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Forward-looking statements

Except forthe historicalinformation contained herein, the matters
discussedin this statementinclude forward-looking statements.

In particular, all statements that express forecasts, expectations and
projections with respect to future matters, including trends in results of
operations, margins, growthrates, overall market trends, the impact of
interest orexchange rates, the availability of financing, anticipated
costs savings and synergies and the execution of Pearson's strategy,
are forward-looking statements.

By their nature, forward-looking statementsinvolve risks and
uncertainties because theyrelate to events and dependon
circumstances that will occurin future. They are based on numerous
assumptionsregarding Pearson's present and future business
strategies and the environmentinwhich it will operate inthe future.

There are anumber of factors which could cause actual results and
developmentsto differ materially from those expressed orimplied by
these forward-looking statements, including a number of factors
outside Pearson's control. These include international, national and
local conditions, as well as competition.

They alsoinclude otherrisks detailed from time to time in Pearson's
publicly-filed documents and you are advised toread, in particular, the
risk factors set outin Pearson's latest annual report and accounts,
which canbe found onits website (pearsonplc.com).

Any forward-looking statements speak only as of the date they are
made, and Pearson gives no undertaking to update forward-looking
statementstoreflect any changesinits expectations withregard
thereto orany changes to events, conditions or circumstances on
which any such statementis based. Readers are cautioned not to place
undue reliance on such forward-looking statements.
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Pearson: A snapshot

Experienced Senior Team Strong Financials
Group Sales (£bn) Adjusted operating profit (Em) « The world’slifelong learning company: services
(exc OPM & Strategic Review*) RN and software focused company, serving allages
Omid Kordestani . 6% 7% and stages of learning, with a diverse customer
. N ®
Chair CpGR\)“de‘N\ set across institutions, enterprises and
+5%

<) ﬁ consumers.
« Scaledbusiness: £3.6bn of sales across five
scaled, global and highly digital business units.

2020 2021 2022 2023 2024 2020 2021 2022 2023 2024 _ _
Omar Abbosh « Trusted business: Customer-centric focus
Chief Executive Officer with deep domain andindustry knowledge makes
- > Dividend per share (p) Free cash flow (Em) us trusted by governments, professional
- organisations, institutions, companies and
+5%CAGR
learners
240 40 * Three priorities for 2025:
Sally Johnson - Deliverfinancial performanceinline
Chief Financial Officer with market expectations
PO .- 2020 2021 2022 2023 2024 2020 2021 2022 2023 2024 * Continuetolead onapplication of

innovative technologies, like Al,
across our products and services

*Group Sales at reported FXrates. Group sales CAGR on an underlying basis excluding OPM and Strategic Review businesses , \
. p 2 ying g g « Grow Pearson’s business across the

The average US dollarrate for the year against sterling was: 2020 $1.28, 2021 $1.38, 2022 $1.24, 2023 $1.25, 2024 $1.28
enterprise customersegment



Diversified, global and highly digital business

Pearson by business unit Pearson by digital %

FY24 Sales FY24 Sales FY24 Sales

22%

8%

14%

B Assessment & Qualifications
Virtual Learning

: , M Digital ~ Non-digital B US United Kingdom

B EnglishLanguage Learning B APAC Europe
Enterprise Learning & Skills* Canada Other countries
Higher Ed

*In January 2025, Workforce Skills evolved to become Enterprise Learning and Skills, bringing together Pearson’s enterprise sales capabilities globally (excluding those of Pearson VUE)

andincorporating IT & Professional Learning (IT Pro) from Higher Education. This business generated £45m of sales and £12m of adjusted operating profit in 2024. 2024 amounts have
beenrestated to reflect the move between operating segments.



)Pearson

Pearson Does Three Things

Create and Distribute Content

Digitally and Physically

Curate Content

Produce Assessments Deliver Assessments

Learning Courseware Distribute Lessons
Interactive Content

Facilitate Teaching

Design Courses
Write Curriculum Standards

i CONNECTIONS
@ Pearson | Edexcel almS\Aé?Q!_ @A:{CADEMY' @ I:Stgrzgnb
by Pearson IV u
o
speak" t e @ Pearson @ Pearson | MyLab pdrl
Real English in lassroom VU E b3 Paarson
Pearson  CertPREP [y WAIS'5 @ WIZARD GLE[D
BTEC COURSEWARE

Assessment and Verification core: ~2/3 of business is pure assessments
withremaining ~1/3 products and services with assessments embedded

Build and

Verify Skills

Score Assessments
Assess Gaps
Credential Skills
Evaluate Talent

@ Pearson :I
| FAETHM

TalentLens ESe—

@PearsomPTE CERT|PORT

())) VERSANT"




We have five business units

Assessment and

Qualifications

Delivers the

assessmentsthat

help people

demonstrate
theirknowledge
from schoolto

professional careers

45% of Sales
23% margin*

*Adjusted operating profit margin

Virtual
Learning

Delivers high
quality, affordable,
accessible online
learning

14% of Sales
13% margin*

Higher
Education

O.

