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| Caution statement

No representations or warranties, express orimplied
are givenin,orinrespect of, this presentation orany

furtherinformation supplied.

Inno circumstances, to the fullest extent permitted
by law, will the Company, orany of itsrespective
subsidiaries, shareholders, affiliates,
representatives, partners, directors, officers,
employees, advisers or agents (collectively "the
Relevant Parties”) be responsible orliable forany
direct, indirect oron sequentialloss orloss of profit
arising from the use of this presentation, its
contents (including the management presentations
and details on the market), its omissions, reliance on
the information contained herein, or on opinions
communicated inrelation thereto or otherwise
arising in connection therewith.

The presentationis supplied as a guide only, has not
beenindependently verified and does not purport
to contain all the information that you may require.

This presentation may contain forward-looking
statements that are based on current expectations or
beliefs, as well as assumptions about future events.

Although we believe our expectations, beliefs and
assumptions are reasonable, reliance should not be
placed on any such statements because, by theirvery
nature, they are subject to known and unknown risks and
uncertainties and can be affected by other factors that
could cause actual results, and our plans and objectives,
to differ materially from those expressed orimplied in
the forward-looking statements.

You are cautioned not to place undue reliance on any
forward-looking statements, which speak only as of the
date hereof.

The Company undertakes no obligation to revise
or update any forward-looking statement
contained within this presentation, regardless of
whether those statements are affected as a
result of new information, further events or
otherwise.

This presentation, including this disclaimer, shall
be governed by and construedinaccordance
with English law and any claims or disputes,
whether contractual ornon-contractual, arising
out of, orin connection with, this presentation,
including this disclaimer, shall be subject to the
exclusive jurisdiction of the English Courts.

Results presentedinaccordance with US GAAP
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|Continued delivery from the market leader

The biggest and
Most extensive
network and
coverageinthe
market

Over 228,000
roomsinthe
pipeline!

TAs at 30 September2025

Over I million
rooms open

4,454 open
centres across
121 countries!
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Undisputed winner in the
flexible workspace

e WG has strongly accelerated the number of buildings under
management since starting to scale Managed & Franchise

e Competitors have lost their 2019 momentum and are losing
market share

e [WG'sunique scale and network means IWG will consolidate its
undisputed position in the flexible office space

IWG
/X 1,352

more locations than

centresinpipeline to
the largest consolidate further
competitor IWG position

Source: ' Including top 4 competitors in the space (WeWork, Industrious, Servcorp, The Office Group), based on
company website, press releases, annual filings

Numbers of centres under
management

WeWork
bankruptcy

\ﬁ

IWG’s Managed
& Franchised
scaleup

Competitors!

H1-22

H2-22 H1-23 H2-23

H1-24

—|WG

H2-24 H1-25

- Competitors

Medium term
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Substantial and capital-light
portiolio

Significant coverage and network growthin
line with strategy

33%

0
Locations 50%

including

Managed & =
pipeline

Franchised

5786

3989

Locations

3345 3514

14%

FY 2022A FY 2023A FY 2024A Today’s Footprint incl. FY 2030E
Pipeline'
. Managed & Franchised . Company owned

1As of 30 September 2025, IWG totals 5,786 locations, of which 1,352 are in the unopened pipeline
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| Extensive portfolio reach

To best segment and cover the market

IWG's breadth of brand
portfolio maximises the
attractiveness to all end
customers by seeking to

Je |
Regus” @® SPACES. m Signature

capture all relevant » -
price-points and end > clubfouse ‘@ Openoffice COPERNICO yoo
BASEPOINT CENTRAL i
markets
Smartiabs® sfop@uwork 'HE:&%M Nol8
Instant EasyOFffices worka (o coworker

yta.se -}::::-coworklntel officespace 1 upsuite mcowonkmﬁmsmms

a worka website



| A changing business

(O NG RIS ONIN \S Ry

Investor Day - December 2025

WG will look more like the hotel groups...

Franchising model revolutionised the hotel
industry

» enabledfasterscaling

e substantial incremental free cash flow
generation

 allows for exceptional shareholderreturns

With the benefits of
» stronger megatrends
» Total addressable market of $2tn¢

TTM 10 30/09/2025; Includes management, royalty and intellectual property fees
12Mto 31/12/24; includes cost reimbursement revenue

Includes revenue fromservices to owners

FCF conversion and % of revenues from M&F assume $1bn adjusted EBITDA
EV/EBITDAFY26 multiple as per FactSeton 2/12/2025

IWG Market Analysis, 2023

IWG

Q00

Hilton

Narriott

INTERNATIONAL

International
Workplace
Group

2025 %
Revenues M&F

2025 FCF from
Adj EBITDA

EV/EBITDA
FY26°
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| ...and better

Bigger than

. Longerterm .
Supportive the next 10 In —
contractead

megatrends the market

revenue

combined
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| But trades at a significant discount

25X
| Hilton
v INTERMATIOMAL
Ne)
E 15X
5 . IH-
/A
E InterContinental Hotels Group
=
E 10X
5X
International
Workplace
Group
(0):¢
30% 35% 40% 45% 50% 55% 60% 65%

2025 FCF from Adj EBITDA

NB: Bubble size indicates % 2025 Revenues M&F

Source — Company filings and reports. Revenues including management, royalty and intellectual property fees.
IWG statistics for FCF conversion and % of revenues from M&F assume $1bn adjusted EBITDA

EV/EBITDA multiples as per FactSet on 10/11/2025
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| Customer revenue drivers

11

Customer pyramid

85% Enterprise
Fortune
Smart Increasing speed and reliability 500!
growth of new market entry
- 30% of corporate portfolios will big%gscs)gs SMEs
Flexibility comprise flexible workspace by 20307

- 83% of CEOs already enable teamsto
Agility work from multiple locations3

9 million connected devices Individuals

red Flexible working canreduce
educe organizations’ real estate costs

costs by 55%4

Potential to support cross-sell opportunities

1As of 30t June 2025

2 JLL, Future of Work, 2020

3|WG’s 2026 State of the US C-Suite report
4 |WG, June 2025
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| Supportive mega-trends

Capex to opex
Lower costs and higher productivity
Platform working

Flexibility

Real estate valuations
moving toward cashflow vs NAV

QO O0O000O

Technology
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| An accelerating flywheel

Platform network and coverage

« Everynewlocation strengthens
customerreach and partner
attraction

 Network effectsreinforce scale
advantages and improve profitability

Scale benefits

« |WG's expansive network leverages
shared systems, procurement, and
brand power

« Scale strengthens margins,
enhances bargaining power, and
supports global customers

Lower costs

« Scale benefits allow bettervalue
capex for Partners and more
competitive fees to Customers

Customer
benefits

Partner
benefits

Bigger platform
& coverage

Higher
revenue,
lower
costs

Lower
costs

More
effective
marketing

Economies
of scale

FCF
generation

Shareholder
returns

13
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| Why partners choose us

Scale and track-record

Revenue

Sales and marketing
Customer network

Platform

Support

Operations

Supply chainandlogistics
Economies of scale
Operating platform

Technology

OO0

14

Net returns

Increased revenue

| ower costs

Real estate valuations
moving from FCF to NAV
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| Conclusion

* WG has continued to deliver
onits strategy

» Strategic pace settoincrease
* FOcus on cash generation

e Sensible investment

* D&PS integration

* No change to core strategy

« Confident on outlook




Thomas Sinclair

Managed & Franchise
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| Opportunity and strategy unchanged

