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lan McLaughlin, Chief Executive Officer

Good morning everyone - thank you for joining us for Vanquis Banking Group’s full year 2025

results.

I’m lan McLaughlin, the Chief Executive Officer of Vanquis, and I’m joined this morning by our

Chief Financial Officer, Dave Watts.
Dave Watts, Chief Financial Officer

Good morning.
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I’IL start with an overview of our performance in 2025. Dave will then take you through the

financial results in more detail.

I will then come back to talk about strategic priorities and Dave will end by covering our financial

guidance through to full year 2027.

After that, as usual, we’ll be happy to take your questions.
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FY25 Performance vs. Guidance
FY25 performance materially improved on FY24; achieving all points of guidance with

accelerated balance growth
FY24 FY25 FY25
Actuals Guidance Actuals

Gross customer interest-earning balances’ £2,308m >£2.7bn £2,824m \/
Net Interest Margin (NIM)2 18.5% >16.5% 16.8% /
Cost: income ratio® 89.4% High 50s 58.4% v
Statutory Return on Tangible Equity (ROTE) 4 (32.0)% Low single digits 2.3% ‘/
Tier 1 ratio® 18.8% >17.5% 19.3% v

Returned to profitability and on track to deliver improved ROTE in 2026 & 2027 4

If | can take you to slide 4, you can see how our full year performance compares against both the

prior year and against the guidance that we set out at the start of 2025.

And the headline here is simple: we delivered a performance that was at, or better than, all of

our key commitments for the year.

Most importantly, after the turnaround of the business in 2024, where we delivered a loss before

tax of £138m, we returned to profitability in 2025, with a profit before tax of £8.3m.

During the year, we also took the opportunity to deploy capital to accelerate balance growth

which will support our future profitability.

You can see that in our customer interest-earning balances which ended the year at £2.8bn,
ahead of our guidance of greater than £2.7bn, and therefore well ahead of our original 2025 goal

of greater than £2.6bn.

Net interest margin was 16.8%, reflecting a deliberate shift in mix towards lower risk secured
lending in Second Charge Mortgages, as we have signalled previously. Excluding this, NIM
actually increased by 50 bps, reflecting our continued pricing discipline in Cards and Vehicle

Finance.

Our cost to income ratio was in the high 50s, so again in line with guidance and reflecting our

improving operating efficiency.

Return on tangible equity was 2.3%, so consistent with our guidance for a low single-digit

return.
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Following the AT1 capital issuance in the second half of the year, our Tier 1 ratio increased to

19.3%, putting us in a strong position to support the next phase of our strategy.

So, while there’s always more to do, we have delivered what we said we would in 2025 - growing

in a resilient and sustainable manner, with margins and costs under tight control.

After what is now five quarters of consecutive book growth, and four quarters of consecutive
profitability, you can see that the actions that we have been taking over the past two years are

translating into more predictable and sustainable financial outcomes.

Accelerated balance growth and returned to profitability
Deployed capital for sustainable growth, while maintaining disciplined pricing and cost control

Significant progress on the strategic transformation of the bank

1. Sustainably grown interest -earning balances and optimised mix to maximise return on
deployed capital.

2. Made strong progress on the Gateway technology transformation programme, which is
substantively delivered and is on track to complete in 2026.
3. Delivered ongoing transformation cost savings and generated positive operating leverage.

4. Continued customer resilience, with strong credit quality reflecting responsible lending.
5. Further developed our award -winning proposition to meet customer needs.

Best Credit
Builder Card

Personal Savings
Provider of The Year

Best New 5
Savings Provider

Slide 5 sets out the underlying actions we have taken to deliver the results | have just

discussed. | will step through a few of these.

Firstly, as | have already mentioned we accelerated our balance growth, but did so with

discipline, actively managing mix to maximise returns on deployed capital.

Secondly, we continued to make strong progress on Gateway, our technology
transformation programme. The fundamentals of Gateway are now substantively delivered and

the programme will complete this year.

We also delivered further transformation cost savings, with efficiency gains creating

positive operating leverage as the business continued to scale.

Credit quality remains robust, reflecting continued customer resilience and responsible lending

across all our portfolios.
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And we continued to develop our customer proposition, a bit more on thatin a moment.

Taken together, these actions will allow us to continue to transform the bank.

FY25 Highlights

Improving customer proposition with enhancements to risk management

What we have delivered

* Launched 66 new Credit Card product variants — Credit Builder

Gross customer interest-earning

and 0% promotional products. balances' o
£2,824m 220
F— « Expanded our flexible savings product range, including ISAs and (G221 2,508)
i the Snoop easy access account. Retail deposits
proposition D
£2,984m
 Delivered a 12% increase in Snoop active users, including 43k (FY24: £2,399m)
V(]aniS customers. Customer numbers
o ] 1.77m 5%
* Helped 20k customers identify £34m of annual benefit (FY24: 1.69m)
entitlements through the Fair Finance referral programme and Snoop active users (000)
recently launched our Vanquis Benefits Checker. 328k 12064
) . X , (FY24: 293k)
Insightful risk * Rebranded Vanquis as ‘the bank that’s got your back’. e e
management (cs1) score
» Developed new credit decisioning platform in Vehicle Finance 83.7

and enhanced credit risk scorecards and affordability (G2l

assessments in Credit Cards.

Slide 6 highlights the progress we made across our customer proposition and risk management

during 2025.

We continued to strengthen all our product offerings - balancing growth, risk discipline and

good customer outcomes.

And we got busy. In Credit Cards for example we launched 66 new product variants - including

credit builder, balance transfer and other promotional offers.

We also expanded our retail savings range, including new ISAs and the Snoop-branded
easy access account, strengthening deposit growth, product flexibility and cost-efficient

funding.

And Snoop continues to play an increasingly important role in our ecosystem, helping
customers with their money management. Active users were up 12% to 328,000, including

43,000 Vanquis customers.

We also grew our partnership with Fair Finance. In 2025, this helped 20,000 applicants identify
around £34m in potential annual benefit entitlements - that’s an average of over £1,750 per

annum per person — so genuinely helping people transform their financial lives for the better.
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We delivered a profile-raising campaign to refresh and relaunch the Vanquis brand with target

customers, including our successful partnership with the Professional Darts Corporation.

We also introduced a new, consistent customer satisfaction measure across the Group during

the year, giving us a more data-driven view of customer experience.

Our overall CSI customer satisfaction score averaged 83.7 in 2025 and this is supported by

consistently excellent Trustpilot ratings across both Vanquis and Moneybarn brands.

Fundamentally, of course, Vanquis is a risk management business. We have therefore

prioritised making meaningful improvements to our risk management capabilities.

In Vehicle Finance we developed a new credit decisioning platform - improving the speed,
consistency and quality of our lending decisions. And this contributed to the improved risk

adjusted margin performance in the business.

In Credit Cards we made many improvements to our credit risk scorecards and affordability
assessments, and we are upgrading the decisioning platform alongside other technology

improvements, which I’'ll turn to more detail on that on slide 7.

FY25 Highlights

Technology transformation and operational efficiency on track

What we have delivered

Technology
transformation

Operational

efficiency

* Launched our new mobile app, improving customer experience.

« Centralised ¢.30 billion rows of customer data on a new IT
platform.

« Delivered operational efficiency improvements across key
processes through expanded use of digital tools, A, and self-
service.

* Reduced complaint handling costs by 10% and fraud losses
by 25%.

» Reduced our property footprint, including a 70%+ reduction in
the office space of our Bradford headquarters.

« Improved colleague engagement, with a 73% trust score,
meaning Vanquis is now certified as a Great Place to Work.

FY Technology and Operations
cash investment spend

£26.5m 14% 1
(FY24: £23.2m)

Group headcount (Full Time
Equivalent)$

1,252 s
(Fy24:1,215)

Outsourced headcount

620 (28)%¥
(Fy24: 860)

FY transformation cost savings
£28.8m (@1)%

(FY24: £48.9m)

FY ‘Great Place to Work’ trust score
(colleague engagement)

73% 13% 1™
(FY24: 60%)

We launched our new mobile app as part of an enhanced digital onboarding journey,

underpinning our clear focus on improving customer engagement, conversion and retention.

And last February we centralised around 30 billion rows of customer, product and decisioning
data onto a single modern platform, significantly strengthening analytics, insight and decision-

making capabilities.
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In operations we expanded the use of digital tools, Al and self-service functionality across key

processes, again significantly improving efficiency.

