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Disclaimer

The material in this presentation has been prepared by carsales.com
Limited (ASX: CAR) ABN 91 074 444 018 (“carsales") and is general
background information about carsales’ activities current as at the date of
this presentation. The information is given in summary form and does not
purport to be complete. In particular you are cautioned not to place undue
reliance on any forward looking statements regarding our belief, intent or
expectations with respect to carsales’ businesses, market conditions
and/or results of operations, as although due care has been used in the
preparation of such statements, actual results may vary in a material
manner.

Information in this presentation, including forecast financial information,
should not be considered advice or a recommendation to investors or
potential investors in relation to holding, purchasing or selling securities.
Before acting on any information you should consider the appropriateness
of the information having regard to these matters, any relevant offer
document and in particular, you should seek independent financial advice.

Disclaimer and Non-IFRS Information

What is IFRS and non-IFRS financial information?

* IFRS financial information is financial information that is presented in
accordance with all relevant accounting standards.

* Non-IFRS financial information is financial information that is presented
other than in accordance with all relevant accounting standards. For
example: Revenue or profit information calculated on a basis other
than under accounting standard definitions or calculated with
accounting standards and then adjusted e.g. “adjusted”, “underlying"” or
“look- through”.

What non-IFRS financial information does carsales
disclose in its half year and year end results
presentations?

* In carsales' investor presentations the company aims to provide equal
or greater prominence to IFRS financial information. However, we also
present or refer to non-IFRS financial information.

* Non-IFRS financial information is calculated based on statutory IFRS
financial information and adjusted to show either a position excluding
significant items which have been removed OR presented based on
carsales’ effective equity ownership interest of an entity’s underlying
revenue, EBITDA or NPAT.

* Any non-IFRS financial information is clearly labelled as “underlying”,
“Adjusted”, “Proforma” or “look-through” to differentiate it from
reported/IFRS financial information.
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webmotors Growth Opportunity

@ webmotors

2 3
Significant upside
to penetration and

webmotors has clear
audience leadership

The Brazilian auto
market is highly attractive

Exciting pipeline of
growth initiatives

Fifth biggest automotive
market in the world’, with
over 14 million new and
used car sales annually? and
78 million cars in use3

Growing vehicle ownership
with cars per capita
increasing®

28 thousand dealers>:
Large, disparate and
fragmented dealer base

monetisation

Underpenetrated market
with c. 1/3rd of addressable
dealers not subscribed to
webmotors®

National expansion plan to
increase market share in
large areas outside of Sao
Paulo and Rio de Janeiro is
progressing well

Low dealer take rates’
compared to other
businesses in the carsales
group, with lead pricing 5x
lower than Australia8

Clear market leadership
position?® with excellent
audience and inventory
metrics

Highly sophisticated
software integrates
webmotors deeply with
dealers - clear competitive
advantage

Key growth initiatives
include:
* Improving media
product offering

» Further uplift from
dynamic pricing

« Car servicing and repairs
* Online auctions

» Further driving auto
finance opportunity
through Santander
partnership

(1) Measured by total cars in use (“Parc”) at Dec-22. (2) 2022 New car sales: Brazilian Association of Motor Vehicle Manufacturers (Anfavea). 2022 Used transactions: Brazilian National Federation of Automotive Vehicle Distribution (Fenabrave) (3) 2022 National vehicle
fleet, Brazilian Ministry of Infrastructure. (4) National vehicle fleet / population 2021 v 2011. Brazilian Ministry of Infrastructure. (5) Brazilian registered dealers at 31-Dec-22, Fenabrave. (6) Subscribed dealers at 31-Dec-22 / Brazilian registered dealers, Fenabrave. (7)
Average webmotors fees per sale / average gross profit margin per car. (8) Car lead revenue / lead volume Jan-22 - Dec-22 webmotors v carsales Australia. (9) Visits Dec-22 webmotors vs nearest Brazilian automotive digital marketplace Dec-22. Source: Adobe Analytics.



The Brazilian Auto Market is Highly Attractive With
Upside to Penetration and Monetisation

a Enormous automotive industry in Brazil with large
addressable market and strong growth potential

Annual Transactions (m)’ Car Parc (m)?
(new car sales + used car transactions) (total registered cars on the road)
14
H New m Used 78
5
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Australia Korea Brazil Australia  Korea Brazil
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Cars Per Thousand People? Car pealers (000)
(franchise + used dealers)

768 25 28
353
233
m B .

