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Safe Harbour Statement

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.

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.
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Delivering on strategy

Strategic progress in KX and expect to deliver
35% ARR growth this year

Investing to accelerate growth on strong
foundations

First Derivative resilient in slower market

MRP improving through first half

Evaluating Group structure to optimise value



In H1 we have delivered important milestones in KX

Partner Products Comments

Kdb Insights Enferprise embedded natfively on Microsoft Azure plaftform
o S— Collaboration with Azure:
. Nggs"ﬂ 9 P Joint sales team and go-fo-market
Targeted client list within capital markets and other vertficals

KX p ro d u Ct ava i | a b | e O n AZ u re, AWS , Kdb Insights avdilable as a fully managed service on Amazon FinSpace
G C P a n d S n OW_I:I a ke aWS kdb Insights Collaboration with AWS:

Joint sales feam and go-fo-market
Targeted client list within capital markets and other verticals

First release under the partnership will be “KX for Smnowflake”, released
through Snowpark for developers to securely deploy and process python

[eEBhE]E A new python-first infegration of kdb Insights

First deals closed on A
I rSt ea S C Ose O n Zu re . R Plans to target customersin other verticals outside of the core base in

capital markets

Kdb Insights Enterprise available as a customer self-managed application

La U n C h e d KD B . AI d eve I 0 p e r e d iti O n a S Kdb Insights Enterprise Encbl\n% cu:ome;s Tngcce\ertiTeé\, mc‘lc(h:\‘me \sqmmg, leT automation and
generative Al applications on the Google Clou
a SAAS product

Independent Software Vendors provide additional channel for KX products

Kdb+ further driving adoption of offering across multiple vertical markets
1 Kdb Insights Enterprise Recent partnerships include embedding of KX info Applied Materials
Delivering KDB.AI integration with PP synorsts
DATA 2 i Indirect channel partnerships for KX across multiple vertical markets
[mmml s Kdb Insights P P P

Microsoft Copilot and AWS Bedrock
and global system integrator
partnerships

kdb Insights Enterprise Active discussion underway with a number of global Sl on joint engagement
AT CGI with customers for Al related projects (TCS, CapGemini, Accenture, KPMG
Treliant KDB.AI and others)
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Ashok Reddy Anitha Gopalan Michael Gilfix Paul Colgan
CEQ CcFO Chief Product & Engineering Officer cro

Completed the build out of the
leadership team

Joined in 2022 Joined in 2023 Joined in 2023 Joined in 2022

( '. \ & ( 3 "
} 1 Devtsche Bark
[ wi |
KPMG v | :w::m ) 1.2 Morgan
A 2 UniCredit
‘\&/" Junieer
John Hoffman Martin Carr Peter Finter Charlie Skelton
CRO Chief of Staff Chief Marketing Officer Chief Scientist
25+ Years Experience 17 Years Experience 35 Years Experience 30+ Years Experience

Joined in 2023 Joined in 2027 Joined in 2023 Joined in 2008




Foundations to accelerate growth have been built

= Completed the transition from
selling custom solutions to
selling scalable product on
cloud or on premise

» Ease of procurement with use
of CSP commits and ease of
deployment with Python &
SQL

= Growth rates from new
product areas exceeding 60%

= Proven ability to expand
existing customers and add
new logos

16.8

20.7

Actual FY21

ARR progression

Product (Em) Solutions (Em)

e

38.1

22.7

24.4 =i

Actual FY22 Actual FY23

62.0

26.3

Target FY24



Demand with cloud partners driving pipeline to deliver 35% ARR growth
in FY24

£m
35 60%
General availability across our % .
cloud service partners N
(CSPs) has driven our pipeline 40%
growth and conversion rates ” .
15
20%
10
- - c c 5 10%
= 4x increase in CSP pipeline
since the start of Q2 0 0%
Q123 Q2 23 Q323 Q4 23 Q124 Q2 24 Q324 Q4 24

Direct pipeline (Em) CSP pipeline (Em) Conversion rate (%)