The impact here is tangible. Complaints handling costs, for example, were down 10% and fraud

losses fell by 25% in 2025 as a result of these improved processes.

We are applying this disciplined approach across every aspect of our business, a good example
is that we have reviewed our property footprint and reduced space at our Bradford headquarters

by over 70%, as we modernise and right-size to align with current and future workspace needs.

Finally, all we have delivered is down to the engagement and efforts of our fantastic people and
we were pleased to see that colleague engagement improved significantly through the year, up

13 points to 73%.

That improvement reflects growing confidence in the direction and performance of our business

and resulted in Vanquis being certified as a Great Place to Work for the first time ever.

As | said earlier there is more to do and we are not finished yet. But hopefully you can see that
the progress made in 2025 is tangible, and we are seeing a positive response from colleagues

and from customers.

Alongside this internal progress, | should note that the external headwinds of 2024 and 2025
have also largely receded. For example, elevated FOS fees from unmerited CMC complaints.
Dave will touch on that shortly and remind you that our exposure to motor finance commissions

is differentiated and any potential liability remains limited for Vanquis.

Overall, the two words | have used most to describe 2025 are discipline and delivery - both

these will serve us well as we take the business forward from here.

With that, I’'ll now hand over to Dave to take you through the financials in more detail. Dave, over

to you.
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FY25 Financial
Performance

Dave Watts
Chief Financial Officer

Dave Watts, Chief Financial Officer

Thank you, lan.

Focused on creating long-term shareholder value
Driving sustainable, profitable growth

1. Returned to profitability in 2025 driven by improved operational efficiency .
2. Optimised our capital stack, with additional capital deployed to accelerate balance growth.
3. Credit quality remained strong, reflecting continued customer resilience and responsible lending.

4. Maintained cost discipline, delivering ongoing cost savings while investing in the business, including in
technology transformation via Gateway.

5. Complaint costs were meaningfully lower, particularly following the new FOS fee charging structure.
6. Dynamically managed liquidity and funding to minimise cost of funds.
7. Have limited liability on motor finance commissions, having recognised a £3.0m provision for the

proposed FCA compensation scheme.

Driving continued operational efficiency and deploying capital in the most accretive opportunities to
generate higher returns. 9

| am pleased to present our results today given the significant progress we have made in 2025.
Slide 9 summarises my headlines, before | go into more detail.

Our return to profitability was achieved by growing income, reducing costs, and importantly, the

non-repeat of the notable items that we reported in 2024. This is evidence that the financial
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impact of the business turnaround is firmly behind us, and we were able to focus on

sustainable, profitable growth in 2025.

With this backdrop, we accelerated balance growth to build scale and drive long-term

profitability.

This was aided by our first AT1 issuance in October last year which freed up additional capital to

be deployed for growth.

This growth comes with upfront IFRS9 impairment charges, although credit quality remained

strong, and write-offs decreased.

We maintained our cost discipline, delivering ongoing cost savings in excess of our commitment
for the year. Atthe same time, we continued to invest in improving the fundamentals of the

business, including our technology capabilities, via the Gateway transformation programme.

Following the new FOS fee charging structure, implemented in April last year, we saw a material

reduction in CMC claims to FOS, resulting in much lower complaint costs in 2025.

We also continued to dynamically manage liquidity and funding. We diversified our Liquid Asset
Buffer investments to generate higher returns. We introduced new savings products to provide

more stability and flexibility, while lowering our cost of funds.

As areminder, our exposure to motor finance commissions is differentiated and any potential
liability is limited. While the final scope and mechanics of the FCA compensation scheme
remain subject to change, we did recognise a £3m provision in 3Q25. You can find further

details on why our exposure is differentiated in the Appendix.
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FY25 Group performance
Returned to profitability alongside accelerated balance growth within risk appetite

Income Statement A Fyaa7 Change

£m £m % Net interest income increased 3%, reflecting a 13% increase in average
Net interest income 418.4 407.9 3% balances offset by lower NIM from Second Charge Mortgages (2CM) growth.
Non-interest income 36.5 38.5 (5)%
Total income 454.9 4464 2% « Impairment charges decreased 2%, reflecting an underlying improvement in
Impairment charges (i181.1) (185.3) @% credit quality and the non-repeat of the impact of the Vehicle Finance (VF)
Risk-adjusted income 273.8 2611 5% receivables review.
Operating costs (265.5) (399.1) (33)%
Pf°f“/t§l°ss) before tax from continuing 83 (1380) +  Risk-adjusted income improved 5% YoY (DEC25 vs DEC24).
operations
Tox (.Churge)/cred't — @3] 17.4 Operating costs reduced 33% reflecting the non-repeat of £111.7m of 2024
Profit/(loss) after tax from continuing ;
operations 8.0 (120.6) notable items, with costs excl. notable items down 9%.
Profit after tax from discontinued operations 07 13 (46)% «  Further transformation cost savings and reduced complaint costs
Statutory profit/(loss) after tax 8.7 (19.3) were partially offset by growth, inflation and accruals for
AT1 distributions (gross of tax) 0.5 - 100% discretionary staff costs.
Statutory profit/(loss) attributable to «  Excluding notable items, cost: income jaws were 11% YoY.

8.2 119.3)
shareholders
Notable items +  Profit before tax from continuing operations of £8.3m.
Provision for motor finance compensation (3.0 - . . . .
Goodwill write-off i 712) «  Profit after tax from discontinued operations related to the Personal
Transformation & other exceptional costs (24.) Loans portfolio. The sale completed at the end of 1Q25.
Amortisation of acquisition intangibles - 6.2) - ) )
Vehicle Finance receivables review - Income (45) *  £3.0m provision for motor finance compensation was the only notable
Vehicle Finance receivables review - Impairment (15.1) items in 2025.
Other one-off cost items - (10.2)
Total notable items (3.0) (131.3) *  Gross customer interest-earning balances increased 22% YoY, reflecting

DEC25 DEC247 Change increased balances in Credit Cards and 2CM.

Receivables £m £m o
|Gross customer interest -earning balances! 2,824 2,308 zz%| *  Net receivables increased 25%, reflecting lower-risk 2CM growth.
Avercxg_e gross customer interest -earning balances 2,495 2207 13%
(excluding Personal Loans)® 10
Net receivables? 2,691 2,155 25%

Going into more detail, slide 10 summarises the Group’s performance for 2025.

We generated a profit from continuing operations of £8.3m pounds supported by a 5% growth in

risk adjusted income and a 33% reduction in operating costs.

Excluding notable items costs were down 9% meaning the Group generated 11% positive cost:

income jaws.

After factoring in tax, the profit from discontinued operations relating to the sale of the Personal

Loans business and AT1 coupon costs, profit attributable to shareholders was £8.2m pounds.

At the same time we grew customer interest earning balances by 22% to over £2.8bn.
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FY25 Group key performance metrics
Improving cost: income ratio driving low single digits ROTE

FYZ; FY24°/7 Change |+ Asset yield decreased 1.8% YoY, reflecting lower yield on 2CM. Credit Cards

- = > yield reduced marginally, reflecting growth in 0% balance transfers (BTs) and
Selected key metrics romotional products, while VF yield improved,
Asset yield™© 210 28 a8 p P! 3 yi I} .
Net interest margin (NIM)2 16.8 185 7] [+ NIM reduced 1.7%, driven by the lower margin in 2CM, partially offset by
Total income margin (TIM) 182 202 (2.0 lower cost of funds.
Cost of risk® (7.3) (8.4) 11)
Risk-adjusted margin (RAM)® 1.0 1.8 ©0.8) *  RAM reduced (?.8%, driven by a 2.0% reduction in TIM, partially offset by 1.1%
|Cost: income ratio 3 58.4 89.4 (31.0)' lower cost of risk.
Average tanglblj eauity (Em) &) 372 @)% Cost: income ratio improvement reflected income growth, cost reductions
|Statutory ROTE 25 (2.9 34‘4| and the non-repeat of notable items.
Basic earnings per share (EPS) (p)™ 32 (46.7)
Dividend per share (p) 9 - - |+ ROTE of 2.3%, in line with FY25 guidance of low single digits.

