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Overview

Positioned for Profitable Growth in Biotech

Provide novel enzymes for
advanced therapies and
molecular diagnostics

Strong reputation in Molecular
Tools and Bioprocessing
segments.

Net Promoter Score = 84

& Customers

Targeting segments with high
growth potential

Customers are life science
tools, CDMO, Pharma and
Biotech companies

Talent & Culture

Management team committed .
to creating a culture where
exceptional innovation thrives

World class R&D team

Strong manufacturing
capabilities complying to
ISO13485 and GMP

53 employees, HQ in Tromsa

Direct sales in US & Europe -
more than 90% of business

Strong Financials

Margins > 90% all products

Recurring revenue streams —
sticky business

Sales of 108 MNOK (2024)

No debt — 240 MNOK in Cash
reserve

Listed on the Norwegian Stock
Exchange

AZA Technologles
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Strateqgic priorities

i Customer Centric Transformation 1 Develop/commercialize new Molecular Tools enzymes

Commercialization — build customer base Sample preparation and amplification
Channel development through partners (CDMO/Distribution)

Lead generation focus — DNA Break up campaign 2 Operational Scalability

Continue scaling production capacity

2 GMP upgrade of current enzymes
Ability to expand usage in more drug development phases 3 M&A Opportunities
M-SAN HQ GMP in development — 2 down / 1 to go -
Build portfolio
3 Build Advanced therapies biomanufacturing pipeline to
broaden and diversify portfolio Strengthen manufacturing capabilities
RNA restriction enzyme in development — ET-N1 Enhance commercial channels

Partnership exploration - GTM and portfolio expansion ArcticZymes



Partnership updates

CDMO platform integration

New US CDMO: SAN HQ on their AAV platform in their center of
excellence

Initial projects expected Q3

CDMO in the UK implemented M-SAN HQ in Lenti viral platform — will
transfer to M-SAN HQ GMP once launched

Initial project in Q2/Q3 — utilized beyond early-phase projects
Working with 3rd CDMO to implement SAN HQ on their platform
Currently being evaluated in Process development stage

OEM
SAN HQ GMP neo - OEM collaboration will not move forward

Audit on March 15" in Tromsg passed without any major
deviations

Collaboration discontinued due to partner-side operational
challenges

Working actively with other partners on collaboration opportunities
Biomanufacturing base is stronger than ever

Record growth in the customer base, recent CDMO platform
integrations, and intensified customer engagement reinforce confidence
in biomanufacturing business growth for 2025

ArcticZymes
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Building the Path Back to Growth

This quarter marks solid progress in our commercial transformation

Priorities

« Focused execution by the  New Projects - customers - Broader reach with deeper * New Customers - driving
commercial team actively evaluating and customer engagement project initiation and scale
validating enzymes conversion
* Internal alignment and o . . « Better Penetration of critical . .
stronger customer dialogue » Design-in projects now mid- accounts * Ensuring Adoption as
cycle customers scale and progress
* Strong foundations now in « Customer Focus across _— .
place * Increased demand as a commercial, product, and » Positioning for recurring
leading indicator tech teams revenue as customers
advance

A ArcticZymes
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Design-in Expanding our customer base

Progression from technical evaluation to commercialisation

e Technical Intro + Validation, Process » Adoption
. Sampllng App Support Development = Commercialisation
1 « Data * Scale up
Generation « QA/Regulatory
Audits
® 2022 » Q3/Q4 2024 ® 2026
Initial SAN HQ SAN HQ TF fully Additio_nally, I_VI-SAN
validation/scale-up for validated for platform HQ_belng validated for
client project process lenti or lower salt
applications
© 2023-2024
R&D and PD teams © Q32025
incorporate SAN SAN HQ GMP Neo A ArcticZvmes
9 HQ/SAN HQ GMP into being validated AZA Techngl%gles

platform process



Broader and deeper opportunity pipeline

Across therapy, diagnostics, and research

* Customers are progressing through full design-in lifecycles—from

technical evaluation to commercialisation

* Our enzymes are now embedded in platform processes at top-tier
contract manufacturers

* Early-stage research projects are now maturing into clinical and
manufacturing applications

* Long-term technical relationships are converting into validated, scaled
use cases

* Diagnostic innovators are validating our enzymes for use in integrated
cartridge systems

* Nuclease adoption is ramping across EMEA in national infectious
disease programs

A ArcticZymes
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Marketing V2.0

Enhancing customer engagement

<® 9,000 Impressions
I ’ l‘ 14% Engagement

up with DNA? 8 'We've seen it all—smears, ghosting.

