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Our vision

Powering the world's largest
community of flexible, tech
driven spaces
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essensy's

A platform for long term growth

Return to profit in On track for full Launch of new Appointment of
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essensyY’s

Improving product & revenue mix driving sustainable growth

Land

Continued acquisition of
new strategic customers
reflecting evolution of value
proposition

Expand

Pure play offer now driving
renewal and expansion of
existing strategic
customers

Grow

Our two flagship products,
essensys Platform and
elumo, providing further
upsell opportunity



essensyY’s

Who we are today

PSSPNSYS

A digital experience (DX) company

Access. Intelligence. Experience

elu Mo _ ) essensys Platform

WIFI Experience & Intelligence

Dynamic Bookings & Access
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essensyY’s

Financial highlights

Return to profit in H1 25

« Simplified operating structure

« Revenue impacted as expected, following single strategic
customer downsizing

« Improving revenue mix supports gross margin progression

£10.4m 59%

Total Revenue Gross Margin
-11%* +2ppts vs. FY24

£0.8m £2.2m

Adjusted EBITDA Cash balance at 31 Jan 2025
2/78% improvement (H1 24 £3.5m)
vs. £(0.5)m loss at H1 24

* At constant currency



ARR progressing in line with strategy

Revenue on track to meet FY25 expectations

£'M HY25  HY24 % % CHANGE
(CONSTANT
CHANGE CURRENCY)
ARR 168 20.1

-16% -19%

Recurring Revenue 9.2 10.2 -9% -8%

Total Revenue 10.4 11.7 -11% -9%
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essensyY’s

Single strategic
customer downsizing

Reduction in low margin
network services revenues
(essensys Cloud)

Underlying ARR growth of
5% with strategic customer
cohort**

Strategic customers account for
80% of total ARR (H1 24: 81%)

* At constant currency
** excluding downsizing of single large customer
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H1 25 ARR evolution

ARR bridge July 2024 to January 2025 (£m)
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Return to positive adjusted EBITDA in H1 25

SIXMONTHS ENDED 31 JANUARY (£'m)

TOTAL REVENUE

Cost of sales

GROSS PROFIT

Gross margin %
Operating expenses
ADJUSTED EBITDA
Adjusted EBITDA margin
Exceptional costs

Share option charge
Depreciation & amortisation
LOSS BEFORE TAX

Tax

LOSS AFTER TAX
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H125

10.4
(4.3)

6.1
59%
(5.3)

0.8
+8%
(0.4)

(2.2)
(1.8)
(0.1)
(1.9)

H124

11.7
(4.7)
7.0
60%
(7.5)
(0.5)
-4%

(0.2)
(2.1)
(2.8)

0.1
(2.7)

essensyY’s

Gross margins of 59% behind H1 24 (60%),
but ahead of FY24 (57%) due to increased
proportion of recurring revenue & benefit of
data centre decommissioning programme

Operating expenses reduced by £2.2m (29%)
vs. H1 24, with strong emphasis on cost
management & operational simplification

Adjusted EBITDA showing return to profit,
with expected run rate cash generation by
end of FY25



essensyY’s

Cash reflects improving profitability, on track for run rate cash generation by end of FY25

Cashflows H1 25 (Em)
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essensyY’s

Operations &
Product




essensyY’s

Momentum for our strategy

Streamlined global organisation Key initiative to decommission elumo and essensys Platform
optimised for evolved value data centres (essensys Cloud) solve key industry challenges in
proposition and strategic further reducing overall cost a flexible hybrid world with

customer focus base and improving gross reduced barriers to entry
@ = ® ®
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elumo solving a major industry challenge

® The problem @ The solution

The context

Shared meeting rooms
represent some of the

elumo provides new way
to manage & monetise
shared meeting rooms &
flexible real estate

Existing ways of managing

most valuable, in-demand
these spaces are outdated

spaces in the inventory
stack

* Lost revenue from room .
squatting

+ Driven by the rise of flexible
workspaces & hybrid working

Created from the ground

up for the world of flexible

space & hybrid work

« Poor user experience caused
by operational pain points

* Smaller demised spaces + Brings dynamic bookings,

access & intelligence into a

» (Greater reliance on shared . . :
single, unified solution

amenities, including meeting
rooms

* Lack of real-time visibility into
the use of these spaces

essensyY’s

|/~_7' The benefits

Enables our customers to
unlock & maximise
revenue & improve the
user experience

« Enables customers to
expand meeting room
inventory

 Turns vacant spaces into
revenue-generating assets

« User experience
transformed from
frustrating to frictionless

Process



essensyY's
Converges bookings and access control for the first time

S

1
elumo

Enables meeting rooms to be booked, charged and accessed with a single tap
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essensyY’s

Evolution of office market creating long term structural growth opportunity

18

Utilisation is key in new world of hybrid working

Market ~* Demand
 Clear bifurcation * Hybrid and flexible work
embedded

+ Evidence of flight to quality
* Meeting spaces are most in

demand

Enablers 2 Opportunity Al

+ Digital experience « Owners and operators of multi-
tenant office space
« Utilisation insights

* Space monetisation

Premium outperforms Headwinds remain
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Summary and outlook

Profitability

Our vision is to power the world’s largest community of flexible, tech driven spaces.
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Important Notice

This presentation (this “Presentation”), which has been prepared by, and is the sole responsibility of, essensys plc (the “Company”), has been prepared solely in connection with the Company’s half year
results for the 6-month period ended 31 January 2025. This Presentation, its contents and any information provided or discussed in connection with it may not be reproduced, redistributed or
transmitted, directly or indirectly, to any other person or published, in whole or in part, for any purpose, without the prior consent of the Company.

