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Oxford Metrics at aglance
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Two focused divisions position the group in precision-led markets with attractive long-term growth

Oxford Metrics
O

NICON IVMS.

Motion Capture Vision Metrology
Gold standardin motion measurement and analysis. Machine vision and measurement
Integrated camera and software systems that transform technologies, delivering high-precisionautomated
complexmotion datainto actionableinsights. quality controlinspectionforblue-chip manufacturers.
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Life Sciences Entertainment Clinical Engineering Automotive
research
FY25 Revenue FY25 Revenue

£32.0m £12.8m
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Ourleadership teamis structured to drive disciplined execution and scalable growth

Group Synergies

Best practice

A

@ ® PY °
IVMS MD

Shared services

I\

IT, Legal, Cyber,
Al policyandusage

@

. , , People & Culture, 8
Executive Management Teams (EMT) consist of Heads of Operations, Finance

Sales, Marketing, R & D, Product, Finance, HR

&
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Our medium term ambitions

Two transformations, one higher quality Group
IVMS.

From products to platform From projects to products

From hardware systems to From bespoke projectsto
Human Movement Platform repeat products powered by

powered by Al our IP & partner technologies

c. 25% recurringrevenue Mid teens % Adj. EBIT

*From organic & inorganic activities




NICON

Managing Director

NICON



Andrew Knox

IBM-trained tech executive. MD/GM across
SaaS$, digital health and sports technology —

including motion capture, immersive tech and
Virtual Reality (VR)

Track record — growth & transformation

e Nasdaq IPO: scaled start-up to listing with
5x ARR growth

® 5 acquisitions across 4 countries — revenue,
share and cost synergies delivered

e Serial transformations: consistent sales
outperformance in growth and transforming
businesses

Sector relevance

e Founded IBM EMEA's first VR Solutions business; early
backer of VR pioneers ahead of LSE IPOs

e Motion capture, wearables and biomechanics with
leading sports-tech labs

NICON

Andrew Knox bio

Vicon at a glance & customers

Market opportunity

Platform transformation

Operational excellence & GTM

Commercial model, Al & takeaway




NICON

The gold standard in
human
movement
capture

Trusted by the world's
leading studios,
laboratories and

engineering teams —
for 42 years.




Vicon at a glance

42 years of Market leader and
exp. ‘gold standard’

Established in 1984 Diverse applications

Entertainment
All Vicon IP

specialised 4 offices
hardware and Oxford | Denver | Los Angeles |

Engineerin
fi K
s are empten g g

Repeat business

Direct sales:
UK & North America
Indirect sales:

APAC, EMEA, LATAM (45 global
territory distributors)

Life Sciences & Engineering Entertainment
customer types customer types
70% academic 70% commercial

30% commercial 30% academic

Oxford Metrics | Investor Day - June 2026




Our current commercial model

A high-value, capex-led model built on premium client
relationships — with significant runway to build recurring revenue.

THE DEAL THE CUSTOMER THE CYCLE

~£70K ~75% 4 to 5yrs

Typical system value Revenue from repeat clients Typical upgrade cadence

90% hardware, 5% software,

Sports & bi hanics labs, fil
5% Support and services pors & blomechanics 1abs, T

studios, engineering teams and
Camera systems + mocap & defence Minimal recurring contract post-sale
processing software

Perpetual licence at point of sale

One-off capex budget; Next hardware purchase

Average 3 month order long-term relationships ~4.5 years out
to revenue

e.g.: Boeing [Human Factors], GM [Robotics], Nike [Sports Performance]

The transformation ahead addresses all three

higher deal stronger recurring shorter, more predictable
value revenue upgrade cycle
NICON Oxford Metrics | Investor Day - June 2026
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A world class diversified international customer base

Life Sciences
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Entertainment
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Market opportunity

Vicon's home market is growing, and markerless measurement
opens a faster-growing adjacent opportunity

Market size forecast (USD millions) @ Leverage our optical leadership, installed
base and platform shift to capture the
1200 181 Markerless/Hybrid market.
900 1.8x 2.6x
600 Optical market growth Markerless market growth
2025-2030 2024-2030
300
0

G E Because it's one integrated system of Markerless
and Optical - we get unmatched flexibility (...).
It allowed me to answer any requirement that
came in from internal teams in the last six months.

