ASX Announcement
22 November 2023

REA India Investor Roadshow Presentation
REA Group Ltd (ASX:REA) will be holding a two-day REA India Investor Roadshow in Delhi,
India, commencing today at 9.15am India local time (2.45pm AEDT). Attached are the
REA India Investor Roadshow presentation materials.

-ends-

For further information, please contact:

REA Group Ltd Investors: REA Group Ltd Media:

Alice Bennett Angus Urquhart

Executive Manager Investor Relations General Manager Corporate Affairs
P: +61 409 037 726 M: + 61 437 518 713

E: ir@rea-group.com E: angus.urquhart@rea-group.com

The release of this announcement was authorised by the Disclosure Committee.

About REA Group Ltd (www.rea-group.com): REA Group Ltd ACN 068 349 066 (ASX:REA)
(“"REA Group”) is a multinational digital advertising business specialising in property. REA
Group operates Australia’s leading residential and commercial property websites -
realestate.com.au and realcommercial.com.au - as well as the leading website dedicated to
share property, Flatmates.com.au and property research website, property.com.au. REA
Group owns Mortgage Choice Pty Ltd, an Australian mortgage broking franchise group,
PropTrack Pty Ltd, a leading provider of property data services and Campaign Agent Pty Ltd,
Australia’s leading provider in vendor paid advertising and home preparation finance solutions
for the Australian real estate market. In Australia, REA Group holds strategic investments in
Simpology Pty Ltd, a leading provider of mortgage application and e-lodgement solutions for
the broking and lending industries; Realtair Pty Ltd, a digital platform providing end-to-end
technology solutions for the real estate transaction process, and Managed Platforms Pty Ltd,
an emerging Property Management software platform. Internationally, REA Group holds a
controlling interest in REA India Pte. Ltd. operator of established brands Housing.com and
PropTiger.com. REA Group also holds a significant minority shareholding in Move, Inc.,
operator of realtor.com in the US, and the PropertyGuru Group, operator of leading property
sites in Malaysia, Singapore, Thailand and Vietnam.

@ REA Group

REA Group Ltd - ABN 54 068 349 066 - 511 Church Street, Richmond VIC 3121, Australia - +611300 853 440
rea-group.com


https://www.rea-group.com/
http://www.rea-group.com/
http://www.realestate.com.au/
http://www.realcommercial.com.au/
http://www.flatmates.com.au/
https://www.mortgagechoice.com.au/
https://www.proptrack.com/
https://campaignagent.com.au/
https://simpology.com.au/home
https://realtair.com/
https://housing.com/
https://www.proptiger.com/
https://www.move.com/
https://www.propertygurugroup.com/
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Disclaimer

This presentation has been prepared by REA Group Ltd ABN 54 068 349 066
(“REA™) and contains general information about REA and its subsidiaries (“REA
Group”) and its activities as at the date of this presentation. This information is in
summary form only and does not purport to be comprehensive or complete. It
contains information that has been derived from publicly available sources that
has not been independently verified. This presentation should be read in
conjunction with REA’s other periodic corporate and financial reports and
continuous disclosure announcements filed with the Australian Securities
Exchange (ASX), available at www.asx.com.au.

No representation, warranty or other assurance is made as to the accuracy,
completeness or reliability of the information. To the maximum extent permitted
by law, no entity in the REA Group or any of their directors, officers, employees,
agents, contractors, consultants or advisers accepts liability for any loss or
damage arising from the use of this presentation or its contents or otherwise
arising in connection with it including, without limitation, any liability from fault or
negligence on the part of REA Group or its directors, employees, contractors or
agents.

Nothing in this presentation should be construed as either an offer or a
solicitation of an offer to purchase or sell REA securities, or be treated or relied
on as advice or arecommendation to investors or potential investors in relation to
holding, purchasing or selling REA securities.

This presentation contains forward-looking statements in relation to REA Group,
including statements regarding REA Group's intent, belief, goals, objectives,
initiatives, commitments or current expectations with respect to REA Group’s
businesses and operations, market conditions, results of operations and financial
condition, funding requirements and risk management practices. Forward-looking
statements can generally be identified by the use of words such as "forecast",
"estimate", "plan”, "will", "anticipate", "may", "believe", "should", "expect",
“project,” "intend", "outlook", "target", "assume" and "guidance" and other similar
expressions.

Forward-looking statements are not guarantees of future performance and
involve known and unknown risks, uncertainties, assumptions and other important
factors, many of which are beyond the control of REA Group. Actual results or
performance may vary from those expressed in, or implied by, any forward-
looking statements. Accordingly, no representation, warranty or other assurance
is given as to the fairness, accuracy, completeness, likelihood of achievement or
reasonableness of forward-looking statements or related assumptions contained
in this presentation.

Readers are cautioned not to place undue reliance on forward-looking
statements, which speak only as at the date of the presentation. Except as
required by applicable laws or regulations, REA does not undertake any
obligation to publicly update or revise any of the forward-looking statements or
to advise of any change in assumptions on which any such statementis based.

@® reacrowp
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REA India
Strategy

Dhruv Agarwala
Chief Executive Officer, REA India




REA India - Strategy

We are building a next generation marketplace with clear strategic focus
across audiences, customers and data

Largest audiences, most engaged consumers

Through our core and adjacent services

REA India

~ HOUSINGcom
mPROP

Building
next generation
marketplaces

Superior customer value Unparalleled data & insights

Including Agents/Brokers,
Developers & DIY sellers

Underpinning
authenticity and trust

REA India
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REA India - Strategy

Housing.com’s core property advertising business is supported by adjacent
services on Housing Edge and developer-focused agency, PropTiger

Core

Premium online property classifieds portal
for Developers and Agents/Brokers

Advertising Solutions

Visualisation Solutions

Monetisation
Agents/Brokers - Advertising subscription/depth

Developers - Advertising fee

REA India

B IHOUSINGcom

Services (‘Housing Edge’) & DIY

One-stop solution for sale/rent
adjacent property services

Rent Payment & Related Solutions
Rent Digital Agreements
Mortgage Origination

Services Marketplace

Housing DIY

Rent pay & related solutions & Rent Digital
Agreements - Commission/ Service fee

Mortgage Origination- Commission / Lead fee
Service Marketplace - Listing / Lead fee
Housing DIY - Owner/seeker subscriptions

m LET'S GET YOU HOME

On-ground property fulfilment and
transaction facilitation for new homes

Brokerage Services

Commission - Tied to property value

REA India



REA India - Strategy

Our strategic priorities are clear

Market leadership
in audience

Extend audience
leadership; differentiate
with superior consumer
experiences

Stronger
monetisationin core

Drive growth through
superior products, our
winning sales approach
and geographical
expansion

More value
for consumers

Build digitally enabled
user journeys to extract
a higher share of wallet
through DIY and
adjacent services

More value for
customers

Provide superior

‘close to transaction’
products for customers
and increase share of
real estate transactions

People
leadership

Create a highly skilled
and motivated team to
deliver the best property
experience and execute
our strategic priorities

REA India



REA India - Strategy

Strong execution on growth strategy and audience leadership

Market leadership
in audience

] audience

20.8m monthly visits,
1.2x nearest competitor!

