
 

 
UNITED STATES

SECURITIES AND EXCHANGE COMMISSION
Washington, D.C. 20549

 
FORM 8-K

 
CURRENT REPORT

 
Pursuant to Section 13 or 15(d) of the Securities
Exchange Act of 1934

 
Date of Report (Date of earliest event reported):
March 27, 2026 (March 25, 2026)

 
LogicMark, Inc.

(Exact name of registrant as specified in its charter)
 

Nevada   001-36616   46-0678374
(State or other jurisdiction


of incorporation)
  (Commission File Number)   (IRS Employer


Identification No.)
 

2801 Diode Lane

Louisville, KY   40299

(Address of principal executive offices)   (Zip Code)
 

Registrant’s telephone number, including
area code: (502) 442-7911
 
Check the appropriate box below if the Form 8-K
filing is intended to simultaneously satisfy the filing obligation of the registrant under any of the
following provisions (see General
Instruction A.2. below):
 
☐ Written communications pursuant to Rule 425 under the Securities Act (17 CFR 230.425)
 
☐ Soliciting material pursuant to Rule 14a-12 under the Exchange Act (17 CFR 240.14a-12)
 
☐ Pre-commencement communications pursuant to Rule 14d-2(b) under the Exchange Act (17 CFR 240.14d-2(b))
 
☐ Pre-commencement communications pursuant to Rule 13e-4(c) under the Exchange Act (17 CFR 240.13e-4(c))
 
Securities registered pursuant to Section 12(b)
of the Act:
 

Title of each class   Trading Symbol(s)   Name of each exchange on which registered
-   -   -

 
Indicate by check mark whether the registrant
is an emerging growth company as defined in Rule 405 of the Securities Act of 1933 (§230.405 of this
chapter) or Rule 12b-2 of the
Securities Exchange Act of 1934 (§240.12b-2 of this chapter).
 
Emerging growth company ☐
 
If an emerging growth company, indicate by check
mark if the registrant has elected not to use the extended transition period for complying with any new
or revised financial accounting
standards provided pursuant to Section 13(a) of the Exchange Act. ☐
 
 

 



 

 
Item 2.02 Results of Operations and Financial
Condition.
 
On March 25, 2026, LogicMark, Inc., a Nevada corporation
(the “Company”), issued a press release announcing its financial and operational results for the
fourth quarter and fiscal
year ended December 31, 2025, recent business highlights and corporate developments, and an investor webcast that occurred on
March 25,
2026 to discuss such results and update shareholders on general corporate developments. The press release and the transcript of the investor
webcast are attached as Exhibits 99.1 and 99.2, respectively, to this Current Report on Form 8-K (this “Form 8-K”) and are
incorporated herein by
reference.
 
The information contained in this Form 8-K provided
under Items 2.02 and 7.01 and Exhibits 99.1 and 99.2 attached hereto are furnished to, but shall not
be deemed filed with, the U.S. Securities
and Exchange Commission or incorporated by reference into the Company’s filings under the Securities Act of
1933, as amended, or
the Securities Exchange Act of 1934, as amended.
 
Item 7.01 Regulation FD Disclosure.
 
Reference is made to the disclosure in Item 2.02
of this Form 8-K, which disclosure is incorporated herein by reference.
 
Forward-Looking Statements
 
Exhibits 99.1 and 99.2 attached hereto contain,
and may implicate, forward-looking statements regarding the Company, and include cautionary statements
identifying important factors that
could cause actual results to differ materially from those anticipated.
 
Item 9.01 Financial Statements and Exhibits.
 
(d) Exhibits
 
Exhibit No.   Description
99.1   Press release, dated March 25, 2026.
99.2   Transcript of the Company’s investor webcast held on March 25, 2026.
104   Cover Page Interactive Data File (embedded within the Inline XBRL document)
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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.

 
Date: March 27, 2026 LogicMark, Inc.
     
  By: /s/ Mark Archer
  Name:  Mark Archer
  Title: Chief Financial Officer

 

2

 



Exhibit 99.1
 

 
LogicMark, Inc. Announces Strong Fourth Quarter
and Full Year 2025 Results

 
Quarterly Revenue Surges 36% as Gross Margin
Expands to 69.8%

 
Louisville, KY, March 25, 2026-- LogicMark, Inc. (OTC: LGMK) (the “Company”),
a provider of personal safety and emergency response systems
(PERS), health communications devices, and technology for the growing care
and safety economy, today announced financial and operational results for
the fourth quarter and year ended December 31, 2025.
 
Fourth Quarter and Full Year 2025 Financial
Highlights  

 
● Revenue: Fourth-quarter revenue increased 36% to $3.1 million. Full-year revenue increased 15% to $11.4 million. Revenue has increased
year-

over-year in six of the last seven quarters.
 
● Gross margin: Fourth quarter gross margin increased to 69.8%. Full-year gross margin remained strong at 66.8%.
 
● Operating expenses: Fourth quarter operating expenses increased modestly by $0.1 million, or 3%, compared with the prior-year period.
Full-year

operating expenses increased by $1.2 million, or approximately 9%.
 
● Cash and investments: $9.5 million at December 31, 2025, with no long-term debt.
 

