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Disclaimer and Non-IFRS Information

For personal use only

Disclaimer

The material in this presentation has been
prepared by CAR Group Limited (ASX: CAR)
ABN 91074 444 018 (“CAR Group”) and is
general background information about CAR
Group’s activities current as at the date of
this presentation. The information is given
in summary form and does not purport to be
complete. In particular you are cautioned
not to place undue reliance on any forward-
looking statements regarding our belief,
intent or expectations with respect to CAR
Group’s businesses, market conditions
and/or results of operations, as although
due care has been usedin the

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

Non-IFRS Financial Information
CAR Group results are reported under
International Financial Reporting
Standards (IFRS). This presentation also
includes certain non-IFRS measures
including “adjusted”, “underlying” and
‘proforma”. These measures are used
internally by management to assess the
performance of our business and our
associates, make decisions on the
allocation of resources and assess
operational management. Non-IFRS
measures have not been subject to audit
or review. All numbers listed as reported
comply with IFRS.
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Excellent First Half Performance

* Double-digit revenue and earnings growth in all markets.
* Delivered good growth in Korea and Australia whilst creating substantial value through Brazil and US acquisitions.

—s. Strong operational execution and continued investment in long-term growth initiatives.

Adjusted Reported?

Proforma

|‘|{)r]

3 Consolidation of acquisitions in both periods

Revenue

S531m | 16%

Vs pcp

EBITDA

$277m | 10

For personal

Actual ownership excluding abnormal items

Revenue

S531m | eox

EBITDA

$977m | se%

NPAT

$163m | s

Inaccordance with IFRS

Revenue

S531m | sox

EBITDA

$269m | e

NPAT 3

SN7m | 72

(1) Proforma financial information assumes consolidation of Trader Interactive and webmotors in H1 FY24 and prior periods. Proforma NPAT not provided due to the complexity in determining Trader Interactive and
webmotors’ financial information under a hypothetical capital structure. (2) Adjusted financials excludes certain non-recurring or non-cash items. See slide 38 regarding the disclosure of non-IFRS Information and slide 40
for a reconciliation of Adjusted to Reported Financials. (3) Reported NPAT of $117m is down from $416.5m in pcp as it included the recognition of $333m gain on acquisition of Trader Interactive.



Operational Highlights

Excellent operational metrics reflect strength of our global marketplaces

2.4 million 48 thousand
TFOI_% Vehicles online’ T Subscribed dealers?

602 million 230 thousand

T ||:|| Total sessions* T Encar car inspections®

45 million 11 million
T % ggri?#c?natlrj\?ience T Q Dealer leads delivereds

All arrows show change vs. H1FY23

9 billion
T E Page views3

12X more preferred

l @ carsales.com.au Vv
nearest competitor®

22% Slower

l Time to sell®

Where relevant, all pcp metrics exclude Mexico. (1) Inventory published for websites in Australia, South Korea, United States, Brazil, and Chile as at 31 Dec 23. (2) Number of active dealers in Australia, South Korea, United —
States, Brazil and Chile as at 31 Dec 23. (3) Page views for websites in Australia, South Korea, United States, Brazil and Chile for period 1Jul 23 - 31 Dec 23. (4) Google Analytics, sessions for websites in Australia, South Korea, o o

United States, Brazil and Chile for period 1Jul 23 - 31 Dec 23. (5) South Korea - Encar internal data, cars inspected for period 1Jul 23 - 31 Dec 23. (6) Study conducted by independent research agency, House of Brand, for period
Jul 23 - Dec 23. carsales.com.au vs. competitors. (7) Google Analytics, unique audience for websites in Australia, South Korea, United States, Brazil and Chile, monthly average for period 1Jul 23 - 31 Dec 23. (8) Dealer leads
from websites in Australia, South Korea, United States, Brazil, and Chile for period 1Jul 23 - 31 Dec 23. (9) Median time to sell in days Dec-23 vs. Dec-22 average for Australian used auto private and dealer inventory.

CAR Group
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New CAR Group Brand Reflecting Our Growth

Transformative growth and diversification across markets and segments

Revenue Contribution

B Australia @ North America Il Latin America M Asia B Investments

.'

CAR Group @

carsales/® com lid

For personal use only

carsales.com Ltd in FY19 CAR Group Today!'