= Q4 CSP pipeline now as
large as our direct pipeline

dWs



Demonstrated success of upsell to existing customers and
winning new clients in financial services

Strong relationships with long-standing customers

Customer since 2001

ARR

Expansion sale of
kdb Insights to

* Expansion sale of

kdb+ and kdb

Insights, expanding

to new teams and
divisions

» Upsell KDB.AI, kdb

Ability to land and expand with new logos

Customer since 2022

ARR

* Additional usage on
kdb Insights and

Fixed Income Insights Enterprise KDBL.AI
team » Upsell kdb Insights
kdb Insights Enterprise kdb Insights
Enterprise Enterprise
Longstanding kdb+
core customer for .
o New logo in FY22;
D WILES LER M, £0.9m system size grown ez
< 3l Uisr i el from 0.5Gb RAM to
Insights +10TB RAM in less
than 2 years
£0.4m
£0.3m
FY21 Current Future FY22 Current Future

Use case: research, trading, forecasting, and trading analytics




And also expand significantly within customers across other
Industries

For example: Healthcare.. ..and Defence

Customer since 2021 Customer since 2021

Expanding Insights : Kd§+ new use cases kdb Insights
Enterprise to and new Enterprise
ARH external users ARR departments s

* Upsell KDB.AI, kdb
Il KDB.AI
o KDB.Al Insights / Insights KDB.AIl

Enterprise
Upsold to kdb £3.2m \
InS|gI:tSsigahr12 kdb kdb Insigh Follow on deals for
. . nsights
Enterprise kdb Insights Enterpﬁse new tise cases
Enterprise
Licensing for on
premise software
kdb+ and KX
platform
£0.1m
kdb+ kdb+ kdb+
FY21 Current Future FY22 Current Future
Use case: data science for clinical trials efficiency Use case: location intelligence, anomaly detection, data science

FDTechnologies s



Applicable across multiple use cases in Financial Services

and other industries

Real time processing
Event detection
Predictive analytics
Visualisation

Pattern detection
Pattern matching
Recommendation

Data exploration
Historical analysis
Reporting
Visualisations

Trading analytics

Trade execution monitoring

Real time risk monitoring

Real time visualisation and
reporting

Trading alerts and circuit breakers

Signal detection
Trade surveillance
Risk management

Quantitative research
Strategy development
Model development
Back-testing
Forecasting

Manufacturing
Yield monitoring
Fault detection
Telco
Self-Optimising Network

Telco
Network fault detection
Manufacturing
Predictive maintenance
Fault detection

Telco
Network capacity
planning

10T
Threat detection

10T
location monitoring
Device health

E&U
Network flow
Meter tracking

10T
Object identification
Alerting

Health and Life Sciences
Patient identification

Manufacturing

Common failure analysis

Operational
improvements

Health and Life Sciences
Drug discovery

Data ingestion, network monitoring, threat detection, anomaly detection, event play back, real-time visualisation, network

optimisation

KDB.Al enhances
outcomes, combining
structured and
unstructured data
for better decision
making and increased
ROI



KDB.Al combines real time and structured data with any LLIVI
using only CPU capacity to expand existing value and enable

New use Cases

Generating alpha expanded to rapid trading strategy
creation: enhancing research with generative Al to create
novel trading strategies from new data sources (media,
analyst reports and filings)

Algo trading expanded to algo parameter exploration:
Natural language interface to adjust algo parameters

Trade surveillance expanded to generative event detection:
Augmentation of trade patterns data with voice and text
communications, enhancing rules and alert engines

Predictive maintenance expanded to fault explain-ability:
Auto categorisation of new “events” self-learning rules
engines and natural language exploration of faults

Data science expanded to multi-dimensional data
exploration: perform similarity analysis using time windows
to see ‘point in time’ or ‘progression over time’ (images,
numerical, text)

4

Contracts knowledge-base exploration: Interactive co-pilot
for exploration of contracts; understand changes of in-force
rules over time

Interactive client services: Combine customer service
interaction information with temporal interaction data from
CRM systems, transcribed conversations and other sources

Similarity search and product recommendations: Hybrid
search of product language databases along with numeric
and predictive signals of interest

Code development: search, diagnose and make
recommendations from proprietary code knowledge base
(and changes over time)

Prompting for demand forecasting: Augment demand
forecasting with natural language (web, news, social) and
unstructured data (video, images, audio) to maximize
insights and context



Our market is increasingly attractive at the intersection of fast data and
big data as enterprises need better “data-driven” decision making

Generative Al has

introduced additional
challenges for enterprises

To be "data-driven" businesses need....

