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Our journey of acceleration
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1. See FY24 results presentation, p.26.



01
02
03
04
05

Agenda

Update since 2023 Investor Day

The future opportunity

Accelerating our execution

Financials

Summary




Update since 2023
Investor Day

e ————



Our strategy is to develop the leading digital ecosystem for the whole
moving experience, powered by exceptional data and network effects

Property market segments

A 4

Transaction Residential Commercial
value chain
Lettings Sales Leasing
Find 1. Core 2. Commercial
Afford 3. Fma_maal
Services
Transact
4. Rental
Services
Move
Lifecycle
\ 4
5. Data Services, Third Party
= Current focus areas .
Advertising, Overseas

Source: Rightmove. a



We have strengthened and diversified Rightmove

5 Pillars 2024-2028

The moving journey

Consumer :
assistant

&

Delivery to end 2025

1.5bn minutes/month; >80% share of consumer time!?
+2m new relations across social and CRM
Personalisation & FATML? features => multi-million user interactions

1

Deeper product

Core Partner Partnership

Strong Optimiser Edge and Ascend packages
Record retention and sentiment
New digital tooling for Partners in RM+ and self-serve

e

- ° H 3
Strategic Commercial, Rental & >7_00 more pértners since 2023 . . / /
G hA Fi 2l Servi * Milestones hit for product and operational delivery
rowt reas InrlSE] S g * c.25%revenue CAGR;* 2028 revenue targets will take longer
° o - 1 . o) - i -
Platform, Cloud, Data and Al >60% cloud m.lgra.ted, 90% frc?nt end .trafﬁc to be migrated by end-25 / \/
D &Al d * ¢.60% of data in Hive, sunsetting multiple legacy systems
ata powere * Alfunction and pipelines operational, highly active
* 8 newtechteams; Al copilots rolled out / / /
People Scalinginnovation * Healthy High-Performance Way framework DDD

>80% Great Place to Work; Sunday Times "Best Places to Work”

Source: Rightmove unless otherwise stated.

1.Minutes: Google Analytics, January-September 2025. Share of consumer time: Comscore MMX® Desktop only + Comscore Mobile Metrix® Mobile Web & App, Total Audience, Custom-defined list of Rightmove sites, zoopla.co.uk,
primelocation.com, onthemarket.com, United Kingdom, September 2025 (most recent data available). 2. “FATML" is the Find, Afford, Transact, Move, Lifecycle framework. 3. Commercial, Mortgages and Rental Services partners as at
September 2025. 4. Revenue growth FY22: £15m to FY25 based on existing guidance: “Strategic Growth Areas absolute growth higher than 2024".
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Commercial

Mortgages

Rental Services




Strong operational delivery, building new market positions

Commercial © Mortgages © Rental Services

Strengthened platform? Unique consumer products Scaled partner adoption

69% >18m c.1,000

user time (+12%pts)? mortgage users> L2K agent subscriptions by end-25
+49% >2X >2X
partners Mortgage in Principle submissions Enhanced Leads
5 (2025YTD vs FY23) (H125vs H124)
+57% 2x +22%
leads site engagement vs non-MiP users? attachment rate
(H1 25 vs H1 24)

Source: Rightmove as at September 2025 unless otherwise stated.

1. All comparatives September 2025 vs November 2023.

2. Source: SimilarWeb. Share of all time driven by Rightmove (commercial sections only), Zoopla (commercial sections only), Loopnet, NovalLoca and Estates Gazette, September 2025. a
3. Unique interactions per year with all mortgage tools on the Rightmove platform.

4. Rightmove analysis of consumer behaviour between April 2024 and September 2025.



Core: Accelerating innovation for partners

Accelerated product cadence 0 Value-add packages & products c Building Success Together

New features & products
5 new packages? Partner-focused

€.31,000 meetingsin H1 2025
+15 enhanced partner products

Rightmove Hub (Training)

>55,000 registered Hub users

Rightmove Plus (Business Management)

2020 2021 2022 2023 2024 2025

.............

m Consumer features  mPartner products

Higher engagement, retention, partner satisfaction -
in shifting market and competitive dynamics

Source: Rightmove. a

1. Optimiser Edge, Ascend, Essential Extra, Access, Agent Accelerator.



Online Agent Valuation.

Smarter, faster, simpler.
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Summary of business progress and outlook

Rightmove's consumer-driven network effects are strong, and a powerful
engine for future growth

The Strategic Growth Areas have delivered on operational milestones,
with revenue growth rates at 3x Core. We continue towards large business
opportunities

Strong engagement and delivery for Core partners. A deep pipeline of
products with along runway for growth



The future
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We operate in an attractive and large revenue pool

A significant and diversified opportunity today...