& s2tnTam

Global market leader

Partner of choice

Building the network

- B

A

O 0O 0 O

Investing for growth

—_—
e;fwu ey

BT I T e




Investor Day - December 2025

| We are delivering

Accelerated growth underpins FCF generation and shareholder returns

2023 2024 2025
Locations Locations Recurring
SIGNED OPENED FEES

+100% +100% +100%

18
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| Brands & Formats

1brand

1 format
1 location
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| Brands & Formats

Je
Regus” @® SPACES. m Signature

Today :

. roemor SroF)@w?Qi No 13 .~ Openoffice
Multi-brand o
Multi-format COPERNICO

CCCCCCC
WWWWWWW

Growing networks
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| Brands & Formats

Future

More brands

More formats
Broader networks
Bigger opportunity

2]

Je
Regus” @® SPACES. m Signature

BASE-POINT Srop@wqg;‘!i NO 18 .~ OpenOﬁ:ice
COPERNICO @z/} yoo OO
THE do
CLUBHOUSE  jobbrrbox 5;%::5’ SmartLabs
(G

ENGINEERING medical Mgpla@ Finance

BECENTRE centre® CENTRE Centre

O
@D

Eo
e
B
Seh
]
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| Operational Real Estate

Customers Owners

want flexibility
and agile solutions

wantincome
and amenities

+1,210%9 \. Premium

On-demand Spoke use cases! Cash Flow Eg

iR il bl e

+80% M  112%

Dedicated Hub use cases! o Higher demand for buildings
ARRR with amenities?

-25% B Valuation

Fixed Footprint?

Source:1.2021-25 LiquidSpace Marketplace; 2. CBRE
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23

| IWG Managed & Franchised value proposition

D AEERN
@

—_—_—J

Distribution Add-on Marketplace
services

More
revenue

G2 S

Team Experience End-to-end
platform

~~

Less
cost
Network
&
Scale
Outsourced II;Iigher
eturn

~_ ~

L B3
I / \
gu% \fztr/ e

)

Platform  Buyingpower Supplychain

B

Best ROI Premium Amenity &
income Asset Value
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| Managed & Franchised: Model

Customers

Network
Distribution

Suppliers

Global platform
Scale economies

IW

Platform

Management Fee

]

International
Workplace
Group

Drive revenue
Control costs

Reporting

Landlords
& Investors

Asset/Portfolio

Cash flow

‘ 8

Premium Income
Amenity
Valuation

24
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| Managed & Franchised Flywheel

Scale, network and best economics now driving virtuous circle of growth

Broadest

Account Network

Growth

Scale_
New Economies
Partners
Best Best
Returns Distribution

Cost . Maximum
Leadership Revenues

Premium
Income

Fees

25
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| Investing for Network Growth

Ongoing and accelerated investment in our Managed & Franchise programme

Sales Team

« Salesresource

 Managementstructures
e -
« Partnersupport

H1 2024 H2 2024 H1 2025

FTES
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| Delivering Growth: New lL.ocations Signed

Our investment has driven a meaningful acceleration in Signatures

New Locations Signed (10 Yrs)

Signatures +43% YoY
(3Q)

Delivering ahead

of plan
Improved breadth of
o l I I

Ann.

Fees

27
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| Delivering Growth: New lL.ocations Signed

Our investment has driven a meaningful acceleration in Signatures

New Locations Signed (10 Yrs)

Signatures +43% YoY

(3Q)
482
. . signings
Delivering ahead S
of plan
Improved breadth of
performance l I I

Ann.

Fees

28
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| Delivering Growth: New lL.ocations Signed

Our investment has driven a meaningful acceleration in Signatures

>1,500

runrate

New Locations Signed (10 Yrs)

Signatures +43% YoY

(3Q)
482
. . signings
Delivering ahead S
of plan
Improved breadth of
performance l I I

Ann.
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| Delivering Growth: New lL.ocations Signed

Our investment has driven a meaningful acceleration in Signatures

New Locations Signed (2022- 25)

Signatures +43% YoY

222222222222222

(3Q)

Delivering ahead

of plan

Improved breadth of
performance

Fees

30
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Delivering Growth: New Locations Opened

Signhatures now converting into capital-lite openings

New Locations Opened, 10 Year View

Openings + 41% YoY (3Q)

Delivering ahead
of plan

Strong pipeline
- I I I I
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New Locations Opened, 10 Year View

Openings + 41% YoY (3Q)

314

Delivering ahead

openings
of plan J

Delivering Growth: New Locations Opened
Strong pipeline

Signhatures now converting into capital-lite openings
- I I I I I I
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Delivering Growth: New Locations Opened

Signatures now converting into capital-lite openings >1,000

runrate
Strong pipeline I I

New Locations Opened, 10 Year View

Openings + 41% YoY (3Q)

314

Delivering ahead

openings
of plan e

2016 2017 2018 2019 2020 2021 2022 2023
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New Locations Opened, 10 Year View

Openings + 41% YoY (3Q)

Delivering ahead
of plan

Delivering Growth: New Locations Opened
Strong pipeline

Signhatures now converting into capital-lite openings
- I I I I I I
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Delivering Growth: New Locations Opened
Strong pipeline

Signhatures now converting into capital-lite openings
- I I I I I I

New Locations Opened, 10 Year View

Openings + 41% YoY (3Q)

Delivering ahead
of plan
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Delivering Growth: New Locations Opened

Signhatures now converting into capital-lite openings

New Locations Opened, 2022-25

Openings + 41% YoY (3Q)

Delivering ahead
of plan

Strong pipeline
into 2026

222222222222222
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| Delivering Growth: New Location 'Irading

New locations trading up in-line with expectations

New Centre Fill Curve

Product/market fit
Network and scale

Platform, experience
and know-how

Fees

37
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| Delivering Growth: New Location 'Irading

New locations trading up in-line with expectations

RevPAR

Product/market fit L

Network and scale

Platform, experience
and know-how
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| Delivering Growth: Fee Income

Signatures > Openings > Feelncome as we delivery on the strategy

Managed System Revenue ($m)

* Revenuedriven by Openings +

Trading Performance : 104%
70 CAGR
« Mid-teensdrop-thoughto
Management Fees .
« Continueto add additional . . i
fee streams
Recurring Management Fees Total Managed & Franchised Fees

CAGR

Signatures > Openlngs

8
6
4
| . .
0
Q1 Q2 Q3 Q4
2024
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| Diverse partner base

Accelerating growth of multi-site and institutional partners

>80% <20%

of partners own Multi-site partners
multiple buildings

Cc25%

Institutional

40
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Case Study: IKurope

Asset Manager, €500bn AUM

12 open WG locations across 4 brands

Adding multiple locations p.a.

AR !m ;
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Case Study: USA

Investment Manager, 33m sqgft under management
13 IWG locations across 4 brands

Multiple new opportunitiesin flight

42
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Case Study: Furope

Insurance company, €£€55on AUM
Regeneration of aniconic shopping mall

IWG managing 135k sgft including multiple
amenities
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Company Owned growth

Continue to see opportunities to add selective Company Owned assets on attractive terms

Strategic assets
Limited risk

Minimal capital deployed
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| Conclusion

Network growth strategy unchanged
Opportunity continues to grow
We are delivering as planned

Further investment now driving accelerated growth

Fee income and FCF will continue to grow
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Andre Sharpe

Chief Innovation Officer

International
Workplace
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| Locations deliver breadth. Product delivers depth.

