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ELIXIRR OVERVIEW

Introducing Elixirr, a differentiated consulting platform

Elixirr combines big-firm expertise with entrepreneurial ownership and small-

firm agility, remaining accountable from breakthrough thinking through end-
to-end execution.

That shows up in four ways:

END-TO-END 4 - OUTCOME-
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OUR CAPABILITIES:

Bliategy & Operational Excellence Al, Data & Technology
Transformation

Digital Experience Research & Insights Execution Edge
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KEY FIGURES:

£149.6m

FY25 Revenue

500+

Clients supported

700+

People globally

29.6%

FY25 EBITDA margin

250+

Active clients

6

Countries

38%
Revenue CAGR
2020-2025

34

FY25 gold clients

9

Acquisitions to date

Allfigures based on FY25

HIGH-QUALITY GLOBAL CLIENT BASE OF 250+ CLIENTS:
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ELIXIRR OVERVIEW

Our full-service consulting platform delivers strategy through execution

0 v Wie ©

Strategy & Operational Al, Data & Digital Experience Research & Execution Edge
Transformation Excellence Technology Insights
* Enterprise strategy and * Operating-model * Al anddata strategy * Digital product and * Market and customer * Leadership and culture
growth optimisation service design intelligence transformation
* Modern technology
* Transformationdesign * Processand foundations e Customerand * Research-led strategy * Enterprise mobilisation
and delivery performance employee experience
improvement * Intelligent automation * Evidence-based * Sustainable execution
* Commercial capability andinnovation * Brand and digital decision-making andimpact
building * Technology-enabled engagement
efficiency

END-TO-END OUTCOME-
N ) e SENIORLED ) @ FOCUSED AI-ENABLED ) GLOBAL REACH

; © 2026 ELIXIRR 4
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ELIXIRR INVESTMENT CASE

Elixirr is a high-growth, scalable consultancy offering investors long-term

compounding growth

INPUTS THAT EXPAND OUR
PROPOSITION:

D © 2026 ELIXIRR

A LARGE, RESILIENT AND
FRAGMENTED MARKET

Opportunity for challenger
consultancies to grow.

6. 0 % projected CAGR for the global
consulting market through 20291,

AIENABLEMENT

Al tailwinds are scaling as a core
revenue engine and powering our
proprietary Al platform.

$2 00bn incrementalnet new

value pool over 5 years created by
agentic Al2.

TOP-LEVEL TALENT

Building a market-leading team of
people through hiring, promotions and
targeted M&A.

>3 5, 000 applications in FY25.

AN ADDITIVE
SCALABLE
INORGANIC
EXPANSION
MODEL

ACQUIRE
complementary
businesses

D¢

A DIFFERENTIATED CONSULTING MODEL

OWNERSHIP-
DRIVEN CULTURE
AND

ALIGNMENT

DISCIPLINED CAPITAL ALLOCATION
AND GOVERNANCE

OUTCOME: A PROVEN TRACK
RECORD OF PROFITABLE GROWTH

A SCALABLE
ORGANIC
EXPANSION MODEL

STRETCH existing
Partners
PROMOTE from
within

HIRE new Partners

A

SUPERIOR CLIENT
OUTCOMES

Measurable impact, higher
retention, premium positioning.

24% better than competitors
according to our clientss.

ATTRACTIVE FINANCIAL
PROFILE

Durable growth, strong margins and
cashflow.

38% revenue CAGR2020-
2025.

INCREASED EQUITY
VALUE / MARKET
CAPITALISATION

Scalable platform, multiple
expansion opportunity, attractive to
investors.

£321M market cap4.

Source: Gartner, “Forecast Analysis, Consulting Services, Worldwide”, July 2025. 2Source: BCG, “The $200 Billion Agentic Al O pportunity for Tech Service Providers”, 20 February 2026, Exhibit 1.3Elixirr Client Survey 2026. “London Stock Exchange, 04/08/26.