2024/25 2030 |2024/25 2030

Optical +
Markerless

Optical mocap

Joselito Duric, EA Ripple Effect

TAM expansion via markerless adoption, Rise of robotics, digital twins, digital
DRIVEN BY: expanded use cases and new market entry manufacturing and ergonomics

Hybrid technology appeals to the existing Creator Economy x IP Economy (VTubing)
motion capture user base continues to expand

Source: Research and Markets ** Hybrid = markers and markerless technology used simultaneously

“ I c o N Oxford Metrics| Investor Day - June 2026 1 2



Accelerating Vicon'’s platform transformation
Four strategic initiatives

1 One Platform, Higher Efficiency

Operational leverage
Reduced software maintenance
Optimise testing & other costs

Operational Excellence
Right-sizing and right-skilling the business

Technology consolidation drives cost
efficiency

Operational re-alignment for scalable,
recurring growth

Deepen & Extend Client Relationships

Customer experience & Professional
services

Deeper relationships, recurring revenue
Beyond hardware

Al-Enabled Innovation

12 experienced ML/Al engineers
in-house

Markerless R&D at Al speed

Al tools across product, operations and
customer value




Products to Platform - Vicon is evolving from motion-capture
products to an Al-enabled human movement platform

_________________________________________________________________________________________________

MOTION CAPTURE & HUMAN MOTION ECOSYSTEM

VEX - Gaming - Clinical Gait - Robotics - Product De§|gn Drone.tra.cklng ‘
XR . Ergonomics Navigation VTubing
. Rehab Automotive :
Virtual Biomechanics Aerospace Workplace system Serious Games
Production P Safety development
v v v v v v

ONE VICON PLATFORM

Calibration

N
O4A-0O
"—

Synchronisation

{Clw

Devices Data Pipeline




Operational Excellence

Re-aligning operations for cost efficiency and
scalable, profitable and recurring growth

Three drivers

Re-aligning teams consolidation reduces

for efficient cross- maintenance; tech
functional streamlined to

collaboration leverage Al

NICON Oxford Metrics | Investor Day - June 2026

Right-sizing and
right-skilling for
scalable recurring
revenue growth

15



Deepen & extend client relationships:
A more advanced GTM model

Heritage Land Expand

Intent-driven outbound Dedicated Customer
campaigns targeting new Experience team drives
logos in high-growth expansion within the

Previously
more reliant on:

Inbound, long-term client

relationship, brand, heritage EEHEa DEEGE LR
Outbound capabilities, New Professional Services
hunters, SDR’s & proactive model unlocks recurring
disciplines. advisory and support

revenue.
UK/Europe proven, now US

recruitment underway

= LeonARoo  HUNDRED NORan | PING

NICON Oxford Metrics | Investor Day - June 2026

16



Evolution of Commercial Model - customer pull €

What customers told us they value:

How we are already responding:

. Increasing development of

Greater availability of Selective Professional
recurring OpEx offerings Services offerings

Current

revenue split

® Hardware
® Software & Services
(ARR)

® Hardware
® Software
® Services & Support

From 90% hardware capex to mix of hardware, software & services
“ I c o N Oxford Metrics| Investor Day - June 2026
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Al-Enabled Innovation @

Scaling Up

ol

Al Sales intelligence

~
Vi

Engineering productivity

Back-office (finance, reporting)

Legal & regulatory assistance

© Q &

12 highly-experienced ML/Al engineers

“ I c o N Oxford Metrics| Investor Day - June 2026 1 8



Key Takeaways

Product to Operational
Platform Excellence
From point Right-sizing and
solutions to a right-skilling
scalable, many- the business for
sided platform profitable, scalable
growth

And we are executing now...

New features & product ideas Headcount optimisation &
with Platform model in mind selective Al and platform-savvy
recruitments already underway

“Ico N Oxford Metrics| Investor Day - June 2026

Deepen & Extend
Client Relationships

Deeper
relationships with
installed base,
driving new and
recurring revenue

QBRs & Customer Success voicing
customer needs and driving
business opportunities

(aF

Al-Enabled
Innovation

Internal and
product oriented

12 headcount ML/Al and 4
months to 4 weeks product
build acceleration



Industrial
Vision & Metrology
Systems

Simon Gunter
Managing Director

IVMS.