Brazil 11 Brazil '21 Australia '21 Australia Korea Brazil

e Scope to grow penetration, monetisation and

increase contribution from other revenue sources

Total Addressable Dealer Take Rates*

Dealers (000)* (Average fees per car sold/
average gross margin per car)

7%

28 3%
2%
. - .
Subscribed  Address- Market webmotors webmotors  Australia

dealers able size 2017 today today

Revenue Contribution®

£
carsales

W Dealer W Finance W Private m Media m Other

(1) Australia: 2022 New car sales: Federal Chamber of Automotive Industries. Used car transactions: National estimate based on NSW Registration transactions report. Korea: Korean Automobile Manufacturers Association. Brazil: 2022 new car sales: Brazilian
Association of Motor Vehicle Manufacturers (Anfavea). 2022 Used transactions: Brazilian National Federation of Automotive Vehicle Distribution (Fenabrave). (2) Australia: Australian Motor Vehicle Census 2022. Korea: 2022 Korea Automobile Manufacturers Association.
Brazil: 2022 National vehicle fleet, Brazilian Ministry of Infrastructure. (3) Cars in use / population. (4) carsales internal data and management estimates. (5) FY23 revenue.



webmotors has Clear Audience Leadership and an
Exciting Pipeline of Growth Initiatives

e webmotors has clear audience leadership over o Key marketplace, finance and emerging
horizontal and vertical competitors digital opportunities

) ) o ‘@' Media & Membership
Unique Audience (m)’ Visits (m)? Significant opportunity to leverage carsales’ media
& products and new technologies
+41% . Dynamic Pricing . ' .
DDH Increase volume and yield on private seller ads with
+24% 6.8 algorithmic pricing
+13% e . .
’ [\ Dealer Acquisition & Yield
°_° Large dealer whitespace and opportunity for
11.9 premium product growth
6.7 Finance
$ Opportunity to increase finance penetration with
product enhancements and lower central bank
interest rates
WA o /Satr10 t icing and d i
car'lo utomotive servicing and damage repairs
Horizontal ~ #2 Auto  webmotors Horizontal ~ #2 Auto  webmotors
(auto) (auto) T Loop

o
o)
°

Digital auto auction platform

(1) Average monthly unique visitors Nov-22 - Jan-23. Source: ComScore. Horizontal = general classifieds. Auto traffic shown. (2) Average monthly visits Nov-22 - Jan-23. Source: Similarweb. (3) Similarweb data unable to determine auto only visits for horizontal competitor.



Strong Track Record of Financial Performance

strong and resilient revenue grOWth through Inherent operating |everage with more
economic CycleS upside to come
Revenue (BRLm) EBITDA (BRLm)
450 180
400 160
396
350 140
% i
300 &
(da 318 120
250 100
252
200 80
150 60
100 40
50 20
0 0

FY18 FY19 FY20 FY21 Fy22 FY23 FY18 FY19 FY20 FY21 Fy22 FY23

webmotors marketplace only, excludes Car10 and Loop.



Strategic Priorities

National

Expansion

@ webmotors

Adjacent
Markets

* Increase market share in large areas outside Sdo Paulo and Rio de Janiero

Dealer Deliver increased value for dealer customers through more leads and high

Growth

value premium products
Align increased value with growth in yield and average revenue per dealer

Media » Increased focus and investment on media segment
Opportunity » Leverage carsales’ sophisticated suite of media products

Further improving and simplifying the financing journey for customers
through market leading integration with Santander

» Car10: leverage webmotors audience into repairs and servicing marketplace
+ Loop: increase volumes sold through car auction platform to support dealer inventory
sourcing
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National Expansion Plan

b
. Established leadership 3% Phase 1 target states Other Eastern States

@ Phase 2 target states

Strengthen leadership in core
markets while growing share in
target areas

Fortaleza
g

e

Existing market strength in Sao
Paulo and Rio de Janeiro

iy

L

NN
First phase has delivered market 96% w N \\\

. 13.5mil annual
share growth in Fortaleza and Salvador

transactions in eastern ~‘\
Recife states (shaded red)' ‘\\‘\}:\v ‘ \\“‘1
f e NN
NN

N

OO
Second phase focused on \
>~ axmn

1¢ -l

Curitiba, Goiania, Salvador, Belo

. e Rio de Janeiro
Horizonte and Brasilia ]

Curitiba )}

(1) 2022 new car sales: Brazilian Association of Motor Vehicle Manufacturers (Anfavea). 2022 Used transactions: Brazilian National Federation of Automotive Vehicle Distribution (Fenabrave).



Marketing Strategy

Performance Marketing Brand Awareness

Google TV & Pay TV
Facebook & Instagram Radio
Out-of-home Media
Event Sponsorship

py ——
Aindanéo Ven
Vendo anunciou O ago

seu carro seu veiculo? 3
com toda 9

seguranga.