Operational Highlights for 2025
 

● Continued expanding position in the growing personal emergency response and connected-care market, supported by favorable trends in
aging in
place, at-home care, and data-driven health monitoring.

 
● Advanced a differentiated portfolio of features and new service offerings, including no-fee monthly options, mobile-monitored, as
well as mobile-

first emergency button products.
 

● Furthered the Company’s strategy of moving from reactive alerting toward proactive, predictive care through AI, machine learning,
IoT, and
CPaaS-enabled capabilities.

 
● Expanded across healthcare, government, consumer, reseller, and B2B channels,
supported by longstanding Veterans Health Administration

(VHA) relationships and a renewed five-year GSA contract.
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Chia-Lin Simmons, Chief Executive Officer of LogicMark, stated,
“2025 was a year of progress as we turned product innovation into measurable
financial gains. These results show continued momentum
across our main product lineup, strong gross margins, and a healthy balance sheet that supports
our growth aspirations.
 
In 2026, we will continue to focus on expanding distribution across
healthcare, government, B2B, and consumer channels. We recently renewed our GSA
contract, enhancing our access to federal procurement
opportunities and supporting our longstanding partnership with the VHA. Together, we broaden our
reach among veterans and other individuals
served through government-supported care programs.
 
LogicMark is enhancing its platform to enable more proactive, data-driven
care through two new solutions in the product pipeline. The first is a wearable
watch expected to launch in the third quarter. Second,
we are beta testing a connected-home hub that integrates predictive cloud services, caregiving apps,
and AI-powered fall detection without
requiring a wearable device. The system can connect with other AI and environmental sensors to help support aging
at home with safety
and grace.
 
These innovative solutions complement our growing product portfolio,
such as the Freedom Alert Max, launched last year. This new device incorporates
enhanced health-tracking features, including medication
reminders, activity monitoring, and caregiver-focused tools designed to improve engagement,
safety, and independence.
 
Our investments continue to deepen customer engagement and broaden
our revenue mix. With an expanded sales and business development team and
multiple monetization pathways, including licensing of our vast
IP portfolio, we believe LogicMark is well-positioned to drive revenue growth, improve
profitability, and deliver meaningful impact within
the growing Care Economy,” concluded Ms. Simmons.
 
Fourth Quarter 2025 Results  
 
Revenue for the fourth quarter ended December 31, 2025, was $3.1
million, up 36% compared with $2.2 million of revenue for the same period last year.
The primary reason for the increase in revenue was
continued strong sales of the Freedom Alert Mini units launched in 2024 and the recently upgraded
Guardian Alert 911 Plus.
 
Gross profit in the fourth quarter improved 43% to $2.1 million, up
from $1.5 million in the same quarter last year. Gross margin strengthened to 69.8%
from 66.3% in the prior-year period, reflecting a
favorable product mix.
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Total operating expenses were $3.8 million in the fourth quarter of
2025, up from $3.7 million in the fourth quarter of 2024. This increase primarily reflects
higher selling and marketing expenses to support
sales growth, partially offset by lower general and administrative costs.
 
Net loss for the fourth quarter was $1.6 million, improving from the
$3.7 million net loss in the prior-year period. On a fully diluted per share basis, loss
per share was $1.96 compared with $1,349.73 for
the same period in the prior year. The per-share figures reflect the impact of the reverse stock split
completed in October 2025, which
required a retroactive adjustment to prior-period share counts.
 
At the end of the fourth quarter of 2025, the Company reported cash
and investments of $9.5 million and no long-term debt.
 
Full Year 2025 Results  
 
Revenue for the year ended December 31, 2025, was $11.4 million, up
15% from $9.9 million for the same period last year. Higher sales to the VHA
primarily drove the revenue increase.
 
Yearly gross profit improved 15% to $7.6 million, up from $6.6 million
in the prior-year period. Gross margin remained strong at 66.8% year-over-year.
The improvement in gross profit was driven by higher sales
volume.
 
Total operating expenses for the full-year 2025 were $15.5 million,
up from $14.3 million in the prior-year period. Higher selling and marketing expenses,
including increased compensation costs for the
sales team and recruitment costs for new sales leaders, caused the rise in operating expenses. During the
year, the Company also experienced
higher legal fees, and increased consulting expenses related to the relocation of certain contract manufacturing from
China to Taiwan,
which were partly offset by lower advertising expenses.
 
Net loss for the year was $7.5 million, improving from $9.0 million
in the prior-year period. Net loss attributable to common and participating preferred
stockholders was $7.8 million, or $13.06 per basic
and diluted share, compared with $9.3 million, or $10,971.40 per basic and diluted share, in the prior-
year period.
 
The per-share figures reflect the impact of the reverse stock split
completed in October 2025, which required a retroactive adjustment to prior-period share
counts.
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Investor Call and SEC Filings    
 
Ms. Chia-Lin Simmons, CEO, and Mr. Mark Archer, CFO, will also host
a live call today at 4:30 PM (EDT) / 1:30 PM (PDT) to review the results.
 
To listen to the live webcast, please visit the LogicMark Investor
Relations website or use the link: https://edge.media-server.com/mmc/p/74h4k6wc.
 
