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SEE BEYOND.

MIKA TIENHAARA, CEO

WE MAKE THE INVISIBLE VISIBLE IN INDUSTRIAL PROCESSES



Impact of unplanned maintenance in industries

MANUFACTURING OIL & GAS
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82% of companies experienced INSTRUMENTS
MAINTENANCE unplanned downtime in the past PAILERES
_ - - 3 years with an average cost of
RUN TO FAILURES $ 2 million per occasion*

—

52% of cases for processing

$650 billion annual loss* equipment failures due to
faulty level devices*

THE INDUSTRY CHALLENGE

*Aberdeen Strategy & Research report, ISA and SPE/JPT.
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Originally rooted in med tech, our
team started experimenting with
Its application in other 'can't see i s -
thru' situations. o | | =t
: Log conductivity [log S/cm)
We own the stress tested IPR,
with patents granted iIn 18
countries. Additional patents

ending Main The Invisible  Made Visible
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emulsions, solids and data analytics for
Sensor measurements water levels. optimization.
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BUSINESS MODEL
SUBSCRIPTION-BASED MODEL

R&D and Productification Disrupting the Industry Rules, Offering a
Consulting Services Subscription Model with wide acceptance

(build an MVP) liQuiDetect . .
Multiyear agreements, upselling of new
Datoect features and other services

License out/JV HW manufacturing

Sales Distribution Corporate Partnerships -
for a wide distribution

From an initial Sales cycle of 24+ months,
we have reduced it to 6-12 months, and eyeing a few months sales cycle



SaaBayond HOW YOU CAN BENEFIT

Detection of Liquids Detection of Solids
e 24/7 monitoring system with frequent data e 24/7 monitoring system with frequent data
e Qil/Water Level Detection (critical for e works under all circumstances and continuously
performance) e allows for well-informed decision-making to reduce cost
e Emulsion Detection and improve financial returns
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ROCSOLE:
Up to 1 MILLION data
points per day

Incumbent

technology:
less than 2000
data points per day //

small acceptable High[y common

Liquids complexity

operating window

operational window -
high risks for failures )

Solids loading



~ MARKET

OIL&GAS:

: 3.7B 100 M
Instrumentation” $ b
IL A
: O. & GAS : 0.7 B$ 50-100 M$ 10-20 M$
Pipeline Scanning
OIL &GAS 10.3 B% 50 - 100 M$ 20 M$
Flowmeters
SEMICON MANUF. 6.4 B$ 400 M$ 50 - 100 M$
Adv. process control
Industrial IoT 10.3 B$ 200 M$ 40 M$

qarket size data are taken from reports by Markets & Markets, Market Watch and other sources.

Market Size

We are targeting the key potential in US + Canada, as
well as the Middle East.

Also, a lot of manufacturing capacity is being
expanded in both North America and Europe
(semiconductors etc), the need for Advanced
Process Control, Al Data analytics is a significant
growth opportunity.

The key markets ROCSOLE fits into are:

OIL&GAS Separators and Tank Instrumentation
OIL&GAS pipeline services /flowmeters
Semiconductor manufacturing Advanced Process
Control as well as Industrial IoT.

SOM: 280 M$
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And onboarding

Advanced KPI reporting

GEN4 Electronics APC- AI functionality for

UI WebRoc 2.0 Microcontroller . :
HPHT direct Data predictive analytics

KPI Reporting DEEN]




COMPETITIVE LANDSCAPE SeaeBsayond
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CAPEX VERY LOW* HIGH LOW LOW
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Over the past 3 years operations, ROCSOLE has

*Subscription model generated more than 267 BILLION unique data points



Exciting last 12 months:

Milestone achievements since Series A

GENERAL

e Internal value mapping and process
Improvements done for tech, SW and
marketing

e Product Development partnerships
established - increase SW engineering,
AI and electronics design capacity

e New facilities with full team under one
roof ready 04 2022

OTHER

e Tech team increased from 2 to 7
persons

e Branding revamp

e New website launched

e Sustainability initiative in
preparation

COMMERCIAL

TECHNI

Launched the subscription business model (recurring revenue)

First repeat sales with corporate customer

Customer piloting finalized

New customer piloting

Additional customer onboarding

First Product Launches upcoming - SoliDetect 2.0 and LiquiDetect 1.0
Corporate partnerships being established

