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LEGAL DISCLAIMERS

Risks Regarding Forward-Looking Statements

This presentation contains forward-looking statements within the meaning of the Private Securities Liti%ation Reform Act of 1995. Statements that are not
historical facts, including statements regarding RADCOM's expected revenue and revenue growth in 2026 (which statements speak as of November 11,
2026, and are not updated by this presentation) and continued cash generation, growth outlook, market trends and opﬁortunities, its pipeline, including
continued expansion of its total addressable market, anticipated margin improvement and recurring revenue, the growth of the 5G standalone and
automated assurance markets, the adoption of Al-powered and Agentic Al solutions by telecom operators, the expected benefits of strate?(ic partnerships
and customer deployments, and the Company'’s ability to capitalize on the ongoing 5G and cloud network spending cycle, are forward-looking
statements.

These statements involve known and unknown risks and uncertainties that could cause actual results to differ materially from those expressed or implied,
including but not limited to: delays in 5G Standalone deployment by global o]perators; changes in customer spending priorities; increased competition
from diversified or emerging assurance vendors, macroeconomic conditions, foreign exchange fluctuations, and the ongoing effects of geopolitical
instability, including the contlict in Israel; the Company’s ability to realize the anticipated benefits of acquired technologies; and the risk of customer
concentration given the Company's reliance on Tier 1 operators including AT&T, Rakuten Mobile, and EchoStar/DISH. Market size and forecast data
referenced herein, including estimates from Analysys Mason and the GSM Association (GSMA), reflect third-party projections and are subject to change.
RADCOM makes no representation as to the accuracy of such estimates or their applicability to the Company's specific business outcomes.

All forward-looking statements are made as of the date of this presentation. RADCOM undertakes no obligation to update or revise any forward-looking
statements, whether as a result of new information, future events, or otherwise, except as required by applicable law. Investors are encouraged to review
the Company'’s filings with the U.S. Securities and Exchange Commission for a more complete discussion of risk factors.

Non-GAAP Information

This presentation includes references to certain non-GAAP financial measures, which are provided to enhance the overall understanding of the Company’s
financial performance. By excluding non-cash stock-based compensation that has been expensed in accordance with ASC Topic 718, financial income
(expenses) related to acquisitions, and amortization of intangible assets related to acquisitions, the Company’s non-GAAP results provide information to
both management and investors that is useful in assessing RADCOM'’s core operating performance and in evaluatin%and comparing the Company’s
results of operations on a consistent basis from period to period. These non-GAAP financial measures are also used by management to evaluate financial
results and to plan and forecast future periods. The presentation of this additional information is not meant to be considered a substitute for the
corresponding financial measures prepared in accordance with generally accepted accounting principles. Investors are encouraged to review the
reconciliations of GAAP to non-GAAP financial measures which are included in the "Appendix” section.
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KEY INVESTOR HIGHLIGHTS

PRODUCT AND MARKET POSITION

= Al-powered, best of breed assurance platform with a defensible technical moat
= Positioned to benefit from the 5G and Al carrier spending cycle
@ = Delivers 50% to 75% total cost of ownership (TCO) reduction versus competing

assurance solutions
= Strategic partnerships expanding total addressable market

CUSTOMERS AND RECURRING REVENUE

w ﬁ* = Deep Tier 1 customer relationships with an expanding global footprint
8% = Proven cloud-native expertise with AT&T, Rakuten Mobile, and Dish
= Approximately 70% recurring revenue from long-term contracts

FINANCIAL STRENGTH AND CORPORATE LEADERSHIP

f-lnvnl'l = Record operating margins in FY2025

]]"w = Strong balance sheet with over $100 million in cash and no debt
= Proven leadership team with a strong Tier 1 growth track record
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INVESTMENT SNAPSHOT

