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ITEM 2.02. RESULTS OF OPERATIONS AND FINANCIAL CONDITION.
On May 14, 2026, Inuvo, Inc. issued a press release regarding financial performance for Q1 2026. A copy of the eamings release is being furnished herewith as Exhibit 99.1.
The information in this Current Report on Form 8-K under this caption and Exhibits 99.1 and 99.2 are being furnished under Item2.02 and shall not be deemed to be "filed”
for the purposes of Section 18 of the Securities Exchange Act of 1934 (the "Exchange Act”), or otherwise subject to the liabilities of such section, nor shall such information be

deemed incorporated by reference in any filing under the Securities Act of 1933 (the "Securities Act”) or the Exchange Act, except as shall be expressly set forth by specific
reference in such a filing.

The Company made reference to non-GA AP financial information in the press release and a reconciliation of these non-GA AP financial measures to the comparable GAAP
financial measures is contained in the press release.

ITEM7.01 REGULATION FD DISCLOSURE

On May 14, 2026, the Company held a management conference call to discuss the Company's financial results for Q1 2026, the outlook of the Company and certain other
matters.

A copy ofthe script for the conference call is attached as Exhibit 99.2 and is incorporated by reference into this Current Report on Form 8-K.
The information in this Current Report on Form 8-K and accompanying exhibit is being furnished and shall not be deemed to be "filed” for the purposes of Section 18 of
the Exchange Act, or otherwise subject to the liabilities of such section, nor shall such information be deemed incorporated by reference in any filing under the Securities Act or

the Exchange Act, except as shall be expressly set forth by specific reference in such a filing.

ITEM 9.01 FINANCIAL STATEMENTS AND EXHIBITS

(d) Exhibits.

Exhibit No. Description

9.1 Press Release for Q1 2026 financial results.
99.2 Conference Call Script.
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EXHIBIT 99.1

INUVO

Inuvo Reports First Quarter 2026 Results

IntentKey® Momentum Continues Amid Legacy Search Reset
Management to host conference call at 4:15 PM ET, Thursday, May 14, 2026

LITTLE ROCK, AR, May 14, 2026 — Inuvo, Inc. (NYSE American: INUV), a leader in artificial intelligence-driven advertising technology, today announced financial results for the
first quarter ended March 31, 2026 and business updates.

Recent 2026 Highlights

. Audience Modeling (f’k/a Agencies & Brands) Revenue Growth & Pipeline Strength:First Quarter Audience Modeling revenue grew 13% year over year on
stronger client investment in IntentKey and sharpened go-to-market strategy. IntentKey pipeline remains robust.

. Enterprise Sales Momentum:Added five new major brands to IntentKey client roster, including three in the Fortune 500.

. Legacy Search (f/k/a Platforms) Reset:Legacy Search appears to have stabilized following the Bonfire reset. Costs reduced to better align with ongoing Bonfire
revenue pressure.

. Platform Integrations: Launched IntentKey 4.5, announced integration with FreeWheel Buyer Cloud (a Comcast Company NYSE: CMCSA), and completed SSP and
DSP integrations that expand addressable market.

. New Leadership: Rob Buchner appointed Chairman and CEO.

"The seismic changes in our industry have created a clear divide between legacy tech and the future of Al-driven media, and Inuvo sits squarely at this intersection,” said Rob
Buchner, Chairman and CEO of Inuvo. "As speed, adaptability, and intelligence at the point of media decisioning become the new currency of advertising, we are deliberately
accelerating our pivot toward IntentKey while taking the steps needed to align Legacy Search costs with today’s revenue realities and structural erosion of the search business.
Our first quarter results reflect this shift, and we believe we are making the right moves to build a more scalable, resilient business while remaining clear-eyed about the challenges
facing the broader search marketplace.”