Analysts wishing to participate in the live call should register here:
https://register-conf.media-server.com/register/BI1e9e6a77e11042d99f0e8da30dafa192.
 
The associated press release, SEC filings, and webcast replay will
also be accessible on the investor relations website at https://investors.logicmark.com/
 
About LogicMark, Inc.
 
LogicMark, Inc. (OTC: LGMK) delivers advanced personal safety and medical
alert solutions for people of all ages, empowering them to live with dignity
and independence. With over 45 patents issued or pending,
our proprietary Connected Care Platform integrates IoT devices, AI-powered sensors, and
machine learning to enable real-time remote patient
monitoring, fall detection, and instant caregiver alerts. LogicMark delivers secure, reliable connected-
care solutions through the U.S.
Department of Veterans Affairs, resellers, business-to-business, consumer channels, and through a U.S. General Services
Administration
(GSA) Multiple Award Schedule contract, enabling procurement by federal, state, and local governments. Learn more at
www.logicmark.com.
 
Cautionary Statement Regarding Forward-Looking Statements
 
This press release contains forward-looking statements within the meaning
of the Private Securities Litigation Reform Act of 1995. Forward-looking
statements reflect management’s current expectations, as
of the date of this press release, and involve certain risks and uncertainties. Forward-looking
statements include statements herein with
respect to, among other things, the Company’s financial results for the fourth quarter and full year 2025 and
related call and webcast,
and the successful execution of the Company’s business strategy. The Company’s actual results could differ materially from
those
anticipated in these forward-looking statements as a result of various factors. Such risks and uncertainties include, among other
things, our ability to
establish and maintain the proprietary nature of our technology through the patent process, as well as our ability
to possibly license from others patents and
patent applications necessary to develop products; the need and availability of financing;
the Company’s ability to implement its long-range business plan
for various applications of its technology; the Company’s
ability to enter into agreements with any necessary marketing and/or distribution partners; the
impact of competition, the obtaining and
maintenance of any necessary regulatory clearances applicable to applications of the Company’s technology; and
management of growth
and other risks and uncertainties that may be detailed from time to time in the Company’s reports filed with the SEC. There
can be
no assurance that a broker will continue to make a market in the Company’s common stock or that trading of the common stock
will continue on an over-
the-counter market or elsewhere. Should one or more of these risks or uncertainties materialize, or should assumptions
underlying forward-looking
statements prove incorrect, actual results may differ materially from those described in this press release
as intended, planned, anticipated, believed,
estimated, or expected. Any forward-looking statement made by us in this press release is
based on information currently available to us and speaks only as
of the date on which it is made. Except to the extent required by law,
we undertake no obligation to update or revise any forward-looking statements,
whether as a result of new information, future events,
a change in events, conditions, circumstances, or assumptions underlying such statements, or
otherwise.
 
Investor Relations Contact 
investors@logicmark.com
 

###
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LogicMark, Inc

BALANCE SHEETS
AS OF DECEMBER 31, 2025 AND 2024

 

   
As of 

December 31,    
As of 

December 31,  
    2025     2024  

Assets            
Current Assets            
Cash and cash equivalents   $ 3,567,487    $ 3,806,915 
Investments     5,943,218      - 
Accounts receivable, net     5,812      4,355 
Inventory     1,400,305      1,048,963 
Prepaid expenses and other current assets     681,265      476,672 
Total Current Assets     11,598,087      5,336,905 
               
Property and equipment, net     113,929      112,605 
Right-of-use assets, net     324,058      48,641 
Product development costs, net of amortization of $833,452 and $397,340, respectively     1,257,447      1,384,172 
Software development costs, net of amortization of $1,183,765 and $428,803, respectively     2,454,909      2,019,090 
Goodwill     3,143,662      3,143,662 
Other intangible assets, net of amortization of $7,190,101 and $6,428,305, respectively     1,414,466      2,176,262 
               
Total Assets   $ 20,306,558    $ 14,221,337 
               

Liabilities, Series C Redeemable Preferred Stock and Stockholders’ Equity              
               
Current Liabilities              
Accounts payable   $ 563,990    $ 750,336 
Accrued expenses     1,128,424      1,053,301 
Deferred revenue     239,916      225,195 
Total Current Liabilities     1,932,330      2,028,832 
Other long-term liabilities     282,899      - 
Total Liabilities     2,215,229      2,028,832 
               
Commitments and Contingencies (Note 9)              
               
Series C Redeemable Preferred Stock              
Series C redeemable preferred stock, par value $0.0001 per share: 2,000 shares designated; 1 share issued and

outstanding as of December 31, 2025 and December 31, 2024, respectively, aggregate liquidation preference of
$2,000,000 as of December 31, 2025 and December 31, 2024     1,807,300      1,807,300 

               
Stockholders’ Equity              
Preferred stock, par value $0.0001 per share: 80,000,000 shares authorized              
Series F preferred stock, par value $0.0001 per share: 1,333,333 shares designated; 106,333 shares issued and

outstanding as of December 31, 2025 and December 31, 2024, aggregate liquidation preference of $319,000 as of
December 31, 2025 and December 31, 2024     319,000      319,000 

