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Disclaimer

Thisdocument hasbeen issuedby Scout24 AG (theb / T ¢ K @rfd,$ogether 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.

Allinformation contained herein hasbeen 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 asto
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, beliefs and opinions in this document are forward-looking, which
reflect the / T § K R larSas Bppropriate, senior § B A B A + § culfeNtdeXpectations 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.

Thisdocument 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 US. 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 possessionsor distributed, directly or indirectly, in the United States of America,its territories or possessionsor to any USperson.

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. Personsshould seek tax advice from their own consultants or advisorswhen making investment decisions.

Quarterly figures are unaudited.
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Delivering on Strategy
Tobias Hartmann (CEO)

2020 Financial Results
Dirk Schmelzer (CFO)
&
Outlook
Tobias Hartmann & Dirk Schmelzer

Q&A
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Focus on
strategy
Building the
ecosystem for
real estate




In 2020,we
delivered on our
ecosystem strategy
and made
significant progress
with key product
and market

Initiatives
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Customer needs

Key 2020 initiatives

Scout24

Seekers

Customer needs

Key 2020 initiatives

Customer needs

Key 2020 initiatives



Our 2020 results are proof of a resilient business model and underpin our
distinct market leadership

60.0%

+0.1pp

Group ordinary operating
EBITDA margin

20,013 416,973 101.4m

+4.7% -3.9% +7.4%

professional customers 1S24 listings 1S24 monthly sessions
(residential and business real (period average) (period average)
estate partners)
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Q4 2020 Q4 2019 FY 2020 FY2019

Residential real estate partners
Residential agents and property managers, finance partners 17,213 16,344 +5.3 % 17,213 16,344
(# of core customers!end of period)

Residential real estate partner ARPB¢ t n.g T ANC £ 717 718 -0.2% 716 698

Business real estate partners
Commercial agents, project developers, new home builders 2,800 2,774 +0.9 % 2,800 2,774 +0.9 %
(# of core customerstend of period)

Business real estate partner ARPEZ 1t n, g T ANC L 1,801 1,828 -1.5% 1,754 1,761 -0.4 %

1 Customers with an existing contract containing an obligation for payment which entitles the customer to publish more than ae object within the runtime of the contract
2 Average revenue per user per month, calculated by dividing the revenue generated with the respective core customer in the eported period by the average number of core customers in this period (calculated from the opening and
closing balance) further divided by the number of months in the corresponding period
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Our transition towards full transaction monetisation

Is working: from Classifieds to Ecosystem!  More diversified revenue
base in 2020 (vs. 2015):

Breakdown of ImmoScout24 revenue streams Product examples

(without Austria, without FLOWFACT, including V24 since H2 2020) A 74% (vs. 85%) of revenues

linked to core listing

% % %

product
A% 9 11% ,
5% 0% i ?ezlalf[or Leaclj( E?Z%')ne A 23% (vs. 9%}Fomplemen-
0 NCL. IMmoverkau tary high growth product
9% 12% Mortgage Leads yhigh g P
. revenues
2504 Relocation Leads
20% A 3% (vs. 6%) contribution
: from 34 party advertisin
RentPlus+ (MieterPlust) &Oothir party advertising
BuyPlus- (KauferPlust)
= ) Leads revenues pushed
O Private PPA P

by RLE (+67%yoy)

Professional PPA
(including OTP)

Consumer subscriptions
pushed by RentPlust+
(+30% yoy)

Recurring revenue base
2015 2019 2020 V up to 81% (vs. 69% in

Listings Subscriptions ] Listings PPA Consumer Subscriptions Leads 3rd Party Media [l Other 2015)
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We are operating in an addressable market
o[ | C) U O| H still offering significant growth potential

Realestate transaction value (sale)

gl Cg') + H N C A Real estate transaction value and therefore
| )

/1 9gg-=L | agent commissions continue to increase

=_Mortgage market

: A Accelerated shift towards online marketing
(Covid-19 acting as catalyst)

A5nNn+ NI Né=+ L+gg+LLd gRI
budgets towards mandate acquisition
[ULUET T H

3 A CRM systems facilitate the marketing activities
Agent commission pool

RENTJOURNEY : ”
A The mortgage market provides additional TAM
[LBEODI A CONSUMER potential
Agent Marketing spend : ADD-ONS
i L C‘) E I‘:‘Q i |:| : Transaction value: GEWOSJIMAinfo 2020.