To get data ...make sense of ...at economics that Use of data for generative Al
that data... make sense requires:
NV NV NV NV

©

Ability to query

Compute

New Enterprise Data

Increasing real-time :
Management practices

Timeliness Hardware availability

Increasing volumes (CPU, GPU)

Scalable data governance

Context, predictions and distribution

New types & sources
yp Resources & tech
required Policies for inaccuracies

and bias

Skills required

FDTechnologies mn



Which creates an enormous market opportunity

Generative Al

DBMS market
$203bn

DBMS market 17% CAGR
$93bn

2022 2027
Our traditional business segment Market will be disrupted and accelerated by
(non-RDBMS) is growing at 22% generative Al technology adoption

Source: DBMS Market Size Forecasts. Gartner 2022 )
FDTechnologies 12



Product and engineering

= New product innovation in the enterprise vector
database segment, building on KDB.AI

Investing in areas of sustainable differentiation to
gain long-term market share

Investing in on-premise versions of our latest
offerings to meet customer demand Hz FY24

investment

Strategic initiatives
for KDB.AI

Dedicated solution engineering and onboarding
team to accelerate adoption with global systems
integrators

Investment to provide a hosted developer edition to
gain market awareness and expand user base

We are accelerating investment to increase growth

Additional sales capacity

» Adding sales capacity to meet market

demand and accelerated bookings growth

Additional investment dedicated teams for
working with systems integrator and OEM
channels

Marketing and demand
generation

Investment in marketing team and talent
to support new go-to-market initiatives for
pipeline growth

Investment in brand, website and

related content to position KX as a leader in
the vector database and data analytics market

FDTechnologies




Returns will be an attractive combination of growth and free
cash flow margin

Investment drives acceleration in
ARR growth to ¢.45% per annum
from FY25 onwards

KX cash EBITDA margin improves
each year, achieving breakeven in
FY26 and increasing to 20-25% in
FY28 due to operational leverage

Investment funded by First
Derivative cash flow and existing
£130m debt facility - Group net debt
expected to peak at £30m in FY25

£m

350
300
250
200
150
100

50

FY24

FY25

ARR (Em)

FY26 FY27

Cash EBITDA margin (%)

FY28

45

35

25

15

-15

-25

-35
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FD resilient in softer macro environment showing ability to
protect margins

Revenue (Fm)

= Growth in higher value
technology and engineering 90 89 (1%)
services play to our core strength
of delivering in areas where
knowledge and expertise are high 3%
barriers to entry

= Able to respond rapidly to 7%
changes in demand to protect
adjusted EBITDA margin

(9%)
H1 FY23 H1 FY24

Adjusted
EBITDA Margin 12% 11%



Focus on areas with structural growth demonstrates strength
of the business

Engineering
Services

Business
Services

Test automation,
application support
and shared services
BPaa$S solutions

Real time data
transportation,
storage and
analytics

Regulatory change
and client compliance,
operational change
and delivery

Technology
modernisation,
cloud deployment
and application
development

Targeting reduction
in TCO and increase
in release frequency

Business analysis
and governance
expertise in capital
markets

\0

First Derivative USPs

Unrivalled domain knowledge of
capital markets

Strong technical capabilities

Best-in-class value for money profile vs
competitor consulting firms

Employer reputation and ability to
attract talent

FDTechnologies
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Ability to grow existing customers positions the business well

even in a weaker market

Value-added evolution
of the regulatory &
compliance work we £26m

were doing in staff
augmentation Regulatory &
compliance
View of spend allowed
us to identify a real time
data engineering project

where we offered a KX

* Investment bank
customer has been
a client for 20 years

acting as a team
resourcing partner
Many of the Used our improving

‘resources’ became account knowledge to
key and had critical target investment areas:
knowledge of the risk & controls
investment bank