Occupancy x price

Grow locations. Grow occupancy. Grow share of wallet

_—
(e O °]

Share of
wallet

47



Investor Day - December 2025

| Locations deliver breadth. Product delivers depth.

Occupancy x price

Grow locations. Grow occupancy. Grow share of wallet

H# of locations

Additional
value

Product

_—
(e O °]

Share of
wallet

48



| What we do specifically

Create a smarter way towork for everyone

s

Product
development

Product
management

Service
development

Virtual service
delivery

Partnerships

Digital
platform

AppPS
Websites
APIls

A.l

 Products: formats and

solutions clients buy

« Services: everything

that wraps around them

 Digital platform: how

those products are
discovered, delivered
and optimised at scale
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| How we deliver

We create, test, package and launch new products and services into the platform of work

Features
Benefits
Packages

Client needs
Market insights

|deation Design

Release

Test

il Go to market
Refine
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We deliver the proposition & digital platform for

two main groups

Property owners

Private - Family offices -
Institutional landlords

Hines Brookfield .aDeka

JPMORGAN .‘

CHASE&CO.  pvrva INGKA

,-g- TISHMAN SPEYER Pearl & Coutts

# *
¥ Cominar

Clients

Individuals - SME - Enterprise

-
Bloomberg accenture HALZ=ON

EY
=3,
39
PRUDENTIAL

o]
[e]
S.n
o
o]
g
il
Tl

Forlandlords, our
productised platformis
helping to accelerate the
build-out of the national
and local networks.

We’ve more than tripled the
range of solutions we can
sell, so our salesteams can
win more new clients and
grow share of wallet with
existing ones.

51
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| Our proposition for clients

We have tripled the range of products, services and tools we offerto

clientsinthe last year

nnnnnnnnnnnnnnnnnnn

I A wide range of workspace products and
services

tttttttttttttttttttttttttttttttttttttttttt
= Conferencerooms = Internationalvirtual infrastructure
= Zoom/Teamsrooms = Materials and supplies bases

* Salesteams = Auditoriums

= Back-office teams = Eventspaces - patios; rooftops

* Hybridteams = Traini

oooooooooooooooooooooooooooooooooooooooooooo
* Flexspace-individuals = Securedocumentrooms

= Flexspace = Podcast studios
ffffffff

= Flexvalue suites

= Largeteam = Medical suites
oooooooooooooooooo

h Enterprise Solutions

Workspace services, strategy
tools & insights

ol R

Management & usertools  Booking platform Consulting services Support services

= Accountdashboard = Digitalbook & pay capability = Help mitigating too much space? = Managed T platform
= Management dashboard & controls = 10,000 locations to book = Supportmoving to hybrid = Virtual phone/ comms platform
= Custom-branded app = Addyourownworkspaces/ buildings = Fixedtoflex = Print platform
= FlexPortfolio Management = Fullusagereporting suite = Costreduction programmes = Post & courierinfrastructure
= Full control on who books what = Sustainability and Carbon = Consumables supply services
reduction = On/Off boarding services
= Procurement strate ay = Disasterrecove ry

= Takemy space off balance sheet

52

Our focus:

Solving the full set of
challenges that client’s face

More specialised formats
and functional space

Outsourced large-team
solutions

Advanced real-time data
and insight

Advisory services and
productivity tools

We now have a solution for almost every hybrid work use case, from a single freelancer to a global

enterprise
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Our digital platiorm for clients

Je
Regus O, Searchforalocation

Sssas oo
] [} 59

& & b EE =

Office Space Cowaorking Virtual Offices Meeting Rooms Business Address Telephone Answering Event Space Private Offices Medical & Weliness

Ofﬁc{esspa"ce»;ygur

P

Virtual Offices Meating rooms

We use cookies to ensure we give you the best experience on our website. Read our cookie policy

HQ € Products ¥ Solutions Q_ Explore & Account Re 44203376 7786
a

3 13 mn N @ * B

Office Spaces For Individuals Office Spaces for Teams Coworking Desks Virtual Office Packages Meeting Rooms Office Spaces for Large Teams Business Address

« >

Let's Find The Right
Workspace For You.

Offices, coworking spaces, virtual offices and meeting rooms
designed for you, your team and your entire business.

Hi, 'm an Al with extensive experience
= in helping professionals find the
perfect way to work...

. How can | assi

ABOUT HQ

What Makes Us Different

® SPACES. Find a location Products and Services Community About Contact

@ +44 800 279 7132

INSPIRING
WORKSPACES FOR
BUSINESSES OF
ANY SIZE.

Join a thriving community of professionals
and get to work in offices, coworking spaces
and meeting rooms in over 669 locations
around the globe.

4 Nearby

Show all locations >

Let’s start setting up your office

London, King’s Cross St. Pancras

!

r.c T ATARTED

Wi weap ko 12 I vear e e snd dotver peran s contens Consies Bpilcy

Show all locations

London, King's Cress Se Pancres

Enquire now

= D

LONDON. The Oubhouse. St L

English [United Kingoom)

S w Typw Avsabdiry

WM“

The Grocohouse

Meeting Room )

YIS | AGRET
Procend o Bowh g
= =t §
. — Qe | — ~, B
< >

27 digital properties

3 million monthly visitors

80,000 monthly downloads

Re‘é'us @ @

wi  Hello Mac!

Welcome!
Fnd your Perfoct Wearkapace ‘

Prexce Sonsamns tov Dvery Tese

* .

FIND WORKSPACE

J

Greater London, € natand United Kingdox
Upcoming
bookings

There are no upcoming

bookings

Moot rvy Soorrs

BOOKING

Team Bookings
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| Our digital platform for clients

« Oneplatform, many entry points

WORKSPACES FOR
BUSINESSES OF

S - « Single gateway to search, book,
ke E access and manage workspace

» APllayerlets brokers, partners and
enterprises integrate directly

» Al optimise inventory, pricing and
client experience across the network

* And enterprise controls and insights
give large clients dashboards to

Let's Find The Right

- ;s _. wam
Workspace For You e manage teams, spend and usage
. - | to e
Offices, coworking spaces, virtual offices and meeting rooms Z{ v o < - g , g
designed for you, your team and your entire business % ey L tondon, King’s Cross St. Pancras EUS
g >
£ C o ‘ ‘ | | | |y

m——— - S . Deliver any workspace, any service,
anywhereinthe world - in seconds.
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| Our proposition for landlords

« Advisory: using data and operating experience to
advise property owners

« Certification services for occupant wellbeing,
sustainability, operational excellence - which drives
demand and pricing.

Lt
'” Jé&L \ Vi

« Portfolio of workspace products: from office and
managed suites to members’ clubs, science labs,
medical suites, maker and workshop space, cafés,
wellness and gyms.

« Aplatform that transforms spaceinto a diversified,
iIn-demand product, helping partners unlock value from
day one and buildlong-termresilience into their assets

Turning buildings into higher-value, higher-performing
products.
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| Our digital platform for landlords

On Demand:

Real-timeinsight into who's searching,
forwhat, and which products are
resonating - a live pulse on market
Srotusers | = |~ demand.

