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ITEM 8.01 OTHER EVENTS

On December 17, 2018, OptimizeRx Corporation (the “Company”) updated its corporate presentation that it intends to use in connection with presentations at
conferences and meetings with investors.

A copy of the Company’s presentation is filed hereto as Exhibit 99.1 and is hereby incorporated by reference herein.
ITEM 9.01 FINANCIAL STATEMENTS AND EXHIBITS.
(d) Exhibits.

Exhibit No. Description
99.1 OptimizeRx Presentation.




SIGNATURES

Pursuant to the requirements of the Securities Exchange Act of 1934, the registrant has duly caused this report to be signed on its behalf by the undersigned
hereunto duly authorized.

OptimizeRx Corporation

Date December 17, 2018 /s/ Douglas Baker
Douglas Baker
Chief Financial Officer
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Better Connections. Better Outcomes.
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P
Important Cautions Regarding Forward e

Looking Statements

This presentation has been prepared by Optimizefx Corperation (“we," "us," "our,” "Optimizefx" or the “Company”] and is made for informational purposes only and does not constitute
an offer to sell ora solicitation of an offer to buy securitios, nor shall there be any sale of any securities in any state or jurisdiction in which such offer, solicitation or sale would be
unlawdul prior to registration or qualilication under the securities laws of any such state or jurisdiction. The information set forth hergin does not purport 1o be complete or o contain all
of the information you may desire. Staterments contained herein are made as of the date of this presentation unless stated otherwise, and neither this presentation, nor any sale of
securities, shall under any circumstances create an implication that the information contained herein is correct as of any time after such date or that infarmation will be updated or
revised to reflect information that subsequently becormes avallable or changes oocurring after the date hereof. This prasentation contains forward-loeking statements within the
definition of Section 274 of the Securities Act of 1933, a5 amended, and such Saction 21E of the Securities Act of 1934, amended. These forward-looking statements should not ke used to
make an investrsent decision.

The words “believe,” “erpect,” ‘may,” stratepy.’ "future,” “likely," ‘goal,’ ‘plan,’ 'estimate,’ 'possible’ and 'seaking' and similar axpressions identify forward-leoking statements, which speak
anly as to the date the statement was made. All staterments ather than staternents of historical facts ineluded in this presentation regarding our strategies, prospects, financial candition,
operations, costs, plans and abjectivas are forwand-looking staternents. Examples of forward-looking statements include, amang ethers, statements we make ragarding our racent
acquisition of CareSpeak Communications, the plans and objectives of management for future operations, including plans relating to the development of new products or sereices, and
aur future financial perfermance. Foreard-laoking statements are neither historical facts nor assuranees of future parformance. Instead, they are basad oaly on cur current beliefs,
expactations and assurnptions regarding the future of our business, future plans and strategles, projections, anticipated events and trends, the economy and other future conditions.
Because forward-looking statemants ralate 8o the future, they are subject to inherent uncertaintios, risks and changes in circumstances that are difficult to predict and many of which are
outside of our contral. Our actual results and financial condition may differ materially from those indicated in the forward-looking statements, Therefora, you should not rely on amy of
these forward-leoking statements. Important factors that could cawse our actual results and financial condition to differ materially from those indicated in the forward-looking statements
include, among ethers, competition within the indwstries in which we operate, the timing, cost and success or failure of new product and service introdections and developments, aur
ability to attract and retain gualified personnel, maintalning cur Intellectual property rights and litgation mvolving Intellectual property rights, legislative, regulatory and econonmlc
developments, and the other risks and wncertainties described in the Risk Factors and in Manaperment's Discussion and Analysis of Financial Condition and Results of Operations sections
af our rmost recently filed Annual Report on Form 10-K and any subsequently filed Quarterly Report{s) on Ferm L0-0, Any farwand-looking staternent rmade by ws in this presentation is
based only on Infarmation currently avallabla to us and speaks anly as of the date onwhich it is made. We undertake no cbligation to publichy updata any ferward-looking statement,
wehathar written of oral, that may be mads from time to tirme, whether as a result of new information, future developmants or otherwise,

© Copyright Catimizefx, Inc. 2018, Al rght reserved. & praduct of Chis 113018




Who We Are

* OptimizeRx is a Digital Health company

* Nation's largest point-of-prescribe promotional
platform for the pharmaceutical industry

* Digital, point-of-care communication designed to
improve prescription affordability and patient
adherence:

* Financial and Clinical Messaging (coupons,
copays & vouchers / clinical information)

* Patient Engagement (CareSpeak)

* Brand Awareness

Optimize

Hasdag:0PRX




Senior Management

Will Febbo
CEO

1B+ years of experience leading
health services & financial businassas
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Doug Baker
CFO

