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Item 2.02 Results of Operations and Financial Condition.
On November 11, 2026, OptimizeRx Corporation (the “Company”) issued a press release announcing its financial results for the third quarter ended September 30, 2026 and updated 2026 revenue guidance. A copy of the press release is furnished with this Current Report on Form 8-K as Exhibit 99.1 and is incorporated herein by reference.
On November 11, 2026, the Company hosted an investor conference call to discuss items in its November 11, 2026 press release in more detail and to allow the investment community an opportunity to ask questions. A copy of the transcript from the conference call is furnished with this Current Report on Form 8-K as Exhibit 99.2 and is incorporated herein by reference.
The information in this Item 2.02, including Exhibit 99.1 and Exhibit 99.2 attached hereto, are furnished and shall not be deemed “filed” for purposes of Section 18 of the Securities Exchange Act of 1934, as amended (the “Exchange Act”), or otherwise subject to the liabilities of that section, nor shall such information be deemed incorporated by reference into any filing under the Securities Act of 1933, as amended, or the Exchange Act, except as expressly set forth by specific reference in such filing.



Item 9.01. Financial Statements and Exhibits.
	
	
	
	
	
	
	
	
	

	Exhibit
Number
	
	Description

	99.1
	
	Press release, dated November 11, 2026

	99.2
	
	Transcript of OptimizeRx Corporation conference call on November 11, 2026

	104
	
	Cover Page Interactive Data File (embedded within the Inline XBRL document).
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OptimizeRx Reports Third Quarter 2026 Financial Results and Updates Fiscal Year 2026 Guidance
-Q3 revenue totals $21.6 million
-Q3 net income and adjusted EBITDA of $1.2 million and $6.3 million
-2026 revenue guidance updated to $87-$93 million; adjusted EBITDA guidance unchanged at $21-$25 million
-Repaid $9.3 million in debt principal since June 30, 2026, reducing current outstanding principal to $10.4 million

WALTHAM, MA. – November 11, 2026 – OptimizeRx Corp. (the “Company”) (Nasdaq: OPRX), a leading provider of healthcare technology solutions helping life sciences companies reach and engage healthcare professionals (HCPs) and patients, today announced results for the three months ended September 30, 2026. 
Financial Highlights
•Revenue decreased 17% to $21.6 million in Q3 2026, compared to $26.1 million in Q3 2025.
•GAAP net income of $1.2 million or $0.06 per basic and diluted share in Q3 2026, compared to GAAP net income of $0.8 million, or $0.04 per basic and diluted share, in Q3 2025.
•Non-GAAP net income of $3.8 million, or $0.20 per diluted share in Q3 2026, compared to Non-GAAP net income of $3.1 million or $0.16 per diluted share, in Q3 2025. (See *Non-GAAP Measures below)
•Adjusted EBITDA of $6.3 million in Q3 2026 compared to $5.1 million in Q3 2025. (See *Non-GAAP Measures below)
•Operating cash flow was $12.9 million for the nine months ended September 30, 2026 and the Company had cash and cash equivalents of $22.3 million as of September 30, 2026 compared to $23.4 million as of December 31, 2025.
Stephen L. Silvestro, OptimizeRx CEO commented, “Third quarter revenue and adjusted EBITDA both exceeded consensus expectations, reflecting continued margin expansion, disciplined execution, and the resilience of our operating model. While revenue declined year-over-year, adjusted EBITDA increased approximately 23%, with adjusted EBITDA margins expanding over 900 basis points, demonstrating the benefits of our improved product mix and cost management initiatives.
“While in-year contracted revenue continues to track below prior-year levels, resulting in a revision to our full-year 2026 revenue outlook, we remain encouraged by the growth we are seeing in contracted revenue for 2027, highlighting a start to a strong RFP season. We are seeing expanding opportunities within key accounts, renewed spending in the fourth quarter from a previously significant customer, and indications of pent-up demand as customers execute against their marketing budgets for the 2027 RFP season. We believe these developments, along with our continued focus on strengthening our commercial leadership and broadening our product capabilities, position us to capture additional demand and support future growth.
“More importantly, we believe OptimizeRx is uniquely positioned for the next evolution of healthcare marketing through three fundamental competitive advantages: our proven and increasingly scalable artificial intelligence (AI)-enabled platform, our proprietary healthcare data and solutions that are difficult to replicate or disintermediate, and our deeply integrated EHR network with substantial reach and meaningful barriers to entry. Our Dynamic Audience Activation Platform and expanding AI-enabled audience intelligence capabilities demonstrate the value of these investments, while our partnerships with DeepIntent, The Trade Desk, and PulsePoint are broadening programmatic access to our proprietary network. Together, these initiatives create opportunities to increase network utilization, expand customer reach, and capture a greater share of pharmaceutical marketing budgets. We believe the progress we've made throughout 2026 has established a stronger foundation for sustainable, profitable growth and long-term shareholder value creation.”
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	Rolling Twelve Months Ended
September 30,

	Key Performance Indicators (KPIs)**
	2026
	
	2025

	
	(in thousands, except percentages)

	Average revenue per top 20 pharmaceutical manufacturer
	$
	2,504 
	
	
	$
	3,087 
	

	Percent of total revenue attributable to top 20 pharmaceutical manufacturers
	53 
	%
	
	56 
	%

	Net revenue retention
	83 
	%
	
	121 
	%

	Revenue per average full-time employee
	$
	706 
	
	
	$
	820 
	






2026 Financial Outlook
The Company is updating its fiscal year 2026 guidance, and now expects revenue of $87 million to $93 million and adjusted EBITDA of $21 million to $25 million.



Conference Call
Date:            Wednesday, November 11, 2026
Time:            4:30 p.m. Eastern Time (1:30 p.m. Pacific Time)
Toll Free:        1-877-407-9716
International:        1-201-493-6779
Conference ID:        13763502
Call Me:    https://callme.viavid.com/viavid/?callme=true&passcode=13760191&h=true&info=company-email&r=true&B=6
Webcast:         https://viavid.webcasts.com/starthere.jsp?ei=1780405&tp_key=07d90b8ba4 
Webcast Replay:     The archived webcast will be on the investor relations section of the OptimizeRx website.

Individual Meeting Invitation

As part of our ongoing investor outreach efforts, OptimizeRx management has dedicated time to hosting individual meetings with portfolio managers and analysts. If you are interested in scheduling a meeting with OptimizeRx management, please contact: adsilva@optimizerx.com or dfarrell@lifesciadvisors.com.