DEC25 DEC24 Change |*  CET1capital ratio reduced 2.3%, with earnings and the 40bps benefit from

— - - u £m the Personal Loans portfolio sale more than offset by growth driving a 13%
Capital, liquidity, funding and balance sheet metrics increase in RWAS.
CET1 ratio™ 16.5% 18.8% (2.3)|
Risk weighted assets (RWA) 2,073 1,835 13% |+  Liquidity and funding remained strong, while being managed more
High quality liquid assets (HQLA)" 998 947 5% dynamically.
Liquidity coverage ratio (LCR) 8 306% 359% (53)
Retail deposits 2,984 2399 24% Retail deposits growth was driven by a broader product range, including
Retail funding (% of ll funding)® 89.7% 85.6% 2 ISAs and the Snoop Easy Access branded product.
Tangible net asset value (TNAV) 358 358 -
TNAV per share (p) 20 143 140 2%

On Slide 11, you can see what this meant for our financial KPlIs.

£8.2m of bottom-Lline profits translated into a return on tangible equity of 2.3%, in line with our

guidance.

This was driven by an improvement in the cost: income ratio to 58.4%, again in line with

guidance.

As we previously guided to, asset yield, NIM and total income margin all reduced, driven by the

deliberate growth in lower margin, lower risk, Second Charge Mortgages.

The reduction in risk adjusted margin to 11% was smaller, only 80 basis points, reflecting a 110-

basis points reduction in the cost of risk.

With greater clarity on the cost of risk across our products, we intend to focus on risk-adjusted

margin, as a core metric going forward.
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Net Interest Margin
Reduction reflects deliberate change in mix of balances by product

NIM drivers (%)2 Net interest income trend (Em)
18.8% 18.9% 19.5% 19.4%

(02 . 05 | m 18.9% 181%
0571 19.8%

H24 2H24 1H25 2H25
Il Net Interest Income (Em) —=— Net Interest Margin (%)

18.5%

FY24 Asset yield Funding Product mix Liquidity FY25

Interest income trend (Em) Interest expense trend (Em)
232%  224%  218%

20.3%

—=— Net interest margin (excl. 2CM) (%)

- .0% « Interest income increased YoY, driven by growth in 2CM and Credit Cards,
along with pricing improvements in Credit Cards and VF. This was partially
offset by lower VF balances.

Interest expense increased YoY, reflecting increased funding requirements
for balance growth, partially offset by the lower BoE base rate, reduced
687 733 727 761 rate outlook and maturing fixed-term deposits being refinanced with lower
interest rate savings products.

H24  2H24  H25  2H25 H24  2H24  H25  2H25 . . . . .
. *  NIM reduced 1.7% in line with expectations, due to growth in lower -margin,
M interestIncome (£m) —#— Asset yield (%) Interest expense (Em) == Cost of funds?? (%) N
lower-risk 2CM.
Average gross customer interest-earning Average customer deposits 2 *  Excluding 2CM, FY25 NIM increased 0.5% to 19.4%

balances (excluding Personal Loans) &

™1 ™7

2,201 2,208 2,339 2,647 1,948 2176 2,442 2,640

The NIM drivers are set out on Slide 12.

A small 20 basis points reduction in asset yield was more than offset by a 50-basis points

improvement from lower funding costs.

This net positive outcome was more than offset by a 170-basis points dilution due to a shiftin

mix toward Second Charge Mortgages, and a 30 basis points reduction from a larger Liquid

Asset Buffer.

As aresult, NIM decreased to 16.8%. However, to highlight the Group’s pricing discipline,

excluding Second Charge Mortgages, NIM increased 50 basis points year-on-year to 19.4%.

After factoring in balance growth net interest income rose by 3% in 2025 and, importantly, it rose

by 6% in the second half of the year.
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Gross customer interest-earning balances
Strong growth in Credit Cards and 2CM. Proactively managing new business growth in VF

Gross customer interest-earning balances movement (£m)! +  Gross customer interest-earning balances increased 22% since DEC24, of
which 6% in 4Q25.
22% ol
2,824 +  Credit Card balances increased 19%, reflecting both new customer

acquisitions and increased card utilisation of existing customers following
credit line extensions and risk-based repricing.

e @
2,308 It (59) T 21%
N 20

VF balances decreased 8%, as new business growth was proactively
managed while the new onboarding and servicing platform is developed.
Secured balances
£323 . . "

m 2CM balances continued to grow strongly via forward flow agreements with

Interbridge Mortgages and Selina Finance.
DEC24 Credit Card Vehicl Ssecond P | DEC25 .
redit cards F-ﬁa'nccz c?\%?ge Loi’:;";;’.e +  Personal Loans portfolio sale completed at the end of 1Q25.
Mortgages
Il Cards [l Vehicle Finance Second charge mortgages Loans +  Overall, increasing proportion of secured vs unsecured balances.

Gross customer interest-earning balances trend (Em)!

22%

v
2,824

DEC24 MAR25 JUN25 SEP25 DEC25

Slide 13 details our customer interest earning balances, which increased to over £2.8bn.

Credit Card balances increased 19%. This reflected both new customer acquisitions and

increased card utilisation by existing customers.

Vehicle Finance balances reduced by 8% as we managed new business growth while we

develop the new onboarding and servicing platform.
Second Charge Mortgages continued to grow strongly, increasing by over £380m.
Gross and net receivables increased by 21%, and 25%, respectively.

Importantly, we now have established debt sale programmes in both Credit Cards and Vehicle
Finance, with the Vehicle Finance post charge off asset, continuing to reduce, following the

completion of a number of debt sales. Further details are set out in the Appendix.
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Impairment charges
Reduced gross and net charge-offs reflects customer resilience and strong risk management

Impairment charges movement (Em) Credit Cards FYEZI: FY£2:1 Chonq’z
(2%) Gross charge-offs (174.2) (215.8) (19)%
13‘5'3 1;.1 Recoveries 419 514 (18)%
. (152) B () BN, 0.0 oy Net charge-offs (132.3) (164.4) (20)%
IFRS9 modelled impairment/other (7.3) 40.5
Impairment charges (139.6) (123.9) 13%
Net charge-offs Vehicle Finance FY;: FYEZ: ChQngﬂZ
£(102)m Gross charge-offs (79.0) (374.9)
Gross Recoveries  IFRS8 modelled FY25 Recoverles chj 247
charge-offs impairment Net charge-offs (709)  (350.2)
[other IFRS9 modelled impairment/other 29.4 2898
Impairment charges (Em) Impairment charges (41.5) (60.4) 310%
FY25 FY247 Change
£m £m %
Gross charge-offs (253.2) (266.4) )% +  Gross charge-offs reduced 5% YoV, reflecting ongoing customer resilience.
Recoveries 500 530 ©% +  Credit Card gross charge -offs reduced 19%, reflecting a gross
Net charge-offs 203.2) @12.4) ©% charge-off rate of 12.7% (FY24: 16.4%).
Net risk movements (71.4) (200.0) (14)% IFRS9 modelled impairment benefit reduced YoY.
Releases due to write-offs & debt sales 1835 2242 (8)% Net risk movements reflect stage migrations and changes in post
Other incl. impact of VF review in FY2424 100 39 151% model adjustments (PMAs).
IFRS9 modelled impairment/other 22.1 28.1 210%
Impairment charges (181.1) (185.3) 2)% * 2025 cost of risk across products in line with guided expectations.
- « Credit Cards: 10.2% against guidance of 10-14% (new guidance: 10-
Group cost of risk 12 (7.3)% (8.4)% 1.1 13%).
Credit Cards (10:2)% 4% ©g « VF: 5.6% against guidance of 4-6% (new guidance: 5-7%).
Vehicle Finance (5.6% (7.39% 17 « 2CM: 0.2% against guidance of <1% (guidance unchanged).
Second Charge Mortgages 0.2% 0.3)% 0.1

Slide 14 summarises the year-on-year impairment charge movement.
Bottom line, impairment reduced by 2%, driven by a 5% reduction in gross charge-offs.

Within this, Credit Card gross charge offs reduced by 19%, to a gross charge off rate of 12.7%.

This highlights the improving quality of the portfolio.

Back-book credit risk improved with fewer negative stage migrations and lower impairment

releases from write-offs and debt sales.

In summary, the overall Group cost of risk has reduced to 7.3%, with all products coming within

guided expectations, reflecting our responsible approach to lending.

