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Cautionary Statement

The following presentation is being made only to, and is
only directed at, persons to whom such presentation may
lawfully be communicated (“relevant persons”). Any
person who is not a relevant person should not act or rely
on this presentation or any of its contents. Information in
the following presentation relating to the price at which
relevant investments have been bought or sold in the past
or the yield on such investments cannot be relied upon as
a guide to the future performance of such investments. For
the avoidance of doubt, nothing in this presentation
should be construed as a profit forecast.

The information, statements and opinions contained in
this presentation do not constitute a public offer under any
applicable legislation, an offer to sell or solicitation of any
offer to buy any securities or financial instruments in FD
Technologies plc (the “Company”) or any company which
is a subsidiary of the Company. Further this presentation
does not provide any advice or recommendation with
respect to any such securities or other financial
instruments.

The release, publication, or distribution of this
presentation in certain jurisdictions may be restricted by
law, and therefore persons in such jurisdictions into which
this presentation is released, published or distributed
should inform themselves about, and observe, such
restrictions.

Safe Harbour Statement

Forward-looking Statements

Certain statements contained in this presentation constitute forward-looking statements. All statements other
than statements of historical facts included in this presentation, including, without limitation, those regarding the
Company’s financial condition, business strategy, plans and objectives, are forward-looking statements. These
forward-looking statements can be identified by the use of forward-looking terminology, including, for example,
the terms “believes”, “estimates”, “anticipates”, “expects”, “intends”, “may”, “will”, or “should” or, in each
case, their negative or other variations or comparable terminology. Such forward-looking statements involve
known and unknown risks, uncertainties and other factors, which may cause the actual results, performance or
achievements of the Company, or industry results, to be materially different from any future results, performance
or achievements expressed or implied by such forward-looking statements. Such forward-looking statements are
based on numerous assumptions regarding the Company’s present and future business strategies and the
environment in which the Company will operate in the future. Such risks, uncertainties and other factors include,
among others: inherent difficulty in predicting customer behaviour; customers may not respond as we expected
to our sales and marketing activities; the competitive environment; our ability to adapt to technological change;
business interruption or failure of our systems architecture and communication systems; problems with
implementing upgrades to our applications and supporting information technology infrastructure; any failure to
properly use and protect personal customer information and data; our ability to manage and maintain third party
business partnerships; increased regulation of our businesses; changes in laws; any failure to process
transactions effectively; any failure to adequately protect against potential fraudulent activities; any significant
quality problems or delays; the global macro-economic environment; the potential for one or more countries
exiting the Eurozone; the implications of the EU Withdrawal Act and the disruption that may result in the UK and
globally from the withdrawal of the UK from the European Union; our inability to attract, retain and develop
talented people; our ability to repurchase shares; our inability to adequately protect our intellectual property
rights; disruptions, expenses and risks associated with any acquisitions and divestitures; amortisation of acquired
intangible assets and impairment charges; our use of debt to finance acquisitions or other activities; and the cost
of, and potential adverse results in, litigation involving intellectual property, competition authority, shareholders
and other matters. These forward-looking statements speak only as at the date of this presentation. Except as
required by the Financial Conduct Authority, or by applicable law, the Company does not undertake any
obligation to update or revise publicly any forward-looking statement, whether as a result of new information,
future events, or otherwise.



Delivering on strategy
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Business units performing strongly

FIRST
KX il mip

.~ Delivered 25% «~ Delivered 24% revenue .~ Revenue growth
growth in exit ARR growth of 16%

Signed 22 deals for v Gross margin improved Gross margin
cloud native KX to 27% (FY21: 24%) improved to 44%

Insights platform (FY21: 41%)

Strategic partnership ' Achieving greater Maintaining market
signed with Microsoft returns on our expertise leadership position




Group financial guidance achieved

Revenue Adjusted EBITDA Net cash

£263m £31m | £0.3m

Guidance: £255m - £260m Guidance: £31m - £33m FY21: net debt £9.9m







Real-time analytics growing rapidly




Unlocking the opportunity

KX competitive strengths KX return on investment

- Single platform to = Forrester study found KX

process, store and analyse Add Fessda ble delivered a 3 year return on
data investment of 315%, with
market: payback in under six months
=  Any amount of real-time _ _
and historical data at scale $50bn by ) Typlcal cm_Jstomer beneflts_
to provide context included increased operational
2025 efficiency, improved product