] awareness

of Housing brand, both
Total (95) and
Spontaneous (86)?2

(1) Average monthly visits as per Similarweb data year to date Jul 2023 to Oct 2023; (2) IPSOS Brand Track Surveys. Data provided as of Oct 2023 (3) Sep-23 vs Sep-20;

Stronger

monetisationin core

+42 %

3Y CAGR in Developer

Customers3

+34 %

3Y CAGRIn
Broker Customers3

More value
for consumers

] O services

Available on Housing
Edge, including 2 DIY
subscription services

98 %

FY23 YoY revenue
growth for rent ‘Pay-
on-Credit’ service

More value for
customers

350+

PropTiger sales
specialists across
top 8 cities

75+

Industry leading
NPS for PropTiger

People
leadership

@ Employer
of choice

#3in India’s top 100

companies 2023

96 out of 100

Employee engagement

score in 2023

REA India
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@ reAindia

Real Estate
Advertising

Dhruv Agarwala
Chief Executive Officer, REA India




REA India - Real Estate Advertising Size and Growth

REA India operates in a large and growing market

Our addressable markets are large... ...and growth will continue, driven by favourable market conditions

) Total Market: A$8.8bn a
Market size, FY23 (A$)'

Increasing India on track to become 3™ largest property
$1.4b Mortgages and Adjacencies property prices market globally by 2030 (A$]5 trillion)2

$6.0b Agent Commission

Property transactions benefit from favourable
a More property demographic trends of urbanisation, middle class

Total Real Estate A tising A$1,42 .
IR e R kT transactions expansion, and greater housing formalisation

$525m Social, Search & Other Digital

$460m Print Advertising

Increased internet penetration and smartphone
use will continue to grow online audiences and

° Shift from offline
to online greater trust of digital content

$250m Outdoor, TV & Radio

$185m Digital
Classified

(1) Internal estimates based on equity research (JP Morgan, Aug-21), India Brand Equity Foundation (IBEF), Indian Real Estate Report Nov-21; (2) RBSA Advisors 2022 report. US$1= A$ 1.49 REA India 9



REA India - India vs Australia

Comparing the Indian and Australian markets highlights this potential

Annual estimates, 2022

Number of Households! 320m 10.5m
Urban Population %?2 36% 86%
Household Debt as % of GDP3 37% 119%
Mortgage Debt as % of GDP* 1% 56%
Annual Per Capita GDP (A$)5 $3.5k $91k
Average Property Value ($A)¢ ot and Houilglg?o?nlger 2 presence $909k
# of Property Transactions p.a.” 655k Typically ~600k

New Homes in Tier 1 and major Tier 2 Cities 730k in 2022

Smartphone Penetration %8 47% 86%

(1) Australia: Australian institute of family studies, estimated by dividing 2022 population of 26.3m by the average household size of 2.5, India: UN Population data, estimated based on dividing current population by average household size of 4.4
from Michael Bauer Research; (2)Trading economics; (3) RBI and IMF; (4) European mortgage federation, Savills India; (5) World Bank for India, Trading economics for Australia; (6) Internal Housing listings data and ABS for Australia; (7) PropEquity
for India (only for Tier 1 and major Tier 2 cities) and PEXA for Australia; (8) PwC for India and Statista for Australia as at 2022

A$1= INR 55.28, US$1= A$ 1.49

REA India
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REA India - Growth in prices and transactions

New home prices in Tier 1and 2 cities have grown consistently since 2017, with

strong growth in demand post-covid in all major cities

Indian real estate market has accelerated strongly post-Covid slowdown...

...with strong demand across all major cities

New home transactions in Tier 1 & Tier 2 cities (in ‘000)

: 1
and new home property prices per sq. ft (A$) ” Tier 1 Cities
130
19 123
na 115 - Delhi (NCR)
— ——

Mumbai (MMR)

Bangalore
74 o
une
61 63 63 64 &
468
Hyderabad
337 360
317
269 285 Chennai
187
I123 I135 141 I 115 150 Kolkata
Ahmedabad
2017 2018 2019 2020 2021 2022
mmm Sales (Tier 1) Sales (Tier 2) —a=Price/sq ft (Tier1) Price/sq ft (Tier 2)

2022 New Home
Transactions
YoY Growth?

7%

87%

22%

46%

59%

8%

8%

62%

(1) PropEquity, provided Nov 2023. List of Tier 2 cities not exhaustive (only top 30 cities) (2) Housing Research Team. Housing Price index measures the movement in new home transaction prices with the base year as 2017

2022 Housing
Price Index
(2017-2022)2

m.0

n8.1

136.2

118.8

164.3

(1555

123.1

137.8



REA India - Offline to online

Increasing availability and use of smart devices is driving significant growth in
online audiences and increasing spend on digital advertising

Increasing smartphone ...and declining data costs is increasing ... and driving rapid growth in digital
penetration... device usage... advertising, expected to continue

= Smartphone users (n)' Cost / GB / month (A$)3 India Digital Advertising Market (A$b)¢
Smartphone penetration %! — GB Use / Subscriber / month3
17% CAGR 3
70% $4.9 16.6 31.3
4% 1,008
22% '
659 41% CAGR K
) ’( 1.9
300 6.0
. 03 : $0.2 $0.2  $0.2 -
2017 2022 2026F 2014 2016 2018 2020 2022 FY20 FY22 FY28F
+ India is the second largest smartphone  Forecast to have 1.3b active internet users « Strong 41% growth in the digital
market in the world after China? in India by 2030; growth of 44% from 20224 advertising market from FY20 to FY22 was
- Government’s digital push and increasing - Fifth lowest internet data rates globally in con3|stelnt V\,']':.(hdonlmhe. ahudience for rialcy
affordability has increased demand 20225 estate classifieds, which alsoigrew -407%

CAGR over the same period’

(1) PwC Report ‘Decoding India’s country's electronics manufacturing journey’ Jun 2023; (2) Canalys Smartphone Analysis Service, 2017 (3) Telecom Regulatory Authority Of India, monthly telecom subscription reports; (4) 30ne4 Capital Report
‘India-A Startups Nation’ April 2023; (5) Worldwide Mobile Data Pricing 2022; (6) Redseer Advertising Report ‘Digital Advertising in India and Disruptive Trends’, Jan 2023; (7) Monthly Similarweb data for top 4 players for Jul 2020 (30.9m)
compared to Jul 2022 (61.5m)

A$1= INR 55.28, US$1= A$ 1.49



REA India - Real Estate Advertising Dynamics

REA India plays a valuable role in connecting and supporting consumers and
vendors in their property transactions

New Home Sales

Regulation More strictly regulated!  Sale process unregulated? Rental process unregulated?®
Developer marketing managed * Owner engages agentson a
Selling in-house or via external agencies non-exclusive basis, paid on success As with resale
Processes Agents engaged on a non-exclusive * May decide to list ‘DIY’ in parallel with DIY: As with resale

Commission

basis to source buyers
~2-3% property value paid to agents
by developers for successful sale

Buyers typically do not pay
commissions

Developers spend 1-2% property
value on marketing

or instead of engaging agents
~1% property value paid to
successful agent by buyer and seller

DIY: No commission paid, buyers or
sellers may pay for additional support

Agents fund own marketing, up to
25% of commission. Portal listings

~15-30 days of rent paid to
successful agent by owner and
tenant

DIY: As with resale

Marketing o ) paid via subscriptions As with resale
Split online/ offline at ~40/60%, ) .
including paying for portal listing » DIY: Owner subscriptions increase
property visibility
v Trusted brand in new v Reduce information v" One stop solution to v' Comprehensive v’ Efficient shortlisting
REA Indi home sales (PropTiger) asymmetry through support home buying listings inventory to using high quality
ndia . ) . ; : : s
and property independent data and and renting process give maximum choice information, imagery
(Housing.com) insights and visualisation

(1) New Homes subject to ‘The Real Estate Regulation and Development Act, 2016. (2) Home Resale agents can be licensed via Real Estate Regulatory Authority, subject to Transfer of Property Act 1882, though sale process itself not
regulated. (3) Home Rental Landlords subject to ‘Model Tenancy Act’ during tenancy. If engaging an agent, also need to be licensed. Letting process itself is not regulated