Financial Results for the First Quarter 2026
Beginning with the first quarter 2026 eamings results, the Company has renamed its business channels, where "Agencies and Brands” will now be referred to as "Audience

Modeling” and "Platforms” will now be referred to as "Legacy Search.” A more fulsome description of these business channels is included in the Company’s 10-Q for the quarter
ended March 31, 2026, expected to be filed today.




Net revenue decreased 70%, or $18.8 million, to $7.9 million in the first quarter of 2026 compared with the same period in 2025. This decline was driven by ongoing pressure on
Legacy Search revenue resulting from the strategic reset of the Bonfire platform in late 2025. Partially offsetting this decline was a 13% increase in net revenue from Audience
Modeling driven by increased investment in the IntentKey go-to-market strategy. Gross profit declined $17.4 million, or 82.6%, to $3.7 million in the 2026 first quarter compared to
the 2025 first quarter as a result of lower revenue.

First quarter 2026 operating expenses were $7.5 million, a decrease of $15.3 million compared to the same period in 2025. This year-over-year decrease was the result of lower
marketing costs associated with Legacy Search-related costs. Lower operating expenses for the 2026 first quarter partially offset the decrease in gross profit, resulting in an
operating loss of $3.9 million, compared with an operating loss of $1.8 million in the first quarter of 2025.

Other income for the 2026 first quarter was $6.2 million, reflecting gross proceeds associated with a one-time, non-recurring settlement of a class action lawsuit.

During the first quarter of 2026, the Company generated net income of $1.9 million, or $0.13 per diluted share, compared with a net loss of $1.3 million, or $0.09 per diluted share, in
the same period of 2025. Adjusted EBITDA for the first quarter of 2026 was a loss of $2.1 million, compared with a loss of $0.02 million in the first quarter of 2025.

Liquidity and Capital Resources
As of March 31, 2026, the Company had $2.9 million in cash and cash equivalents and access to a $10.0 million working capital facility, of which none was drawn.
2026 Outlook

Inuvo’s 2026 goals are to execute on four strategic pillars, intended to drive significant revenue growth and a stronger, more resilient, compounding business:

. Go-to-market focus — Inuvo is driving to secure more upstream, brand-direct engagements and partnerships utilizing aligned deal teams.

. Raising IntentKey’s industry profile — Inuvo intends to drive growth in its IntentKey products through intentional elevation of the brand.

. Continued product innovation — Inuvo is driving advancement of its suite of products to both deepen budget commitments and expand its addressable market.

. High-margin growth — Inuvo is focused on driving platformrled, higher margin revenues into the business as it drives to strengthen the company’s financial
resilience.




"Our 2026 priorities are centered on increasing adoption and scaling IntentKey. We believe we are well-positioned to capture growing demand for intent-based audience
modeling,” said Buchner. "This is a dynamic space, and we remain at the forefront of this movement. We have built a foundational, proven algorithm that we believe will translate
to resilient growth and long-termshareholder value.”

Conference Call Details:
The Company will host the first quarter results call scheduled for today at 4:15 p.m. Eastern Time.

Toll-free Dial-in Number: 1-800-717-1738
International Dial-in Number: 1-646-307-1865
Conference ID: 1145888

Webcast Link: HERE

A telephone replay will be available through Thursday, May 28, 2026. To access the replay, please dial 1-844-512-2921 (domestic) or 1-412-317-6671 (international). At the system
prompt, please enter the code 1145888 followed by the # sign. You will then be prompted for your name, company, and phone number. Playback will then automatically begin.

About Inuvo

Inuvo, Inc. (NYSE American: INUV) is a disruptive Al specifically designed for modeling media audiences. IntentKey® Al is a patented technology capable of identifying
customer engagement based on real-time media consumption. Our models refresh every 5 minutes and know, with precision, why prospects are interested in a product or brand, in
turn, predicting purchase intent 24 hours before legacy programmatic systems can respond to buying signals. Inuvo’s language-based Al does not rely on consumer IDs, keeping
Inuvo on the vanguard of consumer data privacy. To learm more, visit www.inuvo.com.

