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LeakBot has detected a small
leak. You should take action to
find and fix this as soon as
possible to prevent damage to
your home.
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Disclaimer

THIS PRESENTATION AND ITS CONTENTS IS ONLY FOR RELEASE IN THE UNITED KINGDOM AND IS NOT AN OFFER OR INVITATION TO
BUY OR SELL SECURITIES.

This presentation, and any ancillary documents relating to it, any oral presentation and any question or answer session (together,
the "Presentation") has been prepared and issued by and is the sole responsibility of Ondo InsurTech Plc (the "Company”). This
Presentation is being supplied to you solely for information purposes. You agree to be bound by the following terms and
conditions.

The Presentation is confidential and must not be recorded, copied, distributed, reproduced, stored in a retrieval system,
transmitted or passed on, directly or indirectly, in whole or in part, or disclosed by any recipient, to any other person (whether
within or outside such person’s organisation or firm) or published in whole or in part, for any purpose or under any circumstances
at any time, without the prior written consent of the Company. This Presentation is not intended to provide the basis for any
investment decision and should not be considered as a recommendation that any investor should subscribe for or purchase any
securities.

The information in this Presentation is subject to updating, revision and amendment.Neither the Company or its respective
directors, officers, partners, employees, agents, advisers or affiliates (together, “Affiliates”) is under any obligation to update the
information contained in this Presentation. This Presentation is subject to change without notice. It does not purport to be all
inclusive or to contain all the information that may be required to evaluate the Company and has not been independently verified
by the Company or its Affiliates.

No liability whatsoever (whether in negligence or otherwise) arising directly or indirectly from the use of this Presentation is
accepted, and no representation, warranty or undertaking, express or implied, is or will be made by the Company or its Affiliates
with respect to the accuracy, fairness, verification or completeness of the information or opinions contained in this Presentation or
for any errors, omissions or misstatements, and none of them accepts any responsibility or liability as to their accuracy or
completeness or as to the suitability of any particular investment for any particular investor or for any loss howsoever arising,
directly or indirectly, from any use of such information or opinions or otherwise arising in connection therewith. In addition, no
duty of care or otherwise is owed for any loss, cost or damage suffered or incurred as a result of the reliance on such information
or opinions or otherwise arising in connection with this Presentation. To the fullest extent permissible by law, each of the Company
and its Affiliates disclaim all and any responsibility or liability, whether arising in tort, contract or otherwise, which they might
otherwise have in respect of this Presentation. Recipients should not construe the contents of this Presentation as legal, tax,
regulatory, financial or accounting advice and are urged to consult with their own independent legal, investment and tax advisers
in relation to such matters.

This Presentation is being distributed only to and is directed only at persons in the United Kingdom who are qualified investors,
being persons falling within the meaning of Article 2(e) of the Prospectus Regulation (EU) 2017/1129 (as amended from time to
time) as it forms part of domestic law by virtue of the European Union (Withdrawal) Act 2018 and who are persons (i) who have
professional experience in matters relating to investments who fall within the definition of "investment professionals" in Article
19(5) of the Financial Services and Markets Act 2000 (Financial Promotion) Order 2005, as amended (the "Order") or (ii) who are
high net worth entities falling within Article 49(2) of the Order; or (iii) to whom it may otherwise lawfully be communicated (all
such persons together being referred to as "Relevant Persons"). Any person who is not a Relevant Person, should not act or rely on
this Presentation or any of its contents and no investment activity will be engaged with persons who are not Relevant Persons in
the United Kingdom.

This Presentation has not been approved by the FCA or any other regulator. This Presentation does not constitute or form part of,
and should not be construed as, an offer, invitation or inducement to sell or issue, or any solicitation of any offer to purchase or
subscribe for, any securities in the Company or any other entity nor shall this Presentation or any part of it, or the fact of its
distribution, form the basis of, or be relied upon in connection with, any contract or commitment by or with the Company or its
Affiliates for any purpose.

Recipients of this Presentation undertake to comply with the requirements of the UK version of the Market Abuse Regulation (EU)
No. 596/2014 which is part of UK law by virtue of the European Union (Withdrawal) Act 2018 (as amended from time to time)
(“MAR"), including without limitation not to deal in any securities of the Company when in possession of inside information.
Dealing in securities of the Company when in possession of inside information could result in liability under the insider dealing
restrictions set out in the Criminal Justice Act 1993. MAR and the market abuse regime under Part VIl of the Financial Services and
Markets Act 2000 (“FSMA”) set out obligations and restrictions regarding the use of inside information.

