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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, expectationsand
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

Omid Kordestani
Chair
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Omar Abbosh
Chief Executive Officer
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Simon Robson
Chief Financial Officer
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Strong Financials

Group Sales (£bn)

(exc OPM & Strategic Review*)
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2020 2021 2022 2023 2024 2025

Dividend per share (p)

5% CAGR

2020 2021 2022 2023 2024 2025

Adjusted operating profit (Em)
& Margin (%)

15.69 16.9%17.2%

n.2% N.9%

9.2%

2020 2021 2022 2023 2024 2025

Free cash flow (Em)

CAGR

8%

2020 2021 2022 2023 2024 2025

*Group Sales atreported 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 $1.28,2025 $1.32

Company Overview

+ Theworld’slifelonglearning company: assessment

& verificationat our core, serving allages and stages
of learning, with a diverse customer set across
institutions, enterprises and consumers

Scaledbusiness: £3.6bn of sales across five global
business units with unique characteristics and
enduring competitive strengths

Trusted business: gained through along track
record of operational excellencein ourlarge-scale
services businesses and through our quality IP,
expertiseinhow people learn and how to deliver
evidence of learning outcomes within formal
educationinstitutions

Three priorities for 2026:

Deliveron 2026 group guidance

Lead on application of innovative technologies, like
Al, driving better attainment outcomes and
enhanced experiences

Progress core business and enterprise power
metrics



Diversified portfolio, with broadest scope of any

education company

Pearson by business unit

Delivers the assessments that help people
demonstrate theirknowledge
from schoolto professional careers

Assessment and
Qualifications

Virtual Delivers high quality, affordable,
Learning accessible online learning for K12 students
Higher Delivers digital, high quality learning experiences
Education to millions of college students worldwide

English Language

Helps people develop and validate
Learning

their English proficiency

Provides career-focused qualifications and
enterprise talent solutions, including skilling
content, assessments and digital credentialing.

Enterprise Learning
& Skills

45% of sales
59% of profit*
23% margin*

14% of sales
13% of profit*
16% margin*

22% of sales
15% of profit*
12% margin*

8% of sales
5% of profit*
10% margin*

Pearson by region

FY25 Sales

m yusS
B APAC
Canada

*Adjusted operating profit

United Kingdom
Other Europe
Othercountries



Our unique characteristics deliver strong, durable cash flows

Assessment & Verification
* Interconnectedphysical and digital workflows enable large
scale deliveryin highly regulated markets

~80%+ « Highlevels of security requirements, statistical evidence
(o) . Assessment and bases, meetingregulatory outcomes
~ 90 /O PI'OfIt Verification « Al canenhance the productivity of our operations and
2 improve services to customers
: Virtual Schools
Operationally complex Virtual Schools
phyS|CaI and dlglta| « Complex,humanledservices delivera complete K12 school

online, aligned to high stateregulatory standards
« Alcanbeusedtoimprove teacher and student experience

workflows and print

Print Many countries and customers will require print-based products

Courseware forforeseeable future

Products to enable educators to deliver courses end to end

o n
“10 /O PrOflt Digital Established customerrelationships with high switching costs
9 Tightly integratedinto higher ed platforms

Dlglta,l COL,”,SGW&‘ re, embedded Courseware Al plays important role in personalization and is leading to
in critical workflows improved learning outcomes



Enduring competitive strengths provide platform for

future growth

Leading positions

Long history of operational
excellence

Deeply embedded

Proprietary datasets

Leading market positions at Business Unit level across most of our businesses
Scale economics and strong operationalleverage

Well positioned to expand into faster growing adjacent markets

Breadth of offerings unmatched globally

Extensive track record of operational excellence resulting in strong renewal rates

Avery high barforaccreditation authorities and regulators, meaning that strengthin
operational delivery matters

Long—term contracts

Offerings act more asinfrastructure within the world’s learning & skills industry

Our products are tightly integrated with learning management and studentinformation
systems

Unique datasetsimproveinsight into how people learn
Petabytes of proprietary data that we use toimprove learning experiences and outcomes
Strategic partnerships with leading technology companies

Trust underpins all of these strengths

Trust has been gained through operational excellence and through our quality IP, expertise
inhow peoplelearnand clearevidence of learning outcomes

Trustin verified skills and quality providers even moreimportantinan Al era



Two seismic trends provide a tailwind for Pearson

Demographic shifts and the advance of Al are driving major demand for skilling and the validation of skills. Enterprises will need to upskill
workforces at pace to keep up withrapid technology changes, and institutions will need to provide alternative skilling pathways for

vocational and career and technical education.