REA India



REA India - Real Estate Advertising Take Aways

Key Take Aways

Large and
growing TAM

* The online advertising market
is large and growing:

- Total real-estate TAM
~A$9b across agent
commissions, mortgages,
adjacencies and
real-estate advertising

- AS$l.4b real estate
advertising, with total
digital at A$710m and
digital classifieds only
A$185m

Strong market
fundamentals

India is an attractive market
with strong macro tailwinds
supporting future growth:

- Increasing property prices
- More property transactions

— Shift from offline to online

Portals play
akeyrole

REA India plays a valuable role
in connecting consumers and
vendors

We can provide greater
transparency and trust and
liquidity to the property
market

REA India
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REA India - Audience Strategy

Our market leading audience is key to our ambition to become India’s
undisputed #1 property marketplace

Market leadership
in audience

Extend audience
leadership; differentiate
with superior consumer
experiences

REAIndia 16



REA India - Audience

We are the #1 address for Indian property

Housing.com has grown and sustained #1 audience position since Oct 2021... ...and is now focused on driving app engagement
Housing.com relative audience size vs competitors Change in monthly visits App downloads market share for top 4
(From Oct-20 to Oct-23) over 3 year period online real-estate classifieds in India?
(Oct 23 vs Oct ‘20)
Share of downloads
(list not exhaustive)
22m - Android
Rating (Oct ‘23)
20m -
+11.0m ~ [HOUSING
18m - . 4.6
41% q
44% 46% %
A% 5% 3%
16m - 16.3
14m - 14.5 € NOBROKER @
13.6
12m -
10m - @
@ magicbricks
8m -
6m 1 @
+1.8m
4m [ ] 99acres
Oct-20 Apr-21 Oct-21 Apr-22 Oct-22 Apr-23 Oct-23 Ql Q2 Q3 Q4 Ql Oct

(FY23) (FY24) (FY24)

Source: (1) As per Similarweb, as at Oct 2023, (2) as per data.ai (formerly AppAnnie) as at Oct 2023, (3) ratings from Playstore as of Oct 2023 REA India 17



REA India - Audience Strategy

Our investment and focus has delivered strong brand awareness, audience
acquisition and engagement through superior consumer experiences

L
,R

A

=

Awareness

Acquisition

Engagement

Build audience and drive trust, awareness and
preference in our core markets

Uplifting content structure, quality and quantity to
improve Search Engine Optimisation. Shift seekers
from web to app via exclusive content and app store
optimisation. Use paid acquisition to address gaps

Best customer experience and new feature releases to
increase consumer touchpoints and reengagement.
More enquiries to deliver value to our customers

REA India



REA India - Awareness

Housing.com is now #1 for both Total and Spontaneous brand awareness

Total brand awareness (Apr‘20-Oct’23)!

KEY

Spontaneous brand awareness (Apr'20-Oct’23)!

KEY

Apr 2020 Apr 2020
Apr2021 Apr 2021
B Apr2022 B Apr2022
_J)y oct2023 _.. 0t 2023
# #1
4z #3 #2 #3
#3
#3
- 95 96 94 89 83 8 80 78 74 IV 73 .
54 63 53 40
46 27 31
~ [HOUSING 99acres magicbricks € NOBROKER ~ [HOUSING 99acres magicbricks € NOBROKER
Brand Strategy Priorities
Preference Driving Most Effective Highest Share of Establish Housing.c?om
Communication Media Reach Voice on Social Media as One Stop Solution

(1) IPSOS Brand Track Surveys. Spontaneous Awareness (or Unaided) measures how many respondents can quote a brand name without any assistance (expressed in a percentage) and Total Awareness is the
percentage of respondents who claim to recall the brand after having been shown some form of stimulus. Data provided as of Oct 2023

REA India



REA India - Acquisition

Strong organic audience acquisition is driven by SEO and app downloads,
supplemented with paid channels

SEO App Paid Acquisition
High market share on Web to app, Support the business to drive
core business keywords, Organic app installs driven by demand to address gaps and
Housing News improves brand awareness, improve monetisation
organic ranking and bridges app store optimisation

information gaps to assist
decision making

REAIndia 20



REA India - Engagement

We are targeting the best experience at all touch points through quality
listings, trust and transparency and technologically superior products

Listings Trust & Transparency Products
TARGET: Highest quality, most relevant Across all touch points Technologically superior
Highest # of Timely checks Reviews & Indicative price Best technology Seamless end-
verified listings on availability of ratings for by ML engines platform to-end user
properties Neighborhoods journey

and Projects

Al-based fake Property and Verified & Demand Improved Filling gapsiin
listing/seller seller user regularly insights for app and site user experience
recognition feedback and updated project sellers to better speed and and increasing
process responsiveness details utilise the performance engagement
measures at platform
scale

Our goal is to extend our audience leadership
and have the #1 rated property app in India

REAIndia 21



REA India - Listings Quality

We aim to deliver the highest quality and most relevant listings through
verification, user feedback and in-app messaging

Browse by verified properties User feedback loop

In-app messaging

B

% | 4
N ;i)
Housing Prime
Verifiod Propertios

GE= T

2 BHK Independent Floor

HOUSING

Verified '

Explore Housing Verified

Which information is incorrect?

Entire listing is fake Property price/ rent

330k +

Users engaged

[0]0)7€;

Feedback
submissions
eaCh month] Seller is asking for advance payment  Other

Property images Location details

30k+

Verified properties
each month!

Seller contact details A N
with in-app
messaging?

¥2.04Cr

3 BHK Villa Report a fraud

1,650 sq.ft. + ¥5.1K per sq.ft.

® 24x7 Security ® Community Hall

® Gated Community

® Gym

f’:’ Jeff Kumar Gupta

(1) As measured in Sep 2023 (2) As measured in Oct 2023 REA India 22



REA India - Trust & Transparency

We bring property market transparency through our unique data, insights and
ratings and reviews

Property data and insights Sales transaction insights

Powered by Al

Price Trends for nearby localities

Hiranandani Cardinal < Share

Buy

Avg. Price [ Sqft Price Range / Sqft
¥31,670 %13,333 -
53,333

902 - 1324 sq.ft. | 218.5 K/sq.ft.

(@) Locality Overview Delhi and... Read More

Ratings and reviews ﬁ

Rahul Sharma @ Rahul Sh:
Lived befo
ATS Pristine i

Registered Sale

Parel vs. Lower Parel

070k +

Monthly views!

lee [e]g] Govt. Registered Transactions and Property Rates
3 of 80

5 5 k Al Sortby: Recency

Projects! 7 4ul, 2023

50k

Reviews live!

Lived before | 2 months ago

Fantastic builder & ...Read More builde

Help others like you to take better decisions @  Write a review »

Parel 228,866/sq.ft

Lower Parel 237,641/sq.ft

Highlights

Noida Expressway is an 1
emerging IT hub of Delhi-NCR emergini
and considered to be the m...

889 sq.ft

Lower P

¥31,670/sq.ft View price trends >

See price trends in Parel

(1) As measured in Sep 2023 REA India 23



REA India - Superior Experience

We continue to invest in superior and personalised consumer experiences to
deliver the best quality product

Interest-led property browsing

9 Fitters A

Al Housing
Zero

[ )

] In 3 Yayl 3043 results found
Users who see the
icons use them
to explore
properties!

& Q©~dd Dwarka »
(2, 3,3+ BHK VJ [?80 L-202Cr. vj Owner
+4 L .
H de: 1
e
ve

¥12,000/ Month
2 BHK Independent House
1000 sq.ft. « Fully Furnished
Dinesh
Posted on 9 Jul 2022
= @ A
Filters ~ Suggestion ~ Saved Profile

Voo’
Parking
Spot

=0

Matching property suggestions

3 BHK Apartment in-Gurgaon
1620 sq.ft built up area
No, Edit Preferences

Buyers like you also contacted (3)

Powered by Al

17%

Increase in enquiries
due to suggested
properties'

260.0L-80.20 L
Kiran Sufal Phase |

¥64.09L-79.83L

Majestique Towers Ea...

