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Disclaimer

This document has been issued by Scout24 SE (the
“Company” and, together with its direct and indirect
subsidiaries, the "Group") and does not constitute or form
part of and should not be construed as any offer or
invitation to sell or issue, or any solicitation of any offer to
purchase or subscribe for, any securities of the Company,
nor shall any part of it nor the fact of its distribution form
part of or be relied on in connection with any contract or
investment  decision, nor does it constitute a
recommendation regarding the securities of the Company
or any present or future member of the Group.

All information contained herein has been carefully
prepared. However, no reliance may be placed for any
purposes whatsoever on the information contained in this
document or on its completeness. No representation or
warranty, express or implied, is given by or on behalf of the
Company or any of its directors, officers or employees or
any other person as to the accuracy or completeness of
the information or opinions contained in this document and
no liability whatsoever is accepted by the Company or any
of its directors, officers or employees nor any other person
for any loss howsoever arising, directly or indirectly, from
any use of such information or opinions or otherwise arising
in connection therewith.

The information contained in this presentation is subject to
amendment, revision and updating. Certain statements,
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beliefs and opinions in this document are forward-looking,
which reflect the Company’s or, as appropriate, senior
management’s current expectations and projections about
future events. By their nature, forward-looking statements
involve a number of risks, uncertainties and assumptions
that could cause actual results or events to differ materially
from those expressed or implied by the forward-looking
statements. These risks, uncertainties and assumptions
could adversely affect the outcome and financial effects of
the plans and events described herein. Statements
contained in this document regarding past trends or
activities should not be taken as a representation that such
trends or activities will continue in the future. The Company
does not undertake any obligation to update or revise any
information contained in this presentation (including
forward-looking statements), whether as a result of new
information, future events or otherwise. You should not
place undue reliance on forward-looking statements, which
speak only as of the date of this document.

This document is not an offer of securities for sale in the
United States of America. Securities may not be offered or
sold in the United States of America absent registration or
an exemption from registration under the U.S. Securities Act
of 1933, as amended. Neither this document nor any copy
of it may be taken or transmitted into the United States of
America, its territories or possessions or distributed,

directly or indirectly, in the United States of America, its
territories or possessions or to any US person.

By attending, reviewing or consulting the presentation to
which this document relates or by accepting this document
you will be taken to have represented, warranted and
undertaken that you have read and agree to comply with
the contents of this notice.

Nothing in this document constitutes tax advice. Persons
should seek tax advice from their own consultants or
advisors when making investment decisions.

The Q1 2022 figures contained in this document were

neither audited in accordance with §317 HGB nor reviewed
by an auditor.

Scout24



For over two decades Scout24 has shown resilient and attractive growth
through value creation for customers and shareholders

ImmoScout24 Revenue Development in
changing Real Estate Market

German real estate transaction value* ImmoScout24 revenue Continuous prOd uct innovation
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At our CMD in December, we presented five value drivers
for the next level of value creation ...

Main Value Drivers Growth Targets by 2026 Investment areas to win
Membership Upgrades & +4-6% CAGR Product- & sales-driven:
Pricing Membership Revenue Automate and upgrade

e More OTP: Seller Leads +30-40% CAGR Marketing-driven:
(RLE & IV24) OTP Revenue Win the home seller
e Enhance Mortgage Product-driven:
: +18-20% CAGR .
Business Mortgage Busi:ess Revenue Win the home buyer

Product & marketing-driven:

Increase #Plus- 43'0"* ‘
. us- _ .
Subscribers 26289 Ubeerbere Land-grab mode for paying
by 2026 consumers
CAGR
Private
. Subscription 4.5 million )
Increase # Vermietet.de Revenue R — Product-driven: Land-grab

Units / Landlords Uggz:y mode for private landlords
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... shifting from our classifieds core into a significantly bigger playing field

Transactions Customers

Conducted professionally or privately on an owned object The interaction of objects
and transactions gives rise
to a wide set of customers

mo/scout24  Marketing & Leads
immoverkauf24 Commissions
CRM ~€£6.5bn

&I Propstack
Agent Commission Pool
Residential Sale
Mo Scout24  Marketing

immoverkauf24  Advisory

~£€1.3bn

[fie Scout24  Marketing Agent Commission Pool

Residential Rent
&I Propstack CRM

lmmo'scout24  Marketing

(A Vermietet CRM ~€1 -1 bn

Agent Commission Pool
Commercial Sale & Rent

Rental
MGy Scout24
Management

~€2.8bn
Mortgage Brokerage

Commissions

Rental

(A Vermietet Management




.. drive the impact and relevance
of our products

Agent memberships

> Agents’ commission pool continues to increase

> ...while transaction activity is expected to increase
> ..and object marketing is gaining relevance

Seller leads

> Largest challenge of agents is to win the next mandate

> .. while mandate sourcing is becoming increasingly
digital.

Mortgage leads
> Financing environment requires more advisory services
> ...and improved lead qualification.

Plus products

> Finding the dream property is highly challenging

> ...while more digitally savvy consumers ask for fast and
efficient delivery.

Vermietet.de

> Tenant/landlord dialogue on ancillary costs will
increase.




Our Q1 results show that we are full steam ahead to deliver against

our five value drivers ...

Five value drivers

Q12022 Performance (vs Q1 2021)

2026 Targets (CAGR)

0 Membership Revenue

e Seller Leads Revenue
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e Mortgage Business Revenue

e Private Subscription Revenue

a Registered Units Vermietet.de
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+27.2% (~643K)
vs FY2021 eop_ 4

——

+30-40%

+18-20%

+26-28%

4.5m registered units

Scout24




.. with strong KPIs across the board

Professional

€107.9m

+15.1%

Group revenue

£58.6m

+6.5%

Group ordinary operating EBITDA
(54.4% margin)

£€59.7m

+8.5%
Organic Group ooEBITDA at 55.7% margin
(excl. Vermietet.de and Propstack)

Note: Q1 2022 KPIs; %age of change vs Q1 2021
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£€64.0m

+11.5%

Subscription revenue

20,854

+3.3%

Professional Customers

€1,023.0

+8.0%

ARPU with professional customers

€13.8m

+76.6%

Subscription revenue

283,744
+86.6%

Private customers

€16.2

-5.3%

ARPU with private customers

Scout24




We reconfirmed our 2022 guidance at the upper end of the range

2022E

Revenue
growth

Ordinary
operating
EBITDA
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Earnings growth and share buybacks accelerate EPS and dividend growth

Full Year 2021

: : e +5.0%
Ordinary operating EBITDA (€m) . vs FY 2020

O
+5.8%

Adjusted net income (€m) vs FY 2020

Weighted average # shares (million)

New €350m SBB
started on
28/02/2022

+22.6%
vs FY 2020

Adjusted EPS in €
x 30-50%' @

Proposed dividend per share in €

1) Scout24 dividend policy: distribute 30-50% of adjusted net income.. Proposed total distribution of £67.1m / 50.3% for FY2021 at upper end of range.
2) The final amount of the dividend per share for FY2021 depends on further share buybacks in the run-up to the Annual General Meeting on 30 June 2022
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