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Our integrated approach:
Credit Decisioning, Analytics
and Fraud software

Alex Lintner
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Experian operates in large and rapidly expanding markets

Credit, Fraud, and Identity
TAM
Saving and

US$55bn+
TAM
aving | @ Health US$10bn
investing Spend Analytics

| |
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| |
| |
management : Bureau data softuare and :

ﬁ l SEskienliE l E Marketing Data and | S$10bn
P | S e et I +—s |dentity Resolution
| alte?r?gtive ) |
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L |

Consumer Services

| (IEYY: N1 E 3 Goal: Become pre-eminent
TAM* consumer financial platform

Priority vertical opportunities

Goal: Lead in the attractive
software markets adjacent
to B2B data

Goal: Grow in underpenetrated
Experian adjacencies

Borrowing data

Fraud risk
detection and

Protection monitoring

g Verification Services US$3bn

TAM: Total Addressable Market .
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Our software business is an exciting growth dbort("The Rails enirumen

require 'spec hwelper

0 p p @) rt un |ty require 'rspec/rails

require 'capybore/ripe
require 'COpYDOrG/FELES

Efficiency for Large and
Lenders Growing Markets

Synergies
with Data

~

* Lenders are leveraging more data and increasingly asking for more automation for a
better implementation and user experience

* Lenders look for vendors who can support the entire model lifecycle and credit
lifecycle through integrated solutions

« Success with key components of this value chain and commensurate inbound
\ demand positions Experian well for success )

6 © Experian Public



Experian's clients buy software to harness the range of industry data
that enables them to achieve their business outcomes

North America Bureau Example
2020

2001 2019 Analytics
1980’s Trended Expanded and Triggers
Traditional Data 2017 Public Records Firfgrzn:ial
Credit Data . thx:)ljf:le Alternative D Accounting
I_I_I_I_I_ Public Records Finar.lcial G Data
o \ -/ o Wit
A A ExL|ci)ftigiMan Insights

A
D Extended ,--.’\ Q Bar_lking
The Consumer’s [ ) Insights m
Bureau = T $ et
Clarity : Ex
panded More
Short-Term Experian Rental =4 to Come!

Lending Data

ConsumerView Buy Now 2023+
Rental Data Pay Later
Since 2005 2019 p
2016 Consumer- 2021 Background
. Permissioned Data  Social Data
Marketing : 2023
Data Security ’
2022 Retall-
Screening purchasing
behaviors
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Clients are pushing for a more integrated approach to enable them to
deploy models more seamlessly into production i.e., drive ModelOps

ANALYTICAL ENVIRONMENT OPERATING ENVIRONMENT

1 Plan models, acquire 2 Data validation, model 3 Model evaluation 4 Model registration Model Model execution
and explore data and feature development and verification and management operat/ons (production)

1 ) L © SO

Business Feature and Feature and Production Deployment
intelligence model development model operations runtime services applications

i % | —| It takes many months for model
b= development and deployment
o

~6m This can impede agility in a rapidly changing market
of data, on average, where accelerated decision-making is paramount.
is not ready for model building.
{and this statistic holds regardiess of an organization’s ModelUps maturily level
oy
*Source: Experian (2023), Accelerating Model Velocity in Financial Institutions 2023 Survey on Model Building and ModelOps ..e®
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As demand for integrated solutions accelerates, we are putting the
industry leading Ascend platform at the centre of our strategy

Cloud Technology Platform

Pow_erC_urve®

Analytics and Model onitoring and Feedp, Originations —
Development . (\\50\15 Ack
o
oo

PowerCurve®
Ascend Collections
Analytical
Sangbox... Ascend Ops™ Deployment

PowerCurve®

Ascend Ops™ Strategy
Ascenq Management
Marketing
Sandbox
Fraud & Identity

Fraud _——
Sandbox - a

Precise ID® E
Feature Q
Engineerin Con..

g neenng ) nt, Hunter
Studio Uoyg Mon: dbac\i
Onitoring and Fee
Powered by Machine Learning
CrossCore®

\ -
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Over 100 of the largest global financial institutions use Ascend, and they are
collaborating to help us build the unique integrated platform of the future

- .
— o
= <
Clients need to: Access and handle an increasing Ingest different data into one platform, Use sophisticated analytics to drive the
number of data sources while identifying the same individual conclusion they are aiming for

Key milestones on our analytics portfolio - Ascend Ops Rollout Plan

* Ascend Ops is
already used by

23 out of 25 top

banks in North @

America ® * During 2023 and 2024 we are
® rolling out Ascend Ops in the

UK, Brazil, Spain and Italy

» Ascend Ops will enable our
advanced analytics to be

® embedded into lenders’

production systems

[
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PowerCurve is recognised as an industry-leading Decisioning tool; faster
deployment and integrated analytics unlocks new client opportunities

Automate and

DECISIONING SOFTWARE optimize credit risk

decisions
PowerCurve PowerCurve PowerCurve PowerCurve
Originati Cust Strat Collecti .
riginations Management Management orections 2022-2023 | * Reduced the time to onboard by 35%

» Reduced implementation costs/time by 40%
in PowerCurve originations
. J

2024+ * Integrating our PowerCurve Decisioning &
Ascend Analytics suites

Q July 2023 * Clients can easily use any data to hyper
personalize customer journeys, making
'/JI Experian has been named a | PowerCurve the best
technology leader in ‘No Code’ decisioning platform
Quadrant’s 2023 SPARK

Ouadrant Matrix: Digital Decisioning  Further reducing the time to onboard

Knowledge Solutions Platforms

. 8,
e .
. . ) ) ) [ ]
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As Fraud proliferates, Experian software leverages our data, analytics
and machine learning for a more timely response and reduced losses