Series H preferred stock, par value $0.0001 per share: 1,000 shares designated; 0 shares issued and outstanding as of
December 31, 2025 and 310 shares issued and outstanding as of December 31, 2024. Aggregate liquidation
preference of $0 and $472,245 as of December 31, 2025 and December 31, 2024, respectively     -      472,245 

Series I preferred stock, par value $0.0001 per share: 1,000 shares designated; 0 shares issued and outstanding as of
December 31, 2025 and 310 shares issued and outstanding as of December 31, 2024     -      - 

Common stock, par value $0.0001 per share: 800,000,000 shares authorized; 906,059 and 3,198 issued and
outstanding as of December 31, 2025 and December 31, 2024, respectively     91      - 

Additional paid-in capital     132,597,001      118,758,596 
Accumulated deficit     (116,632,063)     (109,164,636)
               
Total Stockholders’ Equity     16,284,029      10,385,205 
               
Total Liabilities, Series C Redeemable Preferred Stock and Stockholders’ Equity   $ 20,306,558    $ 14,221,337 
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LogicMark, Inc

STATEMENT OF OPERATIONS
FOR THE YEARS ENDED DECEMBER 31, 2025 AND 2024

 

   

For the
Three Months Ended 

December 31,    

For the 
Years Ended 
December 31,  

    2025     2024     2025     2024  
Revenues   $ 3,065,348    $ 2,249,174    $ 11,425,463    $ 9,901,987 
Costs of goods sold     926,340      756,977      3,794,862      3,285,994 
Gross Profit     2,139,008      1,492,197      7,630,601      6,615,993 
                             
Operating Expenses                            
Direct operating cost     356,351      328,044      1,420,813      1,338,758 
Advertising cost     111,082      155,555      403,494      557,783 
Selling and marketing     948,014      485,361      3,020,660      2,277,698 
Research and development     162,324      154,512      617,369      558,621 
General and administrative     1,593,739      2,016,614      7,857,086      7,626,124 
Other expense     94,627      62,542      169,992      317,313 
Depreciation and amortization     542,053      484,082      2,040,479      1,610,427 
                             
Total Operating Expenses     3,808,189      3,686,710      15,529,893      14,286,724 
                             
Operating Loss     (1,669,181)     (2,194,513)     (7,899,292)     (7,670,731)
                             
Other Income                            
Interest income     79,867      26,378      397,658      160,664 
Other income (expense), net     5,903      (1,523,460)     49,060      (1,483,732)
Total Other Income (Expense), Net     85,771      (1,497,082)     446,718      (1,323,068)
                             
Loss before Income Taxes     (1,583,411)     (3,691,594)     (7,452,574)     (8,993,799)
Income tax expense     14,853      9,946      14,853      9,946 
Net Loss   $ (1,598,264)   $ (3,701,540)   $ (7,467,427)   $ (9,003,745)
Preferred stock dividends     (75,000)     (75,000)     (300,000)     (300,000)
Net Loss Attributable to Common and Participating Preferred Stockholders  $ (1,673,264)   $ (3,776,540)   $ (7,767,427)   $ (9,303,745)
                             
Net Loss Attributable to Common and Participating Preferred Stockholders Per

Share - Basic and Diluted   $ (1.96)   $ (1,349.73)   $ (13.06)   $ (10,971.40)
                             
Weighted Average Number of Common Shares Outstanding - Basic and Diluted     854,087      2,798      594,946      848 
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Exhibit 99.2
 

LogicMark, Inc. Call (Fourth Quarter and Full Year 2025)
March 25, 2026

 
Corporate Speakers
 

● Chia-Lin Simmons: Chief Executive Officer, LogicMark
 

● Mark Archer: Chief Financial Officer, LogicMark
 
Participant
 

● Marla Marin: Analyst, Zacks Small Cap Research
 

PRESENTATION
 
Operator: Good afternoon. And welcome to LogicMark’s
Fourth Quarter and Full Year 2025 Conference Call. The speakers today are Chia-Lin Simmons,
Chief Executive Officer, and Mark Archer,
Chief Financial Officer. During this call, management will make forward- looking statements, including
statements regarding LogicMark’s
future performance, operational results, and anticipated product launches.
 
Forward-looking statements involve risks and uncertainties
that could cause actual results to differ materially from those expressed or implied. For more
information about these risks, please refer
to the risk factors described in LogicMark’s most recent filed annual report on Form 10-K, subsequent periodic
reports filed with the
SEC, and the press release issued in connection with this call.
 
The information discussed on this call
 is accurate only as of today, March 25, 2026. Except as required by law, LogicMark undertakes no obligation to
update or revise any forward-looking
statements. It is now my pleasure to turn the call over to Chia-Lin Simmons. Please go ahead.
 
Chia-Lin Simmons: Good afternoon, everyone. Thank
you for joining us to review our financial and operational results and discuss the outlook for our
company and industry.
 
2025 was a year of progress for LogicMark as we translated
product innovation into measurable financial gains. We delivered continued momentum across
our core product lineup, maintained strong
gross margins, and ended the year with a healthy balance sheet that supports our growth aspirations. These
results reflect disciplined
execution and a clear alignment between our technological investments and commercial outcomes.
 