2 BHK Apartments 2 BHK Apartments

Connecting with 2 properties sellers

Show Contacts

(1) As measured in Sep 2023 (2) Calculated on the time taken to execute a set of test cases that mimic a user's journey through multiple pages.

Switching to Native experience

" ®

Hi Sachin! Searching in FREE
. Post Property
Mumbai - "

#® rc

Rent B commercial

40%

Faster than
previous app? el ot N

“0) Continue last search

Vashi, Buy, 2BHK. 60Lac-1(

Pay Rent & Bills
using Credit Card

e i
Featured Proiects Seeall

() ©

Save brokerage

th Premium

©

Get more personalised
G suggestions.

o ! »

REA India
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REA India - Enquiries Growth

Highly engaging experiences encourage more enquiries, delivering greater
customer value

— 2.0x Average Monthly Audience A I'i 0 USI N G.COM
2.0x
UX . .
High converting and
. . quality audience strategy
Monthly Visits 2 H H H
HIFY21" H2FY21 HIFY22 H2FY22 HIFY23 H2FY23 HIFY24° Drive membership on the app
e for better conversion

3 7 1 — 3.7x Average Monthly Enquiries
/X

Match right seller for consumer
Monthly Enquiries ° I I needs

HIFY21" H2FY21 HIFY22 H2FY22 HIFY23 H2FY23 HIFY24°

To Date

(1) HIFY24 to date (Jul to Oct 2023 average) vs H2 FY21 (2) Similarweb, as provided until Oct ‘23, (3) Internal data, includes enquiries to paid sellers (4) HIFY21includes average across 5 months Aug 2020 to Dec
2020 as SimilarWeb data unavailable for June 2020. Enquiries shown for 5-month average to enable like-for-like comparison (5) HIFY24 data represents average monthly figures for half to date (Jul to Oct 2023)

25



REA India - Audience Take Aways

Key Take Aways

Audience growth Engaging
SEO & app experiences
* We are the #1 address for * We will continue to invest

Indian property, and have
sustained and grown our
#1 audience position since
Oct 2021 - Highest quality

and most relevant listings

in superior consumer
experiences through:

We are #1 for both total
and spontaneous brand
awareness

- Trust & transparency
across all touchpoints

- Technologically superior
Strong organic acquisition products
is driven by SEO and app
downloads, supplemented
with paid channels

High quality
leads

Our engaging experiences are
encouraging more consumers
to enquire on properties

This delivers greater
customer value

REA India
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Amit Masaldan
Chief Revenue Officer, Housing.com




REA India - Housing.com Customer Strategy

We monetise our market leading audience through our Housing.com customer
strategy

Stronger
monetisationin core

Drive growth through
superior products, our
winning sales approach
and geographical
expansion

REAIndia 28



REA India - Housing.com Customer Strategy

This strategy has delivered significant growth in our core advertising revenue

New city

expansion
Winning sales

approach to
address all
Superior customers

products

delivering

superior value
IHOUSING.com

FY20 FY23

Core revenue' ($A)

(1) Housing advertising revenue. Excludes adjacency and PropTiger revenues .
REAIndia 29



REA India - Superior Products

We offer a differentiated platform experience that delivers unique value to
our agent and developer customers

a .  Industry leading audience traffic with 20.8m visits per month'
Maximum Reach . : : o
» Proven ability to consistently grow audience and maintain lead

a * Bestrated mobile app with a user-friendly experience
High User Engagement + Leading audience engagement tools such as chat and locality reviews

» Highly engaged audience evidenced by strong enquiry growth

e « Comprehensive product suite across rent, resale and new project segments
Unique Product Suite - Differentiated ‘slot’ based listings

 Fixed-slot visibility banners and immersive visualisation solutions

(1) Average monthly visits as per Similarweb data year to date Jul 2023 to Oct 2023

30



REA India - Agent Subscription Products

Our tiered subscription products create a depth ladder with reusable slots

[=]
s Agent

‘Select’

Entry level subscription
for residential agentsin
Rent & Resale only

* 3 month contract for 35 slots
+ ~A%$40/month (~$1/slot/month)!

* Lowest visibility

* No agent promotion

(1) Reference pricing included for city ‘Gurgaon’, (2) Larger packages available if more slots required under same subscription tier . A$1= INR 55.28

== Highlights [Agency Name ]
@ = g ........... Premium Agency >
""""""" > Agent
Qg & S
NANANA
‘Premier’

@g E::::':g [ Agency Name ] Q

== g || @ o

Q g S >
(eee

| ||

‘Housing Expert’

[Agency Name]
Housing Expert Pro

Pro Highlights

o °....

@i G Agent

o o....
Housing Expert PRO > ................

o

‘Housing Expert Pro’

Base offering with flexibility of
Rent/Resale/New Build across
Residential & Commercial

Depth offering with an all-round
benefit package including
agent promotion

Best subscription offering for
top sellers with highest
property & agent visibility

6 month contract for 75 slots?
~A$240/month (~$3/slot/month)!

Preferential visibility, larger card
design & property highlights

Basic agent microsite
Agent photo added to listing card

6 month contract for 40 slots?
~A%$325/month (~$8/slot/month)!

Higher visibility, larger card design

Property verification & tag

Microsite enhanced with video

Agent visibility on City & Search
Result

6 month contract for 50 slots
~A%$465/month (~$9/slot/month)!

Highest visibility, unique card
design, largest images and
dedicated filter on search

‘Recommended Sellers’ visibility on
City & Search Result Page

Agent email promotion
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REA India - Agent Subscription Products

Higher tier subscriptions provide more agent and agency branding
opportunities, encouraging upgrade from entry level subscriptions

Listing Upgrade

‘Pro’ search filter

B HOUSINGcom  BuyinNoida v

EIHOUSINGcom  BuyinNoida v

Preferential
visibility Showing 1- 30 0f 996

23.36Cr EMistartsat 1167 La
4 BHK Flat

= ATS Homekraft Pious. = 3200sqft © B28k/sqft

Larger card,
é o dF more property
> highlights
| ANKIT ARORA,
Improved 300+ Buyerd Sarvod

agent Woaing EXpartPRO| * Locaity Crampion
promOtlon % Zero brokerage « Free car parking

Additional
properties

. ot s
Premier’ Listing showcased

‘Housing Expert Pro’ Listing

REA India
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REA India - Developer Visibility Solutions

A range of depth products are also available for our developer customers

City Home Page

A

City = '

Boston
Charholi Budruk. Pune

343.87L-53.05L
1, 2 BHK Apartments

Site Takeover
In Spotlight —/

Showcase multiple projects
on auto-rotate, with high brand
visibility and contact button

5 slots available per city
~A%$4,100 per month!

Trending Projects

Divine Dazzle

The Silver Altair

¥85.0L-1.25Cr

Meander Wing C

B 35.0L-470L

Top Projects
Featured Developer
Featured Project
p Trending Project e

»  Entry level visibility,
bottom of city page

» 6 slots visible, 20 slots
available

»  ~A$1,500 per month!