As you would expect, we anticipate impairment will increase in 2026 in line with balance growth

and have slightly refined the cost of risk guidance, by product, on this slide.
In the Appendix we have included a slide on Expected Credit Losses and coverage ratios.

ECLs reduced by 7% despite a 21% increase in gross receivables, reflecting increased stage 1

and stage 2 balances and a reduction in stage 3.

As a result of this improving credit quality the Group coverage ratio reduced to 8.4%.

We remain comfortable with the current coverage ratio based on a clearer understanding of the

credit risk of our portfolios.
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Operating costs

Cost discipline maintained, with transformation savings ahead of plan

Operating costs movement (Em)

Costs by type (Em) & Full-time equivalent headcount (FTE) (#)
399.1

FY25 Fy247 Change
£m £m %
mz) (%) Cost by type (Em)
28’7 a " l Staff and outsourced people costs 25 (130.6) (128.6) 2%
. B (255 2625 o 2655 Administrative?s (122.3) (140.4) (13)%
B (23.5) 13,0 gt O-2 55 " Depreciation, amortisation and write-offs 9.6) (18.4) (48)%
Notable items (3.0 (11.7) 97)%

Total operating costs (265.5) (399.1) (33)%
' ' l Of which complaint costs (see slide 43) (26.6) (47.4) (44)%

FY24 Notable FY24 Transfor-Compla- Growth Discret- Other ~ FY25  Motor  FY25

items mation ints & ionary finance FTEs by area )¢
savings Inflation  staff redress Customer facing & support 610 552 10%
costs provision Technology & change 382 400 5%
Functions & other 260 263 W%
Operating costs trend (£) Total FTE 1,252 1,215 3%

99.8%

+ Delivered £28.8m of Transformation savings, greater than the £15m
79.3% committed in 2025.
219.2 625%
179.9 22 545% .

Taken actions to realise saves from Gateway technology transformation

1374 in 2025 (previously expected in later years).
- 1281
161
196.8 +  Lower outsourced people costs with FTE reduced from 860 at DEC24 to 620
23 at DEC25.

Discretionary staff costs includes a bonus accrual in 2025 after no bonuses
H24 2H24 H25 2H25 paid to staff in 2023 or 2024.
Il complaints (¢m) [l Other operating costs (£Em)

15
—=— Cost: income (%)

Turning to operating costs on Slide 15.
Total operating costs fell 33% primarily due to the absence of 2024’s notable items.

Costs, excluding notable items, reduced 9%, with transformation savings and lower complaint

costs more than offsetting growth and inflation-related increases.

We delivered £28.8m of transformation cost savings in 2025, well above the £15m we

committed to. This included an acceleration of some Gateway technology driven savings into

2025.

Complaint costs reduced 44% to £26.6m. This amount includes the £3m provision for motor

finance redress.

Excluding this provision, total complaint costs reduced to £7.5m in the second half, a much

lower run rate than previously.

As set out in the Appendix the material drop in FOS referrals from CMCs, following the

introduction of the new FOS charging structure in April, was the main driver of the reduction.

We did accrue discretionary staff costs, having not paid bonuses to colleagues for the last two

years.

This, alongside a 10% increase in customer-focused FTE, drove a 2% increase in staff and

outsourced people costs, albeit our outsourced FTE reduced by 28% in the year.
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We have embedded cost discipline across the business. We expect operating costs to reduce

further in 2026, and in 2027, driven by both Gateway and broader operating efficiency

enhancements.

Credit Cards

Balances returned to above 2023 levels , having improved the quality of the portfolio

FY25 FY247 Change
£m £m %
Interest income 370.8 365.7 1%
Interest expense (51.6) (53.2) (3)%
Net interest income 319.2 312.5 2%
Non-interest income 333 350 )%
Total income 352.5 347.5 1%
Impairment charges (139.6) (123.9) 13%
Risk-adjusted income 212.9 223.6 )%
Operating costs (174.7) (193.5) (10%
Profit before tax 38.2 30.1 27%
Receivables and key metrics
Gross customer interest-earning balances’ 1,518 1,278 19%
Avg. gross customer interest -earning balances® 1,367 1,313 4%
Gross receivables 1,554 1,310 19%
Expected credit losses (170) (160) 6%
Net receivables? 1,384 1,150 20%
Asset yield (%) 271 279 (0.8)%
Net interest margin (%)? 233 238 0.5)%
Cost of risk (%)™ (10.2) 9.4) 0.8%
Risk-adjusted margin (%)™ 15.6 17.0 (1.4)%
Cost: income ratio (%)3 49.6 55.7 6.19%
RWAs'* 1122 944 19%
Customers (‘000) 1,339 1,267 6%
Average balance (£) 1115 990 13%
Average customer limit (£) 2,514 2,156 17%

Gross customer interest-earning balances (Em) & risk-adjusted margin (%)

17.0% 15.6%

1424

FY23 FY24 FY25

Il Gross customer interest-earning balances (£Em)
—s— Risk adjusted margin (%)

Gross customer interest-earning balances increased 19%, reflecting both
credit line increases of existing customers, and new customer growth
following the release of new product variants.
Customer numbers increased 6%, while average customer limits and
drawn balances also increased.

Asset yield and NIM reduced lightly YoY due to growth in 0% products

driving a reduction in weighted average APR to 33.7% (DEC24: 37.4%).
Weighted average APR excl. 0% products increased to 39.6% (DEC24:
39.5%), driven by risk-based repricing.

RAM decreased 1.4%, including a 0.8% increase in cost of risk, which at
10.2% was at the lower end of the 10-14% guided range (new guidance: 10- 14
13%).

Let me now touch upon the performance of each of the lending products, starting with Credit

Cards on Slide 16.

The business delivered a profit of £38.2m pounds, up 27%.

This was while growing interest earning balances by 19%, which drove a 13% increase in

impairment charges due to the expected IFRS9 impairment provision on origination.

At 10.2%, the cost of risk was at the lower end of the guided range, with 19% lower gross charge

offs, as mentioned earlier, highlighting the improved quality of the book.

With the portfolio having reduced 10% in 2024, balances at the end of 2025 were 7% higher than

two years ago.

The improved quality has been driven by the actions taken by the new experienced cards

management team, following their granular vintage analysis review.

Assetyield declined 80 basis points to 27.1%.

This was driven by the weighted average APR of the portfolio reducing to 33.7%, due to the

increased take-up of balance transfers and 0% promotional offers, which increased to 15% of
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the portfolio. These offers are effective acquisition tools that are expected to drive further

interest income over time.

Excluding these offers, the weighted average APR increased to 39.6%, reflecting our disciplined

risk-based pricing strategy.

Combined with lower funding costs, NIM only reduced 50 basis points to 23.3%, while risk

adjusted margin was 15.6%.

Overall, we are well-positioned for continued, profitable growth We would, however, expect

balances to grow at a more moderate level in 2026 and beyond.

Vehicle Finance (VF)

Proactively managing new business growth, while margins improved

FYZ; FYZ;:; Chungoz Gross customer interest-earning balances (Em) & risk-adjusted margin (%)
Interest income 123.9 1331 % 249,
Interest expense (28.2) (31.4) (10)% 5.0% ’
Net interest income 95.7 101.7 )% —_—
Total income 95.7 101.7 )% 765
Impairment charges (415) (60.4) 31)% 706
Risk-adjusted income 54.2 413 31%
Operating costs (66.9) (80.1) (17)%
Loss before tax (12.7) (38.8) (67)%
Receivables and key metrics
Gross customer interest-earning balances! 706 765 8)%
Avg. gross customer interest -earning balances?® 737 825 (1%
Gross receivables 762 832 ®)% FY24 FY25
Expecte(# credi losses 3 ©7) (25)% Il Gross customer interest-earning balances (£m)
Net receivables? 689 735 ©)% e Risk adjusted margin (%)
Asset yield (%) 16.8 16.1 0.7%
Net interest margin (%)? 13.0 123 07% +  Gross customer interest-earning balances reduced 8%, in line with
Cost of risk (%)™ (56 (73 7% expectations, while the new onboarding and servicing platform is built.
Risk-adjusted margin (%) 7.4 5.0 2.4% 3 . . .
Cost: income rattio (%)? 699 788 89% Assef yield ‘and NEM both Lrnproved YoY, driven by the weighted average
RWAs® 573 &5 % APR increasing 0.7% to 29.1%.
Customers (000) — (03 o ©% RAM improved to 7.4%, including a cost of risk of 5.6%, within the guided
Average loan value at origination (£) 9,285 8,909 4% range of 4-6% (new guidance: 5-7%).
Notable items FY25 FY24 «  Greater clarity on the cost of risk following the VF receivables review
£m £m last year.