IVMS.



Dr Simon Gunter

Growth of VC-backed technology businesses — with
M&A and integration — in a range of sectors, with
notable exits

Investment and strategy advisor to funds scaling
hardware and software businesses

Research background in Computational Fluid
Dynamics — solving real-world production problems

IVMS.

O

AVANY Y

Industrial Vision & Metrology Systems

IVMS at a glance
What we do

Markets and Opportunity

Strategy in Execution



We deliver precision systems, assurance, conformance, yield & efficiency to quality
and production manufacturing environments

Where We Sit Market Drivers Blue-chip client base Our predominant sectors
: (75% follow-on business)* :
selected
Quality into Production ohmon.fohmon @ Medical
stryker .](l]]ll.\(‘::ill.l]ll‘_\'
Digital transformation in = Automotive
facturi DENSO
manufacturing (EVand ICE)
glementsix.
Strict regulation & compliance e
requirements &BD bespak-® e Aerospace
MOOG Injectables
Demand to reduce costs and _E .
improve efficiency / yield LE Pharmaceutical
Precision AND Frequency @I?FE Semiconductors

* by revenue

I V M S‘ Oxford Metrics | Investor Day — June 2026 22



A Trusted Partner...

“ Strategic partner for 20 years, vast array. of
experience and knowledge. Supplied-several
multi camera systems always finding a robust
solution in often challenging-Automotive
environment
Manufactufilg Engineer, ZF Foxconn

“ The systems supplied have been reliable,
well thought out, and tailored to our
operational needs, giving confidence through
to production-use.

I would have no hesitation in recommending
IVMS to anyone looking for a professional

and dependable vision inspection partner
Head of Engineering, BDK'(Medical)

“ Very positive experience working with IVMS on
our vision system machine. The IVMS team are
always responsive and committed to keeping
us in production, no matter.“Their dedication
and technical expertise make them a reliable
partner
Manufacturing’Engineer, Stryker

I V M S, Oxford Metrics | Investor Day — June 2026




IVMS.

We combine machine vision and metrology measurement with software and
Al algorithms to serve specific applications in our sectors

iVMSO Bespoke and Repeat Projects for High
"~ Frequency Specialist Automation

Automotive:

\ i f— 7 Il Medical &
Robot . {0 ‘ Pharma:
inspection cell | . Vial cartridge
&=, for contaminant
inspection
Medical: p - ’ : Medical:
Cartridge loading — Peieeemnds = RESHC .

- LS J P Contact lens
surgical blades ¢ & g inspection
Pharma:

Automated
feed variant

o
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Distribution of Partner Equipment for
Precision Measurement

Kgelsight s HOMMEL - ETAMIC
Hand-held . Form and
3D surface roughness
analysis measurement
MICRO-VU
Optical and
tactile shaft

Non-contact,
optical CMM

measurement

24



We operate in significant, growing markets — transforming to
adopt technology into the heart of manufacturing

Global Machine Vision Market 20-_4 Ej} 13% CAGR
2024-2030  N__ ) —
GrandView Horizon

US$ Bn
Global Industrial Metrology Market '14-_3 19.0 (6%, cAGR
2025-2030 N\ | —g
Markets and Markets

c 66 I[ndustries are increasingly deploying vision inspection systems to automate
quality control, eliminate human errors, and ensure consistent product quality

66 No longer is metrology the “simple” quality checkpoint at the end of the
e production process: it's becoming a real-time capability, embedded into every
manufacturing decision, where data flows quickly from the shop floor to
engineers, quality teams, and a number of automated systems

e 66 Metrology is shifting from end-of-line inspection to production-integrated
control (in-line, in-process, on-machine)

D 1.Vision Inspection System Market Outlook, Datalntelo, Oct 2025

I V M Sw Oxford Metrics | Investor Day — June 2026 2."Metrology Trends 2026 ", TouchDMIS
3."Metrology moves to the point of manufacture ", Metrology News, April 2026




IVMS is well placed to capture structural growth in production-led inspection

automation and precision quality assurance

Expanding
demand

Automation is moving
vision and metrology
into the core of
production

Required accuracy
and throughput
drives system
adoption

o

I V M Sw Oxford Metrics | Investor Day — June 2026

I

Production
Margin - led
impact

Earlier process
intervention
increases yield,
throughput, and
reduces waste

Meeting stringent
compliance
requirements

Precision and
Frequency
together

Automated test
moving from Quality
function to 100% in-

line test and
continuous
assurance

How does IVMS win...
We play to our strengths:

Credibility:

25 years of proven project deployments
and value engineering solving complex
challenges

Integration:

Ability to take best-in-class components
to build appropriate solutions — a multi-
sensor approach

Specialism:

Not a one-size fits all solution. Nor are we
piecemeal. We cater to specific — yet
widespread — system needs

26



Our mix of revenue streams, routes to market and order to revenue cycles

Targeted outbound Sales activity and growth with existing customers

—

Revenue
Streams

IVMSQ

Oxford Metrics | Investor Day — June 2026

Projects to
Products

(Repeats) ‘

/

Own Bespoke

Projects -
R ¥

Integrations

4

Partner
Equipment
Sales

Service

Route

Direct and with
System
Integrators

Order to
Revenue Cycles

Repeat sales of projects to

o 2 — 4 months
existing and new customers

Inbound
enquiries and
direct Sales
activity

Building future Products 6 — 12 months

Joint promotion
with Partners

System collaboration with our partners
A virtuous circle of growth

Direct Sales and
Key Accounts

Under Distribution

1 — 6 months
agreements

Sales enhancing

On completion

Install to Maintain
of works

Typical timeframe

27



Our Projects to Products strategy drives our multi-factored growth
Growth in Repeats with Outbound Sales effort — Build One, Sell Many

IVMS.

Projects to
Products

Non-linear
Growth

Margin
Expansion
through Mix

Increased
Profitability

ey Order to
Revenue
Cycle

Oxford Metrics | Investor Day — June 2026

Revenue per head growth to outstrip
headcount additions

Cost per head reductions as business grows
its Operations and invests in people

Increased contribution of higher margin
Project Repeats, driving up gross margin

Liberated development costs for Repeats
Flows straight to the bottom-line — lifting EBIT

Shorter delivery time for Repeats — 3 months
down from 12-month project

Revenue more visible and predictable

28



Our Projects to Products ‘push’ is met by market ‘pull

From a specialised solution to an integral part of operations, across sectors

Outbound Sales activity to find similar
customers with similar needs
(subject to customisations)

Upgrades across customer estate and
specified into future capacity additions

Extending deployments across existing
customer site operations

Proven initial deployment of specialised
system solution

I V M S‘ Oxford Metrics | Investor Day — June 2026

—

Extend
Customer
Reach

Universal
Specification —

r'_

Systematic 9
Upgrade

Initially _
Deploy

Projects to
Products

-y | Market

Pull

29



Key Takeaways

® ® B @

Combined Division
Vision Metrology

Reorganised and refreshed —
capitalising on our mix of
automated Vision System and
Metrology expertise

Hand in hand with our Partners,
creating a virtuous circle

And we are executing now ...

Growth

Significant, growing
markets

Where Precision and Frequency
requirements need to be met in
challenging and progressive
Manufacturing environments

Well Positioned
Capture Market

Through specialist knowledge,
available technology and
focussed execution

Best of breed components of
hardware, software and Al
algorithms to meet specific

applications

Projects to Products

Fundamental

The fulcrum for non-linear growth
and profitability

Makes revenue and delivery more
controllable and predictable

Complete — on a stronger
footing

Clarity of Approach showing

good cut-through

Existing projects with
identified repeats

Proven deployments
already in active scale roll-out.
With more planned

IVMSQ

Oxford Metrics | Investor Day — June 2026
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Structural shifts in automation, precision measurement and markerless play
directly to our strengths

MARKET OPPORTUNITY

Motion Capture to 2030 NICON Vision Metrology to 2030 INM Sf:’

13% CAGR Machine Vision
6% CAGR Metrology

1.8 x Optical
2.6 x Markerless

A durable Group advantage
We are building sensing, software and measurement technology into one Group advantage, aligned to the
highest-value needs in our markets.
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Two divisions building a higher-quality, more predictable business @
STRATEGY

IVIVISTj

Motion Capture Vision Metrology
From products to platform From projects to products

From hardware systems to human
movement platform powered by Al

From bespoke projects to repeat
products powered by our IP and partner

technologies

Medium term ambitions
Higher quality growth, larger recurring and predictable revenue base, stronger margins and
strong cash generation
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A sequenced strategy: restructure , improve revenue quality, scale our

differentiated technology

Phase

OPTIMISATION

Restructure businesses to
execute on strategy

Capital and execution focused
where returns are strongest;
foundations laid for both engines
Vicon platform, IVMS products.