-

Find:
Find: New Homes Commercial

Find: Sales Find: Lettings

>£10bn

Rightmove 2024 Revenue: <3%

\

e ...underpinned by
long-term growth trends

UK population growth:

+450k adults p.a.

2024-29?

Constrained home supply:

+250k p.a.

2024-294

House price growth:

+3-5% p.a.

Source: Rightmove, as at 2024, unless otherwise stated.
13 1. Data Services, Overseas and Third-Party Advertising.
2. Source: United Nations, Department of Economic and Social Affairs, Population Division (2024). “World Population Prospects 2024", Online Edition.
3. Source: Office for Budget Responsibility, “Economic and fiscal outlook”, March 2025. Represents net additions to UK housing stock. Data calendarised to December.



Our strategy is to develop the leading digital ecosystem for the whole
moving experience, powered by exceptional data and network effects

Give everyone the belief
Vision that they can make their move

_ Core Partner DC°“S“_T_“$" New Growth!
Bu-smess Increase value . eiEETal:tlelz of Extend our core strength
pillars to core advertisers e to capture new wallets
home-moving audience
Growth People, Data, Platform *

enablers Build best-in-class foundations to enable the next phase of growth

14 1. Includes Strategic Growth Areas.



The big change: >$270bn
Alinvestment

Microsoft alone, Q1-Q3 2025'
explosion & >$160bn
accelerating US VC Al/ML transactions, Q1-Q3 20252

iInnovation >800m >650m

ChatGPT Google Gemini app

weekly users? monthly active users?*
Sources: Consumer S

Company disclosures, calendar Q3 2025.
PitchBook-NVCA Venture Monitor, Q3 2025.

OpenAl, DevDay 2025 (6 October 2025). a
Alphabet, Q3 2025 results (29 October 2025).

AWN R



Property search: Natural guardrails to evolving search engine dynamics

1. Rightmove's position

* >85% direct/organic traffic? Brand saliency
* Tailoredtools, services and data Contextual delivery
* <0.5% traffic from ChatGPT? Habit loops

2. The consumer home hunting process

Long journey to decision

Big ticket and complex

Heterogenous product

Emotional and personal choice

High geographic familiarity

Source: Rightmove unless otherwise stated.
1. Source: UA, Google Analytics, 1 January-30 June 2025 . Direct/organic traffic comprises consumers directly opening the app on their device, visiting the site viaa bookmarked link, typing a Rightmove URL directly into their browser address bar, clicking
through a link to site within their browser history, typing “Rightmove"” into a search engine. 2. Source: Google Analytics, September 2025.



Our data: Scaled, Proprietary and Connected

(V)

&

Increasing depth

)

Proprietary
f Consumer Signals Minutes CRM
T *9 S Enhanced Profiles
S >68bn >17bn c.10m consumers >7m
whd
S . . . .
5 Properties Property Signals Unique Properties Property Images Tracked Prcipertles
L9 >175m >28m >985m >3m
c
c
0 . . .
O Behaviours Property Searches Property Views Leads Mortgage lnte;actlons
. | 9 >7bn* c.5bn* >50m* >18m
c
3 Partners Patches Core Membership Price Guides Survey Reports!
[ a c.57k >19k >12m* >2m*
(]
2 Third-party overlay
Market Home moves EPC assessments? Planning Applications? Mortgages approved*
Context >2m* 1.8m* >300k* >1.3m*
...leveraged by proprietary models and tools
17 Source: Rightmove unless otherwise stated. * = per year; all other metrics as at September 2025. 1. Surveyor Comparable Tool (“SCT"), Rightmove Data Services. 2. UK Government: “Energy Performance of Buildings Certificates

Statistical Release: April to June 2025 England and Wales", 4 quarters to Q2 2025. 3. UK Government: “Planning applications in England: April to June 2025", 12 months to June 2025. 4. Bank of England, 12 months to September 2025.



