ASX Announcement
6 February 2026

REA Group Investor & Analyst Presentation H1 FY26

On behalf of REA Group Ltd (ASX:REA) please find attached a results presentation for the
half-year ended 31 December 2025.
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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 Board.

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,
Campaign Agent Pty Ltd, Australia’s leading provider in vendor paid advertising finance
solutions for the Australian real estate market and Realtair Pty Ltd, a digital platform
providing end-to-end technology solutions for the real estate transaction process. 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,
Arealytics, a provider of commercial real estate information and technology in Australia
and Athena Home Loans, a leading digital non-bank lender and one of Australia’s fastest
growing fintechs. Internationally, REA Group holds a controlling interest in REA India Pte.
Ltd. operator of the established brand Housing.com and Planitar Inc., the maker of
iGUIDE, a leading 3D tour and interactive floor plan technology headquartered in Canada.
REA Group also holds a 20% shareholding in Move, Inc., operator of realtor.com in the US
and a minority interest Easiloan, a technology platform for end-to-end digital processing of
home loans in India.

@ REA Group

REA Group Ltd - ABN 54 068 349 066 - 511 Church Street, Richmond VIC 3121, Australia - +611300 853 440
rea-group.com
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https://campaignagent.com.au/
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H1FY26 financial result

b Revenue? EBITDA'?3 Net profit after tax'? Reported net2 [:I‘Oflt
after tax“

$336m

$916m $569m $341m

+5% +6% e

62% $1.24 $2.58 $478m

Operating EBITDA'"?23 Dividend per share, Earnings 31 December 2025
margin FY26 interim per share'? closing cash? balance

+13% +9%

-24%

$200m

Up to $200m on-
market share buy-back

announced?®

@® reacrowp
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Property market update

Listings environment improving driven by Melbourne and Sydney,
with strong levels of buyer demand across all markets

National listings improving as comparables become easier, but Record buyer demand levels with 20% YoY growth in enquiries?
markets outside of Melbourne and Sydney remain subdued

° o o 3
National new Buy listings, YoY change! Ml e L

7% 2.6m
l 4% 21m 2
0% []
3%
-8% -8%
QIFY25  Q2FY25 Q3FY25 Q4FY25  QIFY26  Q2FY26
HIFY24 HIFY25 HIFY26
MeUsyd  10% 2% 1% % 5% 5%
Bris/Per/Ade’ 9% 10% 6% 3% 13% 14%

@® reacrowp
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H1FY26 highlights

Strategic
highlights
)

Consumer
highlights

Customer
highlights

<\<\ Al-led experiences and organisation

Re-imagining the way the world
experiences property with Al
Rapidly extending Al capability. Harnessing

proprietary data to deliver deeper personalisation
for consumers and value for customers

RECORD unique audience
]3 .2 m in November'®

Australia’s #1 address in property

Highly engaged audience with average time
spent of 35.8 minutes per visitor'®

Premiere + and Elite Plus delivering
superior customer value
Record Premiere+ depth penetration in residential

and record Elite Plus depth penetration for
commercial customers

BiGUIDE

61.56% investment in Planitar Inc.

Acquisition of 3D tour and interactive floor plan
technology, iGUIDE, supporting immersive
consumer experience strategy

@ realEstimate”

4.9m properties tracked by their owner?
43% of Australian residential dwellings are now
tracked by their owner on realestate.com.au?

(o) YoY growthin
+ 38 /O seller leads®
Owner experiences driving growth

58% of all seller leads generated through
owner experiences’

REA India

REA India strategic refocus

Simplified business structure and new
management team with clear strategic focus on
the core Housing.com business

average monthly
2 .6 m buyer enquiries?

Highest level of buyer enquiry in 4 years*
Seamlessly connecting customers with more high
value buyer leads, up 20% YoY3

(o) YoY growth in average
+ ]4 /O monthly active Ignite users®
More residential and commercial agents
using the self-service platform

Additional value added to the Ignite platform
driving strong customer uptake and engagement

@® reacrowp
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Audience leadership highlights

realestate.com.au record audience™ and high-quality engagement

Q) Australia’s #1 address in property

Active members +29%?2
Properties tracked by owner +51%3
Seller leads +130%*
Buyer enquiries +25%°5
Unique Audience'© 12.7m
12.3m
11.9m RECORD

11.Im
10.6m

FY24 FY24 FY25 FY25 FY26

@ realestate.com.au

146.1m recoro

35.8 mins

9 out of ]0

( 9:41 il = —\
= (@realestatecomav 0 K O

Properties to call home

Q Search location, features, liftstyle...

Total average monthly
visits to realestate.com.au
on all platforms'(®

Audience lead over nearest
competitor, increasing 7%
YoY!(®

Average monthly time spent
realestate.com.au, 23.3 mins
more than nearest competitor'®

Australians who visited any
residential property site
visited realestate.com.au'®

@® reacrowp
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Strategy

Clear strategic priorities driving growth

Largest audiences,
most engaged consumers

Building the
next generation
marketplaces

Superior
customer value

Unparalleled
datainsights

10 @) REAGroup

Audience & Consumer
Engage Australia’s largest high-intent property

Advertising & Value

Driving the best property outcomes for our customers, vendors
and landlords

Customer Platforms & Services

Enabling our customers to win more listings and sell property
faster with ease

Data & Insights

Build Australia’s leading property data, valuations and insights
provider and power REA with data

Financial Services

Be Australia’s #]1 retail brokerage, providing choice and making it
easy to find and finance property

International

Be India’s undisputed #1 property portal, demonstrating strong audience
& market share growth. Gain exposure to large and growing markets

@ realestate.com.au

@® realestate.com.au

@® realcommercial.com.au

{3 Ignite

g

Campaign
Agen'?:cIg

REALTAIR

@ PropTrack

/ﬁ. Arealytics.