Mega trends

Upskilling

Demographics

demand
Al

Pearsonis perfectly positioned to benefit from
increased global demand for human skilling .



Strategic outline underpinning mid-single digit growth
outlook

The World’s Lifelong Learning Company
Why Helping peoplerealise the life they imagine

through learning Medium term guidance

- Driving performance in the
B corebusiness

Mid-single digit
underlying sales CAGR

VYl 7! Executionsynergies ,
" Average margin growth

of 40 bps perannum
L Medium-term growth vectors
90% - 100% free cash conversion,

- Capital Allocation on average, across the period
* Innovation

 Performance Culture




Why investin Pearson?

Diversified business with unique
characteristics

» Pearsoniswell-diversified acrosslearning
and education

» Qur core capability is measuring skills
through assessments & verification

« Weareatrusted, establishedleaderacross
almost all of ourbusinesses

Innovative technologies, like Al,
are benefiting us

» Alisdrivingdemand forwhat we do -
skilling and skills validation

+ We are enhancing our products and
services with technology, including Al

» Alis already driving efficiencies and cost
savings across our business

Clear strategic priorities to drive
compounding sales and margin growth

« Three strategic priorities supports our medium-
term outlook

« Moving from holding company to unified
operating company creates significant
opportunity

» Relevant products, services, IP, and capabilities
provide expansion opportunitiesin fast growth
Early Careers and Enterprise Skilling segments

Disciplined capital allocation policy
driving long term shareholder value

» Clearapproachto capital allocation

» Strongbalance sheetandrobust cash
generation provides optionality

» Ourbreadthand scale provide significant
investment capacity and strategic
partnership opportunities

12



Strategic Priorities




Our Strategic Priorities

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

) ’e.q |
- g |

-

Driving performance Execution Medium Term
inthe Core Business Synergies Growth Vectors
« Moving fromaholding company to a « Unlock value across our business units, * Wecontinue to see significant growth
unified operating company creates through: opportunitiesinour two medium-term

growthvectors: Early Careers and
Enterprise Skilling

opportunity forimprovedtopline

) ; o Company-wide operational systems
performance and margin expansion

o Implementing a modern software

* |ncreased Commercia”ntensity and developmentapproach, accelerating « We Willfurtherstrengthen Pearson’s

embedding a strong performance leadershipin careerand technical

. innovation :
culture across the company to drive education (CTE)
market share gains o Establishlong-termstrategic

partnerships + We will support enterprises as they

develop the capabilities needed for
talent planning, sourcing and
developmentinthe Al era
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Assessment &

Qualifications

Renewals and
contractwins

Digital growth

International
expansion

Enterprise growth

International
expansion

Productinnovation

English Language

Learning

ﬂ{l Customerwins

Gﬁa Productinnovation
V¥ /expansion

Enterprise growth +
Communication
Coachlaunch

Enterprise
v upskilling growth

3 Adjacent market
W™ expansion

@ Productupgrades

Performance in the core business

Higher
Education

Enterprise Learning

& Skills

2025 milestones

222 Inclusive access & Global go to market

Study prep

Strateqgic partners
monetisation @ J'ep

signed

. Earlycareers @Contractwins
‘"~ progression

2026 priorities
? Inclusive access Partnership

® growth monetisation
~=_ Platform i Strategicaccount
=~ convergence =1 growth
[ Al product Jointinnovation

innovation ®= withpartners

See more detail in the appendix

Virtual

Learning

& Enrolment portal
"~ launched

wo* Targeted marketing

—~0

° investment

208 EnhancedEarly
Careers offering

_2 Schoolnetwork
ol expansion

2 _ Al product

“r enhancements

? Further operational
® improvements



J1 Execution synergies

We are driving synergies across our business units, supported by Al enabled cost optimization opportunities and ongoing process
improvements, while enabling faster productinnovation.

360 degree
Strategic
Partnerships

« Deepenedrelationship with smaller
number of key partnersto create

customerimpact, drive efficiencies,

and grow our businesses

Q3

Operational
Systems

Al drivenimprovements &
efficiencies

Newly established RevOps function
toimprove sales discipline

New, more unified Pearsonbranding

[

Modern Software
& Product
Development

Pearsonwide setof toolsto
acceleratingtherate of innovation

Maximise value from sectorleading
product & technology cash spend
(c.£TbninFY25)

Generated c.200 basis points of marginin 2025 through cost savings, enabling investment

and margin progression within our P&L envelope

16



— . Medium-term growth vector - Enterprise Skilling

Enterprises moving towards partners that can co-develop learning experiences and connect skKills,
data and talentintelligence into a unified ecosystem