Certain information contained in this Presentation constitutes "forward-looking statements", which can be identified by the use of
terms such as "may", "will", "should", "expect", "anticipate", "estimate", "intend", "continue," "target" or "believe" (or the
negatives thereof) or other variations thereon or comparable terminology or the negative thereof. Due to various risks and
uncertainties, actual events, results or performance of the Company may differ materially from any opinions, forecasts or
estimates reflected or contemplated in this Presentation. There can be no assurance that future results or events will be consistent
with any such opinions, forecasts or estimates. Investors should not rely on such forward-looking statements in making their
investment decisions. No representation or warranty is made as to the achievement or reasonableness of and no reliance should
be placed on such forward-looking statements. The past performance of the Company is not a reliable indication of the future
performance of the Company. No statement in this Presentation is intended to be, nor may it be construed as, a profit forecast.
Any investment in the Company is speculative, involves a high degree of risk, and could result in the loss of all or substantially all of
your investment. Results can be positively or negatively affected by market conditions beyond the control of the Company or any
other person.

The distribution of this Presentation and the offering or sale of securities in certain jurisdictions may be restricted by law and
therefore all recipients of this Presentation should inform themselves about and observe any such restrictions. Any failure to
comply with these restrictions could result in a violation of the laws of such jurisdiction. Recipients of this Presentation are
required to inform themselves of, and comply with, all such restrictions or prohibitions and neither the Company nor any other
person accepts liability to any person in relation thereto. The Company’s shares (a) have not been and will not be registered under
the United States Securities Act of 1933, as amended (the “US Securities Act”), or under the laws of any state or other jurisdiction
of the United States; (b) may not be offered, sold or transferred, directly or indirectly, within the United States, except pursuant to
an exemption from, or in a transaction not subject to, the registration requirements of the US Securities Act and the securities laws
of any state or other jurisdiction of the United States; and/or (c) have not been and will not be registered under the applicable
securities laws of Canada, Australia, Japan or the Republic of South Africa. Subject to certain exceptions, the Company’s shares may
not be offered, sold, taken up, delivered or transferred in or into Canada, Australia, Japan or the Republic of South Africa.

By attending or otherwise accessing this Presentation, you warrant, represent, undertake and acknowledge to the Company that:
(a) you have read and agree to comply with the foregoing limitations and restrictions including, without limitation, the obligation to
keep permanently confidential the information contained in this Presentation or made available in connection with further
enquiries to the extent such information is not made publicly available (otherwise than through a breach by you of this provision);
(b) you are able to receive this Presentation without contravention of any applicable legal or regulatory restrictions; (c) you are a
Relevant Person; (d) you will not at any time have any discussion, correspondence or contact concerning the information in this
Presentation with any Affiliates nor with the Company’s suppliers, nor any governmental or regulatory body, without the prior
written consent of the Company; and (e) without limiting the obligations and restrictions imposed under the MAR and FSMA, you
shall not deal in (or encourage another person to deal in) the Company’s (or any other company’s) shares or securities or base any
behaviour on such information until such information has ceased to be inside information.
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CRAIG FOSTER
Founder and CEO

Our Vision

@ Internet of Things protecting
\_j @
every home, reducing waste

EE;IN WITHINGTON and helping the planet
=
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THE PROBLEM OF

WATER LEAKS
FOR INSURERS
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Example: U.S. Home Insurers:

Claims Per year | Cost of Claims Per Year
1.7M >$25BN
Proportion of all Claims Av. US Claims Value

20-30% ' $15,400

Sources: * |Insurance Information Institue “Facts and Statistics: Homeowners and Renters ﬁﬁsUrﬁhéé"



One Device.

Integrated Service.

LEAKBOT

Complete Protection.

LeakBot's innovative technology

provides comprehensive

water leak

protection with simple installation

and expert repair service

/

.

Leak detected

LeakBot has detected a small
leak. You should take action to
find and fix this as soon as
possible to prevent damage to
your home.

N

J

9

5-Minute Self-Install

Clip onto main water pipe, no tools or plumber needed.
Quick and simple setup anyone can do.

(9
24 /7 Detection with
Thermi-Q™

Identifies leaks as small as Sml per minute anywhere in
the home, even behind walls and under floors.