T e W e

Our software harnesses

~2000 attributes based
on >8 million events =

screened for fraud risk
every day*

This helped prevent more
than $10b in fraud losses
last year*

*Source: Experian internal analysis (2022)
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Need to protect themselves and
their customers from fraudsters

Buy software from many
disparate vendors

Go through rigorous and time-
consuming processes to deploy
rules and policies

Providing data and tools to stay ahead
of changing threat landscape

Embracing ML and Al to leverage our
wealth of fraud data better

Investing in new products that
accelerate the time between fraud
detection and mitigation

Integrating analytics into identity
verification and fraud prevention




Clients are increasingly buying more products from us, unlocking the
potential for integrated solutions, enhanced profitability and retention

FY23 Software Performance Our Strategy

Multi-product The only integrated platform of
sales deliver on its kind in the market

average 2.5x
Total Contract
Value, combined
with superior
client value,
satisfaction

and retention Bundle pricing, coordinated
Clients Share of Go-To-Market & Solution Sales

Revenue

Single (1 prod.)

Easy onboarding

Few (2-5 prods.)

Multi (6+ prods.)

FY23 revenue as reported at the time from Decisioning, Analytics and Fraud & ID products. This does not include Ascend or clients generating less than $10k revenue annually. . e
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Cloud Technology Platform
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Cloud Technology Platform

Analytics and Model
Development

Ascend
Analytical
Sandbox™

Ascend
Marketing
Sandbox

Powered by Machine Learning
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Cloud Technology Platform

Analytics and Model
Development

Ascend
Analytical
Sandbox™

Ascend
Marketing
Sandbox

Fraud
Sandbox

Feature
Engineering
Studio

Powered by Machine Learning
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Cloud Technology Platform

Ascend
Analytical
Sandbox™

Ascend
Marketing
Sandbox

Fraud
Sandbox

Feature
Engineering
Studio

Analytics and Model
Development

Powered by Machine Learning

Ascend Ops™ Deployment

Ascend Ops™
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Cloud Technology Platform

Analytics and Model
Development

Ascend
Analytical
Sandbox™

Ascend
Marketing
Sandbox

Fraud
Sandbox

Feature
Engineering
Studio

Powered by Machine Learning

Ascend Ops™ Deployment

Ascend Ops™

Decisioning

PowerCurve®
Originations

PowerCurve®
Collections

PowerCurve®
Strategy
Management
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Cloud Technology Platform

Analytics and Model
Development

Ascend
Analytical
Sandbox™

Ascend
Marketing
Sandbox

Fraud
Sandbox

Feature
Engineering
Studio

)
O
Q

Powered by Machine Learning

Ascend Ops™ Deployment

Ascend Ops™

o

PowerCurve®
Originations

PowerCurve®
Collections

PowerCurve®
Strategy
Management

Fraud & Identity

a
Precise |ID® g

Hunter

CrossCore®
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Cloud Technology Platform

Analytics and Model
Development

Ascend
Analytical
Sandbox™

yd

Ascend
Marketing
Sandbox

Fraud
Sandbox

Feature
Engineering
Studio

900®

Powered by Machine Learning

Ascend Ops™ Deployment

Ascend Ops™

o

PowerCurve®
Originations

PowerCurve®
Collections

PowerCurve®
Strategy
Management

Fraud & Identity

a
Precise |ID® g

Hunter

CrossCore®
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Cloud Technology Platform

Analytics and Model
Development

Ascend
Analytical
Sandbox™

yd

Ascend
Marketing
Sandbox

Fraud
Sandbox

Feature
Engineering
Studio

900®

Powered by Machine Learning

Ascend Ops™ Deployment

Ascend Ops™

e
w

o

PowerCurve®
Originations

PowerCurve®
Collections

PowerCurve®
Strategy
Management

Fraud & Identity

a
Precise |ID® g

Hunter

CrossCore®
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Cloud Technology Platform

Analytics and Model
Development

Ascend
Analytical
Sandbox™

yd

Ascend
Marketing
Sandbox

Fraud
Sandbox

Feature
Engineering
Studio

900®

o

|

Powered by Machine Learning

Q0

S wionitoring and Feedback

Ascend Ops™ Deployment

\

\’ Ascend Ops™

——

&
M

K
= Monitoring and Feed0@®

o

PowerCurve®
Originations

PowerCurve®
Collections

PowerCurve®
Strategy
Management

Fraud & Identity

a
Precise |ID® g

Hunter

CrossCore®




How can |...

| Chief Risk Officer |

Balance the risk the organisation is willing
to take on against business growth?

| Quickly implement technology solutions whilst
' meeting compliance and regulatory needs?

f Deploy risk strategies using best-in-class
analytical tools and behaviours?

Continuously monitor business performance

“l need to understand, manage and against the agreed strategy?
minimise risks to an ‘acceptable’level”
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Cloud Technology Platform

Analytics and Model
Development

\

Q

Powered by Machine Learning

Fraud
Sandbox

¢ Monitoring and Feedback

RE(e)\Y!
s
/—\

Ascend Ops™ Deployment

Ascend Ops™

N J

&
'm_/

K
= Monitoring and Feed0@®

PowerCurve®
Strategy
Management

Fraud & Identity




Summary

Software
solutions
leverage
Experian’s
unique strengths

and are
compelling for
clients

25 © Experian Public

Experian operates in large and fast-growing markets for
enterprise software.

Our clients buy software to enable them to gain insights from
combining multiple data sources in pursuit of their business
objectives.

Our clients are pushing for a more integrated approach,
reducing vendors and simplifying to drive efficiency and
performance.

