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Disclaimer + mentice

IMPORTANT: You must read the following before continuing. The following applies to this document, the oral presentation of the information in this document by Mentice AB (the “Company”) or any person on
behalf of the Company, and any question-and-answer session that follows the oral presentation (collectively, the “Information”). In accessing the Information, you acknowledge and agree to be bound by the
following terms and conditions.

The Information is confidential and may not be reproduced, redistributed, referred to, quoted, published or passed on to any other person, directly or indirectly, in whole or in part, for any purpose. If this
document has been received in error it must be returned immediately to the Company. The Information has been prepared solely for information purposes. It does not constitute or form part of, and should not
be construed as an offer or the solicitation of an offer to subscribe for or purchase securities of the Company, and nothing contained therein shall form the basis of or be relied on in connection with any
decision, contract, commitment or action whatsoever.

This document and any materials distributed in connection with this document are not directed to, or intended for distribution to or use by, any person or entity that is a citizen or resident or located in any
locality, state, country or other jurisdiction where such distribution, publication, availability or use would be contrary to law or regulation or, that would require any registration or licensing within such jurisdiction.
This document does not constitute an offer to sell, or a solicitation of an offer to purchase, any securities in the United States. The securities described herein have not been, and will not be, registered under the
U.S. Securities Act of 1933, as amended (the “Securities Act”), and may not be offered or sold in or into the United States, except to qualified institutional buyers or “QIBs” as defined in Rule 144A under the
Securities Act. By accessing the Information, you represent that you are z) a person that is outside the United States or (ii) a QIB.

These materials do not constitute a prospectus within the meaning of Regulation (EU) 2017/1129.

This Information is available only to, and will be engaged in only with, persons who (a) are located outside the United Kingdom or (b) persons who are located in the United Kingdom that either (i) have
professional experience in matters relating to investments falling within Article 19(5) of the UK Financial Services and Markets Act 2000 (Financial Promotion) Order 2005, as amended (the “Order”), or (i) are high
net worth companies or other persons to whom it may lawfully be engaged with, falling within Article 49(2)(a) to (d) of the Order (all such persons in (a) and (b) above together being referred to as “relevant
persons”). Any person who is not a relevant person should not act or rely on these documents or any of their contents.

An investment in the shares involves a high level of risk. Several factors could cause the actual results, performance or achievements of the Company to be materially different from any future results,
performance or achievements that may be expressed or implied by statements and information in this Information. There may also be a limited secondary market for the shares which may result in a
substantial liquidity risk. Should one or more of these risks or uncertainties materialize, or should underlying assumptions prove incorrect, actual results may vary materially from those described in this
presentation.

This document was prepared and the analyses contained in it are based, in part, on certain assumptions made by and information obtained from the Company, its directors, officers, employees, agents,
affiliates and/or from other third party sources. Unless otherwise stated, the market data included in this presentation has been derived from multiple internal and third party sources, market and customer
surveys, industry publications and associations and other information available from third party providers; and commissioned by the Company for its own benefit. Neither the Company nor any of its affiliates,
or their respective officers, employees, agents or advisers, make any representation or warranty, express or implied, in relation to the accuracy or completeness of the information contained in this document or
any oral information provided in connection herewith, or any data it generates and accept no responsibility, obligation or liability (whether direct or indirect, in contract, tort or otherwise) in relation to any of
such information. Neither the Company nor any of its affiliates, or their respective officers, employees, agents or advisers, makes any representation or warranty, express or implied, that any transaction has
been or may be effected on the terms or in the manner stated in this document, or as to the achievement or reasonableness of future projections, management targets, estimates, prospects or returns, if any.

