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_egal Disclaimer

IMPORTANT: You must read the following

before continuing. By listening and / or attending

the presentation you are deemed to have taken notice
of the following limitations.

References herein to the “Company” are to PCC Global Plc.
References herein to the “Group” are to the Company and its
subsidiaries, as the context requires, and in each case their
respective directors, officers, representatives or employees and/or
any persons connected with them.

Acknowledgement: For the purposes of this notice, “Presentation”
shall mean and include this document, any oral presentation of this
document by any person, any question-and-answer session, hard
copies of this document and any materials distributed at any such
presentation or in connection with this document. This notice
applies to the Presentation including the confidential information
provided as part of the Presentation, and you are therefore advised
to read this carefully before reading, accessing or making any other
use of the information in the Presentation. In accessing the
Presentation, you will be deemed to have (1) agreed to be bound by
the following terms and conditions, including any modifications
thereto, at any time you receive any information from us as a result
of such access and (2) acknowledged that you understand the legal
and regulatory sanctions attached to the misuse, disclosure, or
improper circulation of the Presentation.

Purpose: This Presentation has been prepared by the Group. It is
being provided on a confidential basis. This Presentation has been
prepared solely for the purpose described above, and by receiving
this Presentation, you are agreeing to be bound by the limitations
(both express and implicit) which are set out in this Presentation.
This written material is given in conjunction with an oral
presentation and should not be taken out of context. This
Presentation has not been approved by any supervisory authority
and no regulatory approvals have been obtained. This Presentation
may not be used for any purpose other than as expressly stipulated
above and is subject to strict confidentiality obligations of those
receiving the Presentation (“you” or the “Recipient”). Nothing in this
document should be construed as legal, tax, regulatory, accounting
or investment advice. The Group does not provide legal, accounting
or tax advice, you understand that there may be legal, tax,
accounting risks associated with the transaction described herein,
you should consult your own independent advisers on any legal, tax,
financial, regulatory or accounting issues relating to these materials,
and you should apprise senior management in your organization as
to legal, tax and accounting advice (and, if applicable, risks)
associated with the transaction described herein and the
disclaimers contained herein as to these matters.

Confidentiality and disclosure of information: The information in
this Presentation is confidential and is intended for the exclusive use
by the Recipient, may not be used for any other purpose and remains
property of the Company. It may not be copied, reproduced,
redistributed, passed on or otherwise divulged, directly or indirectly,
to any other person in any format (including, for the avoidance of
doubt, in electronic or physical form), in whole or in part, without the
Company'’s prior written approval. The distribution of this document
in overseas jurisdictions may be restricted by law and therefore you
should inform yourself about and observe any such restrictions. This
Presentation may contain material non-public information
concerning the Group or any of its affiliates, direct or indirect
shareholders or related parties. Your receipt and acceptance of the
Presentation and information contained in it shall constitute
acknowledgement that you agree to comply with the provisions of
this disclaimer.

No representation and no liability: While this information has been
prepared in good faith, the Group makes no representation or
warranty, express or implied, that this document or the information
contained herein or the assumptions on which they are based are
accurate, complete or up to date and they should not be relied upon
as such. None of any member of the Group accept or will accept any
responsibility or liability for any direct, indirect or consequential loss
or damage suffered by any person as a result of relying on all or any
part of this Presentation and any liability is expressly disclaimed.
Indicative terms only; no recommendation: The sole purpose of this
document is to provide background information to assist
prospective investors in obtaining a general understanding of the
business of the Group. This document contains only summary
information and does not purport to and is not intended to contain
all of the information that may be required to evaluate and should
not be relied upon in connection with any potential transaction and it
is not intended to create legal relations with the Group. It is not
intended to be (and should not be used as) the sole basis of any
credit analysis or other evaluation, and it should not be considered
as a recommendation by any person for you to participate in any
potential transaction. We do not undertake, or expect, to update,
correct or otherwise revise this document at any time. Any proposed
terms in this document are indicative only and remain subject to
contract.