Safe Harbor / Forward-Looking Statements

This press release contains "forward-looking statements” within the meaning of the Private Securities Litigation Reform Act of 1995, including statements regarding Inuvo’s
quarter-end financial close process and preparation of financial statements for the quarter that are subject to risks and uncertainties that could cause results to be materially
different than expectations. These forward-looking statements are subject to risks and uncertainties that may cause actual results to differ materially, including, without limitation
risks detailed from time to time in our filings with the Securities and Exchange Commission (the "SEC”), and represent our views only as of the date they are made and should not
be relied upon as representing our views as of any subsequent date. You are urged to carefully review and consider any cautionary statements and other disclosures, including the
statements made under the heading "Risk Factors” in Inuvo, Inc.’s Annual Report on Form 10-K for the fiscal year ended December 31, 2025 as filed on March 5, 2026, and our
other filings with the SEC. Additionally, forward looking statements are subject to certain risks, trends, and uncertainties on Inuvo’s business and operations. Inuvo cannot
provide assurances that the assumptions upon which these forward-looking statements are based will prove to have been correct. Should one of these risks materialize, or should
underlying assumptions prove incorrect, actual results may vary materially from those expressed or implied in any forward-looking statements, and investors are cautioned not to
place undue reliance on these forward-looking statements, which are current only as of this date. Inuvo does not intend to update or revise any forward-looking statements made
herein or any other forward-looking statements as a result of new information, future events or otherwise. Inuvo further expressly disclaims any written or oral statements made by
a third party regarding the subject matter of this press release. The information which appears on our websites and our social media platforms is not part of this press release.

Investor Contact:
Wallace Ruiz

Chief Financial Officer
Tel (501) 205-8397
wallace.ruiz@inuvo.com

(Tables follow)




Assets

Cash and cash equivalent

Accounts receivable, net

Prepaid expenses and other current assets
Total current assets

Property and equipment, net

Goodwill
Intangible assets, net of accumulated amortization
Other assets

Total assets

Liabilities and Stockholders’ Equity

Current labilities
Accounts payable
Accrued expenses and other current liabilities
Outstanding borrowings under Financing Agreement
Convertible notes, net

Total current liabilities

Long-term liabilities

Total stockholders' equity
Total liabilities and stockholders' equity

INUVO, INC.
CONDENSED CONSOLIDATED BALANCE SHEETS
(unaudited)

March 31 December 31
2026 2025

2887,144 $ 2,839,921
4,326,204 5,887,884
630,994 489,790
7,844,342 9,217,595
1,567,094 1,629,561
9,853,342 9,853,342
3,308,000 3,425,375
665,435 741,977
23238213  $ 24,867,850
4,101,976 $ 7,090,784
4,331,465 3,914,067
- 3,288,100
2,148,018 -
10,581,459 14,292,951
497,695 551,383
12,159,059 10,023,016
23238213  $ 24,867,850




Net revenue

Cost of revenue

Gross profit

Operating expenses:
Marketing costs
Compensation
Selling, general and administrative

Total operating expenses

Operating loss

Financing expense, net

Other income

Income taxexpense

Net income/(loss)

Per common share data
Basic
Diluted

Weighted average shares outstanding
Basic
Diluted

INUVO, INC.
CONSOLIDATED STATEMENTS OF OPERATIONS
(unaudited)

Three Months Ended
March 31 March 31
2026 2025

$ 7927553 % 26,708,032
4,263,665 5,620,941
3,663,888 21,087,091
2,092,812 17,512,994
3,690,203 3,599,321
1,761,827 1,744,563
7,544,842 22,856,878
(3,880,954) (1,769,787)

398,439 27,929

6,177,724 540,571

2,676 2,676

$ 1,895,655 ($1,259,821)
$ 0.13 (30.09)
$ 0.13 ($0.09)
14,736,821 14,271,927
14,900,134 14,271,927




