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The Personal Change Layer Powering Successful Transformation

Scared So What® is a technology-enabled platform addressing the most
consistent failure point in digital and organisational transformation: personal
change adoption.

While traditional change management focuses on process, communication, and

. . . . s | Your Guide to the Model
structure, Scared So What® uniquely operationalises the human side of change — ree
at scale, in real time.

Already deployed across major organisations, including Royal Mail, Parcelforce,
and City of London Police, with 6,000+ users and 2,212 paid licences sold.

SSW
*CERTIFIED*

PCM

P\gggaleplay
We are raising £650k (SEIS/EIS-qualified for a 14% Share) pre-seed to scale @& AppStore

enterprise adoption and complete development of SSWAI — the Al-powered
personal change coach.
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* Trustpilot 4.7
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THE PROBLEM

Transformation Fails Because the Human Experience Is Not Managed

$2.3T

LOST GLOBALLY EACH YEAR DUE TO FAILED
DIGITAL AND ORGANISATIONAL
TRANSFORMATION

(Harkin, McKinsey, Et Al. See Appdix F)

S340B

WASTED ANNUALLY IN GLOBAL ECONOMY
(McKinsey; MIT; Gallup; CIPD. See Appdix F)

Existing change models focus
on process, structure, and
technology — not how people
experience change.

Organisations lack:

e “A structure, scalable way for
individuals to navigate
personal change”

e “Real-time visibility into
readiness, resistance, and
emotional response”



WHY NOW

Change Is Accelerating — Human Readiness Is Not

The personal side of transformation has become the critical missing layer.

\\¥ Rising burnout, stress, — Post-pandemic shifts in
Qb

wellbeing and inclusion
and overwhelm :
expectations

\\ Acceleration of Al, Fast-moving change
% automation, and job () cycles causing “change
redesign fatigue”

a

P> A .

Hybrid work obscuring
human signals

Organisations required
to report on wellbeing +
engagement metrics

70% of transformations fail — not because of technology, but because people are left behind.



SOLUTION
Introducing Personal Change Management (PCM)

A New Layer for Human Transformation

Personal Change Management (PCM) enables individuals to navigate change with clarity, ownership, and
confidence — while giving leaders real-time insight into readiness and risk.
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Scared So What® PCM Science/Psychology

PCM bridges the gap between organisational ambition and human experience.



BEGIN HERE: Take
the SCARED Quiz

V\ Gobéle Play

£ Download on the
@& App Store

* Trustpilot £, 7 ¢

Scared So What Ltd.

£ VERIFIED COMPANY

PRODUCT
An Integrated System for Personal Change at
Enterprise Scale

SSW Standard App

Personal reflection, guided practices, stress reduction

SSW PRO App

Action planning, behavioural insights, enterprise deployment

SSWAI (2026)

Ai-powered personal change coach

Welcome to Scared So What Pro!

Begin Here: Take the
SCARED Quiz

My Saved Quizzes & Plans +

Want to find out whero you are in 8
change process?

Your Guide to the Model

Navigating porsonal chango can be

Resources

Discover moro sbout SSW in

Excellent

Live Data Insights Dashboard

Real-time sentiment + early-warning signals

Certification Programmes

Instructor / Coach accreditation (CPD + ITOL)

Enterprise-grade compliance

& N\ TINON

ITOL GDPR/CCPA aligned

P’* Google Play

o T he
Cel ‘@/Ol;ﬂford

Review




MARKET OPPORTUNITY
A Large,
EStainShEd Transformation & Change Spend Globally
Ma rket — With $ 3 5 5 B (Statista, Grand View Research, McKinsey. See Appdix F)
No Tools for the
Personal Side Of SERVICEABLE ADDRESSABLE MARKET (SAM)

4 3 B Organisational Change Management &
° Transformation Enablement
95% of change models focus

on organisations - not Serviceable Obtainable Market (SOM) UK Enterprises
individuals.

£15M initial UK opportunity across early-
. . . adopting enterprise and public-sector clients,
PCM fills this blind spot. £ 1 2 0 M validating repeatable SaaS deployment before

UK and global expansion.

TOTAL ADDRESSABLE MARKET (TAM)

Change




BUSINESS MODEL

Land With Pilots. Expand Through Saas, Certification, and Al.