Agtuary

32 Mortgage Choice

A ATHENA

[ simpology’

REA India

realtor.comr
SiGUIDE’

(2) property.com.au
@® realcommercial.com.au Flatmates

audience, driving more leads to our customers MMEZRSIV]  BiGUIDE ) neighbourlytics



Strategy

Al supports the Group’s objectives and is a clear strategic focus

Consumers

Personalised and immersive Al experiences, trusted
property and financial content, Al-prime seeker
models and audience acquisition channels

Building the
next generation
Customers marketplaces Data & Technology

Rich and differentiated data, and
predictive and generative Al
models with Al-optimised
technology platforms

Supporting customers and brokers to
embrace the future with leading Al-prime
advertising products, and efficient Al-
powered services and tools

People & Organisation Strategic Partners & Investments

@® reacrowp
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Consumer

Immersive, personalised and Al-led experiences enhancing consumer
engagement

9:41 all ¥ ==

® @ X

9:41 all T =

M = @realestatecomav B K O Starta search
=) + Soo gk & 3 . .
Properties to callhome AI SearCh e o - VldeO HUb How is my realEstimate™ Pro ert ASSIStant
+ B - Y
I E calculated?
- Recent searches
Q Search location, features, liftstyle.. T What we consider
P g Q -
fw” 2 a“ & Buy « House - $2m-$25m - B4 & Save Our realEstimate™ works out a property's
L T e RHE . 3 )
IEmE. | F ) - e value by looking at its type, size, features, and

overall quality based on the latest photos,
plus where it's located, what similar homes

nearby have sold for, and current and past .
market trends. Learn about your realEstimate™

lF’ +’, Tryanew way to search  Beta e b

| e ey
ol E L et BN,

. . Q Brighton
Show me apartments with 2 brin Biy = Mol

richmond hawthorn or abbotsford

with garage parking under im

\ Recent searches Seeall

and why it changes

Confidence ratings

Discover the latest videos

: News ) (Insights ) ( Lifestyte ) ( Guided

Each estimate comes with a confidence level
—high, medium, or low—based on the How is my realEstimate™ calculated?
robustness of data available:

+ High confidence: many relevant How can | improve my property value?

Q Richmond, VIC 3121 A Q
Buy - Apartment - $800K - $1M

@ Richmond,VIC 3121~ © Hawthorn, VIC 3122

© Abbotsford,VIC3120 B 2bed  Apartment
Recently viewed comparable sales and close matches in
Under cover parking  Under $Im property attributes or high local data Why has my realEstimate™ changed?
availability.

« Medium: moderate data availability or
some variability in comparables.
« Low: few comparables or highly unigue
property features; the estimate should be
Fourinteriordesign styles sat to tendthis (1) treated with cauti
Four interior design t spring Share

Search
styles set to trend RBA cuts rates for

$2,200,000 77 $1,700,000 - $1,800 this spring end of year relief
15 Hull Street, Richmond, Vic 3121 9 North Street, Richm

A3 42 &1

Ask about your property value

B3 &2 82 —— Al-generated. Al may make mistakes, verify outputs

Natural language search roll-out underway, <\<\ New video hub supports visualisation strategy, New conversational property assistant tool <\<\

now available to 50% of web consumers drives consumer engagement and customer answers questions about an owner’s

. . value and powers unique data realEstimate, and offers next action prompts
Conversational search beta experience
launched to 10% of web audience in January 15% YoY increase in video plays' 76% of next actions taken by users are high intent?

@® reacrowp




Customer advertising and platforms

Premium advertising products with more choice and flexibility driving

customer value

o PIPPINSHALL

——REAL ESTATE AGENTS ——

¥ Premiere+

Record Premiere+
penetration
supporting buy yield

&9 Floorplan

$1,250,000 - $1,350,000

14 Bronwynn Avenue, VIC 3136
83 32 &2 |House

Serious Buyer Metric -
analyses 100’s of
behavioural signals

Can you afford this property?
Understand your repayments to see if this property >
is right for you

\__  —

gsf Audience Maximiser

New Audience
Maximiser options
driving record
penetration

-IO-I% more views

on average'

¥ Luxe

Additional Luxe value
including extending
premium branding
underpinning
penetration

oy Mmore high
56/0 intent actions?

< Q Richmond, VIC 3121 bk

Sort Inspections Map

2 Filters o

PIPPINGHALL
—— REALESTATE AGENTS ——

+H
, : 1
|

A i

ADDED 3 DAYS AGO TZ-JI &3

2

7-1 ¥ " It
'fil,tg Lﬁ

Auction $850,000 - $895,000 7Y -
2/191 Pacific Drive, Croydon
83 42 &2 | Townhouse

Inspection today | B Auction Sat 18 Nov

@® reacrowp
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Customer platforms and services

Superior tools and services supporting customers to grow their
businesses

ﬂ Explore New Farm

Learn more about local market data

Property professionals

Agents .. Brokers |

for recent house sales in New Farm

PIPPINGHALL

—— REAL ESTATE AGENTS ——

|

& 4

Stacey McDowell
Sales Consultant

5.0 (44 reviews)

Sold 25 properties in
New Farm

Request free appraisal

~N

Showing agents based on sales & performance

_vor

John Agen
Director/Lic

5.0 (32
Sold 24 pro;

New Farm

|4 Request

Sponsored

View more agents in New Farm >

\ What's your property worth? )

> Ignite

Increasing value driving customer uptake and engagement
+14% YoY increase in average monthly active users?

Brand exposure
supporting seller leads

Agent Profile

93%

more Seller Leads received by
Agents on Pro than Agents
without it

17%

more brand exposure with
Agency Elevate on Pro!

Strength in customer
partnerships

Value recognised

Network-wide Pro
subscriptions
A number of large agency

groups have signed network-
wide agreements

Market Intelligence offering

New agreements with leading
agencies for unique market
performance data sets

Empowering customers
with Al-led products

¢¢ Smart summary in Ignite

Al generated smart
summaries for leads

Analysis of seller leads to
support informed vendor
conversations

Al generated smart
summaries for properties

Analysis of properties to
support prospecting workflow

N
@ r
Home Properties Inbox

<{ 25Park Avenue, Richmond, VIC 3121

4! Smart Summary s
A snapshot of this lead and insights to help

you make a great first impression.

Generated by Al (@D

1. Act quickly
The vendor is likely to list within 3 months & has
contacted 3 other agents.

Seemore &

2. Great investment
The property value has increased 60% or more
based on 2008 purchase of $853k.

Seemore &

3. Exercise price caution

The current RealEstimate is $1.43m versus home
owner expectation of $1.6m. Be careful about
price discussions before understanding any
improvements & upgrades.

