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This is the first of the monthly updates you
can expect between now and the delivery of
our Go National programme
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- Resource structure
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* Property search

* Retail engagement
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Progress this month

After a full month in preparation and set up phase — we are ahead of plan — notably with network, property searches, procurement and

planning

v' All Functional Leads appointed and announced to the business - Substructures are well underway

v" Programme governance fully set up — meeting cadence, dashboard reporting, RAID logs, escalation paths etc
v’ Strategic partners sourced and appointed (e.g. Savills for property, TLT for legals)

v Plan progressing in detail

v" functional plans materially completed
v" activity owners allocated
v Task precedents and dependents understood
v' Critical path established
v Holiday changes for FY27 communicated to business (e.g. black out periods, restrictions on holiday buy scheme, embargo on extended
leave)
Material progress with network planning
Property search well underway — site visits underway

Material progress with Retailer Engagement Plan

AN N NN

Procurement underway — orders placed for high risk / long lead time products (e.g. Newspack printing kit)
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Programme Leadership Team - all roles dedicated

E McMinn

Transformation
Director

Steve Davidson

Programme
Manager

2 x Workstream Programme
PM Coordinator

Michael Williams
Commercial Lead

Ben Radvan

_ Sam Matchett
Finance Lead

People Lead

Louise McCall
Operations Lead

Paul Webster
Technology Lead

Helene Almeroth
Williams

Recycle




A Strong Senior Team

» All functional leads in post, announced
to business on 10 September

« Strong mix of tenure, experience,
expertise, style.

« Team will work closely together and
drive all functional plans

+ Offsite event planned 14-16 October for
GN complex solutioning workshops

*  Weekly, monthly meeting cadence
established.

© smithsnews

STEVE DAVIDSON

PROGRAMME MANAGER

Steve has been with the business for just over a year, and
he is an experienced project and programme manager with
extensive expenence in the inance sacior with & focus on
regulatory compiance and customer excellence.

Steve will be holding us all honest to the programme plan,
ing we follow our dard robust governance
managing RAIDs, the prog: L > wcies and

driving the actions o plan. Although dedicated 1o Go
National, Steve will continue to repart directly 1o Caroline
Jonas, who will be continuing to ge the total
programme and project porticlio, and between them they
will aiso manage the inter 1 Go

and the other major programmaes within the business.

8 smiths

PAUL WEBSTER

TECHNOLOGY

Paut saaried s career with WH Smighs News (T as a developer
Before leaving the business and subsecuently reonng the
Oparations team in 2002 a5 Logistcs Systems Manager
Sice then. he has held 38mf 10083 SCross both Operadans ana (T,
with proect and programme responsibiltes spanning the design and
amgremongation of fechnaiogy-lod sclutons Across aistng and new
operatonal sites and natianal roliouts
More recantly. Paul has woresd aithn me Opseatons Exscutive leam
as Programme Manager and acted as Oporational Spansor for the
Future Tech programena. Paul brings a sirong combinason of deap
operatonal and IT know'aoos. atensve spanence of delveding
wed change, and [ ™ gor

axpartss — al of which will be aritcal 10 the successfil dalvery of
0 1T workstream
Koy slamants of the sachnology plan delvery include:-

« Logmstics Systoms — News Pack, Nows Raturns, MHT's, Proof of

Delivery
« IT Notworking ~ Local and Data Cantre connectivity, Cobing,
Intornat

« SAP Solutions and Services

+ Depot IT Services - PC's, Lapiops, Prnters, Telephony

+ Depol IT Fit-Dut

« IT Security Stralegy Aligemant ! Assurance

+ IT Busnoss Contnuty Assurance

LOUISE MCCALL

OPERATIONS

Loulse started her journay with Smiths News 21 years ago as
@ service delivar partner and has worked her way up through
the busi undertaking diverse rales, from
Noftingham Site lead 10 laking over leadership of our solution
design team for new propositions and nto her most recent
role as Head of Sclutons Design and Performance Delivery.
Louise has also played a key part In our Recycle project and
Customer Expenence project. It is this cross functienal
expenence and deep knowledge of the business that will
support Louisa in tha delivary of har naw role

To give some flavour to the nature of activities within the
Operations Plan, some of the key elements of the plan are
New proparty searching

Network raview

Property layout and fitout

Route planning

Confractor strategy

Oparational processes & delivary

H&S Procasses

.
.
.
.