The Information contains forward-looking statements. All statements other than statements of historical fact included in the Information are forward-looking statements, including those regarding the possible
or assumed future or other performance of the Company or its industry or other trend projections. Forward-looking statements give the Company'’s current expectations and projections relating to its financial
condition, results of operations, plans, objectives, future performance and business. These statements may include, without limitation, any statements preceded by, followed by or including words such as
“target,” “believe,” “expect,” “aim,” “intend,” “may,” “anticipate,” “estimate,” “plan,” “project,” “will,” “can have,” “likely,” “should,” “would,” “could” and other words and terms of similar meaning or the negative thereof.
Such forward-looking statements involve known and unknown risks, uncertainties and other important factors beyond the Company’s control that could cause the Company’s actual results, performance or
achievements to be materially different from the expected results, performance or achievements expressed or implied by such forward-looking statements. Such forward-looking statements are based on
numerous assumptions regarding the Company’s present and future business strategies and the environment in which it will operate in the future. Accordingly, no assurance is given that such forward-looking
statements will prove to have been correct.

" " "o " "

You should not place undue reliance on forward-looking statements. They speak only as at the date of the document and the Company does not undertake any obligation to update these forward-looking
statements. Past performance does not guarantee or predict future performance. Moreover, the Company and its affiliates and their respective officers or any of their advisers, employees, agents or advisers do
not undertake any obligation to review, update or confirm expectations or estimates or to release any revisions to any forward-looking statements to reflect events that occur or circumstances that arise in
relation to the content of the presentation. Market data used in the Information are estimates of the Company based on third party sources or its own internal data or estimates and have not been
independently verified or reviewed.

" u

Comparative claims of the Company and its products, including description of the Company its products being “leading”, “#1", “global leader”, “world’s most” and similar tributes, superlative claims, top-parity
and parity claims, shall be viewed only as the Company’s own opinion and assessment of the Company’s and its products’ position vis & vis its competitors, and the claims and the accuracy thereof are not
necessarily substantiated nor supported or verifiable by any independent third party sources, nor may the Company necessarily hold any documentary evidence thereof.
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Mentice in Brief + mentice

©  Mentice AB (“Mentice” or the “Company”) is a global leading + Large opportunity within the rapidly growing interventional field
provider of performance and training solutions for image guided with transition from open to minimal invasive
interventional therapies - Solid fundamental market drivers to support growth going

+ Providing “flight simulation” for physicians and clinical teams forward

+ Proven business model with strong profitability +  Mentice has a high level of gross margin within in the image

guided interventional therapies market

Top-tier client base & strategic partnerships with leading medtech
vendors +  Expansion within current and to adjacent markets

@

Scalable business model leads to higher margins
COMPANY FACTS FINANCIAL TARGETS

ol
[

- Founded: 1999 30-40% net sales growth
+  HQ Gothenburg, Sweden 30% EBITDA margin (long
- Full time employees: 120 term) 50+ 2,000+ 140+

image guided
interventional therapies
papers & articles

« Listed on Nasdagq First North

: h Patents & patent pending Systems sold worldwide
Premier GM since 2019

applications

Financial development Geographical sales split 2021

(SEKm) (SEKm)

185,1
137,5

o
;gu}%% :::Igﬁ -26.0% margin

EBITDA

margin margin m Americas g APAC EMEA

Net sales 2020 Net sales 2021 Net sales Q1 2021  Net sales QI 2022

4 Source: Company information
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What is an Image Guided Interventional Therapy? & mentice

A rapid transition from open surgery to IGIT

The clinical environment

The high-fidelity virtual environment

Real clinical devices
introduced in a
haptic simulation

Physician are
navigating

clinical devices : Ul
through the L'ml't providing
vascular tree reo'}';t'ecge:%btg?k to
using X-ray for P :
guiding The simulator X-ray
image is
dynamically
presented on the
screen
The clinical
devices are

visible on X-ray
however the
organs & vessels
are only visible
when contrast
agentis
introduced
through catheters

The simulator X-ray
image with moving
anatomy and
clinical devices are
realistically
presented for the
operator throughout
the entire procedure