See more &

4. Similar properties sold by your agency:

C—

Menu J

@® reacrowp
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Commercial

Record audience and innovation driving growth in Commercial

Q_ Australia’s #1 commercial property website®

2.9m

Average monthly
realcommercial.com.au unique
audience on all platforms'™)

(=)

1.9m more

Monthly visitors
compared to the nearest
competitor'™

90%vor

Growth in unique
audiencel¥)

HI FY25

HIFY26

@ realcommercial.com.au

Record Elite Plus penetration
Strong uptake of Elite Plus Unlimited

{ Ignite ) neighbourlytics
pn
Enhanced value driving Acquisition of real-time
uptake and engagement lifestyle data platform
Neighbourlytics data includes:
Foot traffic
o, + Visitor trends
+
14% YoY + Lifestyle personas
Commercial agencies onboarded? * Top destinations

+ Accessibility

(3) Arealytics.
+59% ap Arealy

YoY . .
Leading commercial
real estate data

Increase in monthly active users3

@® reacrowp



Financial services

Financial Services momentum accelerates

Y= Mortgage Choice

part of @ realestate.com.au

Product innovation and brand investment delivering
revenue growth, supporting productivity and delivering
value to the broker network

» Submission volumes increased 24% YoY and settlements up 14%

 High quality leads from realestate.com.au with submissions from REA
leads up 32% YoY'!

» Enhancedrealestate.com.au integration has helped drive 26% YoY
growth in leads generated through the platform!

» Bridging loan Freedom Move powered by Athena Home Loans
launched

* New Al learning program and toolkit supporting broker productivity
with Google Gemini enabling automation of processes

Gemini for brokers N\

<

Gems a

AllGems Your Gems By Google

Document Verification Assistant Gem
Validate document authenticity in seconds.

Message Makeover Gem
Refine your tone for clarity and confidence.

Social Media Assistant Gem
Create viral-ready posts with hashtags attach...

Meeting Assistant Gem
Turn transcripts into summaries and action ite...

Retention Assistant Gem
Predict churn and identify opportunities to ret...

Compliance Assistant Gem
Ensure all interactions meets regulatory standa...

III\

Document Analysis

D Doc Verification Assistant Gem - Custom Gem 49

Hello! | am Doc Verification Assistant Gem, your
dedicated mortgage credit analyst. | have completed
a forensic review of the three documents provided

Qtwo payslips and one bank statement). /

@® reacrowp
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Strategy

Strategic enablers supporting Al integration and innovation

~90%

~85%

~90%

~90%

People & Organisation

of Australian employees have
completed foundational Al training

of Australian employees are regularly
utilising REA’s internal Al assistant

of global technology team members are
using Al to support their work daily

of global technology team members believe
Al meaningfully improves their productivity

Strategic Partners & Investments

REA is partnering with leading global Al businesses and
leveraging investments in innovative data and Al-led tech

to accelerate its strategic priorities

Investments

Jitty (4 Arealytics.

IMMZIRSIV

BiGUIDE’ %) neighbourlytics

Partnerships

@ OpenAl Google

@® reacrowp
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Strategy

Strong momentum behind Al integration

Recently delivered

Consumers

Data &
Technology

Customers &
Brokers

Conversational search beta trial

Next Best Actions on listings

Al accelerated tech modernisation

Serious buyer metric

Customer Al-focused education and training

Customer Al grants

Greater realEstimate accuracy

Gemini for brokers

Natural language search Conversational Assistant

Owner market summary Enhanced suggested properties

Rapid product build using Al FlowLab

New land valuation
model

Smart summaries for leads and properties

Broker Al training and toolkit

<\<\ More to come

Extending conversational search
Expanding Conversation assistant
Exclusive content and video
Deeper personalisation

Uplifting data management and
governance structures

Uplifting Al-ready data
Agentic Al platform foundations
Al image processing

Customer support and education

Deeper Al integration into self-
service Ignite platform

@® reacrowp
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International

REA India: strategic reset

REA India

strategy

20% vov
Growth in leads in Q22

Placing more relevant
properties in front of the right
consumers driving lead
volume growth

»~ HOUSING.com

REA India has streamlined with focus on the core Housing.com business and app-first

Improved listing quality
algorithm driving leads

Leveraging machine learning
to provide customers with
specific tips to improve listing
quality to help drive leads

Share of App Downloads'®

27% YoY

Growth in DIY business

Housing.com strengthening
as a platform enabling both
DIY seekers and owners to
connect and transact

HIFY24 H2FY24
W Magic Bricks

HI1FY25

H 99 Acres m No Broker

H2 FY25 H1FY26
Housing.com

Ultra launched

Evolution of our
depth model

Launch of new top
tier subscription

|
:02 B - E A

& Sector 92

Filters() v | Sort v  Budget v  BHKtype

___’_] PRIMEPLUS REALTECH LLP

Possession by Jul, 2026 + Price/ sq.ft. ¥10.88k/ sq ()
4 BHK Flat

¥248Cr

Sector 92, Gurgaon

bt View Number U}

Golden Key Infratech

3 BHK Independent Builder Floor
¥1.28Cr
Signature Global City 92

r 92. Gurgaon

@® reacrowp
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International

North America: Investing in product innovation and experiences

SiGUIDE (%)  fercaltorcony A

+ Canadian-based proprietary camera and software platform, « Gaining audience and visits share:
market leader with ~25% of all homes sold in Canada in 2025 realtor.com attracted 241 million average monthly visits in
featuring an iGUIDE! Q2, gaining 1 additional point of share, and remained the #1

e ) o
« Utilises Al to identify property features and produce immersive In visits per unique visitor

3D virtual tours, precise floor plans and reliable property « Improving lead quantity and quality:
measurement data For sale lead volumes up