+ Pearsonhasunlocked 9 important partnerships with key enterprisesimpacting the future of technology
+ These partners have committed to being Pearson customers, and Pearsonis a customer of theirengineering skills and services
« We are engaginginjointinnovation and go to market activity that unlocks new opportunities

Strategic Partnerships

me Microsoft £Y Google Cloud
& cognizant

HCLTech

Deloitte. l ‘ E

aWs

Joint GTM & Innovation

Hundreds of $ millions inincremental revenue contracted up to 2030




— | Medium-term growth vector - Early Careers

Why we are excited about Early Careers
» Large, fast-growing market forjob-ready skills
« Demand accelerated by Al disruption to entry-levelroles

« Strengthened positionthrough eDL acquisition
» Clearcross-sellopportunity across K-12 and post-secondar
Early Careers TAM PROTEREY P /

~$6B+

Why Pearsonis well positioned to win
» Scaled, standards-aligned academic and career content
» Deepinstitutional and employerrelationships
* Proven go-to-market capability across education segments
» Trusted globallearning and assessment brand

Total estimated addressable market across elective and CTE curriculum (“Learn”), college and career readiness platforms (“Explore”), and certifications and licensing exams (“Verify”).

ROBOTICS

2a: Design a Robot
0=¢

-3

eDynamic
Learning

CERTI|PORT

A PEARSON VUE BUSINESS

CONNECTIONS
ACADEMY*

by Pearson



Power metrics

Power metrics serve as leading indicators and help track progress against our strategic priorities. Under Assessment & Verification,

we track metrics onrenewal and the level of new business growth. For Enterprise, we track the number of enterprise customersin
our most commercially and strategically material tiers.

Assessment & Verification Enterprise
Skilling

Renewals Growth 'Advanced’ &
'Elite’' customers

96% £33m 49

2024: 99% 2024: £36m

2024: 45
2023:87% 2023: £/m

2023: 47
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2025 Financial highlights

4% underlying sales growth

6% increase inunderlying
profit with margin expanding
from16.9% to 17.2%

Adjusted EPSup 4% to 64.5p
and up 9% at constant
exchange rates?

Strong cash performance,
with free cashflow conversion
of 125% including £0.1bn
State Aid repayment (98%
without)

Increasing the dividend by
5%

TUnderlying growth rate: exclude currency movements, and portfolio changes.
2Calculated using adjusted operating profit at constant exchange rates. Constant exchange rates are calculated by assuming the average FXin the prior year prevailed through the current year.

Underlying' Sales Growth

+4%

Year-on-yearincrease to £3,577m
(2024: £3,552m)

Adj. Operating Profit Margin

17.2%

(2024:16.9%)

Adjusted EPS Growth

+4%

Year-on-yearincrease to 64.5p
(2024:62.1p)

Underlying' Adj. Operating
Profit Growth

+6%

Year-on-yearincrease to £614m
(2024: £600m)

Free Cash Flow Conversion

125%

Year-on-year cash flow increase to £527m
(2024: £490m)

Dividend Per Share Growth

+5%

Year-on-yearincrease to 25.2p
(2024:24.0p)

21



Financial progress provides foundation for ongoing
confidence

5% CAGR* 15.6% 16.9%  17.2%
+ () )

1.2% 9%
. (e}
Il Group Adjusted

B Group Sales 9.2%
excluding OPMand Operating Profit (Em)
Strategic Review
businesses* (£bn) Group Adjusted
- 614 Operating Margin (%
3.6 3.6 3.6 573 P g Margin (%)
- 385 456
3.4

(o}
—
(o]

2.9 2.9
2020 2021 2022 2023 2024 2025

2020 2021 2022 2023 2024 2025

1.3%
10.3%  10.5%

8.7%
7.9%
6.6%
B Free Cash Flow (£m) Bl Returnon Capital (%)
527
490
387
229 133 222
[

2020 2021 2022 2023 2024 2025 2020 2021 2022 2023 2024 2025

*Group sales are headline figures excluding OPM and Strategic Review businesses. CAGR is 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, 2025 $1.32

22



Segment Sales & Adjusted Operating Profit

Adjusted Operating Profit

Underlying 2025 2024

growth* Margin Margin
Assessment & Qualifications 1,604 1,591 4% 361 368 23% 23%
Virtual Learning 511 489 8% 81 66 16% 13%
Higher Education 775 781 2% 93 96 12% 12%
English Language Learning 405 420 1% 50 50 12% 12%
Enterprise Learning & Skills 282 271 6% 29 20 10% 7%
Total 3,577 3,652 4% 614 600 17.2% 16.9%

*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.