ELIXIRR INVESTMENT CASE

We have delivered consistent growth with industry-leading profitability

Elixirr has repeatedly delivered strong growth while maintaining exceptional margins.

Revenue CAGRfrom 2020 - 2025 EBITDA CAGRfrom 2020 - 2025 EBITDA margin from 2020 - 2025
Revenue and Adjusted EBITDA-FY 19to H1 26 Revenue (£) mmmmm Adjusted EBITDA (£) == == Adjusted EBITDA margin (%)’ H126F Revenue (£)° H1 26F EBITDA(£)°
£160.0m £149.6m 35%
£140.0m o i o e - ——— R 30%
£120. 3
0.0m £111.3m 25%
£100.0m £89.0m
£85.9m :
£80.0 IPO (zem £71.7 o
o2l market cap) LT
Market 15%
£60.0m £50.6m (£325m ’;i.
market cap) £44.3m Q
£40.0m 10%
' £24.5m £30.3m £95.4m £27.6m
£15.7m £20.5m 5%
. N L
£0.0m I 0%
FY 192 FY 20 FY 21 FY 22 FY 23 FY 24 FY 25 H126F°
| retch 7| Promote Hire Acquire
| enue per Partner increased from 10 Principals promoted to Partner . ; 8 businesses bought s
. I l . 12 Part hired IPO#
I 2min FY19 to £4.4m in FY25 since AIM IPO armers Ml total)

2 ©2026 ELXIRR T Adjusted EBITDA excludes the followingitems from operating profit: non-cash depreciation and amortisation charges, share-based payments, non-recurring Main Market listing costs and non-recurring M&A-related items. 2Annualised and
normalised EBITDA used for FY19. 3Anticipated H1 results pertrading update on 3™ August 2026 (https://polaris. brighterir.com/public/elixirr/news/rms/story/w1zzy3x). 4In addition to acquired Partners.



ELIXIRR INVESTMENT CASE

We are a highly cash-generative business

Elixirr’s strong free cash flow provides flexibility to reinvest, acquire and return capital.

S £31.1m % £8.4m % £11.3m £24.1m . £51.0m

FY25 free cash flow Dividends Dividends /,37 Net debt M RCF Headroom
(+11% from FY24) paid during FY25 paid/payable in FY26 (At 31 Dec 2025) (At 31 Dec 2025)
FY25 CASH FLOW BRIDGE DISCIPLINED CAPITALALLOCATION - maximises long-term shareholder value
£50.0m
£40.0m £33.0m 1 Organic investment
Al « People ¢ International expansion
£30.0m
£20.0m

£10.0m __ £7.5m _
_ 2 Strategic M&A
£0.0m -£36.4m
Acquisitions « Capability, geography and industry expansion

-£10.0m
-£15.5m
-£20.0m £8.4m
— ' -£4.3m
=Uem 3 Return to shareholders
-£40.0m Progressive dividend policy
-£50.0m
-£60.0m
X N\ RS < &° o o
é\(\%o’be’ 095‘\&\0 &% &“0\66 0“"\66(\ «&° (\6&66 4 Strong balance sheet
“ erO\O (a,;\o% pe® 6\\5‘\"’(\6 0996’;’%?“ o\oé\(\% Conservative leverage  Capacity to invest
< o® ﬁe\?’ \0° \gﬁ% (\00‘(\ o e