No Representation: This Presentation is provided for information
purposes only and does not purport to be complete or exhaustive.
The information and opinions in this Presentation are provided as at
the date of this Presentation and are subject to change without
notice. This Presentation will not be updated to reflect any
subsequent development. No reliance may be placed for any
purposes whatsoever on the information contained in this
Presentation, or any material discussed in the context of the
Presentation of such material, or on its completeness, accuracy and
fairness. Although care has been taken to ensure that the
Presentation is materially accurate, and that the opinions expressed
are reasonable, the contents of this Presentation have not been
verified by the Initial Purchasers or each of their respective
consultants and advisors. Accordingly, no representation or

warranty, express or implied, is made or given on behalf of the
Group, the Initial Purchasers or any of their Representatives as to the
accuracy, completeness or fairness of the information or opinions
contained in this Presentation or any other material discussed in the
context of this Presentation. To the maximum extent permitted by
applicable law, the Group does not accept any liability whatsoever
for any loss (including, but not limited to, any direct, indirect or
consequential loss, damage, costs or expenses) howsoever arising
from any use of this Presentation or its contents or otherwise arising
in connection therewith. Any responsibility or liability (including in
negligence) for any such information is, to the maximum extent
permitted by applicable law, expressly disclaimed, and none of the
aforementioned persons shall have, and neither do they assume nor
accept, any responsibility or any liability for any inaccuracies or
misstatements contained in, or any omissions from, this
Presentation. The information contained in this Presentation is
provided as at the date of this disclaimer and is subject to change
without notice.

No fiduciary duties: The Group does not act as your adviser nor in a
fiduciary capacity in respect of the proposed transaction described
herein or any other transaction with you or any Recipient. In
accepting this Presentation, you hereby waive, to the fullest extent
permitted by law, any claims you may have against the Group, the
Initial Purchasers or any of their Representatives for breach or
alleged breach of fiduciary duty.

Conflicts of interest: The Initial Purchasers may from time to time
have positions in, and buy or sell, securities and investments
identical or related to those mentioned in this document and may
possess or have access to non-public information relating to
matters referred to in this document which they do not intend to
disclose.

Financial Information: Certain of the financial information in this
Presentation has not been audited, reviewed or compiled, nor have
any procedures been performed by the Group’s independent auditors
with respect thereto. Accordingly, you should not place undue
reliance on it, and no opinion or any other form of assurance is
provided with respect thereto. This Presentation also includes
certain financial measures that are not recognized under IFRS or any
other generally accepted accounting principles and that may not be
permitted to appear on the face of the financial statements or
footnotes thereto (“Non-IFRS Measures”). Non-IFRS Measures
should not be considered as substitutes to performance measures
derived in accordance with IFRS or any other generally accepted
accounting principles, may not be comparable to other similarly
titted measures of other companies and have limitations as
analytical tools. Additionally, this Presentation includes certain pro
forma adjustments which are derived from management estimates,
are not part of the Group’s consolidated financial statements or the
Group'’s accounting records and have not been audited or otherwise
reviewed by the Group’s independent auditors. The Group calculated
such figures based on unaudited financial information or
management schedules, which required significant assumptions and
estimates and may not be up-to-date or may not be prepared on the

same basis on which the Group prepares its audited accounts. Such
information does not reflect any accounting or pro forma
adjustments that may be required to present consolidated financial
information. This adjustment is for illustrative purposes only. While
the Group believes these estimates and assumptions to be
reasonable, some or all of this information may prove to be
inaccurate or incomplete.

Forward-Looking Statements: The Presentation contains “forward-
looking” information. The forward-looking information is based upon
certain assumptions about future events or conditions and is
intended to illustrate hypothetical results under those conditions.
Actual events or conditions are unlikely to be consistent with, and
may materially differ from, those assumed. Any views or opinions
expressed in the Presentation (including forward-looking
statements, projections or forecasts) constitute the judgement of
the Group as of the date of this material and are subject to change
without notice. The Group does not undertake to update the
Presentation and you are cautioned not to place undue reliance on
any forward-looking information. The Recipients should not rely on
any representations or undertakings inconsistent with the above
paragraphs. The views expressed herein are based on historic
numbers, previous business plans, and recent business information,
and include a number of assumptions and other relevant factors.
The views expressed assume that the transactions discussed in this
Presentation will take place as planned.