Underlying
growth*

1%

29%

0%

16%

40%

6%

23



Driving long-term value through sustainable profitable growth

Ample runway for marginimprovement 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
. +40bpsonaverage
17.2% g

perannum

Cost conscious, _ Incremental
tech-enabled savings Investmentto support

& efficiencies future sales growth

Strong operational
leverage across the
business on MSD

sales growth

T

2025 Profit Medium-term

24



2026 Group financial expectations

Underlying sales growth Mid-single digit

AdJUStepOr';’fFi’tera“”g £640m-£685m at FX rates as at the end of 2025 (£:$ 1.35)
Group profit TS c.£80m
Tax C.25%

Cash flow Free cash flow conversion' of 90%-100%

Every lc movement in £:$ rate equates to approximately
£5m adjusted operating profitimpact

FX

! Free cash flow conversion calculated as free cash flow divided by adjusted earnings.

25



Group

Assessment &
Qualifications

Virtual Learning
Underlying

sales growth

Higher Education
English Language
Learning

Enterprise
Learning & Skills

2026 Group financial expectations

Fullyear

Mid-single digit growth

Low to mid-single digit growth, driven by new
contracts, products and pricing

Strongergrowth than 2025 driven by a full year
of enrolment growth

Willgrow more than 2025, supported by product
and platforminnovation, pricing and Inclusive
Accessinourcore US courseware business, with
improvementin the K12 channel

Higher growth than 2025 driven by market share
gains and pricing, with PTE returning to growth

Growth driven by a solid Vocational Qualifications
performance and strategic account growthin
Enterprise Solutions

26



Focus on disciplined capital allocation

Strong balance sheet - Net debt / EBITDA capped 2x

Capex + Product Development spend (£m)

. 553
1. Investin the Capexand prodgct 518 493 468 454 464
) development for organic growth,
business to running atc.14% of sales . .
accelerate 2020 2021 2022 2023 2024 2025
growth Focused and disciplined Acquisition consideration (Em)
opportunities approach to M&A
PP PP . 245 188 185
2 . I omm
. . 2020 2021 2022 2023 2024 2025
Progressive and sustainable
2. Dividends Dividend per share (p) =
Dividend per share growth 5% 24.0 :
CAGR2020-2025 195 205 21.5 22.7
mm W N
2020 2021 2022 2023 2024 2025
Buybacks or special dividends Share buyback (£Em)
3- Surplus CaSh as appropriate 353
returns £1.7bn of surplus cash returned 176
since 2020 L N | B

2020 2021 2022 2023 2024 2025

27



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 ourbusiness teams to develop proactive
pipelines, with strong preference to bilateral transactions.

28



Strong financial position

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

Netdebt: Ad,. Operating cash Operating cash Free cash flow

Netdebt (Em) EBITDA flow (Em) TeriEaeS e (€m)
2025 1,069 1.3x 1.3% 571 93% 527
2024 853 5 10.5% 662 110% 490
2023 744 1.0x 10.3% 587 102% 387
2022 577 0.8x 8.7% 401 88% 222
2021 350 0.6x 7.9% 388 101% 133
2020 463 0.8x 6.6% 315 101% 229

ROC Operating cash Average cash Free cash flow

Strong balance sheet retained improvement flow growth conversion growth18%
+470bps 13% CAGR c.100% CAGR

29
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FY25 Profit* Mix

Assessment & Qualifications (A& Q)

A&Q 59%
Business Unit Overview Key Financials
- Comprises of four sub-business units with significant scale and Sales (m) / Underlying Growth
strong competitive positions, with over 90m interactions peryear, £1,600 +7% +3% +4%
and spanning all stages of learning and professional development +8%
« Ourservices must meet avery high bar foraccreditation authorities £1,400 7%
andregulators, acting as verificationinfrastructure forcompanies, 1200
industry associations, states and government agencies '
« Majority of business unit underpinned by long-term contracts, with £1,000
business delivering highrenewal rates c500
« Pearson’slargest and most profitable business unit with strong 2021 2022 2023 2024 2025
margins, cash flows, and Group synergies - togetherwith good
financial visibility Adjusted operating profit (m) / margin
c.2ImProfessional
Assessment test volume Ov?rZ,OOO US Student Assessment £400 22% 23% 23%
mr International Schools presence in around half
W Healthcare working with Pearson of US states £300 1894 18%
‘ M Insurance
Professional
5_50+ Finance £200
S .I;eaCher Over 90% retentionrate
overnment £100
Other for Clinical Assessment digital subscription model
Real Estate
£0
2021 2022 2023 2024 2025 31

*Adjusted Operating Profit



Assessment & Qualifications (A&Q) (continued)

