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Key takeaways from the 2026 CMD

During HgT’s recent capital markets day (CMD), Hg (HgT’s manager)
reiterated its confidence in the generational opportunity for software
companies arising from the rollout of agentic Al products. Hg’s Al
imperatives for each of its portfolio companies in 2026 include: 1) a
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Hg posted a strong ramp-up in terms of live Al projects across its portfolio from more
than 300 in 2024 to more than 1,600 Al projects as of Q126. Hg estimates (based
on a survey conducted among its holdings) that these projects represent a benefit of
¢ $260m of budgeted positive EBITDA from Al-supported initiatives as of end-2025,
although it may not immediately translate into higher aggregate portfolio earnings as
part of this surplus may be reinvested into further growth initiatives or offset by other
factors. Hg also highlighted that it reached 100 Al product builds to date (up from
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more than 10 in 2024), with ¢ 20% of portfolio companies now generating more than Analysts
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Raising its ‘skin in the game’

Ahead of HgT’s CMD, Hg announced a strategic investment programme aimed at
increasing the equity stake of Hg’s partners, employees and Hg’s balance sheet in
HgT from the current ¢ 6% to more than 15% over the medium term via on-market
purchases.
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Well-positioned for the agentic Al opportunity

Hg’s CMD strengthened the case that Al is becoming an operating capability across the portfolio rather than a thematic
overlay. The most attractive opportunity is not generic Al adoption, but the conversion of trusted, workflow-embedded
vertical software into Al-enabled systems of action. As highlighted in our previous , we believe that HgT is
well-placed to benefit from the Al augmentation of software products across its portfolio. Hg has developed an efficient
engine allowing for end-to-end Al product rollout within three months. Hg’s agenda, fuelled by more than $80m of
investments from its own balance sheet per year, is underpinned by Hg Catalyst, a dedicated Al product incubator with
more than 100 engineers, designers and product managers (20 in-house and more than 80 contractors), which is part of
a broader team of more than 150 Al value-creation experts. Hg's capabilities are aided by its multiple partnerships with
Al providers (eg Anthropic, Cognition, Forethought) in agentic coding and support, customer success, answer engine
optimisation, sales and chat. Hg's collaboration with Anthropic (initiated two years ago) now allows any of its portfolio
companies to access Anthropic’s products (Hg was also beta-testing some of them).

We believe Hg's portfolio companies are well-placed to become Al software winners in many of their vertical niches.
They are trusted providers of mission-critical software that typically represents a low proportion of customer spend,

but is deeply embedded in customers’ systems and underpinned by proprietary datasets, deterministic workflows and
extensive domain expertise. These features should matter in agentic Al, because enterprise customers require accuracy,
auditability, governance and workflow integration, not just access to a capable model. This is particularly relevant where
Al agents are deployed in areas such as finance, payroll, compliance, healthcare IT or legal and regulatory workflows,
where error tolerance is low.

We are encouraged that, according to Hg, ¢ 50% of revenues across its portfolio companies, and 70-85% for its top
companies, are already outcome-based rather than derived from traditional per-seat pricing. This should position the
portfolio well for a shift towards Al-driven pricing models. Outcomes are defined differently by company and may include,
for instance, the number of invoices processed, issues resolved or certifications confirmed or may be linked to specific
workflows that contribute to the final customer output. In principle, this model can allow customers to achieve cost
savings versus manual processing, while giving Hg’s portfolio companies scope to capture a greater share of value per
customer. Hg aims to reinforce this positioning through product personalisation at the user and organisational level,
combined with a structured approach to evaluating Al models as they improve over time (see Exhibit 2).

Some customers may still decide to build their own agentic workflows, use system integrators to build on top of existing
systems or connect general-purpose enterprise agents to their software platforms. Horizontal workflow platforms such
as ServiceNow also represent a potential competitive risk at the orchestration layer, particularly where larger customers
want a single enterprise-wide control plane for Al agents. We believe this risk is lower, though not absent, for small and
medium-sized enterprises, which form the core customer segment for many Hg portfolio companies and are less likely
to build bespoke Al workflows themselves. Hg’s head of research also noted that there is, so far, little evidence that Al-
native companies are capturing market share in deterministic workflows. That said, Hg’s companies will need to become
the trusted system of action within their vertical niches before horizontal platforms commoditise parts of the workflow.