BEN RADVAN

N smiths

FINANCE

Ben joined Smitns News in August 2026 a8 Head of Monagemant
Accountng with ovarad responsiity for the completeness and
socoatacy of our SAP accounts. Prior to joining Smiths Nows, Bon
spant § yoars working in the aerospace industry anere ho hald a
range of senior Fnance roles and doweloped a broad range of
exparionce across ol atpects of Finance. This broad® of
oxpariance meons Bon is woll possoned to successfully delver the
roquirormonts of the Fnance Workstroam

The Finance plan ndudes:

Managing the programme to budgat and reforecasting fwoughout
Setling up the ¢ 16,000 on Direct Dobit and ansuring a smooth
transdtion for invoicng

Setting up the naw cost confrea and accounting strucises
Managng the accounting and the teatment of all costs for he
progmmme.

Ersuring our reporting & sat up 10 cope with the new custamars,
sitos, colloagios ok

Strmtogic proouroment for the vast bat of new products and servicos
masociatod wieh the scope

MICHAEL WILLIAMS

COMMERCIAL

Whilst Micheel has most recently been working on identifying
and nurturing growth outside of newspapers and magazines.
n his 30 years with the business he has gained extensive
knowladge and exparience of the retall and newspaper
environment having led both functions for us here at Smiths
News - all of which will be invaluable as he seeks to bring the
1eams together 10 delver a complex plan with a myriad of
internal and exiernal stakeholders.

Kay slements of the commercial pian inchade

« Onboarding crcat 6000 new retal customers
{approximately S000 of which are indepandants)

« Capture trading information
« C engag: and
+ Publisher engag and ication
+ Customer ¥aining
Trade prass angagement
+ System development
« Policy alignment

& smiths

SAIDA RANA @
PEOPLE LEAD

Saida Rana joined on Tuesday 3th Seplember, and she Drings a
waalh of expenence in dolkanng peogse strategy, organisational
ane senior b parinesing

Salda has across

‘elecoms, and FMCG.

Key eloments of the poogse plan nolude

- Workfoecs plannng and -0 g and

- Employes relatons and wellbeing - Leaceship capabiity
= Talent and development - Supporting change

« Communications - Cullure and engagement

SAM MATCHETT
PEOPLE

W over four ysars al Smits News. Sam Malchet! has had ihe
Opportundy 10 work alongaios collsagues from across ihe business and
parinés with teams In & variety of projects, Including the recent

o € g o wih

CHaNgR Programmeas In pravious businesses.

Sam is committad to craating pragmate rsarventions for al that enabie
coleagues 1o develop De skils, nowladge behivour and confidence
needed 10 SucoeRd. recognsing Ihat every ok has an important part 1o
play n deliverng the ambitions of Go Natonal and the wider busoess.




Appointed
Identified, not announced

Programme team - all roles dedicated

Not yet identified, advertised

Strategic supplier / partner

Note — Ops structure will grow significantly, as
programme progresses. New ops management and
Ops delivery roles will be onboarded early, and report
through to this structure until weeks before go-live

E McMinn

Transformation
Director

Steve Davidson

Programme
Manager

2 x Workstream PM
JD +1

Programme
Coordinator

Helene Almeroth

Saida Rana (New(

Ben Radvan Louise McCall Paul Webster T
FARERED e e Operations Lead Technology Lead Williams
o) e a eaad
People Lead P 9y Recycle

Abdul-Ghafar
Gariba

Procurement BP

Finance Business
Ptr

Finance Analyst

Krystal Jeffries

Senior Business
Partner

L&D Delivery
Partners x4 (6
months only)