6 | Source: Company information



The problem of clinical diseases at the core of Mentice’s mission . mentice

Image-guided interventional therapies (IGIT): the art of optimizing the bodies blood vessels and internal organs to their

intended form and function

+  Occluded vessels blocked by placque or clots *  Heart Rhythm to control or adjust the heart
*  Expanded blood vessel Anuerysms risk or even with risk of chamber contractions

rupture . Structural Heart to amend heart chamber & valve
« Embolisation — Cutting off blood supply to Tumors and deficiencies and ensure correct function

internal bleeding

~
Y o~ —’v\v-\'%
B~

. \

Body; Aortq, Kidneys,
\Liver, Uterus, Legs, etc. )

Correct Heart function
. J . J . J

Blood flow to the Brain

Improving vessel flow

IGIT (also known as image guided interventional therapies) are minimally invasive procedures to diagnose and treat vascular
diseases, in comparison to traditional open surgical techniques, these less-invasive procedures host a plethora of benefits:

*.

4

)

)

4

l

e

No patient Formally is Shorter Less pain & Lower risk of Shorter recovery
age limit minimal hospital stay anesthesia complications time
incision and rapid
ambulation

7 | Source: Company information




Several key challenges in global healthcare

= mentice

Top 10 causes of death in Sweden!

Key challenges in global healthcare

Several trends showing high demand for simulation tools

Rapidly aging population

Rising healthcare costs

Rising labor costs & staff shortages

Geography & population density significantly impact patient
outcomes

Chronic diseases & cardiovascular disease are the leading
causes of death

The real challenge is due to the rapid change in procedures
and hence need for everyone to continuously learn new
techniques etc

High variation in outcomes of care among hospitals and
physicians

Rapid transition from open surgery to minimal invasive
treatments and large volume of new and innovative treatment
solutions

As conseguence a large percentage of procedures are
performed by physicians and teams with insufficient experience
and hence skillset to achieve optimal technical quality

The pandemic highlighted the importance of reducing on
patient learning, leading to remote proctoring and cloud
services

Source: Company information, WHO global health, World bank 2020

Alzheimer disease and other dementials

Chronic obstructive pulmonary disease

Tracheq, bronchus, lung cancers

Deaths per100k population 0 20 40 60 80 100 120 140 160

Ischaemic heart disease

Stroke

O
|
I
I
|
Colon and rectum cancers -
Lower respiratory infections e
Prostate cancer Bl
Pancreas cancer -

Hypertensive heart disease

Variance in mortality?

30

25

20

15

10

Bottom 20%
18.8%

mortality

376 % Mortality Variance

i
— :

Top 20%
5.0%

mortality

Note: 1) For both sexes all ages (2019), 2) Based on 125 reports from hospitals in lllinois, USA



Strong underlying market growth driven by solid fundamentals . mentice

Solid fundamentals market drivers

0 Increasing healthcare costs creates need for medical simulation

- Medical simulation facilitates increased task proficiency and patient safety

- Arapidly aging population with longer life expectancy and increased demand for quality

of life in very high ages

- Due to rising expenditures, performance and training solution, such as the ones provided
by Mentice, will play an important role in mitigating the overall increase in health care

cost

e Continuous innovation in new treatment modalities to drive the market

+  Rapid introduction of new clinical devices and therapies drives the need for continuous

professional development in the clinical practice

+New innovative modalities allowing for life changing treatments in very high ages and will

drive costs

e Increasing demand for image guided interventions

+ Increasing demand for image guided interventions and minimal invasive is projected to

fuel the need for Mentice’s solutions

+ Lessinfection, quicker recovery time and shorter hospital stays have led to a dramatic

shift to image guided interventions

o Increasing focus on patient safety to drive the market

+  Approximately 250,000 Americans die each year from medical errors, which represents a

significant cost for hospitals and the society

+  The use for Mentice’s solutions to practice new skills and procedures is reducing medical
errors, improving patient safety and improving operational efficiency and reducing harm

to patients

o Increased certification requirements of interventionalists using simulators

< Mentice's solutions are expected to be used to obtain an objective “certification” to
ensure the physicians has sufficient qualification and skill