Finally, it is important to stress that Al products developed across Hg'’s portfolio are model-agnostic and are designed
to match the model to the complexity of task in each process, a practice known as ‘model routing’. As a result,

these products rely mostly on open-source models and small language models, which allows users to optimise the
consumption of tokens, that is units of text that the model processes (80% of which is now attributable to these models
across Hg'’s portfolio). The CEO of Cognition, the provider of the coding agent Devin (which Hg also uses), recently
highlighted that for boilerplate work, companies can obtain a five to tenfold improvement in cost efficiency by using
models other than those offered by frontier Al labs. We consider model routing a prudent cost optimisation approach,
especially given that frontier labs will, at some stage, prioritise generating a satisfactory return on their massive
infrastructure investment. Models from frontier labs are also used across Hg’s portfolio and are likely to remain relevant
as long as they are at the forefront of agentic Al progress.
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Exhibit 2: Hg’s approach to building competitive advantage
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Ul Design the right interface

From embedded tool calls (MCP) to full system-of-action apps

Source: Company data

Significant internal buying and Hg’s new strategic commitment

Hg believes that the market materially undervalues HgT’s shares and its prospects. Hg's new strategic objective of
increasing its stake in HgT to more than 15% follows meaningful earlier internal buying of HgT’s shares in the year to
date, including investments of ¢ £20m by Hg partners and employees (who in aggregate have become the third-largest
portion of HgT’s shareholder register), purchases from all seven of HgT’s non-executive directors as well as £19m spent
on share buybacks initiated on 6 February 2026 (c 1.0% of share capital). Moreover, following a widening of HgT’s
discount to NAV, Valhalla Ventures (the investment vehicle of Preqin founders Mark O’Hare and Lindy O’Hare) built up a
stake of more than 9.0% in HgT earlier this year, which it further increased in recent days to ¢ 10.0%.

This is against a backdrop of rebounding prices across listed software equities, illustrated by the ¢ 35% rally in the
iShares Expanded Tech-Software Sector ETF between end-March 2026 and 1 June 2026, which was partly offset by

a subsequent fall amid weaker sentiment across the broader equities market (bringing the ETF’s year to date decline

to 13%). The rebound was supported by positive news flow from several constituents with an extensive Al agenda,
including ServiceNow, Datadog, Snowflake and AppLovin, among others. Another example of Al progress is Salesforce,
which delivered 3.8bn agentic work units (a measure of discrete tasks executed by Al agents) to its clients across
Agentforce and Slack, up 111% g-o-q. Near-term top-line growth forecasts for software companies remain robust at

a low double-digit percentage level for 2026, well ahead of the broader US public market average, while the software
premium in valuation multiples remains visibly below historical levels, according to Hg data (although we acknowledge
that the current subdued software valuations are primarily due to investor terminal value concerns).

We note the robust investor appetite for Hg's private funds, with the most recent vintages (Mercury 5, Genesis 11 and
Saturn 4) being oversubscribed and therefore reaching their respective hard caps (HgT’s share in total commitments
was ¢ 8% for the first two and ¢ 6% for the large-cap Saturn 4 fund). Meanwhile, HgT’s share price is broadly unchanged
since end-March 2026 and remains ¢ 24% below the end-2025 level, resulting in a wide 27% discount to NAV.

Hg is prioritising cash returns to investors over the next 12 months. HgT’s £112m exit proceeds to date consist of, among
others, the full exits of Intelerad (realisation proceeds of £52.2m, a more than 60% uplift to end-September 2025 carrying
value) and Geomatikk (expected proceeds of £20.4m, implying a slight uplift to end-December 2025 carrying value
despite being signed in the midst of the public market sell-off). We understand that the Al product roadmap of Intelerad
(as well as GTreasury, a company exited in December 2025 at a 97% uplift to carrying value) was a key diligence item
for the buyer (both companies were sold to strategic investors).
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No major debt maturities across the portfolio in 2026 and 2027

Hg also provided an update on the debt financing across its portfolio, which is particularly helpful in the context of the
recent worsening of investor sentiment across private credit markets driven by fears over Al disruption of software.
There is no substantial maturity wall in 2026 and 2027 across Hg'’s portfolio, as more than 75% of debt maturities were
extended to 2029 and beyond (see Exhibit 3). Hg maintains its active interest rate hedging strategy, with ¢ 75% of debt
by value being hedged as of March 2026. An average equity cushion of ¢ 70% remains ahead of the 48% average
across US and EMEA leveraged buyout markets, while weighted average net debt to EBITDA stands at 7.2x (with the
median leverage level at 6.1x) as of end-March 2026.

The feedback Hg received from top credit general partners for software deals is that they remain open to providing
financing but are focused on high-quality borrowers, especially in the large-cap space with a substantial equity
contribution. Interest rates/yields on software loans increased in 2026 year to date from ¢ 9.20% to ¢ 12.02% for US
dollar-denominated loans and from ¢ 6.35% to 8.34% for euro-denominated loans, according to Hg citing PitchBook
data as of 27 April 2026. Despite the tighter lending conditions, Hg completed several dividend recapitalisations and
refinancing transactions in late 2025 and in 2026 to date.

Exhibit 3: Maturity profile across Hg’s portfolio
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General disclaimer and copyright

This report has been commissioned by HgT and prepared and issued by Edison, in consideration of a fee payable by HgT. Edison Investment Research standard fees are £60,000 pa for the production and broad
dissemination of a detailed note (Outlook) following by regular (typically quarterly) update notes. Fees are paid upfront in cash without recourse. Edison may seek additional fees for the provision of roadshows and related
IR services for the client but does not get remunerated for any investment banking services. We never take payment in stock, options or warrants for any of our services.

