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Executive Summary

Oura Inc.is a Growth-stage health intelligence platform preparing for Nasdaq IPO under ticker OURA, presenting a Prudent Review profile. The

company commands 74-76% of the smart ring market with 5.0 million paid members and $1425 billion in trailing four-quarter revenue

growing 74% year-over-year. CEO Thomas Hale brings proven consumer tech scaling from Adobe, Home Away, and Surve yMonkey, while CFO

Sean Brecker adds directly relevant health/weliness finance experience from Headspace. The hardware-plus-subscription model generates

89% gross margins on membership revenue, though overall gross margins have compressed from 65% to 55% due to Ring 4 warranty costs

and rising bill-of-materials. Key concerns include multiple active class-action lawsuits targeting sleep tracking accuracy and biometric data
practices, declining hardware revenue per unit from $332 to $311, thin adjusted EBITDA margins of 9%, and an accumulated deficit exceeding

$1.6 billion. The reported $16 billion IPO valuation implies approximately 10x forward revenue, demanding sustained high growth and margin

71

DDSCORE

improvement. Evidence of gross margin stabilization, succe ssful international expansion beyond the current sub-20% non-US revenue share,

and resolution or clear management of active litigation would mostimprove the investment case.

Strengths

Dominant marketposition with 74-76%

smartring marketshare, 5.0M paid members, and
$1.4B+ trailing revenue growing 74% YoY demonstrates

proven product-marketfitatscale.

Hardware-plus-subscription model with
89% membership gross margin, 94% activation-to-paid
conversion, and 85% 12-month retention creates a

structurally sound uniteconomics engine.

«1! MAJOR ) Exceptional executive team with directly
relevantscaling experience: CEO Hale (Adobe,
HomeAway, SurveyMonkey), CFO Brecker (Headspace
health/wellness), COO Chapp (HP operations).

«0! MAJOR ) Clear IPO path with S-1filed, tier-1underwriter
syndicate (Goldman Sachs, Morgan Stanley, J.P. Morgan),
and experienced public-company finance leadership.

1l MAJOR ) 42 Dpillion hours of longitudinal biometric
data from 5M members creates a proprietary dataset
thatcompetitors cannoteasily replicate, forming the
core technology moat

Areas for Development

Multiple active class-action lawsuits (sleep

tracking accuracy, BIPA biometric data sharing, data
sharing to advertisers) coinciding with IPO timing create

material legal and reputational risk.

«! MAJOR ) Gross margin compression from 65% to
52-55% driven by hardware warranty issues (§70.8M
Ring 4 reserves) and rising BOM costs undermines the

profitability narrative ata S16B valuation.

«1! MAJOR ) Hardware revenue per unitdeclining (8332
to $311) and subscription model facing documented
consumer pushback with competitors offering no-

subscription alternatives.

«1/ MAJOR ) |nternational expansionis very early (less
than 20% non-US revenue) despite 56-marketpresence,
and the employer/enterprise channel is described as

‘emerging' with no disclosed revenue.

.1l MAJOR ) Pre-IPO repurchases exceeding S1billion at
S40-$56/share, partly revolver-funded, transferred
value to insiders ahead of public entry and raise a

pricing-signal question.

Risks

Entry valuation risk: approximately 10x
trailing revenue for an 80%-hardware business leaves
multiple compression as the dominantloss mechanism
even under decentexecution.

BIPA class action alleging biometric data

sharing with Meta/Google withoutconsentcarries
statutory damages of $1,000-85,000 per violation
affecting 5M+ members; potential damages range from
millions to billions.

Big-tech displacement Samsung's Galaxy

Ring is shipping and an Apple entry would convertthe
category into a bundled, subscription-free feature.

«1! MAJOR ) Sleep tracking false advertising class action
attacks the core productvalue proposition; an adverse
ruling could require productchanges, marketing

restrictions, or significantdamages.

.1/ MAJOR ) Hardware quality managementatscale
remains unproven: Ring 4 warranty reserves of $70.8M
suggestmanufacturing or designissues thatcould recur

with future generations and erode margins.

Oura Inc. presents a Prudent Review profile. The company has buiit a genuinely dominant position in the smart ring category with exceptional revenue growth, proven unit economics, and a strong

executive team. The hardware-pius-subscription mode! is structurally sound with 89% membership gross margin and 85% retention. However, the reported S16B /PO valuation at approximately 10x

forward revenue and 113x Adjusted EBITDA demands sustained high growth and margin improvement that is not yet demonstrated: gross margins have compressed from 65% to 55%, hardware

revenue per unit is declining, and the subscription mode/ faces consumer pushback. The most material risks are the active class-action Jawsuits (particularly BIPA with potential statutory damages

affecting 5M+ members) and the possibility of Apple entering the ring category. For investors whose mandate targets growth-stage consumer health companies and can underwrite litigation risk, the

dominant market position and data moat provide a compelling foundation. The investment case would strengthen materially with evidence of gross margin stabilization, successful international

expansion beyond less than 20% non-US revenue, and resolution or clear management path for active litigation. investors whose mandate deliberately targets higher early-stage risk may stifl pursue

difigence despite a modest headline driven chiefly by stage and thin proof on several risk dimensions. Monitoring horizon: 12-18 months post-{PO to assess margin trajectory, litigation developments,

and competitive response.

Analysis confidence

Confidence is high (90+) for financial data, corporate structure, and team backgrounds because the S-1filing provides audited financials, SEC-disclosed governance, and detailed employment

histories. Market share data is corroborated by two independent research firms (Omdia, GM Insights). Confidence is moderate (7 0-85) for competitive dynamics, unit economics estimates,

and litigation impact because these require inference from disclosed data and external reporting. Confidence is lower (55-65) for forward-looking projections and exit scenario calibration

because the IPO pricing is not yet set and market conditions are uncertain.

Estimated Funding Stage

Pre-Seed Seed

CURRENT STAGE: GROWTH

SAME-STAGE BENCHMARK

Above medianamong same-stage companies
72% percentie rank among Growth companies

Series A

Business Idea

84% analysis confidence

Growth Mature
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Oura addresses a real and growing consumer pain point: continuous, non-intrusive health monitoring that fits daily life. The ring form factor differentiates from smartwatches by offering 24-hour
wearability with minimal friction, and the 85% DAU/MAU ratio confirms genuine daily engagement. The hardware-plus-subscription model is proven: 94% of ring activations convert to paid
membership, and 85% 12-month retention demonstrates sustained willingness to pay $5.99/month. The business benefits from strong secular tailwinds in preventive health, wellness quantification,
and employer-sponsored health programs. However, the subscription model faces documented consumer pushback, with competitors like Ultrahuman and RingConn explicitly marketing no-
subscription alternatives. The platform vision (Oura Advisor Al, Connected Care integrations with LillyDirect and ResMed, glucose monitoring via Dexcom) is compelling but remains early. The core risk
is that the subscription moatis behavioral rather than technical: if competitors offer comparable health insights without recurring fees, the LTV advantage erodes. Strategy direction is clear (product

innovation as primary driven, distribution expansion, platform layering) and credible given the team's execution track record and capital base.

Strengths

Proven consumer willingness to pay: 94% activation-to-paid conversion and 85% 12-month retention validate the subscription model atscale.

Ring form factor creates genuine daily engagement (65% DAU/MAU, median 23 hours/day wear) thatsmartwatches struggle to match.

Platform expansion into Connected Care (LillyDirect, ResMed), glucose monitoring (Dexcom), and Al advisor creates multiple growth vectors beyond core ring.

Areas for Development

Subscription model faces documented consumer friction; competitors marketno-subscription alternatives, threatening the LTV moatif health insights become commoditized.

Platform vision (Oura Advisor, Connected Care) is early-stage with limited disclosed revenue contribution; unclear how much of the $16B valuation depends on these versus core ring plus
membership.