* In H1iGUIDE grew revenues by 23%, with strong growth in all 13% YoY in Q2°

of its four key markets: Residential, Insurance, Construction * Revenue continues to

and Commercial diversify: with Seller, New
Homes and Rentals making

* Product rollout up 21% of revenues in Q2

commenced in Australia
with early sales and
positive feedback

 FlyAround experience & o
P Fl v For sale
launched: giving oround $955,000
consumers a new way to
explore neighbourhoods

from above

4 bed - 3 bath - 2,794 sqft - 2,794 sqft lot

===========

@®rercrowp 2


https://aus01.safelinks.protection.outlook.com/?url=http%3A%2F%2Frealtor.com%2F&data=05%7C02%7Crebecca.ludbrook%40rea-group.com%7Cf144decc09c747a320bf08de5ea54e9b%7Cbaa1198fd12f4314afb31a8b763d2ae9%7C0%7C0%7C639052261277875998%7CUnknown%7CTWFpbGZsb3d8eyJFbXB0eU1hcGkiOnRydWUsIlYiOiIwLjAuMDAwMCIsIlAiOiJXaW4zMiIsIkFOIjoiTWFpbCIsIldUIjoyfQ%3D%3D%7C0%7C%7C%7C&sdata=K%2B4qTaE%2BIReU9bLFGCmQ41F45d0i5%2FCGZd4FEuto3es%3D&reserved=0

Market Outlook

@®rercrowp 22
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Core financial operating results

Core results ($m)'3

H1FY26 H1FY25

Growth $ Adj Growth %5

Revenue?

Australia 871.8 808.7 631 8% 8%

International 440 64.2 (20.2) (31%) 0%

Group revenue 915.8 872.9 42.9 5% 8%

Operating expenses

Australia4 (283.3) (259.4) (23.9) 9% 9%

International (63.6) (78.1) 14.5 (18%) 3%

Group operating expenses (346.9) (337.5) (9.4) 3% 8%

EBITDA before associates

Australiat 588.5 549.3 392 7% 7%

International (19.6) (13.9) (5.7) (42%) 10%
Group EBITDA before associates 568.9 535.4 33.5 6% 7%

EBITDA margin before associates 62% é1% 1%

Share of (losses) / gains of associates (14.2) (14.8) 0.6 4% 4%

Group EBITDA? 554.7 520.6 34.1 7% 7%

Net profit after tax 335.7 309.9 25.8 8% 10%
Net profit/(loss) after tax attributable to NCI 4.9) (4.0) (0.9) (22%) (6%)
Net profit after tax attributable to owners of parent2 340.6 313.9 26.7 9% 10%
Earnings Per Share (cents)? 258.0 2377 20.3 9% 10%
Dividend Per Share (cents) 124.0 110.0 14.0 13% 13%

HIFY26
H1FY25
HIFY24
H1FY23

HIFY22

HIFY26
HIFY25
H1FY24
HIFY23

HIFY22

HIFY26
H1FY25
HIFY24
HIFY23

HIFY22

Group Revenue' 2

8729
7255
617.3
590.4

e
o
o

Group EBITDA"2
568.9

5354
4387

o ks
o
m\o

EPS (cents)" 2
258.0

2377
189.0
155.2

170.9

@®rercrop 24



Statutory (reported 4D) vs core results

Statutory Significant Core
H1FY26 ($m) (reported 4D) items' results'
Group revenue? 915.8 - 915.8
Group operating expenses (349.4) 25 (346.9)
Group EBITDA before associates 566.4 2.5 568.9
EBITDA margin before associates 62% 62%
Share of (losses) / gains of associates (14.3) 0.1 (14.2)
Group EBITDA? 552.1 2.6 554.7
Net profit after tax attributable to owners of parent 336.3 4.3 340.6
Earnings Per Share (cents)? 2547 3.3 258.0

A detailed reconciliation of core vs. statutory (reported) earnings is included on Page 37.

Significant items’

« Gainrelating to the sale of PropTiger

+ Impairment of software assets following the
discontinuation of Housing Edge

« Transaction costs relating to the iGUIDE investment

« Mark-to-market revaluation of the Aurum financial
asset

« REA's share of transaction costs incurred by Move

« iGUIDE contingent consideration (unwinding the
NPV discount)

@® reacrowp
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Continued growth in Residential revenue

Driven by double-digit Buy yield growth

Residential revenue ($m)

+7%

_-

H1FY25 HIFY26

Residential Buy revenue drivers:

« Buyyield'up 14% - driven by 7% average Premiere+ price rise, growth
in add-ons, higher subscription revenues, increased depth penetration
and a 1% positive impact from geographical mix

« Listings down 6% - with Sydney and Melbourne flat YoY

Residential Rent revenue drivers:

* Rentyield up - driven by 6% price rise and increased depth
penetration

 Listings down 2%

Residential national buy listings YoY change

s (8%)

Ql Q2 Q3 Q4 Ql Q2
FY25 FY25 FY25 FY25 FY26 FY26
—O0— National  eccceeee Sydney = eeceeeees Melbourne

Residential rent listings YoY change

8%

5% 40{’
o o o
(2%) (2%) (2%)
Qi Q2 Q3 Q4 Ql Q2
FY25 FY25 FY25 FY25 FY26 FY26

@® reacrowp
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Record Premiere + penetration

With YoY growth across all states

Residential buy listings penetration (depth)

Record Premiere Residential Buy

listing depth penetration

« Total depth penetration has increased
sequentially and YoY

* Premiere+ penetration has grown YoY in
all states

« Continued improvement in product mix,
with customers migrating up the depth
ladder

« Luxe momentum is building, with H1 FY26
penetration more than double FY25

H1FY23 H2 FY23 H1FY24 H2FY24 H1FY25 H2 FY25 HIFY26

m Feature ®Highlight ®Premiere = Premiere+ ™ Luxe

(1) Penetration is based on listings being on site for minimum 2 days. Calculated as depth listings divided by total listings. @ REAGroup 27



Commercial & New Homes Other

Revenue up 10% with growth in New Homes outpacing Revenue up 8%, driven by growth in both Media and
Commercial CampaignAgent
Commercial & New Homes New Homes Project Profile Volume Other revenue ($m)!
revenue ($m) YoY change

+8%
f”
-

+10%, -

'
7

0%

HIFY25 HIFY26 Q@ @ o @

FY25 FY25 FY25 FY25 FY26 FY26 HIFY25 HIFY26
Commercial revenue drivers: CampaignAgent drivers:
« Yield - driven by 7% price rise and increased depth penetration « Increased revenue due to customer acquisition
+ Listings - both Sale and Lease listings broadly flat Media revenue drivers:

+ Media Display revenue driven by increased spend from existing
customers

Data reclassification:

New Homes revenue drivers:
« Volume - Project Profile volumes increased 8% in H1

+ Yield - higher yield from annualisation of the FY25 price rise ) ) o
« PropTrack revenue, which previously sat within Other, has been