(1) Reference pricing included for city ‘Gurgaon’, A$1= INR 55.28. Often sold on 3-month contracts

Search Results Page

HOUSING .com

7

Billboard

+ 15 slots per
locality

o ~A$1,440 per

Nyati Emerald = 4 1
month

—

) Featured Billboard
s » R67L-115Cr R1.5Cr-2.55Cr . -Io SlOtS per
= Saheel Itrend Futu... Kolte Patil 24K Altu... .
O pat locality
b Baner, Baner Road.... Baner, Pune . . A$9OO pel’
month!
Mini Billboard

Audience Maximiser

Retargeting product on and off platform (social media and
Google ad network)

Audience targeting at City, Locality or Project level

~Al,085 for 30-day campaign for fixed impressions count!
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REA India - New Project & Add-ons

Agents selling new residential projects compete against other agents to win
sales - dedicated products for this segment help agents stand out

FEATURED

+  ‘Showcase’ visibility banners used by
agents in 13" position in organic search
result page (can also be used for resale
properties)

«  ~A$80 per month'

‘New Project Highlight’

New Project Highlight

Project Name Project Name

* Agents have exclusive visibility by
advertising under ‘New Project Highlight’ on
locality search result page in 7t position

+  ~A$155 per month!

(1) Reference pricing included for city ‘Gurgaon’, A$1= INR 55.28. Often sold on packages up to 6 months

‘New Project Pinning & Featured Agent’

Project Name

By: Developer Name

Price Range

Contact Sellers

#  Name
Mt BudgetRange
—

- Seller
BudgetRange
Name
Bdaais

#  Name
#fa BudgetRange

Agents advertise a new project by ‘pinning’
themselves to the Project Detail Page and
‘Featured Agent’ product pushes agent
contact details to the top

Pinning: ~A$100 per month' vs Featured
Agent:~A$180 per month!

REA India
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REA India - Winning Sales Approach

We have a winning formula for customer success, tailored to each segment

Winning Sales Approach
N = 0
Customer Smart Pricing & Leadershipin
Segmentation Packaging Online Events Trade Engagement

« 500+ local field sales

team across 21 cities,
delivers high touch service
for large developers and
agents

Inside Sales channel for
cost effective targeting
‘long-tail’ agents

* Online self-serve channel

+ City-based pricing to

respond to local dynamics

» Tiered subscription

packages improve both
buyer and seller leads for
agents, encourage upsell

Curated product bundles
offer comprehensive
platform coverage and
better value

* Housing.com differentiates

via online events

Events targeted to high
demand seasons, offering
deals and encouraging
influx of seller properties

Sales during the 17 event
weeks contributed 41%
totalrevenue in FY23, with
+50% participants vs FY22

* Active trade engagement

program, including:

- ‘Housing Partners’ Meet’

hosting 350+ clientsin 9
Tier 2 citiesin H2 FY23

‘Housing Select Program’
offering agents co-
branded glow sign
boards; 220+ installed
across 10 cities

REAIndia 35



REA India - Geographical Expansion

We plan to continue expanding our geographical

reach into additional Tier 2 markets

é@_ Tier 1 Cities

Established urban centers with high population (>4m)

Established presence in all 8 cities, with
addressable population of ~60m!

_@ Tier 2 Cities

Emerging urban centers with moderate
population (0.5m-4m)

On ground operations in 13 cities,
with addressable population of ~26m!

Additional Tier 2 cities remain as
opportunities for growth

(1) Population data quoted as per 2023 estimates compiled from individual state government websites

9 Chandigarh [ 1.Im

Jaipur | 3.Im 9
9 9 Bhopal [ 1.8m

Delhi NCR | 13.2m

9 Lucknow | 2.8m

Ahmedabad | 5.6m

9 Indore | 2.0m
Vadodara | 1.7m Kolkata | 4.5m
9 ) 9 Nagpur | 2.4m
. Nashik | 2.2m QBhubaneswar | 0.9m
Mumbai | 12.4m
Pune | 3.Im

Hyderabad | 6.8m
Vijayawada | 1.0m

9 9 Visakhapatnam | 1.7m

Goa|1.5m

Bengaluru | 8.4m Chennai | 4.7m

Coimbatore | 3.5m 9

@ bl
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REA India - How we compare

Housing.com stands out from competitors with a market leading audience and
differentiated products for customers

Audience Metrics

Audience Traffic!
Android App Rating
Monthly App Downloads?

Strategic Positioning

City Coverage

Segment Focus Areas

Listing Inventory Approach

Unique Customer Propositions

Guaranteed visibility options®

Unique Visualisation Solutions
(Hardware & Software)

A [HOUSINGcom

20.8m
4.6

548k

8 Tier 1 Cities, 13 Tier 2 Cities

Established residential business,
commercial new focus

All slot-based

magicbrickss

17.4m
4.3

131k

8 Tier 1 Cities, 28 Tier 2 Cities*

Established in both residential and
commercial

Single-use (top tiers slot based)

(1) Average monthly visits as per Similarweb data year to date Jul 2023 to Oct 2023 (2) Ratings from Playstore as of Oct 2023 (3) Monthly average for financial year to date Jul 2023 to Oct 2023, sourced via
data.ai (4) Refers to markets where market intelligence indicates there are on the ground sales teams (5) On Search Result page

99acres

15.2m
4.3

210k

8 Tier 1 Cities, 33 Tier 2 Cities?

Established in both residential and
commercial

Single-use

37



REA India - Housing.com Take Aways

Key Take Aways

Superior
products

We offer a differentiated
platform experience that
delivers unique value to our
agent and developer
customers

Our tiered subscription

products create a depth
ladder with yield growth

runway

Winning sales
approach

We have a winning formula
for customer success, tailored
to each customer segment

We continue to expand and
deepen customer
relationships through online
events and trade engagement

New city
expansion

We have an established
presencein all 8 Tier 1 cities
and are now in 13 Tier 2 cities

There is an opportunity to
continue to expand our
geographical reachinto
additional Tier 2 markets,
driving further growth

REA India
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@ reAindia

Housing

Services
- Edge & DIY

Sangeet Aggarwal
Executive Vice President, Product and Design, REA India




REA India - Housing Services Strategy

Our consumer value strategy is to bring REA India closer to the real estate
transaction and deliver richer digital experiences

More value
for consumers

Build digitally enabled
user journeys to extract
a higher share of wallet
through DIY and
adjacent services

REAIndia 40



REA India - Housing Edge & Services Overview

REA India operates a range of services through Housing Edge & Housing DIY

‘Edge’ Services

While buyers use online platforms to shortlist the properties they are
interested in, further stages of the transaction are often completed offline

D

Pay on Credit

"rent using

t Card and enjoy

Rental
Insurance

nsure your payments

on Credit

Rent
Agreement

only online

signing

Home Interiors

Latest Home Interior

Oacion Solution
Design Solutions

Home Loans
owest Interest Rate

from multiple

Packers &
Movers
S=starrated home

shifting service

‘Edge’ positions Housing.com as an end-to-end destination for the home
seeking process, increasing stickiness with the platform

HOUSING

EDCE

Personal Loans

1=

Property
Management

End to end services

for landlords

‘DIY’ Services

« Some homeowners want the ability to list their properties
online themselves, and may even do so in parallel with agents

* We offer two DIY subscription services, one focused
on seekers and one on homeowners

HOUSING com

Seller

B HOUSING.com

Seller

Hi Subin
’. Hope you're having a great day!

Hi Mayur
’. Hope you're having a great day!

