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Chapter1. Market and Company Overview Dr.diary
Business Performance & Key Milestones

DrDiary is Korea's #1 chronic disease management platform.

It has achieved continuous growth since founding, entering a high-growth phase with a 36% CAGR over the past 3 years.

2017 2018 2019 2020 2021 2022 2023 2024 2025

Revenue Revenue Revenue Revenue Revenue Revenue Revenue Revenue Revenue
KRW KRW KRW KRW KRW KRW KRW KRW KRW
110M 1.0B 1.8B 45B 74B 8.0B 104B 14.8B 20.0B
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=Dr.Diary founded = Diabetes camp conducted | =200K app downloads = Roche partnership signed | =Joined Global Digital =Samsung Electronics =Samsung Health HbAlc =MyDataComprehensive
= Dr.Diary app launched = Entrusted operation of reached - (Muhwadang,store Therapeutics Alliance healthc vice algorithm applied Infrastructure Minister,s
= Dr.Diary Mall @istribution®  Seoul City diabetes = Selected as diabetes opened =500K app downloads partner. = Gluet F% launched Award
launched education society camp app =Dr.Diary blood glucose = Selected as APAC H\gh% =|nsurance partnerships = Gluet clinical research with
monitor launched Growth Company, by @yundai Marine E\re / SNUH Best Paper Award at
=Blood glucose subscription Financial Times Samsung Life® Korean Obesity Society
service launched Hospital MOU - Bluet]service launched Spring Conference
= 800K app downloads / - 1.5M app download - Selected as ,Jop 40
Samsung Electronics Promising Korean Healthcare

healthcare service Innovation Companies, by
partnership Fortune Korea



Chapter 2. Problem & Opportunity Dl'.diﬂl'v
Market Problem — Chronic Disease Management Gap

Korea has 22 million chronic disease patients, yet a fragmented healthcare system is causing a critical management gap.

Lack of early detection-intervention — Disease progression Treatment — Management disconnect is the largest gap
01 02 03 04 05
PREVENT < ONSET > DIAGNOSE < TREAT > MANAGE

Pre-diabetes

Prevalence 41.4% °

14 Million

Diabetes diagnosed Diagnosis awareness Under treatment Blood sugar controlled

~5.3 million | 74.7% 70.9% 32.4%

14 million pre-diabetics nearly unmanaged; blood sugar control achieved by only
32.4% even among those diagnosed and treated

Source: Korean Diabetes Association 'Diabetes Fact Sheet 2024' (Diabetes Fact Sheets in Korea 2024, DMJ 2025; National Health and Nutrition Survey 2021-2022, adults aged 30+) — Pre-diabetes 41.4% (approx. 14M) - Prevalence 15.5% (approx. 5.3M) -
Awareness 74.7% - Treatment 70.9% - Blood sugar control 32.4% (HbA1c below 6.5%)



Chapter 2. Problem & Opportunity Dl'.diﬂl'v

Market Opportunity

Demand, regulation, and technology are moving simultaneously, structurally transforming fragmented healthcare.

m Explosion in Demand for REGULATORY CORGICRNELLET TECHNOLOGY 'Foundatlpn 'for
Continuous Care Strengthened Connection

Demand Regulation Technology

Annual 17.46M health screenings - 2026 National Screening: dyslipidemia ® Healthcare MyData (right to data
abnormal findings +27.6% confirmation cost support + pulmonary transfer) enacted (from 2025.3),
(continuously increasing) function test newly added standard API data transfer

GLP-1 prescription surge: Wegovy — Primary care chronic disease CGM (Continuous Glucose Monitor)
400K prescriptions in 8 months after management full program: mass market, price decline

launch ~KRW 240K/person/year fee Hyper-personalized Al coaching now
'Lifelong management' demand — Screening — treatment — management viable

not ending with a single prescription post-linkage strengthening flow

Demand surge - regulatory strengthening - technology maturation happening simultaneously
—Now is the right time to transform fragmented healthcare into 'connection.’

