in 2021

NOK ~170m in annual recurring >200
revenue on existing customer base
by year end 2020 ~14
— ILLUSTRATIVE
~23
Device integration and connection solutions
~145 ~23 for clinics
Monetizing on the 1.8m downloads of the
mobile app
PaaS partner revenue, M&A, further upsale,
new user acquisitions, new SaaS modules,
additional synergies
2020e Full-year Continued Running 2021e Mobile Additional 2021e
effect upgrades business app upside (upside)

22



Attractive KPIs

ORGANIC GROWTH UPGRADE SPEED CHURN LTV / CAC

~5 new clinics added
on avg. per week

12 - 18 clinics
upgraded weekly

4% annual churn on avg.
— monthly ARPU of NOK 52
on churning users

O

PatientSky

24



Aspirational targets medium term @

PatientSky

REVENUE EXPANSION PATIENTS

3+ acquisitions NOK >500 million in ARR International +50 millions patients
expansion

25



Co

PatientSky