=

For Home Seller For Home Buyer
Explore our FAQ sectior

Services Services

(5) Self Serve (7) SelfServe

Concierge 1 Concierge
et qualified lead: t qualified contact
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REA India - Housing Services Market

Our digital housing services capitalise on favourable macroeconomic
trends and interest in emerging adjacent services

Growing credit card usage Growing Fintech market Expanding internet user base

* India is experiencing double-digit annual * Fintech market growing rapidly from * Accessible and affordable smartphones
growth in credit card numbers, with this increasing per capita income, greater and data plans are complemented by
expected to continue in the near term financial market formalisation and literacy expanding digital infrastructure and rural

* This provides a strong platform for our * Digital lending services expected to gonnectlwty, expanding the internet User
rent Pay-on-Credit service comprise 60% of the total Fintech market ase

by 2030 (from 46% in 2022)?, as consumers
seek loans for a range of needs such as
home improvement and rental deposits

Number of Credit Cards in India (m)! Fintech Market Size (A$trillion)?2 Internet Users in India (m)3
15% YoY 17% CAGR +141m —
[ v 100 } |
86 900
75 3.1 759
0.9
Apr-22 Apr-23 2024F 2022 2030F 2022 2025F

(1) Reserve Bank of India announcement, Apr 2023; (2) Inc42 Report ‘State Of Indian Fintech Ecosystem Q3 2022’ (3) Definition of an ‘internet user’ is the user has accessed the internet at least once in the prior month, as published by IAMAI and Kantar
in ‘Internet in India Report 2022'.

A$ 1= INR 55.28, US$1= A$ 149 REAIndia 42



REA India - Services Strategy

Housing Services increases touchpoints with consumers, maintaining
relevance across their property lifecycle and delivering incremental revenue

20+ service
vendor
partners

200k + service
IHOUSING interactions with

. Housing users in
E D C E 10 adjfacent g s
services
delivered across
HOUSING Housing

piy &

S n
FY21 FY22 FY23

Adjacencies revenue ($A) )
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REA India - Pay-on-Credit

Rent ‘Pay-on-credit’ has delivered high double-digit revenue growth

Rent ‘Pay-on-Credit’ Service

* Fastest growing service on the Edge platform, driven by increased market

awareness and strong retention strategies

*  Through Pay-on-Credit, users can pay rent using their credit card for a small CREDIT

convenience fee, helping them manage their cashflow, settle their rent fast
and digitally, improve their credit score, and earn credit card reward points

98%+ YoY
Growth in Revenue!

A

House Rent Office Rent

D

Pay on Credit 90%+ rent payments

% <2

Maintenance Booking
Token

settled in <10 Minutes?

Pay your rent using
Credit Card and enjoy
rewards

NEW

e

60+ NPS
Consumer Engagement?

(1) From FY22 and FY23 (2) As measured in Jun 2023

ﬂ House Rent

Please enter the amount you want to pay

15,000

Security
Deposit

)

Brokerage

Total Pay ¥15,078
Convenience fee added ¥78
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REA India - ‘Rental Agreements’ Service and 'Home Loans' Marketplace

Other newly launched on-demand services under Edge continue to see

strong traction

‘Rental Agreements’ Service

©
Rent Agreement

Get your rental agreement made with
just a click

/% Lowest pricing in
n the market

Other Actions

rent 15k +

Agreement

India's only online
service with digital
signing

Customers
served!

% How it works >

Enter Basic Details

* Rental agreements in India are
typically physically drawn up by
agents

* Ourdigital rent agreement
service enables customers
(agents and landlords listing
DIY) to create and sign their
agreements digitally

(1) During FY23

‘Home Loans’ Marketplace

D

Home Loans

One place to Compare offers from all the

130k +

Consumers @ Howitworks > @) Faq's
served!

Home Loans

Lowest Interest Rate
offers from multiple

banks Interest: | Low | | High | BankName: A-Z | | z-a

0 State Bank of India Featured
8.3% - 8.5% -30 710000

‘Home Loans’ marketplace
empowers consumers to
efficiently compare interest rates
from multiple banks and non-bank
lenders

PNB Housing Finance Featured

8.3% - 8.5% 3-30 210000

Housing.com earns a referral fee
for consumers who ultimately find
their lender through the
marketplace

LIC Housing Finance

10000

8.4% 5-25

REA India
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REA India - Housing DIY

Housing DIY offers additional services to help buyers and homeowners
who want to transact directly via a freemium model

Owner Self Serve Plan Owner Assisted Plan
DIY Services

Activate a package Activate a package * Buyers and homeowners who want to connect directly
Buy a package and talk to potential buyers Buy a package and talk to potential buyers (W|thOUt an agent) can do SO V|a HOUSing DIY Services

¢« These services are offered on a freemium model, with
two tiers of subscriptions available to both seekers
and owners:

56%

%) Self Serve Plans

1% Assisted Plans

PREMIUM Visibility ASSIST {

YoY Revenue
Growth!

[ 45 Days Validity 4 [ 45 Days Validity

28 5 Assured Buyer Contacts A 22 5 Assured Buyer Contacts P’ A 1. S e lf = S e rve
0} Reiationship Manager O ©) Relationship Manager « 3 For owners and buyers who want additional features,

such as higher placement for owners, and the ability
to enquire on more properties for buyers

<J Email Promotion % Field Assistance Manager @ @EEID

Details v Details v

71,999 $4,999

2. ‘Assisted’
@ Owners and buyers assisted by a dedicated
v ‘relationship manager’ to assist in managing

enquiries and scheduling inspections

(1) From FY22 to FY23
A$1 = INR 55.28 REAIndia 44



REA India - How we compare

We will continue to expand our Housing Services business,

catching up in the market

Financial Products
Products Offered

Service Model

Service Products
Products Offered

Approach to Monetisation

Service Model

DIY Services

Approach to Monetisation

Service Model for Paid
Subscriptions

~ [HOUSINGcom

4 products
Pay rent on credit, home loans,
personal loans, rental insurance

Managed Service and
Marketplace

4 products

Rental agreements, packers & movers,

property management, home interiors

Pay for full service and
lead fee

Marketplace-based
(partnership for rental
agreement)

Freemium, owner and
seeker subscriptions

Managed Service

€ NOBROKER

3 products
Pay rent on credit, home loans,
personal loans

Managed Service

7 products

Rental agreements, packers and

movers, property management (NRIs),

home interiors, home services, rental
furniture, property legal services

Pay for full service
(NoBroker + 3 party
delivered)

Managed Service

Freemium, owner and
seeker subscriptions

Managed Service
+ Field Agents

Marketplace - Customers get many services providers to chose from on the platform and service is fulfilled by the service provider

Managed Service - Customer deals with the platform and service is fulfilled end to end by the platform only

magicbrickss

1product

Home loans only

Managed Service

8 products
Rental agreements, packer and
movers, home interiors, Tenant
verification, Legal services, property
valuation, home inspection, Vaastu
Pay for full service (3™

party delivered)

Managed Service

Freemium, owner
subscriptions only

Managed Service

and are rapidly

99acres

1 product

Home loans only

Marketplace only

No products

N/A

N/A

Freemium, owner
subscriptions only

Managed Service
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REA India - Housing Services Take Aways

Key Take Aways

Increasing consumer
touchpoints

* Housing Edge increases
touchpoints with consumers,
maintaining relevance across
their property lifecycle

» Our services, such as rent Pay-
on-Credit, digital agreements
and home loan marketplace,
bring REA India closer to
the transaction and continue
to digitise the property journey

Strong traction for
our services

Capitalising
onDIY

We provide 8 adjacent
services under ‘Edge’,
supported by our network of
20+ partners, plus DIY
services for owners and
seekers

Adjacent services has
delivered incremental
revenue, growing 6x from
$4m to $24min the 2 years
FY21to FY23

DIY is a distinct and growing
segment of the market

We provide consumers the
opportunity for self-service
or an assisted pathway,
which also can generate
qualified leads to agents

REA India
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REA India - Customer Value Strategy

Superior ‘close to transaction’ products strengthen our customer relationships

More value for
customers

Provide superior

‘close to transaction’
products for customers
and increase share of
real estate transactions

REAIndia 50



REA India — More value for customers

Our developer and mortgage products are creating more value for our
customers and building deeper ongoing engagement

Create superior

providing
incremental
Develop deeper revenue
customer opportunity for
relationships and customers

extract higher share
of wallet with
Participate in large PropTiger
revenue pools close
to the transaction

