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Notice

This presentation has been prepared by Optiscan Imaging Limited (OIL or the Company) on 19 September 2025 and approved for market release by the Board of Optiscan.

The information in this presentation is of a general nature and does not purport to be complete. The presentation does not contain all of the information which a prospective investor may require in evaluating a possible investment in OIL or that would
be required in a prospectus or product disclosure statement prepared in accordance with the requirements of the Corporations Act 2001 (Cth). No representation or warranty, express or implied, is made as to the fairness, accuracy, completeness or
correctness of the information, opinions and conclusions contained in this presentation. Neither OIL, nor any of its officers, employees, officers, agents, consultants or advisers are under any obligation to update any information subsequent to the issue
of thispresentation.

Future Performance

This presentation contains certain forward-looking statements and unaudited information including regarding the Company’s future growth plans, strategies, products, operating performance, milestones, guidance, opinions, estimates, targets, goals,
forecasts, earnings and financial position (Forward Looking Statements). The Forward Looking Statements, in this presentation are based on assumptions and contingencies which are subject to change without notice. Actual results and achievements
could be significantly different from those expressed in or implied by this presentation. The Forward Looking Statements involve subjective judgements and assumptions as to future events which may or may not be correct and should not be relied
upon as an indication or guarantee of future performance. No representation, warranty or assurance (express or implied) is given or made in relation to the achievement of any Forward Looking Statement by any person (including OIL).

Subject to any continuing obligations under applicable law, OIL disclaims any obligation or undertaking to provide any updates or revisions to any Forward Looking Statement in this presentation to reflect any change in expectations in relation to any
such Forward Looking Statement or any change in events, conditions or circumstances on which any such statement is based. Nothing in this presentation will create an implication that there has been no change in the affairs of OIL since the date of
this presentation.

Past performance
The operating and historical financial information in this presentation are not an indication of OIL's views on its future performance or condition. Actual results could differ materially from those referred to in this presentation. Past performance of
OlLis not and cannot be relied upon as an indicator of (and provides no guidance as to) future performance.

Not an offer or financial product advice

This presentation is not a prospectus, product disclosure statement or other offering document under Australian law (and will not be lodged with ASIC) or any other law. This presentation does not satisfy the disclosure requirements for a disclosure
document required under the Corporations Act. This presentation is for information purposes only and is not an invitation or offer of securities for subscription, purchase or sale in any jurisdiction. This presentation does not constitute investment or
financial product advice (nor tax, accounting or legal advice) or any recommendation to acquire securities and does not and will not form any part of any contract for acquisition of securities. Each recipient of this presentation should make its own
enquiries and investigations regarding all information in this presentation (including, without limitation, the assumptions, uncertainties and contingencies which may affect the future operations of OIL and the impact that different future outcomes may
have on OIL).

This presentation has been prepared without taking into account any person’s individual investment objectives, financial situation or particular needs. Before making an investment decision, prospective investors should consider the appropriateness of
the information having regard to their own investment objectives, financial situation and needs and seek legal, accounting and taxation advice appropriate to their jurisdiction. An investment in OIL’s shares is subject to known and unknown risks, some
of which are beyond the control of OIL. OIL does not guarantee any particularrate of return or the performance of OIL.

Liability
Neither OIL nor any of its officers, employees, officers, agents, consultants or advisers owe any duty (whether in equity, in tort or otherwise) to any investor in connection with this presentation nor do they have any liability (including, without limitation,

in negligence) for any loss or damage arising from or in connection with this presentation, except to the extent that such liability may not lawfully beexcluded.

To the maximum extent permitted by law, you acknowledge and agree that by taking part in this presentation you will not bring or institute any legal proceedings in contract, in tort, for breach of statutory duty or otherwise against OIL or any of its O
officers, employees, officers, agents, consultants or advisers in respect of any information provided to it in or in connection with this presentation. Optisca n



Medicine has moved
into the 21t century....
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Pathology - the weakest link In modern medicine

« Every field of medicine relies on pathology — vet it remains
analogue, slow, and reactive.

« Surgeons operate partly blind, without real-time tissue
assessment.

 Repeat procedures and delayed results create more risk,
overload hospitals, delay treatments and create uncertainty for
patients.

 Critical decisions can take days, delaying treatment and
outcomes in every specialty.

« Healthcare systems absorb billions in wasted cost, inefficiency,
and lost productivity.

« Billions are spent on robotics and imaging, but critical decisions
are still made on analogue glass slides.
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From bottleneck to breakthrough

Imagine pathology that's real-time,
digital, and at the point of care!

Imagine doctors diagnosing conditions
on the spot without biopsies or
delays!

Imagine surgeons treating cancers
completely first time, every time!

Imagine pathologists seeing cells live
during the operation, not days after it!

Optiscan
D ssSsSS



We see what others don't

Optiscan - a global medical technology company leading the transformation of digital pathology and precision surgery
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« The world’s first miniaturized confocal microscope
« Real-time, live cellular imaging at sub-cellular resolution
- Digitally-native: no slides, no processing, no delays

« Fits seamlessly into diagnostic and surgical workflows

« A platform technology powering surgery, pathology and
veterinary applications

Optiscan’




The digital leap In pathology

Pathology reimagined: From analogue slides to instant,
live images captured at the point of care.

« End-to-end workflow: A seamless continuum linking
surgery, pathology, remote consultation, and Al.

« Better outcomes: First-time margin clearance, faster
treatment decisions, and improved patient safety.

« System efficiency: Lower costs, reduced repeat
procedures, and faster turnaround for hospitals and labs.

* Future-ready platform: Telepathology streaming, Al-
driven interpretation, and robotic surgery integration.