Booking external workspaces

On Market Insights:

Benchmarking against city, region and
global network - what formats sell,
where utilisationis strongest, and what
would unlock the next step of value.

On Revenue:
‘ Bookings, spend and occupancy
! “O\ across every product in the building -
L | today, this week, thismonth -and a
Visibility Control Insights clearview of where uplift will come

from.
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| Proposition: More products and services to

COINC

New Membership
packages

New Service bundles
New On demand

New market presence
packages

New office range
New outsourced formats

New functional and
speciality spacerange

.‘

WEERING
ICNTRE

Yy

. B

IWG ’ Made

0l coworker

rof
nawe  Brattle Cam®

e L

RETHINKIN

Regus e,
' Med;
yao No 18 . eht\x%é) \\
THE ;
@ Openoffice ~ MEDIA®

CENTRE

Incendium

RETHINKING REAL ESTATE

e =

&
&
&
&

Own digital
platform

Digital channel
partners

Direct sales teams
to clients

Strateqic partners
andresellers network
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Proposition
Client Benetfits at scale

Eco-system of curated partners to deliver best in market offer to clients

Travel services Insurance Gifting Health & Wellness
Sl Hertz ? ﬁé EGYM
Englne e t wellhub
Operational Supplies Business Services Technology

CINTAS, /20D M @ sione Lenovo. T Mobile
) VARISOURCE
Trusted
M Staples. Xerox ngs?atlgﬁs deel ﬁ
Cardlnus
Risk Management cardonet

Hardware

PRO
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| Al

Pricing optimisation

Sales acceleration

Marketing

&
@

Client service

QL

N

kT

Platform engineering

h

@ Business intelligence

Staff productivity

S

Decision support
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‘ We have the critical pillars in place

—

A
A o}

Team, structure
& capabilities Strategy Proposition Technology

Modern, API-first,

Operating model A clear, coherent A productised : .
with the leadership, olan forwhat we’re olatform for clients, ata-rich stack that
skills and processes building, whoit’s for, landlords and supports a
to deliver at global and how it grows the partners, providing multi-brand,
scale; portfolio; scalability multi-product,

multi-partner world
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| Conclusion

A e

Our proposition Network s Our digital
has tripledin continuing to platform s
scale grow delivering




Fatima Koning

Chief Commercial Officer
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| Commercial focus remains sharp

&

Revenue

Grow Drive Grow share of Accelerate
demand conversion wallet enterprise
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| The Commercial engine in place

@ AN
strategy & market Digital Marketing
planning

%@3
04 s 4l
1 | | Q E@ i
| Performance Sales

Analytics  Performance Sales Sales

&insights management Enablement Execution
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| We’ve made progress since 2023

More More sales
demand volume

Higher sales force
effectiveness

65
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| We’ve made progress since 2023

Brand sentiment

New clients

People excellence

’ t TrUStpiIOt ONBOARDING
PROGRAMME
2025 OF THE YEAR

2023

lr

A

GOLD WINNER
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| Why we are winning

National & local networks

Effective marketing

el
N R N
n
a
.'1
& \
& \ N

24/T sales

. 4

k
f

7 / g '

{ N~ l

i\

NG

P ‘
4 J
g
'

Proposition & range

Local market strategy

6/
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| Proposition & range

Workspace

strategy tools
and Insights

Booking
platform

Consultancy
services

/

Real time
insights &
reporting

|

|

&
\

Support
services

B &

platform for
smarter
working

N
S ®

Access afull
officesrange

Meet, confer
& collaborate

Build
Eg specialised

spaces

Create and grow a
market presence

68

Awiderange
of workspace

products,
solutions and
services
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| Proposition & range

Enterprise Solutions

services

Functional packages

Exec and VIP platform
Ontheroadteams
WFH teams

Sales teams
Back-office teams
Hybrid teams

Office-based solutions

= Office ondemand
= Flexspace -individuals

= Flexspace
forteams

= Flexvalue
hubs

Large team
out-sourced formats

Meet, confer & collaborate  Building market presence

I A wide range of workspace products and

/7 /

Meetingrooms = National virtual infrastructure
Conferencerooms = |nternational virtual infrastructure

= Zoom/Teamsrooms = Materials and supplies bases

Auditoriums = Contactand comms services
Event spaces - patios: rooftops
Training rooms

Specialty spaces Outsourcing solutions

Demonstration/ show rooms = Staffed sales offices

= Securedocumentrooms = Staffedrep office

Podcast studios

Wellness
suites

Waiting rooms
Medical suites

69
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| Proposition & range

Enterprise Solutions

'Workspace services, strategy
tools & insights

Management & user tools

Account dashboard

Management dashboard & controls
Custom-branded app

Flex Portfolio Management

Booking platform

Digital book & pay capability

10,000 locations to book

Add your own workspaces/ buildings
Fullusage reporting suite

Full control on who books what

- ——

Consulting services

Help mitigating too much space?
Support moving to hybrid

Fixed to flex

Cost reduction programmes

Sustainability and Carbon
reduction

Procurement strategy
Take my space off balance sheet

Support services

Managed IT platform

Virtual phone/ comms platform
Print platform

Post & courierinfrastructure
Consumables supply services
On/Off boarding services
Disasterrecovery

/70
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| The marketing is more effective

Simple & Seamless &
effortless on-demand

Familiar
& valued

LN X X X

/1

International
Workplace
Group

Local

Relevant for everyone
Valued

Effortless

Ondemand, anytime,
anywhere

Convenient for
everyone
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| Local market strategy
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| 24/7 sales engine

space For You.

ing spaces, virtual offices and meeting rooms
Dr you, your team and your entire business.

N .

®-®

24/7, Follow On-demand
Sales force .
the Sun salesjourney

ABOUT HQ . » Hi, I'm an Al with extensive experience

%’ in helping professionals find the
Makes Us Different

perfect way to work...
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| It’s working

$

Individuals

1of total client base

Ontheroad

D

Small Medium
Enterprises

¢ )
Y

: wle 2% e 3
¥ if iy
W
i ¢
o P2
.

47% of base

Office

Collaborative

LOD

O O
(Y A

Enterprise

18% of base

Hybrid

84%

Use multiple
products!

30%

Use multiple
locations!
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Were a partner of choice for
Individuals

l 1‘__ )
‘ : ‘Ei
- l.‘.; 4

i | ~ S
Hana Ostapchuk, " How has Spaces leveled B =|=- eadquarters
Hey Hana Design pyourworkﬂow? =1
USA
[@l

RS Professional base

« Consultant

« Business address

« Network access =
E/% Brand identity

oIl

 Meetingroomson
demand

s

Pl 7 I
= J-" T f ==

INg her hs changed 2 =

« Officesondemanad

17— Support system




Were a partner of choice for

SME.s

Kyle Walters,
Uprise Solar,
USA

i Infrastructure

e« Salesteam

? m. What's the best part of flexwork? ‘

» Dedicated workspace S A e

o  Growthenabler

g =

e Network access

» Flex Coworking

- Meetingrooms on Agility enabler

demand
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We’re a partner of choice for large
enterprise

Simon Walter, Real Estate
Leader, Nokia

« Company wide
programme

» Accessplan
* Hubs

/7

Platform of work

Employee job
satisfaction &
productivity

Cost saving

Capexlight
operating mode|

Insights
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| It’s working

2023

49

Hubs

20

Countries

kyndryl

/8
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| It’s working kyndryl

2023 2025

49 375

Hulos Hulos

20 24

Countries Countries
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| It’s working ciena