*Non-GAAP Measures
In addition to the financial measures prepared in accordance with generally accepted accounting principles (GAAP), this earnings release also contains non-GAAP financial measures. The reasons why we believe these measures provide useful information to investors and, for historical periods, a reconciliation of these measures to the most directly comparable GAAP measures are included in the supplemental tables that follow.
Although the Company provides guidance for adjusted EBITDA, a non-GAAP financial measure, it is not able to provide guidance to the most directly comparable GAAP measure. Reconciliations for forward-looking figures would require unreasonable effort at this time because of the uncertainty and variability of the nature and amount of certain components of various necessary GAAP components, including, for example, those related to compensation, acquisition expenses, other income, amortization or others that may arise during the year, and the Company’s management believes such reconciliations would imply a degree of precision that would be confusing or misleading to investors. For the same reasons, the Company is unable to address the probable significance of the unavailable information.
**Definition of Key Performance Indicators 
Top 20 pharmaceutical manufacturers: We have updated the definition of “top 20 pharmaceutical manufacturers” in our key performance indicators to be based upon Fierce Pharma’s most updated list of “The top 20 pharma 
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companies by 2025 revenue”. We previously used “The top 20 pharma companies by 2024 revenue”. As a result of this change, prior periods have been restated for comparative purposes.
Net revenue retention: Net revenue retention is a comparison of revenue generated from all clients in the previous 12 months period to total revenue generated from the same clients in the following year (i.e., excludes new client relationships for the most recent year).
Revenue per average full-time employee: We define revenue per average full-time employee (FTE) as total revenue over the last 12 months (LTM) divided by the average number of employees over the LTM, which is calculated by averaging our total number of FTEs at the end of the prior year period and our total FTE headcount at the end of the most recent period.
About OptimizeRx
OptimizeRx is a leading healthcare technology company that’s redefining how life science brands connect with patients and healthcare providers. Our platform combines innovative AI-driven tools like the Dynamic Audience Activation Platform (DAAP) and Micro-Neighborhood Targeting (MNT) to deliver timely, relevant, and hyper-local engagement. By bridging the gap between HCP and direct-to-consumer (DTC) strategies, we empower brands to create synchronized marketing solutions that drive faster treatment decisions and improved patient outcomes. 
Our commitment to privacy-safe, patient-centric technology ensures that every interaction is designed to make a meaningful impact, delivering life-changing therapies to the right patients at the right time. Headquartered in Waltham, Massachusetts, OptimizeRx partners with some of the world’s leading pharmaceutical and life sciences companies to transform the healthcare landscape and create a healthier future for all.
For more information, follow the Company on X, LinkedIn or visit www.optimizerx.com. 
Important Cautions Regarding Forward-Looking Statements
This press release contains forward-looking statements within the meaning of the Private Securities Litigation Reform Act of 1995. Words such as “anticipates”, “believes”, “estimates”, “expects”, “forecasts”, “intends”, “plans”, “projects”, “targets”, “designed”, “could”, “may”, “should”, “will” or other similar words and expressions are intended to identify these forward-looking statements. All statements that reflect the Company’s expectations, assumptions, projections, beliefs or opinions about the future, other than statements of historical fact, are forward-looking statements, including, without limitation, statements relating to the Company’s future performance, expected revenues, expected adjusted EBITDA, the Company’s updated fiscal year 2026 guidance, expected trends in contracted revenue, expanding opportunities within key accounts, renewed customer spending, current strength in the RFP season resulting in growth in contracted revenue, anticipated demand in connection with the 2027 RFP season resulting in customers executing against their marketing budgets, the Company’s investments in commercial leadership and expanded product capabilities positioning the Company to capture additional demand and support future growth, the Company’s competitive advantages, including its AI-enabled platform, proprietary healthcare data and solutions, and integrated EHR network, the DAAP and AI-enabled audience intelligence capabilities, the Company’s partnerships with DeepIntent, The Trade Desk, and PulsePoint broadening programmatic access to the Company’s network, opportunities to increase network utilization, expand customer reach, and capture a greater share of pharmaceutical marketing budgets, the Company’s foundation for sustainable, profitable growth, and long-term shareholder value creation, and other statements relating to future performance, plans, and expectations. These forward-looking statements are based on the Company’s current expectations and involve assumptions regarding the Company’s business, the economy, and other future conditions that may never materialize or may prove to be incorrect. Forward-looking statements are inherently subject to risks and uncertainties, some of which cannot be predicted, or quantified. Actual results and the timing of events could differ materially from those anticipated in such forward-looking statements as a result of various risks and uncertainties including, but not limited to, the effect of government regulation, seasonal trends, dependence on a concentrated group of customers, changes in the timing, amount or renewal of customer contracts and marketing budgets, the ability to successfully develop, commercialize and achieve market acceptance of AI-enabled products and solutions, reliance on third-party partners, including programmatic advertising partners, the Company’s indebtedness, cybersecurity incidents that could disrupt operations, the ability to keep pace with growing and evolving technology, the ability to maintain contracts with 
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electronic prescription platforms and electronic health records networks, competition, and other factors discussed in the Company’s Annual Report on Form 10-K for the fiscal year ended December 31, 2025, its subsequent Quarterly Reports on Form 10-Q, and in other filings the Company has made and may make with the Securities and Exchange Commission in the future. One should not place undue reliance on these forward-looking statements, which speak only as of the date on which they were made. The Company undertakes no obligation to update such statements to reflect events that occur or circumstances that exist after the date on which they were made, except as may be required by law.

OptimizeRx Contact
Andy D’Silva, Chief Business Officer
adsilva@optimizerx.com 

Investor Relations Contact
Douglas Farrell
LifeSci Advisors, LLC
dfarrell@lifesciadvisors.com 
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OPTIMIZERX CORPORATION
CONDENSED CONSOLIDATED BALANCE SHEETS 
(in thousands, except share and per share data)
	
	
	
	
	
	
	
	
	
	
	
	

	
	September 30,
2026
	
	December 31,
2025

	ASSETS
	(unaudited)
	
	

	Current assets
	
	
	

	Cash and cash equivalents 
	$
	22,325 
	
	
	$
	23,365 
	

	Accounts receivable, net of allowance for credit losses of $295 and $260 at September 30, 2026 and December 31, 2025, respectively
	25,175 
	
	
	37,752 
	

	Taxes receivable
	1,653 
	
	
	752 
	

	Prepaid expenses and other
	3,877 
	
	
	2,846 
	

	Total current assets
	53,030 
	
	
	64,715 
	

	Property and equipment, net
	115 
	
	
	106 
	

	Other assets
	
	
	

	Goodwill
	70,869 
	
	
	70,869 
	

	Patent rights, net
	4,107 
	
	
	4,586 
	

	Technology assets, net
	5,987 
	
	
	6,870 
	

	Customer relationships, net
	27,570 
	
	
	29,340 
	

	Operating lease right of use assets
	397 
	
	
	404 
	

	Security deposits and other assets
	18 
	
	
	28 
	

	Total other assets 
	108,948 
	
	
	112,097 
	

	TOTAL ASSETS 
	$
	162,093 
	
	
	$
	176,918 
	

	
	
	
	

	LIABILITIES AND STOCKHOLDERS’ EQUITY 
	
	
	

	Current liabilities 
	
	
	

	Current portion of long-term debt
	$
	1,250 
	
	
	$
	4,255 
	

	Accounts payable
	1,838 
	
	
	1,636 
	

	Accrued expenses
	5,108 
	
	
	11,591 
	

	Revenue share payable
	1,552 
	
	
	3,086 
	

	
	
	
	

	Current portion of lease liabilities
	232 
	
	
	193 
	

	Deferred revenue 
	502 
	
	
	503 
	

	Total current liabilities 
	10,482 
	
	
	21,264 
	

	Non-current liabilities
	
	
	

	Long-term debt, net
	11,479 
	
	
	21,421 
	

	Lease liabilities, net of current portion
	185 
	
	
	234 
	

	Deferred tax liabilities, net
	6,069 
	
	
	5,705 
	

	Total liabilities 
	28,215 
	
	
	48,624 
	

	Commitments and contingent liabilities
	
	
	

	Stockholders’ equity 
	
	
	

	Preferred stock, $0.001 par value, 10,000,000 shares authorized, none issued and outstanding at September 30, 2026 or December 31, 2025
	— 
	
	
	— 
	

	Common stock, $0.001 par value, 166,666,667 shares authorized, 20,648,099 and 20,500,986 shares issued at September 30, 2026 and December 31, 2025, respectively 
	21 
	
	
	20 
	

	Treasury stock, $0.001 par value, 1,741,397 shares held at September 30, 2026 and December 31, 2025
	(2)
	
	
	(2)
	

	Additional paid-in-capital
	213,083 
	
	
	207,512 
	

	Accumulated other comprehensive income
	15 
	
	
	— 
	

	Accumulated deficit 
	(79,239)
	
	
	(79,236)
	

	Total stockholders’ equity 
	133,878 
	
	
	128,294 
	

	TOTAL LIABILITIES AND STOCKHOLDERS’ EQUITY 
	$
	162,093 
	
	
	$
	176,918 
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OPTIMIZERX CORPORATION
CONDENSED CONSOLIDATED STATEMENTS OF OPERATIONS AND COMPREHENSIVE INCOME
(in thousands, except share and per share data, unaudited)

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	For the Three Months Ended
September 30,
	
	For the Nine Months Ended
September 30,

	
	2026
	
	2025
	
	2026
	
	2025

	
	
	
	
	
	
	
	

	Net revenue
	$
	21,615 
	
	
	$
	26,067 
	
	
	$
	61,963 
	
	
	$
	77,190 
	

	
	
	
	
	
	
	
	

	Expenses
	
	
	
	
	
	
	

	Cost of revenues, exclusive of depreciation and amortization presented separately below
	5,369 
	