Source: Company information

Note: 1) Statistics summarised from several sources including www.marketwatch.com, www.mordorintelligence.com, www.i

The Image Guided Interventional Market

lllustration af current addressable and foreseeable market

IGIT performance
A

IGIT training

image guided interventional therapies
Solutions

IGIT Performance
Solutions

* Mentice's current addressable market is however USD ~40m but is
expected to grow significantly during the upcoming years

Global revenue growth of Medical Device Industry Customers'

usbbn
150 .
n38
99[4 106,3 !
100 | 8l4 87,0 930
50 J
0
2021 2022 2023 2024 2025 2026

+ Clinical Areas involved in Mentice’s Medical Device Industry customer
base: Neurovascular, Interventional Radiology, Interventional
Cardiology, Structural Heart, Electrophysiology, Cardiac Rhythm
Management, Vascular Surgery

rc.com, www.theinsightpartners.com, www.gminsights.com
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Our Solutions

< mentice
Image Guided Physical flow Cloud-based R&D Consultancy Angiography &
Interventional replication systems software app Services robotic integrated
simulators solutions systems
( N é (

.

2 RIGHT HEART

E—

MITRAL REGURGITATION

\.

\.

VIST® G7 AND G7+ unique
patent protected haptics
with a compressive
support for all existing and
future interventional
therapies

Physical anatomical
vessel and flow models
for real device adoption

Mentice® Live, mobile
module applications
transferring advanced
physics engine into the
mobile hands of the
operators for procedural
planning and medical
device adoption

MedTech Industry
delelopment project
management with focus
on the unique
implementation of
custom medical devices
providing the ultimate
immersive virtual
replication

VIST® Virtual Patient Link
to the world's leading X-
Ray suppliers. Providing
Physicians with a “flight
simulator” for
Interventional
procedures. “The window
to the procedure”




How our customers adopt our solutions (enavied video links)

Operating room integration to re-create the “Virtual Patient flight simulator” in our market. In the videos you
will see how Physicians are adopting our solutions to ensure patients get the most efficient treatment and

ultimately help save more lives

Siemens Healthineers &
University Giessen - integration

Abbott, Philips, Sahigrenska
University - Cardiology

Norwegian National Stroke
Project — onset to resolution

“We can really improve our skills and
doing fewer errors in the real world. We
can also reduce our procedure times
and use the contrast dye by practicing
this scenarios with the simulator” Prof.
Holger Nef, MD. Deputy Clinic Director
University of Gi3en

12 | Note: 1) Rehearsal case

“Complication management course at
Sahlgrenska University Hospital,
Gothenburg. Cardiology department
performing team training with the
Mentice Virtual Patient and Philips
Azurion Angio-suite integration for team
training to ensure the team is fully
prepared for the unexpected”

“Stavanger University Hospital leading a
national stroke program focusing on
Hospital workflow and technical skills
training for patients experiencing an
Acute Ischemic Stroke onset. Ensuring no
matter when or where the patients are
treated in Norway, they receive the
same high level of competency”

= mentice


https://youtu.be/DzWJOJ1w5g4
https://youtu.be/DzWJOJ1w5g4
https://youtu.be/LTIOAjIOrUE
https://youtu.be/kJzQHkPkB2s

Business aredas: Customers

= mentice

Medical Device Industry Healthcare Systems Strategic Alliances

+  Global providers of MedTech devices. The
business area includes solutions for training,
sales and marketing, research and clinical
evaluation. Overarching objectives is to assist
our clients in their strive to bring new
products safely to the market in volume. Our
largest segment with a focus on lateral
expansion within our customer base

Net sales split 2021

\
75%

Net sales, SEKm

139,2
87,5
2020 2021

13 | Source: Company information

Teaching entities in hospital settings, as well
as healthcare entities. The applications range
from initial acquisition of skills to focus on
solutions for continuous professional
development, maintenance of skills and
planning, rehearsal and physician guidance.

