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Exhibit 99.1
Amesite Announces 69% QoQ Revenue Increase in Q2 2026 and Product Plans for Coming Months
Shareholder Update Reports Positive Customer Reviews, New Segment Growth and Technology Rollouts across Post-Acute Healthcare

DETROIT, October 30, 2025 (GLOBE NEWSWIRE) — Amesite Inc. (NASDAQ: AMST), a leading developer of Al-powered enterprise solutions, announces a 69% QoQ
increase in revenue even as it reduced its spending. Amesite also reported expanding its customer base and offerings to post-acute health businesses across the U.S. The
Company described these results and its pathway to offer the first Al-powered electronic medical record (EMR) by 2026 in a shareholder update made available yesterday on its
website. As part of the shareholder update, Amesite Founder & CEO, Dr. Ann Marie Sastry discussed:

e Summary of FY 2025 10-K and Q1 2026 10-Q: Financial performance was described in the context of methodical execution of platform capabilities demanded by
customers.

o Excellent Product Reviews: Customer feedback was described, underscoring high satisfaction and increased adoption in post-acute healthcare segments.

o Efficient Technology Innovation: Rapid deployment of Amesite's proprietary Al technology was described, crediting the Al-forward infrastructure used at the
inception of the NurseMagicTM product family.

e Upcoming Product Plans: Amesite announced the planned launch of what it believes is the industry’s first Al-powered EMR platform for post-acute care, aiming to
deliver operational efficiency for the fastest-growing healthcare segments.

“Our team’s focus on operational discipline has enabled us to drive revenue growth while reducing operating expenses,” said Madison Bush, Director of Corporate Operations.
“We are focused on delivering increased value to our shareholders by practicing what we preach: using Al-powered process optimization that continuously increases our
business efficiency. Importantly, our customer engagement has accelerated since Q12026, with an average of 6,500 daily views of our platform explainer video and 28,000
daily website visitors.”

“Our increased revenue, of 82% and 69% QoQ for the last two quarters, reflects the strong demand from our customers for NurseMagiEM’s Al-powered platform support,”
added Brandon Owens, VP of Sales. “With a strong technology foundation, and relationships built through delivery of value, we believe that we will grow our business with
existing customers and also onboard new, larger clients because of our differentiation in technology.”

“The only way to solve the urgent need to increase the efficiency of delivery of U.S. healthcare, while also improving the quality of care, is through innovation. Al will play the

most important role in this transition. By methodically rolling out capabilities and services on our proprietary, Al-powered NurseMagic ™ platform, we are working to meet the
strong demand for end-to-end, Al-enhanced platform support for post-acute care,” said Dr. Ann Marie Sastry, Founder & CEO.

About Amesite Inc.

Amesite NASDAQ: AMST) is an Al-driven company with an immediate aim to transform the $330 billion home and healthcare segments. Its flagship product, NurseMagic™,
streamlines healthcare documentation, reducing the time required from 20 minutes to just 20 seconds. NurseMagic™ is used by over 100 professions to improve care, enhance
operational efficiency and improve financial performance. Built on proprietary Al trained on industry-specific data, NurseMagic meets HIPAA regulations while improving
accuracy and efficiency. The platform serves B2B and B2C users across 50 states and 21 countries, offering seamless integration into healthcare workflows and translations to
over 50 languages.

Forward-Looking Statements

This communication contains forward-looking statements (including within the meaning of Section 21E of the Securities Exchange Act of 1934, as amended, and Section 27A
of the Securities Act of 1933, as amended) concerning the Company, the Company's planned online machine learning platform, the Company's business plans, any future
commercialization of the Company's online learning solutions, potential customers, business objectives and other matters. Forward-looking statements generally include
statements that are predictive in nature and depend upon or refer to future events or conditions, and include words such as "may," "will," "should," "would," "expect," "plan,"
"believe," "intend," "look forward," and other similar expressions among others. Statements that are not historical facts are forward-looking statements. Forward-looking
statements are based on current beliefs and assumptions that are subject to risks and uncertainties and are not guarantees of future performance. Actual results could differ
materially from those contained in any forward-looking statement. Risks facing the Company and its planned platform are set forth in the Company's filings with the SEC.
Except as required by applicable law, the Company undertakes no obligation to revise or update any forward-looking statement, or to make any other forward-looking
statements, whether as a result of new information, future events or otherwise.