Source: NHIS Health Screening Statistical Yearbook (2023) - Ministry of Health and Welfare 2026 National Health Screening Reform and Primary Care Chronic Disease Management Full Program - Personal Information Protection Act Article 35-2 Right to Data Transfer
(healthcare 2025.3 enacted, Personal Information Protection Commission) - Wegovy prescription (IQVIA, 2025)



Chapter 3. Solution & Daily-Life Occupation Dl'.diﬂl'v
Solution — Reconnecting Broken Care

DrDiary reconnects Prevention - Diagnosis — Treatment — Management through Data - Al Coaching.

Integrated Data & Al Coaching Platform — Blood glucose - Meals - Purchases - Coaching -
Institutional data unified

Prevention Diagnosis Treatment Management

Auto-identify at-risk Al coaching instantly Real-time monitoring App - Coaching -
connected Commerce linked

Current Disconnect Dr.Diary Connection Outcome (Patient - Business)
Prevention - ) ] o . . . .
Diagnosis Screening abnormality notification > Auto—ldgntlfy at-risk — Al coaching D Early management entry - delayed onset
- — no follow-up care instantly connected
Treatment GLP-1 Rx — 25%+ dropout within 3 Real-time monitoring post-Rx + re-visit o
BoL months } inducement } Reduce dropout - re-visit/repurchase
Management Chronic disease diagnosis — alone outside > App + Al Coaching + Gluet commerce > Prevent complications - expand LTV
B2C hospital — complications linked P P

Integrated Data & Al Coaching Platform — Blood glucose - Meals - Purchases - Coaching - Institutional data integrated to

connect Prevention - Diagnosis - Treatment - Management 4 stages in one

GLP-1 25%+ dropout within 3 months: Evernorth Research Institute, based on overseas real-world data



Chapter 3. Solution & Daily-Life Occupation

Dr.diary

Global Benchmarks — The Multi-Monetization Equation

The monetization structure of '‘connecting clinical - prescription demand through data’ in a fragmented market is the scale-up

equation validated by global healthcare unicorns.

Global Benchmarks

Subscription Digital Care + Multi-Domain
Prescription

2025 revenue $2.35B (+59%) - prescription
expansion into sexual health - mental health -
dermatology - weight

himsshers

Remote monitoring - coaching + clinical
linkage

%) omada

B2B (employer, insurer) recurring - NRR 128%
- Powered by chronic-disease data

Behavioral coaching + prescription

NOOM linkage

Adding prescriptions to coaching —
LTV - ARPU surge

The Dr.Diary Equation

No.1 Coaching/Post-
management Data

Non-replicable Moat

Prescription - Clinical Integration

Monetization Lever

High-margin recurring B2B/B2H

Healthcare Infrastructure

. J

Same structure as global unicorns — Dr.Diary implements through regulation-compliant ‘Integration’ approach

(Data - SaaS revenue, not prescription - drug margins)



Chapter 3. Solution & Daily-Life Occupation Dl'.diﬂl'v
Competitive Differentiation — vs. Hims & Hers

Hims & Hers connected prescriptions with post-care, while DrDiary can occupy the patient’s “Daily life”

Hims & Hers Dr.diary
Starting Point Prescription - Treatment Needs Daily Habits
Target Conditions Treatme'nt—dependent cqnditions Chronic diseases requiring
(Hair loss - ED - Weight) lifelong management
Core Data Prescription - Transaction Data Daily biometric data
(CGM - Blood glucose)
B2C subscription Commerce + Al Coaching
Revenue Layer .
commerce-centered + Multi-layered B2B/B2H
. Dependent on drugs Structural permanent lock-in
Lock-in Structure . . . .
- supply - regulation embedded in disease itself

Hims' lock-in depends on drugs, supply, and regulation,
while Dr.Diary’s lock-in is embedded in disease and daily life, sustaining itself regardless of
regulation or supply constraints.



Chapter 3. Solution & Daily-Life Occupation

Daily-Life Occupation @ — Engagement Proof

Dr.diary

Not a 'prescription event' but a 'daily habit' — MAU 400K - 16 active days/month - 8-week retention 1st in industry, occupying

users' daily lives.

