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Disclaimer

The material in this presentation has been prepared by GlobalData Plc 03925319 (“GlobalData” or “the Company”), which is listed on Alternative Investment Market in London UK, and is general
background information about GlobalData's activities current as at the date of this presentation. Information in this presentation, including forecast financial information, should not be
considered as advice or a recommendation to investors or potential investors in relation to holding, purchasing or selling securities or other financial products or instruments and does not take
into account your particular investment objectives, financial situation or needs.

This presentation has been prepared by and is the sole responsibility of the directors of GlobalData. This presentation does not constitute a recommendation or advice regarding the shares of
the Company nor a representation that any dealing in those shares is appropriate. The Company accepts no duty of care whatsoever to the reader of this presentation in respect of its contents
and the Company is not acting in any fiduciary capacity. The information contained in the presentation has not been verified, nor does this presentation purport to be all-inclusive or to contain all
the information that an investor may desire to have in evaluating whether or not to make an investment in the Company. No reliance may be placed for any purpose whatsoever on the
information contained in this presentation and no warranty or representation is given by or on behalf of the Company nor its directors,\ employees, agents and advisers as to the accuracy or
completeness of the information or opinions contained in this presentation and no liability is accepted by any of them for anysuch information or opinions, provided that nothing in this
paragraph shall exclude liability for any representation or warranty made fraudulently. In all cases potential investors should conduct their own investigations and analysis concerning the risks
associated with investing in shares in the Company, the business plans, the financial condition, assets and liabilities and business affairs of the Company, and the contents of this presentation.
The information and opinions contained in this presentation are provided as at the date hereof.

This presentation may contain and the Company may make verbal statements containing forward-looking statements” with respect to certain of the Company's plans and its current goals and
expectations relating to its future financial condition, performance, strategic initiatives, objectives and results. Forward-looking statements sometimes use words such as "aim’, "anticipate’,
"target’, "expect’, "estimate’, 'intend’, "plan’, "goal’, "believe’, "seek’, ‘may’, "could’, "outlook” or other words of similar meaning. By their nature, all forward-looking statements involve risk and
uncertainty because they relate to future events and circumstances which are beyond the control of the Company, including amongst other things, economic business conditions, market-
related risks such as fluctuations in interest rates and exchange rates, the effect of competition, the effect of tax and other legislation in the jurisdictions in which the Company operates, the effect

of volatility in the equity, capital and credit markets on the Company's profitability and ability to access capital and credit, the effect of operational risks and the loss of key personnel.

As a result, the actual future financial condition, performance and results of the Company may differ materially from the plans, goals and expectations set forth in any forward looking statements.
Any forward-looking statements made herein by or on behalf of the Company speak only as of the date they are made. Whilst the directors believe all such statements to have been fairly made
on reasonable assumptions, there can be no guarantee that any of them are accurate or that all relevant considerations have been included in the directors’ assumptions. Accordingly, no
reliance whatsoever should be placed upon the accuracy of such statements, all of which are for illustrative purposes only, are based solely upon historic financial and other trends and
information, including third party estimates and sources, and may be subject to further verification. Before acting on any information you should consider the appropriateness of the information
having regard to these matters, any relevant offer document and in particular, you should seek independent financial advice. All securities and financial product or instrument transactions
involve risks, which include (among others) the risk of adverse or unanticipated market, financial or political developments and, in international transactions, currency risk.

Except as required by applicable law or regulation, the Company expressly disclaims any obligation or undertaking to publish any updates or revisions to any forward-looking statements
contained in this presentation to reflect any changes in the Company's expectations with regard thereto or any changes in events, conditions or circumstances on which any such statement is
based. No statement in this presentation is intended to be a profit forecast, and no statement in this presentation should be interpreted to mean that earnings per share of the Company for the
current or future financial years would necessarily match or exceed the historical published earnings per share of the Company.
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1. Executive Summary

Mike Danson
Chief Executive Officer
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Executive Summary GTP Update Financial Review

Executive Summary

Building momentum: transformation delivering results in a resilient business

= Investment plan delivering transformational change across all strategic priorities

Growth
Transformation
Plan

= New customer-centric GTM operating model delivering commercial results
= Platform capabilities and proprietary data underpin successful ROl from Al investments and product launches