Our platform leverages Experian's cloud technology to save them
time and money whilst improving Experian profitability and
retention.
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Executing on our opportunity
In Brazil

Valdemir Bertolo
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A clear ambition to extend our lead
In the Brazilian market with our platform

(oNoNoNe)
1 B )

=)

Create an incredible Offer the best risk Boost Brazilians' Create new paths of

éxperience across our solutions for credit access exponential growth
clients’ complete journey businesses




We stepped-up our operational performance to unlock new
value pools and capture the market potential

The mindset shift anc_j strategic reallgn_ment allowed . and there is still plenty to explore and capture
us to reach sustainable double-digit growth...
FY10-20 FY21-23 Expanding Market Potential
® &% Find & Connect Audiences

@ Help Make Smarter Decisions

100)

é Verify ldentity & Prevent Fraud

L')
;Y

o% CAGR
e Empower Consumers

oo &
.,{19 GVG
N
eqe {‘""
xX <
Reven _‘.\ / C AGR

FY10 FY11 FY12 FY13 FY14 FY15 FY16 FY17 FY18 FY19 FY20 FY21 FY22 FY23

_=. Assess Credit Risk &
Help Recover Debts

Revenue & EBIT (BRL — FY10
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A winning strategy for growth — creating a unique ecosystem

Positive Data

150m registered consumers by FY23
9m+ registered businesses by FY23

Credit Marketplace

$200m granted credit accumulated @
4m+ emitted credit cards accumulated

Debt Settlement AgriFinance
9m Users in FY23 66% more revenue YoY in FY23
~89bn debts solved in Borrowers Lenders 3x more clients in FY23
FY23
eWallet Fraud Prevention

700k Users in FY23 6Xx more revenue in 2 years

Receivables
Marketplace

135k SMB consents in FY23
-28% thin files

New Credit initiatives

3x more Income Verification revenue in 3 years
1m Open Banking consents in FY23

e,
v Acceleration of Consumer and SMBs engagement v Increasing revenue from new solutions and core protection ,e
[
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Market trends create new high-growth opportunities

Once in a generation shift occurring in the data arena,
unlocking huge opportunities to boost credit penetration

“Brazil will have the largest number of
Open Finance users in the world”

Brazilian Central Bank

Data Protection

Consumers
assuming

the control of their
data

31 © Experian Public
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Open Receivables

Open Banking

Access to all credit
card receivables of
30m SMBs and

Access to self-employed

Instant Payment  transactional data

PIX

Positive Data
Opt-Out

Access to positive
behaviour of
128m Consumers
and 6m SMBs

Households Credit
to GDP' (%)

! Source: Trading Economics

(15m total consents
/ Mar 23)

Payment digitisation
151m users /Jun 23

Brazil Euro Area usS UK

Market trends creating
new jobs-to-be-done

Digitisation has led to an acceleration
in fraud with growing need for
sophisticated tools and applications.

~

Increasing use of private financing for
Agribusiness increasing the demand
for Agri credit risk assessment and

ESG analytical.
J

Digital / Neobanks embracing thin-
files and low-income population,
demanding new credit risk solutions
and employment verification of
informal / gig-economy workers.

J/

8,
%e
[ ]



Best positioned player to capture the market trends

4 . . )
The broadest portfolio for the entire
client’s journey

* 500,000+ direct/indirect clients

4 One of the best companies to work A

[Jglassdoor- re3

-

Innovation is our DNA

Forbhes
THE \HORLD'S MOST

700+ people in

32 © Experian Public

o Great [Fr .- Technology & Data INNOVATIVE
« Extensive commercial footprint in oce = S 45 200+ D . COMPANIES
all verticals nu “ * 00+ Data Scientists P e
- Excellence in Client Service with 1Op i & Y * Innovation DataLab T
constantly improving NPS! COLET : +  Recognised as one of INOVACAO
. YT NetPongerseore g BoaVista NI the mgost innovative BRASIL
) 2023
- ~ \ 4 companies
Powerful Consumer \_ 4
engagement Unequalled Data breadth and accuracy, combined
with high analytical capabilit 4 : )
# App downloads # Audience 9 yn P y Top-of-mind Brand,
(Apr-Jun 2023) (Enrolments/Clients) far ahead competitors
@‘ 2 “ ® 6.5m+ da|ly CompanIeS and consumers Credit I’epOI’tS [ | !'gg)r(%sg'ion [ | Competitor 1 Competitor 2
m
E_§érosC| 3m N » 100m+ transactions Yerlfled every !nonth_agalnst Top of (SRS 72%
fraud and 100m+ registered face biometrics mind | 5., -
B o
« 3m+ rural producers analyzed by our Agro Score, and - 46%
sn  ED 50m+ hectares under ESG monitoring choice MEXE
. Z 7 ' 4
8,



The #1 DataTech In Brazil

As our unique data assets continue to evolve...

Non-Core
Data

Engagement Permissioned
Data Data

Traditional Core
Data

1960's 1980’s 2000's 2020's // Ongoing

Cadastral, Negative and Protests

Demographic

Positive Data

Behavioural and
Transactional

Consistently scaling our
database with new classes of
data.

=

L e —

Our data coverage is unmatched

Positive data Positive data

Consumers Businesses Negative data ID data
o
S expetian | 1 I I
Competitor 1 Y | B ] T ] |
Competitor 2 ] ] n/a I
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'KS= the Kolmogorov-Smirnov statistic, used to quantify the credit scores’ accuracy (the higher figure, the better).