RECONCILIATION OF NET INCOME/(LOSS) TO ADJUSTED EBITDA

(unaudited)
Three Months Ended
March 31 March 31

2026 2025

Net income/(loss)
$ 1,895,655 ($1,259,821)

Financing expense 398,439 27,929
Income taxexpense 2,676 2,676
Depreciation and amortization 538,786 568,042
EBITDA 2,835,556 (661,174)
Stock-based compensation 302,719 304,284
Non recurring items:
Employee benefit accrual - 335,000
Proceeds fromsettlement of class action suit (6,163,029) -
Severances 914,050 -
Adjusted EBITDA

($2,110,704) ($21,890)

Reconciliation of Net Loss to EBITDA and Adjusted EBITDA

We present EBITDA and Adjusted EBITDA as a supplemental measure of our performance. We defined EBITDA as net income/(loss) plus (i) financing
expense, (il) income tax expense, (i) depreciation, and (iv) amortization. We further define Adjusted EBITDA as EBITDA plus (v) stock-based compensation
and (vi) certain identified expenses, and (vii) less certain one-time settlement proceeds, which are not expected to recur or be representative of future ongoing
operations of the business. These adjustiments are itemized above. We use EBITDA and Adjusted EBITDA internally in analyzing our financial results and
believe they are useful to investors, as a supplement to GAAP measures, in evaluating our operational performance. You are encouraged to evaluate these
adjustments and the reasons we consider them appropriate for supplemental analysis. In evaluating EBITDA and Adjusted EBITDA, you should be aware that
in the future we may incur expenses that are the same or similar to some of the adjustments in the presentation. Our presentation of EBITDA and Adjusted
EBITDA should not be construed as an inference that our future results will be unaffected by unusual or non-recurring iterrs.




EXHIBIT 99.2

Inuvo, Inc.
Q1 2026

May 14,2026

Operator

[Operator Instructions]

Katie Cooper

Thank you, operator, and good afternoon. I’d like to thank everyone for joining us today for the Inuvo First Quarter 2026 Shareholder Update Call.

Today, Inuvo’s Chief Executive Officer, Rob Buchner; and Chief Financial Officer, Wally Ruiz, will be your presenters on the call.

We would also like to remind our shareholders that we plan to file our 10-Q with the Securities and Exchange Commission this evening.

Before we begin, I'm going to review the company’s safe harbor statement. The statements in this conference call that are not descriptions of historical facts are forward-looking
statements relating to future events, and as such, all forward-looking statements are made pursuant to the Securities Litigation Reform Act of 1995. These forward-looking
statements are subject to risks and uncertainties, and actual results may differ materially. When used in this call, the words anticipate, could, enable, estimate, intend, expect,
believe, potential, will, should, project and similar expressions as they relate to Inuvo, Inc. are as such a forward-looking statement.

Investors are cautioned that all forward-looking statements involve risks and uncertainties, which may cause actual results to differ fromthose anticipated by Inuvo at this time. In
addition, other risks are more fully described in Inuvo’s public filings with the U.S. Securities and Exchange Commission, which can be reviewed at www.sec.gov. The company

makes no commitment to disclose any revisions to forward-looking statements or any facts, events or circumstances after the date hereof that bear upon forward-looking
statements.

In addition, today’s discussions will include references to non-GA AP measures. The company believes that such information provides an additional measurement and consistent
historical comparison of its performance. A reconciliation of the non-GA AP measures to the most directly comparable GAAP measures is available in today’s news release on our
website.




May 14,2026

Before I tumn the call over to CEO, Rob Buchner, a quick housekeeping note. As you will see in our release today and in our 10-Q, we are reporting our results in two business
product lines: Audience Modeling and Legacy Search. The Audience Modeling business is anchored by IntentKey, our Al audience modeling intelligence platform, and is what
we formerly called "Agencies and Brands.” The Legacy Search business we formerly referred to as Platforms and encompasses the Bonfire platform and our legacy search-based
ad placement business. We’ll be referencing these product lines throughout the call today. We encourage listeners to review the more complete descriptions for these product
lines in our 10-Q.