= Secured two acquisitions and strengthened M&A and integration team to drive greater synergies

= Total revenue growth of 13% in FY2025, underlying revenue growth +1%

Resilient
Performance

= Volume and value renewals consistent, reflecting resilience and stickiness

= Contracted Forward Revenue of 5%, with 3% underlying growth

= Enter 2026 with contracted forward revenue providing ~80% of analyst revenue consensus already contracted

= Clear priorities for 2026 — a strengthened platform and team focused on execution, innovation and long-term value creation

Outlook

= Admission to Main Market expected at 8am on 5 March 2026. Appointment of Chief Financial Officer.

= Primed for growth with Platform providing unique defensibility and advantage in Al-age




Executive Summary

GTP Update

Financial Review

Primed for Growth & Winner in the Al-age

Proprietary data
powering a unique
platform

Unique and proprietary,
gold standard data
and proven research
methodologies

Comprehensive and
connected platform
(data + Al + human
expertise + solutions)

~350 data assets
(of which 90%
proprietary)

Expert insights
integrated into
6 solutions

Source: Company information

Product and Al

leader

Tech-enabled solutions
driven by combination
of data, Al, and expert

curation

Market-leading Al &
predictive analytics
capabilities

100k +
desktop users
~10 year
track record in Al
deployment,
productization and
commercialisation

x*

Massive Total
Addressable Market
(TAM)

Increased volatility

driving tailwinds for

highly curated data
and information

Al Solutions
significantly increase
the TAM

>£20bn
estimated TAM
out of a ¢.$60bn global
information services
market growing at
6.5%

o

Multiple tangible

organic growth
levers

Subscription-based
model with high
recurring revenue
visibility

Strong upsell
proposition

Combination of high
single to double-digit
organic rev. growth
and M&A
74%
of revenue
subscription based

dh

Proven M&A

machine

Established playbook
and platform enable
material synergies

Significant M&A
optionality across
industry verticals and
horizontal capabilities

30+ deals
completed over past 13
years
8x
average post synergy
EBITDA multiple

Superior
financial profile

Compounding Model =
Organic + M&A

Highly invested
platform drives
incremental margin &
free cash flow

Significant revenue
visibility (+80% on day-
1 of year)

Strong Balance Sheet
with headroom for
further M&A



2. Growth Transformation Plan

Mike Danson
Chief Executive Officer
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Executive Summary GTP Update Financial Review

Strategic investment & transformation plan

Growth Transformation Plan

2024 - 2026

CUSTOMER WORLD CLASS SALES OPERATIONAL
OBSESSION PRODUCTS EXCELLENCE AGILITY

1. Customer driven re-org 4. Product Enhancements 6. Growth Levers 7. M&A Plan

2. Solutions 5. Significant Al Investments

3. Customer Engagement

8. PEOPLE & CULTURE

9. TECHNOLOGY & Al
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Building on deep foundations & track record &

2008 - 2016 2016 - 2019 2020 - 2023 2024 - 2026
Multiple Companies, Platforms, L .
P Blocmds One Company, Brand & Platform Growth Optimisation Plan Growth Transformation Plan
g Digital Workers & Agentic AVA
B Connected Platform Dynamic Intelligence Centres
3 ST e Automated Data Operations
e Automated Data Sourcing Al Personalisation Likelihood of Renewal
€ - Al Playground
o Predictive Modelling Al Customer Success Bots
o] Collaborative Sales
o
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Executive Summary

GTP Update

Financial Review

Investing across Platform

Billions of proprietary data points and curated insights enriched by Al to deliver cutting edge solutions for clients

Propristary data

Continuous primary research, exclusive data
sourcing and proven methodologies

Unrivalled proprietary data universe, spanning 300+

data assets (>90% audited as proprietary*)

Unified data universe integrated on single taxonomy

with >50,000 unique nodes

® 6 market leading solutions, embedded in workflows:

® Market Intelligence
Competitor Intelligence
Sales & Vendor Intelligence
Strategic Intelligence
Innovation Intelligence
Deals Intelligence