This Presentation is for information purposes only and does not constitute or form part of any offer or invitation to sell or issue or any solicitation of any offer to purchase or subscribe for any shares
or other securities of the Company in any jurisdiction nor shall it (or any part of it), or the fact of its distribution, form the basis of, or be relied upon in connection with, or act as any inducement to
enter into, any contract or commitment whatsoever. This Presentation is not a recommendation regarding the securities of the Company or the basis of any investment decision. Recipients should
therefore not purchase, subscribe for or otherwise acquire any securities of the Company on the basis of this Presentation or the oral presentation made in conjunction with this Presentation.

This Presentation does not purport to be a complete description of the Company's business or results. No undertaking, representation, warranty or other assurance, express or implied, is made or
given by or on behalf of the Company nor any of its directors, officers, employees, agents, affiliates, representatives or advisers or any other person as to the accuracy or completeness of the
information or opinions contained in this Presentation and no responsibility or liability is accepted by any of them for any such information or opinions.

The information contained in this Presentation is provided as at the date of its publication. This Presentation contains statements that are, or may be deemed to be, “forward-looking statements”.
These forward-looking statements may involve substantial risks and uncertainties and actual results and developments may differ materially from those expressed or implied by these statements by a
variety of factors. Forward-looking statements are sometimes identified by the use of forward-looking terminology such as “believe”, “expects’, “may”, "will", “could”, “should”, “shall”, “risk”, “intends”,
“estimates”, “aims”, “plans”, “predicts”, “continues”, “assumes”, “positioned” or “anticipates” or the negative thereof, other variations thereon or comparable terminology. These forward-looking
statements speak only as at the date of this Presentation. In addition, all projections, valuations and statistical analyses provided in this Presentation may be based on subjective assessments and
assumptions and may use among alternative methodologies that produce different results and should not be relied upon as an accurate prediction of future performance. Except as required by
applicable law or regulation, neither the Company nor any of its directors, officers, employees, agents, affiliates, representatives or advisers undertakes or agrees any obligation to update or revise any
forward-looking or other statements or information in this Presentation, whether as a result of new information, future developments or otherwise. No statement in this Presentation is intended as a
profit forecast or profit estimate (unless otherwise stated).

Where applicable, any industry, market and competitive position data contained in this Presentation has come from official or third-party sources. Third-party industry publications, studies and surveys
generally state that the data contained therein have been obtained from sources believed to be reliable, but that there is no guarantee of the accuracy or completeness of such data and the Company
has not independently verified the data contained therein.

Past performance is not indicative of future results. The value of investments may fall as well as rise and investors may not get back the amount invested. Changes in rates of foreign exchange may
cause the value of investments to go up or down. No representation is being made that any investment will or is likely to achieve profits or losses similar to those achieved in the past, or that significant
losses will be avoided.

This Presentation is intended for distribution in the United Kingdom only to persons who have professional experience in matters relating to investments, who are investment professionals, high net
worth companies, high net worth unincorporated associations or partnerships or trustees of high-value trusts, and investment personnel of any of the foregoing (each within the meaning of the
Financial Services and Markets Act 2000 (Financial Promotion) Order 2005).

13 March 2025
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AppendiX
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Our new Board & Executive Committee
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Jon Lee
Chairman of the
Board

[

James Lowery
Chief Executive
Officer

Charles Butler
Non-Executive
Director

Greg Price
Chief Financial Officer

Mark Furness
Founder & Non-
Executive Director

James Shannon
Chief Product and
Technology Officer
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Work has evolved,

Tenant spaces

Decrease time to occupancy, provide
a turn-key solution and spaces that
are move-in ready

Meeting rooms

Provide bookable meeting areas and
rooms to utilise under-used space

Frictionless access

Enable frictionless occupier journeys.
From network connectivity to booking
and access of spaces across locations
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essensyY’s

Flexible spaces
Deliver flex operations.

Meet the changing needs of tenants
with an adaptable offering

Amenity spaces

Provide market leading amenity
spaces across portfolio

Common areas

Secure and reliable network access
across common areas for tenants and
guests



We help deliver digitally enabled

essensyY’s

Physical experience

Shared meeting spaces

Building amenity spaces

Flexible space options

Touchless technologies

Connected technologies /
apps

Digital experience

= —“"h

Access Intelligence Experience

Physical Utilisation SEEINIESS

Digital Experience Mobile-first

A powerful business tool that helps drive
occupancy and reduce operational costs
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