Accuracy of content: All information used in the publication of this report has been compiled from publicly available sources that are believed to be reliable, however we do not guarantee the accuracy or completeness
of this report and have not sought for this information to be independently verified. Opinions contained in this report represent those of the research department of Edison at the time of publication. Forward-looking
information or statements in this report contain information that is based on assumptions, forecasts of future results, estimates of amounts not yet determinable, and therefore involve known and unknown risks,
uncertainties and other factors which may cause the actual results, performance or achievements of their subject matter to be materially different from current expectations.

Exclusion of Liability: To the fullest extent allowed by law, Edison shall not be liable for any direct, indirect or consequential losses, loss of profits, damages, costs or expenses incurred or suffered by you arising out or in
connection with the access to, use of or reliance on any information contained on this note.

No personalised advice: The information that we provide should not be construed in any manner whatsoever as, personalised advice. Also, the information provided by us should not be construed by any subscriber or
prospective subscriber as Edison’s solicitation to effect, or attempt to effect, any transaction in a security. The securities described in the report may not be eligible for sale in all jurisdictions or to certain categories of
investors.

Investment in securities mentioned: Edison has a restrictive policy relating to personal dealing and conflicts of interest. Edison Group does not conduct any investment business and, accordingly, does not itself hold any
positions in the securities mentioned in this report. However, the respective directors, officers, employees and contractors of Edison may have a position in any or related securities mentioned in this report, subject to
Edison's policies on personal dealing and conflicts of interest.

Copyright 2026 Edison Investment Research Limited (Edison).

Australia

Edison Investment Research Pty Ltd (Edison AU) is the Australian subsidiary of Edison. Edison AU is a Corporate Authorised Representative (1252501) of Crown Wealth Group Pty Ltd who holds an Australian Financial
Services Licence (Number: 494274). This research is issued in Australia by Edison AU and any access to it, is intended only for "wholesale clients" within the meaning of the Corporations Act 2001 of Australia. Any advice
given by Edison AU is general advice only and does not take into account your personal circumstances, needs or objectives. You should, before acting on this advice, consider the appropriateness of the advice, having
regard to your objectives, financial situation and needs. If our advice relates to the acquisition, or possible acquisition, of a particular financial product you should read any relevant Product Disclosure Statement or like
instrument.

New Zealand

The research in this document is intended for New Zealand resident professional financial advisers or brokers (for use in their roles as financial advisers or brokers) and habitual investors who are “wholesale clients” for
the purpose of the Financial Advisers Act 2008 (FAA) (as described in sections 5(c) (1)(a), (b) and (c) of the FAA). This is not a solicitation or inducement to buy, sell, subscribe, or underwrite any securities mentioned or
in the topic of this document. For the purpose of the FAA, the content of this report is of a general nature, is intended as a source of general information only and is not intended to constitute a recommendation or opinion
in relation to acquiring or disposing (including refraining from acquiring or disposing) of securities. The distribution of this document is not a “personalised service” and, to the extent that it contains any financial advice, is
intended only as a “class service” provided by Edison within the meaning of the FAA (i.e. without taking into account the particular financial situation or goals of any person). As such, it should not be relied upon in making
an investment decision.

United Kingdom

This document is prepared and provided by Edison for information purposes only and should not be construed as an offer or sol icitation for investment in any securities mentioned or in the topic of this document. A
marketing communication under FCA Rules, this document has not been prepared in accordance with the legal requirements designed to promote the independence of investment research and is not subject to any
prohibition on dealing ahead of the dissemination of investment research.

This Communication is being distributed in the United Kingdom and is directed only at (i) persons having professional experience in matters relating to investments, i.e. investment professionals within the meaning of
Article 19(5) of the Financial Services and Markets Act 2000 (Financial Promotion) Order 2005, as amended (the "FPQO") (ii) high net-worth companies, unincorporated associations or other bodies within the meaning
of Article 49 of the FPO and (iii) persons to whom it is otherwise lawful to distribute it. The investment or investment activity to which this document relates is available only to such persons. It is not intended that this
document be distributed or passed on, directly or indirectly, to any other class of persons and in any event and under no circumstances should persons of any other description rely on or act upon the contents of this
document.

This Communication is being supplied to you solely for your information and may not be reproduced by, further distributed to or published in whole or in part by, any other person.

United States

Edison relies upon the "publishers' exclusion” from the definition of investment adviser under Section 202(a)(11) of the Investment Advisers Act of 1940 and corresponding state securities laws. This report is a bona fide
publication of general and regular circulation offering impersonal investment-related advice, not tailored to a specific investment portfolio or the needs of current and/or prospective subscribers. As such, Edison does not
offer or provide personal advice and the research provided is for informational purposes only. No mention of a particular security in this report constitutes a recommendation to buy, sell or hold that or any security, or that
any particular security, portfolio of securities, transaction or investment strategy is suitable for any specific person.
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