¥

Free Expert Repairs

When a leak is detected, our employee plumbers find and
fix it at no cost to the homeowner.

Page 6



INTERIM RESULTS: HIGHLIGHTS

e Recurring revenues +110% YoY to £1.8m (£3.6 ARR) — powered by US growth.
o Group Revenue to £2.1m +26%

o Group Revenue 86% recurring and >50% from USA

e US transformation: 7x YoY growth in customers & recurring revenue

e Customer numbers +86% YOY and now at 200,000 (Nov 30)

e Rapid expansion to 26 US states — insurer-led rollout ahead of plan

e US now Ondo’s largest market and primary engine of growth

e US growth off-set by decline in one-off device fee revenue from Nordics

e £2.3m investment to accelerate US infrastructure build out, and LeakBot
Edge development

e Strategy to cement LeakBot’s postion as market leading solution in USA

12345 Definition of Terms in Appendix - Glossary of Terms



2. OINIDQ INTERIM SNAPSHOT 6 MONTHS TO 30 SEPTEMBER 2025

@ CUSTOMER GROWTH

~ ﬁ REGISTERED CUSTOMERS usa (@) europe
@ S— . - @ _ SOURCE OF GROWTH
e o

200000

D
X i
COQ,Q Q° CDQ,Q

UK
7.6%

vs Year Ago |

150000

e Registered customers grew +64% YOY for

100000
the group
e 77% of growth from the USA
50000
e USA customer base grew 7x YOY and 78% in
6 months to 48k customers paying ~$5pm
i Vv 0%

: y \,f{b Jate ‘\,‘Lb‘
KT S A

Registered customers grew +64% to 187,000.

200,000 as of Nov 30
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OND QO INTERIM SNAPSHOT & MONTHS TO 30 SEPTEMBER 2025

= = O One-Off Recurring
E’%‘E GROUP REVENUE .USA ‘E P Device Fees . Revenue
-
HY GROUP REVENUE SPLIT USA ARR'
RECURRING - REVENUE - INUSD
=
e Group Revenue +26% YOY and ~ —_—
flat vs previous HY vs Year Ago 2000
$4.4m
e Recurring revenues +110% YoY 4000
driven by USA _
2500 S
86% @ 3000
e One-off device revenues -64% (in kit 2000 =
Europe) as Group continues shift to
86% 1500 2000

recurring revenue model

86% of Group Revenues are now
Recurring and >50% of Group
Revenue is from USA

USA VS. EUROPE

Recurring Revenues grew 110% (driven by USA)

Revenue (£000s)

1000

500

1000

"2 Definition in Appendix
Glossary of Terms
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ONDO INTERIM SNAPSHOT © MONTHS TO 30 SEPTEMBER 2025

Bl P&L

GROUP MARGIN
&\
oooioogg 6 months 6 months 12 months
& to Sep 30 to Sep 30 to Mar 31
2l e _ Gross 2025 2024 2025
=9
COGS = Repair Costs A . Jobs (eooos)  (£ooos)  (£000s)
LE 1o Margin
(%) Per Day
(o
. . Device Set Up Fees 290 1,682 1,323
Underlying Gross Margin
@54%
Group S4% 1.7 Recummg 1,825 871 2,546
£1Im £15m Revenue
, == Customer
Acquisition @ﬂ
Costs (CAC
(CACQ) UK 529, 20 Total Revenue 2,115 1,682 3,869
Cost of Sales (2,442) (1,279) (3,747)
Nordics 62% 2.2
Gross
Contribution (327) gos
Net Gross Margin USA 50% 1.4

in period is -15.5%

Underlying Gross Margin at 54% (before Customer Acquisition Costs). USA at 50%
Unit economics proven.

(15.5%)

Gross Margin

24.0%

3.2%
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2. QINIDQ INTERIM SNAPSHOT 6 MONTHS TO 30 SEPTEMBER 2025
o0 LA J

Q@_, CASH MOVEMENT

£2.5m
Trading Receipts

£4m
£5.0m Trading Receipts
Operating Expenses HY to Mar 3125
£1.3m -
Loan Note
Repayment
£4m
£0.5m £2.5m
Stock Build Trading Receipts
HY to Sep 30 ‘25
‘ £1.5m
Trading Receipts
1 in 8 weeks to Nov 30 ‘25

£0.9m

Warrant

Proceeds

£0.6m
"2 2
“\bo c,‘ ‘}é OG)GQ edx
o ¢ g & &

£1.8m Cash invested in Vendor Loan Note Repayment and Inventory Build




L. OINID O PROGRESS REPORT

@= USA PROGRESS REPORT

48K

Homes Protected to end Sep 25 (Active
customers on >$5pm pricing)

1,400

In Home Visits in HY

155%

ROI from 221 claim saves

+80 NPS

From 625 customer reviews

' Average claims value of $15400
in USA of water damage claims
from Insurance Informaticn
Institute (iil.org).