... we constantly add more value to our clients

.. and BUSINESSES

Help CONSUMER 5

financial inclusion... m make better decisions
v' Score Boost FY24 v New analytical solutions
v" Income Verification Consumer v" New verification services
v' eCred Marketplace Consents v New antifraud solutions

integration target
v' Payment ecosystem

v’ Categorisation tools and
connection services

New datasets will boost the quality of our Consumer Score

New classes of Data Datasets Potentlal_ Scz:ore
benefits

— |
#1
—

)
[ Engagement Data ] #2

—
)

#3

——

A +5KS' points

f+'| .5 KS points

VNV

A +1 KS point

Permissioned Data #1 f +3 KS points

8,
%e
[ ]

2Based on tests conducted on Consumer credit scores integrating samples of new datasets.



Very strong growth in Small Business driven by our focus on
digitization and analytics

SMBs market
@J 30% of Gbp & 50% of Employment

We address main SMBs' challenges

» Easier and safer credit concessions for SMBs lenders
» Access to affordable credit for SMBs borrowers

1 .. .. . :
- I m+ ey S$750m+ _ « Efficient digital fraud prevention against more and more complex threats
||;_Q! Addressable SMBs o] Addressable market size for ; . .
Companies i sl TS + Operational and financial management support

Our strategic pillars

Provide the best
omnichannel experience
and success to our clients

Diversify portfolio with
integrated analytical
solutions & innovation

‘@:. Grow our client base
= sustainably

®

SMB revenue: SMB FY23 progresses (YoY):

Ambition to
Our strateqv has +15% More than double : .
alread ?gved SMB Business U/ |E
yp ov 7 by FY28
successfu +25% -10% +12%

Digital Sales Less Churn LTV? e,

FY22 FY23 FY28E e
34 © Experian Public T Excluding individual micro entrepreneurs 2L TV= Customer Lifetime value S @BRL5.16 e



A clear roadmap to deliver more value to SMBs and lenders

with Open Recelvables

We have learned the power of Open Receivables to
boost small business financial inclusion...

'I 2 5 k SMBs CONSENTS
FY23

THIN FILE
-28% reduction of Thin File

ESTIMATED REVENUE
Potential to increase up to

50% of estimated revenue

CREDIT ACCESS

-20% interest rate reduction

35 © Experian Public

..and we are moving at pace to explore this unique opportunity.

2025 expected $800bn $3tn

traded volumes: in Cards in Trade bills
' receivables receivables

Support SMBs to grow, managing their financial health:

Business Financial Management
Receivables Marketplace
SMB Engagement

And LENDERS with a new journey to expand credit opportunities:

Expand Trade New scoring Receivables Receivables
Credit Journey / and analytics as collateral in advance

Credit-as-a-Service

B "e'
BMOVA full journey _

2X

More
credit
access




Serasa has become one of the biggest Consumer platforms

for finance needs in Brazil

Net Revenue (Sm)

~100%
CAGR

— =

FY17 FY18 FY19 FY20 FY21 FY22 FY23

Engagement (m)

= Enrollments 82

20m
Monthly

Active
Users

FY17 FY18 FY19 FY20 FY21 FY22 FY23
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!_serosa

Carteira Serasa

R$ 0,00

Pagar contas

=] ol ® &g

Ofertas de Ofertasde  Antecipagao Consultd
cartao empréstimo do FGTS CPH

Entenda seu momento financeiro

Serasa Score

2 5 Muito baixo

L
0 3 500

Serasa Score desbloqueado

Py

\
Empresas podem ver seu score

Dividas em seu CPF >

Vocé possui X dividas negativadas em seu
CPF na Serasa e no SPC Brasil

2 Pagar
Servigos Meu CPF Perfil

la = = =

> @

Brazil | Top Finance Apps
(Jan/23)

Nubank: conta, cart@o e mais

: > Nubank
2 Serasa: Consulta CPF e Score
» I8 Serasa Experian
CAIXA Tem
3 P; B8 Caixa Economica Federal
4 . Cé6 Bank
> C6 Bank
5 | Inter: Cartdo de Crédito e Pix
) Banco Inter
6 FGTS

» & Caixa Economica Federal

7 pm PicPay: cartdo de crédito, pix
> PicPay

Source: AppAnnie; Jan 2023 | Google Trends; Jan 2023.

8,
%e
[ ]



Evolving to provide more services within a connected journey,

offering the greatest payment hub in Brazil

The Greatest Personalized Payment Hub in Brazil

Payment Offers Access

',/ \\‘I 'l’
i Past due \/ i i Agreements,\/ Purchase \/ Vehicle \/ i
bills/debts Loans and and Service Debts Utility Bills |
Credit Card Bills (DDA) i
" Negative Debts Regular Bills

E serasa
limpa nome

T serasa
5 collection

@ serasa
limpa nome
A serasa
¥ credito

= Consumers pay as they want

= Partners receive as preference

= Serasa controls everything

Consolidated

position

37 © Experian Public

Unmatchable
local brand

£/ pagueveloz e pagueveloz  )Flexpag

Market Size

Past due
bills/debts

$95 bn
Regular Bills $232 bn

®

Complete one-
stop-shop
ecosystem

Mass consumer
engagement

Minhas Contas

Mais facilidade para pagar
suas contas do dia-a-dia!

SAIBA MAIS
.

