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Diaceutics’ Culture

The Diaceutics community is Empowered to
explore new ideas and paths, and to develop new
solutions for our pharma clients and lab partners. By
applying Foresight, innovative and entrepreneurial
skills we can lead at the forefront of Precision

Medicine. FUN is what makes life working at
Diaceutics so special as it is the fuel of what we do,
both internally and externally. Special care

for Empathy allows us to create an open
environment for working together, being listened to
and understood, even when working

remotely. Communication has a special place at
Diaceutics, being key across all our interactions, where
we assume positive intent which leads to

widespread T rust across our community.
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Every patient gets the
opportunity to receive
the right test and the
right treatment to
positively benefit their
disease outcome

Diaceutics’ Purpose

At Diaceutics, we have a business aligned to a
compelling cause. Our purpose is the North Star for
our strategic direction. It guides growth, keeping
us focused on the impact on the patient.

We know that a core purpose is important to the
engagement, motivation and happiness of our
employees. We know because our employees tell
us.

Our customers are impacted positively by our
purpose because increasing numbers of patients
are being monitored who are receiving the right
test and ultimately the right therapy.

Soon, we will know how many patients are being
converted from their diagnostic phase into a
treatment regimen which is right for their disease
and their genetic make-up. Our purpose also
resonates with our shareholders who want to
know what we stand for and how this purpose will
drive scale in our business results.




What do we do?

We are an end-to-end service provider occupying the space between pharma clients and testing labs. We say we
are an inch wide and a mile deep as we occupy a very niche space. We enable pharma companies to understand
the diagnostic landscape and help them leverage this information to launch their therapy (i.e., Precision
medicine, also known as personalized medicine or targeted therapies, but we call it precision medicine).

We engage with:
Pharma
Labs

Diagnostic Companies

Peter Keeling (Founder) — An Introduction to Diaceutics

DXRX — The Diagnostic Network®

Our purpose is enabled by DXRX - the world’s first diagnostic commercialization platform
for precision medicine, integrating multiple pipelines of real-world diagnostic testing data
from a global network of labs. It provides partnering opportunities in a vibrant marketplace
where labs, pharma and diagnostic companies come to collaborate on biomarker launches
in a standardized way.

Learn More:
Introducing DXRX - The Diagnostic Network® for Precision Medicine

DXRX Data Solutions | Diaceutics



https://www.diaceutics.com/dxrx-for-pharma
https://www.diaceutics.com/dxrx-for-labs
https://www.diaceutics.com/dxrx-for-diagnostic-companies
https://www.youtube.com/watch?v=zlPAdXaAAtM
https://www.youtube.com/watch?v=AgNSvLHCEi8
https://www.youtube.com/watch?v=Kz2DfgQDAEA

How do we help pharma find patients?

Diaceutics

Better Testing, Better Treatment"

- @
Helping pharma

find patients

Corporate Overview — February 2024

Ryan Keeling | Chief Executive Officer | ryan.keeling@diaceutics.com

Nick Roberts | Chief Financial Officer | nick.roberts@diaceutics.com
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https://investors.diaceutics.com/download/diaceutics-corporate-overview-presentation-february-2024?filename=Diaceutics+Corporate+Overview+Presentation+February+2024+Final.pdf

Our Solutions

.Insight & Engagement Solutions

« DXRX Lab Segmentation Diaceutics
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DXRX Patient Testing Journey
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2. Scientific & dViSOf Services

At Diaceutics we are committed to making a
difference in the precision medicine industry by
collaborating with all key stakeholders and
delivering the promise of better testing, and better
treatment to patients. Take a look at our recent
campaign highlighting the Clinical Practice Gaps
denying patients access to treatment below.

So how are we doing?

Be part of the change #KnowTestingNow



https://www.diaceutics.com/dxrx-lab-mapping
https://www.diaceutics.com/dxrx-physician-mapping
https://www.diaceutics.com/DXRX-signal
https://www.diaceutics.com/dxrx-disease-testing-rate-tracker
https://www.diaceutics.com/dxrx-patient-testing-journey
https://www.diaceutics.com/consulting
https://lp.diaceutics.com/knowtestingnow/
https://www.diaceutics.com/articles/diaceutics-releases-2023-trading-update

Enabling better patient outcomes

Precision medicine (PM) tailors treatment to the
individual characteristics of each patient, utilizing their
unique genetic profile to determine which treatments will
be safe and effective for them.