2023

50 i

Hubs ®
3 ° o‘:. ..:3
8 o% o o’ ® )
20 . e
Y o
Countries ® ° ’ 3, ¢
®e
o8
@ ‘.
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| It’s working ciena

2023 2025

50 230

Hulos Hulos

20 30

Countries Countries
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| Conclusion

National

Team, talent, & local Proposition Technology Marketing
capabillities e strategy
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Jell Doughman

Chief Executive Officer
North America
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| The total growth opportunity

End state - covering every county/city down to 5K population

()
T

International
Workplace
Group

15,000 15,000 18,300
locations centers locations
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|'The North American business today

System Wide Revenue of

$1.5b

> mlil] *

Contribution

Total Cost In Check
Flatin 2025

Costsin Check Even With
Additional Spend on Growth
and Marketing

$30M in Fee Revenue' and

Building

Exit 2025 with 2k locations

11

Strong Pipeline Going Into 2026
With Signed Deals in Development

Doubled YoY
Will More Than
Doublein2026

Overall Strong Growth & Scale

Fly Wheel Engaged

® GoodCostManagement
& Continued Margin Expansion
& Strong Senior Leadership Team

1. Run

86

-rateexit 2025
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|Overhead as an investment

Core overhead down — managing all costs
tightly

« Supply chainmanagement - leveraging scale anad
efficiencies

« Leverage technology and centralizationto manage
states/cities/clusters more effectively

« My Requs- clientapp
« Supportcenters
« Centralized procurement

Free up capital to make continued
investments in

- Marketing
« Estate

Engrained discipline to keep costs low
while maximizing revenue generation

Where would you like to
work Lindsey?

Find workspace

Business Savings

Instant access to Tech savings
major discounts program

m M
M “

Start saving >25% for your
business today!

Find out more

8 (=]
Tk ACToVNT

TX, Dallas Downtown - Highland
Park Place

Past Bookings View all »

=

Find workspace
] i
. ) oo o'
A, Y )
‘\ MARCH LAV XA (ss /

87

Where would you like to
work Lindsey?

Book a meeting Book a coworking
room desk

Book an office space Book a training room
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| Efficient region/state/city management

Region State City

. . . . State Vice President City Manager
R - E tive Vice President
eg'“”f‘dog‘fcg‘o';ec ;Efersr)es' e (75 — 100 Centers) (Running 4-6 Centers)
State VF State VF Area Manager Deputy City
75 - 100 Cent 75 - 100 Cent -
( enters) ( enters) (20 - 25 Centers) Community Manager Community
Area Managers Area Managers Associate Associate
4to 5 4tod
State VP State VP ((:ﬂ f*gaﬂageri i:ea Sales - ] - ]
-6 Centers anagers ommunity ommunity
(75 - 100 Centers) (75 - 100 Centers) Associate Associate
Area Managers Area Managers
4tod 4tod : :
Deputy City Community |
State VP Manager Associates CAommgnlty
i ssociate
(75 - 100 Centers) ,~
—— North ﬂ.r" ME
rea Managers .1 )
4105 Reglon %VT/NH\‘
NY L~
PA \( erl
A" g
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| Medium-term plan
Strong growth -2K locations set to double - opportunity for continued growth

Objective over medium-term

Location In Every County/City
With 20K+ Population Base

Brand Expansion
New Formats
Muti-Location Portfolio Deals

Acquisitions
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| Investment planning

« Seasoned North Americalnvestment Committee (IC)
« CEO, CIO, CFO workin concert with operational business

« Strategic plans developed forevery state and province o
isolated all the way to city & county level - growth dashboara tegion: s pacc g

Total Properties Institutional Competitor Population:  22.6M
Plan Open M Open
Office Retail Locations S ot Current Locations: 126

. . . On Plan 940 122,579 33,734 88,845 2,836 370 94 16 Current RSF: 2,493,876
« Everynew opportunityisreviewed by IC ot pin N Y O v 3 o
136,373 39,116 97,257 3,490 528 111 19 On Hold: 4

l'.[l-'iihl'.

Properties Locations

 MCA -Management Agreement

Brands in Mkt Total Locations Growth Plan
s T S Comple
» Revenue share structure - 100% LL funded capex/minimal e e S i
security risk i I — a1 | puscompleson 4
130 Signature 0% I 12% I Growth Pian 55%
» Franchise
= 3 T;t:' Reﬁgl\ls Spa; - H2Q Sign;tuve Conv = Conventional Current Occupancy
* Acquisitions o o o
» Portfolio - multisite relationship onregional or national basis R AR mies
» Existing estate is constantly managed to leverage marketplace
conditions - significant cash/costs savings through mark to
market reviews monthly - — e ———
| " y

A ————————————————————————————————————— e —————————
- FEarlyrenewal/recast orrestructure of agreements
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| Strong growth example: Wisconsin state plan

Total population 6M

2022

10 Locations

DOUGLAS BAYFIELD

RON
ASHLAND
VILAS
WASHBURN
BURNETT AWYER FLORENCE
NEIDA
PRICE
FOREST
RUSK MARINETT:
POLK | BARRON =1L
LINCOLN =
YAVLOR LA’\GJD:
ST CROIX CHIPPEWA MENOMINEE
B OCONTO
UNN MARATHON
PIERCE EAUCLAIRE  CLARK SHAWANO DOOR
PEPIN KEWAUNEE
s PORTAGE OUTAGAMIE iy
' P 0.0 N
SUFFALO TR WALBACA 1

TREMPEALEAU

ADAMS WAUSHARA

caosse MONROE JUNEAU

WINNEBAGO  MANITOWOC
CALUMET

GREEN
LAKE FONDDULAC

MARQUETTE
SHEBOYGAN
e DODGE
c . ~ A\ -
RICHLAND % | coLumsiA OZAUKEE
WASHINGTON
CRAWFORD :
DANE WAUKESHA
GRANT it 3 JEFFERSON 2 MILWAL-z:

LAFAYETTE GREEN

ROCK WA \.l.-oawRAONE
“h ’
i - KENOSHA

Today

50 Locations

DOUGLAS BAYFIELD

IRON
ASHLAND
VILAS
WASHBURN
BURNETT SAWYER = FLORENCE
ONEI}
PRICE
FOREST
RUSK =
POLK = BARRON i MARDIETTH
LINCOLIN -
TAYLOR LANGLADE
ST. CROIX CHEPEW g VENOMINEE
DUNN MARATHON el
PIERCE EAU CLAIRE CLARK SHAWANO DOOR
PEPIN 1 KEWAUNEE
PORTAGE OUTAGAMIE
BUFFALO Wooo SEES 3 BROWN
TREMPEALEAU WINNEBAGO MANITOWOC
= ADAMS WAUSHARA 2 CALUMET
LA -
~ MONROE JUNEAU GREEN
CROSSE MARQUETTE "\ Axe. FONDDULAG 9
SHEBOYGAN
VERNON e
RICHLAND. WK coLumMsia Y 0zauKeE
1 WASHINGTON
CRAWFORD
WAUKESHA 12
GRANT JOWA 12 ccccson 8 wuwAukee
RACINE