(1) CAR Group Today = revenue from 1Jan 2023 to 31 Dec 2023



CAR Group Strategy

Our Purpose

To make buying and selling a great experience

Qur Vision

To create #1digital marketplaces for vehicles around the world

Our Focus areas

Building seamless I Investing in new

digital experiences growth opportunities

Our Drivers

O People Sustainable Growth
) %

Investing in attracting and Investing in emerging technology,
retaining top talent trust and safety, our industries and
communities

For personal use only



Delivering Excellent Returns For Shareholders

Adjusted Earnings per Share (cents)’

For personal use only

7% CAGR
70.7
—_ 59.7
495 511
CY18 CY19 CY20 CY21 CY22 CY23

(1) Inaccordance with AASB 133, historical EPS has been restated based on an adjustment factor to take into account the New Shares issued in connection with the Trader Interactive and webmotors acquisitions, where



Market Opportunity

We operate in large, attractive markets with significant opportunity for future long-term growth

Total Addressable Market
(TAM): $15.4 billion’ Market Share
(revenue / TAM)

I Market Share

$2.5 billion
o)
Y g N

\./l,‘ SR
\a$/S2.0 billion

$8.4 billion

For personal use only

7%
3%
$2.6 billion ]
Q FY15 CY23
D [ &

Refer to slide 42 for calculation methodology. (1) United States re-stated to include private and media. Brazil and Korea re-stated to reflect recalculation of dealer and inclusion of media and private addressable markets.
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Our Global Priorities

We have a clear set of priorities across our global marketplaces

>

= rket Leadg,., .

CC) AL Shyy,

<

2 & 11 %
S %
—0 2
T = e
2
§ :
| —

Own S
LL* Q«?

%.

1. Market

Leadership

Expand the

leadership positions

of ouronline
marketplaces

4. Private

Create a seamless
experience for
private buyers and
sellers

2. Digital
Retailing

3. Depth

Increase digitisation
of the vehicle
buying and selling
process

Deliver value for
sellers through new
premium depth
products

5. Media 6. Future
Expansion Horizons
Slnise: Leverage insights
advertisers to our g 9
. and trends to explore
audience through T
new opportunitiesin
o core and adjacent
sophisticated data J

oroducts markets

11



Key Highlights

We have executed on our global priorities in H1 FY24

|

carsales

Encar

For personal use only

602million
sessions?

Up 1%

across the Group

#2

#2

45 million
unique audience?

Up 10%

Market Leadership

Maintained significant market leadership’

ITR
INTERAC

(@ webmotors

3

IVE

2.4m
vehicles on site?

Up 13%

B

Digital Retailing

Encar Home transactions have increased
demonstrating arise in consumer demand for
100% online transactions

Q Over
% 26 thousand

carsonline
Enca.r H.ome Up 23%
car listings
w Completed
transactions
Encar Home Up 27%

transactions

Trust-

Encar

(1) Lead is shown vs nearest vertical competitor. carsales.com.au - Nielsen Digital Content Ratings. Trader Interactive, Encar and webmotors - Similarweb Dec-23 sessions. Trader Interactive excludes Equipment and Marine.

(2) Refer toreferences 4, 7 and 1on slide 6 for respective source

12



Key Highlights

We have executed on our global priorities in H1 FY24

Depth Media Expansion
Depth products are delivering outstanding value for Leveraging new technology and IP effectively
dealers through reduced time to sell and/or higher across the Group, resulting in improved ad
margins viewability, yield and consumer experience

* Increased adoption of Premium Select in Trader
Interactive (TI).

Increased penetration of Guarantee Inspectionin

Korea to 48% of new listings.
Trader Interactive

+ Significant upliftin carsales’ and webmotors’ Programmatic performance?

subscription depth products.

For personal use only

Viewability Daily Revenue
0
Global Depth 64%
Revenue!'
H1FY23 H1FY24 Before After Before After

(1) Calculated on a constant currency basis (2) Optimisations implemented 1July 23. Before = June-23, After = July-23



Key Highlights

We have executed on our global priorities in H1 FY24

For personal use only

(1) Calculated on a constant currency basis

Private

Delivered higher private ad yield in Australia

Successfully deployed phase 1 of Australian
dynamic pricing into Tl and webmotors with further

upside tocome

Private ad yield
(US and Brazil)'

Up 20%

H1FY23

H1FY24

Future Horizons

Launched new C BOGtMGrt

marine brand in the
us

Recently launched

Caravan Camping

Sales online store
in Australia

(-
caravancampingsales

BN STORE

Leveraging generative Al across the business to deliver
enhanced consumer search experiences, process
efficiency and better trust and safety