Rob, over to you.
Rob Buchner

Thank you, Katie. Good afternoon, everyone and thanks for joining the call. I’ll begin today with brief remarks on our first quarter results and the strategic progress we’re making,
then I’ll hand the call over to Wally for a review of the financials. I'll close with a few thoughts and then open the call for your questions.

Tuming to our First Quarter Results.

Our first quarter results tell a diverging revenue story. Audience Modeling revenue increased 13% froma year ago, driven by deepening investment from existing IntentKey clients
and meaningful, early wins from our sharpened go-to-market strategy. Legacy Search, meanwhile, continued to absorb the aftershocks of our fourth quarter system reset, which
weighed heavily on both revenue and margins. None of this was surprising - we signaled these dynamics on our March call.

As we head into the second quarter, the sales pipeline for IntentKey continues to build while recovery of Legacy Search revenue remains constricted. Specific to Legacy Search,
this isn’t just an Inuvo phenomenon. It mirrors fundamental disruption playing out across the search ecosystemat this point in time.

Conversely, the Audience Modeling product line—powered by IntentKey—is proving our forward thesis. With a 13% year-over-year quarterly revenue increase, this product line
is now our primary growth vehicle. I believe the momentum we’re experiencing with IntentKey comerstone clients and new brands we’re onboarding are indication that our
audience modeling Al is set for scale.

In March, I laid out my plan for ensuring Inuvo cements its position at the forefront of this changing landscape. And I'm pleased to say that we are making good, early progress
against those 4 strategic pillars. Let me take a moment to walk you through where we stand.
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Before I do, let me remind you of our 4 strategic pillars:

Go-to-market focus,

Raising IntentKey’s industry profile,
Continuing product innovation, and
High-margin growth.

Turning to our Go-To-Market Focus.

Over the last couple of months, we have made meaningful strides in aligning and upskilling our sales teams, sharpening our lead generation strategies, and ensuring these
strategies are well-supported by solutions engineering. We recently added enterprise-grade sales talent to our team— individuals with the experience and relationships needed to
elevate our conversations further up the value chain, selling directly into brand organizations and pursuing commercial integrations with stickier, evergreen revenue streams.

As we announced on our March call, we completed DSP and SSP integrations that meaningfully expand our addressable market, opening our sales aperture to privacy-sensitive
verticals like government, pharmaceuticals and healthcare. These integrations are already paying off. 'm excited to share that we’ve already launched pilot programs with two
major logos utilizing these integrations, with yet more logos in queue for next quarter. These pilots are valuable proof points of our product roadmap and further validation that the
market is coming to us. As the industry pivots toward distributed intent and agentic workflows, there will be growing demand for IntentKey’s data proposition.

In total, during the first quarter, we added 5 new logos to IntentKey, including 3 in the Fortune 500. As we enter the second quarter, we continue to see opportunities with large,
privacy-sensitive companies and government organizations, and expect to add some large brand names to the growing list of logos on our platform.

We continue to see strong momentum in our IntentKey pipeline. That said, the sales cycle from test-to-scale for larger integrations can be six to nine months. Revenue builds as
new customers typically run smaller pilots and test campaigns before deepening budget commitments.

Case in point, we continue to play the waiting game on the large government contract we signaled last fall. We remain optimistic that this will close in the coming weeks, though
the government’s internal procurement process has moved much slower than we had anticipated. However, I find it encouraging that, while we wait, this opportunity is already
sparking interest from other government and government-adjacent players, giving us greater conviction that the opportunity in the government vertical is meaningful.
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Turning to our next strategic pillar: Raising IK s industry profile.