MAU Monthly Active Users) MOﬂth|y avg

400 K Chronic disease

management daily base

Usage Immersion
Comparison
Monthly avg. usage hours per

usage days
Access almost every other day

use

20d 70
60

15d
50

Pasta(kakao) Dr.diary

40

10d
30
20

Inout
> Pillyze

10
0

0d

0.0h 0.5h 1.0h 1.5h 2.0h 2.5h

8-week re-visit rate ga
4.4 % J

New install retention #1 in industry

New Install Re-visit Rate
Comparison

Dr.diary

Pasta

Pillyze

W+1 W+2 W+3 W+4 W+5 W+6 W+7 W+8

'‘Daily life occupation' equals permanent lock-in — structural LTV advantage vs.
prescription - event-based global models.

Source: Mobile Index Feb 2026 (monthly usage days - re-visit rate, same-period completed cohort 6-month avg. 12/15-01/25) - MAU: company data



Chapter 3. Solution & Daily-Life Occupation

Dr.diary
Daily-Life Occupation @ — Three Layers: Screen - Vitals - Routine

Daily-life occupation expands beyond the “screen (app)” into “vitals (devices)” and “routine (products),” and these repeated
touchpoints are converted into revenue.

< 26.04.08 - <

109,00 P

wgpind

Screen Vitals Routine
App - Daily Logging Device - CGM Product - Gluet
400K MAU - 16 Days of Worn on the Body 24/7 Consumed Across the Full Daily
Monthly Use

Cycle, from Fasting to Bedtime

Engagement Occupation Consumable Repurchase

g J

Screen - daily - body repeat touchpoints convert to
90% of revenue (medical devices - care food, etc.)

Source: Company data (MAU 400K - monthly usage days Mobile Index Feb 2026 - product revenue share 90%)



Chapter 3. Solution & Daily-Life Occupation Dr.diary

Daily-Life Occupation @ — Vitals Occupation (CGM)

Devices occupy the body 24/7 — CGM creates structural recurring revenue through regular sensor repurchase.

Dr.Diary leading platform -

Customer DB - Commerce

Manufacturer - } Distribution - platform - }
dominance

centric market centric market

Strengthening market response

through price-tier product lineup

- : Sensor consumables
xisting Price-Competitive
CGM Lineup New Model replace every ~15 days

)

FreeStyle [} @ ¢
Libre . | Barozen 2 o
N/ » — Structural Regular
| | | . Repurchase
FreeStyle Libre — Premium Barozen Fit — Mass Market Competitive Model
Model Model

CGM = Strongest daily occupation hardware + Regular sensor repurchase = Structural recurring revenue



Chapter 3. Solution & Daily-Life Occupation Dr.diary
Daily-Life Occupation 3 — Routine Occupation (Gluet)

Products occupy the daily routine — Gluet 'Everyday Wellness' converts daily habits into daily product consumption.

Fasting Pre-Meal Meal Post-Meal

Management Replacement Management Exercise

target

CORE Blood Glucose Overall Wellness - Inner Beauty, Target Expansion - High-
Management Lifestyle Expansion Value Product Lineup

All-day repeat consumption = Structural recurring commerce revenue
(core pillar of 90% product revenue)

Source: Company Gluet operation plan - product lineup / daily routine mapping



Chapter 3. Solution & Daily-Life Occupation Dr.diary
Daily-Life Occupation & — Virtuous Cycle of Repeat Touchpoints

The 'repeat touchpoints' created by daily occupation circulate into product - service revenue,
making product revenue not one-time commerce but 'structural recurring.’

. Cumulative Health
2. 5 M + Cumuilative DosIIeSEs 1 ZOM + Management Touchpoints

Cumulative Health Management Touchpoints n «® a a
& ] S
< <

Product/Service App Usage Activation Data Accumulation
ACQUISItIOﬂ Blood glucose / Meals / Exercise / Biometric / Purchase / Coaching /
Gluet, CGM, Community Weight logging CGM data

A Data = Al Coaching = Care = Revenue V¥

© a - £ @
2022 2023 2024 2025 ®-® ,—’\

. Recurring Revenue < Continuous Care 4 Al Coachin
Touchpoint Breakdown 9r . g
) ) Expansion Conversion Enhancement
Blood glucose data 80M - Health data 15M - Sales transactions 5M - App sessions 20M . . .
Repurchase, membership, Hypercare, Connect, Goal setting, proactive
B2H/B2B contracts Hospital/Corporate management intervention

Daily occupation = Repeat purchase engine — Product revenue is not one-time commerce
but 'structural recurring'

Source: Company data — cumulative downloads 2.2M - MAU 400K - product (medical devices - care food) revenue share 90% - touchpoint details: internal aggregate



Chapter 4. Platform & Moat

Al Coaching Architecture — RAG - Multi-Agent

Dr.diary

Introducing a hyper-personalized Al coaching platform based on RAG - multi-agent architecture to maximize care coverage

and expertise.