COVID has affected Healthsystem funding
priorities and access to teaching aids

Net sales split 2021

Net sales, SEKm

34,9

2020 2021

/8B
Mentice Virtual patient with unique integration
of our solutions into the operating room
imaging equipment from the leading
suppliers Siemens Healthineers and Philips
Healthcare including moving the pendulum
for the use of interventional robotics solutions

Net sales split 2021




Mentice has a top-tier client base + mentice

Key medical device clients Key university teaching hospital clients

.% + Over 2,000 systems delivered to medical device clients

% - Over 500 hospitals and teaching programs worldwide

currently as clients

+  As the hospital / academic institution industry continues to

ﬁ +  Strong client base including the 10 largest and a majority of shift from traditional methods of training to simulation-based
the 100 most significant medical device companies globally training, Mentice has the necessary infrastructure in place to
accommodate the increased demand
+  Successful strategy focusing on developing solutions to drive +  Multiple sales approaches allow Mentice to gain
Z—;{ use and adoption of new devices and techniques in the USD 0\ comprehensive access to the hospital / academic institution
160 billion medical device field market

Example of medical device clients

rerumo B Cordis ) A
‘ ' A Cadin et compary SIEMENS .-,

] oo, e
Medtronic ~ Edvards  CardioFocud calthineers

I(A $ TECHNISCHE mglcljllg"o"'éne“ Eﬁ Xk;%

UNIVERS\TETSLABURM’DRIET %j:‘l?l, IKAI\LIJ\\':EE’S_\'ET"

Lniversity f Todnbar

SBNR Ge|5|nger Plymouth Hospitals m

1 1 : :
| i | i
: : i :
| AN Boston : | NORTHWESTERN NS Trust i
P p [0 BLaerdal  MuocANd SERSRGC ! . .
! H I ll s CEF;éNéVUS eping e s Advancing science for life ! : . :
! CERENOVUS | ! @ Rigshospitalet w““"”“‘ < 4 Jl & P&N,B [
! . ! N KAISER PERMANENTE. ncons Psrirure e
: MicroPort’ Coérindus & BIOTRONIK ! : ,
! Vascular Robotics excellence 1or Lfe 1 | :
| : | MASSACHUSETTS UNIVERSITY B UCC UNIVERSITE !
: Guerbet EED Str‘ r‘@ .ﬁ ) : : @ GENERAL HOSPITAL l.l ‘ OF MIAMI RS oo oo cosn £ PARIS DESCARTES :
: Contrast for Life N%ﬁaescular G T 2 ENdOlOgIX : : :
| . P | i Imperial College |
; [BARD JIL Japan Lifeline AstraZenecaC? ! | G Cormany e London :
1 1 ! 1

14 | Source: Company information, Select USA



Business operations and revenue streams = mentice

Mentice is in a transition period from a Perpetual software model into an Annual Recuring
Revenue model. Today 61% is generate from Software, Rental and Services

Jam-March 2022 Jan-March 2021

Met sales per

System sales,

=M Full
business segment J-i;nﬂlﬂr Change Umzl:ﬂr
TSEK =
5 les, CAREX 224972 12,871 TB.5% 78,398
ystem sales 11% %‘
‘
6%

. 3,380 815 314T7% 7,056

requrring

SoRware lrsnses, 4896 5814  158% 37739

CAPEX ' ' o ' 2%

Software licenses,

: 7170 4245 68.7% 19,267

FECUTINg ® System sales, CAPEX

Accessories & 5663 2,828 1002% 16,834 System sales, recurring

spare parts )

® Software licenses, CAPEX
Service 9,004 5742 S6.8% 25770 Software licenses, recurring
Accessories & spare parts
Total 53,085 32,320 64.3% 185,064
® Service
e Sales of Simulation systems: o Software License sales » Service and support 12-month warranty/base
Multipurpose single simulation platform Mentice is a software and solutions company support contracts including our Research and
including Physical Flow Models and Virtual with 85% of the engineering resources development services for the MedTech
Simulation platforms. Currently 39% of Mentice ~ focused on software development. Currently Industry medical device product roll-out. Our
overall sales comes from sales of systems. 61% of our total business is generated from scalable RnD platform enables continuous
Sold as up-front or rental agreements software, rentals, services and maintenance. new solutions to further increase our general
The Company is shifting its focus towards a product offering

license-based contract model resulting in an
annual recurring revenue (ARR) structure