CUSTOMERS FINANCIALS *

CURRENT MARKET OPPORTUNITY GROWTH OUTLOOK

ovember 11, 2026

st by Analysys Mason. -
§219M which is Professional Services RADCCJM 4




MULTI-YEAR GROWTH & PROFITABILITY

REVENUE NON-GAAP NET INCOME & DILUTED EP
(2023-2026E) (2023-2025)

$80M USD in millions USD in millions o
$20M EPS $1.20
Y tes . po” $1.00

$60M* | $15M Diluted -
=P $0.80
$40M $10M $0.60
$0.40
$20M $5M
$0.20
$0 $0.00
2023 2024 2025 2026 2023 2024 2025

of RADCOM's 2026 guidance of $57M to $63M

6 revenue guidance reaffirmed on November 11, 2026 RADCC}M 5



AUTOMATED ASSURANCE: A $9.9B MARKET BY 2030

AUTOMATED ASSURANCE (AA)
FORECAST FOR 2026**

In millions of USD

Workforce
Automation,
$1,282M

Data acquisition,
validation, and

analysis (DAVA) is
RADCOM'’s traditional
market segment

Service
Management,
$5,664M

B DAVA B Service Management ™ Workforce Automation

** Source: Automated assurance worldwide forecast by Analysys Mason
This indudes product and professional service revenue

DAVA MARKET FORECAST
(2026-2030)**

In millions of USD

2026 2027 2028 2029 2030

AA MARKET FORECAST (2026-2030)**

In millions of USD

$8,568M
$8,268M
$7,797M

2026 pAVY 2028 2029 2030
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TELECOM TRENDS FUELING DEMAND FOR ASSURANCE

647 Operators Worldwide Investing in 5G*
. Shift to 5G Standalone/

Cloud as the network Phase 1 80 Phase 2
foundation Launched 5G NSA,

(29%)
Increased focus on cost 263
Planning, testing,
efficiencies 2) M e

deploying 5G,
(41%) 100

Investing in 5G SA,
Customer experience as (15%)
a key differentiator 95

Launched 5G SA,

Adoption of Al-powered e
automation

Phase 4

Phase 3

*Source: GSM Association (GSMA), November 2025 report RADC(}M vé



ADDRESSING OPERATORS" MOST CRITICAL CHALLE
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END-TO-END, REAL-TIME NETWORK INTELLIGENCE

| CUSTOMER EXPERIENCE (QoE) | SERVICE QUALITY (SLA)
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SUSTAINED Al INVESTMENT DRIVING
DIFFERENTIATION AND GROWTH

= Longstanding, strategic investment in Al, including Gen Al and Agentic Al
= Strengthened Al leadership through the acquisition of Continual and its Al-driven insights
= Core differentiator and foundational enabler of autonomous networks

= Powers proactive issue prevention, smarter customer support, and higher operational efficiency

Massive, high-quality data volumes

Highly complex, dynamic systems

Clear cause and effect relationships
Need for real-time decisions

Automation imperative
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MEASURABLE OPERATIONAL AND CUSTOMER IMPACT
@ @»% eVt

25% 60% 25%

Reduction in manual work Issues detected early Improvement in network
promoter score

35% 30% 30%

Faster network issue Energy savings Reduction in customer
resolution complaints

Data is based on customer testimonies and can vary depending on the network RADCCGM 11



COMPETITIVE DIFFERENTIATION

Pure play assurance leader: Assurance is our sole focus, unlike diversified competitors

Proven cloud-based software: Patented and highly efficient solution, delivering lower

total cost of ownership

Deep real-world experience at scale: Earned through deployments with AT&T, Rakuten
Mobile, and Dish Wireless

Longstanding investment in Al-driven innovation: Strengthening automation, efficiency,

and intelligent insight

Strong positioning for new 5G greenfield wins: Operators building modern standalone

networks from the ground up

SELECT CUSTOMERS:
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SELECT PARTNERS:

servicenow. INfosys @ RedHat X oo QWS / Microsoft

PARTNER ECOSYSTEM EXTENDING MARKET REACH
AND VALUE

66

"RADCOM's integration with
ServiceNow will help customers
create best-in-class subscriber
experiences while reducing
network engineering time and
effort”