This personalized approach is reshaping healthcare,
moving away from a one-size-fits-all model to a more
customized method of treatment.

Traditional model:
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Diaceutics, leveraging extensive lab and claims data alongside our internal PM expertise and
Engagement Solutions, enable pharma to identify patients who will benefit from PM treatments. Our
work plays a pivotal role in closing clinical gaps and addressing testing challenges, ensuring patients
receive the best possible treatment, ultimately impacting their lives positively.



DXRX Physician Engage

DXRX Physician Engage provides tailored & targeted messages to increase awareness and adoption of new
therapies and tests. When linked with DXRX Signal we are able to identify patients within as little as 24 hours and
send tailored messaging directly to physicians, driving better testing and treatment outcomes.

Drive testing rates
Increase testing rates by pinpointing and engaging relevant physicians treating therapy-
eligible patients with a timely educational message on your therapy or test.

Engage physicians in 24 hours

Leverage the power of rapid and timely physician engagement with our direct-from-lab
database that enables you to connect with relevant physicians in as little as 24 hours post-
biomarker testing.

Precision medicine expertise
Harness our in-house precision medicine content writing expertise to create tailored
educational messages to engage and target relevant physicians.

We carried out an analysis on a recent DXRX Physician Engage program that assessed the impact on patients
receiving the appropriate treatment to truly highlight the value that DXRX Physician Engage brings to both
healthcare providers and patients by promoting better testing and treatment practices.




Case Study

The Challenge

Clinical practice often faces delays in the adoption of new tests and treatments
due to physicians' lack of awareness. This results in suboptimal testing behaviors
and missed opportunities for precision treatment.

Findings from our Practice Gaps Paper revealed that approximately 64% of
potentially eligible patients are not receiving appropriate biomarker testing, mainly
due to this physician awareness issue.

Utilizing real-time data from DXRX Signal to identify physicians with suboptimal
testing behaviors, DXRX Physician Engage targeted these physicians with
personalized digital engagement messages. This approach aimed to raise
awareness and encourage the adoption of biomarker testing in clinical practice.

Tailored educational messages were sent to physicians, providing them with the
necessary knowledge to understand and utilize biomarker tests effectively. This
helps bridge the gap between lab results and clinical action, ensuring better
patient outcomes.

The DXRX Physician Engage deployment process

Metrics

1 month

The Results ®
-

330/0 of physicians were successfully engaged by the
targeted campaign during the 4-week period

of physicians ordered the new test at least once
during the 26-week period

¢ 52% of physicians engaged through the program
ordered a novel biomarker test for the first time.

8 1 new therapy-eligible patients were identified through

this campaign, significantly enhancing their treatment
opportunities

. The study showed lasting influence on clinical behavior,
with some physicians repeatedly referring to the original
engagement messages

By identifying and engaging physicians, Diaceutics Solutions bridge

critical gaps in clinical practice, enabling improved patient diagnoses
and more personalized treatment options, and ultimately enhancing

patient outcomes.

Our commitment to leveraging real-time data and personalized

engagement strategies underscores our mission to advance precision
medicine and transform healthcare for the better.

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



What'’s in it for you?

% Committed to

Life Cover ESG / CSR Agenda Employee Recognition
. Platform
Annual leave increase FUN - All Company
with tenure meeting, social activities Employee Assistance
_ and much more Programme (EAP)
Share Incentive Plan
Robust Performance Staff Referral Scheme
Flex Day Programme Management Framework &
Individual Development Plan Bonus Scheme
Group Income (Annual Salary Reviews)

Protection

Engaged Team:
Commitment to Learning Diaceutics has an

Private Medical and Development engagement score
Insurance including of 82% - as per
Vision and Dental* Robust Residential Qualtrics

_ . Onboarding
Hybrid Working (NI

Based) - Remote AMAZING Culture
working outside of NI

Pension*

*country dependent



Living Our Values — Our Diaceutics Community




Find Out More About Our

. Residential Onboarding Programme
Team on LinkedIn... 97109

“Credit to Diaceutics for delivering such high calibre onboarding -
Emma Mc Geown thank yOU./”

>+ ® “Great experience. Loads of information given and every one
' person was very welcoming.”

