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Chairman’s Statement

| am pleased to introduce the Group's Annual Report for the year ended 31 December 2025. This was the second consecutive year of revenue
growth and operating profitability, a pivotal milestone in the Group's multi-year recovery, and a year in which we laid the foundations for the
next phase of value creation.

The 1-3-5 strategy we adopted, one service, three industries, five countries, is delivering. Group revenue grew by 26% to £22.6m, underlying
operating profit more than doubled, and the Group returned to statutory profit for the first time in several years. The statement of financial
position has been strengthened: net assets of £1.2m (2024: £0.5m) and available cash of £2.4m provide firmer foundations for the investments
that will shape the Group's next chapter.

Three themes defined 2025 at Board level. First, client diversification. We set a deliberate objective to reduce single-client concentration and
the result, largest client down to 22% of revenue from 46%, gives the Group a structurally more resilient revenue base. Second, investment in
Al-enabled delivery. Over the course of 2025 we codified nearly 80 years of operational methodology into structured, Al-readable knowledge,
creating the foundation on which the Proudfoot Al Product Division was formally launched in early 2026. Third, the final settlement of the US
Defined Benefit Pension obligation in February 2025 which removed a liability of £7.2m from the statement of financial position.

The Board was strengthened in March 2026 with the appointment of Kate Partridge as Chief Financial Officer and Director. Kate brings the
financial leadership the Group needs as we scale the Al investment and broaden our client base. | would like to record my thanks to the whole
Board and executive team for their contribution during a year of significant strategic transition.

Looking ahead, the Board is mindful of near-term pipeline softness in the opening months of 2026, partly a consequence of the strong wave of
deal closures at the end of 2025, and of the uneven macro-economic conditions in our core European markets. We are, however, entering the
year with a stronger statement of financial position, a more diversified client base, a lower cost ratio, a more focused geographic footprint, and
an Al product platform under development.

Our people remain the heart of the business. | extend my thanks to every colleague across Proudfoot for the work delivered to clients during
2025, it is the outcomes they have produced, day after day, that gives the Board confidence in the direction of travel.

Neil O'Brien

Chairman
30 September 2026
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Strategic report

The Directors, in preparing this strategic report, have complied with s414C of the Companies Act 2006.

The Group trades as Proudfoot, a management consultancy founded in 1946. Our purpose is empowering frontline teams to achieve exceptional
results. We strive, for our clients, to be a trusted partner globally, seeking to seamlessly connect strategy and execution, unlocking the full
potential of their frontline to drive breakthrough results.

Our mission is delivered by providing pragmatic, actionable solutions and on-the-ground expertise through The Proudfoot System (TPS),
accelerating client performance and driving measurable, sustainable results through hands-on collaboration. We specialise in operational
improvement, focusing on the Natural Resources, Manufacturing, and Energy sectors. Our unique approach centres on unleashing the potential
of the client's frontline workforce — the managers, supervisors, and workers at the point of execution — believing this is the key to achieving
sustainable operational excellence.

Following the appointment of a new CEO in late 2022 and a strategic review in 2024, the Group implemented a focused "1-3-5 strategy". This
strategy concentrates our efforts on:

®  One Service: The Proudfoot System (TPS).
e  Three Industries: Natural Resources, Manufacturing, and Energy.
(] Five Countries: USA, Canada, UK, France, and Germany.

This streamlined approach allows us to deepen our expertise, improve delivery efficiency, and enhance sales productivity, positioning the
business for sustainable, profitable growth within our core markets.

The Proudfoot System (TPS)

TPS is our unique, proprietary methodology, refined over nearly 80 years, designed to detect and correct the root causes of lost time and waste
within an organisation. It serves as a benchmark for companies seeking performance improvement.

TPS is built on three core principles:

1. Delivering Outcomes: We focus on implementing solutions based on thorough analysis to achieve tangible, measurable results, not
just theories or reports.

2. Positive Return on Investment: We believe every project must create value. We typically target an average 4:1 ROI following full-scale
rollout, with a positive impact often achieved within 16 weeks.