$2.9m

ARR in HY to Sep 25 (Annualised)

$3.4m

Estimated Claims Saved in 6mo @$%$15,400'
average claim value

$54

Customer Acquistion Cost (CAC)

$180

Current Expected Lifetime Value Per
Customer

NatiénMde"

[ =

MUTUAL OF
ENUMCLAW

PUre

o
‘;’4’
WESTFIELD

.\:I\‘Vt\R"I\: IVER™,

" MUTUAL >~/

Liberty
Mutual

INSURANCE

rs

Indlana
Farm Bureau

SELECTIVE

Registered Customers in US By Month

USA 7x YOY Revenue and Customer Growth. Unit Economics proven.

F HY25 4



The Hanover to pilot
LeakBot in USA

.:::4:;:.°ND°

(PEARRIVER
O muTuaL ':/

Indiana Farm Bureau to roll
out LeakBot to
15% of customers
after pilot

Bear River Mutual
Launch LeakBot in Utah

.:;:':‘:.ONDO & ONDO

Westfield Insurance become
LeakBot's 10th carrier partner in
the USA

@ WESTFIELD"

ONDO

"The outstanding results, including strong claims savings and exceptional customer

satisfaction, demonstrate the value this innovative program provides”.
Jeff McDonald, Senior Vice President of Property and Casualty at IFB

Latest News

Nationwide expands
roll-out taking LeakBot
from 16 to 26 US States
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1,400 repairs completed with +86
Net Promoter Score (NPS)

4.91/5 Customer Satisfaction

80% of activity has been
concentrated in the Top 10 States

o Careful coordination with
partners on marketing plans

Plumber efficiency today at 1.4
jobs per day due to sub-optimal
device density

However Underlying Gross Margin
still at 50% (before CAC)

SELECTIVE s s Yo e

6 | was skeptical about LeakBot until |

actually observed the process... The
service rep quickly identified an 18 ml
per minute leak — about 200 gallons
per month! After fixing it, the house is
now leak-free. These leaks were
imperceptible using normal methods.
| was truly impressed. 99

OL!AKBOY

T

A.C. Oct 18 ‘25

« Seattle “VIASN

3 »ﬁ

Salem

Eureka
-

Sacramento
R

San Franasco 5% 3§

;'i g
;ar‘ A

we

I I Nationwice: it e e e

Wonderful help with my leaks. o
The technician was efficient,
neat, and VERY helpful.
Changed 3 leaky faucets and
shutoffs, identified other issues
to fix later. So glad | had this

LeakBot gadget! 99

D.R. Oct 12 25

1 8 8.6 & ¢

-------

Tony could not have been
more courteous, friendly, and
knowledgeable. He quickly

diagnosed and fixed the issue.

| would highly recommend
him to anyone! 99

G.K. Oct 10 °25

Falis
»

anc.xpoirs.

Seoux Falls
»

10WA
Omaha

United States
'K)nsas Caty
MO.

.

oxta.

5

" Linternatonal

ﬂh Nationwide W W W W W

La Crosse

Plumbing Operations scaled to 26 states (80% of activity in Top 10 states)

pure

1 8.6 .6 8 ¢

e LeakBot was right! They *® Technician Tony was awesome —
found a slow leak, repaired personable, smart, customer-
. : : focused, great attitude. LeakBot
it quickly and professionally. : 9 X
SN e t is great technology and provides
lc!en an- AR peace of mind for our homes.
service — fixed for free! 44 Their commitment through
technology and people is first
rate!
W.W. Oct 10 ‘25 »” A.R. Oct 10 25
Qtunor Qtuxnor
Quebec
-
Montreal
0 = MAINE
Ottawa
Sk MICH.
vr,
,,.Yovomo MM
Madison London
3 ) pi=e . Alban
O("TOW\‘,‘V' DMl N.Y. 3 .
&
1 ‘ g
: Cleveland ]
Chicsp® Fert Wayne e 2 - - R a7y o
- PA U TR
& OMIO
- IND. Y
MD "
2 Louss DELS
o) Lowswile w,VA
Xy YA,
.\r rgima Beach
)MH:»DD(O TENN
Memphis NCT
- Huntswiie
v Wiler nglor
Burmingham_ JAtlanta $.C.
MISS, ALA,
oA
Dothar
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Increasing device density Repair Costs Gross Margin