Certification & Leadership

Programmes
£299 - £1455 per learner

SaaS & Licensing
(Core Engine)

Standard App: £60 per user/year

PRO App Suite (B2B): £96 per user/year

SSWAI App Suite (B2B): £136 per user/year

Enterprise enablement (£200k contracts) Explicitly pre-ARR, but clearly scalable

By 2030, SaaS will represent “80% of all revenue.



TRACTION SNAPSHOT

%ﬁé CITY..LONDON
£72,831 paid pilot revenue (25 — 26) gﬁ POLICE

6,000+ users across pilots & paid deployments.

2,212 PRO licences sold.

Multi-year renewals with Royal Mail & Parcelforce.

O
Clients include City of London Police, Parcelforce, Royal Middlesex ( P r’
Berkshire Fire & Rescue, CDR Partners, N8 Talent. ~~>

University MEMBER
Accredited by CPD and ITOL, endorsed by The Oxford The CPEegfiEtéﬁcation I(I)“(:SCTLIJE,EFO%FATLR&%T\J?SG
Review.
Deployed across UK, USA, Malta, Portugal, Cote d’lvoire. @
X K Trustpilot =
Qutord
Review

Pre-seed stage with paid pilots validating enterprise demand ahead of recurring Saa$ rollout. g



COMPETITION & DEFENSIBILITY

No Existing Tool Measures Personal Change Readiness

e Defensible IP

* Proprietary Personal Change Management (PCM) behavioural

model Scared So What®
e Technology platform purpose-built for personal change
readiness and adoption competes within organisational
e Accredited PCM certification ecosystem (CPD & ITOL aligned) .
« 96 Certified PCM instructors (to date) change and transformation -

differentiated by exclusive focus

e Enterprise Trust & Barriers to Entry
* Public-sector validated deployments (0] personal change readiness

e GDPR / data-privacy aligned by design .
and adoption.

e UK Government-grade security risk ledger qualified

e First-party behavioural and sentiment data (non-replicable)




FINANCIALS (5-YEAR VIEW)

Clear Path From Paid Pilots to SaaS-Led Scale

2025 Pilot Revenue:

EBIDTA: positive with one-person operation

Revenue growth driven by:

Expansion of SSW PRO B2B
Global consumer rollout

SSWAI deployment from Q3 2026

Annual Recurring Revenue (ARR): Driven by
enterprise & B2B2C SaaS licensing, with high
retention and expansion potential

Monthly Recurring Revenue (MRR): Scales
through multi-year enterprise contracts and
per-seat licensing

5-Year Projection Alignment: Revenue
streams align directly to the 5-year financial
model, reaching material ARR scale by Year
3 with operating leverage thereafter

Services accelerate adoption; SaaS drives
long-term valuation multiple

2026 - 2030 Revenue Projections

Projected Revenue (£m)

£10 £9.5m
3 £9
E £8

£7 £6.2m

f6

£ £3.8m

£4

£3 £1.95m

£2 £850k .

£1

. L]

2026 2027 2028 2029 2030

M Projected Revenue (£m)

By 2030, SaasS represents 80% of revenue, driving strong
EBITDA margins.

10



Raising £650k

SEIS/EIS-qualified

Funding unlocks
e UK enterprise expansion
e US market entry foundation
e Al product launch (SSWAI)
e Formal partner ecosystem
e Certification and instructor network

e Scalable operations + commercial
infrastructure

Capital

Capital is deployed to accelerate revenue, not
experimentation.

CASHFLOW & USE OF FUNDS

£650K to Reach Repeatable SaaS Revenue and Al Validation

Talent & Team

For Growth

36% GROWTH
Core leadershi 30%
P,

product, delivery. Go-to-market
Includes 2-3 Sr execut|9n
enterprise sales Enterprise sales

leaders targeting C- enablement
suite buyers Partnerships &

channel dev.

