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Simplified, Secure Payments
for Business Communications

What we do

Enable businesses with secure, frictionless payments

Empowers secure engagement of customers across all channels
Extensive partner eco-system coverage: CCaaS, UCaaS, CPaaS
Contact Centre, UC, Voice, Chat, Social, Email, Conversational Al
All interactions whether human or Al bots served

Facilitates compliance & data security (PCI DSS, GDPR, HIPAA & more)

While driving cost savings, revenue growth & improved CX
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What we do

Enable businesses with secure, frictionless payments

Empowers secure engagement of customers across all channels
Extensive partner eco-system coverage: CCaaS, UCaaS, CPaaS
Contact Centre, UC, Voice, Chat, Social, Email, Conversational Al
All interactions whether human or Al bots served

Facilitates compliance & data security (PCI DSS, GDPR, HIPAA & more)

While driving cost savings, revenue growth & improved CX

Three pillars of strategic growth
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Global Channel
To lead our marketin For our solutions to be Leveraging a sales model
cloud solutions available to customers that by majority sells
anywhere in the world through channel partners
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What we do
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Three pillars of strategic growth

Cloud

To lead our marketin
cloud solutions

Globadl

For our solutions to be
available to customers
anywhere in the world

Enable businesses with secure, frictionless payments

Empowers secure engagement of customers across all channels
Extensive partner eco-system coverage: CCaaS, UCaaS, CPaaS
Contact Centre, UC, Voice, Chat, Social, Email, Conversational Al
All interactions whether human or Al bots served

Facilitates compliance & data security (PCI DSS, GDPR, HIPAA & more)

While driving cost savings, revenue growth & improved CX

Channel

Leveraging a sales model
that by majority sells
through channel partners
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H1 FY26 Trading Highlights [OClalo

Execution of plan delivering expected commercial momentum

ARR +2 1% 25% increase on constant
currency basis. Record

£203m real term increase £3.6m

CARR +18% 21% f)n .co.nstant currency
basis; driving forward

£24.0m revenue visibility

Revenue +7% 14% increase YoY on

£ 1 13m normalised basis

G RR 95% GRR maintained YoY

NRR increased to 105%

NRR - 105% (2025: 102%)
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Execution of plan delivering expected commercial momentum

ARR +2 1% 25% increase on constant
currency basis. Record
£203m real term increase £3.6m

CARR + 18% 21% on constant currency

basis; driving forward

£24.0m revenue visibility

Revenue +7% 14% increase YoY on
£1 13m normalised basis

GRR - 959% GRR maintained YoY

NRR increased to 105%

NRR - 105% (2025: 102%)

Key growth metrics of CARR & ARR in line with
management expectations. Business well positioned to
deliver across full year.

Record H1 for new business sales with incremental increase
in run rate SMB customer wins layered with increased levels
of enterprise deals, including a number of highlight new US-
based customers inline with plans for year.

Underlying health of business strong with platform uptime of
100% across H1; accelerating sales momentum from partner
eco-system; and increased deployment velocity through
product standardisation and automation.

Added key talent across business, including strengthened
leadership team with on-boarding of new Chief Information
Security Officer; and hire of new Chief Marketing Officer (US-
based).

Strong employee engagement & culture; evolving growth
mindset to RO40 mindset; 97% employee retention and eNPS
of 45, significantly above SaaS benchmarks.
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Partner Ecosystem Update LClpalo

) Partner-Driven GTM Model

Integrated Partners  EE=smmwdeole/ag @ talkdesk:  RingCentral
« The most extensive integrated partner eco-system in our
| 8x8 .. market

CCaaS, UCaaS, CPaasS, Carriers, %o GENESYS PO].yAI \/ VONAGE
« Partner channel typically accounts for 70-80% of new

Conversational Al

contracts
worldpa PRESIDIO. CONDUENT > Gl g « Channel selling a key component of PCI Pal strategy
Solution Providers ~ fromFIS Pay Io \tteC from the ground up
« Expanding integrated coverage across partner product
VARs, Payment Providers, BPOs CIVICA ® NTT Oaccess BOSCH suites; and across CC and into UC environments
P - '. D — s
Technology Partners ~ stripe Ead) & TELARUS (32 twilio H1FY26 Partner Highlights

Master Agents, VARS, PSPs, m COGNIGY (9) bandwidth

Integrated CCaaS

83% 71% 100%

of new logo contracts of new deal value retention of global
through partners through partners partners




Partner Ecosystem Update

Integrated Partners

CCaaS, UCaaS, CPaaS, Carriers,
Conversational Al

Solution Providers

VARs, Payment Providers, BPOs

Referral Partners

Technology Partners

Master Agents, VARSs, PSPs,
Integrated CCaaS

83%

of new logo contracts
through partners

NHCE coGNIGY

talkdesk:  RingCentral

V/ VONAGE

SGENESYS  8x8:::.  PolyAl

worldpay PRESIDIO. coNpuent ’} LteC

from FIS

CIVICA ONTT Oaccess BOSCH

=% TELARUS

(» bandwidth
100%

retention of global

stripe  Fved

71%

of new deal value

through partners partners
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Partner-Driven GTM Model