Unique value from proprietary dataloops at scale

Scaled, proprietary, connected data 1. Input
(V) ) © 2. Data modelling

Proprietary
Consumers Consumer Signals Minutes CRM EnhancedProfiles | | = __ee===s-=ao
>68bn* >17bn* ¢.10m consumers sTm Wl T NS e o TR
2 B PP AR - -
2 . Property Signals Unique Properties Property Images Tracked Properties 13 P b 2 e AI d I I g
P t . - = - .~ N
(5 roputes | Provemyse oron eryim oo W gaile” TS modellin
£ - P o~ ~ ~ S
= P -~ e S o
o - o = % , ~ IN ~ .
[ o Behaviours Property Searches Property Views Leads Mortgage |nte;act|ons ’/ A2 Ry . \\ .
] >7bn* c.5bn* >50m* >18m &, san Ny
c ’ S NN
= . 5 o r \ N\
= Patches Core Membership Price Guides Survey Reports! N
c NN
[ 5 Partners STK 1ok =t o NN Input Layer Output Layer Output Layer
o N
E Third-party overlay \\ N \\
= SN
Market Home moves EPC assessments? Planning Applications® || Mortgages approved* \\ \\ [\
Context >2m* 1.8m* >300k* >1.2m* \ S
)
Y
AR
T \
1 )
’ f z \

4. Feedback loop Compounding :
product effect, ;

: S boosted by Al /
OM and Discover —powered by Al | i

—
rightmove - -
V'S Scoring engines
.

>50% uplift in accuracy

At potentislopportunities

Your potential opportunities
Hannah, book your in-person

A opportunies. v 5
— valuation d
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3. Al-powered Consumer Listing Partner Product
products Q

Source: Rightmove. Uplift based on Rightmove model results compared to off-the-shelf tools.



. p

Al now centraltoallwedo

() Create|Complement |Enhance

l’:ﬁ Connect | Predict | Personalise



Rightmove has 27 in-flight Al initiatives today

" coeraioe | commer | e

10 Active Al Initiatives (Select examples)

Vendor Prediction Model Online Agent Valuation Al Keywords Style with Al

People, Data & Al, Platform Q*

17 Active Al Initiatives (Select examples)

CoPilot for Sales Agentic Alin CX Al in Marketing Al Code Generation

Source: Rightmove. Q

1. Includes Strategic Growth Areas.
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We areinvesting to accelerate 3 areas specifically

u Consumer innovation

Transform app and Al-powered search

Faster progress “Beyond Find”

u Al-powered operations

Al-powered developer experience

Al-powered back-office

a R&D for new growth

Scale strategic R&D

Fast-track new opportunities

21

Rightmove's
ecosystem will
create even more
value for partners
and consumers

Consumer Operations

Enhanced network
effects

More efficient
operations

Sustained double-
digit growth

R&D



Accelerating our
execution

n Consumer innovation

B Al-powered operations

B R&D for new growth

e ————



Consumer

Consumer: We're expanding utility and engagement

Find Afford Transact Move Lifecycle 1.2m

home sales!

—

e Transform Search e Go beyond Find
>1.5m

e Existing strength * Fast scaling user adoption rental moves?
* Al-powered experience

>2m 320k

MyPlaces Renovation calcs

c.20m >18m >280k >3m
searches per day Mortgage interactions Renter’s checklists Tracked properties
Deepen engagement
Accelerate new revenue opportunities
Source: Rightmove unless otherwise stated. Allnumbers other than “searches per day” are stated per year.
23 1. HMRC, “Monthly property transactions completed in the UK with value of £40,000 or above”, 12 months to June 2025. Q

2.  Rightmove data, English Housing Survey, 2023-4.



Consumer

Consumer: Transforming the consumer experience,
powered by Al : ave

X Rightmove Search Agent

<% An apartment in Clapham with open

e Transform Search

plan living space. 3 beds, max price

£600k. Modern style and a great view |

Hyper-personal,

Al-powered search

CO nve rsatIO na I S ea rCh ;t @ Tell the Rightmove Search Agent exactly what
you're looking for and they'll find the best
property matches for you.

Search
New refinement

meth R4
ethods E alwlelrltlylulilolp

. N AJSIDJFIGIH]JIK]L
Property inspiration &

insights 4 ZXCVBNM®W®S
123 space m

Home improvement

. ©

potential

24 Source: Rightmove



Consumer

Consumer: Transforming the consumer experience,

powe red by AI Lucy & Rob's big house move

@

Rent a home in the next 3 months

e Transform Search e Go beyond Find

Hyper-personal, Support through the Shortlist  Searchcriteria  Checklist  No
Al-powered search moving journey
Properties we're interested in WY
. ( Enquired \’ Viewed l ( Favourites ’
. - Move journey e
Conversational Search #* ) : €1,750 PCM
assistant 3t &
apton, E5
*h O
Enquiry sent
New refinement Integrated mortgage
methods [* tools : €1,750PCM
- [ Clapton, E5
i kA kT
. . . . ollow u D
Property inspiration & Al chat assistant S
insights for mortgages i# €1,650 PCM
; Hackney, E1
LB B B B
Home improvement Purchase home moving TH Mising ol
potential services