Market and Industry Data: To the extent applicable, the industry and
market data contained in this Presentation has come from official or
third-party sources. These external sources include, among others,
third party commercial advisor reports, including a commercial
vendor due diligence report prepared for the Group by a global
management company. 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 fairness, quality, accuracy, relevance,
completeness or sufficiency of such data. This Presentation is not
research. The Group has not independently verified the data
contained therein. In addition, certain of the industry and market
data contained in this Presentation come from the Group’s own
internal research and estimates based on the knowledge and
experience of the Group’s management in the market in which the
Group operates. Such research and estimates, and their underlying
methodology and assumptions, have not been verified by any
independent source for accuracy or completeness and are subject
to change without notice. Accordingly, undue reliance should not be
placed on any of the industry or market data contained in this
Presentation. Although the Group has obtained such information
provided from sources that should be considered reliable, it cannot
guarantee its accuracy or completeness. The information provided
is purely of an indicative nature and is subject to change without
notice at any time and without any obligation on the Group to
update, correct or otherwise revise this Presentation or to provide
any additional information at any time.




Paragon at a glance PARAGEN

Our purpose

Paragon helps clients strengthen their brands and drive revenue by creating lasting customer connections
and reducing their costs, risks, and complexity through expert outsourcing and process reengineering.

Our approach

Our strong market position and proprietary technology provide a solid foundation for continued growth. This growth will
be accelerated by deepening relationships with existing clients, embedding further into their operations, while capturing
new market share as we pursue opportunities across sectors.

% ] & x4 e

Embedded, hard-to- Technological A group with Driving clients' Disciplined M&A
replace client leadership two engines communications unlocking capability and
relationships transitions scale

6-8 yrs >90% €11bn 6,100+ 30+

average contract length contract renewals addressg?lcge(ymg:ée%growmg employees countries, 165 locations
(0]
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A year in transition

PARAGEN

Transitioning from a geographical structure to a divisional structure, powered by our two engines

Before: geographical structure

UKIL

Western Europe

DACH & CEE

Netherlands & Belgium

Global Brands

UK, Ireland, Luxembourg

France, Romania

Germany, Austria, Switzerland, CEE

Netherlands, Belgium

Teams in 26 countries

Marketing Services

Technology-driven brand activation
and customer communication

Fulfilment Solutions

Data-driven fulfilment through our
own warehouses and logistics

Now: divisional structure

Engine 1: Brand Services Engine 2: Outsourced Services

Customer Communications
Management

Regulatory expertise and
technology for business
communications

Business Process Services

Automated solutions for back-office
tasks

FY26 Results Presentation | 4



What the transition has delivered

PARAGEN

A simpler portfolio and tighter cost base supported new wins, renewals and acquisitions

01 A simpler group

Legacy print and mail sold

Legacy business exited and sale complete,
focusing Paragon on its two engines

Streamlined operations

Five regions became two divisions and four
service lines, on standardised delivery models

02 A leaner, tighter base

Optimised resourcing

Capacity shifted to higher-margin digital
services.

Disciplined cost control

Tighter cost management embedded across
both engines of the group

03 A platform for growth

Transformative new wins

Strong momentum, with UK Government
Procurement Framework, Estée Lauder,
L'Occitane, Ford and Unilever

Major renewals completed
Long-standing client relationships secured

Acquisitions that add scale

Computershare (DACH) and Parseq (UK)
added scale, reach and capability

FY26 Results Presentation | 5
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Brand Services: operational highlights PARAGEN

Revenue improvement driven by new business wins and growth with existing clients

FY26 performance Operational highlights

’€523 . 6m 4% New customer wins

New contract wins with Estée Lauder, L'Occitane, Ford, La Poste, Unilever,
Revenue Red Bull

Up 10.1%, driven by new business wins and growth
with existing clients

€39 4m Deeper relationships with existing clients
: W\ Continued expansion with long-standing clients including P&G and Nestlé
Underlying EBITDA Professional.

Up 2.5% year on year, on a constant currency basis

@ Supporting clients’ communications transitions

Meeting client demand for immersive customer relationships, with 58%
revenue growth in digital display category, plus expansion in personalized
fulfilment and creative services capabilities.