25+ years of senior financia
experenca
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Miriam Paramore
President

30+ years of healthcare & health 1T
2xparence,

CHANGE

HEALTHCARE
L
CareSource
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Terry Hamilton
SVP Soles

19+ years warking in the
pharmaceutical & biotech arenas
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"l Sepuibb Company
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Optimize -

2018: Inflection Point for HealthTech

Regulations, legislation, consumer activity, and changes in healthcare provider
behavior driving opportunity for Digital Health Messaging

2004-2015
Electronic Health Record (EHR)
usage climbs from 20% to 87%!1

r\ _+
—8 R 2018
\r)TIntemperabiliw becomes critical
2009 2010 e + MACRA replaces MU
HITECH Act promotes and Affordable Physician
expands adoption of Health IT Care Act Payments + Greater consumer involvement

Sunshine Act




Better Connections. Remer Gu

Pharma Sales Rep Access to Physicians Severely
Limited, Meanwhile Patient Costs Are Rising

~60%
o
of doctors’ offices now
ban or severely limit
access of pharma reps and

ability to deliver samples
and savings coupons

200%+

rise in deductibles
since 2008, while co-
pay insurance costs
have nearly doubled®)

Patients now increasingly look to their doctors to provide
information on financial assistance, but they no longer have it.

Need a better way to deliver this assistance.




Multiple Reasons Why Our Platform is the New  ©Ptmize:
Point-of-Care Solution for Communication

D O

5.6 90% 77% 520%

Hrs/Day
Average daily EHR u.s. ph!.rsi.:ians .ﬂf studies reported HCPs want Average ROI for
use by HCP! nE-::; u.::r;g |mpr?:r;r::|1 oSL'::I;omes Clinical & Patient  b,arma-sponsored
Daily Basis? reminders® l"u'lanagementtcols financial support
More than double all in their workflow® programs in
other digital 77% are eRx/EHR workflow®

. AR
resources combined ePrescribing




We Deliver Digital Health Marketing Across 3 Key Areas

Patient Financial Support

S

* Savings programs; eCoupons
and vouchers

* Delivered electronically, then
forward electronically to
pharmacist or printed

Patient
Sav 11|.rp

Card

Pu:rﬁﬂurhﬂ
Brand A" 35

l:nr:l wghcuri.pﬁurn
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Clinical & Educational
Messaging

=

* Clinical messages
* Competitive information
* Mew formulation announcements

Patient Engagement

=

—)

* Engage patents via automated
text reminders

* Patient/pharmacist interaction
via text enhances collaboration
and patient care.

Taa® Mk aidged

T@dﬂ T4 A
John, your self-
reported Medication
Adherence for the
past week is 76.9%.
For next week shoot
for 80%+. You can do
it! Need help? Call us
at (877) B A2y

o




. il
Pharma’s Most Valued Offering to Doctors: DpHimizer

Drug Savings Vouchers & Co-pay Coupons

71%

of physicians agreed that co-pay
programs improve access to
treatment(®

Patient D
Sav‘éngg 80 /o
$50 or less - -
;:E;y%urgm:"ils_nq of physicians polled
. or mg ption:* R i
| e et ¢ oy escripten - were more likely to prescribe a
] el
s g drug with a co-pay card(?
T o, cal 1 -H00-50- 1 THD R am - S0 e BT, Mloneey - Frida
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How it Works:

Financial Messaging/Savings Workflow

Patiar: Srdy, Jata
Corder, DOE: B WINIE20
Artive Allrgha:fizes

: Prarmacy b, 123 Main st
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* Healthcare provider searches
for a brand drug within the EHR

* Alerted to potential savings for
patient

+ After selection, OptimizeRx instantly
returns eligible patient financial support
to review

= Offers print and/or instant electronic
send-to-pharmacy option

Optimize!
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STEP 3: SEND & PRINT

Patmnt
Savings

Pay $50 or less Card

for your Brand A° 35 mg
or 150 mg Prescription!™
e g o g ety i (8

B ke
G ——
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= Savings offer sent along to
pharmacist with ePrescription

* Full financial savings offer can be
printed and given to patient




How it Works: Optimize

Bediar

Clinical and Educational Messaging

Competitive Messaging:
Designed to Raise Awareness
of Alternative Therapy

b |l By Pt

Complementary Messages
Displayed with Related
Medications

8 Self-Message:

Ellgible pts pay na maore than 525 i
m%m = LAy ‘ New Formulation
Asgprn Izekrsting HEQ

S, S oo, Announcements

12




. . Optimize|
Acquired CareSpeak Communications

Interactive Health Messaging Platform

* Mobile health messaging platform: direct, real-
time interactive health messaging

CareSpeak .