D4a uma othada nesses canos de 8H ¢ regdo!
Negocss @ recela som sair de casa. &

(@ webmotors

7 s NS

@webmotors
~ Em =i
- O -

deg

T . carro
SPORTAG.. WRAR AGORA 20
Para negociar seu carro, vai na Webmotors!
g verta CompatPtaw
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Marketing Strategy

National television advertising across Brazil

A Webmotors é o €lique que voce precisa

Je

13



Marketing Strategy

Digital billboards, bus shelters and transit media

14



Marketing Strategy

Sponsorship of the Mineiro and Gaucho Championship in 2023, also in expansion regions

Mineiro Championship 2023 Gaucho Championship 2023

15



3. Dealer and

Cockpit Overview
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Dealer Business Overview

Sophisticated software products and integrations

Overview Core Offering

+ webmotors provides products and services to 17k active

dealers

platform and are then charged a fee per customer

enquiry ) )

Provides dealers with Key products: Depth, CRM,

« Highly sophisticated suite of premium products available leads from the webmotors Feirdo, Media, Vision360

to upsell platform

Dealer Revenue Breakdown'
m Leads ® Premium = Subscriptions = Finance Subscriptions

Monthly subscription Consumer finance offering
allowing dealers to list cars on webmotors. Three way
on the webmotors integration between

platform webmotors, the dealer

and Santander finance

O

(1) FY23 revenue.

17



Dealer Growth Strategic Priorities

Grow
customer
base

Grow lead
volumes

Expand
product

offering and
penetration

Upside to dealer penetration with 11k incremental addressable dealers

Increased focus on national expansion cities through dedicated sales teams

Increased marketing investment and improved consumer experience to drive lead
volume growth
Growth will be supported by improvements in consumer sentiment as interest rates

decline

Deliver superior value for dealers through continued investment in back-end dealer
software tool Cockpit

Expand depth product offering through new products and buying formats

18



© Grow Customer Base

Large and underpenetrated addressable dealer market

Total Addressable Dealers (000)’ Strong focus on increasing dealer
subscriptions

« webmotors sales team supported by c. 800
Santander sales staff with webmotors KPIs

Dealers who are
Santander customers
but not webmotors

customers

« Establishment of an inside sales team
dedicated to smaller regional areas

« Continued execution of national expansion
strategy

Subscribed Address- Market
dealers able size

(1) carsales internal data and management estimates.

19



© Grow Lead Volumes

We are focused on delivering the highest volumes of leads to our dealer customers

Dealer Leads' Traffic growth and improved conversion

are driving lead growth
B Dealer Leads ===Session to lead conversion (%)

+ Traffic growth has been moderate during
period of elevated interest rates

+ Focus on improving conversion of leads
from traffic has ensured we are continuing
to deliver outcomes for dealers

* We are increasing traffic from the national
expansion plan

FY18 FY19 FY20 FY21 FY22 FY23

(1) Sessions: Adobe Analytics.

20



© Expand Product Offering and Penetration

Focus on development and increased penetration of key products

Key Products

¢t feirdes.

+ Large offline and online
sales event supported by
webmotors marketing

*  Opportunity to increase
participation and scale of
event

[EI RA@
» qw‘«um

CENTRAL DE NEGOCIOS

DIGITAL NO #MEGA

Segunda a sexta - 0%h as 19h
Sabados - 09h as 18h

FUNCIONAREMOS EM TODOS

OS DOMINGOS NO MEGA
FEIRAO - 10H AS 18H

@ webmotors & Santander

(1) carsales internal data and management estimates.

() crm.

Auto-specialised CRM for
car dealers

Can expand features and
products to increase
dealer penetration

g Joso Olivio HOIE - 10:35
Mensagem rén informada

Lifan X&0
£ 16V GASOLINA 4P MANUAI

RESPONDIDO
W@ Agendar A Ligar

a Edeson Janior

en Polo
RTLINE 8V FLEX 4P AUTOMATIZADO

14N - 2235

@
W% Agendar A Liga
m Marcelo Tenov - 14
(i tardel O carra tem um ano ae garanta mot.
Bmw Serie 1

B Pacheco

Dealer Take Rates’
(Average fees per car sold/
average gross margin per car)

(=0 acelerador.

« ‘Boost'is a depth product .
that enables dealers to
promote cars to top of
search

Development of new premium products and
increasing penetration will support future
take-rate growth

+ Opportunity to increase
dealer penetration

7%
« (@ webmotors O R/ =
Q
I (oS I
14 MAIS RELEVANTES 32 FILTRAR
et i ot et i 3%
:vusil I Webmow:::
20 2%
]
. 8
RS 229.990 [~ ]
; a4 webmotors webmotors  Australia
= 7 0700 2017 today today

21



© Expand Product Offering & Penetration

We continue to increase investment in Cockpit to drive dealer value

®crm.