	
	8,551 
	
	
	15,097 
	
	
	27,695 
	

	Sales and marketing
	4,399 
	
	
	5,517 
	
	
	14,656 
	
	
	16,367 
	

	General and administrative
	3,400 
	
	
	4,169 
	
	
	10,615 
	
	
	12,635 
	

	Research and development
	2,929 
	
	
	2,723 
	
	
	9,605 
	
	
	9,067 
	

	Stock-based compensation
	1,784 
	
	
	1,956 
	
	
	5,820 
	
	
	5,002 
	

	Depreciation and amortization 
	1,064 
	
	
	1,080 
	
	
	3,192 
	
	
	3,249 
	

	Total expenses
	18,945 
	
	
	23,996 
	
	
	58,985 
	
	
	74,015 
	

	Income from operations
	2,670 
	
	
	2,071 
	
	
	2,978 
	
	
	3,175 
	

	Other income (expense)
	
	
	
	
	
	
	

	Interest expense
	(177)
	
	
	(1,154)
	
	
	(2,459)
	
	
	(4,053)
	

	Other income
	11 
	
	
	62 
	
	
	87 
	
	
	139 
	

	Interest income
	62 
	
	
	91 
	
	
	220 
	
	
	269 
	

	Total other expenses, net
	(104)
	
	
	(1,001)
	
	
	(2,152)
	
	
	(3,645)
	

	Income (loss) before provision for income taxes
	2,566 
	
	
	1,070 
	
	
	826 
	
	
	(470)
	

	Income tax (expense) benefit
	(1,371)
	
	
	(291)
	
	
	(829)
	
	
	582 
	

	Net income (loss)
	$
	1,195 
	
	
	$
	779 
	
	
	$
	(3)
	
	
	$
	112 
	

	
	
	
	
	
	
	
	

	Other comprehensive income, net of tax:
	
	
	
	
	
	
	

	Foreign currency translation adjustment
	4 
	
	
	— 
	
	
	15 
	
	
	— 
	

	Comprehensive income
	$
	1,199 
	
	
	$
	779 
	
	
	$
	12 
	
	
	$
	112 
	

	
	
	
	
	
	
	
	

	Weighted average number of shares outstanding – basic
	18,866,127 
	
	
	18,576,199 
	
	
	18,804,756 
	
	
	18,519,665 
	

	Weighted average number of shares outstanding – diluted
	19,221,763 
	
	
	19,459,877 
	
	
	18,804,756 
	
	
	19,021,905 
	

	Income (loss) per share – basic
	$
	0.06 
	
	
	$
	0.04 
	
	
	$
	— 
	
	
	$
	0.01 
	

	Income (loss) per share – diluted
	$
	0.06 
	
	
	$
	0.04 
	
	
	$
	— 
	
	
	$
	0.01 
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OPTIMIZERX CORPORATION
CONDENSED CONSOLIDATED STATEMENTS OF CASH FLOWS
(in thousands, unaudited)
	
	
	
	
	
	
	
	
	
	
	
	

	
	For the Nine Months Ended
September 30,

	
	2026
	
	2025

	OPERATING ACTIVITIES:
	
	
	

	Net (loss) income
	$
	(3)
	
	
	$
	112 
	

	Adjustments to reconcile net (loss) income to net cash provided by operating activities:
	
	
	

	Depreciation and amortization
	3,192 
	
	
	3,249 
	

	Stock-based compensation
	5,820 
	
	
	5,002 
	

	Bad debt expense
	42 
	
	
	— 
	

	Amortization of debt issuance costs
	670 
	
	
	785 
	

	Changes in:
	
	
	

	Accounts receivable
	12,535 
	
	
	5,985 
	

	Prepaid expenses and other assets
	(1,031)
	
	
	(448)
	

	Accounts payable
	202 
	
	
	(119)
	

	Revenue share payable
	(1,534)
	
	
	(2,724)
	

	Accrued expenses and other liabilities
	(6,472)
	
	
	1,913 
	

	Operating lease liabilities
	(3)
	
	
	15 
	

	Deferred tax liabilities
	364 
	
	
	— 
	

	Taxes receivable and payable
	(901)
	
	
	(2,065)
	

	Deferred revenue
	(1)
	
	
	(78)
	

	NET CASH PROVIDED BY OPERATING ACTIVITIES
	12,880 
	
	
	11,627 
	

	
	
	
	

	INVESTING ACTIVITIES:
	
	
	

	Purchases of property and equipment
	(68)
	
	
	(47)
	

	
	
	
	

	
	
	
	

	
	
	
	

	Capitalized software development costs
	— 
	
	
	(91)
	

	NET CASH USED IN INVESTING ACTIVITIES
	(68)
	
	
	(138)
	

	
	
	
	

	FINANCING ACTIVITIES:
	
	
	

	Cash paid for employee withholding taxes related to the vesting of restricted stock units
	(271)
	
	
	(188)
	

	Proceeds from exercise of stock options
	21 
	
	
	338 
	

	
	
	
	

	Proceeds from term loan, net of issuance costs
	24,298 
	
	
	— 
	

	Repayment of long-term debt
	(37,915)
	
	
	(5,500)
	

	NET CASH USED IN FINANCING ACTIVITIES
	(13,867)
	
	
	(5,350)
	

	EFFECT OF EXCHANGE RATE CHANGES ON CASH AND CASH EQUIVALENTS
	15 
	
	
	— 
	

	NET (DECREASE) INCREASE IN CASH AND CASH EQUIVALENTS
	(1,040)
	
	
	6,139 
	

	CASH AND CASH EQUIVALENTS - BEGINNING OF PERIOD
	23,365 
	
	
	13,380 
	

	CASH AND CASH EQUIVALENTS - END OF PERIOD
	$
	22,325 
	
	
	$
	19,519 
	

	
	
	
	

	SUPPLEMENTAL CASH FLOW INFORMATION:
	
	
	

	Cash paid for interest
	$
	1,805 
	
	
	$
	6,677 
	

	Cash paid for income taxes
	$
	1,375 
	
	
	$
	2,094 
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OPTIMIZERX CORPORATION
RECONCILIATION of GAAP to NON-GAAP FINANCIAL MEASURES
(in thousands, except share and per share data, unaudited)
This earnings release includes certain financial measures that are not prepared in accordance with generally accepted accounting principles (GAAP). These non-GAAP financial measures are performance measures that are not defined under GAAP and should be considered in addition to, and not as a substitute for, the most directly comparable GAAP measures. They may also not be comparable to similarly titled measures reported by other companies. Management believes that presenting these non-GAAP financial measures provides useful supplemental information that facilitates comparison of the Company's historical operating results and trends, and offers transparency into how management evaluates the business. Management uses these measures in making financial, operating and planning decisions and in evaluating the Company's performance. Excluding items that management does not consider reflective of ongoing operating results improves the comparability of year-over-year results and helps investors better understand the Company’s underlying performance. These adjustments may include items such as asset impairment charges, amortization, stock-based compensation, acquisition expenses, severance related to executive departures and reductions in force initiatives, shareholder activist related fees, CEO search fees, CMO search fees, other income, estimated income tax impact from adjustments and other items that management believes are not related to the Company’s ongoing performance. 
RECONCILIATION of GAAP NET INCOME (LOSS) to NON-GAAP NET INCOME

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	For the Three Months Ended
September 30,
	
	For the Nine Months Ended
September 30,
	
	

	
	2026
	
	2025
	
	2026
	
	2025
	
	
	

	Net income (loss)
	$
	1,195 
	
	
	$
	779
	
	$
	(3)
	
	
	$
	112
	
	
	

	Depreciation and amortization
	1,064
	
	1,080
	
	3,192
	
	3,249
	
	
	

	Stock-based compensation
	1,784
	
	1,956
	
	5,820
	
	5,002
	
	
	

	Severance expenses
	697
	
	—
	
	2,441
	
	275
	
	
	

	Shareholder activist related fees
	—
	
	—
	
	—
	
	451
	
	
	

	CEO search fees
	—
	
	—
	
	—
	
	225
	
	
	

	CMO search fees
	80
	
	—
	
	120
	
	—
	
	
	

	Other income
	(11)
	
	(62)
	
	(87)
	
	(139)
	
	
	

	Amortization of debt issuance costs
	35
	
	174
	
	670
	
	785
	
	
	

	Estimated income tax impact from adjustments*
	(1,009)
	
	(871)
	
	(3,362)
	
	(2,724)
	
	
	

	Non-GAAP net income
	$
	3,835
	
	$
	3,056
	
	$
	8,791
	
	$
	7,236
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	Non-GAAP net income per share
	
	
	
	
	