Risks

If Apple launches a health-focused ring or Samsung deepens Galaxy Ring health features, the subscription model and form-factor advantage could erode rapidly given incumbents' distribution and
ecosystem lock-in.

Health intelligence insights could be replicated by generic Al health assistants using the same biometric data streams, reducing switching costs.

Offering 78

86% analysis confidence OFFERING

The primary product is the Oura Ring (currently Generation 5, launched June 20286), paired with the Oura App and Oura Membership subscription. The ring captures continuous biometric data (heart
rate, HRV, SpO2, body temperature, respiration rate, activity) and translates it into 50+ metrics and predictive insights across sleep, activity, readiness, stress, heart health, metabolic health, and
women's health. The product is mature (5th generation), with the app rated 4.9/5.0 on Apple App Store. Oura Ring 5 is priced $399-3499, positioned as the world's smallest smart ring at 40%
smaller than Generation 4. The membership ($5.99/month or $69.99/year) unlocks deeper insights, Oura Advisor Al, and integrations. Commercial viability is proven: 5.0M paid members, 94%
activation-to-paid conversion, 85% retention. Product expansion includes blood panels (Quest partnership), glucose monitoring (Dexcom Stelo integration), GLP-1medication companion, and
Connected Care (LillyDirect, ResMed). The roadmap is ambitious but credible given the team and capital base. Key risk: the subscription model creates consumer friction that competitors exploit with
no-subscription alternatives. Ring 4 warranty reserves totaling $70.8M suggest product quality issues that could recur with future generations and erode margins and brand trust. The sleep

tracking accuracy class action (August 2026) alleges the ring lacks sensors to measure key sleep stages and relies on Al estimation, attacking core product claims.

Strengths

Mature, well-reviewed product (4.9/5.0 App Store rating) with five generations of iteration demonstrating consistent productdevelopment capability.

94% activation-to-paid conversion and 85% 12-month retention validate product-marketfitatscale with proven willingness to pay.

Platform expansion into glucose monitoring (Dexcom), blood panels (Quest), and Connected Care (LillyDirect, ResMed) creates multiple productvectors beyond core ring.

Areas for Development

Subscription model faces documented consumer pushback; competitors marketno-subscription alternatives, and the LA Times reported Oura defending the model againstcriticism.
No FDA clearance for any feature limits clinical credibility and healthcare channel expansion; blood pressure clearance is pursued buttimeline uncertain.

Risks

Oura Ring 4 warranty reserves totaling $70.8M suggestproductquality issues that could recur with future generations and erode margins and brand trust.

Sleep tracking accuracy class action (August2026) alleges the ring lacks sensors to measure key sleep stages and relies on Al estimation, attacking core productclaims.

Team 78

84% analysis confidence TEAM

The executive team is strong for a Growth-stage company, with relevant scaled-company experience across consumer tech, health/wellness, and operations. CEO Thomas Hale (since March 2022)
brings 20+ years of consumer tech leadership: SVP/GM at Adobe (7 years), CPO at Linden Lab, COO/CPO at Home Away (6 years scaling from startup to S4B acquisition),and President of Momentive
Al/SurveyMonkey (6 years). This is directly relevant experience scaling consumer platforms with subscription models. CFO Sean Brecker (since October 2023) served as CFO and then CEO of
Headspace for 9 years, providing directly relevant health/wellness finance experience, plus Goldman/Citigroup/Lehman investment banking background. COO Michael Chapp (since April 2019) has
operations and supply chain depth from HP (11 years) and co-founding Utomic. Executive Chairman David Shuman brings Goldman Sachs investment banking and public equity inve sting experience.
The team is more corporate than startup: all senior leaders come from large-company backgrounds with limited evidence of scrappy early-stage execution. Original founders (Petteri Lahtela, Kari
Kivela, Markku Koskela) exited in 2020-2021, which is a mixed signal:it provided capital for growth but removed domain expertise. The team has grown to 700+ employees, suggesting meaningful
organizational depth beyond the named executives. A governance concern: three promissory notes totaling $3.5 million were issued to the CFO after September 2025, which must be resolved
before IPO effectiveness under Exchange Act Section 13(k). Ring 4 warranty reserves of $70.8 million occurred under operations led by the COO, making Ring 5 quality outcomes a critical test of

operational maturity.

Team s strong on finance (Brecker) and consumer tech operations (Hale, Chapp) but lacks dedicated health/wellness clinical leadership and privacy/regulatory depth. The board is investor-heavy
(Lifeline, Forerunner, Block, Bedford, Series A holders) with limited inde pendent operating directors. Balance is adequate for an IPO-stage consumer tech company but thin for a health-data platform
pursuing FDA clearance and managing multi-jurisdiction privacy compliance.

BoardDirector (Series Seed)(Timo Member (HarpreetR.) ChiefLegal Officer (Avonte C.) Executive Chairman (David S.)

A.) DECK-STATED BACKGROUND:Named as Chief Legal DECK-STATED BACKGROUND:Executive Chairman

DECK-STATED BACKGROUND:Founding Partner, Officerin S-1filing.Contact listed as since September 2026,board chairman since
avonte@ouraringcom.EXTERNALLY September 2025Founder/Managing Partner,

Lifeline Ventures (since 2009).Previously Head of



Strategy at Blyk (2006-2009),Founding CEO/VP at
CRF Health (2000-2006),McKinsey (1999-2000).
Board:Nokia (2023).MS Industrial Management.
Co-founder of Oura.EXTERNALLY CORROBORATED:
S-1confirms board seat and Lifeline Ventures
affiliation. Web confirms Nokia board role and
Lifeline Ventures founding. GAPS OR CONFLICTS:
Sold stakein 2020-2021per web sources.
ASSESSMENT:Original co-founder with health tech
domain expertise (CRF Health was digital health).
Lifeline Ventures provides Finnish VCperspective.
Reduced involvement after stake sale.

Sold stakein 2020-2021; current engagement fevel
unclear beyond board seat. Board seatis
condlitioned on Lifeline holding at least 2,723,084
preferred shares; seat may change post-IPO
conversion.

Incoming BoardDirector Nominee
(David S.)

DECK-STATED BACKGROUND:Consent tobenamed
asdirector nominee dated September 32026.
EXTERNALLY CORROBORATED:S-1confirms
nomination.ASSESSMENT:Incoming public-
company board nominee;specific background
details not provided in compressed materials.
Background details not fully available in compressed
materials; nomination is recent and subject to PO
completion.

Incoming Board Director Nominee
(LeslieK.)

DECK-STATED BACKGROUND: Consent tobenamed
as director nominee dated September 320286.
EXTERNALLY CORROBORATED:S-1confirms
nomination.ASSESSMENT:Incoming public-
company board nominesg;specific background
details not provided in compressed materials.
Background details not fully available in compressed
materials; nomination is recent and subject to /PO
completion.

Chief Executive Officer (Thomas H.)

DECK-STATED BACKGROUND:CEO since March
2022,board member since July 2022.Previously
President of Momentive Al/SurveyMonkey (2016-
2022),000/CP0O atHomeAway (2010-2016),CPO at
Linden Lab (2008-2010),EIR at Redpoint Ventures
(2007-2008),SVP/GM at Adobe (2000-2007).
Board:webAl (2026),Carscom (2017).BA
History/Literature,Harvard. EXTERNALLY
CORROBORATED:S-1confirms all roles and tenure.
Web sources confirm Adobe,HomeAway;,
SurveyMonkey roles.Com pensation:S 400000
base salary,$ 250000 target bonus,$ 55million
initial RSU award with time and performance
(IPO/Sale Event) vesting. ASSESSMENT:Strong
consumer tech scaling fit HomeAway experience
(hardware-adjacent consumer product with
subscription) is most relevant. SurveyMonkey
experience validates subscription model
management.

No hardware manufacturing, supply chain, or
medical device reguiatory experience. Consumer
software background may not fully transiate to
hardware quality management (Ring 4 warranty
Issues suggest operational challenges). Large iPO-
triggered RSU vesting concentrates payoff on the
offering event; post-IPO retention incentives shouid
be confirmed.