. W ¥
llh@

Delivers digital,
high quality
study materials
to millions of
students

22% of Sales
12% margin*

English Language
Learning

P

Helps people learn
and prove their
English proficiency

Enterprise
Learning & Skills

\ a-—-u\/
— | —
’ ~
-

Helps employers
future proof
theirworkforce
and helps
employees gain
new skills

8% of Sales*

7% margin™+

*InJanuary 2025, Workforce Skills evolved to become Enterprise Learning and Skills, bringing together Pearson’s enterprise sales capabilities globally (excluding those of Pearson VUE)
andincorporating IT & Professional Learning (IT Pro) from Higher Education. This business generated £45m of sales and £12m of adjusted operating profit in 2024. 2024 amounts have
beenrestated toreflect the move between operating segments.



Two Seismic Trends Changing Education and Work

Demographic Shift Al, Al, Al
10%
Of USjobs willbe vacated by GenAl ¥ Claude L
retiring Boomers (‘24-'30) >3 Sonnet
= ab
The birthrate is below the replacement Multi-Modal Text ™\ @ i Audio
rate in many developed countries Models E/ K w_ 2]
Images Video
o AlModels 6% Q
~ = ~
/ /0 Movingto @ -
Risk to US GDP growth by 2030 as a Reasoning -
directresult of Peak Boomerretirements & Agentic @ Agent\ El

Driving demand for Pearson’s trusted lifelong learning software & services powered by learning science and
technology
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Strategic framework unpinning medium-term outlook

The World’s Lifelong Learning Company

Why Helping people realise the life they imagine through learning
Medium term
guidance
Driving Performance Execution
in the Core Business Synergies Mid-single digit
underlying sales CAGR
Average margin growth
of 40 bps perannum
Targeted Market Medium Term
Expansion Growth Vectors 90% -100% free cash

conversion, on average,
across the period

« Capital Allocation
e |nnovation
 Performance Culture

1



Why invest in Pearson?

Unique Breadth
Access to astrong education market with a well-diversified business. Our offerings
span all stages of learning and professional development

Established leadersin many of our segments
Our products and services hold strong competitive positionsin our chosen
sectors, providing attractive adjacent market opportunities

Trusted brand embedded withinlearning ecosystem

We have trustedlearning products and services built on deepinsight into how
peoplelearn. We benefit from an extensive network of deep relationships with
authors, institutions, educators, policy makers, students and companies

Disciplined capital allocation policy
Clearanddisciplined approach to capital allocation drivinglong term shareholder
value, supported by a strong balance sheet and robust cash generation

Well-positioned for future compounding growth
Strongtrackrecord of attractive returns for shareholders. Four strategic growth
priorities supports ourmedium-term outlook.
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Our Strategic Priorities

We drive long-term shareholder growth through four strategic priorities:

2\
Q) abl

Targeted

1@'1
Mg ;

Driving performance
in the Core Business

Execution Medium Term

« Wewill continue tounlock

opportunitiesacross each
of our businessunitsto
deliverbetterproducts
with greaterefficiency.

Driving operational
performance through
areasranging fromsales,
to sales operations, go-
to-market executionand
process optimisation, all
leveraging the power of
Al.

Synergies

+ Wewillrealise opportunities
forsales and margin
synergies acrossour
business units from:

o productand service
bundling

o amodernapproachto
software and product
development

o afocusonstrategic
partnerships.

Market Expansion

Targeted expansioninto
larger and faster growing
adjacent segments of the
learning market where we
are confident we can
build a strong position

Growth Vectors

« We haveidentifiedtwo
growth areas - early
careersand enterprise
skilling -inwhichwe are
well positioned to thrive
givenour strengths, IP
andrelationships.

14



u{ Driving performance in the Core Business

2024

2025

ASSESSMENT & QUALIFICATIONS

Execution

Contract wins and 99% customerretentionin VUE

VUE enterprise customerwins (ServiceNow & SalesForce) and enhanced customer
relationships (Microsoft & AWS)

US Student Assessment customerrenewals

Commercial expansion of Digital Assessment Library for Schools platform subscription
model

Successfulinternational expansionfor UK & International Qualifications

Product & Services

Buildingtest prep contentand sales capabilities for VUE

Expanded formative assessment capabilitiesin US Student Assessment - Arizona
and North Dakota

Successfullaunch of the Wechsler Adult Intelligence Scale (5™ edition)in Clinical
Content expansion of Digital Assessment Library for Schools platformin Clinical

Continued customerwins andretentionmomentum

Monetisation of test prep offering

Continued strategic focus onformative assessment within US Student Assessment
International expansion

Al scoring and proctoring

Product launches, includingpharmain Clinical

HIGHER EDUCATION

Execution

Improved selling performance leading to adoption
share gainand sales growth

Built direct US K12 sales channelfor AP / Dual
Enroliment/ Career + Technical Education
Successfulmonetisation of Channels features