In the fourth quarter, revenue increased 36%, gross profit
increased 43%, and gross margin improved by 340 basis points compared with the prior-year
period. Most importantly, quarterly revenue
has increased year-over-year in six of the last seven quarters.
 
For the full year, revenue increased 15% to $11.4 million,
gross profit improved to $7.6 million, and gross margin remained strong at 66.8%. We also ended
the year with $9.5 million in cash and
investments and no long-term debt.
 
Our performance in 2025 shows continued momentum
across our core product lineup. Fourth quarter growth was driven by strong demand for Freedom
Alert Mini and the upgraded Guardian
Alert 911 Plus. For the full year, revenue growth was driven primarily by higher sales of the Freedom Alert Mini.
We believe this
progress shows that product innovation is turning into commercial success.
 

 



 
Before turning to our go-to-market strategy, I want to briefly
explain what is different about LogicMark today.
 
Over the past several years, we have been working to evolve
LogicMark from a traditional hardware provider into a larger, broader connected care
platform. That evolution includes a more diversified
product portfolio, stronger software and data capabilities, and a deeper intellectual property
foundation. We’re encouraged not only by
the growth itself but also by the consistency of demand across channels.
 
We’re seeing Freedom Alert Mini increasingly adopted as
a first-time solution for families navigating aging-in-place decisions. At the same time, Guardian
Alert 911 Plus continues to resonate
with customers seeking simplicity and reliability. That pattern reinforces our view that our portfolio is aligned with the
market evolution.
 
A less obvious but essential component of the LogicMark
story is our intellectual property portfolio. Since June 2021, we have implemented a deliberate
strategy to protect the technology we
are building. And today, our portfolio includes more than 45 issued or pending patents. These expanded innovation
foundations are being
built over a relatively short period and in a highly strategic manner, reflecting the strength of our R&D team.
 
A significant milestone in 2025 was a patent grant covering
the core architecture of our Care Analytics Management Processor, or CAMP. This intelligence
layer powers our Caring Platform as a Service,
or CPaaS. We’ve also filed under patent cooperation treaty which preserves our ability to seek patent
protection in more than 150 countries
as we evaluate broader market opportunities.
 
Building on that foundation, our LogicMark digital twin
technology creates AI-powered behavioral mirrors that can help predict falls and other risks before
incidents occur. These capabilities
underpin our activity metrics features, an important element of our differentiation in proactive senior care, which is also
helping us
further expand our subscription service revenue.
 
Just as important is what this portfolio represents strategically.
We are no longer simply a hardware company with the software wrapped around it. We are
building a defensible software-defined platform
grounded in proprietary AI-powered monitoring, token-based data privacy, and connected IoT ecosystems.
We believe these investments will
further position LogicMark to compete on the strength of its products and technologies. This platform strategy is now
reflected directly
in the products we are bringing to market.
 
In 2026, we continue to prioritize sales growth in the
B2B channels across government and health care sectors. There are also opportunities to expand into
the consumer channel. From a
sales perspective, LogicMark is transitioning from reinventing a new technology roadmap and sustainable business models
to building
the commercial infrastructure required to monetize these capabilities. The additions to our business development team strengthened
our
leadership at an important point in our evolution. They bring deep healthcare and government sales experience, as well as
connectivity market expertise, to
enhance our ability to scale distribution, expand partnerships, and support our transition to a
broader connected care platform.
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From a product perspective and standpoint, in government
care, our renewed five-year GSA contract enhances access to federal procurement opportunities,
and together with our long- standing work
with the VHA, broadens our ability to service and capture additional revenue. We are also taking steps into
senior living facilities by
leveraging our newly expanded teams’ decades of experience in additional areas such as behavioral health and rehabilitative
therapy.
 
Products such as our Freedom Alert Max now integrate medicine
reminders and proactive activity metrics, supporting our broader strategy to move from
reactive alerting to more proactive data-driven
care. These features eliminate the need for separate smartphone applications. Caretakers can schedule
detailed dosage information through
LogicMark’s Freedom Alert caretaker app. Should a user fail to confirm that they have taken their medication, the
system locks this data
for analysis to identify potential flaws or emergency risk.
 
Together, these proprietary features strongly incentivize
the adoption of bundled monitoring and solution services, helping to develop a highly scalable,
recurring revenue base. We are also excited
to share that LogicMark continues to drive innovation and development. New solutions in 2026 product
pipeline include a wearable watch
expected to launch in the third quarter. The watch includes features, we believe, should be standard for aging loved ones,
including fall
detection and geofencing, as well as LogicMark’s flagship capabilities such as activity tracking and medication reminders. For the wrist
watch solution, we plan on introducing a new feature, advanced biometric data.
 
Second, we are in a beta testing phase of our connected
home hub with living -- senior living and independent living partners. The system integrates our
CPaaS platform, predictive cloud services,
caregiving apps and a proprietary AI-powered fall detection technology that operates without wearing device --
wearable devices at home.
This is especially helpful in bathrooms where slips in the shower can be fatal. The hub connects with other systems and
environmental
sensors to enhance safety, enabling us to partner with connected home and health tech providers to offer a more comprehensive aging-at-
home
experience.
 