Augmented Collaborative Al Architecture

Coaching Dashboard

Expert

® Automated data collection &
analysis

® Eliminates human error
® Minimizes expert workload &

maximizes number of managed
patients

/

Distributed Intelligence

Al Architecture

® User information monitoring
(anomaly detection)

® Personalized responses reflecting
expert style + patient status

® Previous conversation summaries &

analysis reports provided

RAG Modulelatest clinical / medical

information search

~N

User Application

Patient

® Lifelog analysis-based early
anomaly detection

®* HUMAN-LIKE augmented
collaborative coaching

® Disease-specific care tailored
to chronic patients



Chapter 4. Platform & Moat

Self-Growing Al Coaching Platform

Dr.diary

Healthcare Al agent - persona coaching - predictive - self-growing loop — an Al coaching platform that grows stronger the

more it operates.
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1. Healthcare Al Agent

Natural language commands for

report execution

Target: 75%+

automation rate

3. Predictive Al Model

Early detection of disease risk &
anomaly signs

Target: AUC 0.85

automatic blood glucose - meals -

2. Persona Coaching

Reproducefélach coach's
speech style - expertise

3-5x increase in

patients per coach

4. Self-Growing Platform

Closed-loop based

+1.5pp self-growth

rate per cycle




Chapter 4. Platform & Moat Drdiary
4 Non-Replicable Moats

Combining 50M health records and 7 years of operational know-how, we have built 4 moats impossible to replicate in the
short term.

Healthcare Chronic Patient Care Operation Healthcare
Data Assset Population Experience Platform
50M records 640K records 7 years B2C >
Lifelogs Chronic disease user pool 1:1 human coaching operation BZ2B =» BZ2H

— accumulated care protocols
platform expansion structure

20M records 410K +20,000

Blood glucose data Diabetic patients pool Cumulative coaching cases

When acquiring new Evolving into a

B2B/B2H customers, !
2.2M records - comprehensive
Medical prescription data formation — structural healthcare OS covering

accumulated reduction of CAC all metabolic syndrome

ADB-NHIS Workshop 2026



Chapter 5. Business Expansion

Dr.diary
Reverse Integration Strategy

Building on post-management leadership, executing a 'Reverse Integration' strategy to move upstream into treatment -
diagnosis/prevention.

Diagnosis/Prevention
Domain Entry e
Treatment Domain Entry

(B2H GLP-1 Clinic OS)

Using post-management data as a weapon a
Post-Management Domain

to implant prescription dropout prevention

solutions into hospitals

(Currently #1)

640K patients, 20M blood glucose data,

Al coaching infrastructure complete

The surest strategy for Dr.Diary which already owns the patients to pull hospitals up onto the platform



Chapter 5. Business Expansion Dl'.diﬂl'v
Integrated Ecosystem Matrix

B2C - B2H - B2B individual businesses connected as one on a unified patient journey and integrated data platform.

Prevention Diagnose Treatment Management
Individual Health management CGM, blood glqcose/ Hospital Rx linkage Al coaching
B2C app community weight logging
( )
Medical information Dropout - side-effect
Hospital linkage (screening, Rx, monitoring / re-visit Al Care Program
B2H hospital visits, etc.) inducement
\ J
Corporate Corporate screening Auto-identify at-risk Auto-target high-risk High-risk employee
B2B data integration individuals group consultation, coaching

[Integrated Data & Al Platform (Data Foundation)] Blood glucose / Meals / Purchases / Coaching /

Institutional data integrated — Recurring revenue generation




Chapter 5. Business Expansion Dl'.diﬂl'v

B2H — Clinic OS Infrastructure HyperCare

A Clinic OS that perfectly controls the journey after prescription — post-management SaaS for metabolic disease clinics.