We recently launched intentkey.com, a dedicated website that showcases the IntentKey platform through user tutorials, live "test drives” and a clearly articulated value
proposition. It’s designed to make IntentKey more accessible, compelling, and referenceable for the enterprise conversations we’re having. This is the first step in a larger effort to
bring greater brand awareness to what is—in our view—a defendable strategic advantage of IntentKey. Our aimis to translate that into sustainable, high-retention revenue growth
for Inuvo. We encourage you to go to intentkey.comand try it yourself.

Turning to Continuous Product Innovation.
We’ve made great progress this quarter enhancing the IntentKey platform, with several new integrations and product updates.

As I mentioned previously, we completed SSP and DSP integrations during the first quarter. These were immediately impactful to our IntentKey sales pipeline and our ability to
secure conversations with large marquee brands, many of whom could not have worked with us under our old platforms.

More recently, we announced the integration of IntentKey into FreeWheel’s Buyer Cloud. This integration gives advertisers direct, customized control over how they buy ads,
while leveraging IntentKey’s Al-driven models directly into bidding logic. This enables advertisers to drive greater performance for every dollar spent through a platform that
offers customized model agility at speed.

We also launched an updated version of the IntentKey Platform, introducing more intuitive AI modeling, enhanced contextual analysis, and sentiment understanding. Also, more
flexible workflows, and additional capabilities including enhanced iterative model building. These enhancements are designed to drive more precise audience discovery and
messaging insight which can be activated the moment signals are identified.
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The industry is experiencing a surge in advertiser demand for connected tv media buys as brands continue shifting budgets from linear television to connected tv which is growing
15% annually. Inuvo is in the midst of integrating our algorithminto the premier supplier of connected tv inventory to extend our reach into this critical media channel.

Lastly, our fourth strategic pillar is High-margin growth.

The moves we’ve made to better align our business to support higher-margin growth are producing real results: a strong IntentKey pipeline and healthy revenue growth for
Audience Modeling in the first quarter.

That growth, however, was overshadowed by continued pressure in our Legacy Search business which generated, and continues to generate, negative net margins and a net cash
bum. As I'said previously, this is a systemic issue. Legacy systems are failing to generate historical velocity and predictable yields. Advertisers who we serve downstream in the

supply chain are frustrated with the rigid compliance standards that are choking normative returns. This, in spite of the compliance tools we’ve brought to market.

In light of this reality, we’ve taken steps to rationalize the business; to focus on our more promising relationships and service lines, and lower costs, including eliminating certain
nonperforming services and lowering headcount in our Legacy Search product line by nearly two-thirds.

As I'said in March, our industry is rife for disruption. While advertisers lament the diminishing returns they're experiencing with legacy technologies, our IntentKey sales pipeline
continues to strengthen. Our first quarter results underscore this dynamic. Through disciplined execution of our strategy, I believe we are well-positioned not just to perform
through this period of rapid change, but to emerge as the preeminent Al within audience modeling and real-time activation.

With that, I will hand the call over to Wally.

Wallace Ruiz

Thanks, Rob. Good afternoon, everyone. Thank you for joining us today.

I'll begin today with a review of the quarter financial results, then I’ll touch on liquidity and our outlook, after which I’ll hand the call back to Rob for your questions.
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Results for the first quarter came in largely as expected after the reset of the Bonfire system late last year. Revenue for the first quarter was $7.9 million, down $18.8 million year over
year, due entirely to Legacy Search, or what we used to call Platforms. Legacy Search was down 81% in the quarter as a result of the fourth quarter Bonfire reset. Revenue for
Audience Modeling, or what we used to call Agencies and Brands, was up 13% in the first quarter. The resulting change in revenue mix drove gross margins lower to 43% from
79% a year ago. As we have discussed in the past, Legacy Search historically has had higher gross margins than Audience Modeling due to the fact that most of its expense is
recognized as a marketing cost. On a net margin basis, Audience Modeling is more profitable than Legacy Search.