Customisabile to fit client's specific needs

*Independent audit undertaken by KPMG

WWUTIO
50 N

Proprietary Human
Data Expertise

Connected
Platform

Al

5
SNOILHWO

Human expertise

® Expert analysts, consultants, and journalists with
deep specialisms in sectors and domains

® Engineers, Al specialists, and data scientists building
and deploying advanced Al models & tools

® Highly-trained researchers constantly cleaning,
validating and analysing information

® Continuous real-time enrichment, analysis, and

insight generation

® Market-leading Al & Predictive Analytics capabilities

® >]00k Users accessing generative and agentic Al
capabilities, experiencing 8x productivity gains

® Supporting customer Al initiatives with Direct Data

feeds and Agentic APIs



Executive Summary GTP Update Financial Review

Transformed organisation & operating model &

Leadership team augmented with various new hires Significant investments over the last 2 years across all areas
& & & B @ oS

Chie Exocutive Chief Revenue Chief Finance Officer Headof M&A chist Slmmgy Chief People Officer Chml of staff
oer Officer Globalbata Globalbata Globalbata GlobalData
Globalbata Globalbata Globalbata

PEOIHI @ §@®@@@

Dorninic Gosiet TorDawiis Vistorka oo acquisitions

Chief Revenue Chief Operating Chief Executive Chief Technology MD - India CEO -~ Media @ @ . - o
Officer Officor Officer officer Giosaiot P . e .
Healthcare Healthcare Healthcare GlobalData vor
Significant changes to the sales organisation Performance and KPIs setting across the organisation to better align with GTP

Balanced
Performance

Examples of Transformation Targets (GTP Priorities]




Executive Summary GTP Update Financial Review

Focus on high-value, integrated solutions &

Consulting
Point-of-view and decision
support

Target a specific use case or job-to-be-done

Custom
Customer-specific research,

analysis, tools, : (02) Address a customer need or pain
extensions, integrations

& GlobalData
Configured Tools Solution
Configurable workflow apps,

models, tools, visualisations

Al-agent powered

Deliver a business outcome

Provide measurable value to a customer

Syndicated Bl
Data, Insight, Ask the Analyst




Executive Summary

Solutions powered by proven data advantage

~350

Databases

Number of unique,
productised databases
that GlobalData own'’s
and controls.

GTP Update

+92%

Percentage
Proprietary

Percentage of databases
assessed as proprietary,
with their proprietary
status independently
verified through an audit
conducted by KPMG.

Financial Review

+250

Numlber of
Data Assets
Al-enabled

The number of
databases or similar
entities in which are
enhanced by our internal
Al methodology and
models.

<1%

Market Data
Error Margin

Average Error Margin for
GlobalData’s market
models and forecasts
based on back-testing
evaluations.

96%

Renewadl in
customers
over £100k

Renewal rate for
customers subscribed to
products powered by
GlobalData’s proprietary
data.

Q



Executive Summary GTP Update Financial Review

Accelerated traction with new Al products &

Sales Intelligence awarded

Launched v.1 AlHub and Ava in '‘Data Solution of the Year - Released Agentic Ava & Al
beta Sales' Hub enhancements
| Dec 2024 : Sep 2025 |
+10 Years of Al 1 1 i
innovation . e ¢ b o
2024 April 2025 Nov 2025

Secured major Sales
Intelligence wins, including
pilots for enterprise roll-out
for Sam

Launched v.1 Sales
< Intelligence platform & Sam,
SAM the Digital Worker CoPilot

Your Al Sales Analyst,
purpose-built to transform

sales intelligence and
productivity
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Al Hub transforming user experience Q

Trust, Reliability & Intuitive Experience Productivity Multiplier Democratizing Intelligence

"To be honest. This Al Hub is,
very cool. | think we'll get a
lot of value out of that.”

Tracy Boreham, Brand Manager
) NATIONAL
AN

BRANDS
E SLIMITED

"..nice to see that the Al Hub
didn't reference information
outside of your data sources

n

Cory Smith, Healthcare Technology

g carelon

“The productivity increase is
enormous. You do things that
would take you one day, in one
hour.”

Jacques Mathieu, Global Business Intelligence Director

VOLVO

Construction Equipment

“| can spend one hour in the Al
Hulb and get the same results
that would have taken three
days of looking and reading
myself.”