Product & Services

Acceleratedroll out of Al study tools to US students
Alpoweredtools forinstructors

Roll out of Al study toolsinto leading titles
internationally

Buildingupon adoption share wins

Continuedfocus on Al product enhancements

Continued scaling of Channelsfeatures

Growth focusinInternational Higher Education
Scalingdirect US K12 sales channel

Expanding market opportunity into new collar skills 15



u{ Driving performance in the Core Business

VIRTUALLEARNING ENTERPRISE LEARNING & SKILLS ENGLISH LANGUAGE LEARNING
Execution Execution Execution
+ 3newschoolopenings » Landed strategic partnerships with + StrongsalesperformanceinInstitutional

enterprise customers - ServiceNow,
Microsoft & AWS

« Partnerexpansionwith Degreed

» Scalingcareerandcollegereadiness
programmes - now in 24 schools

+ Marketshare gainsin PTE

» Wizard expansionin Brazil
New enrolment portal pilots

2024 « Credly crossed the 100 millionunique badge )
milestone Product & Services
Product & Services « PTE Core launch
* Alpowered customassessments Product & Services » Alproducts - DigitalLanguage Tutor
+ Alstudytools embeddedinto curriculum Faeth levels added launched and piloted Smart Lesson
for certain subjects and to enable ’ E,ﬁt mc?mpetency evelsaddedto Generator forteachers
teachers to design assessments skills ontology
* Launched GED & Me mobile app
2025 « Careerandcollegereadinessprogramme « Ongoinginternational market expansion
expansion « Keyaccount/ strategic account in Institutional (LATAM/MENA)
* Improving core enrolment performance management + Alproduct enhancements
and scalingenrolmentsin new schools * Productbundling focus - Proficiency assessments
* Expanding school network » InternationalexpansioninVocational

« Newschoolmodels Qualifications

16



u[ Driving performance in the Core Business

Improvements in core operations
benefitting Pearson as a whole

g@ Al content generation

Al in customer services

®
‘ 7|| Driving a Performance culture

Drive Operational Performance - Improved Customer Service - Enhanced Productivity
17



 Driving performance in the Core Business

Significantly expanded our Al powered products and services across the whole business

Assessment & Qualifications - Exam Practice Assistant Higher Education - MLM Instructor Al Tools Virtual Schools - Al Study Tools
(See Video Here) (See Video Here) (See Video Here)

«=IB

onalised Epg\ish
m"nutes W\th Al

Create pers
lessons N

English Language Learning - Digital Language Tutor English Language Learning - Smart Lesson Generator Enterprise Learning & Skills - Faethm
(See Video Here) (See Video Here) (See Video Here)

18


https://media.idigitalcontents.com/media/p/pearson/2025/full-year-results-AI-product-video-pearson-mylab-and-mastering-instructor-tool.mp4
https://media.idigitalcontents.com/media/p/pearson/video-2-expanding-ai-across-the-company.mp4
https://media.idigitalcontents.com/media/p/pearson/video-2-expanding-ai-across-the-company.mp4
https://media.idigitalcontents.com/media/p/pearson/2025/full-year-results-AI-product-video-pearson-digital-language-tutor.mp4
https://media.idigitalcontents.com/media/p/pearson/2024/half-year-results-ai-product-video.mp4
https://media.idigitalcontents.com/media/p/pearson/2025/full-year-results-AI-product-video-pearson-exam-practice-assistant.mp4
https://media.idigitalcontents.com/media/p/pearson/2025/full-year-results-AI-product-video-pearson-exam-practice-assistant.mp4
https://media.idigitalcontents.com/media/p/pearson/2025/full-year-results-AI-product-video-pearson-exam-practice-assistant.mp4
https://media.idigitalcontents.com/media/p/pearson/2025/full-year-results-AI-product-video-pearson-mylab-and-mastering-instructor-tool.mp4
https://media.idigitalcontents.com/media/p/pearson/2025/full-year-results-AI-product-video-pearson-mylab-and-mastering-instructor-tool.mp4
https://media.idigitalcontents.com/media/p/pearson/2025/full-year-results-AI-product-video-pearson-digital-language-tutor.mp4
https://media.idigitalcontents.com/media/p/pearson/2025/full-year-results-AI-product-video-pearson-digital-language-tutor.mp4
https://media.idigitalcontents.com/media/p/pearson/video-2-expanding-ai-across-the-company.mp4
https://media.idigitalcontents.com/media/p/pearson/video-2-expanding-ai-across-the-company.mp4
https://media.idigitalcontents.com/media/p/pearson/video-2-expanding-ai-across-the-company.mp4
https://media.idigitalcontents.com/media/p/pearson/video-2-expanding-ai-across-the-company.mp4
https://media.idigitalcontents.com/media/p/pearson/2024/half-year-results-ai-product-video.mp4
https://media.idigitalcontents.com/media/p/pearson/2024/half-year-results-ai-product-video.mp4