22% PropTiger
revenue CAGR

FY20 FY23

mortgage product,

REAIndia 5I
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REA India - New homes market in India

Demand for new homes in Tier 1 cities has been growing steadily and is
expected to maintain its momentum aided by increasing urbanization

The market has surpassed Demand continues Increasing rates

pre-COVID and pre-RERA levels to grow of urbanisation

Past year performance for demand Urbanisation as % of total population3

Market value of new home sales (A$bn)’
of new homes (A$bn)’

7%
RERAS CAGR? |, 40%
introduced : v v
' 2 25b
| $8lb $ 35%
|
$47b 31%
4 4
$34p $40b $40b s $22b
2017 2018 2019 2020 2021 2022 2030F H2F Y22 H2FY23 2010 AVZE AVE0-
* New home sales steady from 2017-19 despite « The new homes market has « Urbanisation continues to drive
significant structural reforms of demonetisation?, rebounded strongly post-COVID demand for new homes
introduction of GST® and RERA®
« H2 FY23 growth up 15% YoY, above
« Market has recovered from the post-COVID the previous 5yr CAGR of 7%
slump to new high in 2022
1) PropTiger Research (Jul'23), including Tier 1 cities; (2) REA India internal estimate, based on applying historic CAGR (7%); (3) UN World Cities Report 2022. A$ 1 = INR 55.28 4) In Nov-16 Govt of India withdrew all high denomination notes (INR
500 and INR 1000) as a legal tender to eliminate counterfeit currency and bring transparency; (5) GST introduced in 2017; (6) This bill made it mandatory for developers to register any new residential/commercial real estate project with state REA India 52
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PROP
REA India - PropTiger Offering m

PropTiger addresses consumer needs by providing end-to-end support in home
buying journey, which in turn helps create value for our developer customers

Developer Value Chain

4 N
Sales (Brokerage) -
Helps drive sales PROP
Leveraging digital capabilities for Help with buyer financing volume for our Pl e
Lead Generation and documentation B developer customers -
Buyer value proposition
~3% Commission’
On ground salesforce to _
accelerate sales volume BCEL BT @ Superior service
q o ; Greater project choice
Project Sales and Marketing Services (Mandate) - T prel
Developer customers
) leverage PropTiger
Build and execute g el @il e SR s Drive sales through third party capabilities to augment \L/ Deep data & insights
. seamless interaction of - their sales and -
marketing plans : channel partners ! -
prospective buyers marketing for projects
V2= 'One stop shop’ for buying
. . Drive sales through direct ~2% Commission' through to mortgages
Monitor efficiency of - . . .
sourcing leveraging marketing Deal closure

various channels
spends

(1) In ‘Brokerage’ offering, marketing expenses for PropTiger are paid from this 3% commission. Under ‘Mandate’ offering, marketing expenses are incurred by the developer, and not needed to be paid from the 2% commission

REAIndia 53



PROP
REA India - PropTiger Success and Current Challenges m

We have delivered strong PropTiger results, but continue to navigate
industry challenges

Our success metrics

Key challenges

Sales team retention

*  Retaining high performing sales
teams is a key challenge across
the market, with attrition affecting
productivity

* To address this, we are exploring

and implementing changes to our
long-term and short-term incentive
mechanisms

Increasing marketing costs

»  Strong new housing market growth
has also led to greater competition
for buyer leads. This is increasing
the spend on marketing required to
generate leads for the business

Sales Developer Industry leading *  We are exploring alternate channels

specialists relationships NPS score for lead sourcing where targeting a
more specific buyer is needed

3Y CAGRrevenue Happy homebuyers Tier 1cities where
(FY20-FY23) since founding PropTiger is present

REAIndia 54



REA India - Mortgage market in India

The mortgage market is large and growing rapidly, and the lending process
continues to digitise

Mortgage market size anticipated Housing is more affordable The lending process
to double in the next 5 years than two decades ago continues to digitise in India
Mortgage Market (A$b)! Property Value & Affordability Index? Digital Lending % of total disbursements?
20 - 55.0 60 5
$870b o 523 463 502 522 . 17%
4 oo PRI - 50 €
404° 3 o
“ | s [ o 5 12%
12 o 2
$430b 10 . g L 30 =
2 o] g 20 %
= 100 . g 1%
£ 41 47,751 48 L0 &
g 5 [sk RS ICR S SR ES E
o+ ————o 2017 2022 2026F
FY22 FY27F < 1999 2003 2007 2011 2015 2019 2021 2022 2023 o ) ) ) )
* ‘Traditional’ lending relies heavily on physical
Annual Income ~  ecececce Property Value f .
Affordability orms, bank branches and manual processing

« The mortgage market is expected to continue
to grow at an estimated 15% CAGR?to FY27 . . + Lending ‘digitisation’ is accelerating, driven
* Growth in the mortgage market is driven by strong government support and consumer

* In 2022 mortgages represented 11% of nominal by increasing housing affordability, which demand for faster and more accessible lending
GDP2which illustrates significant runway has improved significantly over the past T .
compared to other nations (China 18%, two decades as incomes have risen faster « Mortgage lending is seeing trends towards
Singapore 44%, Germany 49%, UK 69%)? than prices digital lead generation and collection

automation

(1) State Bank of India (SBI); (2) Housing Development Finance Corporation (HDFC) Investor Report Q4 FY23. Affordability calculated as property value divided by annual per capita income, so lower number translates to higher affordability; (3) EY
report “Unleashing potential: The next phase of digital lending in India” Sep 2023. Digital lending includes all loans, not only mortgage market. Digital lending is defined as loans disbursed via digital channels which do not rely on physical documents .
or physical presence and instead are able to be conducted digitally / remotely. A$1=INR 55.28 REA India



REA India - Easiloan Strategic Investment

REA India has invested!' in Easiloan to digitise the mortgage documentation

process and provide incremental revenue opportunity to customers

Complete digital journey through our web platform

SN
~ HOUSINGcom easiloan

Document
Validation

Loan application Document Property
== Verification Valuation

Pre-qualified leads

Lead generation via customer Digitizes application
referrals and housing audience documents & verification

v Broad network of agents and v' Proprietary digital processes )

developers to support buyers to capture loan applications
and online verification

Loan Disbursal

Banks and Housing Finance Companies

v’ Large property-seeking
audience already engaging in v' Direct integration with a range
financial products (including of banks and housing finance

home loan marketplace) providers to efficiently process
documentation

-
Buyers ben.efit from. + & Customers gain referral
greater efflmer.lcy in N, payment when buyer
mortgage application completes application via
process - ™ Easiloan

.