Vehicle Finance receivables review

Income R (4.5) «  Cost: income ratio improved to 69.9% - focus going forward on improving

Impairment e (15.1) the operational efficiency through the technology transformation via 17

Gateway.

Slide 17 covers Vehicle Finance.

Balances reduced by 8% as we managed new business volumes ahead of the new platform

launch, which will be delivered via Gateway, in the second half of 2026.

The business remained loss making, although the loss reduced materially year-on-year at

£12.7m.

Repricing actions lifted the weighted average APR to 29.1% boosting both asset yield and NIM
by 0.7%.

Combined with a reduction in the cost of risk to 5.6%, risk-adjusted margin increased to 7.4%,

driving a 31% increase in risk adjusted income to £54.2m.
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Operating costs reduced by 17%, to £66.9m However, the resulting cost: income ratio of 69.9%

remains far too high.

Post the launch of the new platform, building scale and automating processes will be key to

improving efficiency.

Second Charge Mortgages (2CM)

Continued strong growth in a growing market

FYEZ; FY%‘:; Chcng; Gross customer interest-earning balances (Em) & risk-adjusted margin (%)
Interest income 284 48 2.8%
Interest expense (17.8) (3.4) "Z%//'
Net interest income 10.6 14
Non-interest income 1.0 - 176% !
Total income 1.6 14 599
Impairment charges 0.7) 0.2
Risk-adjusted income 10.9 12
Operating costs (5.5) 0.6)
Profit before tax 5.4 0.6
Receivables and key metrics
Gross customer interest-earning balances’ 599 217 FY24 FY25
Avg. gross customer interest -earning balances?® 391 69 I Gross customer interest-earning balances (£m)
Gross receivables 619 226 —s— Risk adjusted margin (%)
Expected credit losses ©9) ©2) Gross customer interest-earning balances continued to grow at a similar
Net receivables? 619 225 monthly run rate, driven by forward flow origination agreements with
Asset yield (%) 7.3 7.0 0.3% partners.
Net interest margin (%)? 27 2.0 0.7%
Cost of risk (%)™ 02 ©03) 01% * NIMincreased 0.7%, driven by a higher asset yield and lower cost of funds.
Risk-adjusted margin (%)® 2.8 17 11% N B N R R
Cost:i ! i gw)(s g i 129 @ 5)0; Low cost of risk given secured lending and weighted average LTV in the
Ost: income ratio {7 4 - e low 70s%, resulting in a RAM of 2.8%.
RWAs™ 260 93
Customers (000) 9.9 37 «  Capital efficient, being a secured product with a lower risk weighting.
Average loan value at origination (£000) 63.4 59.1 7%

Customers primarily using 2CM for debt consolidation.

Second Charge Mortgages continued their strong growth, as shown on Slide 18.

Balances reached just under £600m, risk adjusted margin increased to 2.8% and the business

delivered a profit of £5.4m.

With a weighted average loan-to-value on the combined first and second charge mortgages of

just over 70%, the cost of risk remains low.

As a secured product Second Charge Mortgages have a low RWA density driving attractive

returns on capital.

We have rapidly become a market leader in this space. Through strong origination partnerships,
we remain excited about its growth potential, with the overall market originations growing

annually at mid-teens percentages, in recent years.
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Corporate Centre
Streamlined following reallocation of funding and operating costs to products

FY25 FY247 Change
nf £m % «  Corporate Centre includes:
Interest income?' 44. 46.3 (5)%
Interest expense (512) (54.0) )% *  Unallocated Treasury result after product allocations
Net interest income 7. @.7) ©% « Interest income primarily reflects returns from the Group’s
Non-interest income 22 35 (37)% Liquid Asset Buffer N o .
n ™ « Interest expense from unallocated Tier 2 capital is retained in
Total income @9 42 (7% Corporate Centre
Impairment charges 0.7 0.8
Risk-adjusted income (4.2) (5.0) (16)% +  Retail Savings business costs
Operating costs (18.4) (124.9) (85)%
Loss before tax (22.6) (1299 (83)% *  Snoop income and costs
Key metrics +  Immaterial or central items.
RWAs™ 18 183 (36)%
Snoop Customers (‘000) 328 293 12% *  The reduced Corporate Centre drag reflects the non -repeat of notable
items.
Notable items A2 Fr24
£m £m

Provision for motor finance compensation (3.0 -
Goodwill write-off (71.2)
Transformation & other exceptional costs (24.)
Amortisation of acquisition intangibles 6.2)
Other one-off cost items (10.2)
Total notable items (3.0) (11.7)

Slide 19 shows the streamlined Corporate Centre following the reallocation of both funding and

operating costs to product lines.

Excluding notable items, the Corporate Centre has reported a loss of circa £20m in each of the

last two years.

It includes returns from the Liquid Asset Buffer, interest costs on unallocated Tier 2 capital and

operating costs from Retail Savings and Snoop.

Liquidity & Funding
Dynamically managing liquidity and funding

Liquidity DEC25 DEC24 Group cost of funds?? vs benchmark interest rates (%)2°

£m gm Change 58 5.59% 5.59%
HQLA” 998 947 5% 56 1536% il 531%
LCR® 306% 39%  (53) wl -
Excess HQLA over LCR? 653 667 2% 50 | 5:25%
481 A4% 462%
Funding?® DEC25 % DEC£24 % 46
£m m 4.4
Fixed-term savings 1505  452% 1415 50.5% 42
Fixed Individual Savings Accounts (ISAs) 503 15.1% - - ;g
Retail notice accounts 437 13.1% 602 215% 36
Easy access accounts — Vanquis 241 7.2% 376 13.4% 0.0
Easy access accounts — Snoop 258 7.8% - - 3I I I3 IIIJI3I388888888L8R8EY
QZ8 ¥ 2353085530282 223508605228
Easy access and notice ISAs 40 12% 6 0.2% gsE<x$33 20 3223 xs33 R 324
Retail Deposits 2,984 89.7% 2,399 85.6% — — BoE base rate Cost of funds (excl. Tier 2)
Vehicle Finance securitisation 200  60% 200  7.0% " Zyrswaprate Costof funds (incl. Tier 2)
Tier 2 capital 142 4.3% 200 7.0%
Indexed Long-Term Repo (ILTR) - - 5 0.2% + Decreased cost of funds reflecting the lower BoE base rate, reduced rate
Total on-balance sheet funding 3,326 2,804 outlook and maturing fixed-term deposits being refinanced with lower
interest rate savings products.
«  Highly liquid with most of the surplus liquidity held in the BoE reserve account
and the balance diversified into higher-returning UK Gilts (£250m purchased). +  Vehicle Finance securitisation due for renewal in JUN26.
+  Continued optimisation of retail funding through a broader and more *  Maintained regular access to the Sterling Monetary Framework via the ILTR
diversified product range, including ISAs, and distribution reach through the facility.
Snoop brand.

*  99% of retail deposit balances covered by the Financial Services
Compensation Scheme (FSCS).

Contingent liquidity with Credit Card collateral pre -positioned with the BoE.

Tendered £58.5m on Tier 2 capital in OCT25 alongside £60m AT1issuance. 20

Liquidity and funding remain core strengths, as shown on Slide 20.
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At year end we held £653m of excess high-quality liquid assets over the regulatory minimum.
We continue to improve returns from the Liquid Asset Buffer with £250m now invested in UK

gilts.
Retail deposits have grown to nearly £3bn representing close to 90% of total funding.

We have diversified our deposit mix, introducing both fixed and instant access ISAs, as well as
Snoop branded, easy access accounts. The former provides increased stability in the retail
funding base, while the growth in easy access accounts provides more pricing flexibility and has

contributed to the reduction in the cost of funds over the last 12 months.

We also tendered £58.5m our outstanding Tier 2 capital. This further reduced funding costs and

was part of a broader capital optimisation transaction, which is summarised on slide 21.