* Display - strong growth in New Homes display driven by growth in projects reclassified (including comparatives) to Financial Services

and Amplify, an add-on to Project Profiles to boost campaign results

@® reacrowp



Financial Services delivers strong revenue and EBITDA growth

Revenue up 11% driven by higher settlements, improving broker productivity and Proptrack customer data contracts

Financial Services revenue ($m)' Financial Services EBITDA ($m)"2 Settlements ($bn) oy
+ () o
13.7
52 +'|'|%’ 58 21

= 19 +]4%’,

“

u *+’] ;7 46 HIFY24 HIFY25 HIFY26
(o]
Brokers3

1,120
HIFY25 H1FY26 H1FY25 HIFY26 1,076
m Mortgage Choice  m PropTrack ® Mortgage Choice = PropTrack
HIFY25 FY25 HIFY26
Financial Services revenue +11%:
° Loan book ($bn)3

93.8

« Mortgage Choice revenue increase 12% driven by:

o Volumes - 14% growth in settlements YoY, with submissions up 24% YoY
o Productivity - Continued improvements in broker productivity and average 0 717
loan size, partially offset by higher broker payout rates

« PropTrack revenue increased 11% driven by new customer data contracts
HIFY25 FY25 HIFY26
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International

India: strategic reset to focus on Housing.com

India revenue ($m) India EBITDA ($m)?

64 HIFY25
. (40%)

\
38 A 38

\

HIFY26

(17)

- -

HI1FY26

~

(34%) 1

m Housing.com  mPropTiger & Housing Edge

(14)

H1FY25

m Housing.com  mPropTiger & Housing Edge

Housing.com revenue flat at $26m with EBITDA loss of $19m

* Revenue benefitted from growth in customers and tier 2 city
monetisation, offset by lower yield

« Operating costs up 3% driven by increased technology costs
(higher usage and price rises), partly offset by lower employee
costs

Including PropTiger and Housing Edge!
« Total REA India revenue declined 40%, operating costs were down
27% and EBITDA loss was $19m

North America: Move revenue and lead growth accelerates

Move, Inc. revenue (US$m)3 Move equity accounted
losses ($m)!
10%
an (10)
269 295
HIFY25 HIFY26 HIFY25 HIFY26

Move revenue growth accelerates

Revenue increased 10% to US$295m in H1 FY26, driven by higher
sales of RealPRO Select, as Move shifts its focus to more premium
offerings, and revenue growth in Seller, New Homes and Rentals3
Lead volumes increased 5% YoY in Hl and 13% in Q23

The equity accounted loss for REA’s 20% stake in Move was $10m,
a modest improvement from the $1Im loss in the prior period

iGUIDE* delivering strong revenue growth
« Revenue of $é6min H1, and was broadly EBITDA neutral

Underlying like-for-like growth of 23% in H1
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Australian operating jaws closed, but Group jaws open

Australia operating results growth'

22%

(1%)
FY23 Fy24 FY25 H1FY26

e Revenue growth = Operational expenses growth

Australia operating jaws modestly closed in HI1 FY26:

+ Revenue +8%: strong Residential yield growth partly offset by lower
listings, with double-digit revenue growth for Commercial & New Homes

and Financial Services
+ Operating costs +9%: increased employee, marketing, technology and
COGS spend

Group operating jaws open:
« Group revenue +5% and operating costs +3%
« Adjusted growth?: Group revenue +8% and costs +8%

Operational expenses ($m)!

ES
3  North America
Z @
- .8
@ o M India
g S
=< COGS
m Other
Rel
@©
s H Technology
2
< m Marketing related

B Employee benefits &
consultants & contractors

HIFY25 HIFY26

Australian operating costs up 9% to $283m, driven largely by:

« Employee +5%: remuneration and increased investment

« Marketing +12%: driven in part due to the Ready25 customer event,
which was not held in FY25

+ COGS +48%: related to Audience Maximiser

« Technology: price rises and Al investment

Group operating costs up 3% to $347m, further impacted by:

+ India -27%: due to the divestment of PropTiger and discontinuation of
Housing Edge during H1

* North America: iGUIDE acquired in October 2025
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Continued investment to drive consumer engagement

and customer value

Group capital expenditure ($m)

160 25%
138

140

20%
120

100 15%

10%

Amount ($m)
o o0}
o o

N
(@]

5%

N
o

0%
FY21 FY22 FY23 FY24 FY25 H1FY26

Investment strategy
« InHI1FY26, investment was focused on:

% of revenue

mmmmm Office fit out costs
e REA India capex

mmmmm Australia Capex

D&A expense

----- Capex as % revenue
(excl. office fit out)

o Alinitiatives: Consumer (natural language and conversational search), Customer

(Ignite agentic Al capability)
o Video (launch of REA’s video hub)
o Continued investment in platform health and modernisation

< InFY26, capex/revenue is expected within our 7-9% target range

Depreciation and amortisation ($m)

FY25 HIFY26 FY26

REA Group ($m) Actual Actual Forecast
Australia

Depreciation & amortisation' 103 56 110-114

Depreciation of leases 10 4 7-9
REA India

Depreciation & amortisation' 12 3 6-8
Acquired intangibles

Amortisation' 14 6 15-16
Total 139 69 138-147
Total excl. acquired intangibles 125 63 123-131

Depreciation & amortisation

Australia D&A is expected to lift in FY26 on the back of
higher investment

India D&A reducing following the discontinuation of
Housing Edge in Q1 FY26

Acquired intangibles D&A is expected to increase in H2
FY26 following the finalisation of iGUIDE purchase
price allocation
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Strong cash position supporting increased investment

Group cash flow ($m) Strong operating cash flows

« Operating cash flow of $373m, with free cash flow
of $303m

Continued strategic investment

« Capex for PPE and intangible assets of $69m

« Investment in subsidiaries includes payment for
61.5% stake in iIGUIDE ($51m, net of cash acquired)
and payment of Realtair deferred consideration

6 (57)
L G No external borrowings
« The Group holds no external drawn debt as at
(16) December 2025
« The undrawn debt facility remains in place, with a
maturity of September 2028. The facility was
reduced from $400m to $200m in September
2025
Opening cash Receipts from Paymentsto Incometaxes Netinterest Investmentsin Otherinvesting Dividends Other financing Closing cash Share bUY'b aCk announce d
balance customers  suppliers and paid received subsidiaries activities paid activities balance
employees and associates « On-market share buy-back of up to $200m

announced!

m Operating Activities H Investing Activities m Financing Activities and Other
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FY26 Outlook

* New Buy listings expected to decline 1-3% - January down 8% YoY, with
Melbourne and Sydney each declining by 1%. While comparables will become
easier as we progress through the second half, the Group now expects
national residential Buy listing volumes to decline by 1-3%, reflecting larger
than expected year-to-date declines in the Perth and Brisbane markets.