! Execution Synergies

We will realise opportunities for sales and margin synergies across the business from:

Product and Service Bundling Product Management Strategic Partnerships
Select examples: Pearson Product Group Consolidate downto asmaller
implementing modern software number of strategic partners
e - management
. | .
. VERSANT @ Pearson | A&Q HE VL ELL | |EL&S Learning
| by Pearson TalentLens )'
____________________ Product Product Product

r 1

—>

:@Pearson + pdri

l TalentLenS by Pearson

— e — — — — — — — e e e

Design
Automation
Personalisation

| r1

DataEngine

—>

— e — — — — — — — e e e
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‘O Targeted Market Expansion

)Pearson

~$15B
(2% CAGR)
Core Business

~$80B+
(5%+ CAGR)

Core + Adjacent
Opportunities

Pearson strongly established in ~$15B
worth of segments growing at ~2% CAGR

Identified another set of segments where
we have a presence or close adjacency and
confident we can build a strong position

« These segments, inclusive of core, are worth
~$80B+, growing at 5% or faster per annum

Pearson willinvest at a fasterrate
in higher growth areas

Tech &
Services

Simplified our Go-To-
Market approach for
Enterprise segment:

Large market
opportunity

Building dedicated
strategic account
management

Customer Proof Points

Content

Scale of above visual is not indicative of segment size

Business
Adjacent
Opportunities

20




'O Targeted Market Expansion

Capital allocation targetinginvestmentinto faster growth segments

Adjacent Market Opportunities Innovation to Support Future Growth

~$80B+

~$15B
(2% CAGR) (5%+ CAGR) 00O Meta
Core Core + Adjqqent \
Opportunities A\ IN EDUCATION
Partnership with McGraw Hill Yoo e
Formative Assessment 2 e
College & CareerReadiness & m

K12 district channel

A
V STUDIO
Pearson Skilling Suite u NETWORK

Test Prep



1. Medium Term Growth Vectors

We have identified two growth areas - early careers and enterprise skilling - in which we are well positioned

to thrive given our strengths, IP and relationships.

Early Careers Enterprise Skilling

In Early Careers, we see a strong need for new approaches
and alliances for talent development, based around career
and technical education and apprenticeships, along with
partnerships with educational institutions and enterprises.

CERTIPORT

A PEARSON VUE BUSINESS

eDynamic
Learning
Careerand College CONNECTIONS
Readiness K12 offeringin ACADEMY*

Higher Ed by Pearson

We continue to see the Enterprise Skilling market as
significant, and we have several relevant capabilities that
will scale through expanded go-to-market capabilities.

B Microsoft &Y Google Cloud

servicenow &0 degreed

aWs  O'REILLY"

22



M&A Principles

Strategic
Rationale

Synergies

Strategic Focus
Areas

Deal Sourcing

Deals must be part of pre-agreed strategy, aligned
with our corporate priorities.

Deals need to demonstrate strong financial returns,
with confidence invalue creation.

Deals need to have very clear synergies with our core
business.

M&A to focus onwell-run, profitable and growing
businessunits.

Expect our bbusinessteams to develop proactive
pipelines, with strong preference to bilateral transactions.

23



Introducing two power metrics to serve as leading indicators and help track progress against our strategic
priorities. Given Assessments forms approximately two-thirds of our business and that we are very focused on driving
growth in the Enterprise segment, the two power metrics are linked to these two themes.

The World's Lifelong Learning Company
Helping peoplerealise the life they imagine through learning

Assessments & Verification
Core Ta Customer retention*
1b Contractvalue from new customers*

Product Bundling Product Strategic Partnering
Svnergies Development

What ynerg P

Early Careers Early Careers Enterprise Skilling

. 2 Number of 'advanced'
GrowthPillars & elite customers
Capital Allocation Innovation Performance culture

How

*forrelevant assessment business units.

24



Financial Overview




2024 Financial Highlights

10% increase in adjusted operating
profit with margin expanding from
15.6% t016.9%

Adjusted EPSincreased 7% to 62.1p

Cash performance was excellent with
operating cash conversion of 110% and
free cashflow conversion of 117%

Increased the dividend by 6% and
launched a Share Buyback of £350min
PAOYAS

*Excluding OPM and the Strategic Review businesses.