Capability Gaps

BoardDirector (Series A)(DennisD.)

DECK-STATED BACKGROUND:Former
CFO/President Emerging Businesses at Activision
Blizzard (2019 +).Previously CFO at X box/Microsoft
(2006-2019).Board member at Oura since Series
AEXTERNALLY CORROBORATED:S-1confirms
board seat. ASSESSMENT:Consumer
entertainment and gaming finance background.
Xbox/Microsoft experience provides large-scale
consumer platform finance perspective.
Gaming/entertainment background rather than
health/weliness; limited domain overiap with core
business.

Chief Operating Officer (Michael C.)

DECK-STATED BACKGROUND:COO since April 2019,
interim CEO December 2021-April 2022.
Previously CEO of Pakala Consulting (2012-2018),
Co-Founder/CEO of Utomic (2014-2018),leadership
roles atHP (2001-2012).BS Mechanical
Engineering Michigan State,MS Mechanical
Engineering UCBerkeley,Executive MBAMIT Sloan.
EXTERNALLY CORROBORATED:S-1confirms all
roles and compensation ($ 200K initial salary,
options at EUR7.62/share). ASSESSMENT:
Operations and supply chain focus is critical for
hardware company.HP experience provides
enterprise-scale operations background.
Engineering degrees support technical credibility.
Interim CEOrole during leadership transition shows
organizational trust.

Utomic (reusable straw company) was a consumer
hardware startup; unclear its scaie or outcome. HP
experienceis enterprise hardware, not consumer
wearable scale. Directly accountable for supply chain
and hardware quality control during periods of
elevated warranty reserves.

IndependentBoardDirector (WenH.)

DECK-STATED BACKGROUND:Independent director
by mutual Board agreement.Requires majority
voting shares toappoint. EXTERNALLY
CORROBORATED: S-1confirms board seat.
ASSESSMENT:Independent director providing
governanceoversight.Limited publicinformation
available from materials about specific background.
Background details not provided in materials;
independent director rofeis important for
governance but domain expertise unciear. Public
personalweb research was not performed because
consentwas not granted for this individua,

CORROBORATED:S-1confirms role. ASSESSMENT:
Dedicated legal leadership isimportant fora
company processing sensitive health data across
56 markets with activelitigation.

Specific background details not provided in
compressed materials.

BoardDirector (Series B,Forerunner
designee)(Eurie K.)

DECK-STATED BACKGROUND:Forerunner Ventures
designee on Board.Forerunneris aconsumer-
focused VCfirm.Signed Tom Hale's CEO offer |etter
as Chairmanin March 2022.EXTERNALLY
CORROBORATED:S-1confirms board seatand
Forerunner affiliation. ASSESSMENT:Consumer
venture capital perspective.Forerunner's portfolio
(Warby Parker,Dollar Shave Club,Glossier) provides
consumer brand scaling insights.

VCinvestor perspective rather than operating
experience; limited heaith/weliness domain expertise
evident.

Incoming Board Director Nominee
(Mikko K.)

DECK-STATED BACKGROUND: Consent tobe named
as director nominee dated September 32026.
EXTERNALLY CORROBORATED:S-1confirms
nomination.ASSESSMENT:Incoming public-
company board nominee;specific background
details not provided in compressed materials.
Background details not fully available in compressed
materials; nomination is recent and subject to /PO
completion.

Member (ThomasT.)

Lateralus Holdings.Board:webAl (chairman since
April 2024),Divergent Technologies (Sept 2024-
July2025),Czinger Vehicles (June 2021-May
2024).Career:Goldman Sachs investmentbanking,
public equity investing.BA Williams College, MBA
Harvard Business School.Council on Foreign
Relations Lifetime Member EXTERNALLY
CORROBORATED:S-1confirms all roles.
ASSESSMENT:Investment/banking background
provides governance and capital markets expertise
relevantfor IPO.Limited operational experiencein
health/wellness or hardware.

Investment banking background rather than
operating experience; may be better suited for board
governance than day-to-day operationalleadership.
The shift from investor-chairman to Executive
Chairman immediately before the /PO is unusuaf: his
executive duties versus the CEO's are not fully
delineated.

Incoming BoardDirector Nominee
(JasonW\.)

DECK-STATED BACKGROUNND:Consent tobe named
as director nominee dated September 32026.
EXTERNALLY CORROBORATED:S-1confirms
nomination.ASSESSMENT:Incoming public-
company board nomines;specific background
details not provided in compressed materials.
Background details not fully available in compressed
materials; nomination is recent and subject to PO
completion.

Chief Financial Officer (SeanB.)

DECK-STATED BACKGROUND:CFO since October
2023 Previously CFO of Headspace (2017-2023),
CEO of Headspace (2014-2017),Head of
Commodities Origination at Citigroup Singapore
(2011-2014),Head of Comm odities Trading Asia at
Nomura (2008-2011),Director at Lehman Brothers
London (2003-2008).Board:CoachArt (2019),
Headspace (2023-2026).BA Math/Economics
Wesleyan,MBA Financial Engineering Wharton.
EXTERNALLY CORROBORATED:S-1confirms all
roles and compensation (S 39 OK base,$1426M
RSU).ASSESSMENT:Exceptionally relevant.
Headspace experience provides health/wellness
domain knowledge and public-company finance
readiness.Investment banking background
supports IPO execution.

Headspace experienced significant challenges
(layoffs, strategic pivots) during Brecker's tenure. S-1
subsequent events disclose three company
promissory notes to the CFOtotaling $S3.5 mifiion,
maturing December 2026 to Aprif2027. Company
loans to an executive officer are prohibited for public
companies under Section 13(k); verify repayment or
canceliation before the offering.

Member (RobertJ.)

No dedicated Chief Medical Officer or VP of Regulatory Affairs despite pursuing FDA clearance for blood pressure monitoring and operating in a health-data-regulated environment. No disclosed

Chief Privacy Officer despite multiple active privacy-related lawsuits and complex multi-jurisdiction data compliance requirements (HIPAA, GDPR, CCPA, BIPA). No disclosed VP of International/EMEA

leadership despite less than 20% non-US revenue and 56-market presence suggesting international expansion is a stated growth priority.

Strengths

CEO Thomas Hale has directly relevantconsumer platform scaling experience (HomeAway S4B exit, SurveyMonkey public company) for a hardware-plus-subscription model.

CFO Sean Brecker's 9 years atHeadspace (health/wellness CFO and CEO) provides directly relevantdomain and public-company finance experience for the IPO.

700+ employee base provides organizational depth beyond named executives, reducing key-person risk for a Growth-stage company.

Areas for Development

All senior leaders come from large-company backgrounds; limited evidence of hands-on startup execution or scrappy resource-constrained operating.

Original founders exited in 2020-2021; currentleadership is entirely post-acquisition, which may affectlong-term cultural continuity and domain depth.

Ring 4 battery warranty reserves of approximately $70.8 million indicate hardware quality-control gaps during scale-up thatthe operations team mustdemonstrably fix with Ring 5.

CEO Hale's background is primarily in software/Saa$S (SurveyMonkey, HomeAway); hardware manufacturing, supply chain, and medical device regulatory experience is notevidentin his profile.

The $3.5 million in promissory notes issued to the CFO post-September 2025 require resolution before IPO effectiveness under Exchange Act Section 13(k); status should be verified.