) . Agent commission: DestatisPress ReleaséNo. 3700f 23-Sep 2019; wlue for 2017.
ObJ_eCtS marketmg . Agent Marketing: We assumel2%marketing spend, distributed 70/30 online/offline and
(onllne) . 55/45 objects/mandate.

Mortgage market: Deutsche Bundesbank 6Jan 2021 mortgage credits to private
households; value for 2019.

{1t OE®i1 H
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Our residential_agents are quickly moving up the membership ladder in an

accelerated migration effort, leaving comfortable headroom for ARPU increases

>60% of migration target reached

Oct-19

~76%
Agentslsubscribed“

Jur T O

Monthly ARPU

Essential tools for
agents to connect
with consumers

Base Edition
+ comparable legacy
memberships?

Oct-19
Pre-Launch
Oct-19 {10800
=t = Monthly ARPU
~24% + Take full advantage of
Agents subscribed platform to market own
ANaYa agency business, acquire new
‘I L UOO mandates and compete in
Monthly ARPUY heated markets
+hRSCYCS+ N¢C

visibility to compete in
small markets

incl. Base Edition

Image Edition
+ comparable legacy
memberships*
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incl. Image Edition

Acquisition Edition

Eal N

Feb-21
~44%

Agentst subscribed

JURT?

Monthly ARPUY

Feb-21
~43%

Agentst subscribed

[LRUO

Monthly ARPU

Essential tools for
agents to connect
with consumers

Base Edition
+ comparable legacy
memberships3

+bRSCYgCSs +
visibility to compete in
small markets

incl. Base Edition

Image Edition
+ comparable legacy
memberships*

~13,300 Residential Agents (for OclLl9 without finance partners) without property managers
Membership contract ARPU only, excluding revenues from additional value added services
Including all other legacy memberships except those under 4
Including legacy memberships MY5 + Top List All

N ¢

Feb-21
~12%

Agentstsubscribed

JLoe
Monthly ARPU

W

OR|O

+ Take full advantage of
platform to market own

agency business, acquire new
mandates and compete in
heated markets

incl. Image Edition

Acquisition Edition

Scout24



With the strategic moveswe made in 2020 to target homeowners, we
moved closer to the transaction than ever before

residential units* in Germany
— . I I l *DestatisPress Release No. 281 of 2%l
2020; value for 2019 — 1 O O O O O O homeowners on IS24each month
: : (~7%of UMVaccording to own survey)
~19m

_ — 5 O O O O O IS24 registered andaddressable
owner-occupied . homeowners (end of December)
units (with a home
ownership rate of

45%*, Germany — 7 2 8 O O realtor leadsin 2020,generating
ranks second to y L 0 F BffRGErevenues
last in the OECD)

*Deutsche Bundesbank,
January 2020
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FLOWFACT is key to our ecosystem strategy
driving recurring agent revenues, customer

engagement and digital sales

FLOWFACT is a leading real estate CRM software player in Germany
A The most modern SaaS CRM solution in the market
A Migration of customers from the legacy on-premise solution ongoing

A ScoutManager transition will help achieve critical mass

Owning FLOWFACT has various advantages for 1S24

A Superior 1S24 product experience vs. other portals
A Digital sales of 1S24 products

A Churn prevention at 1S24

A Tap into real estate transactions outside of 1S24
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Other CRM26% ScoutManager

44%

\

954%

B2B
listing share
by channel
on 1S24

Competitor B
7%

Competitor A
13%

FLOWFACT

10%




We are making significant progress with
consumers in the rent journey- in a supply
constrained market

© ~1/3 ofMieterPlus+ memberships are generated via the
listing search; significant uptake with freeto-list (first 48
hours exclusive forMieterPlus+ members)

© Extended customer life cycle, slightly lower ARPU:

Terms of the MieterPlus+ membership: 2 /6 / 12 months
(note: according to 1S24 data, 52% of seekers search for2 months)

© Product features: application portfolio, check-your-
chances, exclusive listings, viewings planner, deposit
guarantee, emergency key service, tenancy law consulting
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~3.2m

Rent transactions in Germany p.a.

~166,500

1S24 residential rent listings (Fel2021)

~117,500

MieterPlus” members (Feb-2021)

18

MieterPlus ™~ monthly ARPU (Fek2021)

39Mmu

FY 2020 total rent consumer
subscription revenues (+30%yoy)




Focus on
value creation
2020 and

beyond
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