In-App Dedicated Marketing Channel

Marketing to acquire new patients
from platform users

{977
¢

AI Voice Reception 5P| B 5 UL E 2 HLE2 R 5o} 2/opelr

=3} nZ]
24/7 automated consultation 5663 14% 4,012A

& appointment booking OfF| &L} +294 ol il -1 ORI ChE| +1,655

Al Y HEH U B4 27| e Al Voice Bot

PHR Data Real-Time Monitoring

Instant detection of weight,
medication, side effects

.. . . % ; = =5 9] | "Hello, how can | help you?"
Re-visit Inducement CRM Timeline e e
Automation ,
I'll help you with your

appointment.”

oijef 22| 18871 (48%) I +
S'Disease AI Clinical CoaChing =M 20| 827 (22%) add call Facetime contacts

Curriculum

GLP-1, Diabetes, Hypertension, etc.

This is a proactive Al intervention solution based on patients' 'clinical data,' not simple marketing
messages.



Dr.diary

Chapter 5. Business Expansion

B2H — Handok Partnership & Hypercare

Through strategic partnership with major pharmaceutical companies, targeting KRW 4B Hypercare revenue by 2027 to fully
expand the B2H network.

4 )

Korea's #1 Chronic Disease Platform .

. Hypercare B2H Business Target Revenue
Dr.diary
App user touchpoints,
Al coaching, data platform KRW 4.0B
Major Pharmaceutical Company
H****** KRW
Hospital / pharmacy distribution j
capabilities, medical channel secured

2026 2027

@ \_ J

Integrated Management Model < o3 822
it 2%
Solution distribution: H* = = = + » 4 » ob 4 4
: . ) Hewoosos Hypercare Dr.Diary app Al hi Repurchase,
Solution supply & operation: Dr.Diary medical channel adoption integration coaching membership

lock-in




Chapter 5. Business Expansion Dl'.diﬂl'v

Reverse Integration Strategy

Following post-management and treatment, preempting healthy employees in the prevention - diagnosis
stage before disease onset.

eDiagnosis/Prevention

Domain Entry
(B2B Corporate Health OS) Treatment Domain Entry

Using corporate screening data to identify at-risk

individuals in advance and connect to
coaching/treatment
Post-Management Domain

(Currently #1)

640K patients, 20M blood glucose data,

Al coaching infrastructure complete

Reverse Integration — Moving upstream from post-management to prevention - diagnosis,
preempting employees not yet patients at corporate screening touchpoints



Chapter 5. Business Expansion Dl'.diﬂl'v

B2B — Corporate Health OS: Problem & Reframe

Corporations already have two health assets — screening and EAP The moment we connect the disconnected two, the
'Employee Health Performance’ market opens.

Screening and EAP— Two health assets corporations already have, but operating separately,
disconnected from each other

Metabolic Syndrome Diagnosis-Management Mental Health Diagnosis-Management (Mental
(Physical Care) Care)
Health screening conducted — ends at results notification Employees must apply themselves to begin
X Post-management gap — high-risk group

X Low utilization — effectively inactive
neglected

Missing dual high-risk group (normal screening - high mental health risk)
—Presenteeism (invisible productivity loss)

Selective welfare / selective disease management (health budget - at-risk individuals)

— Employee Health Performance (HR - welfare - ESG budget - company-wide)

Without new budget — filling the blind spots of existing screening - EAP — company-wide employee health performance




Chapter 5. Business Expansion Dl'.diﬂl'v
B2B — Corporate Health OS: Solution & Product: Connect SaaS

Realizing the integrated management model connecting the two blind spots of screening and EAP as 'Connect SaaS'

Does not replace EAP — only connects the entry (integrated screening) and exit (integrated report) to
increase utilization of existing assets

n Integrated a Risk-Group B Organizational

Single KPI Report
Screening n Ing por

Customized Routing
At-risk individuals (Physical) —
Free assessment scale + coaching Positive psychology scale
screening risk score integrated Mental health (Mental) — + Health Week

