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From Cardiex to CONNEQT
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16 Months to Predictable, Scalable, Recurring Revenue

• Predictable top-line revenues for the Pulse that we know 
how to scale

• A model that’s based on customer accessible pricing together 
with recurrent SaaS and app-based revenues

• Potential for consistent 2-3X return on ad spend on paid 
advertising platforms

• High margin annual recurring revenue contracts 
with our new enterprise solutions

• A technology pathway that provides us with a licensable 
platform for third parties to integrate by year end

• Over 50% QoQ growth since day one of launch 

• Mostly one-off unit sales 
in research & clinical

• No subscription or 
recurrent revenues

• Less predictable sales 
markets

• Single product line - XCEL

Strong momentum, driven by 
consistent execution.

CONNEQTCardiex



Strong quarter 

• Q3 revenue reached A$2.04m, up 25% 
vs. Q2 (A$1.62m)

• Pulse now the primary 
growth driver, contributing 
A$1.12m and accelerating 
QoQ momentum. 

• Pulse sales accelerating with run-rate 
approaching A$7m

• Research revenue remained robust at A$0.89m, 
supporting overall revenue stability

• Enterprise recurring revenue emerging, contributing 
A$0.03m with early traction

• Revenue run-rate has scaled to ~A$10m annualised, 
with meaningful uplift in average monthly revenue 
driven by Pulse and Research sales

Q3   2026 | Key Highlights
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Q3   2026 | Key Highlights
Consumer Momentum & Scale

• Demand strength supported by normalized supply

Platform Expansion

• Enterprise channel scaling

• Progress toward usage-based revenue model

Recurring Revenue & Product Ecosystem

• Growing traction in subscriptions 
and in-app monetisation

Market Validation & Demand

• Industry recognition reinforcing product leadership

Capital & Funding Position

• Strategic capital initiatives completed

• Additional funding in-process post-quarter to 
support growth 0
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Structural reset delivered: relocation of 
engineering and development to Sydney has 
materially lowered the cost base

• 30% reduction in monthly operating 
expenses (ex-non cash, COGS, CAC) since 
Q3 FY2025

• Cost discipline driven primarily by 
reductions in employee benefits and R&D 
spend

• Leaner operating model now established, 
improving scalability and path to 
profitability

Q3   2026 | Key Highlights
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Expansion into data, 
analytics, and 
Biomarker-as-a-
Service (BaaS)

Growth Drivers
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Pulse-led consumer 
adoption expanding 
installed base at scale

Enterprise adoption 
driving high-margin, 
usage-based clinical 
revenue

New distribution 
channels across 
clinics, insurers, 
pharma, and 
performance 
networks

Product-led 
engagement 
increasing retention, 
usage frequency, and 
LTV

Operating leverage 
through improving 
unit economics

Two-market 
flywheel: clinical 
credibility drives 
consumer demand; 
consumer scale 
drives enterprise 
adoption

Recurring revenue 
expansion via 
subscriptions and 
in-app cardiology 
reports



The Rising Science of Arterial Health

• PubMed publications on “vascular 
aging” have surged sharply in 
the last decade.

• Growing recognition that arterial 
stiffness drives heart failure, 
stroke, and reduced longevity.

• Reinforces the need for arterial 
health insight in clinical practice 
and consumer health.
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ECG Assessments

Performance Fitness 

Sleep Monitoring

Metabolic Health 

Blood Biomarkers

Arterial Health
The World's Largest Category Ownership Opportunity

US $400m*

US $2.5B*

US $10B*

US $  B*

US $950M*

* Current or Last Funding Round Valuation

Arterial Intelligence Largest unclaimed 
biomarker category



One Platform
Two Markets

E NT ER P R I S E

C ON S U M E R
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Each Market Strengthens the Other

• Visibility & 
Engagement

• Consumer 
Acquisition

• Recurring User 
Revenue

• Brand Reach & 
Engagement

• Longitudinal 
Relationship

• Enterprise builds 
credibility and 
strategic leverage.

• Consumer builds 
reach, retention, and 
user insight.

• Clinical Credibility

• Distribution & Validation

• Institutional 
Relationships

• Recurring 
Account Revenue

• Shared Platform 
Flywheel

Why Enterprise 
Matters

Why Consumer 
Matters

Two Markets, 
One Platform



One Unified, Standardized Cardiology 
Assessment Across Home + Clinic
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Measurement Central Blood 
Pressure

Central Pulse 
Pressure

Pulse Pressure 
Amplification

Augmentation 
Pressure

Augmentation 
Index

Threshold >130 mmHg >50 mmHg <130% Each 10 mmHg 
increase in AP

Each 10 % 
increase in Alx

Risk of 
Cardiovascular 

Events

3x
increased

risk of 
cardiovascular 

events*

2-3x
increased

risk of 
cardiovascular 

events*

2-3x
increased

risk of 
cardiovascular 

events*

30%
Increase 

risk of 
cardiovascular 

events*

35-40%
Increase 

risk of 
cardiovascular 

events*

Results & Clinical Interpretation of CONNEQT Arterial Health Biomarkers

*Cardiovascular events are defined as a myocardial infarction, coronary revascularization, stroke, heart failure, or cardiovascular 
mortality.