3. Synchronising People, Process, and Performance: We take a holistic approach, aligning processes, engaging people through training
and coaching, and focusing on performance. We accelerate transformation by working with leaders at every level (top-down led,
bottom-up designed and executed), empowering the frontline to deliver the "perfect shift".

TPS focuses on driving lasting behavioural change alongside process improvements to achieve sustainable transformation.

Investing in Al-enabled delivery: Project Alex and the Al Product Division

During 2025 the Group committed substantial investment to the codification of The Proudfoot System (TPS) for Al-native delivery. Under the
internal reference 'Project Alex', the Group has structured, for the first time in the firm's history, the full body of TPS methodology, phases, steps,
diagnostic instruments, case evidence, consultant craft, into a form that can be used both by human consultants and by Al agents. This work
formed the foundation for the Proudfoot Al Product Division, which was formally launched in early 2026.

The strategic rationale is threefold. First, productivity: Al-augmented delivery allows a consultant to spend more time on the judgement-rich
activities that clients value and less on preparation, reporting, and structuring. Second, consistency: codified TPS means that every client receives
the full firm's collective experience, not only the experience of the individuals on their project. Third, optionality: the Al Product Division creates
the foundation for platform-based revenue streams that could, over time, extend the Group's commercial model beyond pure consulting.

The Group's investment approach during 2025 prioritised foundation-building, the codification of methodology, the development of internal Al
skills, and the piloting of Al solutions with consulting teams, rather than external commercialisation. The Directors regard 2025 and 2026 as the
investment years and 2027 onwards as the period in which Al-augmented delivery begins to translate into faster engagement mobilisation,
improved margin, and eventually new revenue streams.

Business Review

2025 was a landmark year for the Group, delivering the second consecutive year of profitable growth and demonstrating the power of the
focused 1-3-5 strategy. The Group achieved a step-change in both revenue and profitability, materially exceeding budget targets.
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e  Performance: Group revenue increased by 26% to £22.6m (2024: £18.0m), with revenue 9% ahead of budget. The Group achieved an
operating profit of £1.0m (2024: £0.2m) and an underlying operating profit of £3.4m (2024: £1.3m), representing a significant
improvement on the prior year and the second consecutive year of positive EBITDA. EBITDA and underlying EBITDA are alternative
performance measures; a reconciliation to profit from operations is provided in note 5a. Gross margin improved to 47% (2024: 46%).
The Natural Resources sector remained the largest contributor, followed by Manufacturing and Energy. Geographically, revenue was
split approximately 80% North America and 20% EMEA, (2024: 51%/49% respectively) reflecting continued strong demand in the US
and Canada.

e  Client Diversification: The Group made meaningful progress in broadening its client base, with 20 clients generating won deals in 2025
(2024: 15). The largest client accounted for 22% of billed revenue, a significant reduction from 46% in the prior year. The book-to-bill
ratio for the year was 122%, well above the 112% budget, with full-year input of £24.6m. These KPIs are defined on page 5 in the KPI
table.

o North America: North America was the primary engine of growth, delivering revenue materially ahead of budget with a book-to-bill
ratio of 125%. Performance was driven by expansion across key accounts and consultant utilisation was strong at 84%, supported by
effective cross-regional deployment of European resources.

e  Europe: Europe experienced headwinds through Q2 and Q3, with the UK and DACH markets lagging behind plan, partly due to slower
conversion in mining prospects and leadership transitions at key accounts. France remained a resilient outlier, exceeding its targets
throughout the year. The European team played a critical role in supporting North American delivery, effectively reducing the Group’s
reliance on external contractors. Europe delivered £4.6m in revenue, representing 20% of total group turnover.

e  Market Conditions: Growth was achieved against a backdrop of uneven market conditions, with strong momentum in North American
mining and manufacturing offset by more cautious client behaviour in European markets. A slowdown in client decision-making during
the middle of the year tested the Group’s ability to convert its pipeline, but a strong finish to the year demonstrated the resilience of
the business model and the underlying demand for operational improvement services.