\ f £10m

Staff

Staff

augmentation :
augmentation

Application
development

Regulatory &
compliance

KX engineering

Staff
augmentation

Complete multiple
year program to
redesign the
management of
operational risk

FY21 FY23
Sales Account g= o
Management =
. = I
Delivery =S ‘*’ S

FDTechnologies 18
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Group financial headlines

£142.5m  £69.3m £14.0m  £7.2m

Group revenue KX ARR Adjusted EBITDA Net debt
(H1 FY23: £147.4m) (H1 FY23: £60.2m) (H1 FY23: £16.0m) (H1 FY23: £7.4m)

Key drivers of financial performance

@ Group revenue down 3%, with growth in KX recurring revenue balanced by flat First Derivative and MRP decline
KX ARR increased by 15% - pipeline grew strongly for H2 following GA on Azure, AWS and Google Cloud Platform

Adjusted EBITDA down £2m (12%), with stronger H2 expected (prior to investment impact)

© O ©

Strong balance sheet and cash flow to support investment announced today

FDTechnologies 20



KX: strong organic recurring revenue growth

ARR (Em)

Revenue (£m)

65

Perpetual

Services

Recurring

Figures reflect transfer of post implementation consultancy and development from KX to First Derivative, with prior periods restated

57

71

4%

(61%)

(16%)

23%

34

38

12%

(25%)

(30%)

23%

ARR growth of 15% with NRR of 112% (117% at constant

currency) and continued low rates of customer churn

Increase in KX revenue driven by recurring revenue growth
of 23%, with Industry growing at 85% and Financial

Services at 14%

Industry growth driven by the positioning of our products
outside capital markets including in Aerospace & Defence,

Manufacturing and Utilities.

Service revenue declined as proportion of overall revenue
as we benefit from the investment to make our products

more accessible

First new customers signed through our strategic
partnership with Microsoft Azure - sustained pipeline

growth following launch in March 23



Investment to drive recurring revenue growth

£m

Annualised Contract Value (ACV) added

Revenue
% Growth
Software Revenue

Gross Profit

% Gross Profit Margin

% Software Gross Profit Margin

S&M

% of Revenue
CAC/ACV
R&D Expenditure
% of Revenue
Capitalised R&D

% of Revenue

Admin

% of Revenue

Adj. EBITDA
% Margin
Cash EBITDA
% Margin

FY21
3
65

48
51

78%
91%

(21)
32%
6.2
(14)
21%
12
(18%)

(7)
10%

21
33%
10
15%

FY22

57
(13%)
43
43

(8)
(14%)

FY23
19
71

25%
59
54

19
(27%)

(10)
14%

13
18%
(6)
(9%)

H1 FY23
11
34

11%
(5)
(14%)

H1 FY24
7
38
12%
34
29

(7)
(19%)

CAGR
21-23

138%
3%

3%
3%

13%

(53%)
29%

29%

23%

(23%)

n/a

Continued gross margin improvement as
recurring revenue (87% software gross
margin) continues to grow in absolute terms

and as a proportion of revenue

H1 customer acquisition cost (CAC) ratio
increased in H1 due to the timing of
bookings, we expect the FY24 ratio to be in
line with FY23

Investment in R&D to deliver product
innovation with KX Insights and KDB.AI

supporting recurring revenue growth

Admin costs increased as we invested in the
leadership team and the investment in

systems in FY23



Confidence in delivering FY24 ARR growth of 35%

ARR (fm)

65

FY23A

£m
85
30
25
20
15

10

Q123

(3) - (5)

Churn

Q2 23 Q3 23

Direct pipeline (Em)