Cindy Dekeyser, Global Business Intelligence Manager,

@ PB LEINER

"What | really like about
GlobalData's Al Hub is how it
makes research more
accessible, especially for
people new to the topic..”

Catherine Freiberg, Head of Industry Analyst Relations
Services

"With Al Hub, we can easily
disseminate knowledge and
make our research more
accessible to people less
experienced..”

Steven Valcke, Business Intelligence Researcher,

?( =\ VISIT
(¥ \ FLANDERS
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GlobalData Sales Intelligence

Automated engagement via
signal-triggered workflows

Award-
wining
recognition

GlobalData won
“Data Solution of
the Year for Sales”
at the Data
Breakthrough
Awards

DATA BREAKTHROUGH
AWARD

Intent analysis
(first- and third-party)

1

|

Buying signal engine ' 3
(leadership changes, N !
funding, M&A, etc.) ~ '

1

1

1

1

1

Sequence libraries, pricing & ROl _
calculators, deal coaching tools — ~ S

N\ Sam, your Al
\ digital
) worker
Account plans with strategic _ _ \
mapping & risk mitigation TV \
‘\ \

Real-time competitive
intelligence & battlecards e

Dynamic playbooks Pie
(10,000+ companies; 20+ ---
industries) ,

,
Al-generated sales call _ _~
plans for every meeting

Industry expert

Buyer-committee maps and ’
opportunity intel pages '
surfaced in workflow Competitive presence
& technology-stack analysis

Engage

Sales
intelligence

Higher-quality
conversations

Re-engagement intelligence
for dormant accounts

I Pipelinerisk & forecast views
U . .
’ to time moves and de-risk

. execution

_ Market prioritization engine
,-~~ (100M+ signals, 548 data points)

Territory planning
intelligence with
- dynamic balancing

Faster
sales cycles

‘ AR Real-time TAM modeling
& opportunity sizing

Strategic planning
APIs with natural-
language queries

~~.__ Territory & quote
planning views

AN _ Prioritization boards
for where to focus

Domain analyst

\ Ideal customer screener
\ (300+signals, real-time

Territory heatmaps with scoring

opportunity overlays

Account intelligence suite
incl. buying-committee
mapping
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Deepening customer engagement

Al powered Customer Success Autonomous Customer Success

Today Priarities for 2026 & Beyond Accelerated Onboardil oing Engagement

CS Assistant

—r

Matters ts

@ Customer Insight Model

Hi Caroline, 'm your personal CS Accelerated Onboarding Ongoing Engagement
Al assistant What can | help you

Engagemaent
with today?

ome act Tt
¢ Developinga scalable partner for s + Collect fesdback at key moments
i Renewal Risk Response it = 2 i : through the customer fourney.
Inteligraph > secumnces | EYodctye coer fix ckssiomig - Gude usors thUgh i el b e smitonien
et bl anboarding with contextual prompts. shawing value delivered.
£ adoption, and maximise customer e
support Al + Recommended tutoriais and videos, hiscores
UPF oo g ks + Adopted content and delivery based using usage, sentiment, and outcome
+ Whits glove expariance t antia on engagermant signals motrics.
< customer base Suggest next best actians based on = Automatically Ut 10 fe-
@ Autonomaus CS Agent B e alindicn what similar customars did to reach engage users with relevant content
Tutorials service v volue faster,

130K + product

204 productswith | 380% e |
ment 2024]5 | saquences 20245

ks sossns ol | ke
inplotiormsupport | - Hub202a8 | anc

Customer voice through 2026 & Beyond

TN NG Gl o AT ST eecHy This plan takes a spotlight on required Customer engagements through 2026. We will use different forums to

Events, Project Delight & Newsletters : address requirements:

Controct Month1 Month 3 Month 4 Month & Month7 Month 8 Manth 10 Month 11

T Long-term Customer Advisory
partnerships Boards
Sign fneenel Crise Engage Renew Onboard
Subscription  AM Onboarding Call - Ressarchs A QBR AMQER csic T AMQBR usor elean 3
capturaobjectives  ogendo cail g up & account Short-term for
Hondower  €31C Onboarding werehistset-up it Product £ Product Direction Focus Groups