Strategic Milestones:

e  PBGC Settlement Completion: In February 2025, the Group completed the final settlement payment of US$459k (£363k) to the Pension
Benefit Guaranty Corporation, concluding the distressed termination of the US Defined Benefit Pension Scheme and removing this
legacy liability from the Group.

e  Board Strengthening: The Board was further strengthened with the appointment of Mrs C Partridge as Chief Financial Officer and
Director on 23 March 2026, reflecting the Group’s commitment to robust governance and financial leadership.

e Al and Digital Investment (Project Alex and the Al Product Division): The Group completed the first full codification of The Proudfoot
System (TPS) into Al-readable form during 2025, built and piloted Al-native capabilities, and launched the Proudfoot Al Product Division
in early 2026. This is the foundation for future platform-based revenue and augmented consulting productivity.

e  Operational Focus: The Group focused on delivery excellence through TPS, enhancing the methodology itself, strengthening key client
relationships, and exercising rigorous cost control. Indirect costs were maintained at 16% of revenue, significantly below the 21%
budget.

e  Entity Rationalisation: The Group continued its programme to close dormant and non-core entities, including the winding down of
operations in Malaysia and South Africa, consistent with the 1-3-5 strategy.

e  Challenges: Delays in converting key European prospects, particularly in the UK and DACH markets, and a mid-year slowdown in client
decision-making presented challenges. The recruitment of key senior roles in Europe remained selective, with the decision taken to
prioritise cross-regional deployment over additional fixed costs.

Key Performance Indicators

The Board monitors a focused set of financial and non-financial KPIs to assess the performance and position of the Group against the 1-3-5
strategy. The selected indicators and their movement during the year are set out below.
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Financial KPls

KPI 2025 2024 Movement Definition and commentary

Group revenue £22.6m £18.0m +26% Total revenue from client engagements. The
increase reflects continued growth across the 1-3-
5 core markets and a higher contribution from
diversified clients.

Underlying operating profit £3.4m £1.3m 162% Operating profit before non-recurring items. More
than doubled year-on-year, demonstrating
operational leverage from the focused strategy.

Profit before tax £0.9m £0.2m 350% Profit attributable to the Group. The Group
returned to statutory profit for the first time in
several years.

Book-to-bill ratio 122% 77% +45ppt Value of new work won in the year divided by
revenue. Above the 112% budget, indicating a
growing forward order book.

Full-year input £24.6m £13.9m 77% Total value of new client work secured during the
year.
Available cash £2.4m £2.5m -£0.1m Cash and cash equivalents excluding restricted

cash of £0.25m (2024: £0.3m) The strengthened
balance sheet supports continued investment in Al

capability.
Net assets £1.2m £0.5m +£0.7m Total equity attributable to shareholders.
Non-financial KPIs
KPI 2025 2024 Movement Definition and commentary
Clients with won deals 20 15 +5 Number of distinct clients with new engagements

secured during the year. Demonstrates progress
on the Board priority of client diversification.

Largest client concentration 22% 46% -24ppt Largest single client’s share of billed revenue. The
material reduction reflects the deliberate Board
priority on broadening the client base.

Consulting headcount 41 36 +5 Consultants in delivery roles at the year-end. The
Group operates a small, senior consulting model
with cross-regional deployment.

Property footprint (right-of- | £67k £648k -£581k Carrying value of right-of-use assets, used as a
use assets) proxy for the Group’s property footprint and a
contributor to its limited environmental impact.

Events after the balance sheet date

The Group's performance and position described in this report reflect the year to 31 December 2025. Since that date the following events have
occurred. None is an adjusting event and no amounts recognised in the financial statements have been changed as a result.

¢ New banking facilities: In September 2026 the Group agreed committed facilities with HSBC UK Bank plc, comprising a term loan of
£2.5m repayable over 3 years and an increase in overdraft facilities from £0.5m to £1.0m. They give the Group additional liquidity

5



Docusign Envelope ID: AE4AAE5C4-8E24-8329-8137-4C54CC9EF333

Management Consulting Group PLC
Annual report and financial statements for the year ended 31 December 2025
Registered number 01000608

headroom to support the disciplined execution of the 1-3-5 strategy and continued investment in the Proudfoot Al Product Division.
The Directors' going concern assessment in the Directors' Report does not rely on these facilities.