D © 2026 ELIXIRR



ELIXIRR INVESTMENT CASE

We have converted growth into strong per-share value creation since IPO

As Elixirr has expanded, growthin revenue, Revenue per Share Adjusted Diluted EPS Free Cash Flow per Share Share Count
earnings and cash generation per share has . . . .
8 g n pers 4.2x since year of 3.8x since year of 2.3x since year of +9% since year of
materially exceeded growth in the issued share
IPO IPO IPO IPO
count.
Revenue per Share Adjusted Diluted EPS vs Share count Free Cash Flow per Share
(rebased to 100)
£3.00 £2.82 450 450 £0.70
- 383
T 400 400 £0.59
£2.50 2 b £0.60 £0.54
£2.15 2 350 /7 350 @
2 282 » 2 £0.50
£2.00 1,70 2 300 23 _ 300 g
o 250 250
£1.50 °l-%8 2 200 158 /199 - 200 = " f028 O
£1.00 E: - = S £030 sgo025 £027 **
£1.00 : 5 150 - 150 &
£0.68 £ 100 o= 100 & £0.20
£0.50 '3% 50 101 101 14 106 109 g £0.10
0 0
£0.00 FY20  FY21  FY22  FY23  FY24  FY25 £0.00
FY20 FY21 FY22 FY23 FY24  FY25 FY20 FY21 FY22 FY23 FY24  FY25
B Revenue / Share = o= Adj. Diluted EPSrebased Rebased ISC FCF / Share

D © 2026 ELIXIRR



ELIXIRR INVESTMENT CASE

Ownership alignment is fundamental to our success

Our equity ownership model is one of our biggest competitive advantages and is fundamental to preserving the culture that has driven our success.

OUR OWNERSHIP PRINCIPLES

0-0
—" Broad ownership

N
Entreprene?al mindset
N
Better client outcomes
D
ail
Higher growth

N
g

l"'

- Shared success

D © 2026 ELIXIRR

OUR BROAD EQUITY PARTICIPATION'

As owners and significant shareholders, we are directly invested in the outcome and fully aligned with all
shareholders and investors in creating long-term value.

Public Shareholders, 40% Founders, 30%

Ownership
Split

Non Exec Board, 2%

0,
Friendly Ownership, 3% Management Team, 9%

Employees, 2%  Partners, 12%

60%  40% 47 700+ &

Insider Ownership Public Ownership Partners with Employees with A culture where

equity equity? everyone has a stake
inthe success

10

'Capitalisation table as at 31/05/2026. 2Employee count includes emp loyees with options.



ELIXIRR INVESTMENT CASE

Programmatic M&A is embedded in how we grow

As a key part of our four-pillar growth strategy, inorganic growth via acquisition extends capability, geography and client access while integrating into the
Elixirr model.

OUR HIGHLY SELECTIVE M&A APPROACH" OUR 9 ACQUISITIONS TO DATE

Pipeline statistics from IPO to June 2026: CONVERSION 2017 ETEEE e

Q 5,500 SCREENED 100% den sj=Retearn
Crecfat.ive & Digitgl Procurement
800 ENGAGED 15% — Marketing
2022 AN 2023 A 2023
&3 300INTRO MEETINGS 38% B .OLAP Ciresponsum If]gmam
. o Data & LLM & Gen Al Leadership Alignment &
175FoLLOW-UPS 58% Technology Platform Execution Enablement

31 OFFERS MADE 18% . .
hypotheSIS TRC sovisory t‘(}ﬂfﬂﬂg”t
0 Research & Commercial Commercial, Sales &GTM
O DEALS COMPLETED 29 /0 Insights Transformation Advisory

Typical deal shape
Cross-sell £37.6m 25%
1/3"d 1/3"d 1/3" statistics .
Day 1 Cash Day 1 Equity 3-year performance earn-out? Cross-sellrevenue FY25 Of total Group revenue

J ©2026 ELXIRR 1 onversion % shows the proportion of o pportunities progressing from each stage to the next. 2Payment form (equity or cash) at Elixirr’s discretion and dependent on pre-agreed performance targets being met.