Market 76

MARKET

77% analysis confidence

The smart ring marketis real and growing rapidly. Omdia reports Oura held 74% market share in H1 2025 with total smart ring shipments exceeding 4 million units in 2025. GM Insights estimates
Oura at 76.4% share. The broader wearables market (IDC) saw approximately 212 million devices sold in the 12 months ended June 2026, with Oura at roughly 2% penetration. The company's US
aided brand awareness is approximately 38% (YouGov Q3 FY2026), suggesting significant room for organic growth in its home market. However, TAM claims require scrutiny. The global wearables
marketis dominated by smartwatches (Apple Watch, Samsung Galaxy Watch), where Oura has minimal presence. Smart rings are a sub-category growing faster than smartwatches but from a much
smaller base. Realistic serviceable obtainable market for Oura in the first 3-5 years is the smart ring category itself (projected to reach 10-15 million annual unit shipments by 2028-2029) plus
membership revenue from the installed base. Revenue potential: base case $2.0-2.5Bby FY2028 (30-40% growth deceleration), upside $3.0-3.5B (sustained 50%+ growth with inte rnational
expansion), downside $15-18B(growth deceleration to 20% from competition). This is not a winner-take-all market; niches can coexist (athletic performance, clinical/medical, fashion/life style), but
Oura's scale advantage in data and brand creates meaningful network effects.

Market Dynamics

growing

Problem Significance

Painkiller for health-conscious consumers seeking continuous, non-intrusive biometric monitoring; vitamin for casual wellness users. The 85% retention rate and 23-hour daily wear suggest genuine

utility for the core user base.

Strengths

Smartring category growing faster than smartwatches despite later marketentry, with Oura capturing 74-76% share from a small butexpanding base.

43% of consumers do notown any wearable band, representing a large untapped addressable marketfor ring-form-factor devices.

Areas for Development

TAM claims in materials stack global wearables numbers (§53B+) thatinclude smartwatches where Oura has minimal presence; realistic SOM is the smart ring sub-category.
Non-US revenue is less than 20% of hardware revenue, indicating international expansion is very early despite 56-marketpresence.

Risks

Smartring category could plateau if the form factor proves to be a niche rather than a mainstream wearable category, limiting long-term growth.

If Apple launches a ring product, the addressable marketexpands butOura's marketshare could compress dramatically given Apple's distribution and ecosystem.

Competitors 68

COMPETITORS

78% analysis confidence

Oura's end customeris a health-conscious consumer (primarily US-based, 25-55 age range) seeking continuous biometric monitoring through a wearable form factor. The sales motion combine s
DTC e-commerce with retail distribution (Best Buy, Amazon, Costco, Target) and is expanding into employer/healthcare channels. The competitive landscape is intensifying. Samsung Galaxy Ring
(approximately 9% market share, H12025) is the most strategically central threat: Samsung has massive distribution, brand trust,and Galaxy e cosystem lock-in, though its health tracking depth
currently trails Oura. Ultrahuman (approximately 9% market share) directly targets the same buyer with a no-subscription model but faces a US import ban over patent disputes, temporarily reducing
competitive pressure. RingConn (approximately 5% market share) similarly offers no subscription but is also import-banned. Whoop targets the same health-optimization buyer through a wristband
form factor with a subscription model, creating direct budget competition. Apple Watch remains the dominant wearable substitute, though its form factor differs. The patent disputes affecting
Ultrahuman and RingConn provide Oura short-term competitive reliefin the ring category, but Samsung's entry and potential Apple ring launch represent structural threats. Oura's 74-76% market
share in smart rings is commanding but the overall wearables marketis dominated by smartwatches, where Oura has only approximately 2% share.

Service Owner Differ entiator

Samsung leverages ecosystem lock-in (Galaxy phones,watches,buds) and massive retail distribution.Health tracking depth currently trails Oura but Samsung has resources toclose the gap

GalaxyRing Samsung Electronics
rapidly.Nosubscription friction for basic features.
UltrahumanRing Ultrahuman Nosubscription model is a direct com petitive threat to Oura's revenue model.Currently limited by US import ban,which provides Oura temporary relief.|f ban resolves, price and no-
Air Technologies subscription positioning could attract cost-sensitive buyers.
B : Lowest price pointamong major ring com petitors.Nosubscription.Currently import-banned in US.If resolved,could pressure Oura's pricing and subscription model in the value-conscious
RingConnGen2 RingConn
segment.
e o7 _ i Same health-optimization buyer but different form factor (wristband vs ring).Higher subscription price ($ 30/month vs $ 6/month) but targets performance/athletic segment. Direct budget
oop 5. oop,Inc.
com petitor for health-conscious consumers choosing between ring and wristband.
Broadest wearable distribution and ecosystem.FDA-cleared health features give clinical credibility Ouralacks. Different form factor (watch vs ring) but com petes for same health-monitoring
Apple Watch Applelnc.
budget. Apple ring rumors could shift this todirect competition.
Circular Ring Circular Niche com petitor with limited distribution.Nosubscription model.Currently too small to threaten Oura's market position but represents the broader trend of no-subscription ring alternatives.
Strengths

Dominantsmartring marketposition (74-76% share) with patentenforcementcreating temporary competitive moatagainstUltrahuman and RingConn.
Omnichannel distribution (8,400 retail doors, DTC, employer channels) creates barriers for smaller competitors withoutretail relationships.

Areas for Development

Samsung Galaxy Ring represents an underappreciated threat Samsung's ecosystem, distribution, and brand could rapidly close the health-tracking gap.
Competitive positioning in materials places Oura alone in the bestquadrant which is a self-serving omission of Samsung and Whoop as directthreats.

Risks

Apple ring launch would fundamentally reshape the competitive landscape given Apple's health ecosystem, distribution, and willingness to subsidize hardware.

No-subscription competitors (Ultrahuman, RingConn) could regain US marketaccess if patentdisputes resolve, pressuring Oura's subscription-dependentmodel.


https://www.samsung.com/global/galaxy/galaxy-ring/
https://www.ultrahuman.com/ring-air/
https://www.ultrahuman.com/ring-air/
https://www.ringconn.com/
https://www.whoop.com/
https://www.apple.com/apple-watch/
https://circular.xyz/

Technology & IP
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TECHNOLOGY & IP

76% analysis confidence

Oura's technology story rests on three pillars: proprietary sensor hardware, longitudinal biometric data, and Al/ML models. The Oura Ring 5 features 12 signal pathways, more efficient LEDs, and
patented Smart Sensing technology that adapts to physiology (skin tone, BMI, age, movement). The company claims 42 billion hours of longitudinal biometric data and 50+ algorithms/models including
Health Foundation Models pre-trained on decade-plus data. Edge-deployed Al models and SOC2 Type |l certification support the security narrative. However, the core sensing technology
(photoplethysmography/PPG for heart rate, HRV, SpO2) is commodity hardware available to any ring manufacturer. The defensible moat is the data asset and the trained models, not the sensors
themselves. The Al capabilities (Oura Advisor, Health Radar) use proprietary models but the company also references third-party integrations (Dexcom, Strava) and does not disclose whether
foundation model APIs underpin any features. The patent portfolio is described as expansive but the Omni MedSci lawsuit ($120M damages claim) suggests potential IP vulne rability. No FDA clearance
exists for any feature, which limits the clinical credibility of health claims. The blood pressure feature is pursuing FDA clearance but remains unvalidated. The sleep tracking accuracy class action
(August 2026) alleges the ring lacks sensors to directly measure key sleep stages and relies on Al estimation, attacking the credibility of core algorithmic claims.

Strengths

42 billion hours of longitudinal biometric data from 5 million members creates a proprietary datasetthatcompetitors cannoteasily replicate, forming the core technology moat
Edge-deployed Al models and proprietary Health Foundation Models trained on decade-plus data provide differentiation beyond commodity PPG sensors.

SOC2 Type Il certification and HIPAA/GDPR compliance infrastructure supportenterprise and healthcare channel expansion.

Areas for Development

Core PPG sensor technology is commodity; any ring manufacturer can source similar components, making hardware differentiation temporary until nextgeneration.

No independentbenchmarks or peer-reviewed validation of Almodel accuracy claims (e.g., sleep stage detection) disclosed in materials.

Risks

Omni MedSci patentlawsuitseeking S120M in damages could validate or invalidate key sensor patents, directly affecting product viability.