+ Residential Buy yield - The Group anticipates 12-14% residential Buy yield
growth, with the magnitude of growth potentially impacted by geo mix
movements across the remainder of the year.

> Operating jaws - We continue to target positive group operating jaws in
FY26, with Australian jaws opened modestly.

« Group operating cost growth - Mid single-digit Group core operating cost
growth is anticipated, which reflects high single-digit growth for Australia, the
consolidation of iGUIDE, divestment of PropTiger and exiting Housing Edge.
On an underlying basis, excluding the impacts of PropTiger, Housing Edge
and iIGUIDE, high single-digit cost growth is expected.

» EBITDA losses in India - Expected to be in the range of $40-45m.

« Contributions from associates - Losses anticipated to marginally improve in
FY26 compared to FY25.
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Core vs. reported reconciliation

H1FY26 HIFY25

Core vs.reported reconciliation Growth % Share of associate non-core costs
Core operatingincome 915.8 872.9 5% + Includes REA’s share of costs (transaction, restructuring
Reported operating income 915.8 872.9 5% and revaluation loss of financial liabilities) relating to
Move and PropertyGuru
. . . M&A related activity, including gains/(losses),
EBITDA f.rom core operations (excluding share of gains and losses 5689 535.4 6% transaction and integration costs
of associates) . . . L
. . + Gain on divestment: gain on sale of PropTiger in current
Share of losses of associates (14.3) (20.1) 29% period ($4.5m), and PropertyGuru in prior period
Share of associate non-core costs 0.1 53 98% ($33.7m)
EBITDA from core operations 554.7 520.6 7% « Transaction costs: relating divestment of PropTiger and
M&A related activity, including gains/(losses), transaction and o aquisition of 'GU|PE in current period. Prior period )
integration costs 11 8.9 (88%) relates to CampaignAgent and Athena Home Loans. Prior
. o year also includes one-off costs relating to withdrawn
Impairment revel.'sal/(e>.(pensje) (2.2) 116.9 <(100%) bid to acquire Rightmove ($18.8m)
Loss on revalU'c.ltlon of financial asset dey ) N/A - Integration costs: relating to iGUIDE in current period,
‘Share of associate non-core costs (0.1) (5.3) 98% Realtair and CampaignAgent in the prior period
Reported EBITDA 552.1 641.1 (]4%) Impairment reversa[/(expense)
« Following the discontinuation of Housing Edge in current
Net profit from core operations attributable to owners of the o period and reversal of PropertyGuru impairment in prior
340.6 313.9 9% iod
parent perio
EBITDA impact of non-core adjustments (2.6) 120.5 <(100%) Loss on revaluation of financial asset
Non-core D&A, net interest and minority interest (2.3) . N/A « Mark to market revaluation of the Aurum financial asset
Tax effect 0.6 6.9 (92%) Non-core D&A, net interest and minority interest
'Reported net profit attributable to owners of parent 336.3 441.3 (24%) » Relates to minority share of the asset impairment

recognised as part of the discontinuation of Housing
Edge, and discount unwind of the iGUIDE contingent
consideration
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Cash flow reconciliation

Cash flow reconciliation ($m) H1FY25 Growth %
EBITDA excluding associates! 568.9 5354 6%
Working capital movement (75.0) (62.7) (20%)
Net interest received/(paid) 6.3 (3.3) >100%
income taxes paid (131.5) (136.0) 3%
Capital expenditure (68.7) (69.1) 1%
Other 27 (6.7) >100%
Free cash flow 302.7 257.6 18%
Payment for investment in subsidiaries (net of cash acquired) (53.7) - N/A
Payment for investment in associates (3.0) (61.8) 95%
Contribution by non-controlling interest 31 7.9 (61%)
Proceeds from sale of financial asset, net of FX forward contracts - 277.2 (100%)
Payment for financial assets (13.2) (6.7) (96%)
Related party loan to associate - (2.4) 100%
Redemption of short term funds 10.9 6.1 77%
Proceeds from borrowings - 92.0 (100%)
Repayment of borrowings and leases (4.0) (298.1) 99%
Dividends paid (182.5) (135.1) (35%)
Payment for acquisition of treasury shares (1.2) (2.7) <(100%)
Effects of exchange rate changes on cash and cash equivalents 1.7 (1.5) >100%
Net cashinflow 50.7 132.5 (62%)

Free cash flow

Working capital unfavourability mainly due to
payment of CampaignAgent earn-out and incentives

Increase in net interest received primarily due to
debt repayment

Investments in subsidiaries and associates

Subsidiaries acquired include iGUIDE and payment
of Realtair deferred consideration

Investment in associates includes Immersiv and
additional investment in Easiloan (prior year
primarily relates to Athena Home Loans)

Prior period proceeds from sale of financial asset
relates to PropertyGuru

Borrowings & leases

The Group repaid its external debt following the sale
of PropertyGuru in December 2024

A $200m undrawn debt facility remains in place, with
a maturity of September 2028
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Revenue breakdown

H1FY26 H1FY25 Growth %

Revenue category ($m)2

Australia

Depth revenue3 736.3 690.2 7%
Subscription revenue3 42.5 34.1 25%
Other 35.2 32.6 8%
Financial Services 57.8 51.8 1%
Australian revenue 871.8 808.7 8%
India 38.1 64.2 (40%)
North America 5.9 - N/A
International revenue 44.0 64.2 (31%)
Totalrevenue 915.8 872.9 5%

| North America

Financial Services

Other

Subscription revenue

Depth revenue

Revenue category ($m)!2 H1FY25 Growth %
Australia

Residential 657.7 614.0 7%

Commercial & New Homes 121.1 110.3 10%

Other 35.2 325 8%
Property & Online Advertising 814.0 756.8 8%
Financial Services 57.8 51.9 1%
Australian revenue 871.8 808.7 8%
India 38.1 64.2 (40%)
North America 5.9 - N/A
International revenue 44.0 64.2 (31%)
Totalrevenue 915.8 872.9 5%

Financial Services

Other

Commercial & New
Homes

India

North America

Residential
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PropTrack restatement

PropTrack has been reclassified and now sits within Financial Services (within Other previously)

Updated Australia View ($m) HIFY25 H2FY25 FY25 Previous Australia View ($m) H1FY25 H2FY25 FY25
Revenue? Revenue?