A 4-mmHg reduction in central pressure can lower cardiovascular risk by 20%. Reductions in arterial stiffness have been shown 
with ACE-inhibitors, calcium channel blockers, statins, PCSK9 inhibitors, and SGLT2 inhibitors.



How We Compare to Patient-Centric 
Cardiovascular Screenings
Test Price Heart Risk Assessed # of Reports In-Home Test

Full-Body MRI Scan Up to $2,500 None One-Time No

Cleerly Heart Scan Up to $1,500 Detailed coronary artery plaque analysis One-Time No

Coronary Calcium Scan Up to $500 Measures calcium buildup in arteries One-Time No

DEXA Scan Up to $500 None One-Time No

CONNEQT Arterial Health 
Assessment $350 Quantifies risk of 

heart attack & stroke Two (2) Yes

Carotid Artery Screening Up to $300 Detects blockages in carotid arteries One-Time No

Lipid Panel Up to $40 Measures cholesterol and triglycerides levels One-Time No

Arterial Health Assessment
$289 Quantifies risk of heart attack & stroke

Unlimited via 
In-App 
Purchase

Yes



Consumer



B2C – Over 50% Average QoQ Growth
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Since 2025 Launch
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3%

8.5%

1.5%

87%

Care+ Monthly Care+ Annual 10-Pack Trial

Care+ Annual
74%

Care+ Monthy
26%

Care+ Annual Care+ MonthyCare+ Trial vs Purchase
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13%
In-App Purchase

74%
Annual Plan 

Selection

Q2 Q3

In-App Purchases
50%

QoQ
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Holistic 
Acquisition 
Engine

Organic Search / SEO
High intent queries, 
comparison pages, FAQs, 
explainers, insight articles

Paid Media Demand capture, testing, 
retargeting

Social & Creators Awareness, authority, 
community proof

PR / Earned Media Clinical credibility, trend stories

Email / C M
Lead capture, cart recovery, 
activation, and Care+ 
conversion

Referral / Partnerships Affiliates, physicians, strategic 
partners

Our acquisition framework is 
built on six critical pillars that 
transform cold awareness into 
loyal partnerships.
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The Metrics That Matter

Blended CAC
Efficiency of growth

CO S /  M
Hardware discipline

Care+
Recurring mix

Retention
Durability

LTV / CAC
Quality of growth

Usage Frequency
Product usefulness

Revenue Mix
Hardware vs recurring

Sales Growth
Sales trajectory



Social and Lifestyle 
Marketing Metrics
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Accelerating 
Market 
Awareness

Instagram Followers

Instagram Views

List Growth

Automated Email Attributed Revenue ($AUD)
Welcome, Abandoned Cart, Post Purchase, 28-day

Attributed to Welcome Popup

  4

1,554

5,989

$13,926

$34,173

$85,229



Driving Recurring Revenue Through Stickiness
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CONNEQT Health App

The pressure that 
matters

Central blood 
pressure dashboard​

Your Care Circle
Engaging with clinicians, 

family, and others

Better Heart Health
Habit-centric 

experience​

Comprehensive 
Guidance

Expanding guided 
programs



Scaling Market Validation
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Building 
Social 
Media 
Awareness



Industry & Media 
Impact

Amplifying 
CONNEQT
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Future Revenue Levers: 
Telehealth and Vascular Age

24



Enterprise



Recurring Assessment Revenue In-Clinic
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Launched January 2026, $8 – 15 per assessment

Customer Type Use Case

Sports & Performance Labs
Athlete testing and recovery 
optimization

Primary Care & Preventive 
Clinics

Annual wellness and early 
risk detection

Specialty Clinics
(Cardiology, Nephrology, OB-GYN)

Diagnostic adjunct and 
longitudinal monitoring



Untapped Clinical Opportunity: Cardiology Report

• Lower the Barrier: Use subscription or 
bundles to make adoption easy for clinics.

• Prove the Value: Show how reports lift 
practice revenue, efficiency, and quality of 
care.

• Embed in Workflow: Make reporting part of 
every standard clinical visit.

• Drive Pulse Demand: Clinical use builds 
patient awareness and drives at-home Pulse 
adoption.

• Grow Recurring Revenue: Each report adds 
predictable, scalable revenue.
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Case Study: 70-Location Sports Performance 
Franchise
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Looking Ahead



Looking Ahead
Powering the Arterial Health Economy

Now 12-18 Months0-12 Months

Transition from device-led business 
to SaaS and data platform
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Sustain strong double-digit 
quarterly Pulse sales growth

Deliver best in class app solution 
to drive adoption and retention

Scale enterprise adoption & 
recurring in-clinic assessment 
revenue (ARR's)

Optimize sales and product 
metrics to reduce cash burn and 
establish a clear, measurable 
path to profitability

Net positive contributions from 
consumer and enterprise to fixed 
costs/cash flow positive

Launch arterial health analytics 
services

Launch SphygmoCloud enabling 
Biomarker-as-a-Service (BaaS)

Introduce PPG integration kit for 
wearable and device partners

Expand CONNEQT app with 
Arterial Age, telehealth, and 
premium subscription features

Expand analytics services to pharma 
and clinical trial partners

Enable SphygmoCor-powered 
integrations across wearables and 
medical devices

Scale enterprise distribution across 
clinics, insurers, and performance 
networks

T
E

C
H

Pulse V.2 OTC
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