Serasa Score 2.0

Seu score esta baixo

300

de 1000

Lock&Unlock
Controle a exibigdo do score para

consultas

P Serasa Score 2.0
Entenda seu score




A comprehensive ecosystem for Consumer’s financial life

Super App Rationale

serasa
pagueQveloz credito

score *,em“gg
Ylexpag

@i
limpa nome

‘ Engagement
&5 -
ensina @
pagueZivelaz.
B Data Protection 9 g%’.fggﬁm
@ cadastro positivo and Monitoring

serasa
premium

Helping Brazilians improve their financial
lives and providing economic inclusion
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Consumer Focus Areas

Do it for Me

Educate and

Enable Me Match Me

Serasa
score

fat) serasa
cadastro positive

™ serasa

B crasa & credito
ensina
6 Fpanome
6 impanome
serasa
collection
pague@velaz.
lexpag
Protect My Identity
serasg
premium

Strategic Synergies with B2B

Transactional data for score models
Unifying Serasa products for SMBs
Consumer contributed data

New offerings of collection services
for Large and SMBs

8,
%e
[ ]



A clear ambition to extend our lead
In the Brazilian market with our platform

On track to continue delivering double-digit organic revenue
growth and further margin expansion in Brazil

Consolidated leadership in our core businesses,
and already well positioned in new high-growth markets

A winning strategy sustained by high performing teams,
unique capabilities and best-in-class datasets

39 © Experian Public
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North America Marketing Services

Jennifer Schulz
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Well positioned with significant growth opportunities

Large and Market shift into Quality data and
growing market digital identity

il

* Build on Experian’s core expertise in quality data and identity

Fast-growing $10B market opportunity, projecting mid-teens growth

Industry momentum into digital

Fragmentation of ecosystem creates opportunity for Experian

Experian is well positioned to succeed

41 © Experian Public



The Experian Marketing Services (EMS) Business

Vision: Power marketing that is driven by data and enabled through connectivity

How: Enable leading brands, media and technology companies to better understand and reach consumers.

4 N N

Data - Consumer View Identity — Consumer Sync
The most robust consumer data, grounded in years of industry setting Bringing together digital identifiers (IDs), households and person-level data to
standards, designed to cultivate the most vivid understanding of a consumers. support privacy-safe collaboration and make data actionable

O &

o D Nz D [

Demographics Geography Shopping Automotive Email Mobile IDs CTV* IDs Postal Address

[a)

g

Client Example: Walmart+ Client Example: COMCAST
Walmart uses Consumer View to know more about its customers so it can With Consumer Sync, Comcast is provided a complete view of their subscribers
personalise customer experiences and offers. merging their offline and online interests/affinities. This unified view is then used to
\ / \ tailor and deliver meaningful ads and experiences. J

42 © Experian Public

*Connected television



EMS built upon its robust, quality offline data and identity
leadership with digital identity capabilities

Consumer View
Media
2,900"‘ attributes Preferences

Consumer Sync

Purchase

Behaviours ! 300M consumers
| | Hashed
Consumer Email 126 M housgbglgg,
y
Interests 2B devices

IP Address

Lifestyle

Device ID

43 © Experian Public Consumer View and Consumer Sync stats represent US market onl|



Meeting the market need for effective digital solutions

Investment in digital capabilities has moved EMS into a high-growth addressable market

Value Chain 2022 TAM*
CAGR 2022-25

/
OFFLINE © © © @ $2.1bn
DATA'D RIVE N Low single-digit growth
MARKETING
Data Sourcing Offline Identity Data Offline Marketing
Marketers : (Name, Address, Phone, email) Distribution Channels Consumers
e’ . e’ . (Mail, Cable TV)
._experlonm ._experlony
Legacy Offering Legacy Offering
4 T N
DIGITAL El I |“ D $7.9bn
DATA'D RIVE N 0 0 e 0 0 Mid-teens growth
MARKETING
Data Sourcing Digital Identity Digital Data Digital Media C
Marketers (Anonymous identifiers, Distribution Platforms onsumers
. cookies, mobile IDs) (Websites, Apps, Streaming
. . 0, . .I .
Expanded Expanded In Process
offering offering [ ] ®
TAPAD e
s ©.
[
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We are well positioned for the issues of today

Significant opportunity to grow, enabling marketers and technologies through data and identity

| | Complexity coordinating across channels
T[] Sheer number of channels available make it difficult to effectively reach consumers.

A
p

(é Data fidelity and loss

When moving audiences across vendors, a portion of data cannot be matched with each move.

A
p

I+I Technology fragmentation

. . Challenge to track, contract, integrate and manage technologies and customer touchpoints.

45 © Experian Public



Why we win: EMS’ embedded identity creates a flywheel effect
across all customer sets

. . 8,5@;?3 .
(== > - MARKETERS 13 of 20 topUanvertlsers in Walmart > < PROGRESSIVE Pe(G SANMSUNG
I
A - . dentsu e
! AGENCIES 4 of 5 holding companies OMG Omnicom  “grobRe
® Robust data
1
I BUYING Integrations or availability in sxandr h‘ Adobe .
. . . h ) theTradeDesk
® Precision identity PLATFORMS all platforms o eTmeeTes
! l amazon
. SELLING Deep audience and identity i I PubMatic
® Increased connectivity PLATFORMS integrations Magaiie

® More uéage
|
@ Better results I

FoX O ow @

PUBLISHERS All linear, MVPDs, CTVs ;
?&fsréep Qm Roku

: COLLABORATION 3 of 4 and first-to-market * INFOSUM b aWS,
A PLATFORMS capabilities 358 snowflake N
| |
: Both traditional and -
o - <- SP |\ EASUREMENT ISCIHORSSN <> Nielsen & comscore ISpot.tv
emerging
8,
@
s ©.
e
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M&A, Partnerships and One Experian have shifted the
financial and growth profile of the business

Growing EMS' connectivity into the digital ecosystem

EMS NA Business Split

FY23 — > Offline vs. Digital (%)

Extended our

@ ---

Identity as a
S @ Service m
WG Offering to B

Launched 0Bo il:ltegratif)ns Data Clean
Identity as a '?Qﬁ N into major Rooms
Service platforms 62% Offllne