Enhance Security, Trust
& Safety

14



Multiple Marketplace Growth Drivers

For persorgal use only

@

itional Growth Drivers

Additional
Growth Drivers

Australia

Volume

Yield

Depth

+ +

Digital retailing Dynamic
pricing
Finance Instant Offer
Trade-in Payments

Auto
diversification

Native ads

e

Customer data
platform (CDP)

Self-serve
environment

International

Y .\\\
N

=
s

Non-Auto
New
Premium ad customers
penetration vYield
Yield Product
expansion

e

Dealer Direct

s

Digital retailing

Private seller

volumes
Home Deliver . o
Y Dynamic pricing

Digital retailing Media

Marine

O,

Latin America
Auto

Dealer
penetration

Product
expansion

e

Regional
expansion

Media
Finance

Dynamic pricing

Adjacent markets

Digital retailing



Compelling Double-Digit
Growth Over 16 Years
Through Different
Economic Cycles

Highly resilient and
countercyclical business model

* CAR Group is more geared to used vehicle buy & sell
transactions which have less cyclicality than new
vehicle buy transactions.

» Dealers & OEMs need to move inventory in any
economic environment, including when interest rates
are high.

* Marketplaces deliver a high return on investment
versus other advertising sources and tends to be last
channel to be reduced.

¢ Subscription model for dealers in the US and Korea
results in high recurring levels of revenues.

¢ Cost base has a good level of flexibility.

¢ Diversity of geographies and industries provide further
resilience.

Refer to footnote 10on slide 5 for proforma definition.

Group Proforma Financial Performance (AUDm)

B Revenue =0=EBITDA




FY24 Outlook

For personal use only

Outlook statement

Proforma Basis
We expect to deliver good growth in Revenue and EBITDA in FY24.

Actual Basis

We expect to deliver very strong growth in Revenue and Adjusted EBITDA and strong growth in Adjusted NPAT in FY24.

Margin

We expect to see expansion in the CAR Group EBITDA margin on a proforma basis in FY24.

Australia Observations

Dealer
+ We expect to deliver good growth in dealer revenue in FY24
supported by higher lead volumes, increased penetration of
premium products including depth and dealer finance along
with yield increases.

Private
+ Anticipate solid revenue growth supported by private ad yield
and Instant Offer.

Media
+ EXpect strong revenue growth supported by continued
expansion of our native ad products, programmatic capability
and non-automotive diversification.

Investments
+ EXxpecting good growth in revenue and similar EBITDA versus
FY23.

International Observations

United States
+ We expect good growth in revenue and strong growth in
EBITDA N FY24.

Brazil
+ We expect strong growth in revenue and strong growth
iNEBITDAINFY24.

Korea

+ We expect good growth in revenue and solid growth in
EBITDAInFY24.

17

All financial references are on a constant currency basis. Refer to footnote 1and 2 on slide 5 for proforma and adjusted financial definitions.
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Track Record of Growth

(Sm)

27% CAGR

63 74 89

Proforma
Revenue!
13% CAGR
>em DR
g /
459

QL 401
) 330 338
)
g HIFY20  HIFY21  HIFY22 HIFY23  HIFY24
@)
U) - Adjusted
O NPAT
o
| -
@)
LL

HTFY20  HIFY21  HIFY22 HIFY23 H1FY24

Proforma
EBITDA!

(Sm)

14% CAGR
77

0, 209 2%

163

H1FY20  HIFY21  HIFY22  HIFY23  HIFY24

Adjusted
EPS?
_,,,,—————"”””"””2;Jz
34.6
24.6 285 298

H1FY20  H1FY21  HI1FY22  HIFY23  H1FY24

Refer to footnote 1and 2 on slide 5 for proforma and adjusted financial definitions. (1) Revenue and EBITDA are presented on a constant currency basis. (2) In accordance with AASB133, historical EPS has been restated
based on an adjustment factor to take into account the new shares issued in connection with the Trader Interactive and webmotors acquisitions, where applicable.

19



P&L Summary

$A Millions H1 FY23 H1FY24 Growth %
gxenue 331.7 530.7 60%

Operating expense

Adjusted EBITDA

(153.9) (253.6) (65%)

epreciation & amortisation 22.5 32.6 45%

tfinance cost 17.8 36.5 105%

Tntome tax expense 30.5 40.3 32%
Prpfit from associates 15.1 - -

Nen-controlling interests (NCI)

Adjusted NPAT

(li%nifica ntitems
leported NPAT (72%)

Very strong increase in revenue and EBITDA reflects double-
digit underlying growth and the consolidation of Trader
Interactive and webmotors.