Go-to-market strategy +mentice

Sales channels Customers

Direct sales

- . @ P
“TERUMO Gndlg =] Abbott  pedtronic ¢ BIOTRONIK Guerbet &

....... Contrast for Life

+  Mentice direct relation with clients in both the hospital and medical B
device arena . For medical device the Company is customizing !ng Cardiofoc® ~ PHILIPS m Astrazeneca @MicroPort*

solutions based on their specific demand Edwards
s muoeAND  Zendoogie SeiRitiic ool Stryker

Indirect sales
« Inregions outside Europe and North America Mentice’'s interaction with K’Q’.‘Lﬁg @ M Qﬂ B[lnp
the hospital market goes through a network of distributors e B A Q
m HcriMCd mg%{Eﬂﬁ Sistemas Médicos.

Strategic Alliances

+  OEM relationship with leading global Medical Imaging Companies SIEMENS .-,
integrating Mentice's technology pH I I,I ps Healthineers’ o Lah-lerdlal
elping save lives

16 | Source: Company information



The expanding solution portfolio with clear ambition

lllustration of Mentice’s journey in the daily clinical practice

Provide procedural

‘ decision support for
Plan & rehearse patient physician guidance

Collaborate with teams ~ SPecific

Reach proficiency & refine processes Procedures
. using objective PREDICTIVE
Acquire core assessment PRECISION

procedural skills PROCESS

PROFICIENCY
PRIMARY Mentice

current position

Mentice Journey to achieve the mission of adoption before, during and after a procedure

o 6

Deep and leading e Robotic support
e procedural support o o solutions and the
0 Deep integration into for innovative existing Precg]ﬁn {\/Ied|0|r_1§ path to autonomous
World leading core the imaging process Data and data and new high-end, cohpo_ ity to %row e interventions
functionality for angio suites to analytics combining high-cost and high- physician guigance ;
emulating and allow fully integrated emulated and actual stake therapies , i
replicating and realistic procedural cases . | '
endovascular combined use \ ! .
therapies ! ‘
®

o

é o

17 | Source: Company information, Select USA



Financial overview  mentice

SEKm
250 - — ~ 20%
- Mentice has been growing at a |_SalesCAGR: +14.3% | l
high pace during the last 8 years 290 4 157,-150/-. 149 185 - 16%
. , R -t 138
with a sales CAGR of 14.3% during 150 d0 ' 0%
2014-202], totalling SEK 185m in 2021 100 i
L 5%
+ Mentice has turned around to @ 50
L 0%
positive EBIT margin in 2021 (+1%) 0
after a decrease during 2019 and 50 - 5%
2020 100 L -10%
150 L -15%
2014 2015 2016 2017 2018 2019 2020 2021
m Net sales I EBITDA I EBIT - - - - EBITDA margin - - - - EBIT margin

18 Source: Company information, Select USA

Note: Mdi = Medical Device Industry



Why invest in Mentice? + mentice

] Global leader in advanced image guided interventional
O therapies and training solutions

Proven business model with strong operational leverage
O and rapid growth

Top-tier client base and strategic partnerships with

®) . E Philips and Siemens Healthineers
o] 1O
08:8 ‘ @ Large opportunity within the rapidly growing medical

simulation market

@ Clearly defined go-to market strategy for continued growth

6 ) Recruited the best talents in the industry

19 | Source: Company information
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Order Intake & Order Book Q12022 & mentice