Capital optimisation
Capital stack optimised by utilising AT1 capacity and reducing Tier 2

Total capital ratio (%) % Tier 1ratio (%) CET1 ratio (%)™

26.1 E (28) 26.1
16.5

"DEC25pre ATlissuance Tier 2 tender  DEC25 DEC25 pre capital ATl issuance DEC25 - bec2s
capital optimisation
optimisation ) . .
Ml Total capital surplus* [l Total capital requirement I Tier1 surplus* [l Tier 1 requirement I cenisurplus* [l CETI requirement
Total Capital Tier 1Capital 59 CET1 Capital
em) 541 59 (59) 541 (Em) 341 m (em)
RWAs (m) | 2,073 2,073 RWAs (Em) | 2,073 RWAs (£m) 2,073
Surplus Total Surplus Tier 1 Surplus CET1
Capital (em) | 197 177 Capital (em) &0 EN Canital Em)
Total capital ratio remained unchanged, with AT1 *+  The Group’s DEC25 pro-forma surplus Tier 1capital |+  The Group had a DEC25 CET1 capital surplus of
replacing Tier 2 capital. increased from £60m to £118m. 5.2% (£107m).

* Includes confidential and management buffers, subject to regulatory requirements. 2

At the end of the third quarter, we successfully issued £60m of AT1 capital and concurrently,

executed the Tier 2 tender.

This transaction had no impact on the total capital ratio, as the Tier 2 capital was replaced with

AT1. The Group retains a significant total capital surplus above its regulatory minimum.

The key to the transaction was that we were able to improve the efficiency of our Tier 1 capital
stack, increasing the surplus above the regulatory minimum, which was previously all held in

CET1 capital.

With this transaction the binding capital measure for the Group is now the CET1 ratio. With the

regulatory minimum 230 basis points lower than the Tier 1 minimum, the transaction has freed
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up additional capital to deploy for profitable growth, which we accelerated in 2025, as can be

seen on slide 22.

CET1 capital
Deployed capital for growth in 2025, with continued capital strength to deliver our plans

CET1 ratio (%)

,,,,,,, [ 0.4 B
(28)
,,,,,,, ~m—— - 16.5
Personal Loans Statutory profit after tax RWA increase Other incl. intangible spend DEC25
sale
- CETl surplus* [l CETI requirement
CET1 Capital (Em) 344 1 8 (12) 341
RWAS (Em) 1835 (38) 304 (@7)
Surplus CET1
Capital (Em) 139 107
40bps benefit from the Personal Loans portfolio sale. «  CET1ratio 5.2% above the 11.3% regulatory minimum, equating to a £107m

surplus*.
40bps benefit from the statutory profit after tax.
*  The Group’s capital requirements were reviewed by the PRA in 2H25 as
280bps reduction from the £304m RWA increase reflecting the 25% growth in part of the triennial CSREP review.
net receivables.

* Includes confidential and management buffers, subject to regulatory requirements. 22

The CET1 capital ratio reduced by 2.3% to 16.5% as the 25% increase in net receivables

equated to £304m of RWA growth.

This was partially offset by the capital benefit from the statutory profit in 2025 and the Personal
Loans sale. We expect profits to become a more significant, positive contributor to the ratio in

future years.

At 16.5% the Group retains a surplus of 5.2% above the 11.3% regulatory minimum. This

equates to £107m of surplus CET1 capital.

The Group’s disclosed, and undisclosed capital requirements, were also reviewed by the
regulator in the second half of last year, which gives us confidence to reduce our target ratio to

greater than 14.5%, which | will cover later.

Ultimately, our capital strength and the expectation of increased future profits supports our

continued growth plans and the execution of our strategy.

Finally, before | hand back to lan, given that Vanquis is now a cleaner, more stable, and
predictable business, | would expect the level of detail required in our content to reduce in

future presentations.

lan will now talk you through our strategic priorities, before | return to summarise our financial

guidance.
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Strategy Update

Ian McLaughlin

lan McLaughlin, Chief Executive Officer

Dave, thank you.

Our purpose and ambition
Serving the borrowing needs of the underserved UK adult population

Our Purpose

‘To deliver caring banking so our customers can make

the most of life’s opportunities’.
Our Ambition
‘To be i

by unlocking financial opportunity for underserved
customers and helping them thrive.’

24

I’d now like to take you through the market opportunity and how we will complete whatis year 3

of our current strategic plan that will take us through to 2027.
Slide 24 shows how we frame our strategy in terms of our purpose and our ambition.

Vanquis is a specialist bank with a clear social purpose, focused on serving customers who are

underserved by mainstream lenders.
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Our purpose is to deliver caring banking, so our customers can make the most of life’s

opportunities.
Now that means different things to different people:

It might be accessing credit when it matters most, improving your credit profile to unlock better

options, or simply feeling more in control of your money.

Caring banking is about how we show up for customers, whatever stage of their financial

journey they happen to be at.

And it means understanding customers’ needs, earning their trust, supporting healthy financial

choices and being there for them when it matters most and when they need us most.
Our ambition then builds on that purpose.

We aim to be the UK’s most trusted and inclusive specialist bank, unlocking financial

opportunity for underserved customers and helping them thrive.
That ambition is very deliberate.

It recognises the scale of the market we serve and the responsibility that comes with serving

these customers.

Our strategy

Reaching more customers, enabling responsible borrowing and financial resilience, and scaling
efficiently to create sustainable long -term value

Serve
More

Reach more customers and deepen relationships across the
underserved UK adult population.

Serve
=4 Responsibly

Ensure our lending is affordable for customers, enabling them
to build financial resilience, whilst supporting financial
inclusion.

& Scale
Profitably

Grow efficiently, optimise capital deployment and enhance
long-term returns.

25

This brings me to our strategy on slide 25.

This is deliberately simple and practical, built around a new three pillar framework:
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Serve More, Serve Responsibly, and Scale Profitably.

This is not a change in direction for us. Itis just a clearer articulation of how we run and grow the

business as we continue to move from turnaround towards sustainable growth.

To give some more depth to these 3 pillars: Serve More is about widening access to responsible,

affordable credit and deepening long-term customer relationships.

Serve Responsibly ensures that growth is predictable, well controlled, with strong affordability,

disciplined risk decisions and consistently good customer outcomes delivered.

And Scale Profitably is how we turn that growth into returns, through the disciplined cost
control, capital allocation and margin management that you are seeing us deliver, and as Dave

has just discussed in detail.

Gateway underpins all three pillars by providing a modern, efficient technology platform to grow

on and supports a lower run-rate cost base.

Together, these pillars link growth, control and returns and provide the framework that guides

the decisions we make and execute day to day.

A significant and growing underserved UK adult population &fﬁfﬁ:

Vanquis aims to serve the borrowing needs of underserved consumers and help them on a path
to financial resilience

Experian analysis concludes there are over 24 million underserved UK Independent research highlights why Vanquis matters:
consumers - over half the adult population with an active credit profile:

“20.2 million adults in the UK are underserved, and a
further 8.9 million are financially fragile.”
c.48.2m UK adult population with PWC & TotallyMoney (2022)

an active credit profile

“17 million UK adults are unable to access
mainstream loans or credit cards due to thin or
impaired credit files. Of these, over 9
million were declined for credit in a single year, with
poor credit history being the top reason at 38%”
Money and Pensions Advice Service (2023)

c.24.0m “More than 3 million people have borrowed from an
unlicensed or unauthorised money lender in the last
three years”
Fair4All Finance (2023)
“The UK’s non-prime lending market has shrunk by
34% since 2019, with loans to sub -prime borrowers
down 76%.”
Well Served3? [l Underserved Financial Times (2024)

Meaningful opportunities within the underserved market via our core products, underpinning our

growth plans and the longer-term opportunity %

Looking now at slide 26, this addresses one of the questions that | am most regularly asked

which is about the total market opportunity we are focused on delivering to.

The UK has a large and persistent underserved adult population.
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Our research indicates that over 24 million UK adults face barriers to accessing mainstream

credit.

This is therefore not a niche segment. It represents more than half of the adult population who

have an active credit profile.
And importantly, this is a structural feature of the UK market rather than a cyclical one.

At Vanquis we exist to serve this segment responsibly, providing access to credit where it is
affordable and appropriate and introducing customers to other solutions if we can’t

immediately serve them.

Our existing product set allows us to address a large proportion of this market within our current
risk appetite - within Credit Cards, Vehicle Finance and Second Charge Mortgages, as Dave has

just described.