D&A largely reflects depreciation of building fit outs and
software assets. The high growth is largely due to the
inclusion of Trader Interactive and webmotors.

Net finance costincrease reflects an increased debt balance
to fund acquisitions and a higher average interest rate.

Profits from associates in the prior period largely reflects
contribution from webmotors and Trader Interactive which are
now consolidated.

Non-controlling interests relates to the 30% non-controlling
interest in webmotors.

Interim dividend of 34.5 cents per share declared, up 21% on

justed earnings per share (cents)’ 34.6 43.2 25% pcp. Dividend will be franked at 50%.
| |pterim dividend per share (cents) 28.5 34.5 21% Refer to slide 40 for a breakdown of significant items.
The decrease in Reported NPAT is largely due to the $333m
gain on step acquisition of Trader Interactive recognised last
year.
Refer to footnote 10on slide 5 for adjusted financial definitions. (1) Earnings per share for H1 FY23 has been restated, in accordance with AASB 133, for the effects of the capital raise executed during the previous financial 20

year to fund the purchase of the additional 40% stake in webmotors



Segment Performance

$A Millions

(L o
AUstralia

@Arth America

in America
Asia
mestments

rroforma Revenue

-
@9stralia2

rth America

@n America
@estments

roforma EBITDA

H1FY23

189.1
115.4
63.5
50.4
29.9
448.3
121.3
68.4
21.1
24.1
(2.0)
232.9

H1 FY24

213.8
136.8
87.5
59.5
33.1
530.7
137.3
82.8
31.5
27.8
(2.2)
277.2

Growth %

13%
18%
38%
18%
11%
18%
13%
21%
50%
15%
(8%)
19%

CC %'
13%

15%
26%
13%
11%
15%
13%
18%
29%
11%
(8%)
16%

Delivering double-digit revenue and earnings growth in all key segments

Australia - Continuing to strengthen our value proposition for
customers, providing the largest audience and widest choice
of inventory. Thisis reflected in double digit growth across the
Private, Dealer, and Media revenue segments.

North America - Multiple growth drivers including new
customers, increased penetration of depth

products, introduction of dynamic pricing and leveraging
carsales’ media technology.

Latin America - Brazil was the key growth driver with the
national expansion campaign continuing to deliver
outstanding results.

Asia - Increasing adoption of the Guarantee and Encar Home
Delivery products were the key drivers of another excellent
result in South Korea.

Investments - Good revenue growth in Redbook Inspect and
the Tyres Group.

Refer to footnote 10n slide 5 for proforma financial definitions (1) Represents growth inlocal currencies (2) Australia reflects Online Advertising and Data research & Services segments.



EBITDA Margin Summary

Group margins continue to expand while investing in key growth initiatives

Australia - Continued benefits of operating leverage while investing in key future growth drivers including Instant Offer, site simplification,
digital retailing and C2C payments.

rth America - Achieved margin expansion with introduction of high margin dealer depth products, whilst continuing to investin new
gpportunities including media, dynamic pricing and other product development

atin America - Continued increase in margin while investing in national expansion and new product development.
sia - Good margins with investment in marketing and brand as market conditions in Korea improve.

(D)
2 .
- Segment EBITDA margin CAR Group EBITDA margin
— Australia North America
qv]
c
@)
1% o o
e 64.1 64.2% 59 3% 51.9%
D
Q.
L L |
O H1FY23 H1FY24 H1FY23 H1FY24
LL R r
Latin America Sla
47.9%
33.2%
H1FY23 H1FY24

H1FY23 H1FY24 H1FY23 H1FY24



Strong Cash Flow and Robust Balance Sheet

Leverage? and net debt Capex

Cash flow conversion

* 98% EBITDA to cash conversion * Further reduction in leverage ratio » Capexinvestment continues to
reflects the attractive working on a proforma? basis, remains support revenue growth. Key
capital profile of marketplace prudent at 1.8x. investmentsin the last six months
business models and good cash include digital retailing, trade-in,
collections. dynamic pricing, media products,

site simplification, marine, C2C
payments and leasehold
improvements in Korea branches.