If Apple or Samsung develop health foundation models trained on their own massive user bases (Apple Watch, Galaxy Watch data), Oura's data advantage could be matched or exceeded.

Sleep-accuracy litigation attacks the credibility of the core algorithmic claims; an adverse finding or setiementwith marketing restrictions would damage the subscription value proposition.

Scalability
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SCALABILITY

77% analysis confidence

Oura's operating model scales through hardware manufacturing volume, subscription platform economics, and retail distribution expansion. The hardware business benefits from manufacturing
scale:rings sold grew from 1.0M (FY2024) to 2.3M (FY2025) to 3.1IM (9M Jun 2026), and the company has established a US manufacturing facility in Fort Worth, Texas for DoD contracts. The
subscription platform scales sub-linearly: membership revenue grew 121% YoY while membership-related costs grew proportionally less, yielding 89% gross margin. Retail distribution has expanded
to 8,400 doors globally. However, hardware manufacturing introduces linear cost scaling (each ring requires components, assembly, and quality control), and the Ring 4 warranty issues ($70.8M
reserves) demonstrate that scaling hardware quality is non-trivial. The company has 700+ employees, suggesting meaningful organizational infrastructure. Ge ographic expansion beyond the US
(less than 20% non-US revenue) requires localized go-to-market, regulatory compliance, and retail partnerships in each new market. The employer/enterprise channel is nascent and would require
dedicated sales infrastructure. Key scaling bottleneck: hardware quality management at volume, as evidenced by warranty reserves. A repeat quality event at Ring 5 volumes would be materially

more expensive given the doubled unit base.

Scale Model

Hybrid: hardware manufacturing scales with volume (linear cost, improving unit e conomics), subscription platform scales sub-linearly (high incremental margin), retail distribution scales through

partner relationships. International e xpansion is the primary growth lever beyond US market penetration.

Outsourcing Potential

Hardware manufacturing can leverage contract manufacturers (existing supply chain). Subscription platform is internally developed. Retail distribution is partner-based (Best Buy, Amazon, Costco).

Customer support and member experience may require scaling with headcount. Almodel development requires specialized talent that is difficult to outsource.

Scale Barriers

Hardware quality management at volume; multi-jurisdiction regulatory compliance (HIPAA, GDPR BIPA, CCPA); international retail partnership development; employer/enterprise channel build-out

requires different sales motion; patent litigation risk could restrict product features or markets.
Strengths

Subscription platform scales sub-linearly: 89% membership gross margin with 121% revenue growth demonstrates strong operating leverage on the software side.

Retail distribution at 8,400 doors globally provides physical scale that smaller competitors cannoteasily replicate.

US manufacturing facility (Fort Worth, Texas) reduces supply chain risk and supports DoD contracteligibility.

Areas for Development

Hardware quality managementatscale is a demonstrated challenge: Ring 4 warranty reserves of $70.8M indicate manufacturing or design issues thatmustbe resolved for future generations.
International expansion requires localized regulatory compliance (GDPR, local health data laws), retail partnerships, and marketing in each new market

Risks

If hardware quality issues recur with future ring generations, warranty costs could scale with revenue, preventing margin expansion.

Employer/enterprise channel requires dedicated sales team and differentgo-to-market motion than consumer DTC/retail; unclear if currentteam can execute both simultaneously.
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81% analysis confidence LEGAL & REGULATORY

Oura faces significant legal and regulatory exposure across multiple dimensions. Active litigation includes: (1) August 2026 class action alleging false advertising of sleep tracking accuracy, claiming
the ring lacks sensors to measure key sleep stages and relies on Al estimation; (2) June 2026 BIPA class action alleging Oura and Whoop ship biometric and health data to Meta and Google without
consent, with BIPA carrying statutory damages of $1000-$5,000 per violation; (3) April 2026 allegations of health data sharing to third-party advertisers without consent; (4) Omni MedSci patent
lawsuit seeking approximately S120M in damages for wearable health sensor patent infringement. These are allegations, not findings, and should be treated as diligence questions pending
adjudication. The regulatory landscape is complex: Oura processes sensitive health, reproductive, and biometric data subject to HIPAA (as business associate), GDPR CCPA, BIPA, Washington MHMD,
and 50-state breach notification laws. The company has no FDA clearance for any feature and is pursuing clearance for blood pressure monitoring. The DOJ Data Se curity Program (effective July
2025) restricts bulk sensitive personal data transactions with countries of concern. The Mozilla Foundation privacy review (June 2026) raised concerns despite stated data protection policies. The
redomiciliation from Finland to Delaware (March 2026) adds regulatory complexity across jurisdictions. The S-1extensively discloses these risks, which is appropriate but highlights their materiality.

For a company whose product promise is trusted health data, privacy litigation attacks the thesis directly.

Regulatory Risks

BIPA statutory damages (S1K-S5K per violation) with 5M+ affected members creates significant risk if data sharing allegations are proven. HIPAA violations carry civil and criminal penalties. FDA
enforcement action for unapproved health claims could restrict marketing. GDPR fines up to 4% of global reve nue. Multi-jurisdiction breach notification requirements increase compliance costand

incident response complexity.

Regulatory Opportunities

FDA clearance for blood pressure monitoring would differentiate Oura from competitors and open clinical/healthcare channels. HSA/FSA eligibility (already achieved in US) expands addressable

market. Employer-sponsored adoption models benefit from wellness program regulatory frameworks. DoD contract eligibility (US manufacturing) opens government channel.

Entry Barrier from Regulation

Regulation creates mixed effects: HIPAA/GDPR compliance requirements raise barriers for smaller competitors but also constrain Oura's data monetization options. FDA clearance pathway is

expensive and time-consuming but would create a meaningful moat if achieved. BIPA and similar biometric data laws create litigation risk but also deter competitors from aggressive data practices.
Strengths

Comprehensive compliance infrastructure: HIPAA, GDPR, SOC2 Type Il, and multi-jurisdiction privacy framework demonstrate awareness and investmentin compliance.
S-1provides extensive risk factor disclosure for all material legal and regulatory risks, enabling investor informed decision-making.

Areas for Development

No Chief Privacy Officer disclosed despite processing sensitive health/biometric data across 56 markets with multiple overlapping privacy regulations.

No FDA clearance for any feature limits healthcare channel expansion and creates regulatory risk if health claims are challenged.

Marketing claims should be aligned to wellness classification pending FDA clearances to shrink false-advertising exposure.

Risks

BIPA class action with statutory damages of $1,000-$5,000 per violation affecting 5SM+ members could resultin damages ranging from millions to billions if allegations are proven.
Sleep tracking false advertising class action attacks the core productvalue proposition; an adverse ruling could require productchanges, refunds, or significantdamages.

Omni MedSci patentlawsuitseeking $120M could resultin injunctions restricting productfeatures or significantlicensing costs.

Exit 72

72% analysis confidence EXIT

Oura's commercial potential is anchored by a proven hardware-plus-subscription model at scale with multiple expansion vectors. Base case:the company sustains 25-35% revenue growth through
FY2029, reaching $3.0-4.0B revenue, with membership revenue growing to 25-30% of total as the installed base expands. Gross margins stabilize at 55-60% as Ring 4 warranty costs normalize
and newer generations improve BOM. Adjusted EBITDA margins expand to 12-15% through operating leverage. The company trades as a public company at $18-28B. Upside case:international
expansion accelerates (non-US revenue grows from less than 20% to 35%+), Connected Care partnerships drive enterprise/employer adoption, and FDA clearance for blood pressure opens clinical
channels. Revenue reaches $5-7Bby FY2031with 15-20% EBITDA margins. Trade sale or sustained public valuation at $35-60B. Downside case:competition intensifies (Apple ring, Samsung
deepening), subscription model faces regulatory or consumer backlash, litigation costs mount, and growth decelerates to 10-15%. Revenue reaches $2.0-2.5B with compressed margins. Valuation
declines to $5-10B. Most realistic exit path is continued public company status post-IPO, with a trade sale to a health/pharma/tech company (Apple, Samsung, Google, UnitedHealth) as an alternative at

$15-30Bif strategic value is recognized. Unicorn probability is near-certain given the STIB pre-IPO valuation; the question is whether the company sustains or grows that valuation post-IPO.