C. Woodman, L.
Jamal, TBA

Hailey Giles
Data Management

Comms Coordinator

Communication
Resource

Michael Morgan
Retail Lead

Recruitment Lead

Newspaper Lead

Roz Oram
Property Mgr

TBD (External)
Property Admin

Paul Redford

Dave Coupland

Network Planning
Manager

Dan Anonver

) Finance reporting Recruitment Visi Head of
Finance FSSCilead and systems lead Recruitment Advisor| coordinator Stlore B Onshore CX X3 Maintenance and C’?Ar;tr:zctgrrs
x3 nstore Construction 9

Offshore lead

Systems Analyst

Contractor
Engagement Lead
x4

Systems — first line
support

Payroll Apprentice

PUNE CX TBC

Rashpal Singh

OE / Process Mgr

3 x ops managers —
towards later stages|

lan Tallamy

Strategic partners
Savills - Property
TLT - Legals
Barricane - Network




Approaching Scotland

Legal support

. SN Legal team have completed a full legal advisors panel review, TLT have been appointed.

. Merits of TLT (in addition to service confidence and commercials) are UK coverage, and specifically dedicated expertise in Scotland.
. Provision of Scottish office facilities is a strong benefit (for meetings, interviews etc)

. Engagement with TLT is well underway and Scotland specific needs are being incorporated into plans.

Geographic Nuances and Knowledge

. Jonathan Denton has engaged with Scott McCulloch, for highlands and islands current local arrangements and abnormalities which have been captured and incorporated into
the plan (i.e. includes some Scottish elements, but is whole UK), engagement with Scott will continue throughout the programme.

. A list of these special arrangement showing on next slide for illustration. All 72 retailers for NewsUK identified across the Highlands and Islands

Other

. Senior Ops visit to EuroCentral on 23 Sept (and also Broxbourne on 21 Sept and Knowsley in early October)

. Michael Williams visiting Scott McCulloch and several key retailers w/c 28 Sept

. Engagement with regional press is underway

. Ability to use space within EuroCentral for benefit of programme is arranged
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Network Planning

Network analysis complete — plan headlines

680 (approx.)

20

New routes required (will be finalised when properties are confirmed)

New sites confirmed

Sites either new or into print sites — visits scheduled

Current locations to be incorporated into the current SN

Current SN locations onboarding new customers, capacity being validated
— no obvious concerns

@ Current location @ Now location
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Network Planning

Detailed site plan, proposed network actions and customer redistribution

location detail to support previous summaries

Depot / Area
Aberdeen 8 New Depot v
Carlisle 293 New Depot v
Dundee 366 New Depot v
Eastbourne 261 New Depot v
Hull 440 New Depot v
Inverness 302 New Depot v
Ipswich 557 New Depot v
Kendal 146 New Depot v
Maidstone 642 New Depot v
Norwich 443 New Depot v
Preston 869 New Depot v
Rhyl 330 New Depot v
Ryde 103 New Depot v
Sheffield 1,087 New Depot v
South EastLondon 969 New Depot v
Stockton 609 New Depot v
Swansea 537 New Depot v
Wakefield 1,127 New Depot v
York 391 New Depot v
Newbridge 1,166 Print Site Euro Central/New Depot v
Linwood 1,764 Print Site Euro Central/ New Depot
Chester 581 Print Site Knowsley/ New Depot
Grays London 807 Print Site Broxbourne/New Depot
Ashford 429 -
Berwick 39 -
Bow 485 -
Portsmouth 373 -
Weybridge 339 -
Unrouted

<

AR IR SR RN

25 SN already deliver

Includes Part Bow

Possible move "ML" Postcodes from Linwood to
Newbridge (Site at Livingstone)

TBC Following Visit

TBC Following Visit

TBC Following Visit

Distributed from Maidstone

Distributed from Newcastle

Splitinto SEL, Hornsey

Split Southampton/Crawley/Croydon/Slough
Splitinto Slough /Hammersmith / Crawley
Unrouted

National Network Pl
C t R d
urren New Depot Print Centre Merge evise
stomers Customers