Sub-Business
Unit

Pearson
Professional
Assessments

US Student
Assessment

Clinical
Assessment

UK &
International
Qualifications

*Adjusted Operating Profit

. Underlyin
Description sl i o
2025
Ao, (2025)
Aleaderinthe global marketinlarge-scale testing
services, supporting workforce certificationand
reskilling across professional and government sectors; £0.66bn (41%) +1%
actingas verificationinfrastructure for companies,
industry associations, states and governmentagencies
Strategic assessment partnerto states and districts,
: ’ £0.38bn

deliveringcomprehensive assessment systems +2%
gcomp y (24%) °

spanning formative, interim and summative programmes

Provides high-quality, research-backed assessment

products for mentalhealth andlearning evaluations, +8%
serving the healthcare and education sectors

Offers globally recognised UK-curriculum-based

qualifications, suchas GCSEs and Alevels, as well as

courseware for English-speakingregions throughout the EEXORe{0] 1 XEFA7Y) +9%

world, supporting foundational student progression
worldwide

Sales Growth 2026 Growth Drivers

New contracts, renewals, and
pricing; High stakes test prep;
International expansion

Key customerrenewals &
expansions; Expandinginto
formative testing

New products, and pricing;
Digital growth (Digital
Assessment Library for Schools
subscription model)

New contracts; International
expansion

A&Q 59%

FY25 Profit* Mix

Core Business

Model

Services

Services

Software & Print

Services & Print

32



FY25 Profit* Mix

Assessment & Qualifications (A&Q) (continued)

A&Q 59%

Key Strengths Sales by Business Model

+ Aleadingplayeracross all sub-business units, with global scale
+ Longstanding relationships built on high levels of customer service and trust

* Excellenceincomplexoperational delivery across physical & digital
infrastructure drives very strongretentionrates

+ Globalrecognition of owned assessment and qualifications IP mServices W Software ® Print

Key capabilities
= @ v= o.ﬂ
x= o
Al-enabled Assessment Psychometric Exam Protection Multi-modal exam Al-enabled Candidate Courseware &
Development expertise & Security delivery options Scoring support Prep Materials
< Large scale, end to end assessment development, delivery, and scoring >
Monetisation
Learner/Test taker Institution / Government Professional Enterprise Healthcare, private practice,
Organization clinicians, and pharmaceutical companies 33

*Adjusted Operating Profit



Virtual Learning (VL)

Business Unit Overview

» Provides high-quality, highly accountable online learning
solutions forK-12 students

» Pearsonoperatesanendto-endvirtual schoolincluding
technology, content, marketing and enrolment and arange of
services

*  Enrolmentswere up 13% forthe Fall 2025 academic semester

« Weoperate4lschoolsacross 31statesforthe 2025/26
academic yearandrenewed all six of ourlong term school

contracts
Established Virtual 109k Al Study Tools
School provider Virtual US supported up to
with National enrolments* 11% increase in
presence passrates

+*Enrolments as of September 30,2025

FY25 Profit* Mix

VL13% ‘

Key Financials

Sales (m) / Underlying Growth+

£600
+4% _9o

£500  117%

1% +8%

£400

£300

£200

2021 2022 2023 2024 2025

Adjusted operating profit (m) / margin
13% 0%
£90 12%

9%
fe5 4%

£40

£15

2021 2022 2023 2024 2025

*Adjusted Operating Profit 34
+Sales and underlying growth are only for Virtual
Schools (excludes OPM, which we have since exited)



Virtual Learning (VL) (continued)

Main
Offerings

Partner
Schools

District
Partnerships

*Adjusted Operating Profit

Description

Provides state-wide, turnkey virtual school
solutions for public K12 studentsinthe US,
integrating courseware, platform technology,
instructional servicesand a

range of support services to deliver flexible, high-
quality online learning

Offers customisable virtual education solutions for
K-12 districts, focusing on smaller student cohorts
with a more disaggregated approach than Partner
Schools, ensuring access to quality, adaptable
remotelearning for

various needs

Sales Mix
(2025)

Cc.96%

c.3%

Underlying Sales
Growth (2025)

+8%

2026 Growth Drivers

Continuing to capture
growing demand for US
virtual schooling;

Further strengthening of our
marketing and enrolliment

capabilities;

Targeted school expansion

FY25 Profit* Mix

VL13% ‘

Core
Business Model

Services

35



FY25 Profit* Mix

VL13% ‘

Key Strengths Sales by Business Model

« Attractive market characteristics and growth dynamics, driven by the school choice
movementinthe U.S.