Unicorn potential

Unicorn probability:near-certain (already valued at $11B pre-IPO).Probability of sustaining $10B+ valuation 3years post-IPC:approximately 40-50% contingenton continued 30%+ revenuegrowth and margin improvement.Probability of
reaching $30B+ valuation:approximately 15-20%,requiring successful international expansion,enterprise channel development,and margin expansion to15 %+ EBITDA.

Exit Scenario

Most realistic exit is continued public company status post-IPO on Nasdag. Alternative: trade sale to a health ecosystem acquirer (Apple, Samsung, Google, Unite dHealth, Dexcom) at $15-30Biif
strategic value in health data and ring form factor is recognized. IPO timing is near-term (filed September 2026).

Scenario Probability Description

Category-Defining 12% Oura successfully IPOs,sustains 30%+ revenue growth through FY2 031,membership reaches 35%+ of revenue,EBITDA margins expand to15-20%,international revenue grows to 35%+

Health Platform Com pany becom es the dominant consumer health intelligence platform.Exit at $ 40-60B valuation in Syears.Requires no Apple ring entry,successful FDA clearances,and continued
retention above 80%.

Strong Public Growth 28% IPO succeeds, revenue grows 20-30% annually to $ 4-5B by FY2031,margins stabilize at 10-15% EBITDA.International expansion progresses steadily.Company trades at $ 20-30Boris

Company acquired by a strategic buyer.Requires sustained category leadership and nomajor litigation adverse outcome.

Moderate Growth with 28% Revenue grows 15-25% annually to$ 2 5-35B but gross margin com pression continues from competition and hardware costs.EBITDA margins stay at 5-10%. Valuation stays flat or modest

MarginPressure growth at $12-18B.Samsung deepens Galaxy Ring,subscription conversion faces friction.

BelowExpectations 22% Growth decelerates to10-15% as com petition intensifies (Samsung, potential Apple entry). Litigation costs mount.Subscription model faces regulatory pressure.Revenue reaches $ 2.0-2.58

with compressed margins. Valuation declines to$ 5-10B.Multiple com pression toward hardware comparables is the dominantloss mechanism.

Significant 10% Major com petitive disruption (Apple ring launch),significant litigation losses (BIPA statutory damages), or product quality crisis.Revenue stagnation or decline. Valuation drops to $ 3-58.
Underperformance Potential restructuring or strategic review.Low probability given profitability and liquidity,but thesis-breaking events are possible.



Strengths

Proven ability to scale from SO to $1.4B revenue in approximately 10 years with a capital-efficienthardware-plus-subscription model.

Multiple expansion vectors (international, enterprise/employer, Connected Care, glucose/blood panels) provide credible paths to $3-5B+ revenue.

Areas for Development

International expansion is very early (less than 20% non-US revenue) and the playbook for localized go-to-marketin 56 markets is unproven atscale.

Enterprise/employer channelis described as 'emerging' with no disclosed revenue contribution, making it speculative for near-term valuation.

Risks

If Apple launches a health ring, Oura's marketshare and pricing power could compress dramatically, making the S16B valuation difficultto sustain.

Active litigation (BIPA, sleep tracking, data sharing) could resultin material damages or injunctive relief thatdisrupts operations or forces productchanges.

Presentation

92% analysis confidence

PRESENTATION

The Form S-1registration statement and comprehensive company disclosures provide an institutional-grade presentation of Oura's business model, platform archite cture, competitive

positioning, and financial results. Data transparency is e xemplary, offering granular breakdowns of hardware versus subscription revenue, monthly cohort retention rates, international revenue

exposure, and supply chain warranty provisions. The narrative clearly articulates the transition from a consumer hardware gadgetinto a high-margin recurring health intelligence ecosystem.

Structure and flow

Thepresentation materials follow standard SECS-1disclosure structure,seamlessly covering company overview,market opportunity,product pillars,operational scaling, historical financials,risk factors,and capitalization

mechanics.

Investor deck completeness

STATUS

Present

Present

Present

Present

Present

Present

Present

Present

Present

Present

Present

IDEAL SECTION

Problem /Customer
Pain

Solution /Product

Market/ICP

Business Model /
Pricing

Traction /Validation

Team

Competition/
Differentiation

Go-to-Market

Financials /Unit
Economics

Funding Ask/Use of
Funds

Risks /Regulatory/
Legal

WHAT INVESTORS EXPECT

Friction in continuous biometrichealth tracking and consumer
fatigue with screen-heavy wearables.

Smart ring hardware combined with continuous biometric
intelligence and conversational Al.

Targeting 212M+annual wearable buyers,expanding into
women's health and metaboliccare.

Hardware purchase recovering CAC plus $S599/month
recurring subscription at 89% gross margin.

50M paid members,$12158 9M FY2 6 revenue,85% 12-month
retention.

Executive management backgrounds,board governance,and
advisory board composition.

Direct smart ring comparison,tech giant platform threats,and
IP defensibility.

Omnichannel distribution across direct e-commerce and 8400+
global retail doors.

Consolidated income statements,gross margins,EBITDA,burn,
and liquidity.

Targeting up to $S3BIPOproceeds on Nasdaq under ticker OURA.

Full transparency on privacy litigation,warranty liabilities,and
FDA pathway.

Observed structure (from materials)

# SLIDE OR SECTION

1 Prospectus Summary & Platform Overview

2 Market Opportunity & Secular Tailwinds

3 Product Architecture, Sensing & Oura Advisor
4 Subscription Business Model &Unit Economics
5 Selected Consolidated Finandal Data &MD&A
6 Executive Management &Board Governance

7 Risk Factors &Legal Proceedings

Identified gaps

Competitor SubscriptionFriction MoberATE

MATERIAL EVIDENCE

Detailed in S-1platform overview and health pillar
descriptions.

Deep coverage of Oura Ring 4/5PPG sensing,and Oura
Adyvisor,

Comprehensive market sizing and YouGov brand tracking
data.

Extensive cohort retention tables, ARPU data,and
subscription margin metrics.

Fully audited USGAAP finandals and historical quarterly
operating metrics.

Complete executive profiles and director nominee
disdosuresin S-1.

Covered across Risk Factors and Business sections;
indudes market share ditations.

Detailed partner listings (Amazon,Best Buy, Costco, Target)
and DTCmetrics.

Complete audited 2024-2025finandial statements and
OMFY26interim results.

S-1registration disdosures covering general corporate
purposes and RSU net settlements.

Extensive risk factor discdlosures spanning 60+pages in S-1.

ACTION

Maintain dear focus on passive,24/7
wearability advantages.

Continue highlighting dinical-grade accuracy
improvements.

HighlightB2B dinical and enterprise employer
segments further.

Benchmark pricing elastidty against zero-
subscription market entrants.

Emphasize compounding growth of recurring
membership ARR.

Detail dinical regulatory hires tosupport
medical feature roadmaps.

Address Samsung Galaxy Ring ecosystem
competition directly.

Detail international retail expansion roadmaps
across APACand Europe.

Clarify long-term steady-state warranty reserve
expectations.

Finalize offering price range and net proceeds
allocation table.

Provide dear updates on pending dass-action
litigation motions.

INVESTOR THEME

Solution

Market

Product

Business Model

Finance

Team

Risks

Materials provide limited direct strategicresponses to emerging competitors offering zero-subscription hardware alternatives.