» Deployable on the edge,
on-premise or in the cloud

reliability, faster product design
and lower manual intervention

= Easy to adopt and use

Growing KX Ecosystem

HE Microsof pw-c.- CGl eveicnr  @)APPLED  CAPCD < utilismart’ EY 3 Survalent. TJelit BlSTel

TECHNOLOGIES databricks CORPORATION
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A year of transformation driving exit ARR and NRR

*

[\ 37.6
Exit ARR
25% growth
FY21

New subscription clients

73% Growth

FY22 over FY21

26

Number of deals

47.0
il =
VAN
o/ 106% 0/
Net Revenue 99% Product gross margin
Retention rate Services gross margin: 26%
H o, . (o)
P E— E— KX gross margin: 69% (FY21: 72%)

Subscription annual contract value

77% Growth

FY22 over FY21

B FS ' Industry £9.8m

Subscription deal value

FY21:
Financial services: 81%
Industry: 19%

EFS
Industry

FDTechnologies o



Microsoft partnership drives scale

KX

KX Insights will be natively integrated as a
streaming analytics platform with first class status
on Azure. Microsoft salespeople will be incentivised

and retire quota through the partnership. Key target
markets include FS, manufacturing and automotive.

B Microsoft
B Azure

KX and Microsoft are developing applications and services,
leveraging KX’s capabilities as a core building block. This
collaboration will help the capital markets ecosystem including
exchanges, buy-side firms and sell-side institutions create
high-value insights that facilitate real-time decision making.

First class

:3; illr;sb'%hgz First class First class
Private general

a managed . T oper
. availabilit
e Preview y

Q1 calendar 2023

Financial Services

Private Public General
preview preview availability

Calendar 2023

FDTechnologies 10



KX value for custo
Industry

What we do

» Advanced analysis of wind
tunnel data

« Store real-time and historic
data for accelerated analytics

AUTOMOTIVE

What we do

* Real-time data capture
connecting all tools used
across the manufacturing
facility

» Store historical data to analyse
performance
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How customers benefit

Improve efficiency / effectiveness of wind
tunnels and reduce expensive testing

Deliver competitive advantage in vehicle
design

Payback expected in less than a year

How customers benefit

Enhanced fault management resulting in
$1m per annum saving in downtime

Removal of inefficient legacy tooling

Higher productivity from improved
processes

Expansion potential

Further roll out within customer’s
wind tunnels under discussion

Penetrate deeper into customer's
operations e.g. autonomous vehicles

Multiple other manufacturers

Expansion potential

* Initial deployment proved ROI with
follow up order now received and
further expansion possible

* Large opportunity for similar use
cases throughout manufacturing



CRYPTO

INVESTMENT BANK

KX value for customers

Finance

annn

T
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What we do

Real-time data management
and tools for cryptocurrency
investors

Delivered as a managed
service

What we do

Extend FX trading and risk
management solutions from
Tokyo to London and New York

Deliver single global platform
for FX trading, risk, algos and
analytics

How customers benefit

Provide real-time data and analytics to
customers with machine learning for
forecasting purposes

High levels of stability, flexibility and
scalability

How customers benefit

Single platform delivers advanced
capabilities and maximises efficiencies

Provides global trading intelligence,
improves margins and customer pricing

Improved reporting and compliance

Expansion potential

* Assist customer’s growth plans by
powering additional services

+ KX expanding in cryptocurrency
ecosystem, driving market share

* Wider expansion in blockchain

Expansion potential

» Potential for customer to extend
into new asset classes on platform

» Strengthens KX's position in FX
trading and analytics



KX FY23 targets

Annual Recurring
Revenue growth

35-40%
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First Derivative — growth and market positioning

£148m 27% 20 o ine

Revenue
24% growth

Gross margin world’s top 20
FY21: 24% investment banks
as customers

£ MILLION

FY22

Growth Drivers

E Strengthening cloud Engagement model approach:
partnerships: @
Migration of customer risk » Focused on outcomes rather than resources delivering more for clients

application to GCP, 12-month TV
project delivered on time

(achieving 35% saving for

customer)

= Getting value for our deep domain skills
Change programmes:

= Delivering new initiatives in cloud, data analytics and software development

FDTechnologies 15



Unlocking the opportunity

First Derivative USPs

= Domain and technical
knowledge

= Reputation for delivery
excellence

» Recruitment, training and
development machine

= Customer base

Business services

Delivers insight, implementation and
support to overcome business challenges —
reduce costs, stay compliant and modernise
through automation

Addressable
market: More
than $200 bn

First Derivative practices

Engineering services

Accelerates the way customers collect, record
and consume data to enable their
transformation into fully data-driven
organisations

Market dynamics

Solid demand for regulatory and
compliance programmes

Demand for digital
transformation

Move from off-shoring to near-
shoring

Cloud migration work

Technology services

Ensures mission-critical
applications are deployed and run
smoothly — and efficiently

FDTechnologies 16



FIRST DER/VAT/VE ' First Derivative FY23 targets

.’/

Revenue growth

1 5% Continue to deliver

gross margin

FY22 revenue growth: 24% .
Improvement

FDTechnologies 17







51.1

- £5Tm __ (5y 44%

Gross Margin

£27m

Platform revenue

44.2
(at constant currency)

FY20 FY21 FY22

Tracking MRP named as ABM leader by Forrester

Launch of

(=) .
d 1 . 5 Pre Iytix 3 0 "As was the case in 2020, MRP offers the most native and integrated
R . . engagement channels of any vendor in this evaluation. Since that
b I I I I 0 n : Delivering enhanced time, MF:’_P h_a.?' also added unique attribu{ion capabi/iz_‘ies _that can
: sel s mm s A connect individual channels to the ABM-influenced pipeline.”
intent si I : eress . Forrester, Account-Based Marketing Platforms, Q1 2022
Intent signais : capabilities that increase

per day : customer ROI

Mrp

FDTechnologies 19




MRP - unlocking the opportunity

MRP competitive strengths Market dynamics

= Prelytix platform analyses » |ncreasing demand for
more data to drive deeper predictive lead generation
insights

= Demand for powerful and
= Global capabilities a flexible solutions
differentiator
= Consolidation of vendors
= Services capability to drive
engagement

= |dentified by industry analysts
as a market leader

MRP’s ABM offerings

MRP Prelytix Digital marketing Sales development

Access to the only global enterprise-class ABM  Uncover buying signals and coordinate across  Next generation sales development
platform that provides actionable data-driven channels & campaigns to qualify leads, services driven by Prelytix

insights with limitless scale to optimise increase pipeline velocity and drive value

revenue outcomes
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Revenue growth

10%+

FY22 revenue growth: 16%



Guidance
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£290-£300m £36.5-£38.5m 35-40%

Group revenue Adjusted EBITDA KX ARR growth
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Financial performance
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Financial Highlights

£263.5m 11% £31.0m £0.3m

Revenue Revenue growth (14% at Adjusted EBITDA Net cash
(FY21: £237.9m) constant currency) (FY21: £40.5m) (FY21: Net debt £9.9m)

Key drivers of financial performance

Results reflect successful delivery of accelerated growth strategy

KX delivered its target 25% growth in exit ARR and NRR moved towards its mid-term 120% target

Adjusted EBITDA in line with guidance as we invested to maximise future growth

Good working capital management and the sale of an associate enabled a return to net cash
FDTechnologies 24




KX performance

KX revenue Financial Services Industry
FY22 FY21 CHANGE FY22 FY21 CHANGE FY22 FY21 CHANGE
REVENUE 64.4 74.3 (13%) REVENUE 55.4 65.3 (15%) REVENUE 9.1 9.0 0%
PERPETUAL 3.6 10.7 (66%) PERPETUAL 1.8 7.9 (77%) PERPETUAL 1.8 2.8 (36%)
RECURRING 39.2 37.7 4% RECURRING 35.5 35.0 1% RECURRING 3.7 2.7 37%
TOTAL LICENCES 42.8 48.4 (12%) TOTAL LICENSES 37.4 43.0 (13%) TOTAL LICENSES 5.4 5.4 0%
TOTAL SERVICES 21.6 25.9 (17%) TOTAL SERVICES 18.0 22.3 (19%) TOTAL SERVICES 3.6 3.6 0%

Recurring Revenue

Financial services Industry

Transitioned to recurring revenues, and out of perpetual, as planned
Growth in recurring revenue with Industry revenues up 37%