Offering for 58%

Cloud

Adding Digital Providers

Identity and

1
1
1
1
1
1
Activation 1

ORACLE

1
1
1
1
One CERELINES i o' TikTok :B?SNEP
Experian . 1
Capabilities | O theTradeDesk  pyoq
in Financial !
FY|20 Services FY23
] !:e'xperion\ Dlgltal
. !:e'xperion\
One FY21
Experian
Capabilities FY19  FY20 FY21  FY22  FY23  FY24

in Auto

The Digital Portfolio is now the largest share of the business
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Leading big box retaliler: drive expansion within existing

client, totaling 14% YoY increase in FY23

Total Contract Value

48

FY21

Renewal + expansion
» Data integration

» Offline resolution

* Analytics

FY22

Renewal + expansion

* Consumer View in digital
» Distribution matching

FY23

Renewal + expansion
* Purchase-based data
« Digital Resolution

© Experian Public

Time

MARKETERS

AGENCIES

BUYING
PLATFORMS

SELLING

PLATFORMS

PUBLISHERS

COLLABORATION
PLATFORMS

MEASUREMENT

EMS enables
collaboration between
the big box retailer
and agencies,
platforms, TV and
measurement.




Client
Regional Bank

Client CRM Data
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Marketing + Financial Services: combined expertise to better
serve financial services clients

-

oN/O

Experian

[ :zzof [in ::iol
| ITEEEE) B I |

| TG B I |
I I

Digital Identity

0

Offline Identity Consumer View Distribution
+ Ascend
( \ ; ) Audience
; : Custom Audience ; ;
Identity Resolution Online Resolution Distribution
Link bank CRM Credit data Map offline identity to Distribute audiences to
data to a single + online identity digital platforms
Experian record Consumer View data
+ m
Intelligent Audience TieTok @xandr
Creation O theTradeDesk
N N AN J




Conclusion
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Key
takeaways

Industry Leader in Data and Identity

» Trusted data assets
* Precision identity
+ Ecosystem connectivity accelerated via Tapad acquisiton

-

Embedded Data Enablement

* First-to-market capabilities
* Proliferation across ecosystem
* Client and product synergies create flywheel effect

Fast-growing Digital Market

- $10B target addressable market
* Mid-teens growth
+ EMS transformation has us poised to win
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North America Consumer Services

Jeff Softley and Rakesh Patel
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Consumer Services is a growth business with rich data and deep
customer engagement that makes the whole of Experian stronger

1.5b Double -
$Annual Dlglt EXpanding

Margins
Revenue Growth last 5 years

Unique § poypled | 64m
Scaled Brand trust in Free

ast 5 years Memb
CONSUMER Data P y embers
SERVICES

Attractive new value pools
further scale our TAM
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Our ambition is to create the world's largest, most inclusive
financial platform

TODAY FUTURE

[ Experian helps consumer to: Experian helps
EION&NCIAL « Gain access to financial system %%‘esgrr?grr?‘gr?\e/e
ER » Boost credit instantly y

in their daily
To ALLTM « Save hundreds of dollars financial lives.

We are executing a broad scale business
transformation to remove the complexity
of managing your financial life
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MORE FIRST, BEST, ONLY Cg&; MORE MARKETS

PRODUCTS
BUILD YOUR CREDIT WITHOUT EXPERIAN
We have dOUbled GONG INTo DesT || | SMART MONEY
our revenue the LNl | EXPERIAN
past five years and
. - TAKE CONTROL OF YOUR FINANCIAL
are jUSt scratch i ng FINANCIAL LIFE HEALTH
CEYO 2 ™
the surface of ittt -~ siLrixer™ N
i START YOUR FINANCIAL EXPERIAN $1.5B
our potential e | [T
0 p po rt u n Ity RAISE YOUR FICO® SCORE @ EXPERIAN
INSTANTLY }) BOOST™
FIND BETTER FINANCIAL @ MARKET
PRODUCTS PLACE
SCAN THE DARK WEB f\ IDENTITY
FOR FREE XQ\ PROTECTION
GET YOUR SCORE AND .y BEFORE
REPORTFORFREE | [CMREELEs $0.8B
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We are making significant progress in key growth drivers

Grow membership base
with new channels and
partnerships

NEXT
100M+

CAGR

FY1 9 TODAY NEXT

Membership

Engagement

Drive more frequent
interactions with members,
moving towards daily utility

NEXT
30M+

FY1 9 TODAY NEXT

Monthly Active Users
(MAU)

Orchestrate 15t party and Consumer
Permissioned Data (CPD) to drive
personalised 1:1 relationships

NEXT
50%

FY19 TODAY NEXT
Connected Accounts

(of free members)

Monetisation

Expand product offerings to
increase value for consumers and
drive higher Lifetime Value (LTV)

NEXT
+34%
CAGR

$100+

FY19 TODAY NEXT

Customer Lifetime Value
(LTV)

Second largest platform and taking share E:é
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Our product innovation and expanding business model is linking
us to broader market opportunities

TAM Last Year This Year
Credit and Identity Launched Personal * Launching comprehensive credit and identity
Scaled p $4B product offering that includes full credit,

Management Privacy

identity, privacy and savings capabilities

Cards / Personal $14B Launched Experian « 24% of offers running through Experian

Loans Activate for Cards/Loans Activate; increasing monthly

Millions saved through bill negotiation
Launching subscription cancellation

Expanding ) F,nanc.a| Health $5B+ Acquired BillFixers
Launching direct carriers
» Launching Experian Activate for Insurance