	
	
	
	
	

	Diluted
	$
	0.20
	
	$
	0.16
	
	$
	0.46
	
	$
	0.38
	
	
	

	Weighted average shares outstanding:
	
	
	
	
	
	
	
	
	
	

	Diluted
	19,221,763
	
	19,459,877
	
	19,074,626
	
	19,021,905
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	*Estimated income tax impact from adjustments - consists of current and deferred income tax expense commensurate with the level of adjusted income before income taxes and utilizes an estimated current, blended U.S. and state statutory annual tax rate of 27.6% for all fiscal periods of fiscal 2026 and fiscal 2025. This rate may be subject to change in the future, including as a result of changes in tax policy or tax strategy. 
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RECONCILIATION of GAAP NET INCOME (LOSS) to ADJUSTED EBITDA

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	For the Three Months Ended
September 30,
	
	For the Nine Months Ended
September 30,

	
	2026
	
	2025
	
	2026
	
	2025

	Net income (loss)
	$
	1,195 
	
	
	$
	779 
	
	
	$
	(3)
	
	
	$
	112 
	

	Depreciation and amortization
	1,064
	
	1,080
	
	3,192
	
	3,249

	Income tax expense (benefit)
	1,371
	
	291
	
	829
	
	(582)

	Stock-based compensation
	1,784
	
	1,956
	
	5,820
	
	5,002

	Severance expenses
	697
	
	—
	
	2,441
	
	275

	
	
	
	
	
	
	
	

	Shareholder activist related fees
	—
	
	—
	
	—
	
	451

	CEO search fees
	—
	
	—
	
	—
	
	225

	CMO search fees
	80
	
	—
	
	120
	
	—

	Other income
	(11)
	
	(62)
	
	(87)
	
	(139)

	Interest expense, net
	115
	
	1,063
	
	2,239
	
	3,784

	Adjusted EBITDA
	$
	6,295
	
	$
	5,107
	
	$
	14,551
	
	$
	12,377
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P R E S E N T A T I O N


Operator

Good afternoon everyone, and thank you for joining OptimizeRx's Third Quarter Fiscal 2026 Earnings Conference Call.

With us today is Chief Executive Officer, Stephen Silvestro. He is joined by Chief Financial & Strategy Officer, Edward Stelmakh; Chief Legal & Administrative Officer, Marion Odence-Ford; Chief Business Officer, Andy D'Silva; and Corporate Controller, Heather Favazza.

At the conclusion of today's call, I will provide some important cautions regarding the forward-looking statements made by Management during today's call.

The Company will also discuss certain non-GAAP financial measures that it believes are useful in evaluating operating performance. A reconciliation of these non-GAAP measures can be found in today's earnings release as well as in the Investor Relations section of the Company's website.

I would also like to remind everybody that today's call is being recorded and will be available for replay on the Investor Relations section of the Company's website.

With that, I would like to turn the call over to OptimizeRx Chief Executive Officer Stephen Silvestro. Mr. Silvestro?

Stephen Silvestro

Thank you, Operator, and good afternoon, everyone.

Thank you for joining our third quarter 2026 earnings call.

We are pleased to report third quarter revenue of $21.6 million and Adjusted EBITDA of $6.3 million, both of which exceeded consensus expectations. While revenue came in modestly ahead of expectations, our Adjusted EBITDA performance was again particularly strong, reflecting our continued gross margin strength and the benefits of our disciplined approach to cost management.

Importantly, our bottom line performance reflects the structural improvements we have made to our operating model, including the cost-reduction initiative completed during the first half of the year. These actions have allowed us to operate more efficiently while continuing to invest in the technologies, products, and commercial capabilities we believe will drive long-term growth.

Although the broader pharmaceutical marketing environment remains dynamic, we believe our third quarter performance demonstrates the underlying profitability and operating leverage of our business. At the same time, we recognize that our top line performance has not yet reflected the full potential of investments we've made in our platform.

Contracted revenue for 2026 continues to track approximately 20% below the comparable prior-year. As a result, we have a larger amount of revenue to secure and recognize during the fourth quarter to achieve our previously issued guidance.
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Given this backdrop, we are updating the full-year 2026 revenue guidance to a range of $87 million to $93 million, while maintaining our Adjusted EBITDA guidance of $21 to $25 million. This revision reflects expected timing of customer spending decisions and the increased amount of business that would need to convert and be recognized before year-end to achieve our previous revenue expectations.

We remain encouraged by the sustainable progress we're making across our business, including a very encouraging start to 2027. We are seeing expanded opportunities within key accounts, indications of pent-up demand as customers ramp up the 2027 RFP season, and growing commercial opportunities associated with our programmatic distribution capabilities.

We are also pleased to report that one of our previously displaced top five clients has returned and begun to re-invest in new solutions with OptimizeRx.

As you may recall, this customer represented a meaningful portion of our revenue in 2025 but had not generated revenue during the first three quarters of 2026. We are now pleased to report that we have begun generating revenue from this customer during the fourth quarter. While spending has not yet returned to historical levels, we view this as a positive development and an encouraging indication of renewed customer engagement and interest, and contribution to growth next year in 2027.

In addition, we’re encouraged by the progress we've made by strengthening our commercial organization. During the third quarter, Sarah Bast joined OptimizeRx as Chief Marketing Officer, bringing more than two decades of pharmaceutical marketing experience, including significant leadership roles in point-of-care media and agency partnerships. Her appointment represents an important investment in executing our go-to-market strategy as we seek to deepen relationships with pharmaceutical manufacturers, strengthen our position with leading healthcare marketing agencies, and accelerate adoption of our expanding product portfolio.

Importantly, we believe our revised outlook reflects the near-term timing and conversion of customer spending rather than a change in our long-term market opportunity. Our focus remains on converting these opportunities into revenue while maintaining the financial discipline and operational efficiency that have driven our strong profitability performance.

Ed will provide additional details on our financial performance and outlook shortly.

Turning to the broader market, pharmaceutical manufacturers continue navigating an environment characterized by evolving spending priorities, budget scrutiny, and a heightened focus on measurable returns on marketing investment. While these dynamics have contributed to delays in certain customer decisions and the timing of campaign execution, we continue to hear encouraging feedback regarding the underlying demand for our solutions.

It's important to state here that OptimizeRx is uniquely positioned as the only tech company in the space with a proven AI-enabled operating system that is rapidly scaling information across a proprietary network of EHR systems. Those interactions are underpinned by OptimizeRx's growing proprietary data which enables our technology to find patients in need of therapy and the doctors who treat them.

In our conversations with our pharma agency customers, we’re seeing continued interest in solutions that improve targeting precision, deliver measurable outcomes, and reach healthcare providers and patients at the moments when engagement is most relevant. Our focus remains on translating that interest into signed agreements, active campaigns, and recognized revenue. We believe there is pent-up demand 
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within our customer base as pharmaceutical manufacturers evaluate how and when to deploy their remaining marketing budgets. Although the timing of that spending remains difficult to predict, the underlying customer needs align closely with the capabilities we've been building across our platform.

We believe the combination of stronger commercial leadership and broader distribution capabilities through our programmatic initiatives will improve our ability to capture demand as we look for customer spending to normalize in 2027.

Rather than relying solely on historical patient characteristics or static audience definitions, our technology is designed to anticipate future treatment eligibility and help pharmaceutical manufacturers engage the appropriate audiences during critical windows in the patient journey. We believe this approach represents an important advancement in how life sciences organizations identify and engage potential treatment candidates. We believe these proprietary and patented capabilities will become increasingly valuable as pharmaceutical manufacturers seek more sophisticated, measurable, and AI-enabled approaches to commercial engagement.

We continue to make meaningful progress advancing our programmatic strategy, with what we believe represents one of the most significant long-term growth opportunities for OptimizeRx. Since opening our proprietary EHR network to programmatic buying earlier this year, we've established relationships with three leading demand-side platforms: DeepIntent, The Trade Desk, and most recently, PulsePoint. Together, these integrations are expanding access to our authenticated point-of-care inventory through the platforms pharmaceutical manufacturers and agencies already use to plan and execute their campaigns.

In September, we announced an integration with The Trade Desk through its OpenPath solution, providing advertisers with access to over 800,000 verified healthcare professionals across more than 400 EHR and e-prescribing systems, through OptimizeRx's point-of-care network.