These team and product investments are intended to deepen
customer engagement and broaden our mix of monitored and connected care revenue
opportunities over time. We are expanding our monetization
beyond one-time device sales to include multiple subscription levels, connected care services,
and select licensing opportunities.
 
Turning to the broader market outlook, we continue to see
a favorable demand environment, supported by aging in place, growing preference for at-home
care, increasing technology adoption among
older adults, and wider use of connected monitoring and data-driven insights. A recent Berg Insight industry
report estimated that approximately
6.5 million people in North America were using telecare or medical alert solutions at the end of 2025.
The report also estimates that the market value of medical
alert solutions in North America will grow from approximately $3.7 billion in 2025 to $5.6
billion in 2030.
 
We believe LogicMark is well-positioned to capture additional
shares of this growing market through a portfolio that spans no monthly fee devices,
monitored mobile solutions and connected care and
connected home offerings designed to meet evolving customer needs.
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Across health care, housing, and consumer technology, the
shift towards home-based care continues to accelerate. Families increasingly want solutions that
help their elder adults remain independent
while staying connected to caregivers, driven by demographic trends and a growing demand of the sandwich
generation. Families are adopting
homes for aging relatives through safety upgrades and living arrangements such as in-law suites or backyard cottages,
alongside growing
use of connected health tools outside traditional clinical settings.
 
At the same time, rising technological adoption is increasing
expectations, particularly around the ease of use for older adults and their caregivers. As AI-
enabled health platforms, wearables, and
smart devices become more common, families are looking for solutions that fit naturally into daily life without
adding complexity or cognitive
burden. This further distinguishes general consumer safety products from trusted, purpose-driven systems like ours, which
are designed
for real-world caregiving needs.
 
In this environment, solutions that emphasize reliability,
simplicity and caregiver peace of mind are becoming increasingly important. We believe that
allows LogicMark to play a meaningful role
in the evolving home care ecosystem.
 
As you will hear from Mark, we have continued to invest
thoughtfully in sales, product development and supply chain resilience, balancing near-term
revenue opportunities with actions that strengthened
the platform for long-term growth.
 
With expanded sales and business development team and multiple
monetization pathways including potential IP licensing, we believe LogicMark is
equipped to drive revenue growth, improve profitability
and play a meaningful role in the growing care economy.
 
Mark?
 
Mark Archer: Thanks, Chia-Lin. I’ll start with our
fourth quarter results, then cover full- year performance.
 
Starting with the fourth quarter, revenue was $3.1 million,
up 36% from $2.2 million in the prior-year period. Gross profit increased 43% to $2.1 million,
and gross margin improved to 69.8% from
66.3%. The improvement reflected higher volume, higher margins on our upgraded Guardian Alert 911 Plus,
and a favorable product mix.
 
Total operating expenses were $3.8 million compared to $3.7
million in the fourth quarter of 2024. The increase primarily reflected higher selling and
marketing expenses to support growth, partially
offset by lower general and administrative costs. Net loss for the quarter improved to $1.6 million from
$3.7 million a year ago. Diluted
loss per share was $1.96 compared with over $1,000 a share in the prior-year period, and the per share figures reflect the
October 2025
reverse stock split and related retroactive adjustments in share counts.
 
Now switching to the full year, revenue increased 15% to
$11.4 million from $9.9 million in the prior year. Gross profit improved 15% to $7.6 million, and
gross margin remained essentially flat
at 66.8%. The increase in annual revenue was primarily related to sales of Freedom Alert Minis.
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Full-year operating expenses were $15.5 million, up from
$14.3 million in 2024. The year- over-year increase was primarily driven by higher selling and
marketing expenses, including increased
compensation costs for the sales team and one-time recruitment costs for new sales leaders.
 
In addition, we incurred increased research and development
consulting costs tied to the relocation of certain contract manufacturing from China to Taiwan,
which will help us minimize our risk of
paying punitive tariffs going forward. We also incurred higher legal fees to protect our IP portfolio. Lower
advertising expense partially
offset these changes.
 
One additional point worth highlighting is expense discipline.
Operating expenses increased by approximately $100,000 or 3% in the fourth quarter and 9%
for the full year. This reflects continued investment
in growth while maintaining control over the broader operating cost base.
 
Net loss for the full year improved to $7.5 million from
$9 million in 2024. Net loss attributable to common and preferred stockholders was $7.8 million or
$13.06 per basic and diluted share
compared with $9.3 million or again, over $1,000 per basic and diluted share in the prior year. As with the quarterly per
share figures,
the yearly comparisons reflect the reverse stock split that we completed in October.
 
Now, quickly turning to the balance sheet and liquidity.
We ended the year with $9.5 million in cash and investments, $9.7 million in net working capital,
and no long-term debt.
 
During 2025, cash used in operating activities was $5.1
million, and we invested approximately $1.4 million in product and software development.
Financing activities provided $12.1 million of
net cash during the year, including $14.4 million of gross proceeds from our February 2025 registered
secondary offering.
 