e Indiana: Higher density » 1.8 jobs/day

More devices per ZIP = shorter drives, more jobs per day, lower cost, greater e Virginia: Lower density » 1.3 jObS/d ay
gross margin

e Engineers in VA drive 2.5x farther and complete 30% fewer jobs

Jobs Per Day vs Average Job Cost 6 Month Period to 30 Sep 25

* Denmark * UK US States
Indiana Z3—5 , A
Dense clusters — Efficient routes ,, \
P | > 1 (A) Today US Average
5 \
O .
Q0
8 N\
Virginia: ©
o ’ (@)
Spread out — Long drives o) \ > (B) Today Indiana
R o g
—_— * (c) benmark
14 16 18 20 22 24 Benchmark
Jobs Per Day

USA = 50% Gross Margin today with sub-optimal device density and 1.4 jobs-per-day
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L. OINIDQ INTERIM SNAPSHOT 6 I/

Q%_ GROUP MARGIN

>
O 2
RS \\c,o
Q’b
£21m &
-

(%)
COGS = Repair Costs quy)

Underlying Gross Margin
@54%

£11Im £15m
Customer

Acquisition
Costs (CACQ)

& O Net Gross Margin
o L0 in period is -15.5%
2 i
&
¢
(Jvo @k@(\
\i
&
O

Professor Christine Wallace - Harvard Business School

LTV CAC
Average Y1Net Cash
; (Customer (Customer
Jobs PerDay Gross Margin  Customer e PR Per New LTV:CAC
b e—— Lifetime 9 Customer
o Value) Cost)
A) Today US A
()3 Pt A 1.4 50% 4.9 Years $147 ($54) $2 2.7:1
CICE L i 1.8 61% 4.9 Years $180 ($54) $8 3.3:1

Gross Margin %

US Unit Economics at best-in-class SaaS benchmarks
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L. OINID O PROGRESS REPORT

QEUROPE PROGRESS REPORT

130k £1.5m

Homes Protected to end Sep 25 ARR in HY to Sep 25 (Annualised)

In Home Visits in HY Estimated Claims Saved in 6émo from 541
Saves at £7,725'

ROI from 541 claim saves 541 Reported Claim Saves

+88 NPS 15

From 810 customer reviews Carrier Partners

' Average claims value of £7,725 in
UK of water damage claims from
ABI| Q4 2024 used for illustrative
purposes here.




Ageas - One of UK’s
Largest Personal Lines
insurer starts LeakBot trial

<. ONDO ) LEAKBOT

Adrniiral

=

ONDO
Latest News:
New Agreement with
Admiral Insurance

Admiral has signed a new
two-year agreement to continue
offering LeakBot and will deploy
an additional 10,000 LeakBot

devices in 2026 across the UK.

ondoplc.com

ONDO
Latest News:

Agreement Update
with If P&C Insurance

Following the acquisition and
integration of Topdanmark into
If's Nordic operations, LeakBot
will be protecting even more
homes from water damage
across Denmark.

ondoplc.com
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Partners want a US wide solution

Funding now secured to:

e Build US infrastructure and
plumber coverage

* Launch LeakBot Edge

First US Strategic Investor

Hot States - LeakBot EDGE
B LeakBot Active - 80%

LeakBot Active - 20%
White space r -

Indiana
Farm Bureau

LEAKBOT

EDGE

Wrap offer launched for retail
investors

Opportunity to cement position as US market leader
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1o of Solution*

o 2m
[ ]
Colder Climates - Hot Climates - Sensor can detect very small
o o o o leaks to prevent claims before
Target Market Single Family Single Family T
Homes Homes
Location Of = A single unit can protect
Inside home External to home the whole home

Shut-off Value

Q

Self install - no pipe cutting
necessary

USA 54 million homes 28 million homes

163

Inetgrated with in home
plumbing service to fix root
cause

Solution* LeakBot None

28m single family homes in hot southern states where LeakBot not available




LEAKBOT |

EDGE N




MicroLeak Sensitivity : No Cutting
Sensor can detect very small Self install - no pipe cutting
leaks to prevent claims before ' necessary

they happen

i

ST Ty B End-to-End Service
e e Integrated with in home

S S paC intEanpoac: ' plumbing service to fix root
the whole home
cause







LEAKBOT ﬂ'

EDGE \

WHATISIT?

e New all-climate LeakBot for external
pipes in hot-climate zones - 28m
homes in USA

e Self-install, offered for free via insurers
- fits existing model

e Leak detection algorithm developed
and proven in Australia

* Broader potential applicability also to
apartment buildings in USA and
Western Europe

WHY NOW?