More recently, we announced a partnership with PulsePoint, further expanding our programmatic distribution footprint. Through this integration, OptimizeRx will contribute approximately 250,000 incremental NPIs to PulsePoint's network. We expect our inventory to become available to PulsePoint advertisers throughout November.

Importantly, these partnerships represent more than just additional distribution channels. They are an important step toward integrating point-of-care advertising into the broader omnichannel strategies of pharmaceutical marketers. Historically, EHR advertising has largely been purchased through direct relationships or specialized channels, often separately from the other digital media investments. Our programmatic strategy is designed to eliminate those barriers, making it easier for customers to incorporate authenticated clinical inventory into their existing media plans.

By expanding access through multiple leading DSPs, we are creating new opportunities to reach advertisers, increase utilization of our proprietary network, and capture a greater share of pharmaceutical marketing budgets.

While these initiatives remain in the early stages of commercialization, we believe they represent an important evolution in our business model. Rather than relying exclusively on traditional direct sales, we’re building a more scalable distribution infrastructure that allows demand to flow into our network through multiple channels.
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We believe this strategy, combined with our differentiated AI-enabled audience intelligence and authenticated clinical inventory, positions OptimizeRx to benefit from the continued shift toward programmatic healthcare advertising and creates additional opportunities for sustainable, long-term revenue growth.

We also continued expanding our AI-enabled product portfolio. In September, we announced an enhancement to our Natural Language Audience Builder, or NLAB, extending its capabilities beyond healthcare provider audiences to include privacy-safe direct-to-consumer audiences. By incorporating our Micro-Neighborhood Targeting capabilities, NLAB now allows pharmaceutical marketers and agencies to develop coordinated HCP and consumer audiences through a unified, natural-language workflow. This represents an important advancement in our strategy to simplify omnichannel healthcare marketing.

Rather than developing HCP and DTC campaigns through disconnected planning processes, marketers can use a common approach to identify and activate relevant audiences across both channels. We believe this improves planning efficiency, strengthens audience coordination, and creates opportunities for more effective and efficient engagement through the patient treatment journey.

Together with DAAP, our programmatic integrations, and our recently introduced CopayCue solution, these capabilities are expanding the ways pharmaceutical manufacturers can engage healthcare professionals and patients through our platform. Collectively, these initiatives reflect our evolution from a traditional point-of-care marketing business toward a broader technology-enabled platform supporting audience intelligence, media planning, programmatic activation, and clinical workflow engagement. Over time, we believe this evolution can create additional recurring revenue opportunities, improve customer retention, and strengthen the scalability of our financial model.

As we look ahead, I believe OptimizeRx is differentiated by three fundamental competitive advantages.

First, we've built a proven and increasingly scalable AI-enabled platform. AI has been foundational to our technology strategy for years, and solutions such as DAAP and NLAB demonstrate our ability to translate that investment into differentiated commercial capabilities. Importantly, we believe our platform can support additional customers and use cases without a proportional increase in our cost structure.

Second, our proprietary data and solutions provide meaningful differentiation in an increasingly AI-driven world. While general-purpose AI can automate many marketing functions, we believe our combination of proprietary healthcare data, predictive intelligence, and authenticated clinical workflow access is difficult to replicate or disintermediate.

Third, we've established a proprietary network with substantial reach and meaningful barriers to entry. Our integrations across more than 450 EHR and e-prescribe systems provide access to over 1.1 million verified healthcare professionals. These relationships and technical integrations have taken years to develop and form a durable competitive advantage.

Together, these fundamental competitive advantages position OptimizeRx to benefit from the continued evolution of healthcare marketing toward AI-enabled planning, programmatic activation, and measurable engagement.

As we move toward the end of 2026 and begin preparing for 2027, our priorities remain clear.
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First, we are focused on improving top line execution and converting the commercial opportunities currently within our pipeline.

Second, we will continue expanding adoption of our AI-enabled, data-driven technologies, including DAAP and NLAB, while building on our proprietary data asset and growing portfolio of intellectual property.

Third, we will focus on increasing utilization of our proprietary network through programmatic distribution and additional strategic partnerships.

And finally, we remain committed to maintaining the financial discipline and operating efficiency that have supported our strong profitability performance.

We believe the combination of these priorities positions OptimizeRx to emerge from the current period of spending uncertainty with a stronger operating model, broader technology capabilities, and additional avenues for sustainable growth.

Before turning the call over to Ed, I'd also like to touch on our previously announced finance leadership transition. Today is Ed's last earnings call with OptimizeRx although he will continue serving as Chief Financial & Strategy Officer through the end of 2026. Effective January 1, 2027, Andy D'Silva will assume the role of Chief Financial Officer and Heather Favazza will become Chief Accounting Officer. This transition remains on track, and we appreciate Ed's continued leadership and support as we prepare for the next chapter of the Company's growth. I'd also like to personally thank Ed for his incredible leadership during his tenure here at OptimizeRx.

With that, let's turn the time over to Ed.

Edward Stelmakh

Thanks, Steve, and good afternoon everyone.

As always, we issued our earnings release this afternoon detailing our financial results for the third quarter ended September 30, 2026. A copy of the release is available on the Investor Relations section of our website, and additional information will be included in our upcoming Form 10-Q.

Third quarter revenue was $21.6 million, a decrease of 17% from the $26.1 million recognized during the same period in 2025. The year-over-year decline was primarily attributable to reduced spending among a limited number of large customers, including customers that utilized our lower-margin managed services offering in the prior period, as well as continued budget pressures and spending delays associated with broader market conditions, such as MFN pricing uncertainty.

Our expenses for the quarter ended September 30, 2026, decreased $5.1 million year-over-year to $18.9 million. This was driven by lower cost of revenue and compensation-related expenses, despite being impacted by $0.7 million in severance costs associated with our previously announced reduction in force. The decrease in cost of revenue was largely attributable to a favorable products and channel mix, including a significant reduction in DTC managed service revenue this quarter.

Our ongoing margin optimization initiatives implemented over the last 18 months continue to yield meaningful benefits resulting in expected gross margin in the low 70% range for the full year 2026.
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Net income for the third quarter of 2026 was $1.2 million, or $0.06 per basic and diluted share, compared to a net income of $0.8 million, or $0.04 per basic and diluted share in the third quarter of 2025.

On a non-GAAP basis, our net income for the third quarter of 2026 was $3.8 million, or $0.20 per diluted share, as compared to $3.1 million, or $0.16 per diluted share in the same year ago period.

Our Adjusted EBITDA was $6.3 million for the third quarter of 2026, compared to $5.1 million during the third quarter of 2025.

Even though revenue declined 17% in the third quarter of 2026, our Adjusted EBITDA margin was approximately 29% for the quarter, up from approximately 20% in the third quarter of 2025, an improvement of more than 900 basis points. We believe this demonstrates that our margin optimization and cost management initiatives are working and that our business model can generate higher profitability as revenue grows.

Operating cash flow was $12.9 million for the first three quarters of 2026, and we ended the quarter with $22.3 million cash balance, as compared to $23.4 million on December 31, 2025.

As we highlighted last quarter, our long-term loan with Blue Torch Capital was refinanced with Fifth Third Bank through which we fully drew down the $25 million term loan and have access to a $10 million revolver. Our current interest rate on the term loan with Fifth Third Bank is SOFR plus 2.25%. With that said, we paid $6.3 million in principal during the third quarter, which was $6 million ahead of our payment schedule leaving our outstanding debt at the end of September at $13.4 million.

Furthermore, subsequent to the quarter end, we paid off an additional $3 million in debt and now have a debt balance of $10.4 million. We intend to continue paying down our outstanding loan principal ahead of schedule in combination with executing on our share repurchase program.

Our bottom line performance continues to be strong and in line with our strategy of driving sustainable profitable growth.

Now, let's turn to our KPIs for the third quarter of 2026.

Average revenue per top 20 pharmaceutical manufacturer now stands at $2.5 million. Net revenue retention rate dipped below prior period levels to 83%. The dip was driven primarily by a small number of large accounts optimizing spend rather than broad-based churn. Additionally, revenue per FTE came in at $706,000.

While our KPIs show decline compared to previous quarters, we have made meaningful progress on margin expansion and operating expense management, consistent with our strategy of driving profitable growth.