Operating expenses were $7.5 million in the first quarter, $15.3 million lower than a year ago, driven by lower Legacy Search costs for traffic acquisition, as I just mentioned in line

with the lower Legacy Search revenue. During the quarter, compensation costs were up 2.5% primarily driven by a severance accrual, offsetting lower overall salaries expense due
to headcount reductions in the quarter.

As we reported to you in our last call, in January we received $6.2 million in connection with a class action settlement claim. These proceeds offset operating
losses in the quarter, resulting in net income of $1.9 million in the current quarter, compared with a loss of $1.3 million during the same period last year. In
addition, in January we entered into a $3.3 million subordinated convertible note. These liquidity events have helped us navigate the cash consequences of the
pullback in Legacy Search revenue.

We ended the quarter with $2.9 million in cash and cash equivalents, with no amounts drawn on our $10 million working capital facility.

Looking ahead, though we expect Legacy Search to continue to gradually recover through the year, we will continue to closely monitor its margin and expenses and make further
adjustments as necessary. For our Audience Modeling business, we continue to forecast strong double-digit year-over-year growth for each quarter of 2026, driven by a very
healthy sales pipeline.

With that, I’ll hand the call over to Rob.

Rob Buchner

Thanks, Wally.

Against a backdrop of growing demand for privacy-led intent signals, Inuvo will accelerate our investment in our proprietary algorithm for audience modeling.




Using the same development methods of general-purpose Al systems, we continue to advance our large language model to discover and target net-new customers for brands. By
mapping intent and real-time engagement patterns on the open internet, we deliver valuable marketing intelligence. In so doing, our systembypasses the failings of media targeting
infrastructure.

We believe the Data generated by our algorithm is the currency our future will trade upon in the agentic era. Our data is our data. Our models. Ours. The more signals processed,
the faster the leaming accelerates. The broader the integrations, the greater the reach. No other AdTech does precisely what IntentKey does. That’s why more prospective buyers
are leaning forward during our demos. It’s why our pipeline is so robust. And it’s also why our corerstone clients have upped their spend in the first quarter.

The intrinsic value of IntentKey lies within the data created through our Al the pace of adoption, and the scale of the integrations across the broader ecosystem.

As Tlook at this next phase, I am committed to fortifying our competitive positioning. My four strategic pillars keep us focused through the industry’s state of flux. Programmatic
stakeholders are either wed to the past or are ready to embrace dynamic technologies that adapt as culture moves.

The recruitment of progressive talent who shares my ambitious vision is a vital component of my plan. This extends to the board level. Earlier this month, we announced the
addition of Sanja Partalo to our board slate. For those of you unfamiliar with her work, Sanja is arguably one of the most influential voices in AdTech today. She consistently
identifies not just trends, but the underlying systems that power them. I’ve had the pleasure of knowing Sanja for the past decade and can attest that she is one of the brightest
minds in our space. At a time of profound, structural trans formation we are honored to bring her ever-poignant voice to our board.

We are clear-eyed about the structural challenges facing the broader search marketplace. As our Legacy Search business faces continued pressure, we have taken appropriate
measures to align our costs on this side of the house. Our investment focus is entirely on extending the momentum of IntentKey. The seismic changes in our industry have created
a clear divide between legacy tech and the future of Al-driven media. While our financial results reflect the reduction in Legacy Search revenue following the Bonfire reset, we
believe the actions we are taking today position Inuvo for a more scalable and higher-quality revenue mix.

Our 2026 priorities are centered on increasing adoption and scaling IntentKey. We are well-positioned to capture growing demand for intent-based audience modeling. This is a
rapidly evolving space, and we remain at the forefront of this movement. We have built a foundational, proven algorithm that we believe will translate to resilient growth and long-
termshareholder value.

I'look forward to updating you on our progress.

Operator, I would now like to turn the call over to Q&A.