Sales Cycle reduced to less than 12 months, and next step below 6 months
Tech features road map ready for up to 4.0 product launches

Post-revenue

Order Backlog

CAL

Process calculations reduced from over 20 sec to less than 5 sec - enabling advanced

process control

ML-based data processing algorithm for level detection established
Level measurement algorithm for MCU platform in development
New neural network model for deposit estimation established
Simulations run successfully for new desalter application
IoT/Remote DCS connection replication test unit established

New remote connection system in development

New G4 electronics concept and prototyping

User Interface webroc 1.0 launched and 2.0 under development
Mechanical pressure increased from 15 barg to over 500 barg
Pipeline scanning tool prototype passed over 100 barg 24 hour test

High-speed algorithms

ML & IoT

Tech road map




Solidly Bridge funding - convertible note

Funded +
Venture
Backed

Pre-SEED / SEED / Series A :
20 mE funding (equity and non-dilutive)

-
REPJOL

TESI|I SPRINGVEST
Ny

equinor < LOOP Project




The Leadership
Team

Mika Tie nhaara £.5c. Monufacturing, M.5c.Energy . MIA Enfrepraneurshiz. Mo, B
CHIEF EXECUTIVE OFFICER

Mika 15 a senal entreprensur with several exits He has led the commercializabion of over 30
products & technologies. Mika is an award-winning executive and innovator. He has
astablished and run global operations. He has more than 12k followerss on LinkedIn and is
strong a networker and recognized as a top glebal thought leader in entreprensurship,
startups and enargy. He servas in the program committee of OTC and OTC Brasil. Mika's
playbook is to enable sales and partnerships with bluechip corporates. His total fundraising
exceeds 100 mE and has mare than 20 years as an executive. Since 2018 at Rocsole.
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Tommi Villanen

CHIEF OPERATING OFFICER

Tommi has gol diverse background in managing supply chain & manulaciuring aperations in
cargo handling equipmeant manufacturing (Movatech group) business since 2014, He was also
in charge of the assembly plant relocation te another country and his change managamaent
skills werng key alemaents in the successtul project execution. Tommi's "superpawer” |5 ability
to create excellent team spirit and build the "business momentum” by encouraging team
members to use their strengths in everyday work. Tommi joined the Rocsole team in early
2021,

I fopeccvouty beIOFcasgURER

Arto Voutilainen P Pysics
CHIEF TECHNOLOGY OFFICER

Arte has a long background in the field of computational physics and inverse problems. The
main focus has been on developing and improving methods needed in various estimation and
20/30 imaging problems, and one of the key areas of interest has been electrical
tomegraphic imaging. Arto joined Rocsole in 2012 before which he was in different R&D
positions e.g. at the University of Eastern Finland and the tech startup Mumcore Lid.

Ha rri Hedman B Buinions AdHnEmasan
CHIEF MARKETING OFFICER

Harri has over 20 years of marketing experience from Honeywell where he has had various
global marketing and rmarketing cormmunications roles handling oil & gas, pulp & paper and
other process industry segments. Prior to Honeywell Harri has worked in Brazil and
cormpleted his Studies in the US and in the UK, Harr joined Rocsale as CMOin early 2021,

- https:ffyoutu.be/bSYExvoallUs

Anttﬂ ni Junt“ nen M5e - Economics nnd Basmess Adminisotion
CONTROLLER

Anttani has joined Rocsola in the beginning of 2022, Belora joining Team Rocsole, Anttani
worked for about 6 years in KPMG Finland a5 an Authorized Public Accountant managing and
perfarming financial audits to Finnish SME’s as well as Finland-based subsidiaries of large
international manufacturing companies. Anttoni has also previously worked in the financial
sector and for the Finnish Tax Authority. Through his education and previous work
experience, Anttoni has a solid competence in external accounting and ather financial issues.
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Pekka Kaunisto
VP SALES

Pekka Kaunisto has worked at Rocsole since 2019, The biggest achievement at Rocsole is
expanding the customer base and creating a scalable business madel including a subscription
madel, Pekka has worked in the oll and gas sector since 2007, Before moving to Rocsole,
Pekka was the CEQ of Wellguip Holding Oy, which manufactured ail production equipment.
Pekka has a strang background in company scaling (from 4ME révenue to JOME), processes,
personnel management (from 10 to 150 employee) . productization, business development
and commercialization. As Rocsole's Vice President Sales, he is able to utilize the experience

he has gained over the years in the challenges of scaleup.
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Expertise and abilities in:
Entrepreneurship: startups, scaleups, exits
Oil & Gas Industry

Global operations

Technology, software




Get onboard
now!