One technology, many markets

« Medical: real-time surgery, digital At neNgerce
pathology, robotic integration. $20.9 bilion

« Veterinary: oncology, minimally invasive
procedures, point of care.

Clinical

» Telepathology and AI/ML: remote st0tlon | Scences
consultation, digital workflows, decision
S U p pO rt Veterinary
$46.51 billion

 Life sciences: live, longitudinal imaging,

Surgery

reduced biopsies, accelerated discovery. ' $45.4bn
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The next era of medicine

Full Suite of Digital Health Assets

Live Streaming
Telepathology Software & Al Based Software as a Biopsy Channel Compatible Integration with Robotics Image-guided
Remote Diagnostics Medical Device Devices Systems Molecular Surgery

Horizontally and Vertically integrated product range with large addressable markets Optisc an




Devices with impact

ViewnVivo® InSpecta™ InVivage® InVue® InForm™
(Life sciences) (Veterinary) (Surgery) (Pathology)

In":/i vage

Clinical Testing & Regulatory Submissions Underway

Optiscan’




lmMaging In action
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Clarity no one else can deliver

Invasive Breast Cancer
H&E CLE

« Unique capability: See living cells in the body, in
real time, with resolution >1000x CT/MRI.

* Protected by IP and expertise: Decades of R&D,
patent-protected platform, high barrier to W
replicate. el

- Digital-native advantage: No slides, no
processing, no delays - fully aligned with
healthcare's shift to digital and Al §

- Platform flexibility: Same core technology spans
surgery, pathology, veterinary, and life sciences.

 Ahead of the curve: What was once ahead of its e vt
time, is now exactly what Al, robotics, and digital | il N
workflows demand. e &
. O
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Telepathology & Al/ML solutions

Custom model predictions

Optiscan

Optiscan .

Immediate Informed Decisions

Optiscan
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From invention to commercialisation

> Optiscan is on a transformation journey; from OEM to pure play digital solutions provider.

> Optiscan now sits at a significant juncture; crossing from product development to commercial adoption.

Phase 1: Phase 2: Phase 3:
Core foundation Strategic transformation Strategic growth

Invention Strategic partnerships Global market entry
Validation Regulatory submissions Recurring growth engine
Patents

Product launch

Platform extension

1994 - 2021 2022 - 2026 2027 +

»
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Secure financial footing

R&D Expense & New Devices Revealed Revenue and Other Income Cash on Hand
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FY23 FY24 FY25 7 _ Fv23 FY24 FY25 _ V24 FV25 Sep25 (unaudited)
3 new devices revealed over last 18 months Total Income up ~14% on FY24 to $4m $17.75m raised to fund transformation
* InVue® for precision surgery, InNForm™ for . . . e
. P gery, ™ « Non-dilutive funding has increased as a * Clinical studies, testing and certification
digital pathology and InSpecta™ for iti iviti of InVue®, InNForm™ and InSpecta™ to
veterinary medicine provide commercial result of additional R&D activities and . ’ P
associated tax incentives for overall achieve US FDA regulatory approvals.

opportunities to multi-million-dollar X
expenditure.

markets.
+ Completion of R&D for flexible and
* Investment in R&D over the past 2 years has « $1.77m cash received for R&D tax robotics devices.
diversified the clinical applications for our incentive, a significant increase from
technology, and associated market $0.67m received in FY24.

+ Commercial planning for market launch.

Optiscan’
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Product pipeline

Application Stage Collaborators
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Scalable business model

Revenue model:

« Hardware - devices sold into clinics,
hospitals, pathology labs and veterinary -
practices. CAPEX — High gross margins. 1’ -

« Software - SaaS subscription revenue from Vsl \
telepathology and Al/ML solutions. ' A

« Consumables - recurring revenue from
single-use sterile disposable sheaths.

* Bundled - Lease and fee per use, offering
flexibility and early adoption.

Hardware
Growth levers: - Saas model - Single-use plastic
- Subscription revenue | disposables
+ Staged market entry - creates early , R :
traction and validation, while de-risking - Multi-platform - RESEling] MavEiniie
large-scale clinical adoption. “ARR~$5-10 M _ARR~$4 -8 M

« High barriers to replicate - decades of IP,
know-how, and patents.

« Recurring, high-margin growth - devices,
consumables, and SaaS.

« Significant valuation upside - scalable
platform with applications across multi-
billion-dollar markets.

Optiscan’



Investment thesis

Value Proposition
Revolutionary Patent- Versatility of Platform & Diversified Hardware & Limitless Growth
Protected Technology Global Applications Software Offerings Potential
W,
000 /\/III

Market Differentiators & Investment Thesis

Competitive
High Barrier To Advantage in
Entry + Product Large
Differentiation Addressable
Markets

" Revenue + Recurring
Scalability + Market Revenue Streams Massive Exit
Diversification Capitalisation + End To End Potential

Expansion Control

Optiscan’




A category-defining opportunity

This is the leap from analogue to digital, from delay to immediacy -
and Optiscan is making it possible.

« Revolutionary technology - the only platform delivering high
resolution, real-time, sub-cellular, live microscopic imaging.

« Multi-market growth - veterinary, pathology, clinical and
robotics markets worth billions.

« Recurring revenue model - hardware + consumables + Saas.
- Validated by global leaders - Carl Zeiss, Pentax, Mayo Clinic.

 Inflection point - proven technology, defined regulatory
pathway, market entry underway.

CT and MRI transformed radiology. Optiscan will do the same for
pathology.

Optiscan Imaging - medicine’s next great leap!

Optiscan’
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