For personal use only

EBITDA to Cash flow Net debt Capex
mm Cashflow! Il Netdebt Il Proforma Capex3
-O- Reported EBITDA to cash conversion 2.50 =0~ Leverage ratio =0~ Capex as % of proforma revenue
265 196 181
42
159 1044 973 978 §
185 °
—Q= ° 9%
100% 97%
H1FY22 HTFY23 HTFY24 Dec-22 Jun-23 Dec-23 H1FY23 H1FY24

Refer to footnote 10on slide 5 for proforma financial definitions. (1) Operating cash flow less tax. (2) H1FY24 Leverage ratio has been calculated on the basis of net debt / proforma EBITDA CY23. Ratios are based on
proforma financial outcomes and may vary with bank covenant definitions. (3) Proforma capex includes 100% of the capex for Trader Interactive and webmotors in both H1FY23 and H1 FY24.
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Australian Market Observations

The new car market is strong coupled with continuing strength and resilience in the used car market

VFACTS' new vehicle sales New car listings?

New vehicle sales have increased New car inventory is returning to market
> with listings at pre-covid-19 levels
- (1000) (000)

(D) 508 o44 34 5
)
-
- H1FY20 H1FY23 H1FY24 Dec-19 Dec-22 Dec-23
e Used car prices Dealer & Private used car
Q (Dealer & Private) median time to sell
(@B Used car prices remain elevated Median time to sell has returned to
- pre-COVID levels
Dec-19 Dec-22 Dec-23 Dec-19 Dec-22 Dec-23

(1) VFACTS reported new car sales volume Jul-Dec, Federal Chamber of Automotive Industries. (2) Published inventory on last day of the month.



Australia -
carsales

Revenue Resilient used car market and strong
operational execution

—/\
carsales

AdeSted EBITDA * Double-digit growth in Dealer, Private and Media segments.
Continued strength in market leadership and brand health
metrics.

* Dealerresultdriven by increasing lead volumes, yield and an
increase in depth penetration, which is benefiting from a
Revenue Breakdown normalisation in time to sell.

Dealer * Consolidated recent market share gains in the private seller
T o market. Private result underpinned by dynamic pricing
1 2 % optimisation and Instant Offer.
* Mediaresult driven by the introduction of new products,
diversification into non-automotive categories and improved new
car inventory levels.

Private

T 119

* Solidresultin Data, Research & Services reflects Redbook
continuing to maintain its market leading position.

T 20%

Data. Research and continued investment in future growth initiatives.

* Smallupliftin EBITDA margin reflects inherent operating leverage

& Services

T 9%

Refer to footnote 2 on slide 5 for adjusted financial definition.



North America -
Trader Interactive

USDm

Proforma Revenue

T 15%

Proforma EBITDA

I 18%

AUDm

Proforma Revenue

I 18%

Proforma EBITDA

T 21%

Refer to footnote 1 on slide 5 for proforma financial definition.

ITRADER
INTERACTIVE

Excellent progress on strategic initiatives

Delivered double-digit revenue growth across all verticals.

Multiple growth drivers including new customer additions, new products,
media expansion, dynamic pricing, yield uplifts and increasing adoption
of premium products.

Result reflects the strength of the business model in a more challenging
consumer market with elevated interest rates.

Compelling value proposition supported increases in dealer numbers
and average yield per dealer. Yield uplift delivered through increased
premium select adoption, lead amplifier product penetration, package
upsells and price increases.

Added ~100 dealer customers in the last 6 months mostly in trucks and
powersports.

Continued to diversify the revenue base through private dynamic pricing
and investing in the media business. Media segment grew strongly,
driven by adopting CAR Group’s programmatic advertising technology
and increasing the sophistication and size of the direct sales team.

Achieved EBITDA margin expansion to 61%, through operating leverage
whilst continuing to invest in new products and initiatives.

Communicated a price rise in early February across all verticals which will
go live in March. Lead amplifier product will not be a revenue growth
driverin H2 as it was released in H1 FY23 and penetration is stable.



Latin America - @webmotors
webmotors

aRLM Outstanding financial performance with strategic

initiatives delivering significant growth

Proforma Revenue

]

Proforma EBITDA T

¢ Outstanding growth reflecting an extension of our market
leading position.

* National expansion planis driving strong growth in audience,
customer numbers and revenue in key markets outside Sao
Paulo and Rio (Curitiba, Goiana Salvador, Belo Horizonte and
Brasilia).