Investor Relations

ir@amesite.com



Exhibit 99.2
0:00 Welcome to the Q2 2026 Amesite shareholder update.
0:05 My name is Ann Marie Sastry.
0:08 I am the CEO and founder of Amesite Inc.
0:11 NASDAQ: AMST.
0:12, today we’ll be talking about some of our product successes, revenue successes, and plans for growth.
0:19 On background, my degrees are in all in engineering, so I’m the nerd on the call, undergraduate Delaware, PhD Cornell.
0:27 After I finished my doctorate, I went off and coded on the big ray at Sandia National Labs where I was a multi physics computational scientist.
0:34, from there I was recruited to the University of Michigan where I served on the faculty for 17 years.

0:40 I was the turnout professor of mechanical, biomedical, and material science and engineering and at Michigan I started two large research centers, one in bioscience and one
in electric vehicles.

0:51 I also started a large global graduate program called Energy Systems Engineering, and then started a company.
0:57 the company became quite successful.

0:59 The team set a world record for energy density in a battery cell.

1:02, the world kind of came calling.

1:05 Scientific American covered our news.

1:07 We had an offer of acquisition which we accepted for $90 million.

1:10 we had 15 people on staff, so it was a great day for the team, our investors, everyone.

1:15 Then I worked at the acquirer for 2.5 years and then talked to the team men and left to start this business.
1:22 We started Amesite to bring Al to people in meaningful ways.

1:26 We started off in the academic sector for those of you who’ve been following the story.

1:30 And last year we enacted a very significant pivot, which I’ll talk about today and some of the results of that.

1:37 I’'m proud of what the team accomplished in the academic segment, raising retention rates from 60%, as is typical in online learning to over 98%.
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1:47 We generated some revenues, but the reality was we weren’t generating revenues from universities fast enough, so we decided to enter the healthcare space with a product
called NurseMagic™ and

1:59 With no further a due, reading the forward looking statements in.

2:09 We’ll start by showing a quick video about NurseMagic™ and Enterprise and what it does.

2:14 NurseMagic™ Enterprise targets post acute care, and I’ll be making some comments today on why that matters for US healthcare.
2:22 Every post acute care agency has the same problem.

2:25 Documentation drains your time, energy and focus.

2:29 NurseMagic™ Enterprise is HIPAA compliant, AI powered and built to knock documentation out in seconds, not minutes or hours.
2:38 So you can add patience, not paperwork, for individual and team documentation.

2:44 NurseMagic™ Enterprise handles it all, and yes, it integrates with your EMR.

2:49 NurseMagic™ gives you the tools you need to build your business.

2:56 Documentation drains time from your staff and margin from your business.

3:00 Denials, compliance risks, and audit prep.

3:03 That’s when it gets really expensive.

3:06 So why are you wasting so much time on your documentation?

3:11 Nobody loves suffering.

3:12 NurseMagic™ Enterprise leverages all of your patient data to bring a typical documentation task down from 20 minutes to 20 seconds.

3:20 With NurseMagic™ Enterprise, your staff just speak in an initial assessment and the note is built for them.



3:26 Leveraging data from admissions and other notes, and queuing them for information on elements that are important.

3:33 The best part, you turn chaos into control for any post-acute setting, like hospice, home health, skilled nursing and senior living.

3:44 Are your managers spending hours and hours each week correcting subpar documentation and chasing your staff to complete it?

3:51 With NurseMagic™ Enterprise’s smart documentation, your team gets automated suggestions that use patient data to improve documentation.