Based on our performance through the first nine months of 2026 and our current outlook for the remainder of the year, we are updating our guidance for 2026 and are looking for revenue to come in between the range of $87 and $93 million and are maintaining our Adjusted EBITDA of $21 to $25 million.

As Steve mentioned, contracted revenue continues to track approximately 20% below the comparable prior-year level, resulting in a larger amount of revenue remaining to secure and recognize during the fourth quarter than we had previously anticipated. While this increases the execution risk associated with achieving our revenue outlook, we remain encouraged by several developments, including renewed 
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spending from a previously significant customer, expanding opportunities with key accounts, indications of pent-up demand, and the continued rollout of our new products and programmatic capabilities.

We believe these factors, combined with the seasonal spending patterns historically associated with the fourth quarter, provide a path to achieving our full-year objectives. However, the timing and conversion of these opportunities will be particularly important as we close out the year. From a profitability perspective, our strong gross margins and the benefits of our cost-reduction initiatives provide additional support for our Adjusted EBITDA outlook.

Before handing it over to Steve, I wanted to once again thank everyone for your support and trust over the last five years. As previously mentioned, I look forward to staying engaged with OptimizeRx leadership team in my role as a strategic advisor. And, once again, I want to congratulate both Andy and Heather on their well-deserved promotions.

And, with that, I'll turn the call back over to Steve. Steve?

Stephen Silvestro

Thanks, Ed.

Operator, now let's move to Q&A.

Operator

Thank you. If you would like to ask a question, please press star, one on your telephone keypad. A confirmation tone will indicate your line is in the question queue. You may press star, two if you would like to remove your question from the queue. And, for participants using speaker equipment, it may be necessary to pick up your handset before pressing the star keys.

Our first question is from Ryan Daniels with William Blair. Please proceed.

Dustin Scaringe

Hey, everyone. This is Dustin on for Ryan. Thanks for taking our questions. Great to see the wins with the programmatic partnerships. So now that you have DeepIntent, Trade Desk, and PulsePoint, I'm not sure if you've kind of sized up roughly what percentage of the programmatic space you've won with these three DSPs together, but maybe we can get some idea of how much runway there is left. I know it's early innings, but I imagine there's a lot of runway, but what percent are these three together? Thank you.

Stephen Silvestro

Hey, Dustin. Thanks for the question. Good to hear your voice.

These three are really the three big ones in the space that we've gone after deliberately with some intentionality. We believe they represent probably 60% to 70% of the volume in this space, and so we're connected in the right spots. 

In terms of generating revenue from the partners, still as you pointed out, still very, very early days. It'll take a little while to build the swell on that. But these integrations have already demonstrated some really, I think, encouraging results in these early days for us in terms of volume and bidding and acquisition. So 
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we're feeling very good going into the '27 RFP season, as indicated in our prepared remarks and as is indicated in our contracted revenue, we're running close to 20% ahead right now in RFP season, so looking strong on that. And a lot of that is due to some of the RFP stuff that's going through those programmatic desks. But we'll be able to size it more as we get up, ramped, running and start to see more flow. But these are the three big ones that we were targeting.

Dustin Scaringe

Got you. Good to hear on that. Then maybe you can talk about some of your shift toward mid- and long-tail life sciences customers. Where are you with that, and how is that progressing?

Stephen Silvestro

Yes, happy to address that.

We are seeing exceptionally good play in the mid-tier and in the long tail. We've got some dedicated sales resources now focused on that. We had one of those mid-tier clients join our top 10 client pool in the last two quarters, which is really encouraging to see. And, we've had really significant play in the long tail as well, buying one and two solutions, testing things out. But those early indications are—I think they give us a lot of faith in what we're going to see from them in 2027.

And, I think we've articulated this before on the call, but part of the struggle that these mid-tier and long-tail clients have is they don't have the massive budgets to come in and spend on sales force resources and all the Cadillac benefits that the top 10 or 15 pharmaceutical manufacturers and agencies do. And so what our solutions do is level the playing field for those mid-tier and long-tail clients, and that's why we're seeing sort of outsized investment starting to come in from those portions of our client pool.

Dustin Scaringe

Okay, thanks for that. Just last one for us, NRR, probably not where you want it right now, down to 83%. Just wondering, should we assume that this is kind of the trough quarter and we should be up from here, or how should we think about that going forward? Thanks.

Stephen Silvestro

I'll give you a little bit of insight and then I'll have Ed and Andy chime in as well.

I think that a lot of the NRR and just generally the KPIs are really focused on the disruption in that one client and some of the pullback. I think when we normalize that for ’27, you're going to see a pretty big turn in what those KPIs look like. So, part of the reason why we're talking about what we're seeing already in 2027 is just to help level set so that people don't panic in terms of the revenue model. Things are actually looking really, really good. 

But as we've committed as a leadership team previously, we've been very effective in our guide. We wanted to make sure that we were being transparent in our fourth quarter. And, with the lack of visibility in buy-ups, we just didn't think it'd be fair to everybody to just sort of roll the dice and try to hit it out of the park on buy-ups with the expectation that we may not get there just without the visibility in Q4. So we're just over-communicating and making sure that we're being clear, but we feel really great about 2027. That's really where the game is.
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Ed, anything else you'd add to that? Andy?

Edward Stelmakh

I think for NRR, it probably is the trough. As you know, these are last 12 months oriented figures. But they're doing the job they were designed to do, which is to give you a sense for where the business stands based on the trend currently established. Depending on where Q4 shakes out, I'm expecting that number to start to improve as we go into 2027.

Stephen Silvestro

Thanks, Ed.

Dustin Scaringe

All right. Thank you very much.

Stephen Silvestro

You good?

Dustin Scaringe

Yes, it's all good. Thank you.

Stephen Silvestro

Yes.

Operator

Our next question is from Richard Baldry with ROTH Capital Partners. Please proceed.

Richard Baldry

Thanks. Wondering if you're willing to put any floor into the '27 growth now that you're this far into RFP season. Do you think you can get cleanly back to double-digit, low-mid-double-digit? Is there a way to think about what you're seeing so far? And with your client coming back that had been a headwind for the year.

Stephen Silvestro

Hey, Rich. Good to hear your voice. Looking forward to seeing you next week.

We're not ready to put a floor out there. We haven't guided to 2027 yet, but we are right now, as I shared, we're about 20% ahead on the contracted revenue coming in at '27. That's a really good indication of sort of what we think '27 will look like. Again, it's still early days. Right? But the '27 projections looking a little bit more like growth rates from '25 than it is from '26. That's what we anticipated. We knew when the client came back, given the size of that client, that we would start to see spend levels that were more aligned and appropriate with what we were experiencing in '25.

10

ViaVid has made considerable efforts to provide an accurate transcription. There may be material errors, omissions, or inaccuracies in the reporting of the substance of the conference call. This transcript is being made available for information purposes only. 
1-888-562-0262 1-604-929-1352 https://viavid.com/


So, too early to give guidance yet. RFP season is feeling very strong. Sales team is doing a great job, and the mojo on the team and just the general sentiment and culture within the business, I would say, is the best it's been in a very long time.

Richard Baldry

If you back out the headwinds from top 20, because the growth - blended growth - is not as negative as the top 20, could you talk sort of about your non-top 20 health there? Is it growing well year over year? What are new logo wins looking like, maybe in non-pharma like biotech or med devices? How are you feeling outside of that category as an indication of sort of underlying strength for demand for what you're offering?

Stephen Silvestro

The growth in the top 20 and long tail, is really I would say, is very encouraging. We are seeing a smattering of not just pharma, biotech, but we are, to your point, seeing some med tech come in, some other types of businesses. They're utilizing the network and the tools that we've got to compete with some of the larger manufacturers.

As I shared, we did have one of those mid-tier clients reach kinda top 10, maybe even top 5 status within the business this year and going into next year. So we're feeling very encouraged around that, and seeing the expanded use cases for the platform and the technology, the way that they're using it is also, I think, expanding the TAM of the business. So it's really good. I can't really share a broken-out growth rate, but it's well into double digits, I would say, from where it was last year.

Andy, Ed, feel free to chime in if you want to add anything else, but very encouraging.

Andy D'Silva

Yes. Thanks, Steve. I think the long tail has a lot of opportunities there. We have some very skilled team members in the sales team that are highly focused on growing that, and we think that the budgets there are open for us to win.