Virtual Learning (VL) (continued)

« Oneoftwo scaled providersinacomplex, regulated market

« Trustedbrand name

+ Bespoke bundled product/service offeringto operate a school

» Strongfocusonstudent outcomes, generally outperforming othervirtual school

W Services
operators
Key capabilities
v 6] & O &y 4§ & 2 = M
| s— — E
. School
: Student State Aligned Student/Teacher School Career Teacher  SPED : : :
VETEE Enrollment PEIEICIT Content AlTools Operations  Programme Hiring Support seadzmies g'grav?cmeasl
< Large scale end-to-end K-12 learning delivery >
Monetisation
R
Parent decision - State-funded per student enrolled 36

*Adjusted Operating Profit



Higher Education (HE)

Business Unit Overview

A marketleaderin providing world-class learning experiences in the
post-secondary segment, serving millions of students worldwide. Our
products are designed to manage a course end to end, tightly
integrated within Higher Education ecosystem.

Partner with thousands of expert authors to create learning materials
across many academic disciplines, with particular strengthin science,
technology, engineering and maths (STEM)

Continuedfocus on providing Al-powered learning experiences that
delivered measurable improvementsinlearning outcomes

We made significant progress expandinginto the fast growing Early
Careers space, establishing a dedicated direct sales force to deepen
and expand our relationships with US school administrators and
completedthe acquisition of eDynamic Learning - North America’s
largest provider of digital Career and Technical Education

c.10m Usage of our Al study

: : c.19% Inclusive toolsincreases the
H|gherEqu.cat|on Access growth likelihood of a
el inFY25 tudent becomi
subscriptions stdentbecoming
an activereader by
24x

FY25 Profit* Mix

HE15% ‘

Key Financials

Sales (m) / Underlying Growth

£900 _A%

_E0o _z0
£800 o7 3% 1% 2%

£700
£600

£500

2021 2022 2023 2024 2025

Adjusted operating profit (m) / margin
£100 12%  12% 10994
£90

£80 9%
gro o6%

£60
£50
£40

2021 2022 2023 2024 2025

Note: The enterprise focused business within Higher Education (IT Pro) has been transferred into
Enterprise Learning and Skills from January 2025. Comparative sales, adjusted operating profit,

and margin amounts have beenrestated for 2020, 2021, 2022, 2023, and 2024 toreflect the 37
move between operating segments.

*Adjusted Operating Profit



Higher Education (HE) (continued)

Sub-Business
Unit

US Higher
Education

International
Higher
Education

*Adjusted Operating Profit

Description

A marketleaderin providing world-class learning
experiencesinthe post-secondary and Early
Careers segments, with additional reach into K12

education through Honours, AP®, Dual Enrolment,

and Careerand T Technical Education (CTE)

Provides world-class learning experiencesin
international post-secondary education markets

Sales & Mix
(2025)

£0.67bn
(86%)

£0.11bn
(14%)

Underlying
Sales Growth
(2025)

+3%

-7%

FY25 Profit* Mix

HE15% ‘

2026 Growth Drivers

Product and platforminnovation,
pricing and Inclusive Accessiin
our core US courseware
business; Improvementin the K12
channel and building on our

Early Careers offerings

Emerging markets, digital
expansion, and content
localisation

Core
Business
Model

Software &
Print

Software &
Print

38



FY25 Profit* Mix

HE15% ‘

Key Strengths Sales by Business Model

Higher Education (HE) (continued)

« Deeplyintegratedinthe critical workflows & platforms that educatorsuse

« Datafrombillions of student engagements and submissions, and hundreds of thousands
of instances of instructorfeedback occurring on our platforms

« |Pexpertiseinhow peoplelearnand how to deliver evidence of learning outcomes with
formal educationinstitutions

« Large,onthe ground sales teams serving US Higher Ed, International Higher Ed, and US K-12 Software = Print
Key capabilities
.'_. ° 1,
-_—
S o M- = o @) =
Author Codified Pedagogica| Assessm_ent Embedded Delivery Student /Professor Wrap Around
Management Knowledge Expertise Capabilities Platform Value Add Tools Support
< Course Creation _»
Monetisation
s s
T
Professor/Faculty Decision Public School Districts &
Student purchased Private Schools 39
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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), by blending
pedagogical expertise in Englishlanguage educationwith
advancedtechnology

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

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

In 2025, in collaborationwith Enterprise Learning & Skills unit and
co-developedwith Microsoft, we launched Communication
Coach, whichis designed toimprove the communication ability
of both native English and non-native English speakers

SmartLesson
c.1B
Engli;h Generator saved c.l.Im
Language up to 45 minutes PTE volume
perlessonplan in2025