Residential 614.0 5422 1156.2 657.7 Residential 614.0 5422 1,156.2 657.7

Commercial & New Homes 110.3 107.5 217.8 121.1 Commercial & New Homes 110.3 107.5 217.8 121.1

Other 32.5 34.0 66.5 35.2 Other 434 45.6 89.0 47.2
Property & Online Advertising 756.8 683.7 1,440.5 814.0 Property & Online Advertising 767.7 695.3 1,463.0 826.0

Financial Services 51.9 51.2 103.1 57.8 Financial Services 41.0 39.6 80.6 458
Australia Revenue? 808.7 734.9 1,5643.6 871.8 Australia Revenue? 808.7 734.9 1,5643.6 871.8
EBITDA2 EBITDA!2

Property & Online Advertising 530.4 4299 960.3 567.0 Property & Online Advertising 537.1 4374 974.5 573.8

Financial Services 18.9 18.4 37.3 21.5 Financial Services 12.2 10.9 231 14.7
Australia EBITDA!2 549.3 448.3 997.6 588.5 Australia EBITDA!2 549.3 448.3 997.6 588.5
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International segment breakdown

Given the divestment of PropTiger and discontinuation of Housing Edge, a breakdown of revenue, operating cost
and EBITDA between continuing and divested/discontinued businesses is also provided

H1FY26

International ($m) HIFY25 H2FY25 FY25 REA India ($m)" HIFY25 H2FY25 FY25
India 64.2 65.0 129.2 38.1 Housing Core 265 28.2 54.7 26.3
North America - - - 59 PropTiger and Housing Edge 377 36.8 745 n.8
international Revenue? 64.2 65.0 129.2 44.0 REA India Revenue? 64.2 65.0 129.2 38.1
7 India (78.0) (79.5) (157.6) (56.6) Housing Core (43.2) (52.6) (95.8) (44.6)
North America - - - (7.0) PropTiger and Housing Edge (34.9) (26.9) (61.8) (12.0)
International Operating Expenses (78.1) (79.5) (157.6) (63.6) REA India Operating Expenses (78.1) (79.5) (157.6) (56.6)
India (12.9) (14.5) (28.4) (18.5) Housing Core (16.7) (24.4) (410 (18.3)
North America - - - (1.1 PropTiger and Housing Edge 2.8 9.9 12.7 (0.2)
7International EBITDA? (13.9) (14.5) (28.4) (19.6) REA India EBITDA2 (13.9) (14.5) (28.4) (18.5)
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Financial comparatives: half-year

Core Financial Results' Reported

H1FY22 HI1FY23 HIFY24 H1FY25 HI1FY26 H1FY26

Group results $m Growth % $m Growth % $m Growth % $m Growth % $m Growth % $m
Total revenue? 5904 37% 617.3 5% 7255 18% 8729 20% 915.8 5% 915.8
Total operating income 590.4 37% 617.3 5% 725.5 18% 872.9 20% 915.8 5% 915.8
Operating expenses (224.6) 54% (258.4) 15% (286.8) 11% (337.5) 18% (346.9) 3% (349.4)
Operating EBITDA? 365.8 29% 358.9 (2%) 438.7 22% 535.4 22% 568.9 6% 566.4
EBITDA margin 62% 58% 60% 61% 62% 62%
Share of gains/(losses) of associates 22 (59%) (1.6) <(100%) (12.7) 9% (14.8) 17% (14.2) (4%) (14.3)
EBITDA 368.0 27% 347.3 (6%) 426.0 23% 520.6 22% 554.7 7% 552.1
Depreciation & amortisation (43.)) 10% (44.9) 4% (53.9) 20% (65.1) 21% (69.4) 7% (69.4)
Earnings before interest and tax 324.9 30% 302.4 (7%) 372.1 23% 455.,5 22% 485.3 7% 482.7
Net finance income/(expense) (34) 62% (5.5) 60% (9.3) 69% (3.) (67%) 6.1 <(100%) 53
Earnings before tax 321.5 29% 296.9 (8%) 362.8 22% 452.4 25% 491.4 9% 488.0
Income tax expense (101.0) 32% (98.7) (2%) M7.9) 19% (142.5) 21% (155.7) 9% (155.2)
Net profit 220.5 28% 198.2 (10%) 244.9 24% 309.9 27% 335.7 8% 332.8
Effective tax rate 314% 33.2% 32.5% 31.5% 31.7% 31.8%
NCI share of (profit)/loss 53 >100% 6.7 27% 4.8 (28%) 4.0 (15%) 4.9 22% 3.5
Net profit attributable to owners of parent 225.8 31% 204.9 (9%) 249.7 22% 313.9 26% 340.6 9% 336.3
Dividends per share (DPS) (cents) 75.0 27% 75.0 - 87.0 16% 110.0 26% 124.0 13% 124.0
Earnings Per Share (EPS) (cents)? 1709 31% 155.2 (9%) 189.0 22% 2377 26% 258.0 9% 254.7