COMMUNICATIONS

* Designed to:

* Help patients manage their health: Extends Patient’s Time-

= Cost-saving co-pay programs on-Therapy with

. 8 p RIS Specialty Medications for
* Medication reminders up t0 3.5 Monthstt
* Refill notices ]

* Side effects information T Reduces

*» Address critical industry need for direct Payer Medical Cost by

communication between pharma and patients i:‘m :‘F: Member Per
onth(?

* Deliver greater medication adherence, patient
engagement and healthier outcomes

[ S8 Tt CH 1 b Bl 2] df- oty a2 V] T
2 ) htips e b comonrpinews 1S carsspe sk helgs-moling get-more-prrgns kel
higlth-masssing




Rapid & Expansive Growth of EHRs Creates

Optimize

Fragmented & Complex Health Tech Ecosystem

EHRs in the U.S.[Y

As a Result, EHR
Market is
Fragmented and
Competitive

Epic

Amazing Charts

DxWeb

DrFirst

Care360




OptimizeRx is the Leading Aggregator
in the Fragmented EHR market

Allscripis

Encompassing now

of ambulatory market?

< 7
x// “ WCr £/
Pharma Brands _ —/J

i - 1

Simplified & Unparalleled
HCP Reach




We Offer Strong Value Proposition to
Pharma Clients & Industry Partners

* Huge Market Opportunity for All: 1.7 billion eRx transactions
annually and growing. Hundreds of EHRs used constantly by
heath care providers (HCPs)?

* Proven Proprietary Technology: Delivered via nation’s largest
promotional eRx network

* Major Benefits for all Stakeholders: High-value support to
healthcare workflow, reducing costs, improving patient
outcomes

* Multiple Studies Confirm High ROI: OptimizeRx grows total
prescriptions with unigue communication strategies

* Fact: Leading pharma manufacturers report 300% - 1,200%+ in
ROI. Supports that our eCouponing solution is one of the most
effective digital strategies available today?

I ) kdpes eresripts comddnesdde it corre fradicanl- -reportni 18T oo S0P finall ool

World-Leading Customers & Partners

Customers Partners

Astra Zeneca

Bayer Amazing Charts
Eli Lilly Care360
Merck DrFirst

Novartis iSalus Healthcare
Pfizer Medicom Health
Sanofi Patient Connect

WPP




Optimize!

Strategic Partnership with Medicom Health = o
Access to Hospitals Nationwide

* 600+ leading hospitals use Medicom Health's best- Medicom Health
in-class digital tools to engage millions of
consumers

* We can now deliver offers of medication savings to
gualified patients in health care systems that use
Epic and Cerner EHRs

* Connectivity to these two major EHRs scales our
platform to potentially reach millions of new
patients

* Expands pharma marketing budgets, drives
revenue growth




OptimizoR:
Patient Connect: Going Global with Strategic =

Partnership

London-based Patient Connect Delivers Real-time Messaging at Point-of-Care Across Europe

Global Reach of Patient Connect’s Pharmacy Network

Patient Connect

+ ~450 million patients?) reached
through global pharmacy
network partners

* 50%+ of all dispensed retail
scripts in key markets covered

* We expect pilot revenue in 2018,
revenue ramp in 2019

2012 Global Patient Reach

450mi

L} hispaddeeee, pasinbeo noech oo Uk what-wee-dorSoaticn-reach




Optimize

Key Stats & Indicators (Nasdaq: OPRX)

Stock Price (11/30/2018) $16.24 Net Revenue (ttm) $18.6M
52 Week Low-High 43.36-518.39 Met Income [mrg) S0.2M
Avig, Daily Vol, (50-day) 59,986 Accounts Receivable (mrg) 55.2M
Shares Outstanding (11/30/18) 12.0M Cash [@9/30/2018) 513.5M
Public Float, est. ~69% Total Assets (mig) 519.8M
Management/Board Holdings® =% Total Debt fmrg) 50.0M
Insider Holdings? ~31% Total Liabilities fmrg) S26EM
Institutional Holdings 2T i_||3 [isted to Masdag on June 22 ] = :
ral ""I frn sy 1 e
i LT3 14
Market Cap 5195.1M e i
Alamot) =
. " Je o~ 0
Price/Net Revenus (ttm) 10,5 o -
Fiscal Year End Dec. 31 Ll B e .
| o B
Emplovess (i@ 10,/31/2018) a7 ] I i ] " Eed E