Learners Globally for educators

FY25 Profit* Mix

ELL8% \g

Key Financials

Sales (m) / Underlying Growth

£500
+30% +8% 1%

+24%
£300  117%
£200

£400

£100

£0
2022 2021 2023 2024 2025

Adjusted operating profit (m) / margin
£60
£50 1%

12% 127

£40
£30 6%

8%

£20
£10

£0

2021 2022 2023 2024 2025 40
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FY25 Profit* Mix

English Language Learning (ELL) (continued)

ELL8% \g

Sub-Business Unit Description 2026 Growth Drivers Core Business Model

Trusted brand providing secure, high-stakes

Englishlanguage testing for study applications

Pearson Test of English Expect PTE toreturnto growth on continued

(PTE) worldwide, and forvisa applications forwork and narket share aains and pricin Service
migrationin Australia, the UK, New Zealand, and 9 P 9
Canada
Refreshing our current Institutional product suite
: . , , and developing next-generation educational
Cateringto awiderange of learners, including Ping 9
. . . . products for
. thoseinenterprise (viaour Versant suite of tests), . . ,
Institutional L , . institutional and government partners, and Print & Software
schools/institutions (via proficiency assessments, , , ,
, supporting enterprise customers with advanced
courseware and the Wizard platform) . . . .
upskilling solutions; continued market share gains
and pricing
) Online English language learning tools, includin ,
Online 9 guad 9 g Al product enhancements & enterprise Software

Mondly by Pearson

41
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FY25 Profit* Mix

English Language Learning (ELL) (continued)

ELL8% \g

Key Strengths Sales by Business Model

«  Ownership of high stakes English assessment that meets high regulatory burden and
approval by Australian, Canadian, New Zealand, and UK governments

« Excellencein complex global operational delivery of high stakes English Assessment

« Expertiseinunderstanding how people bestlearn English and measuring theirexact

proficiency level against our proprietary Global Scale of English . .
W Services Software Print

Key capabilities
< . 1,
J e -
i € B @ @ a Py
dh
Pedagogical Language Student/Educator Assessment GlobalExam  Exam Protection English Proficiency ~ Candidate
Expertise  content Creation Value AddTools  Development Delivery & Security Assessment support
< Global end to end English assessment delivery* >
Monetisation
A il a zAa
!
Learner/Test taker Institution / Government Enterprise Schools & Language Tutors

42
*Adjusted Operating Profit

+*PTE delivery in partnership with Pearson Professional Assessment



Enterprise Learning & Skills (ELS)

Business Unit Overview

Provides career-focused qualifications and enterprise talent solutions
through Vocational Qualifications (VQ) and Enterprise Solutions, which
includes skilling content, assessments and digital credentialing

In 2025, we launched a global go-to-market approach, including a
Global Enterprise Sales team, supported by marketing and delivery,
securing 9 key strategic partnerships

We are seeingincreased demand to help our customers with market
development (e.g. training and certifying users of their
products/software) and training customer sales teams to drive
improved productivity

1in5
: As of 2025, more
working-age Over100m
L : than20m :
individuals in UK unique Credly
learners have .
holds Pearson badgesissued
BTEC earned the GED

FY25 Profit* Mix

FLS5% %
Key Financials

Sales (m) / Underlying Growth

+6%
£290 1% +6% 6

£270 +7%
£250

£230  +6%
£210
£190
£170
£150

2021 2022 2023 2024 2025

Adjusted operating profit (m) / margin
£50

23%
£40

£30

£20 5%
£10 2%

7%

£0
2021 2022 2023 2024 2025

Note: The enterprise focused business within Higher Education (IT Pro) has been transferredinto
Enterprise Learning and Skills from January 2025. Comparative sales, adjusted operating profit,

and margin amounts have beenrestated for 2020, 2021, 2022, 2023, and 2024 toreflect the 43
move between operating segments.

*Adjusted Operating Profit



Enterprise Learning & Skills (ELS) (continued)

Sub-Business Unit

Enterprise
Solutions

Vocational
Qualifications

*Adjusted Operating Profit

Description

Enterprise Solutions helps companies address
evolving talent needsin arapidly changing
economy, particularly as Al reshapes workforce
requirements. Through digital badges and
credentials, skills assessments, skills
intelligence and skilling content, we support
businessesin assessing skills gaps, planning
talent strategies, sourcing talent and delivering
skills development aligned to commercial
objectives.

Vocational Qualifications continues to be the
UK leaderin applied, career-focused
credentialsrootedinreal-world work scenarios,
with an additional presence in 58 markets
globally.