@®rercrowp 22



Financial comparatives

Core Financial Results' Reported

FY21 FY22 FY23 FY24 FY25 FY25
Group results $m Growth % $m Growth % $m Growth % $m Growth % $m Growth % $m
Total revenue? 927.8 13% 1,169.5 26% 1,183.2 1% 1,452.8 23% 1,672.8 15% 1,672.8
Total operating income 927.8 13% 1,169.5 26% 1,183.2 1% 1,452.8 23% 1,672.8 15% 1,672.8
Operating expenses (372.0) 13% (499.0) 34% (532.3) 7% (628.0) 18% (703.6) 12% (593.5)
Operating EBITDA? 555.7 13% 670.5 21% 650.9 (3%) 824.8 27% 969.2 18% 1,079.3
EBITDA margin 60% 57% 55% 57% 58% 65%
Share of gains/(losses) of associates 9.1 >100% 3.0 (67%) (15.9) <(100%) (26.2) 65% (25.9) (1%) (31.5)
EBITDA 564.8 19% 673.5 19% 635.0 (6%) 798.6 26% 943.3 18% 1,047.8
Depreciation & amortisation (82.6) 5% (87.6) 6% (20.5) 3% (1m3.5) 25% (139.4) 23% (139.4)
Earnings before interest and tax 482.2 21% 585.9 22% 544.5 (7%) 685.1 26% 803.9 17% 908.4
Net finance income/(expense) 4.7) (16%) (6.8) 45% (10.3) 52% (14.3) 39% 3.0 <(100%) 3.0
Earnings before tax 477.5 22% 579.1 21% 534.2 (8%) 670.8 26% 806.9 20% M4
Income tax expense (159.5) 30% (184.1) 15% (173.2) (6%) (219.8) 27% (252.0) 15% (242.0)
Net profit 318.0 18% 395.0 24% 361.0 (9%) 451.0 25% 554.9 23% 669.4
Effective tax rate 334% 31.8% 324% 32.8% 31.2% 26.5%
NCI share of (profit)/loss 84 >100% 125 49% 1.2 (10%) 95 (15%) 95 (0%) 85
Net profit attributable to owners of parent 326.4 21% 407.5 25% 372.2 (9%) 460.5 24% 564.4 23% 677.9
Dividends per share (DPS) (cents) 131.0 19% 164.0 25% 158.0 (4%) 189.0 20% 248.0 31% 248.0
Earnings Per Share (EPS) (cents)? 2474 21% 3085 25% 2819 (9%) 3487 24% 4274 23% 5134
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Glossary

Buyer enquiries

Buyer enquiries include email enquiry, phone number reveals, applied for inspection, SMS agent, and
Developer brochure downloads.

Cash

Cash includes cash and cash equivalents.

EBITDA

Earnings before Interest, Tax, Depreciation and Amortisation excluding contribution from associates.

Earnings per share

Basic earnings per share attributable to the ordinary equity holders of the Company.

Financial results from core operations

Financial results/highlights from core operations exclude significant non-recurring items such as M&A
related activity (including gains/(losses), transaction and integration costs), impairment
reversal/(expense), loss on revaluation of financial asset and share of associate non-core costs.

Net profit after tax

Net profit attributable to owners of parent.

Revenue

Revenue is defined as revenue and other income from property and online advertising and revenue
from Financial Services less expenses from franchisee commissions.

@® reacrowp

44



Audience metric sources

Ipsos iris Online Audience Measurement Service, Nov 2025, P14+, PC/laptop/smartphone/tablets, text only, Homes and Property Category, Brand Group,
Realestate.com.au, Audience (000’s)

Ipsos iris Online Audience Measurement Service, Jul 2025 - Dec 2025 (average), P14+, PC/laptop/smartphone/tablets, text only, Homes and Property Category,
Brand Group, Realestate.com.au, Avg. Mins PP

Ipsos iris Online Audience Measurement Service, Jul 2025 - Dec 2025 (average), Jan 2025 - Jun 2025 (average), Jul 2024 - Dec 2024 (average), Jan 2024 - Jun
2024 (average), Jul 2023 - Dec 2023 (average) P14+, PC/laptop/smartphone/tablets, text only, Homes and Property Category, Brand Group, Realestate.com.au,
Audience (000’s)

Ipsos iris Online Audience Measurement Service, Jul 2025 - Dec 2025 (average), P14+, PC/laptop/smartphone/tablets, text only, Homes and Property Category,
Brand Group, Realestate.com.au, Monthly Visits (000’s)

Ipsos iris Online Audience Measurement Service, Jul 2025 - Dec 2025 (average) vs. Jul 2024 - Dec 2024 (average), P14+, PC/laptop/smartphone/tablets, text
only, Homes and Property Category, Brand Group, Realestate.com.au vs. Domain, Audience (000’s)

Ipsos iris Online Audience Measurement Service, Jul 2025 - Dec 2025 (average), P14+, PC/laptop/smartphone/tablets, text only, Homes and Property Category,
Brand Group, Realestate.com.au vs. Domain, Avg. Mins PP

Ipsos iris Online Audience Measurement Service, Jul 2025 - Dec 2025 (average), P14+, PC/laptop/smartphone/tablets, text only, Residential Property Search
Category, Brand Group, Realestate.com.au, Audience (000’s)

Ipsos iris Online Audience Measurement Service, Oct 2025, P14+, PC/laptop/smartphone/tablets, text only, Homes and Property Category, Brand Group,
realcommercial.com.au, Audience (000s)

Ipsos iris Online Audience Measurement Service, Jul 2025 - Dec 2025 P14+, PC/laptop/smartphone/tablets, text only, Commercial Property Search Category,
Brand Group, Audience (000's)

lpsos iris Online Audience Measurement Service, Jul 2025 - Dec 2025 (average) vs. Jul 2024 - Dec 2024 (average), P14+, PC/laptop/smartphone/tablets, text
only, Homes and Property Category, Brand Group, realcommercial.com.au vs commercialrealestate.com.au, Audience (000s)

data.ai, app downloads as a % of top 4 online real estate classifieds in India in each period
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Visit our
investor site at
rea-group.com

Investors:

Alice Bennett

Executive Manager Investor Relations
M: +61409 037 726

E: ir@rea-group.com

Media:

Angus Urquhart

General Manager Corporate Affairs
M: +61437 518 713

E: anus.uruhartrea—rou.com

Disclaimer

The information in this presentation 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 the other periodic
corporate and financial reports and continuous disclosure announcements filed by REA Group Ltd ABN
54 068 349 066 (“REA") 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, none of REA, its related bodies corporate,
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 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 a recommendation to investors or
potential investors in relation to holding, purchasing or selling REA securities, and it is not intended to
be used as the basis for making an investment decision. Past performance is no guarantee of future
performance.

Forward looking statements

This presentation contains forward-looking statements in relation to REA and its subsidiaries (“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 statement is based.
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