AUDm * Delivered higher average revenue per dealer through higher
depth and CRM product penetration and price increases.

* Diversification in revenue sources through the implementation
of the private dynamic pricing engine and investment in media
operations.

Proforma Revenue T

Proforma EBITDA e Upliftin finance revenue in Q2, driven by an improving credit
T market and a streamlined application process.

* Delivered EBITDA margin growth alongside reinvestment into
future growth initiatives.

« Strong growth in adjacent market services, Car10'and Loop'.

———

—

Refer to footnote Ton slide 5 for proforma financial definition. (1) H1 FY23 Proforma includes Car10
and Loop.




Asia -
Encar

KRWb

Revenue

Adjusted EBITDA

AUDm

Revenue

Adjusted EBITDA

Refer to footnote 2 on slide 5 for adjusted financial definition.

Tt

Encar

Growing penetration of premium
products

Good growth in revenue and EBITDA driven by audience
engagement, high inventory count, increasing premium product
penetration and yield increases.

Guarantee inspection product now at 48% of all new listings up
from 42% in December last year. Key drivers were:
Opening of 5 new inspection centres with 56 now
operational across Korea;
Establishment of new dealer contracts at existing
inspection centres; and
Expansion of minimum volume commitments from existing
dealers.

Implemented a price rise of ~10% on standard advertising units at
the end of H1 FY24.

Encar Home delivery transaction volumes were up 27% vs pcp.

Dealer Direct volumes are improving after being impacted by
difficult credit market conditions.



Latin America & Frooues 17 5e2222s 1 /0Mes tyreconnect
Investments

Latin America Other (excl. Brazil)
CCm Latin America Other (excluding Brazil)

¢ Good revenue growth in Chile through the implementation of

Revenue the lead model.

T 15%

* Inthe process of exiting our Mexican business given the market
remains challenging and our focus on other priorities.

EBITDA

Investments

* Revenue performance reflects good growth in our inspections
and tyres businesses. Driving improved profitability in our tyres
business remains the key priority in this segment.

Investments
AUDM

Revenue

T 1%

EBITDA
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Our Global Priorities

We have a clear set of priorities across our global marketplaces

>
- \‘\j\a Sh/p
&) > S
- I
Q e o] 'O, .Market [ 2. Digital
g O °, Leadership ]  Retailing
gy 'E%E S !
L £ Expand the i Increase digitisation
E’ (B\- leadership positions i of the vehicle
Q Q of our online I buyingand selling
B = marketplaces i process
> i
] i |
| - .
Ny : 5. Media
|_C|3 o ma: 4. Private SRErE e

Q

M Connect
Create a seamless :
. advertisers to our
experience for .
. audience through
private buyers and h
sellers t © oS
sophisticated data
products

o ———————————————— - ——

i i Further details in the following pages

N

3. Depth

Deliver value for
sellers through new
premium depth
products

6. Future

Horizons

Leverage insights
and trends to explore
new opportunitiesin
core and adjacent
markets

--------------------

o o



Digital Retailing

@ webmotors ==

Digital finance transactions in Brazil are a huge opportunity

The Brazilian macro
environment is improving

only

Lower inflation and declining interest

% . rates

10%

\

u

o
X

o
o
o

Dec-21 Jun-22 Dec-22 Jun-23 Dec-23

mmmmm Coshraote -=——m |Nflgtion

Brazil new and used cars'

For personal

H1FY23 H1FY24

(1) Fenebrave monthly reports.

We have simplified the loan

application process

« Improved user interface.

+ Consistent webmotors design and
branding.

+ Improved ease of use - removed 4
steps from application process.

+ Increased flexibility in determining
terms of the loan, such as duration,
number of instalments.

& @ webmotors & Santander & @ webmotors & Santander

Conta pra gente um pouco Por fim, onde vocé mora?
mais sobre vocé *Campos obrigaterios

*Campos obrigatérios

Documento de identidade

N&o sabe seu CEP?

Resulting in improved operating

metrics

webmotors auto finance
loan applications

H1FY23 H1FY24

webmotors auto finance
contract volumes

Q2FY23 Q2FY24
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Media Expansion

Our global media business is accelerating through strong execution of strategy

We operate in large and

> underpenetrated addressable

E markets

O &

Q ? Y

) $800 8b $1.5b $70m

3

C .