We remain focused on disciplined execution, efficient investment
in people and technology, and continued progress toward improved operating
performance. We expect ongoing expansion of subscription monitoring
and digital care features integrated into the company’s AI-enabled care and
analytics platform, further strengthening the recurring revenue
base.
 
Finally, with the first quarter of 2026 almost concluded,
we expect revenue to be up in the 10 to 15% range, compared with the first quarter of 2025.
 
And now I’d like to open it up for questions.
 

QUESTIONS AND ANSWERS
 
Operator: (Operator Instructions) First question
that I have coming for today is Marla Marin of Zacks. Your line is open.
 
Marla Marin: Thank you. So you’ve had some very strong
results. This quarter and for the past few quarters, really nice revenue increases. As you
continue to expand the portfolio and to expand
your target market in terms of new demographics, how are you getting the word out that this is not the same
company that it was just a
couple of years ago?
 
Mark Archer: You want to take that Chia-Lin?
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Chia-Lin Simmons: Yes hi. Thank you, Marla, for the
question. Yes. We -- I understand what you’re asking, which is we’ve done quite a lot in terms of
shoring up revenue and -- in the process
of launching some amazing new products. And so we have actually also invested in a lot more PR and more
visibility for the company as
well. I mean we are more of a B2B company with that focus. And so from that respect, we have spent more time for example,
in the past
year, and we’ll continue to do so in 2026, attending the numerous sort of trade shows that are basically applicable to the B2G world as
well as
the B2B world.
 
And so we have had in the ones that we’ve done thus far
in Q1 of 2026, had some tremendous sort of feedback on the products that are in the pipeline, as
well as the products we already have
in our portfolio. So we’re very excited to get some of that direct buyer feedback. And as mentioned, we are also in
part getting some
of this word out, doing early beta testing with senior living and independent living facilities for our new hub-connected home product
as
well.
 
Marla Marin: Okay, thank you. And Chia-Lin, I think
you mentioned the concept of aging in place. I have been reading a bit about it. And it seems to me
that that sort of creates a little
bit of a positive tailwind for what you’re also trying to accomplish. Can you give us a little bit more color on exactly what
you see
there in terms of people increasingly wanting to age in place?
 
Chia-Lin Simmons: Yes. So the stats don’t lie. I
mean they are incredibly, I think, positive for sort of direction where we’re heading in the company.
Today if you look at a survey of
people 50 plus and over, 90% of them went to age at home. And so that puts them more of a larger tailwind behind us in
terms of the kind
of solutions we’re providing, especially as we are launching and looking at beta testing a new product that is a connected home solution.
 
The reality is that, of course, we are very focused on mobile
on the go, and you can see that in terms of our investments into the wrist wearable products,
right? But providing a potential beta and
assuming all sort of goes well with our beta, and as we’re sort of getting feedback from potential clients, such as
senior living and
independent living facilities, that gives us the capability to sort of get a better feel for what else and the other features we need
to build out
for this connected hub product.
 
Many, many, many falls in the home happen when people are
not wearing their wearable device because they’re in a shower. As much as our products are
IP67 and waterproofed for that solution, most
people don’t want to wear a wrist watch or a lanyard product into the shower that just doesn’t happen. But yet
so much falls occur in
the bathroom and shower where privacy should be guaranteed and a solution that does not involve wearing a sort of wearable should
be in
place. And so we’re very bullish on what we’re seeing in terms of the beta trials as it’s going on.
 
And so what that brings into the forefront is very few people
today in the world that we are living in, in the medical alert business is trying to connect not
just a sort of home-based fall detection,
but they’re not like radar, LiDAR, millimeter wave, whatever they’re using to sort of look at tracking like
movement or some type of connected
home solution; but that connection and solution also is tied to a wearable device because you’re not going to -- you
shouldn’t have to
deal with two separate solutions just because you’re aging in home.
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You should be able to a solution when you’re in a shower
that connects to the same solution that you’re going to get up and where your device is charging,
wearable device is charging and you’re
using -- bathroom at night and will still be protected. And as you strap on a wrist watch and go out to the world and
go shopping at Safeway,
and you’re walking there and you fall, all of those things should be connected to one ecosystem and one experience, right? Your
caretaker
shouldn’t have to use two or three different types of ecosystems and apps and services to basically help keep you safe.
 
And that’s where we think that directionally things should
be going. Everybody’s sort of focused on one small slice of the solution. And what we’re really
trying to do is build an ecosystem where
everybody could participate so that people aging in place, of which there are a ton of, are able to do so in a
smooth, easy, simplified
way, versus trying to sort of have together two or three different systems, which I think is much more difficult to do.
 
Marla Marin: That makes sense. And does that mean
that in terms of your goal to, over the long term, potentially license out some of the technology that
you’re developing and that you’re
also protecting via patents. Does that mean in terms of the -- providing a holistic solution, a whole solution like that, the
licensing
component of the strategy will become increasingly more important over time?
 
Chia-Lin Simmons: Yes, absolutely. Look, I mean,
we have been extremely thoughtful since I joined the company in June of 2021 to build this really
strategic interlocking IP portfolio,
so that we can really build something that would keep out our competitors, but also build an ecosystem that can be
inclusive.
 