Phase 2

REVENUE QUALITY IMPROVES

Vicon products to platform —
recurring revenue rising on top

of continued capital sales;
higher repeat business

IVMS projects to products —
order-to-revenue cycles

shortening; revenue mix and
improving operating margin

Oxford Metrics

<

I

PHASING

Phase 3

SCALE

Scale differentiated technology
into more resilient, higher-
quality growth

Reportrecurring revenues
Improved margin, strong cash
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Zoe Fox, CFO
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FY26 FinancialHeadlines - 6 months ended March 2026

£20.7m

Revenue
+3% (prior-year
period:£20.1m)

£31.7m

Cash*
-21% (prior-year period:
£39.9m)

* Cash and fixed term deposits

£18.0m

Orderintake
-21% (prior-year period
1 £22.7m)

£1.1m

Cash generated from operating

activities before tax

-62% (prior-year period: £2.8m)

66.0%

Gross profit margin %

+0.5% (prior-yearperiod:

65.5%)

0.38p

Adjusted EPS
(prior-yearperiod: -
0.16p)

Oxford Metrics

(£0.2m)

Adjusted EBIT
+50% (prior-yearperiod:
-£0.4m)

£5.0m

Shareholderreturn
(prior-yearperiod:
£7.8m)
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Our medium term ambitions:
Clear divisional strategies underpinning revenue and EBIT with improved quality and growth

COREFINANCIAL AMBITIONS

Grouprevenue RecurringRevenues GroupAdjusted EBIT

Double Cc.25% Mid teens %
revenues

Starting from Today Today
£44.8m (FY25) ~5% £2.2m (~4.9%) (FY25)

The Motion, Vision and Measurement Intelligence Group, building scalable,

product-led platform with predictable, high-quality revenue streams.
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Our medium term ambitions: - 4 Clear drivers of growth

STRATEGIC DRIVERS

Platform and
Product-led Growth

= Growing Annualrecurringrevenue
contribution 25% of revenues

= Reduced andreliable ordertorevenue
cycle: 6-12monthsto 2-4months

* Projects to product/
Products to Platform

Market Expansion

= Markerless expands current TAM
» Enteradjacentmarkets

= Cross sell/Upsell

Oxford Metrics

Strengthen core
and Execution

= Restructured divisions

» Optimising cost base through
improved efficiencies estimated
savingsf£imto £1.6m from FY27

* Driving non-linear growth
resultingimproved EBIT performance

» Smallbolt ons
» Technology, IP, market
= Buy and build

= Estimateimpact of between
15-20% of revenues
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Oxford Metrics

Our medium term ambitions: The investment case through profitability and revenue transition

Group revenue and EBIT outlook
EBIT % from 5% to mid teens% —v

4./n

100%

% of Revenue

Phase 1

® ARR
® Hardware
® Partner Equipment

Phase 2

Bespoke projects
®Projects to products
-EBIT

Phase 3

Phase1 - optimising and
establishing the businesses
forscaling

Improvementrevenue
quality

» Transition ARRto c.25% of
revenues providing greater
visibility onrevenues

» Projectstoproducts
leveraging profitability

» Continued absolute growth
in hardware and partner
equipment sales as part of a
diversified revenue mix

» Continuedbespoke
projects are next products
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Oxford Metrics

Our mid term ambitions: Improved quality of revenues and driving operating leverage

3 drivers of margin increase

Revenue

Overheads

Overheadsfallfrom ~65% to ~45% of revenue as the cost base
scales more slowly thanthe topline.