Product & Al
Development

20%

R&D/IP

3%
4%
Operations & Admin,

Finance, Legal,
Governance

o
7%
Infrastructure & Support:

Cloud, security, enterprise
systems

11



GO-TO-MARKET STRATEGY

HOW WE WILL SELL: Enterprise-Led, Multi-Channel

1. Direct Enterprise Sales

e Senior sales leaders targeting CEO, HR, Transformation,
and Sales Leadership

e Mid-to long-term contracts with ARR expansion

2. Public Sector & Regulated Industries

e Framework agreements, pilots, and scale-up
deployments

e Proven traction with emergency services and national
organisations

3. Certification-Led Distribution

e Coaches, consultants, and leaders certified to deploy the
model

e Creates inbound enterprise demand

4. Strategic Partnerships

e Consulting, technology, and platform partnerships
e Embedded into transformation programmes

5. B2C Entry (Secondary)

e Direct-to-consumer app creates data, brand, and future
upsell funnel

e Scales for global recognition, adoption, and revenues

Enterprise first.
Platform-led scale.
Global expansion.

12



ASK / ROADMAP / TEAM

Building the Global Standard for Personal Change Management

Meet the team
Raising £650K (SEIS/EIS-Qualified) for

14% equity share, pre-seed growth 2 =

Milestones: 1

e Enterprise expansion in UK (2026)

* First recurring SaaS contracts (2026) ’}ﬁ e

e SSWAI pilot validation (2026) ’&j y x% g

e International scale-up readiness (26 — 27) Dr Grant Van Ulbrich Oliver Turnbull, NED
Founder & CEO. Award Technology Board. CEO
winning author, speaker, of 2Viz Technology

We are not improving change management — coach.

we’re bridging the gap.
ging §ap Combining over 50 years in global hospitality

leadership, technology development, operations,
revenue generation — Pracademics, published, vetted.

info@scaredsowhat.com | www.scaredsowhat.com | +44 (0)20 3911 3535 | London, UK



APPENDIX

Welcome to Scared So What Pro!

6 Hi, Grant!
@ Hi, Grant

—s Begin Here: Take the My Saved Quizzes & Plans +>
the scaren quis| | SCARED Quiz e

o you

Your Guide to the Model
e — n personai

&

Resources

SSW
* CERTIFIED »

PCM

COACH
S ARED

S8 WHAT,

-
SSW

Transformation

LEADERSHI

S O W I I ! \ I V\ggsaleplay
e INSTRUCTOR
# Download on the i o
@& App Store Statiline
* Trustpilot 47 .

X The

ScaredSoWhatltd. C »D Oxford ITOL
2 VERIFIED COMPANY : CERTIFIED Review % FTRAIING

The CPD Certification
Service

“SOWHAT,

v

info@scaredsowhat.com | www.scaredsowhat.com | +44 (0)20 3911 3535
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Appendix A — Metrics Lite (Pre-Seed Stage)

Metrics Snapshot — Pre-Seed, Paid Pilot Stage

Scared So What® is a pre-seed company transitioning from paid enterprise pilots to recurring SaaS revenue.

The metrics below reflect validated demand, real usage, and early retention signals, rather than full SaaS recurrence, which
will commence following SSW PRO and SSWAI rollouts.

Commercial Validation Metrics

e £72,831in paid pilot revenue (2025-26)

2,212 paid licenses issued across enterprise deployments

6,000+ users engage across pilots and paid programmes

Enterprise and public-sector customers with long sales cycles and high ACV

Multi-year renewals secured with Royal Mail and Parcelforce

These metrics validate willingness to pay and repeat enterprise demand ahead of SaaS subscription launch.
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Appendix B — Operating Metrics (Metrics Lite)

Operating Metrics — Transitioning to Saa$S

Revenue model: Hybrid (paid pilots — SaaS subscriptions)

« ARR / MRR: Not yet live (pre-seed stage)

Sales motion: Founder-led enterprise sales
Contract types: Pilots, licenses, enterprise enablement
SaasS rollout: In progress (SSW PRO — SSWAI)

ARR, MRR, NRR, and churn metrics will become applicable post-SaaS rollout in line with subscription
deployment from 2026.

Operating Metrics — Transitioning to Saa$S

SaaS-led model targeting 75-80% gross margins

Delivery costs front-loaded during pilot phase
Capital-efficient acquisition via founder-led enterprise sales
Long-term LTV driven by multi-year enterprise relationships
EBITDA positive at pilot scale due to lean operating structure

16



Appendix C — Usage & Adoption Quality

Adoption Quality Signals (Pre-SaaS Proxies)

« Consistent completion of guided reflection journeys

* Repeat engagement across multiple change milestones

» Active use by leaders, coaches, and managers — not just individuals

* Deployed in high-risk transformation environments (policing, logistics, infrastructure)

Engagementoccurs during periods of uncertainty, indicating behavioural relevance rather than
novelty usage.