- S7.2 billion

@)

m Market Share

| - (media revenue/TAM)

< $6.4b

— : I

o : ;
$0.8b 5
8% | ax |
Australia International

(1) Calculated on a constant currency basis

We have a clear strategy to
expand our media footprint

And an opportunity to deliver
further revenue growth

&>

X N

Grow direct sales team to
engage OEMs and Agencies

Expand media product set
and capability

Implement key
technologies

Diversify customer base
into non-vehicles

CAR Group Media Revenue!'

H1FY23 H1FY24
H2 FY24 focus areas

+ Continue improvementin
programmatic performance through:

* Increasing ad formats and
viewability.

+ Growing customer volumes.
+ Expanding sell-through rates.

+ Further increasing direct sales teams
and engagement with OEMs.
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Future Horizon - Marine TRADER

We are expanding our marine footprint in the US

We launched our new brand and
will increase market share

E $10 bl|||0n - Signed over 1,000 dealers '—';-*»'BOCItMCII"t

~—  Totaladdressable market' - Have grown inventory to 60% of the

The marine TAM is one of the
largest in the Tl portfolio

We are investing in dealer and

inventory acquisition

#1 site
$1.7bn « Our audience Market share has
doubled in the last twelve months
Dealers >1,000
$1.0bn D/Moj Share of #1 Traffic? .
75k 1%

10%

Listings (000) 9%

8% 8% 8%

For personal use only
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(1) Total addressable market calculations are CAR Group management estimates in AUD. (2) Boatline visits (Google Analytics) / #1 marine site (Similarweb).



Compelling Investment Proposition

CAR Group presents a highly compelling investment proposition with multiple growth opportunities across
large addressable markets

>

s @

)

)

— Clear leadership Digitising Strong cash
— positionsin each vehicle flows with

(O of our markets transactions robust balance
- sheet

®

p)

-

D our leadership There is strong demand Digital advertising spend Our global technology High margin business
) _positions generate for frictionless buying is lower in our platformand IP can models generate strong
Qtrong network effects, and selling experiences international markets facilitate rapid free cash flows to fund

further building creating significant with significant runway to deployment of strategic investment in future

Ceompetitive advantage opportunities for digital grow through increasing products in all markets growth and provide for
Lland delivering long term incumbents take-rates good dividends

growth
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Overview of CAR Group Non-IFRS Financial Information

For personal use only

What is IFRS and non-IFRS financial
information?

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

* Non-IFRS financial information is financial
information that is presented other thanin
accordance with all relevant accounting
standards. For example:

o Revenue or profitinformation calculated
on a basis other than under accounting
standard definitions or calculated with
accounting standards and then adjusted
e.g. “adjusted” or “underlying”.

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

*  CARGroup presents reported financial
information for its business segments,
associates and investments where applicable
IFRS financial information exists. The financial
information presented is sourced directly

from financial information prepared in
accordance with all relevant accounting
standards and has been subject to either
review or audit by CAR Group’s external
auditors (PwC).

In CAR Group’s investor presentations the
company aims to provide equal or greater
prominence to IFRS financial information.
However, we also present or refer to non-IFRS
financial information. Please note, all
information labelled “Reported” in this
presentation complies with IFRS.

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

Any non-IFRS financial information is clearly
labelled as “underlying”, “Adjusted” or
“Proforma” to differentiate it from

reported/IFRS financial information.

CAR Group provides reconciliations on the
face of slides, appendices and in footnotes of
presentations in order to allow the reader to

clearly reconcile between the IFRS and non-
IFRS financial information.

Why does CAR Group disclose non-IFRS
financial information in its half year and
full year results presentations?

* CARGroup hasinvested in businesses in
Malaysia, Thailand, Indonesia, South Korea,
United States, Mexico, Chile, Brazil and has
become a global portfolio of online
automotive assets. Accordingly, CAR Group
management believes that the presentation
of additional non-IFRS information in its half
year and full year results presentations
provides readers of these documents with a
greater understanding into the way in which
management analyses the business as well as
meaningful insights into the financial
conditions of CAR Group overall performance.