. EEN OCK LWORT!
LAFAYETTE  GREEN| ROCK WALWORTH KENOSHA

Future
300 Locations

DOUGLAS BAYFIELD

1 1 IRON
ASHLAND
VILAS
2
WASHBURN
BURNETT 1 SAWYER FLORENCE
1 ONEIDA
PRICE 2
FOREST
RUSK :
oo \ LINCOLN MAR:ETTE
2 4 TAYLOR S LANGLADE
1 1
ST. CROIX CHPPEWA MENOMINEE
- DUNN 4 < OCONTO
5 MARATHRON 5 2
PIERCE 20 eauciane | CUARK SHAWANO 4 1
3 _PEPIN 1 o KEWAUNEE
PORTAGE AGAMIE
3 3
SUFFALO WoOo0o SR BROWN
1 1 CKSON 4 4 11 13
TREMPEALEAY 1 WINNEBAGD 3 MANRITOWOC
6 2 ACAMS WAUSHARA o cyumer 4
~agess  MONROE JUNEAU 5 .
= 2  MARQUETTE LAKE FONDODULAC S
2 $ SHEBOYGAN
VERNON
1 ALK S | DODGE )
RICHLAND COLUMBIA & 9  OZauxee

1 1 5 WASHINGTON 6
CRAWFORD . .
1
ORANT O EFFERSON 22 KEE

3

2
LAFAYETTE GREEN ROCK WALWORTH

6 9

9
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| Strong growth example: Brown County plan
Total Population: 274K (13 locations end state)

Green Bay Population (largest city): 104K (5 locations - plan complete)

PPPPPPP

PPPPP

JJJJJJ
TREMPEALEAU

LLLLLLL

EEEEEEEE

Today

Pulaski

Suamico

.Green.

BROWN

De Pere

Denmark

Wrightstown

6 IWG Locations

6 new |locations in Brown County

 J]LocationOpenedin2023
 JSlocation Openedin2024
 JLocationOpenedin2025
« JLocation Openingin2026

*5 Locations in Green Bay
*1 Locationin De Pere
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The path torward — clear runway
for continued growth & margin expansion

Market Opportunity Business Model & Differentiation

« Sustained Demand Momentum - « North Americaas Growth Engine - <
Adoption of flexible workspace solutions Regionleads the company inrevenue
continues to accelerate growth and margin performance

« Structural Shiftin Occupancy - - Scalable, Flexible Operating Model -
Businesses and entrepreneurs are moving Built to expand efficiently across
to flexmodels at record levels markets and asset types

« Rising Property Owner Engagement -  Diversified Brand and Format Portfolio
Growing interest from building ownersin - Competitive advantage across
integrating flexinto portfolios multiple brands and workspace formats

Competitive Landscape Leadership

* Fragmented Market - No single - EXxperienced Leadership - Veteran
competitor has achieved comparable team of seasoned industry experts
scale

« Highly Localized Competition -
Thousands of small, regional operators



Charlie Steel

Chief Financial Officer
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| The Plan in December 2023

We set out a clear plan atthe Investor Day in December 2023, and we are delivering it

What we said'’ What we have delivered
Open centre location countincreased by 32% to 4,434 since the end of 2023 and over 1 millionrooms open;
Growth of coverage and network . e
228,000 roomsinthe pipeline

Rapid growthin Managed & Franchised } Recurring management fees expected to be $45min 2025, up 4.5xvs 2023
Margin expansionin Company-owned } Adjusted gross profit margins for H1 2025 +160bps higherthan FY2023
Reduce core overheads and invest selectively } Core overheads falling; Investment in Partnership sales team and areas of new coverage

We opened 890 locations between 2017-2019 and spent $1.1on in net growth capex. In the 18 months to HI
2025, we opened 962 new locations and spent net growth capex of only $69m

Medium term EBITDA target of $1bon } 15% EBITDA growth since FY20234

Strengthen the balance sheet Investment grade BBB (stable) bonds, no refinancing needs until 2029, credit spreads continue to decline

Capexreduction as capital-light accelerates

$152m of capital returned to shareholders since the 2023 investor day in buybacks ($121m) and dividends
($31m)°

Make financials easier to understand } 2ndyear of USD reporting; US GAAP implemented in H1 2025

Source: Investor Day presentationp7-15
As of 30t September2025
Inthe 9 monthsto end Sept 2025

Resume shareholderreturns

Using consensus EBITDA for 2025
To 28" November2025

ah~rwunNn -
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| Continuation of the plan

What we intend to deliver from here

« Continue the journey toward our EBITDA target of
atleast $1bnin the medium term

« Massive growthinrecurring management fee
Income

e

3 \ 7 -‘ - M ’
A N p O
T . e ,...a : i'
) = N ¥ 1] K |
I e =

N
W,

i g

« Delivery towards the 30% gross margin target in
Company-owned

« Continue toreturn capital to shareholders,
primarily through share buybacks
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| ivolution of EBI'TDA to Slbn target

1,200

1,000

800

600

400

200

Combination of revenue growth
via price and new product
offerings coupled with efficiency-
based cost savings

Continued tight cost control however some
administrative overheads expected to
increase as network and coverage grows.
Target below inflation growth

Some discretionary overhead
investment required to support
growth

Driven by existing estate maturing, existing pipeline
opening, and future signings in line with baseline
expectations

FY'23 EBITDA Company Owned Managed & Franchised
(US GAAP)

Discretionary overheads Core overheads

Medium Term

97
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| Further clarity in reporting

We are continuing to make the financials easier to understand

« We changed ourfunctionalandreporting currencyto USDinJan 2024 andin H1 2025 we Managed Lease Agreements
transitioned accounting standards to US GAAP

« |IWG operatesthelocationandhandlesall
cashflows

« Aswe progress with our capital-light transition, we are making two further changes to * Landlord partnerreceives all revenue net of

IWG’s fees and recharged costs

« Astechnically alease,IWGrecognisesall
revenue and cost but equatesto 16% gross
margin of systemrevenue

* Noleaseliability
« Partnerrequirements due toregulatory/legal

align with our operations better:

 ManagedLease Agreements revenue recognised on anet basis fromFY2025

- Digital & Professional Services reporting integrated into the other two segments clrcumstances
from1January 2026

« Enterprise Managedreal estate leases will novate into Company-owned Digital & Professional Services
d!VISIOn : : : : « Assetswhich enable WG to grow, in a capital-

« Virtual Office revenues associated with Company-owned locations reported light manner, beyond the traditional ‘WG
in Company-owned division NEWEILS |

. , : : : * Includes Virtual Offices, Managed Real Estate,

- Digital, brokerage and consulting services reportedin Manged & Franchised Marketplaces and Consultancy Services

division

Pre-launch services

« Asannouncedat Q32025results, to help accelerate centre opening, IWG now holds pre-

: : : : « [temssuchasIT equipment, printers, coffee
launch equipment prior to Issuance and bills the management centre landlord rather than machines that are sold to Managed Centres prior
back-to-backed with suppliers to opening

 Nochange to Gross Profit but revenue recognised gross
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| Digital & Professional Services

99

Integration and impact on financials

Impact of integrating D&PS

 Noimpactongroup financials or cash, we are AsReported  Company-  Managed &
adjusting how we present the numbers to ounec Franchisec
: System Revenue 473 402 71
reflect how we operate the business Group Revenue = 402 1
Gross Profit 228 157 71
C As Reported Company- Managed &
. The acquisition of The Instant Group enabled P e
acceleration of our own capital-light growth System Revenue 455 387 68
within the IWG Network as well as supporting Group Revenue 495 387 o8
Gross Profit 222 154 68

widerincome streams

As Reported Company- Managed &

owned Franchised
System Revenue 207 173 34
Group Revenue 207 173 34

Gross Profit 98 64 34

1. Underlying ex the single discontinued legacy contact.
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| I. Managed & Franchised