ELIXIRR INVESTMENT CASE

Organic growth and M&A have diversified our capabilities, geographies and

industries, increasing resilience and sales opportunities

FY20 FY21 FY22 FY23 FY24 FY25
£30.3m — £50.6m — £71.7m —— £859m — £111.3m —— £149.6m
: el q E Consulting ® Data Digital = Al
Revenue split by Capability a0 e

100%

90% 13% 20% 12% 13% =

8%

28% 30% 27% 18%

80%

70%

60%

50%

40% S 80%

30% 60% 56% 59%
20%

10%

UK

0%
Revenue split by Geography’ US  Restof World

100%

15%
46% 31% 23% 23% 18% 6
50% T A 44% 44% 55% 63%
33% 44% 33% 33%
0% 0 @ 0 27% 2204
Revenue split by Industry
Financial services Insurance Healthcare Manufacturing Services TME CPG M Retail Energy
100%
-
50%

0%

TFigures may not sum to 100% due to rounding. 2Commentary reflects the FY25 revenue mix.

D © 2026 ELIXIRR

Diversified growth?

Al-led advisory is the fastest-
growing capability
* Balanced capability mix, with Al leading growth

* Rising demand for strategy-led, Al-enabled
transformation

US market continues to scale at
pace

* International presence now led by the US (63%
of FY25 revenue)

* Reflects successful M&A and organic expansion

Broaderindustry mix reduces
concentration risk

* Diversification beyond Financial Services and
Insurance

* Increasing resilience through a more balanced
client portfolio

12



ELIXIRR INVESTMENT CASE

Elixirr’s diversified, high-quality client base supports sustainable revenue growth

FY25 Top 10 Clients

# Industry Location >£2m revenue
1 Insurance UK/ US V
2 Services us V
3 Manufacturing us \/
4 Manufacturing Europe V
5 Insurance UK/ US \/
6 Healthcare us V
7 CPG us V
8 Manufacturing us V
9 Energy us V
10 Banking Africa \/

Average tenure of top 10 clients is 8.5 years

Industry and capability diversification

In FY25 our top 10 clients spanned 7 industries across all our key

geographies. This reflects the diversification we have builtinto the business.

J ©2026 ELXIRR NB: Year count based on number of active years per client.

FY25 Client Revenue and Concentration

As we have grown, we have diversified revenue across a variety of clients, in differentindustries and geographies.

42% top 10 client concentration in FY25

80% top 10 client concentrationin FY20

20,000
15,000
10,000

5,000

I FY25 Revenue FY25 Concentration FY20 Concentration
Client survey Our winning characteristics
24% 72% 67% 63% 61%
Better than the Of clients referenced a  Of clients referenced a Of clients referenced our Of clients sawus as
competition according high calibre of talent collaborative and agile sensitivity and adaptability value-focused and

to our clients and seniority of teams partnership style toclient needs commercially minded

Clients compare usto: "(Cilpury BAING BCG Deloitte. kPG EY slalom [ ocse

Commentary

Deep, long-tenured client relationships underpin high revenue visibility and support recurring growth
In FY25 we had 34 gold clients (>£1m revenue), up 26% from 27 in FY24, averaging 9.5 projects per account
Strong client retention; average tenure of gold account clients is over 6 years

Growth in high-value accounts, with clients generating >£2m revenue increasing by 54% to 20 in FY25 (FY24:
13)

13



ELIXIRR INVESTMENT CASE

Agentic Al is expanding the technology-led consulting market

New demand for implementation, workflow redesign, and recurring governance is expected to more than offset automation pressure on traditional delivery.

THE TECHNOLOGY-SERVICES MARKET EXPANDS TECHNOLOGY CONSULTING BENEFITS DISPROPORTIONATELY

Estimated increase in technology consulting’s

$2 0 0 b n N, addressable market’

Incremental net new technology-services value over five years, . Consulting represents c.24% of the current technology-services market (14% business; 10%

supporting 6-8%annual market'growth through 2030 i y technology). Technology consulting benefits most since scaled Al requires engineering,
- 2 integration and run capabilities.