3:59 Summaries for each patient based on notes from the whole team.
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4:03 Check.

4:05 Pre-drafted contributions to care team meetings like IDT that require simple review, editing and sign off.

4:11 Check.

4:12 Integration of data on patient medications, diagnoses, and other contexts so your team’s notes are informed at the start.

4:20 Check.

4:20 NurseMagic™ Enterprises smart documentation takes your operations to the next level intelligent, integrated, and built to scale.
4:31 NurseMagic™ Enterprise shifts your entire operation into high gear.

4:35 If you want to win this race, NurseMagic™ Enterprise gives you the analytics, automation, and visibility to pull ahead.

4:42 You need the right tools for your team so you can cut documentation time by 90%, drive accountability, and turbocharge every workflow.
4:52 This isn’t just a better way to chart, it’s how you win in a competitive market.

4:58 NurseMagic™ Enterprise integrates with your EMR too, to enable you to see your documentation anywhere you want.

5:05 In 3 steps, your data is accessible where you need it, compliantly and instantly.

5:11 You give us access, we scope the integration, and we go live.

5:15 So you can win with higher margins, fewer audits and scalable growth.

5:22 It’s time to better manage or grow your senses without growing your staff.

5:26 Get faster documentation, better protection, and real-time results.

5:32 See it in action.

5:33 Book your NurseMagic™ Enterprise demo today.

5:35 Grow your census, not your staff, with NurseMagic™ Enterprise.

5:39 So that video outlines some of the capabilities of NurseMagic™ both for individual users and for enterprise users.

5:48 These milestones reflect the tech technical innovations that we’ve rolled out successively since concepting the product last year up until the present time.
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5:58 Key milestones, we began work on this product in February of 2024 and announced our beta very quickly thereafter in April.

6:06 We announced business pilots, very quickly after that in September 2024, and we’re generating revenue from those in the fall.

6:15 then we announced revenue increases, so if you track our revenue, this was the period of the pivot, this was the nadir.

6:23 And then we turned the nose cone up.

6:25 So if you’ll notice every one of these reporting periods has a steeper slope.

6:32 Most recently we’ve announced another very significant quarter on quarter increase in revenue growth of nearly 70%.

6:40 So we’re very pleased with the way that revenue is growing and our product plans reflect amplifying that with our product offerings.
6:50 Our testimonials, it’s fair to say, have been excellent.

6:53 B2B users are telling us, first off, thank you for building this for us, which is really gratifying.

7:00 they’re talking about transformative change on staff, transformative change in documentation.



7:06 As you saw on the video, NurseMagic™ writes your documentation for you, and documentation burns about 40% of practitioner time, cuts documentation time with
NurseMagic™ by about 95%.

7:17, favorite quote, we recently rolled out NurseMagic™.

7:21 You dictate your notes and it turns a 30 minute narrative into 5 minutes.

7:24 1t’s amazing.

7:25 our positive testimonials have grown.

7:28 The app is available in Google Play and in the Apple App Store, and we receive very high reviews, in the mobile stores and also on the web.
7:38 Our public visibility on the B2C sales also boosts B2B sales.

7:44 The platform itself is reliable, trusted, and secure.
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7:48 It needs HIPAA requirements.

7:49 We have 24/7 automated threat monitoring.

7:52 We secure electronic protected health information.

7:54 We have strict access to controls and to the data, and our infrastructure enables entry into all healthcare segments.

8:05 On boarding the platform importantly is very simple.

8:08 Gone are the days of a six week transition to a new platform, that in the current climate we feel is a deal killer.

8:16 Instead, B2C users can buy the access to the platform seamlessly.

8:22 On mobile or web, when they sign up, they get a 7 day free trial, which automatically subscribes after the first month.

8:29 that makes it easy to both try the app and to convert customers.

8:33 And on the B2B side, a demo leads immediately to a purchase online via Stripe.

8:39 Enterprises can onboard in days rather than weeks or months.