Opportunity to Expand EHR & ePrescriber Reach e

and Add Brands; Large Total Addressable Market

Brands with

copay savings

T P program -
OptimizeR OptimizeR o
Current Message
Reach: 50¢ Solutions for Brands without copay
Amb. HCPs 100+ Brands savings program - 5%
~800 1.7
Brands Billion
vyl Cogpay aPrasoriplions
Pragrams* Sirinually®
T ™ [ ] »
Opportunity to Expand . . ) Largely Untapped Total
Metwork by 1304 Opportunity to Triple Oppsctunity to fdd Addressable Market:
EHRs! ePrescriber Reach 700+ More Brands $500M to
$1 Billion Potential®
1. httgrFelimicimedads W b= her ny-ehr-: nabring-a-| ted-ma [ 2)Cakcuated by duviding Optimieix Tatal EHE netwerk praider fram intermal dats [(S67%] by fotal ambobitory market of “S90K - spurces

it e ki oopit herfsta e -indicatar ot lact e physicians Foer rent Timesd ramee s0 st iiode | =56 PR3 Foalld %2 2550 ¥ Llacstiane 22 850 3w rf 353 250 2anc S 22570 | hitps: [ fsnb ooy
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Optimize|
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Highly Scalable Revenue Model - Examplel?)

OptimizeRx Revenue Growth from Client A Digital Health
Messaging Client A 10 Clients 100 Clients
Solutions

S5.0M ::nancia_l S e .
Messaging €55agINg
Solution B
Clinical
51M $10M $100M
Messaging Messaging
Solution A
Messaging
$21M Clinical Solution A R $4M $a0M
51.2 M Messaging wessing
0.3 M = Financial Solution B $200K S2M $20M
$_. - Messaging
Total Revenue -

$ S
2016 2017 2018 2019 2019 5M $50M s00M
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Beiter tornections. Reme Gutcor

Strong Momentum in Financial Performance

Shillions Annual Revenue Growth and GAAP Operating Income
£18.6
] I I I I I
$2.0
o N __
e — ] | e—
_ .:5n ) (50.3) ($0.5) {50.8] -
(51.5) ($1.5) -,52.:l|
2011 2012 2013 2014 2015 2016 2017 TTM 9/30/18

B Revenue M Operating Income




Optimize

Better tornections. Reme BubsaTes.

Consolidated Statement of Operations

fin thousancs)
Revenue 5 5,952 5 5,729 B 3590 3 2,077
Revenue - Related Party 4675 2,391 1,425 1,026
Total Revenue 14,627 8121 5415 3,103
Revenue Share Expense 6,514 4,691 2,269 1,704
Gross Profit 8,113 3430 3,146 1,399
Gross Margin 55.5% 42.2% 58.1% 45 1%
Total Operating Expenses 7808 5,320 2,923 2,029
Income (Loss) from operations 306 [1,891) 223 (&30}
Operating Morgin 2.1% (23.3%) 4.1% [20.35%)
Other income (expensa), net 3l 24 2 7
Interest expanse - - - -
Total other income a1 24 22 7
Met loss before income taxes 336 (1,867} 45 {623)
Income tax benefit - - - -
Met Income |Loss) 336 [1,867) 245 (623}
Interest (income]fexpense, net (31} (24} [22] (7
Incame tax (benafit)/expense - - - -
Depreciation and amortization 163 213 54 71
Stock-based compensation expense 1,722 497 708 205
Adjusted EBITDA" 5 2,191 5 (1,131} & 3B6 5 (354)

Adjusted EBITDA Margin* 15.0% {14.58%) 18.2% {11.4%)




Key Takeaways

* Market Opportunity: 1.7 billion eRx transactions
annually, with point-of-care marketing spend increasing

* Proven proprietary technology delivered over
industry’s largest promotional eRx platform: infinitely
scalable for an expanding market without need for
extensive future investment

* Low fixed corporate overhead model:
highly leverageable/scalable financial opportunity

* World-leading pharma customers and EHR partners with

healthy pipeline currently for 2019 in both areas

* High-growth & profitable: net revenue up 75% to record

55.4M in Q3 2018, $0.02 EPS

Beiter tornections. Reme Gutcor

Optimize!
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Room for Growth

Total Percentage of Ambulatory HCPs
Currently Reached with OptimizeRx EHR
Network?!

50%+

2014 2015 2016 2017
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Optimize

Rx eCoupon Market Opportunity Financial Model

Market Penetration

OptimizeRx eCoupon

OptimizeRx's Market
Penetration Scenario:
5%

~200 Million Rx
eCoupon Market

5% Market Share Potential Scenario

{in millions)
Revenue $50M
Gross margin $37.5M
SG&A $15.0M
Net Income (pre-tax) $12,5M

Each market share point acquired is worth
~510m?*

As revenue grows, our highly-leveraged, low fixed
costs generate profit