Breakdown of the income streams

Driver / KP]

Revenue ($m)
COGS ($m)

Gross Profit ($m)
Gross Profit (%)
ReVvPAR ($)

RevPAR (Mature) ($)

ReVvPAR target at maturity ($)

Recurring Management Fees

« Rooms
 RevPAR

FY 2024

H12025 FY 2024 H12025 FY 2024

Franchise & JV Fees

« Rooms
 RevPAR

Other Services

« Openings
e Signings

o CllISTOMers

100

H12025

22 40 21 88 44

O O O O O O
21 22 40 21 88 44
100 100 100 100 100 100
256 178 487 502 n/a n/a
391 285 512 519 n/a n/a
250 250 n/a n/a n/a n/a
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| . Managed & Franchised

Now includes all our capital-light businesslines

* Novation of Managed Lease Agreements:

* Duetonetting of these agreements, total
revenue coming into alocation will be seenin
system revenue, but Group revenues are lower

 No otherfinancials will be impacted

FY 2023 ($m) Prior Proforma Change
System Revenue 427 498 17%
Group Revenue 61 132 116%
Adjusted Gross Profit 61 132 116%
Adj GP Margin 100.0% 100.0%

Fees 61 61 0%
Locations 682 682 0%
Rooms 123,000 123,000 0%
FY 2024 ($m) Prior Proforma Change
System Revenue 620 703 13%
Group Revenue 79 149 89%
Adjusted Gross Profit 79 149 89%
Adj GP Margin 100.0% 100.0%

Fees 79 81 3%
Locations 1,116 1,218 9%
Rooms 185,000 204,500 11%
H1 2025 ($m) Prior Proforma Change
System Revenue 361 408 13%
Group Revenue 50 87 74%
Adjusted Gross Profit 50 87 74%
Adj GP Margin 100.0% 100.0%

Fees 50 53 6%
Locations 1,365 1,508 10%

Rooms 220,000 247,400 12%

101
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| 2. Company-owned

Receives virtual office revenues and costs forits locations

« Virtual Office revenue willnow be reported with the

relevant locationsin Company-owned

- We continue to make good progress on our strategy

to expand Company-owned margins

FY 2023 ($m) Prior Proforma Change
System Revenue 3,230 3,632 12%
Group Revenue 3,230 3,632 12%
Adjusted Gross Profit 689 846 23%
Adj GP Margin 21.3% 23.30% +200bps
Locations 2,832 2,832 0%
Rooms 772,000 772,000 0%
FY 2024 ($m) Prior Proforma Change
System Revenue 3,222 3,594 12%
Group Revenue 3,222 3,594 12%
Adjusted Gross Profit 727 879 21%
Adj GP Margin 22.6% 24.5% +190bps
Locations 2,873 2,771 -4%
Rooms 775,000 755,500 -3%
H1 2025 ($m) Prior Proforma

System Revenue 1,593 1,753 10%
Group Revenue 1,593 1,753 10%
Adjusted Gross Profit 375 436 16%
Adj GP Margin 23.5% 24.9% +140bps
Locations 2,895 2,752 -5%

Rooms 777,400 750,000 -4%

102
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|INo change to strategy

Transition to capital-light network continues at a faster

PacCe
H12023 H12025
. L . . System
« As we continue our evolution into an increasingly Revenue
capital-light business; our plans, and targets
remainunchanged
« Expand marginsin Company-owned
« Grow feeincome in Managed & Franchised | ocations

 Develop and grow the most extensive
coverage and network in the industry

Rooms

m Managed & Franchised

m Company-owned
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| . Managed & Franchised

Unprecedented growth continues

Managed partnerships room evolution since 2023

Net room openings Open rooms 30 June 2025 Signed not open June 2025 including pipeline

« OpenroomsdoubledbetweenDec 2023 and June

2025to024/krooms

* Including pipeline thisincreases by an additional c.920% +2X

to 468k rooms -

» Drives exponential growthinrecurring management -

« 4.5xincrease from $10minFY23 to an expected $45m

iNFY25 Recurring management fees ($m)

Rooms (‘000)

50

« Systemrevenue continues to grow with current network ) 7
maturity and as new rooms come into the footprint ) +4.5x

»  Whenthe existing portfolio of rooms that are open : -~
matures, and the unopen pipeline opens and matures, ‘
the Managed & Franchised division should generate °
system-revenue of $1.7bn peryear

Rooms unopened 24 months after signing have been taken out of the pipeline. As aresult, 19,000 rooms have been taken out of the pipeline
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| . Managed & Franchised

Managed Partnership RevPAR as expected

« RevPAR of new Managed Partnerships evolvinginline
with previous cohorts but slightly slower than the
original 18 month expectations

« AttheendofJune 2025, revenueis being delivered
from 247,000 rooms and 1,508 locationsinthe
managed and franchised partnership network

RevPAR $/m

150

« Systemrevenue from managed and franchised
locations annualising over $700min 2025

100

Includes all Managed Partnerships opened since January 2022
Targeted RevPAR at 18 months £200 perroom permonth, as disclosed in March 2024 results presentation,
convertedto USD at GBPUSD of 1.25

RevPAR evolution

11

12 13
Months Open

14

15

16

18

19

20

21

22

23

105

24
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| . Managed & Franchised

Very strong growth inrecurring management fees

700 Estimated number of

. Recurring management fees generated from Managec & Franchised rooms open
Managed Partnerships expected to grow
significantly due to the maturity curve of the
existing open estate; the unopened pipeline;
and new locations yet to be signed \/ \/ \/

300 l I I I

H1 24A H2 24A H1 25A H2 25E H1 26E H2 26E H1 27E H2 27E

600

500

Rooms open (000)

 |Incrementalinvestmentinthe divisionin 2025
nas led to an accelerationinthe number of
ocations being signed and opened

20

o

90

Estimated Managed partnership recurring fees!

« Whilst forecasting has beenvery accurate to .
date there may be some short-termvariation to .
these estimates o

50

56
45
40 V 35
30 V 26
19
2 V
12
| 7 -
.