So if you think about sort of a connected home environment
today, even the connected world of home that we live in today, your ecokey doesn’t really want
to oftentimes talk to the connected lock
thing, which doesn’t want to talk to something else. And then there’s the Apple solution, and there’s X solution and
Y solutions. So our
interest is to build something that, for lack of a better word, is the senior-proofing of your home.
 
Just like when people have a baby, they have nine months
to plan for baby proofing their home, making sure everything is safe. How do we provide a sort
of plug-and-play experience that allow
people to sort of set up immediately to have that comfort, right? And that means the inclusion of partners looking in
areas that we don’t
really have strengthened.
 
I mean, I’m never going to build a blood pressure monitor
product. That’s difficult. And -- but that data today is often unconnected, and it sits in a pot of
data. And so in order to decipher
whether or not there’s patterns to change in your blood pressure, it has to go into a whole another sort of app and service
and then maybe
through another service where you maybe have to do some sort of analysis of the human to sort of look at that, and maybe you won’t be
able to compute the data out of like six months worth of data that is fluctuating day to day, right?
 
I think human brains have really great capacities. But looking
for day-to-day changes on a longitudinal server perspective is very difficult. But you can
imagine as partnering with potentially a blood
pressure monitor company to help sort of feed that data to the caretakers because the caretakers have an app
that’s basically tracking
the daily monitoring of falls. So it’s an easy opportunity for us to sort of share that data as well so that they have a reassurance.
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But you can also imagine then for --
because we have geofencing for people with Alzheimer’s and early memory care issues that perhaps we want to
connect our hub --
connected home hub to the connected lock company because before you start rolling out of that, let’s say, 0.5 mile radius from your
home, perhaps the early patterns is that you open your door at three a.m. at night and then you step out into your yard, you don’t
know why you’re there.
You go back in again.
 
And so that actually becomes a the valid pattern that then
starts happening more and more frequently before you even roam outside of that geo fencing that
we set up with you. And so imagine that
we are able to try to get ahead of that and see some of the potential behavioral changes in patterns, partner with
folks such as in all
of these different categories that we’re not -- we don’t have strength in -- we have no experience, and connect to door locks. That
partnership
and IP licensing in all of those can actually help bring, again, a turnkey solution for somebody who is looking to age at home and give
their
caregivers that reassurance that all of these things interplay well together.
 
Marla Marin: Okay. That sounds like an incredibly
interesting roadmap. So now I’m switching gears a little bit. Mark, you’ve mentioned a disciplined
approach to operating expenses. Should
we think that going forward, you will continue to focus on containing costs wherever you can and then balancing,
obviously some of the
investments that you want to make in order to grow the company?
 
Mark Archer: Yes. You should very definitely plan
on that. And the big pivot for us was 12 to 18 months ago, where we switched from investing so much
in new product development to investing
in sales and marketing, commercializing the products that we developed.
 
And I think we’re in a pretty good situation with the team
now. We did add some additional people in 2025. So the goal is to keep that growth as near to
single digits as possible going forward,
and there is a real effort in the company to be aware of we’re doing that. We’re also looking at AI as an opportunity
to take costs out
of the business, and we’ve already implemented a couple of programs on that end.
 
Marla Marin: Okay. Great. That’s good to know. And
then two last questions, mostly housekeeping. One, you had a very strong fourth quarter. And I’m
wondering, do you anticipate that there
will be some seasonality over time, even as you continue to sort of expand your target addressable market and your
product portfolio?
Are you thinking there will be some seasonality?
 
Mark Archer: So I think as to the core VA business,
there is some seasonal aspect of it. Not a lot. There’s some seasonal aspect. As we have started
focusing on B2B sales, I think there
will be a ramp-up of that, and I think that will affect the quarterly results, not so much from a seasonal standpoint, but
from a ramp
standpoint. And we also have started an initiative to license our intellectual property. And so that will also impact quarterly results,
but not on
a smooth, more on an opportunistic basis.
 
Marla Marin: Okay. Thank you so much for taking my
questions.
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Operator: Thank you. At this time this does conclude
the Q&A session. I’d like to turn the call back over to Chia-Lin for closing remarks. Please go
ahead.
 
Chia-Lin Simmons: Thank you.
 
Let me close by highlighting a few key points from today’s
discussion. LogicMark entered 2025 with a clear plan and executed against it. The combination
of revenue growth, margin strength, and
liquidity provides us with momentum in 2026.
 
The work we’ve done to expand the platform, brand distribution
and strengthen our intellectual property is not just about this quarter or this year, it’s about
making sure that as this market grows,
we have the right foundation, product roadmap and channel strategy.
 
There is more work to be done, and the building blocks are
in place. Improving operational leverage, scaling monitored and connected care revenue, and
continuing to convert research and development
investments into commercial outcomes are priorities for this team in 2026. We’re grateful for the support
of our shareholders, partners,
and team, and we look forward to updating you on our progress throughout the year. Thank you.
 
Operator: This does conclude today’s program. Thank
you so much for joining. You may now disconnect.
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