Sales £3,552m
up 3% underlying*

(2023:£3,674m)

Operating cash flow £662m,
110% conversion

(2023: £587m)

Adjusted earnings per share
62.1pup 7%

(2023:58.2p)

Adjusted operating
profit E600mup 10%
underlying

(2023: £573m)

Free cash flow £490m,
117% conversion

(2023: £387m)

Full year dividend
24 .0pup 6%

(2023:22.7p)

26



Financial progress provides foundation for ongoing confidence

Sales Adjusted operating
profit and margin

+5% CAGR*

0,
6% 17%
L ]
12% °
11% .
36
36 9% o
34 S

573 600

29 29 456

313 385 229

2020 2021 2022 2023 2024 2020 2021 2022 2023 2024
B Group Sales excluding OPMand [ Group Adjusted Operating Profit (Em)
Strategic Review businesses* (£bn) Group Adjusted Operating Margin (%)

*Group Sales at reported FXrates. Group sales CAGR on an underlying basis excluding OPM and Strategic Review businesses
The average US dollar rate for the year against sterling was: 2020 $1.28,2021$1.38,2022 $1.24,2023 $1.25,2024 $1.28

2020

Free cash flow

490
387
.

2021 2022 2023 2024

[ FreeCashFlow(£m)

27



Segment Sales & Adjusted Operating Profit

Adjusted Operating Profit

Underlying 2024 2023 Underlying

growth* Margin Margin growth*
Assessment & Qualifications 1,591 1,559 3% 368 350 23% 22% 7%
Virtual Learning 489 616 (49) 66 76 13% 12% (9%)
Higher Education** 826 855 1% 108 110 13% 13% 12%
English Language Learning 420 415 8% 50 47 12% 11% 30%
Workforce Skills** 226 220 6% 8 (8) 4% (4%) 200%
Strategic Review - 9 (100%) - (2) - (22%) 100%
Total 3,552 3,674 2% 600 573 16.9% 15.6% 10%

Total, excluding OPM*** and

o,
Strategic Review**** 3%

*Underlying growth rates exclude currency movements, and portfolio changes. Constant exchange rates are calculated by assuming the average FXin the prior year prevailed through the current year.

**In January 2025, Workforce Skills evolved to become Enterprise Learning and Skills, bringing together Pearson’s enterprise sales capabilities globally (excluding those of Pearson VUE) and incorporating IT & Professional
Learning (IT Pro) from Higher Education. This business generated £45m of sales and £12m of adjusted operating profitin 2024. The 2024 Key Financials figures have not beenrestated to aid comparison to previous years.
***\We completed the sale of the Pearson Online Learning Services (POLS) business in June 2023 and as such have removed from underlying measures throughout. Within this specific measure we exclude our entire OPM
business (POLS and ASU) to aid comparison to guidance.

****Strategic Reviewis sales in international courseware local publishing businesses which have been wound down. As expected, there are no sales in these businesses in 2024.



H12025 Financial Highlights

« Hilfinancial performance inline with our

expectations
« Fullyearoutlook reaffirmed

« Sales and adj. operating profitup 2% on

anunderlying basis
« Adjusted EPS impacted by FXheadwinds
« Strong free cash performance

« Share buyback well underway - balance

sheet strengthremains

* Interimdividendup 5%

Sales £1,722m
up 2% underlying

(2024:£1,754m)

Adjusted earnings per
share 24.5p down 4% headline

(2024:25.6p)

NetDebt £1.0bn

(2024: £1.2bn)

Adjusted operating profit
£242mup 2% underlying

(2024: £250m)

Free cash flow £156m,
up £129m from last year

(2024 £27m)

Interim dividend
7.8pup 5%

(2024:7.4p)

29



Driving long-term value through sustainable profitable growth

Ample runway for margin improvement through our strong operating leverage on sales growth
combined with being cost conscious and implementing technology-enabled cost
efficiencies, partially offset by investments to drive growth.

Adjusted operating profit margin +40bpson

average per
annum

v

16.9%

Cost conscious, irlwr\lzrse')crrgggﬁlo
tech-enabled
support future sales

savings &
Strong operational efficiencies growth
leverage across the /I\ \L
business on MSD sales
growth

I

2024 Beyond 2025
30



2025 Outlook & Phasing

Group Inline with market expectations* Strongersales growthinH2, in particularin Q4

Assessment & Grow low to mid-sinale diait Growth willbe H2 weighted, in particularto Q4, due tonew and
ifi i 9 9 renewed contracts and the new test prep business
Qualifications

Returnto growthin H2 driven by enrolmentincreases, partially

Virtual Learnlng Returnto growth from new school openings, forthe 25/26 academic year
Underlying
sales growth - . Growthin 2025 will be |
& Higher Education higher thanin 2024 Growthin H22025

English Language

) Growth willmoderate Growth willbe H2 weighted, in particularto Q4, PTE will decline
Learning

Enterprise Learning
& Skills

Growth willincrease quarter on quarter supported by recent

Growhighsingle digit customerannouncements and pipeline activity

*2025 consensus on the Pearson website dated 27t January 2025; underlying sales growth 4.4%
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Group Financial Expectations

Adjusted Operating In line with market expectations*

profit
Interest c.£65m - cashflow strength offsetting acquisition funding
2025 Group
expectations Tax 24 - 95%
Cashfl Free cash flow conversion** of 90-100% + £0.1bn State Aid repayment
ashTiow receivedin Q12025
X Every lc movementin GBP:USD rate equates to approximately