Warranty Risk Mitigation voperATE

Further technical detail regarding root-cause resolution for past battery manufacturing defects would bolster hardware quality assurance.
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89% analysis confidence FINANCIALS

Oura's financials show e xce ptional top-line growth with concerning margin trends. Revenue grew 123% YoY in FY2025 (§908M vs $407M) and 74% YoY in the nine months ended June 2026 ($1215B
vs $698M),implying an annualized run rate of approximately $16 billion. However, gross margin compressed from 65% (FY2024) to 52% (FY2025) to 55% (9M Jun 2026), driven by Ring 4 warranty
reserves (870.8M aggregate across FY2025 quarters), higher hardware BOM costs, and tariff exposure. Hardware revenue per unit declined from $332 (FY2024) to S311(9M Jun 2026),
suggesting pricing pressure or mix shift toward lower-priced SKUs. Membership revenue grew 121% YoY (9M Jun 2026) to $240.5M with 89% gross margin, but represents only 20% of total
revenue. Adjusted EBITDA margin is 9% (9M Jun 2026), with netincome of $60.8M in the period. Operating leverage is improving: S&M declined from 27 % to 21% of revenue, and total OpEx from 62%
to 48%. The accumulated deficit of $1.63 billion reflects years of pre-revenue R&D and early-stage losses. Cash position is $372M against S380M debt (revolving credit facility). The $525M credit
facility provides liquidity but carries leverage covenants (4.0-4.5x netleverage). S&M spend of $257.9M (9M Jun 2026) against 3.IM rings sold implies approximately $83 per ring in sales and
marketing, though approximately 40% organic acquisition reduces effective paid CAC. At $5.99/month membership pricing and 85% 12-month retention, estimated membership LTV is approximately
$380-430 per member, yielding a reasonable LTV:CAC ratio for the subscription component. Balance-sheet engineering is a material concern: cash fell from S764M to S372M while noncurrent debt
rose to $379M, driven by over S1hillion of pre-IPO share repurchases and tender offers (§534M tender at $40.18, 3437 M deferred settlements at $53.57-$56.25). These produced $985 million of

deemed dividends to preferred holders in nine months and a stockholders' deficit of $162 billion. That is a wealth transfer to existing holders funded partly by the revolver ahead of new public

investors.
2024 2025
Revenue 3500M 7812M
Expenses 2157TM 366.3M

Industry Benchmark

SaaS median gross margins are 70-80%; Oura's blended 55% reflects hardware dominance. Membership-only gross margin (89%) is excellent and exceeds SaaS medians. S&M at 21% of revenue
is efficient for a consumer company at this scale. Churn at 15% annual (100%-85% retention) is moderate for consumer subscription; SMB SaasS typically sees 10-25% annual churn. LTV:CAC for the
subscription component appears healthy at approximately 3-5x given estimated $83 blended S&M per ring and $380-430 membership LTV, though e xact CAC calculation requires separating

hardware margin recovery from subscription acquisition cost.

Unit Economics

Hardware economics: Revenue per ring approximately $S31, estimated hardware gross margin approximately 46%, gross profit approximately $143 per ring. At approximately S83 S&M per ring
(blended, including organic), hardware gross profit covers acquisition cost with approximately S60 margin per ring for overhead. Me mbership economics: ARPU approximately S64/year at 89% gross
margin equals approximately S57 gross profit per member per year. At 85% 12-month retention, estimated customer lifetime approximately 6.7 years, yielding LTV approximately S382. If effective
paid CAC for membership is $50-80 (after organic offset), LTV:CAC is approximately 5-8x, which is healthy. Payback period for membership: approximately 10-17 months. The combined hardware-plus-

subscription model recovers CAC at hardware purchase and builds recurring LTV through membership, which is a structurally sound unit economics model assuming retention holds.
Strengths

Revenue growth of 123% (FY2025) and 74% (9M Jun 2026) is exceptional for a company atthis scale, with membership revenue growing even faster at121% YoY.

Operating leverage improving: S&M as percentage of revenue declined from 27% to 21%, and total OpEx from 62% to 48% over two fiscal years.

Membership gross margin of 89% provides a high-margin recurring revenue stream thatimproves as the installed base grows.

Areas for Development

Gross margin compression from 65% to 52-55% driven by hardware warranty issues and rising BOM costs undermines the profitability narrative.

Hardware revenue per unitdeclining (8332 to $311) suggests pricing pressure or unfavorable product mix shift thatcould worsen with lower-priced ring tiers.

Accumulated deficitof $1.63 billion and stockholders' deficitof $1.62 billion reflect substantial historical losses thatthe currentprofitability trajectory mustovercome.

Risks

If Ring 4 warranty costs recur with future generations or if hardware margins continue declining, the path to sustained GAAP profitability becomes uncertain despite revenue growth.
Membership revenue is only 20% of total; if hardware growth decelerates before membership scales sufficiently, overall revenue growth could slow sharply.

Pre-IPO repurchases and tender offers exceeding S1billion, funded partly by $879M of revolver draw, transferred value to existing holders and lefta $1.62 billion stockholders' deficitbefore new
investors enter.

Fundability
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FUNDABILITY

83% analysis confidence

Oura is filing for IPO on Nasdaq (symbol OURA) targeting a $16 hillion valuation with up to $83 billion in proceeds. The company is clearly revenue-generating: $1425 billion in trailing twelve-month
revenue (four quarters ended June 30,20286), 5.0 million paid members, and 3.6 million rings sold in the trailing twelve months. Prior funding include s approximately $1.32 billion raised across 13
rounds, most recently a $900 million Series E in October 2025 at an $11 billion valuation led by Fidelity. The S-1was filed September 38,2026 with Goldman Sachs, Morgan Stanley,and J.P. Morgan as
lead underwriters. The $16BIPO valuation implies approximately 10x forward revenue and approximately 113x Adjusted EBITDA, which is aggressive but within range for high-growth consumer tech
companies. The cap table is complex with 12 preferred stock series (Seed through E), multiple investor classes, and a $15 billion liquidation preference stack. The revolving credit facility (§525M)
provides liquidity but carries leverage covenants. The company has been actively repurchasing shares (§534M tender offer in February 2026, additional repurchases totaling $437M in deferred
settlements), which reduces cash but signals management confidence. IPO readiness is supported by the appointment of experienced public-company executives (Brecker from Headspace, Durkin
from Activision Blizzard/Microsoft). The pre-IPO repurchase program returned over $S1billion to existing holders at $40-$56 per share shortly before asking public investors to buy at a higher implied
price, which creates an information asymmetry question about insiders' view of fair value. The use of proceeds is described generically as general corporate purposes, technology development,

working capital, operating expenses, and capital expenditures, without specific allocation to R&D, international e xpansion, manufacturing, or milestone targets.

Investor Accessibility

High. The S-1filing is comprehensive with audited financials (Ernst & Young), detailed risk factor disclosure, and standard public-company governance. The business model (hardware plus
subscription) is straightforward for public market inve stors to understand. The Nasdaq listing and tier-1underwriter syndicate ensure broad institutional access.

Cap Table

Complex. 12 preferred stock series from Seed through E with varying original issue prices ($0.05 to $53.57 per share). Total preferred liquidation preference of $1502 billion as of June 30,2026.
Multiple investor classes with board designee rights (Seed: 1, Series A: 2, Series B 2, Series C: 1, plus Managing Director and Independent). Anti-dilution provisions (broad-based weighted average)
apply. Mandatory conversion at IPO with $150M+ gross proceeds on Nasdag/NYSE. The cap table is typical for a heavily ve nture-backed company approaching IPO but will simplify significantly upon

conversion to single-class common stock.



Shareholder Agreement

Comprehensive shareholders' agreement with standard institutional prote ctions: pre-emptive rights for holders of $250K+ investments, ROFR on transfers, tag-along/drag-along rights, board
designee seats by series, quarterly financial reporting (45 days for Q1-Q3,180 days for annual audit), and US GAAP accounting. Protective provisions require preferred majority consent for material
corporate actions. The SHA includes a Medical Advisory Board provision. Transfer restrictions and ROFRare standard. The agreement is well-drafted for institutional inve stors but the multiple series
and designee rights create governance complexity. Post-IPO charter provisions include a classified board, limits on written consent, and supermajority amendment require ments, which support

stability but reduce ordinary shareholder influence.