Insurance
Launching Experian Boost for Insurance
Launching p Tech-Enabled Building « Launching Experian Smart Money™
Finance

56 © Experian Public
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Experian's Flywheel: Our strategic advantage which connects
Consumers and Partners

» Gaining greater
share of
marketing budget

* Unique product
offers for
consumers

* Expanding
consumer-
permissioned
data products
with Experian
Boost for
Insurance
launching in Q2

57 © Experian Public

Better Outcomes

DRIVERS

Experian Activate
Hosted application

Partner targeting
Offer expansion

DUAL BENEFITS
v' Certainty

v Low Friction

v 1:1 Targeting
v" More Control
v’ First, Best, Onl

PN

PARTNERS il

More Data

DRIVERS

Consumer-
permissioned data

Boost expansion
Behavioral data

y

¢

Experian's data estate

More Choice & Certainty

DRIVERS
More lender integrations
1:1 targeting
Better approval odds
Experian Boost

CONSUMERS

More Engagement

DRIVERS
Expanded verticals
Experian Smart Money
No Risk Application

Personalisation

* 32% lift in
conversion rate
through Experian
Activate

* Double the lenders
participating in pre-
approved program

* 5-10x increase
in consumer
engagement on
pre-approved
offers

8,
%e
[ ]



We've built a diversified, resilient business model

Ny Cyclical A Counter-Cyclical Revenue 5-Year
Response Response Mix CAGR

) Lender diversification and
@ Rapid market growth integration acceleration

$300M+ in 4 years Vertical and business

Marketplace : Setii
model diversification

Q Product diversification to Heightened
sustain growth acquisition growth

Premium

Partner Solutions ® 420% » 25%

Industry-leading revenue per member sl

58 © Experian Public



Experian Activate allows partners to compete with a new level of
precision and efficiency across a growing slate of verticals

A game-changing
capability that can be
applied to new verticals
in a transformative way

© | =

Vehicle

Insurance Refinance

Personal
Loans

$18b
& Growing
TAM
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Activate

experian.

Experian Activate allows
marketplace partners to
profile, segment, target

and analyse our 60M+
customers’ actions in
one unified eco-system

Activate enables:

Partners
to acquire
customers more
efficiently and
with more
precision

The Experian
platform to be
more deeply
embedded with
partners

Partners to
create unique
product offerings
within the
Experian
Marketplace

Significantly
increased
revenue
potential




eXperlc

As partners onboard to
Experian Activate, our members
get access to new features that

improve their approval odds
and eliminate friction

e,
%e
[ ]

DUAL BENEFITS
S v" Certainty
PARTNERS ||||||||| v Low Eriction @CONSUERS

v 1:1 Targeting
v More Control
v First, Best, Only
Products
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Activate

© You're pre-approved ©
P re -Ap p roved q: Final approval subject to additional terms )
Offers
Intro APR:

Risk-Free
Application
Hosted
Application

Q Matched for you

Y ¥ % % & (2800)

Ally Everyday Cash Back 3

0% on Purchases and Balance Transfers for 12

months

Rewards: 1% - 3% (Cashback) @
Annual Fee: S0
Ongoing APR: 27.99% Variable

View .ai!s

Apply With Confidence No impact to your credit
scores unless your application is approved. @

| have this card

Rates and fees




Authenticate User

O
o+
O

Execute display

optimisation models
(Approval Odds models)

61 © Experian Public

Pull credit reports
and profiles

Personalisation
modeling

T

7

N R

Execute models
and calculate
custom models

Offer ranking

Run criteria to
determine eligibility
for individual offers

Return offers for
display
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We are making significant progress scaling insurance, with
Activate, Boost and major new carriers set to launch

Policies Written

+60%

YOY

FY21 FY22

Strong growth in policies
against a generational shift in
the insurance market.
Carriers are prioritising cost
efficient, digital means of
acquiring customers.

FY23

63 © Experian Public

“Confirm Insurance
Your Car” Hub

@perion_ @ ; @perion_ Qg ;

Is this your vehicle? Auto and home insurance

. .
2021 Toyota Tacoma Now's an excellent time to shop

Confirm this vehicle

for insurance

Based on your information, you're a great candidate for
savings and could get money back on your same
covera

This isn't my vehicle

5] Leaninfo ~A Vehicle value|

YOUR INSURANCE PROFILE

On average, users who switch
Your FICO® Score*

car insurance save $961*. Very Good couLo HeLP

Enter you info so we can match you with

free quotes. Your state
nnnnnnn

Zip Code? Pennsylvania
Input Own a home
N couowar
Homeowner? Multiple Vehicles? | |

| -3~ -0~ |
\ \&.. o © 7 ‘_/ \g‘_y

3m+ vehicles confirmed Launched
by consumers expanding Insurance Hub
our universe of visibility to demystify insurance
to important assets costs and enable
automatic insurance rate
savings for members

Experian Boost Major
for Insurance Carriers

/ \ é E_'éxpericn comg

experian. | Boost
AUTO ADD HOME INSURANCE +
| O |
Top quotes EditQuote
Almost done! One more step to
et your boost.
gety! P Progressive $91
4,74 EXCELLENT (5,000+) MONTHLY
SIMULATED SCORE (D
704 +4 PTS
Nice! Your score could go up by 4 points! h Liberty Mutual See Quote >
Adding these on-time bill payments to your file will help 4.70 VERY GOOD LIBERTYMUTUAL.COM
build your long-term financial health. Keep it up!
INSURANCE
4> Progressive 4 Nationwide $109
” 4.64 VERY GOOD (2,000+) MONTHLY
Chase
Add to Boost
_ ' @7 AAA 14 '
4.52 GOOD (2,500+) MONTHLY
| I
[ Connect more accounts ]
|

carriers who see immense
value in partnering with

Experian and reaching our
high-intent member base

8,
%e
[ ]