293
366
236
440
302
557
146

1,056
443
869
330
103

1,087

1,313
609
537

1,127
391

1,166
1,716

581
807

ey 0 | _um
REDISTRIBUTED / RECEIVING LOCATIONS

Receiving Location

Crawley
Newcastle
Southampton
Hornsey

Croydon

Slough

Crawley / Croydon

Split from Portsmouth & Weybridge
Includes Berwick

Split from Portsmouth & Weybridge
Includes Part Bow

Split from Portsmouth & Weybridge
Split from Portsmouth & Weybridge
Crawley 25 + Croydon 15 already deliver

40
337
141

91
146

Finat NetworcTota o e

© smiths news

@ Curment locaticn @ Now location

® invemece
-

@ 2verseen

, Oundee

@ Newbriage (or EurcCentral)

Linwood (or EuroCentral)

Newoastie
, Cariicle .
. stookton
st
=X . Kendgal
7 ) 4
( /
\ /
N~ ® vorx
® Fracton ® Hun
v @ wiekenens
LNOT‘DOOI b

. etn«Bm anemeid

Rnyl y
@ chector (or Knowsiey) @ Linocin
wokecatrent @ @ notsnghem
. threwsbury Lelcester
Norwioh
. Weanecbury ® .
< Petardorough
I @ rewmarket
@ witon Kaynec [ T
Qioucecter ' '
n.
© @ simenon
. Hi Hempsten
twances @ ® o ® swinc /
g SIos . !Wuﬂh loum Eu“.onoon
Oxford ®
/—) Erictol % @ wmaiacione
.Barnciapie ® 3
L J fouthampton ¥ Ccroydon
® veonn Y Crawley
@ Rygs—— @ E2cttdums
® Bodmin
/ @ Piymoutn




Property ldentification, Evaluation and Approval Process

From initial property lead through to completed lease

01

IDENTIFY

1. Supply property
shortlist or leads ref
space share

. Roz Oram
. Savills
. 3 Party leads

OUTPUT Potential property
identified

|

[ criteria checklists and info capturee templates ]

02
ASSESS

-—

. Desktop exercise

. Roz Oram

. Dave Coupland

. Ops Rep (LM or
delegate)

. Chris Wright

. Finance BP
(budget)

. Alison Crooks (Ext
Planning expert)

[ GATE Suitable to progress? ]

l

NO Return to property
search

(1X] 04

VISIT & EVALUATE COMMERCIAL

1. First visit: Ops / 1. Agree commercial
Facilities position
. Roz Oram

. Roz Oram

° Paul Redford .
. Lou McCall 2. Obtain best offer

. Roz Oram

2.8 d visit
econd visi 3. Review at Go

National Weekly

° OpsLead Meeting

Optional:

. Emily M . Roz Oram &

. Tech Go National

. Helene Almeroth- Prog team
Williams

[ OUTPUT Property ]

evaluation completed —

GATE Agreed to progress?
recommendation made

NO Return to property . . .
search NO Renegotiate or discontinue

05
APPROVE

1. Approve Heads

of Terms
. Richard Clay

2. Property SteerCo

Roz Oram
Richard Clay
Mark Sugden
Chris Wright
Richard Wood

3. Seek PLC approval

. Richard Clay
. PLC

[ OUTPUT Approvals secured ]

l

NO Renegotiate or discontinue

06

COMPLETE

1. Instruct solicitors

(TLT) [Negotiate lease to
completion and pay SDLT

. Roz Oram

2. Close out on
Lease Deal

. Roz Oram

[ END Lease completed ]




P ro p e rty S e a rc h e s TOTAL IDENTIFIED ASSESSED — STAGE 1 VIABLE AFTER STAGE 1 VISITS ARRANGED CONVERSION
241 241 96 25 40%

+ Alllocations have viable sites

fU r’thel’ tO ShOFﬂISt and Stage ¢ 241 opportunities are identified across 23 locations; 100% have completed Stage 1.
deSktOp review. * 96 remain viable (40% of assessed), while 145 have been rejected.

e 25 visits arearranged across 6 locations (26% of viable properties); Chester leads with 9.