Size of Opportunity & ready to Scale: We serve large markets
to blue-chip companies; scalability potential is enormous.

Technology approved & business model accepted:
Corporate(end-users) have approved the technology, and now
beng included in recommended industry practices. The
subscription model is right in time - and for this type of services
we have the competitive edge.

Well setup for success: We have a strong and efficient team;
our work processes are continuously being improved; we can
outsource manufacturing; we have software/Al partners to
support our further scaling.

Right time to invest: The company valuation is fair - the big
growth is coming with high valuation potential.

Quick return on investment: we will look at a possible exit
scenario in 2024/25 as an M&A with an industrial company, or
an IPO.



Thank you for your attention!

Mika Tienhaara
CEO

I am in my 8th startup venture; I am a builder, and I enjoy the scaleup phase with all
its constant challenges, perfecting the execution. The learning process is constant;
one needs to be highly hands-on and agile. This has enabled me to build a successful
playbook for taking technology and innovation from the drawing board to corporate
assets, creating massive user value, and making an impact with disruptive technology.
Collaboration is key.

True customer drive will only be possible if you have a strong team backing the effort,
for this, you need to be human-centric in your approach.

mika.tienhaara@rocsole.com

m linkedin.com/in/tienhaara/



http://linkedin.com/in/tienhaara/

DISCLAIMER

This Investor Presentation (the “IP") has been prepared by Rocsole OY (“Rocsole” or “the Company”) for a limited number
of prospective investors. The sole purpose of this IP is to assist prospective investors in considering their initial interest in
acquiring shares in the Company and whether to proceed with further investigations of the Company and its business.

This IP is provided subject to the terms and the prior execution of a confidentiality and non-solicitation undertaking (the
“Confidentiality Undertaking”). In receiving this IP, potential investors confirm that the IP and related material received will
be used for the stated purpose only and in accordance with the terms and the conditions of the Confidentiality Undertaking.

This IP should not be considered as a recommendation by the Company, its shareholders, advisors or any other person in
respect of the Company, any affiliated company or successor, nor does it constitute an offer, invitation or recommendation
for the sale or purchase of securities of the Company or any of its assets.

The information presented in the IP has been obtained from the Company and relevant publicly available sources. The IP
does not purport to contain all of the information the recipient may desire or require to make a decision to proceed with a
further investigation of the company. Interested parties should conduct their own investigations and analyses of the
Company, the relevant market and the data set forth in this IP, including the projections reflected herein. Although the
information is considered to be correct, the Company or its employees, directors, shareholders or advisors do not take
responsibility for the correctness or completeness of the information in the IP or any other material provided or made
available to the recipient in writing, orally or otherwise. The only information that will have any legal effect will be that
specifically represented and warranted in a definitive sale and purchase agreement. The Company reserves the right to
change the procedure or discontinue negotiations at any time without prior notice and without substantiating any reason
thereof until a binding sale and purchase agreement has been signed.

The information contained herein includes certain statements, estimates and projections provided by the Company with
respect to the Company's anticipated future performance and development. Such statements, estimates and projections
reflect various assumptions concerning anticipated results, which may or may not be correct. Moreover, the information
contained in this IP has not been updated after the date hereof and is subject to change, completion or amendment without
notice. The Company does not have any obligation to update any such information or to correct inaccuracies therein or
omissions therefrom which may become apparent, even where the parties involved become aware that the contents of this
IP are inaccurate or incomplete.

This IP is not for distribution or release, directly or indirectly, in or into any jurisdiction in which the distribution or release
would be unlawful. However, release may take place to interested parties eligible under local law.

The IP and this disclaimer shall be governed and construed in accordance with the laws of Finland and Finnish courts as
exclusive legal venue. By retaining this IP recipients confirm that they have read, understood and accepted the terms of
this disclaimer.

Communication or inquiries relating to a potential transaction involving the Company should only be directed to the
following representatives of Rocsole:

Rocsole Oy Ltd

Mika Tienhaara

CEO
mika.tienhaara@rocsole.com
+47 911 11 459