Richard Baldry

And, then, switching on to the cost side, are the cost efficiency gains pretty much behind you? Are there other areas you can maybe use AI technologies to keep pushing that a little bit? And then tangential to that, with the EBITDA defended as well as it is, why the focus on paying debt down so fast versus maybe doing aggressive buybacks to sort of reward your patient investors?

Stephen Silvestro

Andy, why don't you take the EBITDA question, and Ed, why don't you take the paying down the debt question?

Andy D'Silva

We're constantly looking to be able to optimize our OpEx and just overall structure. You saw over the last 12 months, we implemented a pretty significant cost-cutting strategy that's paying dividends to our bottom line right now, and we'll continue to look at that kind of stuff as we go into 2027. Obviously, we're not going 
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to commit to anything right now. But with AI continuing advancement and the automation initiatives that we have within the Company, there's a lot of opportunities that we see.

Stephen Silvestro

Ed, do you want to talk about the…?

Edward Stelmakh

Yes. Great question, Rich. We are actually, as we said before, looking to change that mix a little bit and actually start to push a little bit harder on the actual stock buyback. I would say stay tuned in Q4. I think you'll see more activity there from us on the equity buyback.

Richard Baldry

Got it. Thanks.

Stephen Silvestro

You got it. No problem, Rich. Thank you for the good questions.

Operator

Our next question is from Josh Nichols with B. Riley Securities. Please proceed.

Josh Nichols

Thanks for taking my question. Great to see another quarter of strong margin, paying off the debt. I think it was already touched on. Look, 2027 contracted revenue, looks like that's trending well. I just want to dive a little bit more into 4Q. I know you mentioned the contracted revenue is tracking like 20% below or so lower levels. Just looking at the implied guide for 4Q, it's down 13% year over year. Is that delta really a good way to think about the potential risk for the midpoint overall, or how much of the 4Q revenue, based on the guidance, is already contracted today?

Stephen Silvestro

Andy, why don't you take that one?

Andy D'Silva

Hey, Josh. Nice to hear your voice.

So, right now, for the full year to hit the midpoint of our guidance range, we're a little over 90% in contracted revenue. In the last couple of years prior to this, we were closer to the mid-90% range, so there's a little bit to go get this year. But, with that being said, obviously there was a lot of disruption this year with that large customer, with MFN and things like managed services. Typically, in situations like that, you'll see a little bit more activity in the back part of the quarter—back part of the fourth quarter. And, based on the conversations we're hearing from our sales team and our sales-focused executives, there seems to be enough pent-up demand to help bridge that gap.

Josh Nichols
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Thanks for the color there, Andy. I know previously you've talked about, given the Company's large fixed cost structure, about 30%-type EBITDA margin being achievable. I had to notice that, despite revenue being down, you did 29% EBITDA margin this quarter. And, with the bookings looking pretty solid so far for 2027, do you think that that's a target that you're going to potentially look to revisit, or there's potential upside if the Company gets back to healthy double-digit growth?

Stephen Silvestro

Yes, I'll take that one. 

Andy D'Silva

Yeah....

Stephen Silvestro

Go ahead, Andy, you take it. Go ahead.

Andy D'Silva

Like Ed and Steve have been saying for the last few quarters, our operating model really is truly scalable as the business continues to grow top line. So, our objective has always been to get to a 30%-plus gross margin as the revenue continues to grow. Now, we haven't finalized our guidance or anything like that for 2027, so we're not going to commit to a 30% margin for next year. But, you can obviously see there's a path to do that in the not-too-distant future.

Josh Nichols

Sounds good. Appreciate it. Thanks.

Andy D'Silva

Thank you.

Stephen Silvestro

Thanks for the questions.

Operator

As a reminder, it is star, one on your telephone keypad if you would like to ask a question.

Our next question is from Eric Martinuzzi with Lake Street Capital Markets. Please proceed.

Eric Martinuzzi

I just wanted to better understand the Q4 reset here. Is the tracking 20% below, is that a number that has gotten larger at this snapshot, or was that similar to where we were exiting Q1, Q2?

Stephen Silvestro
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Hey, Eric, thanks for the call.

It's largely the same as where we were. We've not seen an improvement in the contracted revenue year over year. We thought we would see a little bit more buy-up activity, and we just haven't seen the buy-up activity that we hoped we would see coming into the fourth quarter. As we've been sort of very consistently messaging and communicating all throughout the year, we knew that Q4 was going to be dependent on the return of some buy-ups, and we hoped that we would get our large disrupted client back to spending and back engaged in the fourth quarter. I think we are delighted that the client is back and they're spending.

The levels are still small because they're starting to invest off of non-budgeted dollars, right? They're coming back in off of non-budgeted dollars, but they are spending, and I think in a pretty meaningful way. But the visibility into buy-ups is the main reason for the adjustment on the guidance. We just don't know yet. There is a possibility that we could see some of that come in, but we just don't have visibility. I think we as a management team feel strongly we want to just continue to be clear on the communication and try to manage the expectations and maintain our solid credibility, which we've worked hard to build up.

So, that's really what it is. No major disruptions to contracted revenue. We just haven't seen the buy-up growth yet that we are anticipating.

Eric Martinuzzi

It seems like a strange behavior, though. I would think pharma would want to attract customers. You're not that big of a budget spend for them, so to hear that the RFP momentum is up 20%, but yet the 2027 is up 20%, but the 2026 is down 20%. Help me square those.

Stephen Silvestro

Well, contracted revenue has in it a year-over-year tracking across time. If you take out the $10-plus million of that one disrupted client and factor that in, that's a good portion of the 20% decline of contracted revenue year-to-date. So ,it doesn't take a whole lot to get to the 20%. Then, if you contemplate what the RFP season and the output of that could look like coming into ’27, that's where you start to see recovery happening, and that is, in fact, what we're seeing.

Ed, you can chime in and answer anything else there that you would add, but I think it's very linear mathematically, Eric, in terms of what we're seeing.

Edward Stelmakh

Yes, I agree. I think, look, being 20% below with now three quarters into the year is a little different than being 20% ahead with just a few weeks of next year's RFP season behind us. As Steve said, we're still early innings, but really positive signs that we're coming back strong into 2027. However, this year it's starting to get a little bit baked, which is the reason why we're dialing down our revenue expectations in line with what we're seeing in our backlog. Now, could there be a surprise on the upside in Q4? You never know. But the odds of that in the next six weeks are definitely getting a little bit lower than we would like. So hence the reason why we're dialing it down.

Eric Martinuzzi
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Then, Steve, with the change in the Congress, shifting from Republican to Democrat, I know historically sometimes Big Pharma becomes a punching bag for that type of party shift. Just curious to know if your clients are anticipating that at all as they look out to next year.

Stephen Silvestro

We have gotten a couple questions around that, or really, I would say not questions, more comments from clients around that. I think they are just uncertain, Eric. They are uncertain. I think they have just come through what they thought was going to be a frothy period for them, with the current administration being largely Republican-controlled, and that wasn't. As we all know, they got whacked with the pinata stick via MFN and 5,000 other things and, so, what they thought would be a windfall for them, I think, with this current administration and Congress in the House was certainly not. They all recalibrated around that, so they don't really know what to expect around this. It's really an interesting topic.

There were a few good articles that I can talk to you about later, but there was one in Endpoints, another one in The Wall Street Journal. I'll be happy to share them along from some of the executives kind of sharing and sharing thinking. But we'll see where that goes.

Eric Martinuzzi

Got it. Thanks for taking my questions.

Stephen Silvestro

Absolutely.

Operator

Our next question is from David Grossman with Stifel. Please proceed.

David Grossman

Thank you. Steve, you had mentioned in your prepared remarks that there are some indications of pent-up demand that were encouraging. Can you perhaps give us a little more detail about what you're seeing and why you're encouraged?

Stephen Silvestro

Thanks, David. Good to hear your voice. Hoping to see you soon.

What we've seen is that people have warehoused dollars throughout the year and have waited to see, sort of Q1 through Q4, where they were going to place bets, and whether or not they were going to get whacked with this administrative pinata stick and have to course correct. 

We are seeing pockets of spend increase, particularly in the mid-tier long tail, as I've already shared, and we believe that that pent-up demand still exists with several of the major brands that we deal with. And, we'll start to see some of the buy-up activity, we believe, in the next six weeks. 
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The challenge on recognizing the revenue is we've got to contract it, deliver it, measure it, and so forth in a period of time, which is what Ed was articulating. And, so, to be able to get all of that accomplished inside of six weeks at a broader level, we just want to make sure we're communicating clearly around it.