. European restructuring: On 30 June 2026 the Group announced a restructuring of its European operations involving the proposed
reduction of approximately 13 roles, and began consultation with the employees affected and their representatives. The restructuring
aligns the European cost base with the Group's focus on its core sectors and markets. The one-off cost, comprising severance, notice
and related professional fees, is estimated at £0.6m and will be recognised as a non-underlying item in 2026. Annualised cost savings
are expected to be approximately £1.8m from 2027. No provision was recognised at 31 December 2025 because no detailed formal
plan had been approved or communicated at that date.

e  Board changes: Kate Partridge was appointed Chief Financial Officer and a Director of the Company on 23 March 2026. Ronald
Reinighaus resigned as a Director on 6 July 2026.

e Al Product Division: The Proudfoot Al Product Division was formally launched in early 2026, building on the development work
completed during 2025. Its expected contribution is discussed in the Outlook section.

Principal Risks and Uncertainties

The Board regularly reviews the principal risks and uncertainties facing the Group. Effective risk management is crucial for delivering our strategy
and protecting shareholder value. The key risks identified are:

e Economic Sensitivity & Market Demand: Demand for consulting services is cyclical and influenced by macro-economic conditions and
client profitability. Downturns can lead clients to reduce discretionary spending, impacting project starts and revenue. The mid-year
slowdown in client decision-making in 2025 illustrates this sensitivity.

Mitigation: Maintaining focus on the value proposition (ROI), diversifying client base within the three core industries, operating a
flexible cost base, and monitoring economic indicators.

e  Client/Industry Concentration: Our 1-3-5 strategy deliberately focuses efforts but increases exposure to the specific dynamics and
cycles of the Natural Resources, Manufacturing, and Energy sectors, and key clients within them. The reduction in top-client
concentration from 46% to 22% in 2025 demonstrates progress in mitigating this risk.

Mitigation: Deepening expertise within core sectors; actively managing key client relationships; seeking diversification across clients
within target industries. Progress evidenced by 20 clients with won deals in 2025 versus 15 in 2024.

e  Competition: We operate in a highly competitive environment, facing large global firms, niche specialists, and potential client in-house
teams.

Mitigation: Continuously differentiating through TPS and our frontline focus, demonstrating measurable ROI, maintaining brand
reputation, investing in specialised expertise, and leveraging Al-enabled tools to enhance delivery quality and speed.

e Talent Acquisition and Retention: Our success depends heavily on attracting, developing, and retaining skilled consultants, particularly
those adept at the hands-on, frontline engagement central to TPS.

Mitigation: Offering competitive compensation and benefits, providing clear career paths, fostering a positive work environment,
refining recruitment strategies, and investing in next-generation talent alongside experienced operators.

o Project Execution & Methodology Risk: Delivering complex operational transformations carries inherent risks. The strong emphasis on
rapid, high-ROlI results via TPS creates significant delivery pressure.

Mitigation: Employing experienced consultants, leveraging the proven TPS methodology, robust project management and quality
assurance processes, continuous refinement of TPS (including digitisation and Al augmentation), and careful management of client
expectations.

e Technological Disruption: The consulting landscape is rapidly evolving with digital transformation, Al, and data analytics. There is a risk
of TPS being perceived as lagging if not effectively integrated with these trends.

Mitigation: Ongoing digitisation of TPS components, the development and launch of the Al Product Division, codification of 80 years
of operational methodology for Al delivery, and investment in Al-augmented tools for consultants.

e  Third-party Al model dependency and platform risk: The Group's Al capabilities rely on underlying large language models and Al
infrastructure supplied by third-party providers. Changes in provider pricing, availability, model behaviour, or terms of service could
disrupt delivery of Al-augmented capabilities.
































































































































































