H1 24
Bookings

Q4 23 Q124

CSP pipeline (Em)

18 - 20 88

H2 24 FY 24 ARR
Bookings Target
Q2 24 Q324 Q4 24

Conversion rate (%)

60%

50%

40%

30%

20%

10%

0%

We have developed a significant pipeline for H2 based on demand
for our new products, weighted towards Q4. Increased demand

driving pipeline growth including from the CSP partner channel

H2 conversion ratio forecast in line with H1 at as we benefit from

improved product positioning and maturing sales processes

We have sufficient pipeline coverage and a conversation ratio to

deliver the bookings required to deliver ARR growth of 35%

Continue to realise opportunities in both Financial Services and
Industry including Aerospace & Defence, Manufacturing, Energy &

Utilities and Telecommunications



Ability to accelerate growth and generate cash

ARR growth

Gross Margin %

S&M CAC/ACYV ratio

R&D Expenditure

Admin costs

Cash EBITDA

FY23

39%

76%

1.4

32%

14%

(9%)

PROJECTED CAGR

FY25-28

c45%

c. 84%

1.0

c.20%

10%

20-25%

Investing to maximise new booking growth, via channels including CSP,
OEM and SI

Gross margin will continue to increase as software revenue (87% GM)

grows rapidly and services become a negligible proportion of revenue

Accelerating investment in sales and marketing to deliver topline growth,
CAC ratio will improve as we deliver more bookings from lower cost CSP

and OEM channels and direct sales productivity increases

Managing growth and required investment and we expect cash EBITDA

breakeven for FY26 with substantial growth thereafter

Sufficient capital resources to fund the additional investment in KX with

FY24 net debt projected in the range of £10m to £15m

Maximum net debt projected at approx. £30m in FY25 against our

revolving credit facility of £130m, with a return to net cash in FY27



First Derivative: H1 revenue impacted by customer caution

Revenue (£m)
20% COMMENTARY
184 0
* Revenue declined 1% due to increased caution among
- customers, as widely reported by our peers
155 49
- Both Engineering and Technology Services delivered
129 continued growth and both achieve higher margins
50 - - Business Services, which has historically grown
Tech_nology rapidly, experienced a decline as weakened
Services
(1%) investment bank spending has led to delayed project
34% 90 start dates
Engineering . . .
Services Opportunity to achieve our growth targets from
24 continued expansion within our existing customer

base

(9%)

FY21 FY22 FY23 H1 FY23 H1 FY24 25



Resilient margin performance driven by cost efficiencies

£m
Revenue
Growth

Gross Profit

Margin
S&M

% of Revenue
Admin

% of Revenue

Other Income/Costs

Adjusted EBITDA
Margin

FY21
129

13
10%

FY22
155
21%
41

16
10%

FY23
184
18%

51

28%
(15)
8%
(15)
8%

21
17%

H1 23
20

25

28%
(8)
9%
(7)
8%

(0)

10
12%

H1 24
89
(1%)
23

26%
(4)
5%
(9)
10%

17%

Resilience demonstrated by EBITDA margin in line

with FY23

Action taken to manage costs and improve
efficiency which minimised margin impact from

lower revenues

Lower S&M costs due to a reduction in

commission and management of spend

Investment in leadership team and systems
complete and will deliver operational leverage in

future periods

Expect to deliver H2 revenue and EBITDA in line

with H1



Sustainable revenue growth aligned with margin improvement

Revenue growth

Gross Margin

S&M

Admin

Cash EBITDA margin

FY23

18%

27%

9%

9%

10%

Projected FY26

10%

c.31%

8%

8%

15%

Sustainable revenue growth of 10% to 15%

EBITDA margin expected to grow to 15% driven by
improvements to gross margin and delivering operational

leverage on other costs

Gross margin improvement driven by favourable change in
mix towards higher margin technology services and
operational efficiency gains as service mix diminishes the need