As Ed said, the pent-up demand is there and it could materialize, but we don't have visibility to it and, so, we don't want to overpromise in that regard. But it is there. Most of the time, as you know, David, from our conversations, these are use-it-or-lose-it dollars. So they're going to have to do something with the dollars that they had warehoused for the first three quarters. We'll see how they deploy them.

Edward Stelmakh 

Let me add....

Stephen Silvestro

Go ahead, Ed. Add to it. That's fine.

Edward Stelmakh

I was going to add to Steve's comments. I think, quantitatively speaking, the fact that we're up 20% year-over-year on contracted revenue, same time period, it's kind of a good early indicator of some demand that wasn't really visible in 2026.

Stephen Silvestro

There's one other thing I would say to you, David, and I'll give you the next question. If you look at some of the other guys that have reported, or companies that have reported, that have a different revenue model that might be subscriptive in nature, they're reporting quarters that are up for Q3, Q4 outlook. And, that's mostly because they're looking more in a forward-looking way in their subscription-based models, and that's an indication—it's a bellwether of where the industry is trending, I believe. So... We could talk more about it on the call afterwards if you want.

David Grossman

Right. Okay. No, thank you for that.

And, then, just back to your comment about the one large client that, you know, has pulled back this year. Is it fair to say, just based on the number you just provided us, that that's about 10 points of NRR year-to-date? Is that the way to look at that? Or for the year, it'll be about 10 points of NRR?

Stephen Silvestro

Ed, you can verify that. Or, Andy, sure. 

Edward Stelmakh

Andy, go ahead. I can't do the math that fast.

Andy D'Silva
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That's about right. They were a 10% customer last year. And, this year, the first nine months of the year, they didn't do any revenue, so that's about right.

David Grossman

Right. Okay. If I think about that, and let's just say you're going to get a bit of a—the headwind goes away because you comp out, right, because you say they're going to start growing a little bit, or spending in the fourth quarter. Is there any reason to think that NRR wouldn't be 100% or better for next year?

Edward Stelmakh

No, I mean... 

Andy D'Silva

We haven't given guidance yet, so I wouldn't say we can really give you—I mean, that would be bridging that gap pretty significantly on giving guidance. So, obviously, if our business grows a meaningful portion next year, our NRR would grow, be over 100%. Historically speaking, you know, roughly 5% to 15% of our business comes from new logos every year. So, if you think about that and apply a growth rate that you believe is reasonable for next year, we can back-of-the-envelope, get to what you would think the NRR would be.

David Grossman

Yes, I guess what I'm getting at is do we have any other known divots coming that would impact '27?

Stephen Silvestro

No, not in '27. We've got some '28 LOE that we'll have, which we're planning for and have already planned around. You and I talked about that at our last conference. So just normal course of business stuff, but no major divots that we see at this point.

David Grossman

Got it. All right, guys. Good luck. Thank you.

Stephen Silvestro

Thanks, David.

Operator

This will conclude our question-and-answer session. I would like to turn the floor back over to Steve Silvestro for closing comments.

Stephen Silvestro

Thank you, Operator, and thank you to everyone for joining our call today. 

As we conclude our call today, there's really three things that I want us to be focused on.
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First, our third quarter results demonstrate the progress we've made strengthening the financial foundation of OptimizeRx. We’ve talked about that, questions reflect that. While revenue growth remains below our expectations for the fourth quarter, our ability to deliver significant Adjusted EBITDA outperformance reflects the benefits of our margin optimization efforts, our disciplined cost management, and the operating efficiencies we've implemented throughout the year. And, these improvements position us to generate stronger operating leverage as revenue growth returns, which I think is great news for all of us.

Second, we believe our technology platform and proprietary data are highly differentiated. Our continued investments in our patent-protected DAAP technology, our expanded NLAB capabilities, our strategic partnerships with programmatic DSPs such as DeepIntent, The Trade Desk, and PulsePoint, and our continued product innovation are creating new ways for pharmaceutical manufacturers to engage healthcare providers and patients. Together, these advancements strengthen our competitive position and expand our long-term growth opportunities.

And, third and lastly, we remain focused on translating these investments into improved commercial execution. While we have yet to recognize revenue from the investments we've made in 2026, we are very encouraged by the demand signals from customers. We are also encouraged by the improvements made in our commercial organization, bringing renewed strength and firepower to OptimizeRx’s our culture and the opportunities associated with our expanding product portfolio. These changes are showing up in our year-to-date contracted revenue growth for 2027 and are an encouraging indicator of what lies ahead. 

We believe the progress we've made in 2026 has established a stronger foundation for the future of OptimizeRx, and we remain committed to delivering sustainable growth, improving profitability, and creating long-term value for our shareholders.

Finally, I'd like to thank our employees for their dedication and execution, our customers and our partners for their continued trust, and our shareholders for their ongoing support. In particular, I'd also like to thank Ed for his guidance, his direction, his stewardship during his tenure at OptimizeRx as he continues to transition finance leadership to Andy and Heather, and to help ensure we are prepared for the next chapter of the Company's growth.

We appreciate you joining us today and look forward to updating you on the progress of the next quarter.

Operator

Thank you, Mr. Silvestro.

Before we conclude today's call, I would like to provide the Company's Safe Harbor Statement that includes important cautions regarding forward-looking statements made during today's call.

Statements made by Management during today's call may contain forward-looking statements within the definition of Section 27A of the Securities Exchange Act of 1933, as amended, and Section 21E of the Securities Exchange Act of 1934, as amended. These forward-looking statements should not be used to make investment decisions. The words anticipate, believe, estimate, expect, intend, may, plan, possible, seeking, will, and similar expressions identify forward-looking statements. They may speak only to the date that such statements are made.
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Forward-looking statements in this call include statements regarding the Company's full year 2026 revenue and Adjusted EBITDA guidance, the Company's ability to secure, convert, and recognize revenue during the fourth quarter, the timing and normalization of customer spending, including expected pent-up demand and the 2027 RFP season, renewed spending from a previously significant customer, expected gross margin for its full-year 2026, the benefits of the Company's cost-reduction and margin optimization initiatives and resulting operating leverage, the Company's commercial organization and go-to-market strategy, the Company's programmatic strategy and partnerships including the expected availability of its inventory to PulsePoint advertisers, the commercialization and adoption of the Company's products and AI-enabled capabilities, including DAAP, NLAB, and CopayCue, the Company's competitive advantages and position, the Company's ability to create recurring revenue opportunities and achieve sustainable, long-term growth, the Company's intention to repay its outstanding debt ahead of schedule and potential share repurchases, the orderly transition of finance leader responsibilities, and the Company's ability to create long-term value for its shareholders. Forward-looking statements also include Management's expectations for the rest of the year and for 2027.

The Company undertakes no obligation to publicly update or revise any forward-looking statements, whether because of new information, future events, or otherwise. Forward-looking statements are inherently subject to risks and uncertainties, some of which cannot be predicted or quantified. Future events and actual results could differ materially from those set forth in, contemplated by, or underlying these forward-looking statements.

The risks and uncertainties to which forward-looking statements are subject to include, but are not limited to, the timing and amount of customer spending and the Company's ability to convert contracted and pipeline opportunities into recognized revenue, the effects of government regulation and drug pricing policy, competition, dependence on a concentrated group of customers, the success of new products and programmatic partnerships, cybersecurity incidents that could disrupt operations, the ability to keep pace with growing and evolving technology, the ability to maintain contracts with electronic prescription platforms and electronic health records networks, risks related to the Company's indebtedness, and other material risks. Risks and uncertainties to which forward-looking statements are subject could affect business and financial results, are included in the Company's Annual Report on Form 10-K for the year ended December 31, 2025, its subsequent Quarterly Reports on Form 10-Q, and in other filings the Company has made and may make with the SEC in the future. These filings, when made, are available on the Company's website and on the SEC website at sec.gov.

Before we end today's conference, I would like to remind everyone that an audio recording of this conference call will be available for replay starting later this evening, running through for a year, on the Investor's section of the Company's website.

Thank you for joining us today. This concludes today's conference call. You may now disconnect your lines.
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