Experian Boost
for Insurance
later this year to expand
credit-building opportunities
and enable rich data set
supporting member savings



Introducing Experian Smart Money™ — a game changing way for
consumers to build credit

/ . a
8:50

Strategic expansion: Experian’s Innovation Approach:

« Consumer friendly digital checking
and debit card, with embedded
Experian Boost™

» Creates daily engagement

 Provides rich transaction

stream to help consumers
 Built with new to credit and credit

- Further rounds out the view of building consumer needs in mind

a consumer’s balance sheet
« Powered by best-of-breed partners

« Enables graduation into in the industry

partners' portfolios -
* Cross sell and merchandising into

broader Experian consumer suite
of products and services

64 © Experian Public



Driving the next generation of financial inclusion with Experian
Smart Money

You don't have to go into debt to build your credit. ‘f -
So, the experts at Experian have created the new '
Experian Smart Money Digital Checking Account and Debit Card.

4 )
Who better than the Access to a suite of credit building
credit builder experts and financial tools with your
at Experian. Experian Membership.*
- /
4 N
: : Banking without the bank™*. No fees at
A dﬁer:)a'tn%?;?ggsfrg;ves more than 55K ATMs, free bill pay, get
' paid up to two days early*™* and more.
\_ J
4 N
Automatically finds payments that P
Boost Connected can help raise your FICO® Score S
without building debt. e
\_ J

*T&Cs for the Experian Membership
**Services provided by Community Federal Savings Bank, Member FDIC. "Banking" copy not allowed for marketing
65 © Experian Public ***Early Access to Pay touches on 2 days early




Helping credit invisible consumers establish and build credit...
without going into debt

Welcome, Alex!!

Your dashboard is a bit empty now, but we can help
with that. Let's figure out your best first step.

Find your credit path

CREDIT >
!_'éxpericn EQuIFax

FICOSCORES © Updated Jul 24,2020

‘ You'll get your first FICO® Score 8 when
you have 6 months of credit history.

- >
Getting started
with Experian Go™

By using the Experian app
to sign up for a free
Experian membership,
those new to credit can
easily use Experian Go to
create a credit file.

66 © Experian Public

Experian Smart Money™
Digital Checking Account
& Debit Card

™) Build credit using your bills

17 $50 bonus with direct depositt

L_‘w No monthly fees, no minimums* ~

Get started

The customer
journey leads to
Experian Smart Money™

The app guides you through
ways to quickly build credit:
become an authorised user,
use Experian Boost™ or open
an Experian Smart Money
digital checking account.

Congrats, Alex! N
Your Experian Smart Money™
Digital Checking Account

& Debit Card is open

Finish setting up your account to start using it today.

| ———

Quick and easy
account setup

A virtual card is received
immediately and can be added
to your favorite digital wallet.
Transfer funds or set up direct
deposit to begin making
purchases.

Product screen mockups shown for illustrative purposes.

ﬁm = ﬂ

< Manage

EXPERIAN SMART MONEY™
DIGITAL CHECKING ACCOUNT
& DEBIT CARD

$256.89

Available balance ®
RAISE YOUR CREDIT SCORES ®

Ready to Boost 2bills
Pending 0bills

Added to Boost 0bills

Experian Boost
is integrated

Pay monthly bills while
building credit through the

integrated Experian Boost.

2:41 all F -

Marketplace

Your latest 5 from Experian partners

RECOMMENDED GARDS

Blue Cash Preferred® Card from Blug
American Express Ami

MERICA!
EXPRES!

(11 1] Your
YOU'RE PRE-APPROVED! & L L]
Annual fee APR Annu
$0 intro annual fee 18.49% - 29.49% 50 in]
for the first year, Variable for th)
then $95 then

Apply now

View details

Rates and fees Terms Apply Rate]

Broad opportunities
through Marketplace

There’s so much more to discover:
pre-approved, no-risk offers through
Experian Marketplace, savings
through BillFixer™ even policy
savings through Experian Insurance!

8,
%e
[ ]



We have substantial opportunities available in near adjacencies
and continue to fuel investments to drive growth

New Product Expansions
. ) . Next 12 Months
Strong track record of scaling innovation

Our business model expands breadth and
depth of value for members with a single
product ecosystem by leveraging the scale
of our data assets and customer base

7 = % ey Protection
SYSYRY = DY CVE
Credit Experian A Financial Reward - Boost for A Activate for &  Smart Saving &
Lock Markefplace B "1 cl Stock BillFixer™ Rent Insurance 48 Money Investing

New Product
Expansions
Next 12 Months

Borrowing

@@q (= '_ E_é)
. Auto : o Subscription A Boost for
DaSrIé;/xeb Egggsr{%rﬂw Insurance 4 EX g‘rI:II\Aan Activate ACEhealintio Insurance

Management

5

Scaling innovation
across our foundation in
protection and borrowing... with
significant market share to earn

We are
pursuing expansive
opportunities in under-penetrated
adjacencies across payments, O
saving and investing, @
and spend management g e
[
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» $30B+ total addressable

FINANCIAL | ot oeorunty

» Flywheel working, and
POWER expanding to new parts
To ALLTM » Diversified business

of consumers’ lives
with unique data

Creating an unrivaled

- ... consumer financial platform
- 28 A 0y A S
S Sadnn AL A s e L ULt
) —.‘:;' “: “A - - ;/: = 4 .“‘-L ' » P“ ‘a;— :‘ "_:_‘__ \ 4 ?j‘ \;a
» s L - L= _ p
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Q&A session
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