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Legal disclaimer

This presentation does not constitute an offer to sell or a solicitation of offers
to buy Ordinary Shares (the “Securities”). Although reasonable care has been
taken to ensure that the facts stated in this presentation are accurate and that
the opinions expressed are fair and reasonable, the contents of this
presentation have not been formally verified by Oxford Biomedica plc (“OXB”
or the “Company”) or any other person. Accordingly, no representation or
warranty, expressed or implied, is made as to the fairness, accuracy,
completeness or correctness of the information and opinions contained in this
presentation, and no reliance should be placed on such information or
opinions. Further, the information in this presentation is not complete and may
be changed. Neither the Company nor any of its respective members,
directors, officers or employees nor any other person accepts any liability
whatsoever for any loss howsoever arising from any use of such information
or opinions or otherwise arising in connection with this presentation.

This presentation may contain forward-looking statements that reflect the
Company's current expectations regarding future events, its liquidity and
results of operations and its future working capital requirements. Forward-
looking statements involve risks and uncertainties. Actual events could differ
materially from those projected herein and may depend on a number of
factors.
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Positioned to scale into a rapidly expanding $65bn market
OXB is active in 3 of 5 segments, including the two largest, with clear expansion potential

Gene and cell therapy market size by molecule type ($ billion)?

64.5

)) Proven CDMO capabilities provide a platform to scale
across adjacent modalities

)) Clear pathway to expand into remaining segments and
increase total addressable market exposure

+35% CAGR

)) Entry into remaining segments unlocks
incremental revenue streams
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Structural outsourcing shift drives sustained market growth
Growth driven by capacity needs, specialised expertise and capital efficiency

Total viral vector market (in-house & outsourced)’
Value in $M

12,508

@ Market to reach ~$12.5bn by 2031

@ Outsourcing rising to ~80% of demand (~$10bn by 2031)

® Driven by capacity constraints + complexity
+ capital intensity

CDMOs are structural winners as internal capacity cannot
keep pace

2025 2026 2027 2028 2029 2030 2031

I In-house (Biotech/Pharma owned facilities) [l CDMOs

4 (1) Company estimates and third-party research




Robust CGT pipeline fuels CDMO market opportunity

More programmes moving into later stages of development

Gene therapy pipeline quarterly comparison Therapy pipeline categories
Total number of programmes in development: Split of programmes by type:
2,146 2,210 2,128 2,040 2,132

I Gene therapies
Il RNA therapies
Il Cell therapies (non-GM)

Q12025 Q2 2025 Q3 2025 Q4 2025 Q1 2026

Il Preclinical [l Phase | [l Phase | Phase Il Pre-registration )) 4,000 therapies, growing and deepening pipeline

)) Increasing share of Phase lI+ and pre-registration

Late-stage progression = higher-value, longer-duration CDMO contracts

)) OXB addressable to ~50% of pipeline
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Diversified multi-vector platform with AAV now the largest opportunity
AAV momentum and multi-site capacity supports long-term revenue growth CAGR

Opportunities by vector type Opportunities by clinical phase Opportunities by OXB site

Number of opportunities Distribution of opportunities Number of opportunities

11%

19%

Il AAv I Adeno Other I Preclinical M Phase | Commercial Bedford Lyon
Bl Lenti I MVA/POX Bl Phase | Phase Il Il Bedford/Durham [l Lyon/Strasbourg
I Durham Il Oxford
)) AAYV opportunities surpassed lentiviral )) Pipeline increasingly late-stage + commercial )) Opportunities balanced across global sites
in 2026

Reduced dependence on legacy modalities and increased total addressable market capture

: OXBZ
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“One OXB” model optimising global capacity allocation
New client wins concentrated in core biotech markets (US & Europe)

One year pipeline dynamic by site

$ value of opportunities by site over 12 months
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)) +50% of Q2 2026 opportunities routed to US and France
)) Increasing cross-site utilisation

7

Source: Internal data

2026 YTD new client geographical distribution
New clients split by location

- North America - Europe o e

Y) 90% of new clients in US & Europe

)) Strong penetration of largest funding ecosystems



Best-in-class conversion rates drive high revenue visibility
Our pipeline assumptions are well aligned with our success rate

New Business

Number of Opportunities by Business Type % Proposal Contract drafting Negotiation
Conversion % Conversion % Conversion %

30% 172% |s7%

Existing Business

Proposal Contract drafting Negotiation
Conversion % Conversion % Conversion %

Il Existing business Ml New business 8 4% 9 1 0/0 9 7 OA)

8
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A diversified portfolio of 52 client programmes
Growing and maturing number of client programmes

OXB ranked in the top five CDMOs globally for advanced therapies by market share

Client demographic

Contract stage: Contract size range per (by no. of programmes):
project (£):
- 46
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Client logos represent a selection of our clients and do not constitute a complete list.

9 (1) Company estimates and third-party research OXB é



Why clients choose

OXB: Technical

confidence, regulatory
readiness and partnership
depth
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Why our clients choose us to be their CDMO

Technical expertise, programme complexity, integrated capabilities and partnership approach

Selection
criteria

Sponsors evaluate
technical expertise,
regulatory readiness,
manufacturing reliability,
and the ability to de-risk
complex development

pathways.
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Complexity

Cell and gene programmes
require specialised vector
handling, tight process
control and disciplined
coordination across

development stages.

OXB value

The Company combines
vector know-how,
manufacturing capability,
and experience to support
programmes end to end.

Strategic
partnership

Customers benefit most
when the CDMO acts as an
embedded extension of

the team rather than a
transactional vendor.
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De-risking the path to approval and commercialisation with OXB
Proven quality, regulatory expertise and operational excellence
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GMP Excellence

Robust, validated manufacturing systems
Consistent batch execution at scale
Quality-first culture embedded in operations

Documentation Rigor

Traceability across development and manufacturing
Inspection-ready documentation standards
Lifecycle continuity from clinical to commercial

Regulatory Support

Data packages aligned to agency expectations
Strategic support across key submission milestones
Experience with global regulatory pathways

Facilities, teams and processes audit-ready
Mock inspections and proactive gap remediation
Minimal disruption during regulatory inspections
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High client retention drives compounding revenue growth
Signals of sustained client confidence leading to repeat engagement

Strong delivery — Repeat contracts — Compounding revenue growth

Successful tech transfers
Structured transfer support
enables seamless progression
of processes and
manufacturing know-how,
minimising disruption

Delivery reliability

Consistent, on-time execution
builds trust and gives sponsors
confidence to plan downstream
milestones
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Responsive teams

Rapid technical engagement
and practical problem-solving
accelerate decision-making at
critical programme stages

Long-term trust

Partnerships deepen when
contributions extend beyond
immediate deliverables to
support broader strategic goals

OXBZ



Let’s deliver
life-changing
therapies together

A global quality and innovation-led
CDMO in cell and gene therapy

OXB.com
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