NEW VALUE POOLS OFFSET THE IMPACT OF AUTOMATION ADOPTION IS ACCELERATING FROMTHE TOP

These new value pools are expected to more than offset automation-driven delivery compression.

of enterprises want providers of C-suite executives prefer of large enterprises are
DESIGN, BUILD, DEPLOY AIREVENUE AND COST AIOVERSIGHT & i i " e
& RUN Al SOLUTIONS SAVING OPPORTUNITIES GOVERNANCE to build/implement priority Al deploymentwith a already scaling agentic Al
use cases' provider"

Elixirr’s strategy-to-implementation model aligns with expanding Al value pools, positioning the Group to benefit as clients move from pilots to scaled deployment, measurable
outcomes, and recurring governance.

Summary

'Source: BCG, “The $200 Billion Agentic Al Opportunity for Tech Service Providers”, 20 February 2026. Exhibit 1 sources: Gartner, expertinterviews and BCG analysis. The $200bn figure isan “up to” estimate for the broader technology -services market. 14



ELIXIRR INVESTMENT CASE

History points to Al’s next value-creation wave shifting to software & services, with
consulting positioned to capture this shift in demand

The mobile cycle shows value migrating from Al value creation has so far concentrated in infrastructure,
semiconductors to software & services with services yet to come
o In the 2010-16 mobile internet cycle, value accrued in sequence: o Since ChatGPT’s late-2022 launch, today’s Al cycle has followed the same
) early pattern: semiconductors and infrastructure (Nvidia, AMD, the
Q firstto semiconductors (e.g. Qualcomm)

hyperscalers) have led the market so far

@ then infrastructure & devices (e.g. Samsung, Apple), j 18
. 16
Q and only later to software & services (e.g. Google, Amazon) o 14
4 =
Semi- {’Infrastructure\l :’ Software + \‘| g 12 Semi-
4 conductors : : : Services : o 10 conductors
[ 1 (2] ..
[ 1SAMSUNG 1, ~ I ) S Nvidia
23 Qualcomwn ; | ;i e g ChatGPT Public nvioia
1
g_cj' Y | ¢ i amazon | 9 2 Launch AMD
® 3 E 6 f—;-é----l-\l
5 Software + 3 4 i 00g el
© 2 . n : 1
(0] 9 Services @© AMDZ1 | /nfrastructure!
q>§ 8 2 |\ /Devices 1
=P B Infrastructure o m __________ g
£ 0 - A
el .
21 o Semiconductors LY 238 RIIIIIIL LYY
(] 1 1 =I_ 1 _|' 1 1 1 ¢ 1 _|‘ 1 1 1 ¢ 1 _|‘ 1
8 8 § 3 3 2385383 83 3385838333 %
&1 N zZ - > = wn zZz - = = nw zZz - = = 175}
,AA W A

A 4 !
0 %4‘ ~ Y . On this read, software & services is the next leg still to play out - not a
Dec- 9MDec-1 0 Dec-11 Dec-12 Dec-13 Dec-14 Dec-15 . .
-1 sector that has already been pricedin

Summary As Al value creation shifts from infrastructure to software & services, consulting is positioned to capture the next wave of demand.

D ©2026 ELXIRR Source of graphs: Share price historical data. 15



ELIXIRR INVESTMENT CASE

Al is our fastest-growing revenue engine,
transforming client delivery and reshaping client

demand >26O%

Al revenue growth in FY25

Real Client Impact with Al in FY25

m MEDIA & ENTERTAINMENT
EUROPEAN BANK CONGLOMERATE
v' £200m benefits unlocked over 10 years v/ <48 hours time-to-insight
v' Development cycles reduced from 18 v' 40% faster delivery
months to 2-6 weeks v' 180+ hours/week saved

v" 18% technology cost reduction

Selection of Our Al Clients

@ DANONE
Gallagher ~—
MPS| @  FLincon 7R
gwmm
[ g Yrinee AENUER D! AMWINS Mo Gin

p © 2026 ELIXIRR



ELIXIRR INVESTMENT CASE

We have built our own scalable Al-enabled model Building an Al-enabled
consulting firm