* The Australian Securities and Investment
Commission (“ASIC”) acknowledges the
relevance of non-IFRS financial information in
providing “meaningfulinsight” aslong as it
does not mislead the reader.
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Segment Details

Proforma Basis

Adjusted Basis

$A Millions H1 FY23 H1FY24 Growth % CC %' H1FY23 H1FY24 Growth% CC %'
| Dealer 94.6 106.3 12% 12% 94.6 106.3 12% 12%
> Private 43.9 48.7 11% 11% 43.9 48.7 11% 11%
E Media 28.3 34.5 22% 22% 28.3 34.5 22% 22%
OOnline Advertising 166.9 189.5 14% 14% 166.9 189.5 14% 14%
G)Data, Research and Services 22.3 24.3 9% 9% 22.3 24.3 9% 9%
%.stralia 189.1 213.8 13% 13% 189.1 213.8 13% 13%
__North America 115.4 136.8 18% 15% 58.8 136.8 133% 131%
qitin America 63.5 87.5 38% 26% 3.6 87.5 n.m n.m.
gsia 50.4 59.5 18% 13% 50.4 59.5 18% 13%
Ul)vestments 29.9 33.1 11% 11% 29.9 33.1 11% 11%
l'lf!evenue 448.3 530.7 18% 15% 331.7 530.7 60% 59%
COnline Advertising 106.5 121.1 14% 14% 106.5 121.1 14% 14%
S“—Data, Research and Services 14.7 16.2 10% 10% 14.7 16.2 10% 10%
IEustralia 121.3 137.3 13% 13% 121.3 137.3 13% 13%
North America 68.4 82.8 21% 18% 35.7 82.8 132% 127%
Latin America 21.1 31.5 50% 29% (1.7) 31.5 n.m n.m.
Asia 24.1 27.8 15% 11% 24.1 27.8 15% 11%
Investments (2.2) (8%) (8%) (2.0) (2.2) (8%) n.m.
EBITDA 232.9 277.2 19% 16% 177.9 277.2 56% 54%

Refer to footnote 1and 2 on slide 5 for proforma and adjusted financial definitions. (1) Represents growth in local currencies



Reconciliation of Adjusted to Reported Financials

$A Millions H1 FY23 H1FY24
Adjusted EBITDA 177.9 277.2
estructuring, M&A and FX items (13.0) (7.7) A
reported EBITDA
%justed NPAT 121.8 162.7
(Rystructuring, M&A and FX items (13.0) (7.7) A
ain on step acqusition 333.0 - B
c_@in on lease modification & Hedge 0.2 3.5 c
(Profit from associates adjustments (12.1) - D
Qquired intangible amortisation (19.6) (42.1) E
x Effect 6.3 0.7 F
| ileported NPAT 416.5 117.0

For

Refer to footnote 2 on slide 5 for adjusted financial definitions.

. M8A and other significant items include Korea IPO process,

closure of Mexico, and webmotors transaction costs.

. Gain on step acquisition reflects the one-off gain recognised

on moving to majority ownership in the US.

. Gain on lease modification from change in fair value of

financial liability of Melbourne head office lease.

. Associates adjustmentsin profit reflect the M&A-related

expenses that Trader Interactive incurred as a minority
shareholder last year.

. Amortisation on acquired intangibles primarily relating to the

acquisition of Trader Interactive, webmotors and Encar.

. Tax Effect reflects the net impact from above adjustments

offset by cash impact of utilisation of acquired tax losses in
Trader Interactive.



Exchange Rates

H1FY24

FXrates, half year ended December Average Closing

ﬁL\JD/USD 0.65 0.68
EJD/KRW 859.13 881.06
(AUD/BRL 3.21 3.30
@-p/cLp 569.91 597.89

)]

athe presentation, constant currency growth rates have been derived by applying H1 FY24 average rates to convert historical financials.

For personal



Total Addressable Markets

Countr Segment Volume Yield TAM
y g (m) (AUD) (AUDm)
B2C 2.0 250 500

Digital retailing 0.2 700 110
Dealer Digital trade-in 0.5 500 225
Z . Finance 0.1 490 50
C * . Non-auto - - 200
O Private 1.8 100 175
q) Media - - 800
Data & Services - - 500
RV 0.8 667 500
TG Dealer Powersports 1.5 200 300
C Trucks 10.0 170 1,700
O —_— Equipment 25 280 700
m Private 55 65 350
| - Media - - 4,800
4D ys Total 8,350
Q New 1.7 360 600
o /// ‘\\‘ Dealer Used 1.7 360 600
@) \\. " Wholesale 03 360 100
> Private 17 360 600
Media 1.7 42 70
Korea Total 1,970
Dealer 7.0 100 700
0 Private 5.0 50 300
Media - - 1,500
Brazil Total 2,500
Total 15,430
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