Taining 1t Product Pilots

5 development
58

User alert & Watchlist Ith's
Health Surveys e.g.
Real time Tac . CSAT, Onboarding
e f i ctical Feedback
Planhat signals & sequences AMGrBaGinge . & NPS
Research A

@ Rese

agreed

Note: Executive briefing * needs to be
ato ing call or month 3

Tech i

pata




Executive Summary GTP Update Financial Review

Al key enabler and value driver

Usability New Offerings Automation Internal Processes
Transform customer New Al-powered Augment & Augmented &
experience & offerings = automate data automated
outcomes intelligence + operations and business function
productivity product workflows workflows

Al Platform Infrastructure

Al-Centric Culture & Talent

Trust & Security

@ raster Revenue
Growth

+ Increased Usability & Usage
» Higher Value Products
+ Embedded Relationships

« New Channels & Streams

© Expanding Margins
+ Operational Efficiencies

+ High Incremental Margins

Faster Earnings Growth
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Multiple levers for accelerating growth

High single digit organic growth =
| H
[
- ~— -
Systematic value creation plan
TE
=
=l
Starting Value Churn Pricing Licensing Product Solutions New Logo Closing Value ;

O
©
®
@
®
®

Organic revenue levers Commentary

Churn

+ 80%+ of revenue subscription based

+ Continuous improvement: 85%+ goal
by volume

Pricing

+ 10%+ target growth

+ Back book - price corrections

+ Front book — selling at the right price

Licensing
- Team/department expansion
+ Enterprise deals

Product
+ Additional Intelligence Centers to
existing clients

Solutions

+ Solution selling (e.g. Sales Intelligence,
Strategic Intelligence)

+ Direct Data Services

New Logo
+ 100k+ prospects in TAM
+ Expand new business teams
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M&A — Platform underpins value creation

Financial Review

D o3

o >
T 0=
o 9 =
wga
O @
o0
< ©

Agribusiness
Agribusiness

$¥ & & 3 3

>
-
25 Macroeconomic Country & city
= indicators nrofilae
Strategic Intelligence. Competitive Advantage

Expert anauwysts, consultants & researchers

Agentic AT

Market Intelligence

Identify and prioritise the right
markets, segments, and
channels

12}
=
2
=
=
[}
(%}

Company
intelli~-

Strategic Intelligence

Identify and navigate disruptive,
strategic themes

service

Construction
Consumer

¥ 3 3

Patents
intelligence

ai, palette

Generative AL

Gold standard market dataand i

¥ S O 2 2 4

Sales & vendor Intelligence

Turbocharge B2B sales and
derisk procurement

STYLVS

Packaging
Pharma

Insurance
Oil & Gas

Deals &
partnerships

Consumer

Thematic research intelligence

¢

Engineers, Al specialists, & data scientists

* CELENT

Machine Learning

Innovation Intelligence

Identify & exploit innovation
opportunities

& payments
Technology

Retail banking

¥ & ¢« 3 3 I

Job listings

¥ #LinkUp

108 MARKET DATA

Exp~  _anels Company filings

Editorial & Data Journalists

Predictive Modelling

Competitive Intelligence Deals Intelligence

Amplify and de-risk M&A,
investments, and partnerships

Maintain a sustainable, long-
term competitive advantage

20



3. Financial Review

Graham Lilley
Chief Financial Officer
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2025 Financial Highlights Q

Reported Underlying Underlying
revenue growth revenue growth contracted forward revenue

+13% +1% +3%

Adjusted profit % Adjusted Vv Adjusted EBITDA
before tax EBITDA margin

+42% -6% 34%

22
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Income Statement & Trading Q