H124A H2 24A H125A H2 25E H126E H2 26E H127E H2 27E

$m

o

o

1. Feesjust from Managed Agreements. Franchise & JVs are reported separately, but are also recurring.
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| 2. Company owned

How we will drive margins to 30%

FY'23 gross margin %

Strategy to drive occupancy higher
supported by recent promotional activity
resulting in higher occupancy and pricing

Smallincrease in rent driven by variable leases which
are linked to revenues

Property taxes and contractual
increases outside of IWG’s
control

Additional revenue Rent costs

Overall staff costs expected to be kept below inflation through
efficiency gains and leveraging local density

People costs Facilities

Medium Term Target gross margin %

107
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| 2. Company owned

Pricing evolution gives confidence for furtherrevenue growthin 2026

108

« Qurstrategyin Company-owned to drive revenue
hasbeentoincrease occupancy via promotions for
new customers

——————————————————

« Occupancy, forcustomerssigning up forone month

orlonger, hasincreased by 300bpsrelative to HI
2024

 Embedded priceisthe average price across the
network forlong-term contractedrevenue

() Given natural Churn, the promOtional aCtiVity haS |ed Jun-24 Sep-24 Dec-24 Mar-25 un25  Sep 25 Dec-25 Mar-26 Jun26  Sep 26
to downward pressure onembedded price

« Ascustomerscome tothe end of theirpromotional
period - promotions are reduced and churn has not

moved, which drives embedded pricing higher Embedded price (§) ———

IXel | i - O %
- This gives confidence inthe revenue outlookinto ccupancy (%)

2026

Embedded priceis the price forcontracted office revenue
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| Overheads and evolution

Core overheads

300

250

200

« WG maintains tight cost control which has
historically kept cost growth below inflation

150

$m

« As network and coverage grows there will be
some additions in core overheads for related
administrative functions and some :
stepped/volumerelated products and services

2024 Medium term

 Discretionary overheads are those spent to Discretionary overheads
support growth within the business and are for
future expansion

* We expect to continue investingin partnership
sales and otherlevers such as marketing to
increase our network

Selective growthinvestments
150

$m

100

50

B I e e e e e e e |

2024 Medium term
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| Capex will continue to be controlled

Maintenance capexto be $100m and grow with inflation

Historical capex has been weighted towards growth capex for new
locations

Capex spent on new locations is depreciated over the term of the
firstlease - typically 10 years

Example of Company-owned centre capex

Majority of capex forinitial fit-out of alocation lasts much longer
than 10 years - walls / partitions / HVAC rerouting

IWG peak capexyears were 2017-2019 ($1.1on of net growth capex)
- as theseleases come up forrenewal, any capex spend will be .
significantly less than the initial outlay

When leases come up forrenewal, capex costs for refurbishments
are lower Maintenance capex expected to be $100m pa and to
grow with inflation

Quality is not reducing - RevPAR has been stable despite capexin
the outer years being significantly lower than at the start of a
location’s life

Aggregate net capex/square metresinthe respective year of a centre’s life. Only centres openedinthe
last 15 years that are stillopenincluded.
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|As a result, depreciation set to fall markedly

Incremental to earnings

CCCCC

FY'30

Depreciationis significantly higherthan capex
today

Centre fit out capexis depreciated over the life
of the firstlease, typically 10 years despite many
of our centres being open for considerably
longer than that

Net Growth Capexin 2017 - 2019 was $1.1on-
growth capexrelated to these years will be fully
depreciated by 2029

Capexwill be well controlled

Therefore, depreciation will fall to capexlevels -
not capexincreasing to meet depreciation

111
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| Landlord contribution on leased buildings amortisation

Also set to decline

 Historically, when IWG signed alease with alandlordinthe
Company_Owned diViSion’ the |and|0rd WOUld COntribUte How Landlord contribution on leased buildings amortisation is set to evolve
towards capex - a tenantincentive

WG receivesthe cash fromthe landlord whichis then
amortised overthe life of the lease as a creditto rent
expense

 Allelse being equal, if WG was spending the same
amount of growth capex peryear, landlord contribution
amortisation would be stable

* Inline with the capital-light strategy - capex for WG has
declined significantly, so the landlord contribution on
leased buildings amortisationis falling in line with that

« Thisimpactreduces EBITDA but improves EBITDA to
cashflow conversion as the amortisationis a non-cash
item
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600

| Cashflow conversion 200

400

Improves as EBITDA grows

300
200

100

« AsEBITDA grows, cashflowis expectedtoincrease as
incremental EBITDA s cash

« Manyofthelineitemsbelow EBITDA are not expectedto
scalelinearly
« Capexwillremainstable
« Working capital should become a tailwind as Managed
& Franchised continues to grow

1,000

800

« Taxexpectedtoincrease by c20% of the marginal profit
growth in-line with previous guidance

« Some purchasessuchasgoodsandservices, VAT, tax
payments canvary from period to period and are recorded as
working capitalimpacts
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| IWG’s current $130m share buyback programme

Stable buyback programme which has also taken advantage of share price weaknesses

1,000

2.40
900

2.30
800 c:/T)
2.20 00 92
m ®
C\H-/ 2.10 0)]
600 3
S X - =
5_200 K "\ A e 500 =
AV v \/ o
1.90
@®© P 400 Q
- wn
D 50 Y 300 8
=
1.70 200
- | |H| HI .
Mar-25 Apr-25 May-25 Jun-25 Jul-25 Aug-25 Sep-25 Oct-25 Nov-25
mmm Shares Repurchased (k) — Rolling average purchase price (£) —Share price (£)
2025 programme Programme performance (as of 28th November 2025)
£91m/ $121m
Target programme repurchase amount ($) $130,000,000 Repurchase amount (to date) e Ty —
Shares purchased (to date) 45,562,299
Start date 4 March 2025

Expected end date 31 December 2025
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| ivolution of capital allocation priorities

OIld IWG New IWG

Capital requiredfor... Capital flexibility ...

Real estate leases and growth Q
capex

Debt paydown » Maintaining financial resilience

M&A activity

Disciplined capital expenditure

Targeted investments for growth
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| Disciplined and clear capital allocation to return surplus capital to
shareholders: Buyback to continue into 2026

#4:
18! Sharebuyback

@

Investingin B’® #3: Dividends
| | @
the business

Financial
resilience

® © toreturn
capital

Maintaining BBB Investment Grade credit rating
Strong balance sheet with no refinancing required until 2029
Net Debt / EBITDA to decline driven by EBITDA growth

IWG announced a $50m buybackin March 2025, then upsized twice to a minimum $130min June and August 2025 respectively
As of 28 November 2025:
£91m / $121m spent (93% complete) 45.6m sharesrepurchased 4.3% reduction in share count!

We will continue the buyback programme into 2026

1. BasedonNOSH at the start of the programme, priorto 4 March 2025
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| The Plan from December 2025

Continued accelerating growth over the next few years

KPls for delivery

Continue to sign and open more locations

What we expect to deliver

Growth of coverage and network

Rapid growth in Managed & Franchised Continued growth in recurring management fees
Margin expansionin Company-owned Adjusted gross profit margin delivery on the journey to 30%
Company owned revenue growth RevPAR in Company owned

Control overheads andinvest selectively Control core overhead growth to below inflation and invest opportunistically

Delivery of EBITDA growth Medium-term guidance of at least $1bn

Capex toremain well controlled Maintenance capex to stabilise and grow with inflation

Growthin free cash flow Cashflow conversion toimprove

Continue toreturn capital to shareholders Continued buybacks
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Outlook

FY 2026: Short term outlook

- EBITDA growthin 2026 expectedto be driven by primarily by revenue increase rather
than cost reduction

 Adjusted EBITDA guidance of $585m - $625m

« Keyassumptionis at least 4% growthin Company-owned revenue - thisis
performing in-line with December 2025 run rate

ViewSonic

Medium term

« Adjusted EBITDA guided to be at least $1bnin the medium-term with incremental
EBITDA translating to free cashflow

Returns to shareholders:

« Returncashflow to shareholdersinline with capital allocation policy.
« The share buyback programme will continue into 2026
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| Conclusion

e WG has continued to deliveronits
strategy

» Strategic pace settoincrease

* FOcus on cash generation
e Sensible investment
* D&PS integration

* No change to core strategy

« Confident on outlook
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