£5m adjusted operating profitimpact

Mid-single digit underlying sales CAGR
Average margin growth of 40 bps perannum
90% -100% free cash conversion, on average, across the period

2026+ Medium-term
guidance

*2025 consensus on the Pearson website dated 27th January 2025; adjusted operating profit of £656m at £:$ 1.23. Taking the average FX rate for H1 2025 (£:$1.31) and assuming the July 2025 month end rate
of (£:$1.32) for the rest of the year, results in animplied FX rate for the full year of £:$1.32. This results in an updated adjusted operating profit of c.£611m. 32
**Free cash flow conversion calculated as free cash flow divided by adjusted earnings.



Focus on disciplined capital allocation

Strong balance sheet | Net debt / EBITDA around 2x

business to

accelerate growth

opportunities Focused and disciplined
approachto M&A

2021 2022 2023 2024

Capex + Product Development spend (£m)

518
. Capexand product
1. Invest in the development for organic growth

493 553 468 454

Progressive and sustainable

2. Dividends

Dividend per share growth 5%
CAGR2020-2024.

Buybacks or special dividends as and
3. Surplus cash when appropriate £1.0bn of surplus
r n cashreturnedsince 2020, £350m
e buybacklaunchedin 2025

Acquisition consideration (Em)

245 188
69 51
Dividend per share (p)
24.0
20.5 21.5 22/
Share buyback (£m)
353 318

186
e B

33



Strong financial position

Five years of positive cash flow characteristics, comfortable leverage and improved return on capital.

Free cashflow
(Em)

2024

2023

2022

2021

2020

: : Operating
Net debt: Operating
Y | s Estnon casnfion(em) § ooty

853 1.1x 10.5%
744 1.0x 10.3%
577 0.8x 8.7%
350 0.6x 7.9%
463 0.8x 6.6%

, ROCimprovement
Strong balance sheetretained +390bps

662 110%
587 102%
401 88%
388 101%
315 101%

Operatingcash Average cash

flow growth conversion
20% CAGR 100%

490

387

222

133

229

Free cash

flow growth
21% CAGR




Business Units




Assessment & Qualifications (A& Q)

Business Unit Overview

+ Comprises of four sub-business units with significant scale and
strong competitive positions, with over 90minteractions peryear

+  A&Q offerings span all stages of learning and professional
development

» Majority of business unitunderpinned by long-term contracts, with
business delivering highrenewal rates

+ Pearson’slargestand most profitable business unit with strong
margins, cash flows, and Group synergies - togetherwith good
financial visibility

Over90%
c.2ImVUE retentionrate Over2,900 US Student
. International

testvolumes for Clinical Schools Assessment
in2024and 99% Assessment working with presenceinover
VUE partner digital 9 50% of US states

: . Pearson
retention subscription
model

FY24 Sales Mix

A&Q 45%

Key Financials

Sales (m) / Underlying Growth

£1,6OO +7% +3%
+8%

£1,400
+17%

£1,200

£1,000

£800
2020 2021 2022 2023 2024

Adjusted operating profit (m) / margin
22% 23%
£400
18% 187
£300 13%
£200

£100

I
2020 2021 2022 2023 2024
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Assessment & Qualifications (A&Q) (continued)

Sub-Business
Unit

Pearson VUE

US Student
Assessment

Clinical
Assessment

UK &
International
Qualifications

Description

Excels asa globalleaderin scaled testing services,
servingarange of industry sectors withan
extensive test centre network and flexible delivery
options.

Specialisesin customizedlarge-scale testing
programmes for US K-12 education, focusing on
state-specific criteria and providinginsights to
stakeholders.

Provides high-quality, research-backed
assessment products for mentalhealthand
learning evaluations, serving the healthcare and
educationsectors.

Offers globally recognised UK-curriculum-based
qualifications, suchas GCSEs and Alevels, as well
as courseware for English-speakingregions
throughout the world, supporting foundational
student progression worldwide.

Sales & Mix

(2024)

£0.67bn
(42%)

£0.36bn
(22%)

£0.28bn
(18%)

Underlying

Sales

Growth

(2024)

+3%

+1%

+4%

+8%

2025 Growth
Drivers

New customer
contractsand
renewal; Expanding
into test prep

Key customer
renewals; expanding
into formative
testing

New products;
expansion of Digital
Assessment Library
for Schools platform
subscriptionmodel

International
expansion

Core

Capability

Services

Services

Software

Services &
Software

FY24 Sales Mix

A&Q 45%

Purchase Decision

Maker

Enterprises & Institutions

Institutions

Institutions

Institutions
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Virtual Learning (VL)

Business Unit Overview

» Provides high-quality, highly accountable online learning
solutions for K-12 students through two main offerings:
Partner Schools and District Partnerships