Our combination of partner ownership, premium positioning and disciplined execution has produced industry - ) ) .
10+ years of intentional Al build

leading economics and left us perfectly positioned to capitalise on Al industry disruption.
3 - Our modelis deliberate, architected and

_________ [ PEOPLE & ENABLEMENT differentiated.
Enables adoption & delivery of value + Builtdeep data, technology, LLM, and Al

1 I
1 I
: The connective judgementlayer thatunlocks the value of our Al Operating Model : capabilities
Ve ¢ N Ve ® N * Made strategic acquisitions:
THREE- r
Work & Role oL Al FUNCTIONALITY STACK PILLARAI o - o Leadership |OLAP [= responsum
Architecture STRATEGY Mandate + Created a three-pillar strategy to grow, deliver,
9 y AlISOLUTIONS &TOOLS ) S y andscale through Al
Gamma | Lovable | Codex | Al Discovery i « Established arobust, structured data estate as
e ™\ Platform Funz:;ocn:lw I{_II e ™\ the foundation for Al
enables Deli . ilti iliti
Governance & Trust . . delivery of CROW o-lo Oze“::gnsg( 52[:\52:;&"&“ agent capabilitis to power
Architecture Al strategy -
t%l ELIXIRR AGENT PLATFORM ® Model * Integrated best-of-breed external tools
\_ Y ao Proposal Agent | SOW Agent | Agent Creator ) 2% I\ J securely within our enterprise system
Ve ™ DELIVER Ve ™ * Connected all layers by training and enabling
our people
- KNOWLEDGE & IP LAYER
Measurement & II l Int v builtIP | Intenti L orchestrati ))) Human
Value Realisation ® ® - nternatly bul ntentionat orchestration ) ® - ® Transformation Result | A robust, Al-enabled operating model
m—— Al Strategy SCALE
. J [ R J
T xR 5 d d Al functionali K N ! 0 0
. tructure ata estate powers unctionality stac : > 8 O /O 4 O /0 2 — 5X
1
1 ! Faster proposal Effective capacity Acceleration in
: DATA & CORE TECHNOLOGY FOUNDATION : development increase targeted workflows
""" S (&) DN Proposal  [7= . : B :
(’fﬁ CMAP —— CRM ) = SOWs 0  SharePoint Reduced Forteams using Al- In research and
‘f\/’l‘ﬁ [2X2X2) é RGDOSItOI‘y L= O turnaround time native workflows analysis phases of
from 3-5 days to just client projects
3-4 hours
¢
J KEY ¢ Human interaction and engagement 7 Dpataflow
© 2026 ELIXIRR 17



ELIXIRR INVESTMENT CASE

Elixirr is well-positioned to deliver long-term compounding growth

Differentiated model Profitable growth High-quality clients
End-to-end capability from 38% revenue CAGR and ¢.30% Diversified relationships with
strategy through execution EBITDA margin 34 £1m+ clients
Ownership culture Disciplined M&A Al opportunity

Aligned leadership and broad Selective acquisitions expand >260% Al revenue growth in
employee participation capability and reach FY25

A scalable platform with multiple levers for sustained value creation

D © 2026 ELIXIRR 18



"
ELIXIRR

The Challenger Consultancy

We present new ways of thinking to help propel organisations forward.

Delivering results in boardroom strategy through to execution.

AUGUST 2026

ELIXIRR.COM

¥y 0 » jn & f

© 2026 ELIXIRR


https://www.facebook.com/The.Elixirr
https://twitter.com/TheELIXIRR
https://www.youtube.com/channel/UCl9fzvwejrvVYIHjWXcFQyg
https://soundcloud.com/user-399949363
https://uk.linkedin.com/company/elix-irr
https://www.elixirr.com/contact/
https://www.instagram.com/theelixirr/
http://www.elixirr.com/
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