Order intake at 54.4m — growth 36.3%

Order intake per Jan-March 2022 Jan-March 2021
+ Welcomed comeback from P Jan-March | Jan-March Full year 7%
business area 2022 2021 Variance 2021 o
Healthcare Systems TSEK 11%
+ Consistent performance from Medical Device Industry 32,207 32,791 -1.8% 167,338
Medical Device Industry Healthcare Systems 12,317 4431  178.0% 24,358
+ Strong QI for Strategic Strategic Alliances 9,883 2,702 265.8% 13,948
Alliances thanks to Corindus Total 54,407 39,924  36.3% 205,645
China order ® Medical Device Industry Healthcare Systems

© Strategic Alliances

Orderbook at 91.4m — growth 25%

R Jan-March 2022 Jan-March 2021

Systems 16.7m Order intake per region | Jan-March | Jan-March o Full year

darlance

+ Development contracts 8.4m L8 S LU L) L)

Annual recurring revenue EMEA 16,543 5,050 82.8% 51,599
+ Software subscription 25.3m. APAC 23,302 15,469 50.6% 51,112 399

, 43%
Whereof 5.7min 2022 and Americas 14,562 15405  -55% 102,933
19.6m in 2023 and beyond Total 54,407 39,924  36.3% 205,645
® EMEA APAC © Americas

+ Rental and support 41.0m

21 | Source: Company information




Order Intake: Long-Term Overview # mentice
- D D 0 DDBDn»n>NL>L>.>>....\..............>.,$.,.$£k,€6>l>.L,L=-.=>=>-=>>..>rn.,.L.,..

+ Mentice has been growing at a ziz
high pace during the last 10 years
with a order intake of CAGR of 0
about 17% during 2012-2022 Q], 1005
despite difficult period 2019-2021 Ve ——
0 T T T T T T T T T 1

2012 2013 2014 2015 2016 2017 2018 2019 2020 2021
Tot Mdi

+ Mentice's order intake has been
growing over the last 10 years -

especially within the Medical
ORDER INTAKE PER SEGMENT ROLLING 12 MONTHS (MSEK)

) I l I
“‘o I I ' I I

2009-Q1  2019-Q2 2019-Q3 2019-Q4 2020-Q1 2020-Q2 2020-Q3 2020-Q4 2021-Q1 2021-Q2 2021-Q3 2021-d 2022-Q1

Device Industry with 4X increase

M Medical Device Industry M Healthcare Systems B Strategic Alliances

29 Source: Company information, Select USA

Note: Mdi = Medical Device Industry



Business Areas: Net Sales and growth Q1 2022

Medical Device Industry Healthcare Systems Strategic Alliances

- Global providers of MedTech devices. The
business area includes solutions for training,
sales and marketing, research and clinical
evaluation. Overarching objectives is to assist
our clients in their strive to bring new
products safely to the market. Our largest
segment with a focus on lateral expansion
within our customer base

Net sales split full year 2021 75%

Net sal
et sales per Jan-Mar

2022

business area
TSEK

Medical Device

Industry 41132 19,939
Healthcare Systems 9,848 10,231
Strategic Alliances 2,105 2,150
Total 53,085 32,320

Change

Teaching entities in academic and university
hospital settings, as well as healthcare
entities. The applications range from initial
acquisition of skills to focus on solutions for
continuous professional development,
maintenance of skills and planning, rehearsall
and physician guidance.

Net sales split 2021 17%

Full year
2021

106.3% 139,161
-3.7% 31,576
-2.1% 14,327

64.2% 185,064

23 | Source: Company information

Jan-March 2022

19% ‘

® Medical Device Industry

= mentice

-

Mentice Virtual patient with unique
integration of our solutions into the operating
room imaging equipment from the leading
suppliers Siemens Healthineers and Philips
Healthcare including moving the pendulum
for the use of interventional robotics solutions