» Critical existing US customers asking for this
solution (so LeakBot model can go national in
USA)

e List of key US prospects (with weighting
towards hot states) also waiting for us to
launch this version

NEXT STEPS

¢ 12-18 month path to mass-manufacture with
funding now secured

e Hardware development partner in US already
identified

* Funding required for CAPEX for final ID
(Industrial Design), electrical engineering and
DFM (Design For Manufacture)

Breakthrough tech = National US solution

& @ &S @
| N ] @ B
[ | N
LEAKBOT
eEpGE &

LEAKBOT
EDGE

Colder
Climates -

Hot Climates
_ Apartments /
- Single

Single Family Flats

Family Homes
Homes

Shared supply
with isolation
valve in each
apartment
unit

Location
of Shut-
off Value

External to

Inside home
home




Why Invest Now

_ ai Nationwide to invest $1.58 Upgrading

= _ techincluding $300M for gy

Now § 202
B e i
e Nationwide contract extension =
L"“::f?"'-'ilcf-' r)_'cﬂs 10 spend $1.5 billion over the next
. . . pL;;i’:’:‘t{avncu‘.\ws:: Preductivity 53"r'.'u;|f ”": ur-:;,;t:'ji ',1;3', on technology
) OTNGNCe ond sl 3 U = Lvms losses o impro
» Strong pipeline of further contract opportunities Wadnosday. O 1MNGial Seices products the Columen antrs
' 8o i35 r:u"npr:rl-,' said
. . . The initiative INCludes a cormmis e
e Established unit economics Expenses also encompass compue . /20 MIoN annually for thvee yarsior a
Faikeie . ting powe v A
;ZI!Z:::;‘,,T modeling and cConnectad 5""“’:‘::': 3“;:"::;:::"?{‘”9 e ed
oy < SGNSOrs iIN cars o ~
. 5 In cars ond home

Customer driven demand for national coverage in US

We beligye we're | o s n
ele ere in the next S
Jim Fowler said d ext ndustrial re velution . focu ed an kn
Steghing - THERREd an knowledge work * ¢ o
ge work, " C1e

tast year, Nationwide starte

Infrastructure Investment
g product of g Uk base

. 3 . . . > - P2Osed company i -.\:1.'(::&: : I.:' I"O s il
LeO kBOt Edge NOﬂ-Weather water Is one Of our most Slgnlﬁcant peflls the device to customers in 18 sitgle;;  Partnered with. gy Years end, it :.»Cund':d u:nr-:uvr
in home pOIiCieS. The sensor attaches to g home's water mai
baore thera's e iRt phd water main and detects |

OKS or othe wm
et ebiy Felas 2 d51am or other anon Qles
C ripex wier find a leaky to
<y tovet flopper

in his own house,

problem on your own, we

' send out a plumper * -

Use of Funds

e Additional US State Coverage &
e Upgrade of US Plumber assets i;
e US Customer and marketing support N
» LeakBot Edge N

Latest News

Nationwide expands

LEAKBOT

ut taking LeakBot

ro“-o 26 usS States

from 16 to

EDGE \

ondoplc.com




INTERIM RESULTS: SUMMARY

Recurring revenues +110% £1.8m (H125: £0.9m) driven by USA growth
o Group revenues £2.1m (+26%). One-off device fees -64% (driven by Sweden)
o 86% of revenues are now Recurring, and >50% of Group Revenues from USA - now the largest
market
o Contracted Annualised Recurring Revenues (ARR) £6.0 million '
o FY26 Revenues expected to be in-between £4.5 to £5.0 million

Registered customers +64% to 187k (79% of the growth is from USA)

US transformation: 7x YoY growth in customers and recurring revenue.
o Insurer driven expansion to 26 US states faster than expected
o USA Unit economics proven: attractive LTV:CAC ratio on recurring revenue customer acquisition
o $3.5m est. claims saved in period, 135% customer ROl and +86 Net Promoter Score

New launches and contract extensions: Liberty Mutual, Nationwide, Hanover, Bear River, Westfield,
Indiana Farm Bureau.