FY26 Results Presentation | 7



Case study: Nestle - scalable growth engine PARAGEN

A standardised delivery model cut Nestle's guotation lead times by up to 70% and produced 80m+ items

overview gl solwon gl Result delivered for Nesté

S
Nestle

 Brand activation and point-of-sale
partner to Nestlé for over a decade

« Services delivered in 22 markets

 Nestlé challenged Paragon to simplify
a complex multi-market operating
model

« Aims: speed, transparency, brand
consistency, sustainability and more
value from marketing spend

From 2025, Paragon transformed the
relationship to deliver:

* Clear central, regional and local
governance, With a new project
governance platform

» Consolidated, harmonised supply chain

- Standardised rate cards cut briefing and
quotation lead times by up to 70%

- E-auctions and use-and-reuse cut cost
and waste

Expansion
Paragon grew into major new markets in

the UAE, and globally for Nestlé
Professional.

19,000+

specifications managed in the year

S0m+

items produced in the year

higher Paragon revenue,
measurable cost and time savings for Nestle

displaysin a
standard framework for new markets

FY26 Results Presentation | 8



Outsourced Services: operational highlights PARAGEN

Underlying EBITDA growth driven by a shift towards higher-margin digital services and cost discipline

FY26 performance Operational highlights

Disaggregation of Print and Mail business complete

€768.0m
Carving out the legacy Print and Mail businesses from the Group, leaving a more

Revenue focused and better positioned business for sustainable long-term growth
Managed declined of 4.2%, in line with expectations

=€97 2m A Supporting demand for higher-margin digital services
) i‘;’ﬁ Notable contract renewals and scope expansions with Barclays, Lloyds Bank, and
Underlying EBITDA Santander reflect this trend.

Up 12.7%, driven by the shift to higher-margin digital
services and cost discipline

Delivering on public sector growth goals

Z@ Key wins include Office of National Statistics, British Transport Police, and City of
London with a strong platform for further growth.

FY26 Results Presentation | 9



Case study: Intact — transforming legacy PARAGEN

A custom OnePlatform solution cut Intact's internal technology costs by £3m and legacy support costs by £400k

D EIE T

Paragon's strategy and customer journey

intact specialists ran a phased assessment and
INSURANCE recommended: £ 3 m
- Fragmented legacy technology and * A 5-year transformation roadmap

processes held back growth and

. :  Flexible, simple-to-integrate
customer experience in 2022 P 9

architecture

reduction in Intact’s internal technology costs

 Intact commissioned a customer * Integrated outbound, inbound and
communications review and engaged archive solution
Paragon . .
* Fully costed, achievable delivery plan
» Scope: all inbound and outbound £ 4 0 0 k
channels
Delivered Reduction in Intact’s legacy platform support
» Deliverable: a costed roadmap for Custom OnePlatform solution: centralised, costs
transformation, built on market and integrated, self-service, on a resilient
competitor insights managed technology stack. Tracked against assessment forecasts

FY26 Results Presentation | 10
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FY26 financial highlights PARAGEN

A year in transition with underlying performance meeting management expectations

Cash and
>€200m .
overdraft in

ol [ Acquisitions organisation structure
asn liquial
q Y/ excess of €80m /

€1.12bn 1% 3 Aligned to new

Total revey Y-0-Y growth

€523.6m 10.1% €97.2m |,/
Y-0-Y growth 0S A
o BS 9 : s Y-0-Y growth

® Revenue's




Profit and loss PARAGEN

Exceptional redundancy and restructuring costs and the disposal of the print division have resulted in a statutory l0ss
for the year; underlying EBITDA continues to improve

Non-underlying expenses

Inflated one-off redundancy charges relating to the reorganisation

el Oof the group, site closures, and the reduction of staff resources at
Loss before tax from continuing operations (37.6) (10.5) as o certain locations

- % % _ _
(€ m|II|on) FY26 FY25 CC ImpaCtIﬂg EBlTDA
Revenue 1,123.8 1,131.9 (0.7) 0.6 (€ million) FY26 FY25
Operating costs (994.7) (1,005.0) (1.0)

~-- Redundancy and related charges 32.9 58
Underlying EBITDA 129.1 126.9 1.7 6.2 E

! Costs of industrial relocation & restructuring 2.4 4.0
Depreciation and amortisation (62.0) (68.9) (9.6) : o