No Love Lost.
amoticnal atice, At $ESCMID, swing by Bonth 28, You'll know it whon you
J u st U nwa nted D N A iz " 01 Ustuses. bruts Tuths, and the pertact énzyme rabound. & . more

ArcticZymes
Technologies

~ Write the Worst Thing :
DNA Has Done to You in the Lab!

- SRR
Dear DnA, We Need to Talk..

& 1,000 Clicks

ArcticZymes Technologies ASA
02 fotlowers

o ) ESCMID o

& Emotional Connection

Do you struggie
TS ith clingy

f# * Differentiate

Y recall

DNA?

A ArcticZymes
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Emerging Opportunities

Metagenomics

Potential Market | Recent Activity Publications

45 iig E g: communications medicine Article
enomeweb .
1.8 o @

; hatpscidol org/10.1 DO/ 43086- 024008542
BNoh Amenca ®EurDpe  *AsiaPachc  wlitnAmenca  sMudle East &Atica

Unified metagenomic method for rapid

ESCMID Presenters Make Case for Clinical detection of microorganisms in clinical
Implementation of Metagenomics for samples

Infectious Disease Dx N
Apr 14, 2025 | Kelsy Ketchum Adala Alcol @', Alder®, Luka B. Snel"™", Themoula Charalampous™,

Alp Aytin®, Gaia Nebbia B, Tom WEliams”, Simon Goldenberg’, Sam Douthwaite?, Riahul Batra?,
Penelope R, CHill B, Hannah Mischo ©7, Stuart Neil @7, Mark Wilks®® & Jonathan D. Edgeworth®™

& Premium
VIENNA - As ic next-generation sequencing (MNGS) becomes cheaper and easier to use, Rtk Plain language summary
presenters on Saturday at the European Society of Clinical Micrabiology and Infectious Diseases
hal conara Vienna made ther case for implemeanting the method in clinical settinas 1 ag ics is the analysis of genefic
in clinical samples ideally after deplation of numan DMA 1o incresse sensitivity and redute | mteral from microbes such & bactena and
turmaround fimes. Curmert buman Db i rally Eher ONA | viruges in = sample. Thare ora BTitalons with

uzng a practical and rapid mechanical host-dapletion methed allowing simuftancous

@$458n MG Sequencing market by 2028) @ nghllghtS the use of M-SAN & SANJ @ nghllghts the use of HL-SAN J
@ CAGR 17% )
A ArcticZymes
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Q1 Sales — Overview

Biomanufacturing and Molecular Tools

Quarterly sales of 23.3 MNOK — reflecting a reduction
from 30 MNOK in Q1 2024. One large molecular tools
customer purchased 9M NOK less this year

NA grew revenues by 20% yoy, APAC grew revenues by
145% yoy and EMEA declined by 13% (excluding the
large non repeat customer)

New customer increase: +42% more new customers and
+14% more orders

Stronger geographic balance: NA now represents 52% of
revenue, up from 31% in Q1 2024

14

Sales combined
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A ArcticZymes
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Q1 Sales — Biomanufacturing

Steady Performance with Expanding Customer Base

15

Sales grew 21% to 13.6 MNOK (vs. 11.2 MNOK Q1
2024) — reflecting a strong market presence and
commercial momentum

NA grew by 29% YOY; EMEA grew by 12%

Biomanufacturing accounts for 58% of total Q1 sales —
highlighting its strategic importance

Customer base continues to grow — helping offset the
impact of larger account slowdowns

Expanding clinical adoption beyond CGT applications —
opening new market opportunities

Sales per area

Sales in MNOK
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Q1 Sales — Molecular Tools

Underlying business intact

Sales per area

25

20

v Sales at 9.5 MNOK (vs. 18.2 MNOK in Q1 2024) —
reflecting the reduction of 9 MNOK from the major
customer

15

Sales in MNOK

v" Molecular Tools accounted for 41% of sales 10

V" Strategic focus on Biomanufacturing in 2024, now
focusing on Molecular Tool lead generation and ’
adoption.