Market opportunity supports growth plans Q_ﬂﬁe;,“:
Guiding to >£3.3bn in balances by the end of 2026, growing to >£3.7bn by 2027
2025 2027

mmm Credit Cards
@B Vehicle Finance
2CM

* Balances in all
products expected
to grow.

s

>14%

* Proportion of 2CM
balances expected

to increase.
CAGR
growth
Gross customer
interest-earning £2.824bn >£3.7bn
balances’
Risk-adjusted 11.0% >9.0%
margin':
Credit Cards 15.6% Broadly
Vehicle Finance 7.4% similar RAM
2CM 2.8% by product

Balances in all products expected to grow through to 2027. Increasing mix of 2CM expected to drive a
reduction in RAM but attractive returns 27

On slide 27, you can see how we think about the market opportunity through to 2027 and,

importantly, how we grow within it in a disciplined way.

We plan to grow balances across all of our asset products, but that growth will be deliberate and

phased.
Credit Cards will continue to grow, but at a moderated pace compared to 19% in 2025.

Vehicle Finance growth is more backended, linked to the completion of our new onboarding and

servicing platform under Gateway.
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From the second half of 2026, Vehicle Finance will become an increasingly cost-efficient line of

growth, facilitated through the strong broker relationships that we have retained.

Second Charge Mortgages plays a different role in our mix. As you know, this is a secured
product with a lower risk weight density. It has become very successful for us, and we expect

the rate of growth to continue at broadly similar levels.

As this drives a mix shift over time, our Group risk-adjusted margins will naturally change to
reflect this, but the business we are writing remains attractive across all products and

consistent with our return targets.

Overall, what you are seeing us do is about balance. Growing but managing mix and quality

carefully so that we convert that growth into sustainable returns.

Driving financial inclusion with responsible lending solutions % Recronsibly
Existing products enable customers to build their financial resilience

Credit Cards Vehicle Finance Second Charge Mortgages
Expanded APR ranges through risk-based repricing Adjusted APRs following new credit decisioning ¢.55% of customers using 2CM for debt consolidation
Portfolio mix (APR %) engine with another ¢.25% using it for partial debt consolidation
395% 39.6% Portfolio mix (APR %) Loan to value (LTV) (%)
28.4% 291% 701% 1%
37;4\__
- 33.7 -
12%
36% 30%

47%

15%
DEC24 DEC25 DEC24 DEC25 DEC24 DEC25
M >60% I 40-49.9% M <30% I >50% [ 40-49.9% 30-39.9% [l 20-29.9% [ <20% M >=85% [ >55% <=55%

I 50-59.9% 30-39.9% 0% products

—=— Weighted average APR (%) —=— Weighted average APR (%) —=— Weighted average LTV (%)
—— Weighted average APR excl. 0% products (%)

Have strengthened customer affordability assessments and credit decisioning across all products -

On slide 28, this is where Serve Responsibly underpins our ability to deliver the strategy with

discipline.

And responsible lending is not a constraint on growth for us. It’s actually what ensures that our

growth is sustainable and predictable.

In Credit Cards, more granular, risk-based pricing allows us to widen access to credit while

ensuring pricing accurately reflects individual risk and affordability.

That allows us to grow the book while maintaining credit quality and customer outcomes.
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In Vehicle Finance, you can see we have rebalanced the APR mix and tightened alighment
between risk, pricing and returns. Again, this will support controlled growth as the platform

scales.

The Second Charge Mortgages product is primarily used for debt consolidation, enabling

customers to have lower monthly outgoings, and resulting in improved resilience for them.

Loan-to-value ratios remain well controlled, underpinning strong returns as the portfolio

continues to grow.

These disciplines support responsible growth, protect customer outcomes and deliver

predictable performance across credit cycles.

Building pathways to stronger financial health & ey
Improving credit profiles via Snoop, ‘not yet’ partners and the Vanquis Foundation

Snoop Fair Finance (‘not yet’ partner) Vanquis Foundation and other
partners

Snoop active users (k) Customer unclaimed benefits identified (Em) Financial education workshops for young people via
The Money Charity since 2013

328 78,332

203 34.0 /
3212

121

243

285
256 JUN25 DEC25 Number of Number of young people
212 workshops delivered benefitting from workshops

Loans extended to customers (£k)
307
32 38 43 230
2023 2024 2025 * The Vanquis Foundation donated £0.9m to

charities in 2025, including National

I Of which Vanquis customers (k) A
Numeracy, The Money Charity and

I snoop customers (k)
L . AF; d banking to hel JUNZ5 DEC25 Community Interest Companies such as
everaging Al and open banking to help IncomeMax and the Social Mobility Business
customers with money management. +  Referral scheme launched DEC24, with 20k Partnership.
«  Customers can achieve average annual customers referred to date.

savings of c.£1.5k on household bills.

*  Snoop branded easy access savings
account. 29

Slide 29 shows how we support customers to improve their financial health.

Snoop is central to this as | have mentioned. It acts as a key enabler of our inclusion strategy

and long-term growth model.

Using Open Banking data and Al, Snoop helps customers manage everyday money, build

confidence and develop healthier financial behaviours.

And for many users, this translates into meaningful savings over time, through better bill

management, smarter spending and easier supplier switching.

For those customers who are not yet ready, or we are not able to offer credit to right now, the

programme delivered with Fair Finance provides a responsible alternative for them.
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And the Vanquis Foundation and our community partners extend this support, investing in
financial education, inclusion initiatives and accessible debt advice to build capability earlier

and reduce long-term financial exclusion.

Leveraging our deposit franchise to drive scalable growth S rofitably

Banking licence provides a structural funding advantage over competitors

Funding mix (Em)2® Average deposit pricing 34 vs benchmark interest rates (%) 2
33% 48 1475%

47
46

3,326

45
976 29% 44
43

2,804

984 35% a2
a1
40
75% 39
38
50%

35 .45
4 N
574 23% 002
405 14% 342 N 8 & g g & 8 & & & & & &
O P4 @ & & > z 3 1) g 5 > O
DEC23 DEC24 DEC25 a8 R < = g 3 s 2 o g 2 ]
Il Wholesale funding Il Fixed ISAs — — BoE base rate 2-yr swap rate Average deposit pricing
I Fixed-term savings Flexible retail deposits*

«  Cost of funds from retail deposits lower than wholesale
funding.

*  Flexible retail deposits enable faster ability to reprice.

Group cost of funds have reduced throughout 2025, reflecting the lower BoE base rate, reduced rate
outlook and maturing fixed-term deposits being refinanced with lower interest rate savings products. 30

*Flexible deposits includes — Retail notice accounts, easy access accounts (Vanquis and Snoop) and easy access and notice ISAs

Turning to slide 30, and again building on Dave’s earlier comments, our banking licence gives us

a clear and durable funding advantage.

Retail deposits provide us with stable, low-cost funding that many specialist lenders do not

have access to.
Through 2025, as you’ve seen, our deposit costs reduced steadily.

This reflects a combination of lower interest rates and a shift towards lower cost savings

products.
You can see this clearly in the funding mix on the slide.

This has allowed us to price competitively, protecting margins and improving overall funding

efficiency.

We will continue to diversify and optimise our deposit base as we look ahead, expanding flexible
savings products and using Snoop as a scalable distribution channel to support efficient, low-

cost deposit-led growth.

In short, our funding advantage strengthens our margins, improves resilience across the cycle

and underpins our ability to grow profitably over time.
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Gateway is the catalyst for long-term growth & innovation . rofitably

Gateway substantively delivered and will complete in 2026

Key transformation achievements to date What we will deliver in 2026

Strategic data platform established, c.30bn rows of data

eercsl New credit card origination and onboarding platform

A single view of customer data in Salesforce All customers migrated to the new mobile app
First point of contact for all inbound voice calls implemented %‘ New financial crime systems (C.“S‘S’"‘e' screening & transaction
2 monitoring)
[
New customer security model implemented B Chat generally available in app, with integrated Agentic AT
z (L) agents
5 Processing of all new complaints Key card servicing processes (fraud & disputes,.curd
= management, credit line management, collections)
(U]
SMS services moved to Salesforce New onboarding & servicing platform for Vehicle Finance

Webchat customer service channel launched . .
Snoop style money management features to be incorporated in
the new mobile app
New mobile app available in app stores

IT Transformation

Expanded use of analytical assistive and agentic Al

First agentic Al deployed

provement

Additional use-cases on the new data & analytics platform

=
o
2
%}
3
3
£
=
g
O

New website launched under new brand Al tools rolled out to all colleagues

All colleagues on single Microsoft platform

Single HR system for all colleagues

Building a modern, efficient and scalable technology platform that enables digital first offerings,
better customer engagement & accelerated speed to market for new products, features and services

Coming back to Gateway on slide 31. It has been an underlying theme of my remarks as itis the

catalyst that underpins our long-term growth and innovation agenda.