Services revenue declined due to focus on time to value for customers and

lower perpetual deals in Financial Services



KX performance

KX Costs as percentage of revenue
FY22 FY21 CHANGE
TOTAL REVENUE 64.4 743 (13%) Sl
28%
GROSS PROFIT 44.5 53.8 (17%)
29%
GROSS MARGIN 69% 72% 19%
9% 13%
R&D EXPENDITURE (18.6) (13.9) 34%
FY21 FY22
OF WHICH CAPITALISED 16.1 11.4 41% Sales and marketing R&D Exp Operational expenses
NET R&D EXPENDITURE (2.6) (2.4) 8%
SALES AND MARKETING (23.6) (20.6) 5 License margin maintained at c90%, offset by a decline in services margin as
COST ’ ’
we invest in customer success
ADMIN COSTS (8.6) (6.6) 30% . . .
Investment in R&D, sales and marketing and admin expenses as planned
ADJUSTED EBITDA 9.8 24.3 (60%) under our accelerated growth strategy

ADJ EBITDA MARGIN 15% 33%



First Derivative performance

First Derivative

24%

FY22 FY21 CHANGE Revenue growth
TOTAL REVENUE 148.0 1194 24%
GROSS PROFIT 394 29.1 35%
GROSS PROFIT MARGIN 27% 24%
FY21 FY22 Pzl Fy22

NET R&D EXPENDITURE - - - Revenue £m Gross Margin
SALES AND MARKETING o
COST (14.5) (10.8) 34% Commentary

- Revenue growth ahead of expectation with growth accelerating in H2
ADMIN COSTS (10.9) (7.8) 40%

+ Strong pipeline from growing markets including digital change programmes
ADJUSTED EBITDA 14.0 10.5 33% * Gross margin increased as we focus on pricing and delivery model efficiencies

ADJ EBITDA MARGIN

9%

9%

* Investment in sales capability, leadership and systems to maximise

opportunities and deliver growth targets

27



MRP performance

MRP

FY22 FY21 CHANGE
TOTAL REVENUE 51.1 44.2 16%
GROSS PROFIT 22.2 18.0 23%
GROSS MARGIN 44% 41%
NET R&D EXPENDITURE - (0.1) NM
gélél_ErS AND MARKETING (9.3) (7.9) 18%
ADMIN COSTS (5.7) (4.3) 33%
ADJUSTED EBITDA 7.3 5.7 28%
ADJ EBITDA MARGIN 14% 13%

16%

Revenue growth

FY21 FY22 FY21 FY22

Revenue £fm Gross margin
Commentary
« Strong double digit revenue growth with Platform revenue growth of 18% at
constant currency.

* Growth in gross margin accelerated in H2 from higher utilisation of services

which vindicated decision to retain staff

« Existing customers began transitioning to Prelytix 3.0 in H2 — opportunity in FY23
28



Revenue and adjusted EBITDA

fm

Revenue

Cost of revenue
Gross profit
Gross margin

Adjusted operating costs

Net R&D

Sales and marketing costs

Administrative costs

Adjusted EBITDA

Adjusted EBITDA margin

FY21

237.9

(136.9)

101.0

42%

(2.6)

(39.3)

(18.7)

40.5

17%

Change

11%

15%

5%

1%

21%

35%

(23%)

Revenue growth accelerated in H2
FY22 growth of 14% at constant currency

Gross margin % driven by change in business
unit mix with both First Derivative, MRP and
KX software margins increasing

Investments in R&D, sales and marketing and
operational expenses including systems and
people —in line with plan

EBITDA in line with guidance

Well positioned to address future growth
opportunities across all our businesses



Cash flow

M Increase M Decrease H Total

25.0
1.1
20.0 28.9 L
Share issue S
Interest, FX Acquisitions &
15.0 & other investments
Taxation Software
10.0 development
) (9.3) (0.4)
£ 5.0 Operating Capital .
“ : . Closing
cash flow expenditure g4
0.0 (18.9) ]
I (1.9) 0.3
Opening
(5.0) net debt
(10.0) (9.9)
(15.0)
CASH FLOW 125% UL 13% 115%

Net cash at period end £0.3m
Cash conversion from operating activities 93% with 100%
cash generated covering all cash payments

£11m from sale of associate, RxDataScience,

supporting movement to a net cash position 75%
Continue to expect 80-85% adjusted EBITDA cash
conversion each year as the Group grows 50%

H117 H217 H118 H218 H119 H219 H120 H220 H121 H221 H122 H222

30