for headcount

Optimising operating leverage in the admin cost base allows

for growth with minimal further investment



MRP: stabilised in Q1 and back to profit in Q2

£m FY21 FY22 FY23 H1FY23 H1FY24 o _ _
Revenue stabilised in Q1 and improved in Q2
Revenue 44 51 42 23 16
P - (19%) (23%) and we are on track to return to growth in H2
Gross Profit 18 22 17 10 7
In response to challenging market conditions
Margin 41% 44% 41% 41% 45%
MRP has implemented annualised cost savings
S&M ®) (9) (©) (5) @) 2 9
% of Revenue 18% 18% 23% 21% 21% of approximately £6m
R&D Expenditure (2) (2) (4) (2) (1)
% of Revenue 4% 5% 9% 6% 7% Benefit from cost savings can be seen in
italised R&D 2 2 4 2 1 :
Capitalised R& margin, up to 45% and lower S&M costs
% of Revenue (4%) (5%) (9%) (6%) (7%)
Admin (5) (6) (6) (3) (4} MRP is ready for growth when spend in
% of Revenue 17% 12% 15% 13% 25% demand generation returns
Adj. EBITDA 6 7 1 2 (0)
Margin 13% 14% 3% 7% (1%) Reiterating guidance of an improved adjusted
Cash EBITDA 4 4 (2) (0) (1)

EBITDA versus FY23
Margin 9% 9% (6%) (1%) (9%)



Group operational performance

fm

Revenue

Cost of revenue
Gross profit
Gross margin

Adjusted operating costs

Net R&D

Sales and marketing costs

Adjusted Admin costs

Adjusted EBITDA

Adjusted EBITDA margin

H1 FY24

H1 FY23

142.5 147.4
(83.1) (87.2)
59.4 60.2
42% 41%
(2.6) (1.8)
(22.6) (27.1)
(20.1) (15.4)
14.0 16.0
10% 17%

Change

(3%)

(5%)

(1%)

1%

37%

36%

43%

(12%)

COMMENTARY

Revenue declined by 3% to £143m

Gross margin increase driven by continued growth in
KX recurring revenue

Increased R&D expenditure as we continue to invest
in product development including kdb Insights
Enterprise

Increasing leadership capability and improving
systems to support growth have resulted in increased
admin costs

Well positioned for FY24 and beyond to deliver our
ambitious growth targets in both KX and First
Derivative

29



H1 cash management

M Increase M Decrease H Total

15.0
100 e
Implementation 2.4
5.0 (2.4)
Operating
04 cash flow
0.0
£ Opening
“ net cash
(5.0)
(10.0)
(15.0)
(20.0)
125%
CASH FLOW
* Net debt position of £7.2m, excluding lease liabilities, in line with 100%
prior year
Cash generated from operating activities of £12m which
represents a conversation rate of 85%, before spend on the 75%
Oracle ERP implementation
Gross debt represents 1x EBITDA
50%

Cashflow from

|nvgs_t|_ng Financing Activities
activities

and FX

Sale of Associate (3. 5)

(7.2)

Adjusted EBITDA cash conversion

115%

H1 FY22 H2 FY22 H1 FY23 H2 FY23 H1 FY24



Guidance for Group and business units

Growth in our KX pipeline, driven by our partnerships with CSPs and the recent launch of KDB.AlI,
provides confidence in achieving our target of at least 35% growth in ARR for the full year

First Derivative is expected to deliver H2 revenue and EBITDA in line with H1, on the basis of no
improvement in market conditions through H2

MRP is expected to deliver a small improvement in adjusted EBITDA over FY23

FY24 revenue is expected to be in the range of £285m to £295m

The additional investment in KX announced today is expected to deliver a £9-10m impact to adjusted
EBITDA in H2, resulting in FY24 adjusted EBITDA in the range of £24m to £26m



Evaluating optimal organisational Group structure and
allocation of capital to drive value for shareholders

[ Strategy has been effective and each business has a distinct
investment proposition, operating model and capital allocation
requirements

Recognise significant sum of the parts valuation discount reflecting
different investor appetite for software and services

FDTechnologies 32
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