« The most extensive integrated partner eco-system in our

market

« Partner channel typically accounts for 70-80% of new

contracts

« Channel selling a key component of PCI Pal strategy

from the ground up

- Expanding integrated coverage across partner product

suites; and across CC and into UC environments

H1FY26 Partner Highlights

Incremental growth of key run rate SMB business via partners in period;
overlaid with increasing numbers of larger enterprise opportunities

Enhanced platform integrations to a number of key partners including several
top 5 CCaaS partners. Driving increased deployment velocity; deepening
competitive moat; and enabling access to wider PCI Pal product suite

Integrations to a number of partners’ own Conversational Al solutions for Click
To Pay, Key To Pay, & Speak To Pay

Increased UCaa$S opportunity flow, particularly from enterprise customers who
look to secure and facilitate integrated payments for their back office and B2C
office environments (on premise and virtual)

Progressed key target new partner pipeline; evidenced by signing of new
integrated partner announced on 23 February 2026. New partner expected to
materially impact sales momentum in years ahead (as planned)

Accelerated development of MCP server support for Al services / partners.
Future proofing our capability to interact seamlessly; increasing PCI Pal o)
platform solutions accessibility; and enabling discoverability to Al tools.
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Financial
Update

FY20 Interims to 31 Dec 2025
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Consistent track record of recurring revenue growth PCpalG

ARR (£m) Revenue Growth (Em)
e 6 year CAGR 34% e 0 yedar CAGR 31%
e +21% YoY Growth in ARR to £20.33m (H1FY25 e Revenue £11.3m: up 7% (normalised 14%)
£16.75m) e Recurring revenue 93% of total (H1 FY25: 91%)
e Net Revenue Retention increased to 105% (H1 e TTR average reduced due to product standardisation
FY25: 102%) and process efficiencies to approx. 5mths

o CARR: £24.0m (H1 FY25: 20.3m): up 18%




Financials — Income Statement

Total revenue

Cost of sales

Gross Profit

Gross margin

Adjusted operating costs
Gross Staff Costs

Staff costs capitalised
Other Expenses

Adjusted EBITDA

Depreciation and Amortisation
Adjusted(loss)/profit from Operations
Interest and charges

Adjusted profit/(loss) before tax

H1 FY26
fm
11.3
(1.5)
9.8

87.1%

(7.9)

0.9
(2.6)

0.2
(0.8)

(0.6)

(0.6)

H1 FY25
fm
10.6
(1.1)
9.5

89.6%

(7.0)

0.8
(2.3)

1.0
(0.8)

0.2

(0.2)

Change

%
7%
32%

4%

13%

12%
15%

(79)%

LOC/palp

/% revenue growth in H1 FY26; 14%

normalised basis.

Gross margin at 8/7/% due to revenue mix

(expected to increase in H2)

Operating costs increased with investment in:

- Engineering
- Product Marketing
- Marketing

Positive EBITDA (+£0.2m) in line with plans for
year.

Full year FY26, and further outlook, remain in
line with expectations
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Financials — Cash Movement PClpal

Cashflow (Em)
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generation before working

i 3.00
capital movements
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Financials — Balance Sheet [FClpalo

H1 FY26 H1 FY25

£m £m
Intangible assets 4.6 4.2
Tangible assets 0.4 0.1
Deferred Tax 0.2 -
Trade Debtors 45 33 © £0.9m software capitalisation
Other receivables 3.2 3.1
Cash and cash equivalents - 6 40 © £0.23m deferred tax asset recognised
Total Assets 155 a7 ®  Cash £2.6m plus £3m HSBC facility
Deferred income (14.5) (13.6)
Trade and other payables (3.0) (3.1) ° £14.5m deferred income
Net liabilities (2.0) (2.0)
Share capital and premium 18.5 18.5
Share based payment reserve 1.5 1.4
Currency reserve - (0.3)
Retained losses (22.0) (21.6)
Equity attributable to shareholders (2.0) (2.0)

* As restated
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Looking forward

Revenue

Profitability &
Growth

Cash

v'H2 weighting to v'(Gross margin increase
increased license expected
revenue

v'Cash generative in H2

v'Continuing to reduce and going forward

TTR

v'Drive operational
leverage through
standardisation and

v FY26 revenue and
Adjusted EBITDA on

track self-serve

Revenue

LOC/palp

FY26

FY27

. Future

Profitability

> Time
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PCl| Pal Product &
Platform Overview