Cohort & Retention Indicators

 Pilot durations ranging from 3 to 12 months

» License expansion from initial cohorts to wider teams

* Renewal intent confirmed in enterprise accounts

« Stakeholder adoption across HR, L&D, Operations and Leadership

These indicators act as pre-SaaS proxies for retention and net revenue expansion.

17



Appendix D- IP, Data & Security Readiness

Intellectual Property, Data & Enterprise Readiness

Intellectual Property

» Proprietary Personal Change Management (PCM) model

« Original behavioural framework developed through masters and doctoral research
« Trademarked brand and methodology

« First-party behavioural and sentiment datasets (non-replicable)

Data & Al Readiness Security & Compliance Roadmap

GDPR & CCPA compliant

Human-in-the-loop coaching architecture « Enterprise-grade privacy and access controls

Al trained exclusively on first-party PCM research and data

Personal agency and consent-led design « Public-sector validated deployments
ISO 27001 & Cyber Essentials Plus — Partner validated

Ethical Al deployment aligned with wellbeing outcomes

18



Appendix E - Disclaimer

Please read carefully

This presentation has been prepared by Scared So What Ltd. for informational purposes only. It is not intended to be, and should not be
construed as, an offer to sell or a solicitation of an offer to buy any securities, nor as investment, financial, legal, or tax advice.

The information contained herein is based on sources we believe to be reliable; however, Scared So What Ltd. makes no representation or
warranty as to the accuracy or completeness of any information in this document. Any projections, estimates, or forward-looking
statements contained in this presentation involve known and unknown risks, uncertainties, and other factors that may cause actual results
to differ materially from those expressed or implied.

Recipients of this presentation agree to treat all information as confidential and not to distribute, copy, or disclose any part of it without

prior written consent from Scared So What Ltd. Scared So WhatLtd. and its representatives expressly disclaim any liability for any decisions
made based on the information herein.

By reviewing and engaging with this investor presentation , you acknowledge that you have read and understood this disclaimer.
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Appendix F - References

Evidence to Support Research

MARKET SIZE / SCALE: “Harvard Business Review and related academic research consistently show that organisational and digital
transformation represents one of the largest areas of management consulting spend globally, with persistent failure driven by unmanaged
human factors (Beer & Nohria, 2000; Christensen et al., 2013; Kane et al., 2019). Market sizing estimates from Statista and Grand View
Research, McKinsey place this transformation and change-related spend at approximately $S300—355B globally.”

* Beer, M. and Nohria, N. (2000) ‘Cracking the code of change’, Harvard Business Review, 78(3), pp. 133-141.
Christensen, C.M., Wang, D. and van Bever, D. (2013) Consulting on the Cusp of Disruption. Harvard Business Review.

* Kotter, J.P. (1996) Leading Change. Boston: Harvard Business School Press.

* Kane, G.C. et al. (2019) The Technology Fallacy. Boston: MIT Press.

* Gallup (2023) State of the Global Workplace.

CHANGE FAILURE: “Estimates reflect synthesised economic impact of failed or under-adopted organisational and digital transformation,
based on published failure rates, investment scale, and workforce disengagement data (McKinsey; MIT; Gallup; CIPD).”

* McKinsey & Company (2018) Unlocking success in digital transformations. Available at: https://www.mckinsey.com/capabilities/people-
and-organizational-performance/our-insights/unlocking-success-in-digital-transformations

* Kane, G.C., Phillips, A.N., Copulsky, J. and Andrus, G. (2019) The Technology Fallacy: How People Are the Real Key to Digital
Transformation. Boston: MIT Press.

* Gallup (2023) State of the Global Workplace. Washington, DC: Gallup Press.

 CIPD (2023) Good Work Index. London: Chartered Institute of Personnel and Development.

* Harkin, B. (2024) The Cost of Failed Change: Deriving the Economic Impact of Disengagement and Transformation Failure. London:
Independent research synthesis.
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