We will achieve operatingleverage through:

Driving revenue growth withimproved
quality — ARR, projects-to-products
and complementary M&A

Reducing our costbase — £1.6m - £2.1m
of savings identified, compounding impact

Building a business fit to scale, so
overheads grow more slowly than
revenue
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Bridging to mid-teens: the EBIT margin walk
FROM ~5% TODAY TO MID-TEENS

Adjusted EBIT margin (% of revenue)
Mid Mid-teens % HOW IT RECONCILES

teems
%

Gross margin
Smallincrease in gross margins

Mix shift to recurring & repeat
products lifts margin

Operating cost ratio

~65% > <~50% ofrevenue

£0.8m lease exit savings + £1.0 -£1.6m
further costs-out + costs growing
slower thanrevenue

= EBIT ~5% > mid-teens

0%

FY25 Revenue mix Cost Operating Medium-term
Adj. EBIT & gross margin  efficiencies leverage target

lllustrative bridge; components are directional and phased across the plan period, not formal annual guidance. Assumes Group
revenue approximately doubling from £44.8m (FY25) toward the medium-term ambition.
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Oxford Metrics

Capital allocation - historical returns and investment, £25.4mreturned to shareholders in

last 5years

FY26 6mths £3.7m £1.7m £1.3m

Last5years
Shareholder return

2Pl £4.2m £8.3m £3.3m £2 5 4
4M
FY24 _ individendsandsharerepurchase
FY23 _ Lastbyears
Organic InvestmentinR&D

el £13.8
ver el
FY20

- Lastbyears
FY19 _ Investment M&A

£0m £5m £10m £15m £20m £11 : 5m
m Dividends payout ®Share repurchase ®R&D capex M&A consideration
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Capital allocation - Our Approach to operate a clear, ranked hierarchy for deploying
capital

OBJECTIVE

Prioritise investing in growth opportunities that deliver the higherreturns

Maintain flexibility for strategic acquisitions and strong balance sheet

Priorities are assessedin order — surplus flows down once the higher-
priority & highreturn use is fully funded

Aligning capital allocation to our mid term ambition whilst
maintaining sustainable investorreturn
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Oxford Metrics

Capital allocation - Ourapproach - prioritise investment in the growth which provides the
highestreturns

PRIORITIES COREFRAMEWORK METRICS
. 1. Relnvegt in bqsmess gro.wth . R&D 5-10%
Our primary use of capital is reinvestmentinto the business. revenues
Products, best people & systems, compounding impact
Belnvestment 2. Maintain Balance sheet strength :
into the — . Remain debt
g Keep liquidity buffer, preserve strategic and free
businesses operational optionality
3.Selective and Disciplined M&A c.£20m M&A
Focus onbolt-onsto accelerate growth or capability but consider funded from
‘L opportunistic opportunities that fit medium term strategy balance sheet

4. Return surplus
Changing dividends policy by returninga % of FCF and use of ROCE target

_' o I occasional buybacks when Board considers appropriate ‘l c.15% '
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Oxford Metrics

M&A - Continued disciplined approach and valuation - RIGHT ACQUISITION. RIGHT PRICE. RIGHT REASONS.

We are actively
looking for
acquisitions to
accelerate
growth,

are IP-rich, adds
technology, key
personnel, and
market and
geography
reach

. A\ SEMPRE Amber
1@ : Ll ‘ Optix

2023 2024 2025

Strict financial criteria

Earnings accretive

Typical EBIT multipliers 4-10x

Disciplinedvaluations with

3 -5 years payback
~£20m

of allocated funds from the balance sheet
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Oxford Metrics medium term ambitions: Differentiated technology combined with better
quality revenue streams and improved EBIT margins

Doubling

revenues ITIZ:;:V?)? Scaled d'i‘;'pil,::fd Mid-teens
From FY 2025 a y Operations I Pt Adjusted EBIT
£44.8m revenue allocation
Productsto platform
ARRtarget 25% of revenues 2026 transitional year with £0.8m
annualised savings executed and a further
Partner collaboration £1.0 to £1.6midentified

Project to products growth Investment led capital allocation aligned to strategy

Investment in products, skills
M&A to contribute 15-20% of revenues andIT to scale with nonlinear costs

Revenue diversification

Focused execution with defined metrics to drive and measure success
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Our medium term ambitions

Two transformations, one higher quality Group

IVMS.

From products to platform From projects to products

From hardware systems to From bespoke projects to
Human Movement Platform repeat products powered by

powered by Al our IP & partner technologies

c. 25% recurring revenue Mid teens % Adj. EBIT

*From organic & inorganic activities
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