ALEIETL I psychological counseling

Wellness

Physical - mental integrated
HR reporting (anonymous)

Combined — simultaneous
assignment

Product implementing these 4 stages = Connect SaaS 7 Core Features

® CRM

@ NHIS API @ PHR(CGM) KakaoTalk

@ Dashboard ® Challenge  ® Community @ Content



Chapter 5. Business Expansion Dr.diary
B2B — Corporate Health OS: Solution & Product: Connect SaaS & Focused Management for At-Risk Individuals

Dr.Diary Corporate OS realizes an End-to-End solution operating without gaps from prevention - participation for all employees
to intensive care for high-risk at-risk individuals — Human + Al.

4 )
Focused Management Program
Health screening at-risk individuals, psychological, chronic
disease high-risk groups
* CGM - PHR continuous monitoring — Al early anomaly
detection
Focused . . . . .
M + Al automatic coaching + professional coach intensive
anagement Program Lo .
for At-Risk Individuals h'ghf”Sk Intervention )
bata-basediint \ + Individual health reports - Gluet care food linkage )
(" )
All Employee Prevention & Participation Platform
All Employee Prevention & Participation All Employees
Platform (Connect SaaS) + Automated integration of health screening - PHR data
Screening - participation activation - + Challenge - reward-based participation inducement
statistics/ SRSl + Organization-unit health management - Single KPI report
(anonymous)
\_ J

75%+ 3-5 X AUC 0.85 20,000+

Operating Al automation target Patients per coach Predictive model Cumulative coaching
Engine (repetitive task automation) (economies of scale) (neglect — proactive
intervention)

cases,
7-year care protocols




Chapter 5. Business Expansion Dr.diary

B2B — Corporate Health OS: Early Traction

Already 24+ large corporations - public institutions have entered review - contract stages for Connect SaaS adoption (as of Feb
2026).

Connect SaaS Q1 Conversion Scheduled Coaching Sgrwce Confirmed
& Final Stage

&Lam '/ mm 0 %E";'IIUI;EF Confirmed l_'amhResearch KoreaChungbuk
RESEARCH incheon County Public Health Center
i +  Chungnam Yesan County Public HealthCenter
@ ZHO|LHO]E  NRF)wms=mwwe COSMAXNEOE  siMMONS
x5 —_— U= o

Korea Hydro & Nuclear Power
Korea Research ) Final Report / + Celitrion
Lotte Innovate - CosmaxNEO Simmons
Foundation H H +  JW Jaewon

Discussion:

Korea Research Foundation

[ . Lotte Innovate
L 1} ot THEAM T oro1 A
@Lco=y () 8 Bt T 375 Lo

icology

LG Innotek Gyeongin Regional Employment T Korea I.nstltute of + LG Household & Health Care
and Labor Agenc Toxicolog .

Samyang Foods
Aramark
Lotte Chemical

B eizuisgolxIeiy @ Hi-TechSolution " oz ACA HU SHYEAIBA

KOREAINSTITUTE OF FUSION ENERGY ~ weg i = °F  Rsm=Rinememmss o w rood&lrugsnetworks I R i vt copmrstion * Gyeonggi Regional Employment and
; Labor Agency
Korea Institute of . . Hwaseong Urban
Hi-Tech Solution F&D Networks . JW Bioscience

Current pipeline: 100+ large institutions imminent Q2 contract conversion



Chapter 6. Vision Dl'.diﬂl'v
Vision — High-Margin RWE Data Business

B2C touchpoint - B2H operational efficiency - clinical foundation expansion — completing a high-margin RWE (pharmaceutical -
diagnostic data) business model.

1

Touchpoint
Infrastructure

P 3 4

Infrastructure Infrastructure High-Margin
Expansion Monetization Realization

B2C App / Commerce B2H B2B OS Healthcare Diagnostic /

Infrastructure Pharmaceutical RWE

Chronic disease data

Building new business models Infrastructure revenue realization Data monetization complete
intake channel

for hospitals and corporations clinical value of management data

Cow

Series A Series B Pre-IPO KOSDAQ
App validation B2H/B2B Al coaching, data-based Data business full-scale launch

infrastructure expansion infrastructure revenue acceleration
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