: Acquisition costs 1.0 0.2
Corporate changes (12.0) (11.5) 4.3 :

: Other 2.8 5.5
EBIT/Operating Profit 55.1 46.8 17.7 - :

! Gain on acquisition (10.2) 0
Finance cost net of income 50.2 30.7 35.7 :

: Non-underlying net expenses impacting EBITDA 28.9 15.6
Proft before non-underlying items 49 9.8 E
Non-underlying net expense (42.5) (20.3) i




Revenue and earnings performance

PARAGEN

Resilient performance in line with management expectations during a transitional period of group reorganisation

1,250

1,000

~
al
O

(€ million)

500

250

Flat group revenue and underlying earnings

2023

2024 2025
m Total revenue m Underlying EBITDA

2026

Qutsourced Services

Brand Services

Divisional performance on a
constant currency basis
Revenue Underlying EBITDA

(€ million) (€ million)

2025 2026 2025 2026
| 30.4
|

2025 2026 2025 2026
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Balance sheet strength PARAGEN

Stable funding via bond refinancing and extending debt maturities

Termed out near-term debt structure into long-term capital through PN
November’s bond refinancing, extending maturity to 2030
———
Net debt Ample liquidity
500 €464.0m Over €80m in cash and bank overdrafts, even after
450 paying down significant legacy borrowings, and a
readily accessible RCF facility. Net debt stands at
400 €357.7/m £464m.
350
= 300
O
= 250
-
w 200 g
150 [~
100 o |
U Decreased factoring use
0
2025 2026 Strategic decision to reduce factoring use by
mBond mOther ] c.€£20m, thereby decreasing factoring finance

charges and streamlining cash flow management.

FOOTNOTE: 1. Includes bank loans, revolving credit facility borrowings, invoice discounting, deducting cash and cash equivalents and net loan proceeds from related party. See Note 25 in the 2026 Annual Report. FY26 Results Presentation | 15
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Cashflow
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net cash at end of year of €80.1Tm
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Outlook
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Organic growth for both divisions PARAGEN

A record Brand Services pipeline and higher-value Outsourced Services contracts are driving new business

Brand Services

Record pipeline New wins and wallet share New geographies and sectors

Record-breaking pipeline growth and visibility Wins with Estée Lauder, WH Smith and MENA, Switzerland, France and the US with

sets the division up to deliver its organic ABB; digital display and brand activation European FMCG clients; wins in cosmetics,

growth potential cross-sold into existing clients oil and gas, hospitality, logistics and
telecoms

Outsourced Services

Moving up the value chain Broader, longer contracts Public sector growth

Digital services contracts with Lloyds Scope and term extended for NatWest and A place on the NHS Notify framework
Banking Group in the UK and Related in the EDF through the introduction of OnePlatform
Us
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M&A integration and outlook PARAGEN

Computershare added scale in DACH and Parseq brought new automation capabilities in the UK

Germany UK Outlook
Com!)utershare Communication Parseq Future acquisitions will target strategic
Services opportunities that add:
€26.1Tm €2.6m €11.1Tm €1.8m #i  Scale
revenue since the EBITDA" since the revenue since the EBITDA' since the
acquisition acquisition acquisition acquisition @ .
Geographical reach
* Immediate scale across the DACH « Adds capacity plus Robotic Process
region Automation and Machine Learning EQQ New capability
- 250m physical pages a year; 40m capabilities
physical packs a year
- Forecast synergies realised from Exceptional integration costs are
resource, system and process expected to be far lower than in

alignment previous years

FOOTNOTE: 1. Underlying EBTIDA FY26 Results Presentation | 19



Our business summarised PARAGZEN

Delivering innovative business services that help our clients grow and be more efficient

Continued momentum
for growth
m Extensive history of
PARAGZEN
.

Resilient, and sticky
business model

Strong digital platform
to drive growth

successful M&A integration

Stable and conservative
financial profile

Diversified blue-chip
customer base

Strong market positions
in Europe

Experienced
management team

FY26 Results Presentation | 20
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Our 12-month
financial calendar

Q2

©

Full-year

results and
Annual Report  Oect

Q1

Available for direct
dialogue: 50+ 1-2-1
investor meetings over
the past three months

PARAGEN
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