17k
(o]

Dealers o
T University =< Inventory

@ ... ckpi
-
Dealer NPS =< Inventory O plt - +Fidelidade

®cm. Allin 1 place Parceria certa
E} agendafdcil.
360k+ After sales Publication
Listings
-
@ crm. < Inventory
&3 agendafdcil. m o Integrator
[
@ crm. Booster
¢} feirdes.

22



4. Media
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Media Strategy

Grow direct sales
team to engage

* Increased focus on media segment

OEMs and

. » Develop and grow direct sales team to build relationships with key agencies and OEMs
agencies

Expand media

product set and « Implement key media products from carsales Australia into webmotors
capability

Explore

implementation » Improve programmatic performance through new technology

of key
technologies

* Explore implementation of Customer Data Platform (CDP) and self-serve platform

24



© Grow Direct Sales Team

The OEM advertising market is significant with opportunity to increase share

Key Brands
The Brazilian new car market is highly
competitive Brand Market Brand Market
Share Share

+ Approximately 60 brands competing for market

share. webmotors is a good place for advertisers FIHT 220 Jeep 7%

to grow brand awareness

$1.5bn o (e

Total Addressable Market' 1w
gm 12% U 3%
HONDA
@ TOYOTA  10%  Nssay 3%

webmotors can increase focus on Media
and build a direct sales team to increase

market share @& HYUNDAI 10% 2%

(1) carsales management estimates.



© Expand Media Product Set

webmotors can increase advertiser demand by implementing key products from carsales

webmotors app today

Nova Chevrolet Silverado
acaba em uma hora e meia

® Q £
Quero Quero Quero
financiar comprar vender
] Q = a
& chat Meu Ve

carsales Australia product set

Homepage Buyout Native Ads Creative

”

TN
carsales

Find your next car

Search cars

< ——
e /ou to kND

2023 Ford Ranger Raptor Auto 4x4
MY23.50 Double Cab

2023 Land Rover  Range Rover 2022 2023 Land Rover
Range Rover P63... Review - Internati... Range Rover D35,

zn

Native Video Partnerships  Branded Content
a [

—~—~~ URBAN
carsdles TLIST

Become a Member Nissan Navara“ - Gz
v Elietrre
Q AVENUE

26



© Explore Key Technology Programs

carsales has a suite of technologies that can enhance webmotors’ media offering

Programmatic

» Planis to implement carsales
programmatic ad tech into webmotors

» Expected to drive similar uplift in key

performance metrics to Trader Interactive
as shown below

Trader Interactive
Programmatic Performance’

Viewability Daily Revenue

Before After Before After

(1) Optimisations implemented 1-July-23. Before: June-23, After: July-23.

match s

o Using match advertisers can match their
first-party-data with our data

e Advertisers can build segments based
on buying signals using Adobe Real-
Time CDP

e Advertisers can create targeted ad
campaigns across the entire webmotors
network

Customer Data Platform

Marketplace (CDP) powered by

first party data
e I\ Adobe
\/ mc’rchm\/
Advertiser
first party
data
@ webmotors

ignition:sk

ignition enables advertisers to plan, create,
manage, report and analyse their own
marketing campaigns

Advertisers can conduct campaigns without
human intervention from account
managers

ignition expands addressable market by
increasing the volume advertisers

27



5. Adjacent

Opportunities
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Car10 - Market Overview {J}]o

Significant opportunity to leverage webmotors audience and capture value across the
entire buy-sell-own value chain

Brazilian Automotive Repair Market Opportunity

320k+ Auto Shops?
% +
carl0 OWN B$-1 60
Servicing bI"IOW
@ webmotors Repairs 70 million cars
Car wash

Paintwork

More than 5 million 100k with more than
services per year? 3 employees’

(1) IBGE Annual Services Survey. (2) Sindipecas Yearbook. 29



Car10 Strategy arlo

Car10 can leverage webmotors’ audience to generate Strategy to acquire consumers and monetise
powerful network effects repair shops

5 shops S

Repair Shop Offering

,/ \\ Features Features
¢ \ Vehicle detailing «  White-label solutions
,/ \* + Vehicle body work « Unique landing pages
/ é « Preventative maintenance . Communication bot and Al
'y wemetors oo Corrective maintenance capabilities
c - S0 * APlinterface
o &’ o W
o 0q + 30
28 & S
"N - ’ ?
\ 10
N car ’
\ ,’ Features
\\\ 8 ‘_/ « Payments and
el financial solutions
€st custon - Mini CRM
eXperienCe «  Webpages

30



Progress Update a0

We are continually growing the number of participating auto shops, growing revenue and generating small profits

Subscribed Auto Shops (000)’

14

12

| I I I I I I

Sep-21 Dec-21 Mar-22 Jun-22 Sep-22 Dec-22 Mar-23 Jun-23

(00]

(&)

N

N

o

(1) webmotors internal data. 31
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