* Focus in month ahead is to

close out decision on print . . . ,
ASSESSED LOCATIONS — IDENTIFIED, VIABLE & VISITS Viable properties and visits arranged by location
centres, complete the arrange

HP # Location Identified Viable d Yes rate Number of properties
arranged visits and progress prop
1  Aberdeen 32 11 0 34% 0 2 4 6 8 10 12
other locations and initiate any 2 Chester 2 s 9 38% Aberdeen
i i % Chester | ——
tler 2 agency Searches 3 Sheffield 22 7 0 32% e-ser
4 Hull 19 7 0 37% Sheffield
5  Wakefield 13 7 0 54% Hull
6 Preston 14 5 5 36% Wakefield
Preston
7 Swansea 8 5 5 63%
Swansea |
8 Linwood 16 5 0 31% Linwood
9  South East London 8 5 0 63% South EastLondon
10 Ipswich 6 5 0 83% Ipswich
12 Rhyl 7 3 3 43% § Ryl ——
S ) ——
13 Newbridge 8 3 0 38% - Newbridge
14 Dundee 7 3 0 43%
o
15 Eastbourne 4 3 0 75% Kendal —
16 Kendal 7 2 2 29% Grays London  e—
17 Grays London 11 2 0 18% Maidstone —e—
18 Maidstone 7 2 0 29% Stockton |e—
19  Stockton 7 2 0 29% Inverness ==
20 Inverness 3 2 0 67%
Carlisle |
21 Ryde 3 2 0 67% )
Norwich em—
22 Carlisle 3 1 1 33%
23 Norwich 4 1 0 25% H Viable M Visitsarranged

© smithsnews
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Retail Engagement Plan

How are we defining this area?

 The engagement plan is being designed to manage key messages into specific stakeholders.
This is the actions we take to talk directly to, or work in the room with, groups of stakeholders —
largely customers and industry groups.

«  Our onboarding plan is how we will capture customer information, deploy it into existing or new
systems, and prepare those customers and suppliers to be ready on day one

« The communication plan is designed to inform customers, suppliers and the industry at large as
to progress and key information related to our move to national. The marketing team will largely
deliver this activity with input from the programme team. Elements of engagement and
onboarding may also make use of the marketing team.

We need to be clear about what each element is designed to do when directing the business

G



EXECUTIVE SUMMARY

What this plan does, and what we need from you

Engagement is an area you have asked about directly.

This high level plan turns that into a visible, scheduled programme

8 4 Weekly 5

AUDIENCE GROUPS PHASES TO GO-LIVE SURGERIES AT LAUNCH TEAMS DELIVERING

From multiples with Head Office reach Establish, Engage, Go live and Cadence steps up from monthly to Programme, Marketing, Retail and
to independents, political customers Hypercare, running from September weekly with in-person and online Publisher teams, with Exec support
and industry bodies — each with its through to launch on 8 July and surgeries as we approach 8 July. where seniority is needed.

own approach. beyond.

The ask: endorse the phasing and the cadence. Detail, resource and named responsibilities are being completed at the team workshops through
September. First engagement is already booked, a Scotland visit in the week commencing 28 September.




PHASING

Four phases from establish to hypercare

SEP - DEC

Establish

+ Wide engagement with key
stakeholder groups

« First attendance at local
meetings; introductions to key
customers

» Focus groups stood up; contacts
and question routes shared

+ Milestone framework and timings
published

» First written comms to
independents, introduction from
Jon to Smiths News, capturing
contact info

DEC - APR MAY - 8 JULY
Engage Go live
Scheduled surgeries and local + Weekly surgeries, online and in
events in new areas person
Focus groups running; group and « Sustained presence in Scotland;
store issues being resolved outbound contact to key
Follow up written comms to customers
independents capturing data for ¢ Countdown comms and FAQs for
go live store teams
Monthly feeds into industry * Progress via trade press, social
groups and website

Communication plan supporting at every stage

JULY ONWARDS

Hypercare

Daily launch reporting, reducing

over time

Monthly progress and
performance feedback in packs

Follow-up into industry groups to
play back performance

Preparation for DMG in the new

year

Cadence tightens as we approach launch. Monthly through Establish, moving to weekly from May, then daily reporting through early Hypercare.