Q12024 Q2 2024 Q3 2024 Q42024 Q1 2025

A ArcticZymes
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Q1 2025 - All time high in customer numbers

Biomanufacturing Q1

Unigue Customers by Year

Unique customers reached their highest level in
recent years, driven by biomanufacturing growth - IIIII
. lI 2090 N9 3024

Biomanufacturing

Orders increase, customer base continues to grow
across NA and EMEA Molecular Tools Q1

Increase in both opportunities made and customer R e
pipeline stage progression

13
Molecular Tools
Orders and customer base contracting, with stable AOV
Lower demand from key Life Science and Diagnostic .

customers impacted sales -

Year

ArcticZymes
17
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Profit and loss, Expense development

Q1

2024
Personnel expenses

Sales revenues 23,3 30,0
Reduction Norwegian personnel Other revenues 1,6 0,0
. Sumrevenues 24,9 30,0
Increase in US personnel
Reduced capitalisation Cost of materials -1,2 -1,0
Change in inventory 0,3 -0,3
_ Personnel expenses -18,8 -18,0
Other operating expenses Other operating expenses -8,9 -8,4
PPE reduced due to Oslo office closure and reduction Sum expenses -28,6 -27,7
in use of chemicals EBITDA -3,7 2,3
External services reduced as ERP project is closed, but Depreciation and amortisation 2.3 1,5
iIncreased legal fees and recuitment
_ _ _ EBIT -6,0 0,8
Increase in marketing and commercial efforts
_ Net financials 1,9 3,3
Currency headwinds
EBT 41 41

ArcticZymes
19



Currency impact

Majority of revenues are in foreign currency
58% in USD
41% in EURO
73% in USD and 27% in EURO for 2024

Currency effect on P&L

Finance -0.7 MNOK in Q1 (+0.5 increase in Q1
2024)

Other operating expenses increased by 0.5
MNOK for Q1 (reduction of 0.6 MNOK Q1 2024)

20

USDNOK

12,2

12

11,8

11,6

11,4

11,2

11

10,8

2024 | Q1 2025
EURNOK
2024 | 1 2025

ArcticZymes




Profitability and expenses

Sales & EBITDA Q1

2025 2024
Sales revenues 23,3 30,0
- —Sales Other revenues 1,6 0,0
EBITDA Sumrevenues 24,9 30,0

30
Cost of materials -1,2 -1,0
> Change in inventory 0,3 -0,3
. Personnel expenses -18,8 -18,0
Other operating expenses -8,9 -8,4
g 15 Sum expenses -28,6 -27,7
y EBITDA -3,7 2,3
Depreciation and amortisation -2,3 -1,5

5
EBIT -6,0 0,8

, [ o
Q12024 Q2 2024 03202 Q42024 Q12025 Net financials 1,9 3,3
> EBT -4,1 4,1
Margin 8% 10 % -10 % 11% -16 %

ArcticZymes
21



Cash flow and short-term investments

Cash and STI position

280 30
I Short term investments (STI) mm Net Cash (MNOK)
. 25
260 Changes in Cash and STI (MNOK)
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ArcticZymes
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Outlook 2025

The market

» Opportunities are still plentiful in a dynamic macroeconomic
environment

« Dialogues with Biomanufacturing customers are many and
positive

« Still ground to cover — SAN is still new to many

Customer centric transformation:
« Customer base is expanding — new all time high
»  Will continue to invest in organization and activities

CDMO platform partnership:
« Platform implementation at two CDMOs
« Working on onboarding more

Product portfolio expansion:

 New GMP grade nuclease will be launched mid 2025

* RNA restriction enzyme ET-N1 has entered development
phase

Confident in our ability to execute on our strategic
priorities and create shareholder value

A ArcticZymes
AZA Technologies



Thank you

Q&A

A ArcticZymes
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