Red Flags

Active class-action lawsuits (sleep tracking, BIPA, data sharing) coinciding with IPO timing

Complex cap table with 12 preferred series and S1.5B liquidation preference

Significantshare repurchases consuming cash balance

IPO valuation atapproximately 10x revenue and approximately 113x EBITDA leaves limited error margin

Revolving creditfacility B-lcommitments terminate if IPO does notclose by June 4, 2027

Executive officer promissory notes (§3.5M to CFO) mustbe resolved for Section 13(k) compliance before effectiveness

Over S1B of pre-IPO repurchases partially debt-funded immediately before the offering

Strengths

Clear IPO path with S-1filed, tier-1underwriters (Goldman Sachs, Morgan Stanley, J.P. Morgan), and experienced public-company finance leadership.
Strong revenue scale (81.4B+ trailing) and growth (74% YoY) provide a credible basis for public marketvaluation.

$525M revolving creditfacility provides liquidity buffer independent of IPO proceeds.

Areas for Development

Complex cap table with 12 preferred series and S1.5B liquidation preference stack may create investor confusion and governance complexity post-IPO.
Active share repurchases ($534M tender offer plus $437M deferred setlements) have consumed significantcash, reducing the balance sheetcushion.
Use of proceeds is generic; should specify allocation to R&D, international expansion, manufacturing, and working capital with milestone targets.

Risks

IPO timing coincides with multiple active class-action lawsuits (sleep tracking, BIPA, data sharing) thatcould deter institutional investors or compress valuation.

S16B valuation targetatapproximately 10x revenue and approximately 113x Adjusted EBITDA leaves limited margin for execution missteps; any growth deceleration could trigger significantpost-IPO
price decline.

Pre-IPO tender and repurchase prices (840.18-856.25/share) versus the IPO ask create an information asymmetry question aboutinsiders' view of fair value.



INVESTOR FOLLOW-UP 12 questions Edit questions

Questions for the founder team

These questions focus on the evidence gaps and risks mostlikely to affect the investment decision.

1 FINANCIALS

The company executed over $1billion in share repurchases and tender offers ($534M at $40.18 $437M at $53.57-356.25) funded partly by the $525M revolving credit facility, reducing cash from
$764M to $372M immediately before asking public investors to buy ata higher implied valuation—what is the management team's rationale for this capital allocation decision, and how should public
marketinvestors interpret the insider view of fair value implied by these pre-IPO repurchase prices?

2 LEGAL & REGULATORY

The June 2026 BIPA class action alleges Oura ships biometric and health data to Meta and Google without consent, with statutory damages of $1,000-$5,000 per violation affecting 5SM+ members
—can you walk us through the specific data flows atissue, what third-party SDKs or analytics tools are embedded in the Oura app, and whatis the company's currentlegal exposure range if the
allegations are proven?

3 FINANCIALS

Gross margin compressed from 65% (FY2024) to 52% (FY2025) to 55% (9M Jun 2026), driven by Ring 4 warranty reserves of $70.8M and rising BOM costs—what s the current warranty
reserve run-rate for Ring 5, what specific design or manufacturing changes were implemented to prevent recurrence, and whatis the target gross margin trajectory for FY2027?

a OFFERING

The sleep tracking accuracy class action filed August 2026 alleges the ring lacks sensors to directly measure key sleep stages and relies on Al estimation—what independent clinical validation or
peer-reviewed studies support the accuracy of your sleep stage detection algorithms, and whatis the company's legal strategy for defending these product claims?

5 COMPETITORS

Samsung Galaxy Ring holds approximately 9% market share with no subscription requirementand massive ecosystem distribution—whatis your competitive response if Samsung closes the
health-tracking depth gap within 18-24 months, and how does the subscription model defend against a well-resourced competitor offering comparable insights without recurring fees?

6 FINANCIALS

Hardware revenue per unit declined from $332 (FY2024) to $311(9M Jun 2026) while membership revenue represents only 20% of total—what is driving the hardware ASP compression (pricing
pressure, mix shift to lower tiers, or channel mix), and whatis the projected membership revenue mix by FY2028to support the margin expansion narrative?

7 TEAM

The $3.5 million in promissory notes issued to CFO Sean Brecker after September 2025 must be resolved before IPO effectiveness under Exchange Act Section 13(k)—whatis the current status of
these notes, and has the company obtained a legal opinion confirming compliance with Section 13(k) or arranged for repayment/cancellation prior to the offering?

8 MARKET

Non-US revenue is less than 20% of hardware revenue despite presence in 56 markets—what are the top 3 international markets by revenue contribution, whatis the go-to-market strategy for
each, and whatis the realistic imeline for international revenue to reach 30%+ of total?

9 TECHNOLOGY & IP

The Omni MedSci patent lawsuit seeks approximately S120M in damages for wearable health sensor patentinfringement—what specific patents are atissue, what is the company's invalidity or non-
infringement defense, and what s the estimated worst-case financial exposure including potential injunctions?

10 FUNDABILITY

The $16B IPO valuation implies approximately 10x forward revenue and approximately 113x Adjusted EBITDA—what specific financial milestones (revenue growth rate, gross margin, EBITDA margin)
must be achievedin the first 12-18 months post-IPO to justify this valuation, and whatis the downside scenario if growth decelerates to 30-40%?

n SCALABILITY

The employer/enterprise channel is described as a growth priority but appears nascent—whatis the current revenue contribution from employer-sponsored programs, what s the sales cycle and
average contract value for enterprise deals, and how many dedicated enterprise sales reps are currently on staff?

12 OFFERING

The subscription model faces documented consumer pushback with competitors like Ultrahuman and RingConn marketing no-subscription alternatives—whatis the churn rate for members who
cite subscription cost as a reason for cancellation, and what product features or pricing experiments have been tested to reduce this friction?

Edit questions

DDScore.ai interpretation CURRENT SCORE:71%  PROFILE:FAVOURABLE READ

The pattern of evidence is more constructive across multiple dimensions simultaneously. This is not a guarantee on any singleinvestment,butit describes a different posture from the left side of the scale.

THE MIDDLE BAND — UNEVEN READ

Scores below about one-third of the scake signa statisticaly elevated risk. The materids Evidence puls in both directions. The score is not signaling a clean bul or bear case, but that The evidence cluster is more constructive across muitiple dimensions simultaneously. This is
typicaly show overiapping problems that dominate the picture in aggregate. the materids do not yet support aconfident view. not aguarantee, but it describes adifferent posture fromthe left side of the scake.

DDScore reflects investment risk and evidence density, not idea quality alone. Eanlier-stage companies (for example strong pre-seed or seed profiles) therefore oftenread lower thanlater-stage peers with revenue,evenwhenthe story is solid; that is a statistical
tendency, and exceptional early-stage cases canstil reach strong reads. From about the mid-forties up a modest headline drivenmainly by stage may stil warrant diigence for mandates that deliberately accept higher early-stage risk—without relaxing standards on
material red flags.

Scoresare

statistically indicative inputs, not investment advice.Individual variance is high.



We recommend considering
this investment

Read more from the Executive Summary
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Important disclaimer

DDScore does not provide investment advice and does not tell users what decision to make.DDScore provides analytical tooling and quantitative scoring based on submitted materials,available information,benchmarks and the DDScore scoring model. It
supports judgementand due diligence workflows.|t does not replace investor judgement or a full due diligence process.Investing in private companies involves significant risk,induding the possible loss of all invested capital.

Your feedback matters

Whether you spotted something unexpectedin the analysis,have a question abouta finding,or wantto

sharean idea,pleaseletus know.Every observation helps us builda more accurate product

[ Share your feedback j



https://app.ddscore.ai/reports/2026/09/05/10/97602d19-84de-421f-b916-bcfc6453d3ee#ddscore-report-executive-summary