Net sales split 2021 8%

Jan-March 2021
6%

Healthcare Systems

® Strategic Alliances




Business Regions: Net sales and growth Q1 2022 = mentice

+40% YoY

Net sales per region | Jan-Mar
TSEK 2022

EMEA 16,471
APAC 11,488
Americas 22,126
Total 53,085

+298% YoY

S o

Jan-Mar
2021

4,886
11,633
15,801

32,320

“inte ™ o
RS

Jan-March 2022 Jan-March 2021

Full year

258.5% 41,520

-1.2% 50,561
40.0% 92,983 1%,

B64.2% 185,064

24 | Source: Company information

® EMEA APAC ® Americas




Business Segments (IFRS 8): Net sales Q12022  mentice

Mentice is gradually shifting its revenue from capital expenditure to operational expenditures

RECURRING REVENUE ROLLING FOUR QUARTERS (MSEK)
35
+ Recurring revenue grew 108% YoY in quarter 1
2022, both from subscription of software and
25

rental contract for systems.
MSEK
+ ARR at end of 2021 was at 26m and grew to
32m in the quarter.
0

2020-04 2021-Q1 2021-Q2 2021-Q3 2021-04 2022-0Q1

30

o)
[=]

=
w

=
=]

(%3]

m System sales, recurring M Software licenses, recurring

System sales Software licenses Service

Accessories &

System sales Software licenses Service Total Group
spare parts

2022 2021 2022 2021 2022 2021 2022 2021 2022 2021

Sales for capital 22972 12871 5663 2,828 4896 5814 9,004 5742 42,535 27,255
expenditure

Recurring revenue 3,380 815 0 Q 7170 4,249 0 ] 10,550 5,064

Total 26,352% 13,6286 5,663 2,828 12,066 |\ 10,064 9,004 5,742 53,085 \, 32,320
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Financial update — Q1 2022

- Gross margin for Q1’22 amounted to 80.1% (80.3%) which is similar

to the level last year for the same quarter, an increase of 17m in gross
profitin 2022.

- EBITDA amounted SEK -1.3m (SEK -8.4m) for Q1'22, an improvement of
about 7MSEK. We notice that our cost levels are getting back to a
normal where travel costs, marketing and communication are
approaching levels on par with period prior to the
pandemic. Commission costs variable to higher sales levels and
added personnel 112 compared to 98 in quarter 12021 are also adding

to cost levels.

- Cash flow totaled SEK 7.4m (SEK -21.3m) for QI'22. and Cash and bank
at end of the period was 19,3m (27,8m) and at end of 202112,7m.

Net sales increased by 64.2% during Q1 22. EBITDA increased to SEK -1.3m (-8.4)

Income Statement (SEKm)

Net sales

Other income

Sales

COGS

Other external costs

Personnel costs

EBITDA

D&A

EBIT

Net interest

EBT

Tax

Netincome

Q12022

53.1

1.6

54.7

-10.5

-14.4

-311

= mentice

Q12021
323

1.2

33.5
-6.4
-12.0

-235

Source: Company information



Business summary s mentice

Mentice’s business during Q1 2022 represent another quarter of growth with a welcomed comeback for the
hospital related business, coupled with a consistent business from the medical device industry. From an
order intake perspective this quarter is the strongest Ql in Mentice history.

Medical Device Industry Healthcare Systems Strategic Alliances

Medical Device industry produced For our sales from hospitals, we are The collaboration with Siemens

another strong quarter on par with pleased to see a very strong order Healthineers and Corindus in China

same quarter last year for orders. For intake for the quarter with levels above resulted in an order during March

net sales we appreciated over 2x the period before the pandemic. We consisting of 10 systems. It should be

compared to lost year 411 MSEK (19.9) see this as a clear indication that the noted that this order is not generating
market is getting back to a normal net sales for the quarter however will be
state of behavior, however we see accounted for during Q2 and Q4 with
continued impact mainly in APAC from respect to systems while the software
travel restrictions and shutdowns. will be recognized over a three-year

period.
L]
Market Uncertainty
Difficult geopolitical Inflation and supply related
situation with the conflict issues, freight, deliveries, Pandemic impact on APAC
between Russia and Ukraine. inventory
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