Underlying Gross Margin 54% (63% Nordics [ 52% UK [ 50% USA);
o Investment in new Customer Acquisition Costs (CAC) brings Gross margin to —=15.5%.

EBITDA loss of £3.3 million (H125: £2.0 million).

Cash at period end of £0.6m. HomeServe Loan note reduced to £6.2m (H1 £7.1m)

US is key driver of growth and is now Ondo’s biggest market
o Commitment to accelerate growth through increased investment to support planned US roll out
o LeakBot Edge product development - targeting hot climate region

12345 Definition of Terms in Appendix - Glossary of Terms



FUNDRAISE AND USE OF PROCEEDS

Source of Funds
Institutional Placing to Raise
Subscription

Retail Share Offer

Indicative Timetable
Roadshow
Interim Results
ABB Announced
ABB Closed
Retail Offer Announced

Retail Offer Closed

Retail Offer Settlement

£'000s

1,500

760

200

2,460

28 Nov - 2 Dec

3 Dec

3 Dec

4 Dec

4 Dec

8 Dec

11 Dec

Use of Proceeds £000
Infrastructure Investment
» LeakBot Edge Product Development
* Additional US plumber coverage 2,220
* Upgrade of US plumber assets
* US customer and marketing support
Fees 240
2,460
Major Holdings (as as 30 Sep '25)
HomeServe 9.9%
Premier Miton 6.5%
Dowgate Wealth 5.0%
Harwood Capital 4.9%
Kapitalforeningen Wealth 3.6%
Directors 4.0%
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GLOSSARY OF TERMS

Annualised Recurring Revenue (ARR)
The annualised value of recurring revenue from active devices at
the period end.

Contracted Annualised Recurring Revenue (C-ARR)

ARR plus annualised recurring revenue from contracted but not-
yet-activated devices expected to go live within 18 months (70%
activation assumption).

Customer Acquisition Costs (CAC)

Fully loaded cost of acquiring a new activated LeakBot customer.

This includes shipping and device costs for both activated and
unactivated devices.

Average Customer Lifetime (ACL)

The expected duration a customer remains active and billable,
typically expressed in years and derived from observed churn
rates (ACL = (1/Monthly Churn%)x12)

Lifetime Value of Customer (LTV)

The total net economic value (gross margin) generated by a
customer over their expected lifetime, after direct servicing and
support costs (LTV=Annual Gross Margin x ACL)

LTV:CAC Ratio

A measure of value created per customer by comparing Lifetime
Value to Customer Acquisition Cost; a ratio above 3:1 is considered
strong.

Net Promoter Score (NPS)
A measure of customer advocacy based on the share of
promoters minus detractors, indicating overall customer loyalty.

Customer Satisfaction (CSAT)

A score reflecting customers' satisfaction with their service
experience, typically measured through post-job surveys scored
olit of 5.

Carrier Return on Investment (ROI)

The reduction in water-damage claim costs attributable to
LeakBot, expressed as a return relative to the carrier’s
programme funding.
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B2 P&L

et ONDO INTERIM SNAPSHOT

Device Set Up Fees

Recurring Revenue

Cost of Sales

Gross Margin

Admin Expenses

Add Back Depreciation

6 months to Sep 30

2025
(£000s)

290

1,825

(2,442)

(15.5%)

(3162)

206

6 months to Sep 30

2024
(£000s)

1,682

87

(1,279)

24.0%

(2,47)

85

12 months to Mar 3]
2025
(£000s)

1,323

2,546

(3,747)

3.2%

(5,294)

266

@

w((

BALANCE SHEET

Non Current Assets

Trade and other receivables

Inventories

Cash & Cash Equivalents

Trade and other payables

HomeServe PSA<12 months

HomeServe Loan Notes

As at Sep 30
2025
(£000s)

900

957

1,029

559

(4,797)

(6,225)

As at Sep 30
2024
(£000s)

544

1,127

639

1,750

(2,341)

243

(6,868)

£1.8m Cash invested in Vendor Loan Note Repayment and Inventory Build

As at Mar 31
2025
(£000s)

842

1,403

578

3,989

(4,630)

(7,072)
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