Securing Payments & Interactions
Across All CX & UC Interactions

15



The Cloud Leader in Secure Payments LCCpol§
for Business Communications;
Covering all channels Human & Bot

Key to Pay

Payment details are collected with
secure DTMF masking for both Human
or Voice Bot interactions

Click to Pay

Human Agent or Voice/Chat Bot sends
customer a secure digital link opening
up full range of digital payment options

e Speak to Pay

Al-Powered Speech Recognition securely e s
00 el

and accurately captures payments oo

whether Human or Voice Bot interactions

16



A Trusted & Growing Core
Product Suite; and Enhanced
Product Roadmap

Secure
Payments

>Z2

Fraud
Management

-
’
\

Analytics &
Data Science

<

Secure Data
Collection

LOC/palp
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A Trusted & Growing Core
Product Suite; and Enhanced
Product Roadmap

Secure
Payments

>Z2

Fraud
Management

D

Self Service
Onboarding

-
’
\

Analytics &
Data Science

<

Secure Data
Collection

Identity
Verification

000
N\

Customer
Authentication
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PCI Pal Cloud Platform [CCpal6

Building on our Cloud - Global - Channel Strategic Pillars — By design, the platform delivers secure, frictionless
payments across every business communications channel.

Cloud-Native and Patented Payment Solutions

PCIl Pal offers SaaS secure payment and data protection P? PthNA PCI Pal EMEA
solutions across all communication channels including S London

voice, chat, email and conversational Al.

Global Cloud Deployment

The platform operates on AWS with regional instances
across EMEA, North America, and ANZ, ensuring global PCI qu NA
compliance and availability. Cliiceiee

O
Reducing Compliance Scope als

PCl Pal ANZ
Removing sensitive data from business environments
reduces compliance risk while enabling seamless & @ 7y
safe customer interactions. .-.- NA o
—~—
| iEEFamazon

Market Leading Partner Ecosystem 2 webservices @
Unified APIs, certifications, and provisioning patterns ala
that allow RingCentral, Genesys, NICE, Zoom, Talkdesk,
Amazon Connect, Vonage, and many more to package
and repeat our solutions at scale and speed. . PCl Pal Offices 6 PCl Pal Cloud Zones 9 Key Regional Patents

19
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Engagement Platform
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Transition to a Secure [PCpalt

Engagement Platform

Market Leading Partner Ecosystem

Over 130 Payment Service Providers Integrated CRM, ERP, EHR and Desktop Integrations Business Communications

Paymentech

' PayPal ,::y:ersource Elllgl!l'l CHASE O’ Klarna. El a@h Stripe 9 Dynamics 365 EZ;! -’ ORACLE g" GENESYS ZOOM RingCentral N"'CE \/ VONAGE
b Y 2
gworldpay gPay GPay ®)barclaycard affirm) @ telesign CIVICA allpay a@se&rcca EpPiC 8x8 talkdesk: @ e Flve® “OGNIGHY




Transition to a Secure

Engagement Platform

0

Fraud
Management

0

Self Serve
Onboarding

Pay

(e
Click to Pay
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Key to
Pay

Over 130 Payment Service Providers Integrated

CHASE O

71 .
Pymentec 1KIAIFNAL Ela@n stripe
sz worldpay .'Pay G Pay §borclogcord affm @ telesign

”~°
' Pa yPal -: cybersource g |I !l en
-’

) Analytics
Speak to

Compliance

Emerg’mg Growth Spac o

5@0\“6 Payments SUite

Thanks. Next, dial your card’s
expiration date using two digits for
the year and two digits for the month.

Agent Assisted Solutions Automated Solutions

Agent-led CX & EX

Market Leading Partner Ecosystem

CRM, ERP, EHR and Desktop Integrations

? Dynamics 365 w ORACLE

CIVICA allpay @se&reca EpPIC

IVR, Al voice & chat bot payments

OC/0ald

AN

Identity and
Verification

99.999%
platform
uptime

Customer
Patented Authentication

connectivity
methods

~1.0bn
Interactions
secured
annually

Business Communications

3 GENESYS 2ZzoOm RingCentrair NHCE ‘/ vonace
Fived

—OGNIGY

8x8 talkdesk @ :




Current Trading & Outlook

LOC/palp

Excellent start to H2 with strong commercial momentum
from H1 maintained.

New sales in the period include a number of enterprise
deals in the US including insurance and more healthcare
success.

As announced, important signing of targeted integrated
partner. This is a major player in the business
communications space; contributing to pipeline immediately.

Since end H1, successfully extended contract with one of
Group’s largest enterprise customers in UK.

Focus on execution of plan as we drive to year end; with
news flow expected to evidence progress of key initiatives
up to year end. 23
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Thank you.
Q&A.

PCI Pal Results Roadshow
H1FY26

| Marisa Robertson ) Expiry
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