Erica Volini

Executive Vice President Worladwide Industries, Partners, and Go-to-Market at ServiceNow

66

‘And it all comes back to the data”

%9

Stephanie Valarezo
Program Director, IBM Data & Al

Rakuten
Symphony
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PROVEN AND ENDORSED BY TIER 1 OPERATORS

Decade-long R&D leadership in cloud-

native, 5G, and Al-driven assurance

= Pure-play service assurance with deep

domain focus

= Proven at scale across Tier 1 cloud and 5G

networks

= Trusted partner to industry first movers in

cloud-native 5G

= Differentiated Al and Agentic Al assurance

platform

dGLOBAL

“Partnering with RADCOM strengthens
our commitment to providing top-quality
services and superior customer
experiences through next-generation,
Al-driven assurance.”

Hakan Kog¢
Founder and CEO

d:ish

“We selected RADCOM because its
advanced cloud technology will ensure
our customers have a great user
experience.”

Jeff McSchooler,
EVP, Wireless Network Operations

NORLYS

"We want to fulfill our commitment to
deliver top-quality services on the best
network while leveraging the
opportunities offered by 5G and beyond
and, therefore, have partnered with
RADCOM.”

Daniel Askeroth
CTO, Networks and Infrastructure

Rakuten
Mobile

“RADCOM'’s innovative 5G analytics,
automatically ensures our customers
receive top-quality services.”

Sharad Sriwastawa,
CTO

AT&T

((

“We selected RADCOM because of its
strengths in virtualization, scalability,
performance, and efficiency.”

Susan A. Johnson,
Senior Vice President

»CETIN

“"RADCOM gives us a subscriber-aware
view across core, voice, and RAN, with
real-time assurance for 5G SA”

Peter Poliak,

Chief Technology Officer
¥ RADCCM 14



HIGH-VISIBILITY, RECURRING REVENUE MODEL

MULTI-YEAR
CONTRACTS

= Multi-year contracts with
high recurring revenue
= Long term revenue visibility

and customer retention RA D CO IVI

The power of intelligence

:@Ilﬂ
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LONG-TERM REVENUE GROWTH & FINANCIAL STRENGTH

Annual Revenue (2021-2025)

USD in millions

Cash & Short-Term Deposits
USD in millions $109.9M

$94.7M
§777m  $822M
4-Year CAGR: $71.5%
15.4% 610 _ -
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Strong = $111.4Min cash & deposits

Zero debt Q3 2023 Q3 2024 Q3 2025 Q3 2026
Balance Sheet No capitalized development Shares Outstanding = ~16.7M basic shares
(as of 9/30/26) costs (as of 9/30/26) = ~17.1M fully diluted shares
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WHY INVEST IN RADCOM

PRODUCT AND MARKET POSITION

= Al-powered, best of breed assurance platform with a defensible technical moat
= Positioned to benefit from the 5G and Al carrier spending cycle
{é} = Delivers 50% to 75% total cost of ownership (TCO) reduction versus competing

assurance solutions
= Strategic partnerships expanding total addressable market

CUSTOMERS AND RECURRING REVENUE

w ﬁﬁ' = Deep Tier 1 customer relationships with an expanding global footprint
888 = Proven cloud-native expertise with AT&T, Rakuten Mobile, and Dish
= Approximately 70% recurring revenue from long-term contracts

FINANCIAL STRENGTH AND CORPORATE LEADERSHIP

n““n" = Record operating margins in FY2025
= Strong balance sheet with over $100 million in cash and no debt
= Proven leadership team with a strong Tier 1 growth track record

SELECT CUSTOMERS:
Rakuten . Rakuten
¥ »CETIN aclosAL symphony NORLYS dish 5

AT&T
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THANK YOU
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