Itis a fundamental reset to address the previous under investment in technology which this
business was suffering from. It will enable us to operate as a modern, efficient and digital first

bank and to scale.

Importantly, as you can see on the left-hand side, the majority of Gateway’s core capabilities
have already been delivered, with clear progress across customer experience, control and

resilience.

Gateway is now an operational platform with regular feature releases and improvements. For
example, we have already launched a Chat channel for customers and are deploying Agentic Al

agents to improve service quality and to reduce our costs.

Looking ahead, the last major components of Gateway complete in 2026, and the benefits then
become structural - through fewer systems, streamlined processes and improved automation,

which in turn means improved resilience, lower run-rate costs and better operating leverage.

In short, Gateway is the strategic enabler of our business, allowing us to complete those three

pillars of Serve More, Serve Responsibly and Scale Profitably.

Let me pause there, as we will come back to expand further on our next 3-year strategic cycle at
a future date. Our focus for now remains on disciplined execution and delivering 2026 as

planned.
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With that, | will now hand back to Dave to talk through our guidance.

¢’ vanquis

Financial guidance

Dave Watts

Dave Watts, Chief Financial Officer

Thanks, lan.

Financial guidance out to 2027
Committed to delivering improved and sustainable long -term value for our shareholders

FY26 FY27
Actuals Guidance Guidance
Gross customer interest-earning balances’ £2,824m
Net interest margin (NIM)?2 16.8%
Risk-adjusted margin (RAM)® 1.0%
Cost: income ratio® 58.4%
Statutory ROTE# 2.3%
CET1 ratio™" 16.5%

*Guidance subject to regulatory change 33

Slide 33 summarises the guidance we have laid out this morning.

Importantly we remain ‘on track’ to deliver our Statutory ROTE guidance of ‘low double digits’ for

2026 and ‘mid-teens’ for 2027.
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However, | would expect profits to be higher in the second half of this year, compared to the first

half, as balances mature and interest income builds.

We now expect balances in 2026 to exceed £3.3bn and to increase to greater than £3.7bn by the
end of 2027 as we balance growth, with the improved profits required, to deliver the higher

ROTEs we are targeting.

The balance base and the deliberate change in product mix, that lan has talked about, including
a greater proportion of Second Charge Mortgages, is expected to result in a continued reduction

in NIM, to around 15.5% in 2026, and 14.5% in 2027.

Now that we have greater clarity on the cost of risk across our products, and to better align to
how we assess the performance of the respective products, we have also introduced risk-
adjusted margin guidance. This is expected to reduce, both in 2026 and in 2027, but remain
above 9.5%, and 9% in the respective years. Again, this is driven by the increasing proportion of

Second Charge Mortgages.

Alongside income growth, continued cost discipline will be a key lever of the improving profit
trajectory over the next two years. This will drive the cost: income ratio down from the ‘high 50s’

in 2025 to the ‘high 40s’ in 2026 and the ‘mid-40s’in 2027.

Statutory ROTE and cost: income ratio
Delivering meaningful improvement in ROTE and reduction in cost: income ratio

Statutory ROTE outlook FY25-27 (%)% Statutory ROTE trend (%)* ‘

Mid-teens

Low double digits

FY25 Balance growth
i 2.3% offset by lower NIM

Income _

FY25 FY26 FY27

Impairment

Cost: income ratio trend (%)3

58.4% N

High 40 Mid 40s

Transformation cost savings

Operating

Complaints
costs

Underlying cost movements. Growth and .

inflation

Other (incl. average
tangible equity & . FY25 FY26 FY27
AT1 distributions)

Transformation cost savings (Em)

Frat _ Mid-teens £28.8m £23-£28m

34

Turning to slide 34, the bridge on the left-hand side provides an indicative view of how we expect

to deliver ‘mid-teens’ ROTE by 2027.
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As you can see, risk adjusted income growth is a meaningful contributor, but continued cost

take out is also a significant lever.

This will be achieved through ongoing transformation savings, including an additional 23 to
£28m from the completion of Gateway, and an ongoing focus on cost discipline driving further

operational efficiencies across the Group.

At the same time, we will continue to invest in our business.

Capital management

Well positioned to deliver growth as the Group returns to organic capital generation

Robust capital position above regulatory minimums Capital being deployed for growth in the near term
Tier 1 ratio guidance (%)5 CET1 ratio guidance (%) Gross customer interest-earning balances (Ebn)!
19.5-205 ~ 1 ‘
18.5-19.5 75 :
5161 41 N >14.5
1
1
13.4 13.4 .
]
I
FY23 H24 FY24 FY25 FY25 FY26 FY27

M Buffer* Il Regulatory Minimum

+ Capital guidance has been reducing in recent years reflecting: + Vanquis continues to build scale in the near-term to deliver its ROTE
o A cleaner and more stable financial position guidance of low double digits in 2026 and mid -teens in 2027, at which
o Lower risk mix of business. point the Group becomes meaningfully capital accretive.

« The Group's capital requirements were reviewed by the PRA in 2H25 as
part of the triennial CSREP review.

« Capital guidance updated to a CET1 ratio following capital optimisation:
o I[ssuance of £60m of AT1in 4Q25, meaning the Group is no longer
Tier 1 capital constrained.

* As aresult, the Group has reduced the CET1ratio guidance to >14.5%.

« This guidance remains subject to changes in regulatory requirements.

The Board intends to reset the capital allocation framework and distribution policy following full

delivery of the strategy in 2026. »

* This includes confidential and management buffers, as appropriate.

As set out on Slide 35, we will continue to deploy capital for growth in the near-term.

As | have mentioned, we are now comfortable operating with a CET1 ratio guidance of ‘greater
than 14.5%’. This follows the capital optimisation transaction that we executed last year, the
reducing risk profile of the business, and the outcome of the recent regulatory review of the

Group’s capital requirements.

The existing capital capacity, alongside the capital accretion we expect to generate from
increased profits over the next two years, means that we are well positioned to deliver the

growth we are targeting.

Having achieved what we said we would do in 2025, we remain ‘laser-focused’ on the execution
of our plan, and are fully committed to delivering, sustainable, long-term value for our

shareholders.

And with that, | will hand you back to lan.
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¢/ vanquis

Conclusion
Ian McLaughlin

lan McLaughlin, Chief Executive Officer

Thank you, Dave.

Serve More. Serve Responsibly. Scale Profitably.

Our strategy is guided by a clear understanding of what sets us apart and how we will harness
these strengths to deliver growth and sustainable profitability

What sets us apart

A large underserved market
» Over half of UK adults face barriers to accessing mainstream credit. Vanquis has a significant
opportunity to grow market share in our core products.

A customer proposition to build financial resilience
» Offer lending, savings and money management solutions to address three core customer needs:
healthy borrowing, controlled spending and the ability to build a financial safety net.

Cost effective funding model as we build scale
» Retail deposits provide stable, low -cost funding.

A modern, efficient and scalable technology platform
* Gateway enables digital first offerings and customer engagement

This gives us confidence in the Group delivering low double digits ROTE in 2026 and mid -teens in 2027

37

Turning to slide 37, let me close by bringing together our key messages from today.
Vanquis is built on a set of clear and durable strengths.

We operate in a large and structurally underserved UK market, with persistent demand for

responsible credit.
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We have a customer proposition designed to help them to build better financial resilience.
Our banking licence provides a cost-effective, deposit-led funding model.
Gateway gives us a modern, efficient and scalable technology platform.

These strengths are brought together through a clear and practical strategy as | have described:

Serve More, Serve Responsibly, and Scale Profitably.

The strategic framework that we now have in place will allow us to build on the progress that you
can see in these 2025 results. We can continue to grow sustainably, strengthening our franchise
and delivering attractive long-term returns. That is how we will create long-term value for

customers, colleagues and shareholders.

Thank you for listening. | will now hand back to the operator to open the line for questions.