8:4 3The user friendliness of the platform means that there are no long learning cycles.

8:48 Instead, it’s very intuitive and people start using it right away.

8:53 The enterprise solution also enables owners and administrators to manage access and use directly, cutting the investment needed for customer success.
9:05 Our brand reach, it’s fair to say, has grown impressively since rolling out the product.

9:11 We post vigorously in social channels and also provide blogs.

9:16 We have nearly 50,000 followers since conceiving of the product last year, and we’ve reached a million plus accounts in the last 90 days with multiple viral posts.
9:27 Our social experience has given.

9:30 Incredible insight as to what care providers and health providers really need.

9:36 The comments have enabled us to design a B2C product which has given us great insight in designing the B2B product so that we know when we sell the B2B product that
the employees will actually like using it, and that is exactly what happens.

9:55 On the B2B side, which is the greatest potential for high revenue profitability for us, we’re targeting over 6.4 million workers and 38 million US patients in the post acute
segments shown here.
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10:11 So home care, home health, hospice, skilled nursing, and senior living.
10:17 The reason we’re targeting post acute care, it is the fastest growing in health care.

10:23 Acute care settings are incredibly expensive, and with the need to bring healthcare costs under control, post-acute is an obvious way to do that, to be able to deliver more
health services in post acute settings.

10:39 And these settings are very well populated, as I mentioned, with over 38 million US patients and 6.4 million workers across these segments.

10:49 these segments are also growing due to demographics, aging populations, increasing chronic disease as we age, and so there’s an ever increasing pressure on post acute to
grow.



11:02 We’re helping deliver more efficient US health care by making delivery of those health care services more efficient using artificial intelligence, leveraging data to make
every successive data point entered into the platform put to work for practitioners and business owners.

11:20 We solve the pain of high cost and low efficiency to enable post-acute providers to grow efficiently.

11:29 Some of the needs treating more patients in post acute settings is essential.

11:33 The US is the highest cost among all of our peer nations, and the cost of healthcare is growing at double the rate of inflation.
11:43 The solution is already happening.

11:45 Post acute is growing at an over 8% kegger versus 6% in acute care.

11:51 Another need to automate administration and back office functions with NurseMagic™ Al

11:56 The way we achieve that is by using cross functional Al so that there are pathways to automate and improve every process using data entered for any function, and I’ll be
going through some of those functions in just a few minutes.

12:08 Finally, there’s a need to continuously improve efficiency and patient care by leveraging data with NurseMagic™ Al.
12:15 The way we do that is by using every data point entered to improve downstream task efficiency.

12:24 We are fast becoming an EMR, so we rolled out as a documentation solution in order to provide immediate value and to learn, to learn how to bring efficiency to the
number one task on people’s hate list and also the number one consumer of healthcare workers’ time.

12:43 We rolled out customer management tools very shortly after rolling out our enterprise product in December of last year.
12:51 And then we rolled out very simple methods for onboarding and managing care recipients, enterprise reporting in the spring, documentation of care services in the

summer, government reporting forms, including the HOPE form, which is a requirement by by CMS for hospice care, for example, and then management of care services rolled
out this month in October, October of 2025.
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13:17 We have new services rolling out on a methodical cadence.

13:21 We’re taking a process driven approach to becoming an EMR, including providing billing of care services, targeting delivery, in November of 2025, and two new, we feel
major capabilities to be announced in December of this year and January of next year.

13:40 Overall, we’ve systematically rolled out innovations to deliver the first AT powered post acute care EMR.
13:49 It is important to us to deliver this with efficiency and excellence because we are first in space.

13:54 Our best in class architecture supports rapid development and delivery.

13:58 We roll out 5 to 15 new capabilities each week.

14:02 And all of our features are available across all of the platforms that we support, including i0S, Google Play, and the web, and we are compliant and secure across all
segments.

14:16 How do we get profitable?

14:18 as you saw, our milestones have shown that our revenues have increased and increased in the slope has increased also quarter on quarter.