“Beneficial and important to everyday life in Diaceutics.”

are int edind Y

S TR L ) B “A very well thought through and the most comprehensive

#DataAnalytics #PrecisionMedicine #Placements #Graduates #Interns #Hiring . 3 . .
Onboarding | have ever experienced. Good starting point to get to

know the business.”
Diaceutics PLC
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Diaceutics welcomes Data Analytics students onto new placement

programme


https://www.linkedin.com/company/diaceutics/posts/?feedView=all

Find Out More About Our Team
on LinkedIn...

Emma Mc Geown

Diaceutics PLC

#developing #learningculture #ourpeople

ON ISLAN

- Beat the Hars

Flex Day Feelings

Martyn
Head of DX

Diaceutics Fly Higher Training Academies —
Sales Training



https://www.linkedin.com/company/diaceutics/posts/?feedView=all

Leader of Growth Marketing

Position Summary:

This position will require a senior growth marketer with significant experience in developing Account Based Marketing (ABM) and
Demand Generation Strategies. This crucial role involves close collaboration with marketing, sales, product management, customer
account teams and other commercial and product specialist departments across the organization, to develop and execute a robust
growth marketing strategy, focused on driving quality engagement with high value client accounts and prospect uptake and interest.
As a strategic lead within the marketing function, the roleholder will be responsible for setting strategic objectives aligned to the
corporate growth ambition, sales plans and addressable market opportunity, implementing campaigns and measuring their impact on
a quarterly and half yearly basis. Expertise in growth marketing will be vital in boosting Diaceutics market presence and accelerating
the sales pipeline.




Leader of Growth Marketing

Duties and Responsibilities:

Collaboration in Account and Group Cohort Selection

» Partner with Sales Operations and SME’s to support the selection of target accounts for ABM and target cohorts for acquisition strategies.
« Contribute market and client insights and marketing perspectives into the account selection process to ensure a cohesive strategy.
Personalized Campaign Strategy Development

» Develop and execute detailed, personalised marketing campaigns for each account, focusing on their uniqgue needs and business challenges.
« Utilise an omni-channel approach, integrating content, digital, events, direct and hyper-personalised marketing tactics.
Sales and Marketing Alignment

* Work closely with sales and SME’s to align marketing efforts with sales targets and focus, ensuring a unified approach to target accounts and intent cohorts.
» Facilitate regular strategy sessions with sales, SME’s, customer success and marketing teams to ensure consistent messaging and objectives.
Development of Advanced Engagement Metrics

» Develop the marketing tech stack required to analyse engagement metrics across target accounts.

» Analyse insights to refine and optimise ongoing and future campaigns for maximum effectiveness.

Building and Strengthening Client Relationships

» Cultivate strong relationships with key stakeholders in high value accounts to build an understanding of their business needs and pain points.

» Deliver consistent value through personalised content and solutions. Positioning Diaceutics as the partner of choice.

Market, Competitor and Account Insight Collection

+ Stay up-to-date on industry trends, market changes and specific developments within key accounts.

» Regularly gather and integrate insights into marketing strategies to ensure relevance and effectiveness.

Feedback Loop and Performance Reporting

» Establish a feedback loop with sales, SME’s delivery and target accounts to gather insights on campaign effectiveness.

» Report on campaign performance, engagement levels and ROI to stakeholders, using data to showcase success and inform future strategies.
Cross-functional Collaboration for Campaign Execution

» Coordinate with various functional teams, including content, creative, digital and events to ensure cohesive execution of ABM campaigns.
+ Ensure that all campaign elements are on brand and aligned with the overall marketing strategy.
Customer Relationship Management

+ Oversee the management of accurate databases for customers and prospects using company systems.

» Oversee the development and use of up-to-date databases to build relationships with existing and prospective customers to achieve annual targets. Use strategies to build the database
with key decision makers across each of our product areas.

Evaluation
» Prepare and deliver reports, outlining progress against marketing and corporate KPI’s.
+ Adaption of plans based on market, company, customer insights and evaluation.
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