Underlying Sales
Growth (2025)

+6%

2026 Growth Drivers

Strategic account growth while
driving value from our existing
partners

International expansion

FY25 Profit* Mix

ELS 5% v

Core Business
Model

Software & Services

Services
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FY25 Profit* Mix

Enterprise Learning & Skills (ELS) (continued)

ELS 5% v

Key Strengths Sales by Business Model

« Ourcore strength of identifying, measuring, and verifying skills at scale enables
organizations to build adaptable and future-ready workforces

+ Globalenterprise salesteam selling products & solutions to enterprises from across Pearson
+  Ownership of trusted credentials and contentincluding BTECs in the UK and globally, and

GEDinthe US W Services © Software Print
Key capabilities
[ ¥ ¥ J
—
GE—

" g v B ~ w
Diagnose Skills Embed Measure & Verify Skills Credentialing CustomerSupport CustomerMarket SaIegTeam
& Talent Gaps Learning Assess Skills & Solutions Develop Training

Monetisation
Enterprise Institution / Government Learner/Test taker

45
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Investor Relations Contacts

Alex Steph
Shore Crinnegan
Investor Relations SeniorLead, Investor
Officer Relations
+44(0)7720 947 853 +44(0)7780 555 351

Please visit forthe Pearson|InvestorRelations website

ore-mailthelRteam at

Brennan

Matthews

SeniorLead, Investor
Relations

+1(332)238-8785

Eliza
Hardwick
Lead Specialist,
Investor Relations

+44(0) 7909532801
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. = Driving performance in the core business

Assessment
&
Qualifications

Virtual
Learning

PearsonProfessional Assessment: new contractwins
and strongrenewals

US Student Assessment: renewed and extended key

contractsincluding Maryland and others at later stage of

contract completion. McGraw Hill partnershipinto
adjacent market

Clinical Assessment: first statewide adoption, Revibe
innovation, pharma expansion

UK & International Qualifications: Ongoinginternational

expansion

Opened 2 new schools and secured all six contract
renewals

Launched new enrolment portal network wide
Improved marketing effectiveness

Enhanced career programmes and extended network
wide

2025 milestones 2026 priorities

Maintain strong competitive performance -
renewals and new wins

Adjacent market growth - including pharma,
formative, test prep and PDRI enterprise expansion

Continuedinternational expansion
Productinnovation and Al-enabled delivery

Continue expansion of the school network

Further operationalimprovements - marketing,
enrolment, retention and funding capture

Improved Al capabilities for students and teachers

Ongoing early career enhancements
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.‘Z Driving performance in the core business

Enterprise
Learning &
Skills

English
Language
Learning

Higher
Education

Established global enterprise sales team and key-account
structure

Secured strategic partnerships

New contract wins, including UK Ministry of Defence
apprenticeship delivery

Continuedinternational expansion, including vocational skilling in
SaudiArabia

Institutional strength, customerwins in LATAM and Asia
Strong operational performance in PTE driving share gains
Product expansion addressing new markets - PTE Express

Building enterprise momentum - including Communication Coach

eDynamic Learning acquisition and ongoing integration

Operationalisation of careerand college readiness K12 sales
coverage

Study Prep monetisation and scaled internationally
Ongoing platform simplification
Al tools driving improved learning outcomes

Monetise strategic partnerships
Strategic account growth
Develop solutions bundles forenterprise offerings

Continued productinnovation, including co-creation with
partners

Continued market-share growth
Adjacent market growth - including test prep
Improve go-to-market execution and channel effectiveness

Accelerate productinnovation forinstitutional and enterprise
customers

Support enterprise customers with English upskilling

Improve IA channel execution
Accelerate platform convergence
Ongoing Al-led productinnovation

Expand digital offerings internationally with content
localisation
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Power metrics definitions

Metric Definition

Renewals
(Scope: Pearson Professional Assessment & US Student Assessment)

Growth

(Scope: Pearson Professional Assessment & US Student Assessment)

Number of ‘Advanced’ tier customers

(Scope: All enterprises and non-education government bodies within
Assessment & Qualifications, English Language Learning and Enterprise
Learning & Skills)

Number of ‘Elite’ tier customers

(Scope: Allenterprises and non-education government bodies within
Assessment & Qualifications, English Language Learning and Enterprise
Learning & Skills)

Total value of contractsrenewed / (total value of contracts
renewed + lost). Contractsrenewed include wins and scope
increases from existing customers.

Average annual bookings for contracts with net new customers.

Number of enterprise customers with totalrecognised sales
across Pearson enterprise productsin the reportedyear of
between£2.5mand £10m.

Number of enterprise customers with totalrecognised
sales across Pearson enterprise productsinthereported
yearabove £10m.
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)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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