14:27 We’ve methodically rolled out products, gained access to segments, and generated more revenue quarter on quarter.

14:35 if you look at this table, I won’t read every piece of it, but notice that from Q4 2025, we are on a June 30.

14:42 July 1 reporter, we changed the ratio of our B2C and B2B product when we rolled out Enterprise and some new capabilities there to be heavier on the B2B side, which we
believe gives us a much stronger MRR and we also have increased the product capabilities moving to NurseMagic™ Enterprise, which includes some of the modules that I
showed you on the prior slide.

15:00, all the way to targeting delivery of an EMR in Q2 of 2026.

15:13 From a segment perspective, our target is to win senior living, users in this quarter in Q2 2026, and also to close our first EMR full EMR customer.

15:26 So rather than selling only for documentation to be able to support the entire business’s functionality on the NurseMagic™ platform so that we’re able to deliver the best
value by tying together all of the data and using Al to enable these businesses to make smarter, faster decisions.

15:46 We believe that we will be profitable.
15:49 With fewer than 10,000 total B2C plus B2B users, we think that that is a very tractable hill to climb.
15:57 Our current average B2B pipeline deal sits at around 600 users, so we’ve not only built our usership and revenue, we’ve also built and increased the deal size in our

pipeline.
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16:09 We expect that by becoming an EMR we and being able to serve multi-location businesses, we have a greater potential to increase our revenue even faster.
16:24 From a finance perspective this is reflected in our filings we have simultaneously increased our revenue and cut our operating costs.

16:32 The reason is because we have built the backbone of our platform we have tested it.

16:37 We have pressure tested it, and we’re continuing to develop.

16:41, methodically on that, so you’ll notice that, we are, our spend is a bit lumpy due to insurance and other public company expenses which we have controlled, but overall
we’ve cut our operating expenses quite dramatically even as we work hard to make these two numbers beat.

17:01 Some investment information we have reported as of September 30, 2025, nearly a million or 2 million cash on hand, zero debt, nearly a year of estimated burn, 4.6
million shares outstanding, about 2.7 million in total revenue since inception of the company, and a reasonably tight float of 3.2 million shares.

17:24 We’re building revenue both B2B and B2C.
17:27 Our recognition is growing with social followings.
17:30 We have good liquidity and it’s important to note zero debt.

17:33 I’ll also point out that in a fundraiser we did in January of 2025, I put in a million dollars of my own funds and we had board members Jo join for another, over a quarter
million dollars of a $3 million raise, so we have both high conviction and ability to support the company.

17:54 Our team has ample experience we believe in an award winning culture.
17:59 We’ve won 19 earned Workplace excellence awards, 8 of them national.

18:03 We have over 50 years of collective experience in engineering, 9 years of collective experience in marketing, 23 in sales, and 33 in finance.
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18:14 Our board is comprised of seasoned and sophisticated investors and executives including George Palmer, who’s built businesses across the US, including home building,
Mike Losch, who is the former CFO of General Motors, Barbie Brewer who ran talent at Netflix, and Gil Ullman, who was the first and, former CEO of the entire Michigan
health system in addition to many other recognitions and honors.

18:38 So we’re very proud to have this very sophisticated board of directors as well.

18:44 Who are all invested in the company.

18:47 I should add, so in closing the investment highlights, we have been featured in the media, including Squawk Box, Mornings with Maria and some other outlets.

18:58 We’ve proven that we can deliver a platform.

19:00 We did that in the academic sector, we pivoted to healthcare and proved that.

19:04 We could generate more revenue there.

19:06 We’re closing enterprise deals in a very large and growing industry that needs to grow, in fact as a national imperative, and we expect rapid increase in revenue with B2B
sales in a hungry market.

19:20 So with that I’d like to thank you for your attention and thank you for following our story, and you’re welcome to reach out to us atir@amesite.com with any questions
you may have.

19:29 Thank you again.
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