AUDIENCE MAP

Who we are talking to, how often, and who leads

AUDIENCE

Multiples — existing

Multiples — new

Non-standard distribution
(Highlands & Islands)

High volume & home news delivery
(HND)

Independents

Political customers

Industry groups
(The Fed, ECR, NMA, PDRP)

Wider retail bodies
(Symbols, SGF, ACS, Scottish trade
press)

WHY THEY MATTER

Head Office reach, but engagement is currently low

Coverage gaps being closed; CJ Langs is the only one of
volume discovered so far

Distribution complexity makes early operational
relationships critical

Not critical for launch, but need segmenting by size

First impressions count; they need a route to hear our
story and ask questions

Noisy and not yet identified. Onside they are advocates,
offside they are not.

Reach members at scale and give us a feedback loop

Currently unmapped — a gap we need to close

CADENCE

Monthly pack, fixed format

Onboard, then standard cadence

Letter, then following independent cadence

Phased, weighted after go-live

Letter, surgeries, trade press, social media

Identification first, then direct contact

Event calendar plus monthly feeds

To be scoped

LED BY

Retail

Retail

Retail / Ops

Retail

Retail / Marketing
/ Programme

Retail /
Programme

Retail /
Programme /
Exec

Retail /
Programme



DELIVERY

A fixed rhythm, with clear ownership

MONTHLY EVENT LED MOVING WEEKLY THROUGH MAY

The standing pack In the room Close to launch

*  What we said we would do * Year of industry events mapped and planned »  Weekly surgeries, online and in person

* What we have delivered » The Fed Executive attended in every phase » Sustained presence in Scotland

* What happens next * Ourown surgeries and workshops in new areas » Outbound contact to key customers

* Universal format for every multiple — it does not » Seniority matched to the audience » Daily reporting to multiples once live
change

 Feedstrade and social comms as well as in
person events

DELIVERED BY

Programme Marketing Retail Publisher Exec
Industry groups, political Written comms, trade press, Multiples, independents, Operational support for non Senior-level attendance and
customers countdown surgeries. workshops traditional and high volume escalation where required

G



OPEN ITEMS

Points we need to close quickly

01

Identifying political
customers

List under construction with help from
publisher teams. Once we’ve a solid
foundation, we’ll begin engagementvia
appropriate team and at appropriate
level of seniority

PROGRAMME / RETAIL

02

The Fed's data-sharing
position

Access to the membership list depends
onwhat The Fed has agreed with
members about sharing data with third
parties. Confirm before we plan around
it.

PROGRAMME / RETAIL

Decision timing: all four close as September workshops conclude

03

High volume versus home
news delivery

These may be the same populationin
most cases. Allocation will manage day
one, we need to be engaged to make
appropriate in the moment operational
decisions at the same time

RETAIL / NEWSPAPER

04

Resource and named owners

Engagement activity is mapped but not
yetresourced. The ongoing workshops
assign responsibilities and confirms
whether current capacity is sufficient.

ALL TEAMS

The full engagement grid and the team working behind this plan, is _



Communication Plan

. We know we need regular external communication, designed to inform all interested parties as to our progress.

. This is paramount to keeping our narrative the prevalent one in the marketplace including an ongoing plan to communicate the project
progress to the industry at large (e.g. trade press, social media, website etc...).

. It should be scheduled, regular, frequent and promote confidence in our prospective new customers and stakeholders.

. Work is underway to identify what, when and how we deliver this with Marketing taking the lead on how we do it and the Programme &

Retail team responsibility being the feed of information

Progress
. Team engaged, requirements articulated, resource gaps identified and plans to fill them in motion

. SN website being immediately updated

. LinkedIn/Facebook under review to be repurposed for Go National
. Agreement with Better Retailing for early access to content and team throughout
. First press release on project circulated this week







Looking ahead

Planned activity for the coming month includes

Visit 3 print sites, determine outcomes and finalise network plan

Progress site search and visits

Create solution for contractor attraction and recruitment

Sign off all functional plans, and loaded into Programme Management software
Material progress with any remaining unappointed programme roles

SN Internal leadership conference (majors on Go National), and plan 3 day offsite solutioning event for GN teams

DN N N N U NN

Complete training plan
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