+ Pearsonoperatesall aspects of the Virtual School experience
including hiring teachers, providing curriculumin line with state
requirements, marketing and enrolment, back-office
support, etc

+ Twolarge partnerschoollossesimpacted 2023 and 2024,
however, enrolments were up 4% forthe 2024/25 academic
yearon asame schoolbasis

« Weoperate 40 schoolsacross 30 statesforthe 2024/25
academic year

| . Over 50% of
Established Virtual 96k Connections
School provider Virtual US Academies have
with National enrolments College and Early
presence

Careerprograms

FY24 Sales Mix

VL14% '

Sales (m) / Underlying Growth*

Key Financials

£600

+4% _9og 1%
£500 +17%

£400
£300

£200

2020 2021 2022 2023 2024

Adjusted operating profit (m) / margin

13%
£90 12%

9%
£65 4% 4%

£40

£15

2020 2021 2022 2023 2024

+Sales and underlying growth are only for Virtual
Schools (excludes OPM, which we have since exited) 38



Virtual Learning (VL) (continued)

Main
Offerings

Partner
Schools

District
Partnerships

Description

Provides tailoredvirtual school solutions to
public K-12 districtsin the US, combining
Pearson’s courseware, instructional services
and support for high-quality, flexible

online learning.

Offers customisable virtual education
solutions for K-12 districts, focusing on
smaller student cohorts withamore
disaggregated approach than Partner
Schools, ensuring access to quality,
adaptableremotelearning for

various needs.

.. Underlying
S?ZI%S'ZT)'X Sales Growth
(2024)
c.96%
-1%
c.3%

2025 Growth Drivers

Enrolmentincreases,
partially fromnew school
openings forthe 2025/26
academicyear,and
operational changes

Core
Capability

Services

FY24 Sales Mix

VL14% .

Purchase
Decision
Maker

Institutions
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FY24 Sales Mix

HE22%* .

Higher Education (HE)

Business Unit Overview Key Financials
. 'R T] . . . Pro between operating segments.
« Marketleaderin providingworld-class learning experiencesin the _
post-secondary market with strengthin both eText and courseware Sales (m) / Underlying Growth
digital learning products that serve millions of students worldwide £1,000
_ A0,
« Partnerwiththousands of expert authors to create learning materials £900 _5% 4% -3% 19
across many academic disciplines, with particular strengthin ’
. . : £800
science, technology, engineering and maths (STEM)
. L . : . . £700
« Firstmajorhighereducation publishertointegrate generative Al
study toolsinto our proprietary academic materials £600
£500

«  Wearealso expanding ourfootprintin secondary education, having
recently built direct US K12 sales channel for Advanced Placement /
Dual Enrollment / Career + Technical Education

2020 2021 2022 2023 2024

Adjusted operating profit (m) / margin

£120 0% 130413%
£100 10%
9%
Students £20
c.1lm c.90% of are 4x aslikely to
us Hi.gher Ed units being engagein gc‘uve £60
Units delivered and efﬂment o
digitally studying when 2020 2021 2022 2023 2024

using ourAltools

Note: The enterprise focused business within Higher Education (IT Pro) has been
transferred into Enterprise Learning and Skills from January this year. This business
generated £45m of sales and £12m of adjusted operating profitin 2024.The 2024 Key 4q
Financials figures have not beenrestated to aid comparison to previous years.



Higher Education (HE) (continued)

Sub-
Business Unit

US Higher
Education

International
Higher
Education

Sales & Underlying
Description Mix Sales Growth
(2024) (2024)

Market leaderin providing world-class
learning experiencesinthe post-secondary | £0.70bn

, +2%
market. We also sell some of this content (84%)
into the US K12 channel.
Provides world-class learning experiencesin
international post-secondary education £0.13bn 5%
. Y (16%) °

markets.

2025 Growth Drivers

Continuing to scale Al-
enhanced offerings, winning
adoptionshare and
expanding our footprintin
secondary education(e.g.
AP, Dual Enrolment, CTE),
and post-secondary
markets

Expansion, particularly
within emerging markets
and our digital offerings

FY24 Sales Mix

HE22%* ‘

*Restated to reflect the move of IT
Pro between operating segments.

Core Purchase
Capability Decision Maker

Software Institutions

Software Institutions
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English Language Learning (ELL)

Business Unit Overview

We offer comprehensive Englishlearning and assessment
solutions, including the Pearson Test of English (PTE)

We aim to become the world’s leading destinationforlanguage
learners to build and prove their proficiency in English

Centralto the success of all our products is our proprietary
Global Scale of English - a scale that allows learners to track the
progress of theirlanguage learning journey

We blend pedagogical expertise in Englishlanguage education
with advanced technology to deliver personalised, scalable
learning and assessment solutions forindividuals pursuing
personal, academic, or professional objectives

c.1.1B Established
English player c.1.Im
Language in high-stakes PTE volume
English in2024

Learners Globally
assessment

FY24 Sales Mix

ELL12%
Key Financials

Sales (m) / Underlying Growth

£500
+30% +8%

£400
+24%

£300 +17%
£200

£100

£0
2021 2022 2021 2023 2024

Adjusted operating profit (m) / margin
£60 Hog12%
£50

£40 Gog
£30 6%

£20

£10
0%
R

2020 2021 2022 2023 2024 42



English Language Learning (ELL) (continued)

Sub-Business
Unit

Pearson Test of
English (PTE)

Institutional

Online

Description

Trusted brand providing secure, high-stakes English
language testing for study applications worldwide,
and forvisa applications for work and migrationin
Australia, the UK, New Zealand, and Canada.