Non-IFRS Measures (£m) FY25 FY24 m Underlying o
+13%
1%

Revenue 3221 2855 13% Total Revenue Growth

EBITDA 110.2 116.8 -6%

EBITDA Margin 34% 4% -7pts

Operating profit 1.6 83.3 34% - 6 %

Operating profit margin 35% 29% 6% Adij. EBITDA

Free cash flow 344 327 5%

Diluted EPS (pence per share) 73 5. 43% 34%

Adj. EBITDA Margin

N R

Revenue 3221 285.5 13% 1% + 42%

Operating profit 81.2 65.1 25% Adj PBT

Operating profit margin 25% 23% +2pts

Profit before tax 69.2 54.9 26% + 43 o/o

Cash flow from operations 833 97.6 -15% Adj Diluted EPS

Net (bank debt)/ cash (n4.2) 101 -1231%

23
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Cash and liquidity

Reconciliation of Net Debt (Em) FY25 FY24 m

Opening Net Debt
Operating Cash flow
Interest Costs

Taxes Paid

Capex

Net Cash on acquisitions**
Minority investment (Healthcare)
Dividends Paid

Purchase of own shares
Principial lease payments
FX

Other

Closing Net Debt

Financial Review

83.3
(8.8)
(24)
(7.9)
(36.2)
(9.9)
(112.5)
(5.6)
(1.5)
()
ma.2)

(243.9)

97.6
(10.9)
(40.7)
(7.2)
(79.9)
420.8
(37.5)
(81.8)
(5.6)
0.6
(1.4)
10.1

(104%)
(15%)
(19%)
(41%)

10%
(55%)

(100%)
(74%)
38%

(350%)
(21%)

(1,231%)

* Adjusted for exceptional cash items in the year associated with restructuring, M&A and Corporate matters

** Includes contingent consideration

o
92%
Adjusted Op. Cash flow
conversion (2024: 92%)*

£101.5m

Shares purchased into
treasury

£1Im

Shares purchased into EBT

35%

Free cash flow flow
conversion

1.0x

Group Net Leverage

24
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Segmental Performance

Revenues (Em) FY25 FY24 m

Non-Healthcare +13%
Subscriptions 143 127 +13%
Other 56 49 +14%
Healthcare 123 109 +13%
Subscriptions 94 88 +7%
Other 29 21 +38%
N R

Adj EBITDA Margin 34% A% -7pts
Non-Healthcare 25% 33% -8pts
Healthcare 50% 56% -6pts
Contracted Forward Revenue 180 m 5%
Non-Healthcare m 101 10%
Healthcare 69 70 -1%
Volume Renewal Rates* 83% 83% -
Non-Healthcare 85% 85% -
Non-Healthcare 78% 79% -1%

*>£20k clients

Non-Healthcare/ Healthcare
% Subscription revenue
72%] 77%

M&A impacting revenue growth in
both segments

M&A % Transformation activity
impacting margin in both
segments

Non-Healthcare/ Healthcare
Volume renewal rates consistent
YoY in both segments

Non- Healthcare Underlying
Contracted Forward Revenue
growth (+5%), Healthcare (+1%)

25
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Value Creation

Financial Review

Shareholder Value Creation

Underlying Growth

Target to achieve mid-single
digit growth in the medium
term

Recover margins back
towards 40%

Execute on revenue
synergies from recent
acquisitions

M&A

M&A is a significant part of
value creation

Near-term focus, in the Non-
Healthcare division, realising
revenue synergy
opportunities across our
recent acquisitions

Our Healthcare M&A strategy
remains unchanged and will
look to deliver further bolt-on
acquisitions

Dividends

The Group maintains a
progressive policy

1.2p final dividend (up 20%
YoY)

Share Buybacks

Whilst maintaining a
disciplined approach to
capital allocation, our
compounding model growth
model gives opportunity to
buy shares.

In 2025, the company bought

back £100m in share buyback
programmes.

26



4. Summary

Mike Danson
Chief Executive Officer
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summary

Primed for growth: Platform providing unique defensibility and advantage in Al-age

» FY25 was a year of resilient performance in an uncertain business environment

= Fundamental transformation of our business - embedding a solutions-led sales model

= Proprietary data and expert insights are mission-critical to our customers’ decision-making. Proprietary data is a must-have in this Al age
= Alis a key enabler for internal efficiencies and unlocking value for our customers — validated by rapid adoption of our Al hub

» Enter 2026 with strong revenue visibility ¢.80% of analyst revenue consensus already contracted

Clear medium-term priorities for 2026 and beyond

Accelerate Recover

Al Strategic Shareholder

Innovation ME&EA Returns

Growth Margin

28