Banks and housing
lenders gain high value
pre-qualified leads they
are prepared to pay for

v,

(1) 25% equity stake as a strategic investment in Nov'23
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REA India - Customer Value Take Aways

Key Take Aways

pools close to the transac

Participate in large revenD

Demand for new homes in Tier
1 cities in India has been
growing steadily, driven by
increasing urbanisation

Mortgage markets have
grown rapidly and present a
significant opportunity for
digitisation

Our close to transaction
products give us an
opportunity to tap into these
large value pools

tion

Develop deeper customer
relationships and extract
higher share of wallet

* Our PropTiger business
provides brokerage and
project marketing services to
select developers across top 8
Indian cities

* Our 350+ sales specialists
drive sales volumes during the
launch and sustenance phase
of project life cycle

* This helps us extract larger
share of transaction

Create digital and superior

mortgage product to provide

incremental revenue
opportunity

Mortgage is a close
adjacency to our core
products

We are leveraging
Housing.com’s large audience
and agent and developer
network to drive volumes

for mortgage applications

We can provide a superior
mortgage product on the
back of technology developed
by Easiloan and deeper
integration with lending
partners

REA India
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Financials

Vikas Wadhawan
Chief Financial Officer, REA India
Business Head, PropTiger




REA India - Our Execution

Our strategic investment and strong execution have driven impressive
momentum over the last three years

H3 o H1 +51% +35% +54%

Portal by App traffic3 Customers* Revenue®
audience' CAGR CAGR CAGR

(1) As per Similarweb data, October 2023. (2) 3Y CAGR per Similarweb data for Sep’23 vs Sep'20; (3) 3Y CAGR per Google Analytics data for Sep’23 vs Sep’20; (4) 3Y CAGR per Internal data, Sep’23 vs Sep’20; (5) 3Y constant currency
CAGR for REA India (incl. Housing Core, Housing Edge, DIY and PropTiger), FY23 vs FY20 REA GI'OUD 59



REA India - Revenue & EBITDA

Exceptional revenue growth has been driven by continued customer and
audience growth for Housing.com and adjacency products

Revenue (A$m)!

o
Housing core advertising revenue +44%° CAGR driven by:

24 « Strong audience and customer growth - up 29%3 and 35%* respectively
54
[V
- 28
4 42
24

« Pricing and packaging - upselling customers to higher yielding packages and
FY20 FY21 FY22 FY23

products
B Property & Advertising B Adjacencies

Revenue has grown by 54% CAGR?® over the last three years driven by:

« Tier 2 city expansion - expansion into 13 cities by FY23

PropTiger revenue +22% CAGRS:

« Higher gross commissions on the back of higher take rate due to deeper
relationships with the developers

Adjacency revenue up >100%:

» Housing Edge - strong growth in rent Pay on Credit and launch of additional
services

EBITDA (A$m)'2

FY20 FY21 FY22 FY23 Peak EBITDA losses in FY23

(1) Financial results are from core operations and are adjusted for significant non-recurring items. FY20 and FY21 results are on a pro forma basis, assuming REA India was owned by REA Group from 1July 2019. Financials displayed on a constant
currency basis. (2) FY20 excludes discontinued businesses BlueStar and FastFox. (3) 3Y CAGR per Similarweb data for Sep’23 vs Sep’20. (4) 3Y CAGR per Internal data, Sep’23 vs Sep’20 (5) 3Y constant currency CAGR, FY23 vs FY20 REA GI'OUD 60

« EBITDA losses have widened over the last 2 years as we invested to build
audience momentum, introduce new products and expand geographically

» Losses are expected to reduce from FY24 onwards as we maintain strong
revenue growth and operating expense growth slows




REA India - OPEX & CAPEX

We will continue to invest to support long-term revenue growth and our
number one audience position'

Operating expenses growth reflects investment in people and Capital expenditure reflects uplifting the consumer

MELE ELEE @D NSRS e A i Cle FEDe experience, hew products and geographical expansion

revenue growth
- Employee - Investment in strategic initiatives such as consumer « Improve consumer experience - Focus on the app and mobile
experience driving increasing headcount, and remuneration experience
Increéases - New product - Audience Maximiser, depth products,
« Marketing - Higher investment in branding and marketing to Commercial Offerings and Featured Agents delivered
build on our #1 audience position in FY22 and FY23 - Geographical expansion - Expanded to 13 Tier 2 cities from
« COGS - Increased in line with strong growth in Housing Edge FY21to FY23
adjacency revenues « Adjacencies - Expanded number of services on Housing Edge

and built out current DIY (direct listings) and mortgage offerings

Operating expenses (A$m)23 Capital expenditure (A$m)?

30%

=

: 18% o

— (<)
g0 20% 3
€ 8 q>)
= 5% @
36 10% 5 g
g4 2 10% 52

2 5%

51
- o
FY20 FY2l FY22 FY23
FY20 FY2i FY22 FY23 mmmmmm REA India capex REA India capex as % revenue (excl. office fit out)
(1) Housing.com Similarweb, average site visits Jul 22 - Jun 23 vs. nearest competitor - excludes app. (2) Financial results are from core operations and are adjusted for significant non-recurring items. FY20 and FY21 results are on a pro forma @ REA GI'OUD 6]

basis, assuming REA India was owned by REA Group from 1July 2019. Financials displayed on a constant currency basis. (3) FY20 excludes discontinued businesses BlueStar and FastFox.
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REA India - Close

We are building our winning team to deliver our winning strategy

Market leadership
in audience

Extend audience
leadership; differentiate
with superior consumer
experiences

Stronger
Monetisationin core

Drive growth through
superior products, our
winning sales approach
and geographical
expansion

More value
for consumers

Build digitally enabled
user journeys to extract
a higher share of wallet
through DIY and
adjacent services

More value for
customers

Provide superior

‘close to transaction’
products for customers
and increase share of
real estate transactions

People
leadership

Create a highly skilled
and motivated team to
deliver the best property
experience and execute
our strategic priorities

REA India
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REA India - Closing Take Aways

Key Take Aways

TAMis large
and growing

India is an attractive market
with strong macro tailwinds
supporting future growth

A continued shift from offline
to online will grow audiences
and increase willingness to
pay for digital marketing

Winning
strategy

We plan to extend our
audience leadership by
investing in our consumer
experiences

We offer our customers
superior products and will
continue to scalein Tier 2
markets

Adjacencies offer further
upside and bring us closer to
the transaction

Strong path
to profitability

We have a clear plan to
continue to drive revenue
growth by monetising our
high-quality audience

We will continue to invest to
support long term growth

Losses are expected to reduce
from FY24 onwards, and we
have a clear, strong path to
profitability

REA India
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REA India - Indian market context

The Indian market is divided into multiple tiers with differing characteristics

Geographic Segmentation

# cities
Typical Population (mil)

# units sold (2022)

Home Loans
(CAGR 2019-22)

Split of Ecommerce Market
(% orders to each tier in 2022)

Average spend on online (A$)
(Spend per consumer in 6 months, H2FY23)

% share of internet users

Per Capita Income (A$k p.a.)

8 cities
>4m?2
468k3
12%4
31%°
$393¢
31%7

$4.9k8

971 cities

0.5m - 4m?

187Kk3
8%*
21%5

$3645
27%7

$3.5k8

Thousands of small
cities & towns

<0.5m?
N/A
12%*
42%5
N/A
4%’

N/A

1) Realty Plus & Indian 2011 Census; 2) Ministry of Finance, Govt. of India; 3) PropEquity, provided Nov 2023 for 2022. List of Tier 2 cities not exhaustive (only top 30 cities) ; 4) SBI as per Indian Financial year; 5) ‘India Ecommerce Index 2023,

UniCommerce; 6) CMR India, 7) Internet in India 2022 by IAMAI, 8) Morgan Stanley, Tier 2 cities estimate based on top 33 cities only
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REA India - Tier 1 cities

Tier 1cities are the most developed real estate markets, with
strong developer activity

Delhi (NCR)
Mumbai (MMR)
Bangalore
Pune
Hyderabad
Chennai
Kolkata

Ahmedabad

1) Euromonitor 2022, 2) Housing internal research for new homes in Tier 1 cities, Housing Price index measures the movement in house transaction prices with the base year as 2017

# Households
(m)'

4.3

Sl

3.0

1.6

23

2.8

3.9

1.8

CY22
New Launches
(‘000)2

15

166

42

75

83

55

CY22
Average Price
(A$/sq ft)?

89

185

10

101

112

103

85

69

CY22
Available
Inventory

(‘000)2

98
305
79
132
113
3l
23

68

CY22
Housing.com
Pricing Index?

m.o
18.1
136.2
18.8
164.3
113.5
123.1

137.8

CY22
Sales

(‘000)?

19

1o

30

62

35

4

|

27

Eh
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