Cateringto awiderange of learners, including those
in enterprise (viaour Versant suite of tests),
schools/institutions (via proficiency assessments,
courseware and the Wizard platform).

Online Englishlanguage learning tools, including
Mondly by Pearson, which has ¢.500k paid
subscribers.

2025 Growth Drivers

Expect PTEto declineduetoa
continuation of the challenging market
backdrop, including upcoming elections
in Australia and Canada, but remain
confident in the medium-term outlook
given demographic projections and our
competitive strength

Continued expansioninthe Middle East
and Latin America markets, Al product
enhancements and proficiency
assessments

Al product enhancements & enterprise

Core
capability

Software

Software

Software

FY24 Sales Mix

ELL12% '

Purchase Decision
Maker

Institutions

Enterprises &
Institutions

Enterprises &
Institutions
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Enterprise Learning & Skills (EL&S)

Business Unit Overview

Workforce Skills became Enterprise Learning & Skills in January 2025,
bringing together Pearson’s enterprise sales capabilities globally
(excluding those of Pearson VUE)

We offer career-focused qualifications and enterprise talent
solutions through two distinct offerings: Vocational Qualifications
(VQ) and Enterprise Solutions, whichincludes the General Education
Development (GED) US High School certification alternative

We are building dedicated strategic account managementanda
joined-up go-to-market approach so that we can betterservice this
customer segment with the full suite of Pearson solutions

1in5
working-age c.1,500 Over100m
individuals EL&S enterprise unique Credly
in UKholds customers badgesissued
Pearson BTEC

FY24 Sales Mix

EL&S8%* W
Key Fina nCiaIs *Restated toreflect the move of IT

Pro between operating segments.

Sales (m) / Underlying Growth
+6%

£230 +11%

£210 +/%

£190

+6%
£170

£150

2020 2021 2022 2023 2024

Adjusted operating profit (m) / margin

16% 16%
£40

£30

£20 4%
£10

1% _4%
0 ‘I

-£10

2020 2021 2022 2023 2024

Note: The enterprise focused business within Higher Education (IT Pro) has been
transferred into Enterprise Learning and Skills from January this year. This business
generated £45m of sales and £12m of adjusted operating profitin 2024. The 2024 Key 44
Financials figures have not beenrestated to aid comparison to previous years.



FY24 Sales Mix

Enterprise Learning & Skills (EL&S) (continued)

Sub-Business
Unit

Enterprise
Solutions

Vocational
Qualifications

FL&S 8%* W

*Restated to reflect the move of IT
Pro between operating segments.

Underlying
< Sales . Core Purchase
DS [P Growth AP AN DIEE capability Decision Maker
(2024)
Enterprise Solutions addresses the evolving needs of
businesses for skilled talentin arapidly changing Enterprise sales momentum,
economy, including responding to the opportunit aided by the new business unit ,
y gresp , 9 _ pp y y Software & Enterprises &
and challenge of Al. We assist companiesin +6% structure and go-to-market . L
. . C . Services Institutions
understanding and bridging their skills gaps, through approach, and the addition of
talent planning and sourcing and genuine skills severalnew contracts
developmentto delivercommercial objectives.
Globalleaderin career-focused qualifications,
offering programmes that are rootedinreal-world
work scenarios. These qualifications enable , , , Enterprises &
. . +5% International expansion Services .
students, apprentices and workersin the UK and Institutions

globally to develop and apply knowledge, skills and
behaviours essential foremployability.
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Investor Relations Contacts

Alex Steph

Shore Crinnegan

SVP, Head Investor of Director, Investor

Relations Relations

+44(0)7720947 853 +44(0) 7780 555 351
Please visit forthe Pearson Investor Relations website

ore-mailthe IRteam at

Gemma
Terry

Director, Investor
Relations

+44(0) 7841363216

Brennan
Matthews

VP, Investor
Relations

+1(332)238-8785
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mailto:steph.crinnegan@pearson.com
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https://plc.pearson.com/en-GB/investors
mailto:ir@pearson.com

)Pearson

Thank you

Please visit here for furtherinformation on our targets and KPIs.
pearson.com



https://plc.pearson.com/en-US/purpose/our-targets-kpis
https://www.pearson.com/
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