£1,750 PCM

25 Source: Rightmove



Consumer

Consumer: Transforming the consumer experience,
powered by AI < Back to property details

Broadway Grove,
Worcestershire,
WR2 5EU

e Transform Search e Go beyond Find

% Renovating this property

Hyper-personal, Support through the My home and the

Al-powered search moving journey next move SSNOVALIONGOSLIGSLILE

Calculated based on the size of each room,

material costs and local tradespeople rates

Conversational Search B Movelourney siatunivant
assistant [# with agent connection
Kitchen / living/ diningroom
. . . 4 Approx60SqFt  Ground floor
New refinement Integrated mortgage Richer historic property el -
aterials ’
methods [&* tools information §* e e e
Estimated cost £6,710 - £8,230
Property inspiration & Al chat assistant Data & insights for C' |' _ e
. . eiling prep and finishes 40- £5
insights for mortgages i# sellers 3+ Decoration £1,180 - £1,450
Demolitions £250- £310
Flooring prep and finishes £970- £1,190
Home improvement Purchase home moving Future potential of home Units, worktops and €8,010 - £9,830
. . appliances
potential % services -

26 Source: Rightmove
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Consumer: Transforming the consumer experience,
powered by Al

Consumer

4 R
e Transform Search e Go beyond Find
™
Hyper-personal, Support through the My home and the + *
Al-powered search moving journey next move > +
_ - Move journey My home dashboard
Conversational Search % assistant B# with agent connection Al-assisted
consumer
New refinement Integrated mortgage Richer historic property .
methods [* tools information g+ experience
Property inspiration & Al chat assistant Data & insights for
insights for mortgages i# sellers
Home improvement Purchase home moving Future potential of home
potential * services o
- /

Source: Rightmove



Consumer

Consumer Al Example: Style with Al
Make it Mine

41 pre— ....

+ Style with Al

What's a ﬁ What will it
possible? cost?
Home-hunter
Home-owner
Decor style
Wall colour
e , How much value 2
affordit? will it add? 88
Renovation cost Extension calculator Extension Potential . &

How much will interior renovation cost? What will an extension add in value? Am | likely to get planning permission?

Floor type

Original  Carpet Stone Wood Tile

High-end Rear extension

£8k-£10k

28 Source: Rightmove Q




Consumer

Consumer: Adifferentiated, native-first app experience

We are already shifting

Our mi:‘;i';iag::;:r:::f rsuse @ consumers towards app Accelerating adoption &

adoption engagement

’ Core feature alignment

’ Native optimised features

2X more sessions
3x more leads

’ App-only features

+60% higher retention 2023 2024 2025YTD
m Apps mWeb
29 Source: Rightmove. 1. Analysis of 1.2m consumers between January-September 2025; metrics are comparisons of those using both web and app compared to cohorts using one platform. “Retention” defined as a repeat user visiting again 6 or a

more months after first recorded visit in period analysed.



Operations: Accelerating to unlock the full
potential of Al

Future focus

Automated Design system 3*

ed Experience Consumer- and Partner-facing NewB2BCRM %

experiences Rightmove Plus responsive experience

New Partner self-serve capabilities

. . Increase Al capacit
Underlying data platform powering our Pacty

business and products

Data

Bx

Conversational analytics capability R

Agentic Al deployment 3%

_ Re-platform of operational systems
Internally-facing systems to manage

. End-to-end Al capabilities %
day to day operations

Operational

Single Partner view

Infrastructure

()

supporting the entire platform Al-assisted Developer Experience %

Underlying technology capability Q Complete cloud migration

. Q
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Operations: Investing in our operational layer to

transformits capability

Large back-office operation

Core Membership
~19k

Calls & Emails
>300k per year

Orders processed
>16k per year

Invoices sent
>170k per year

The future capability

One interconnected
system

Intelligent, automated
workflows

Al-powered self serve

X~

Transforming every partner touchpoint

Rightmove
Plus

Partner
Support
Al Account
The Hub o Managers

Enhanced operational leverage & partner experience

Source: Rightmove



Transforming the

partner experience




R&D

R&D: Discovery and delivery of new wallet opportunities

m

Regular scan of internal and Curated long-list of Pathfinding Development
external trends, and opportunities fi Scaling
innovation landscape Rental O -
N e.g. Kental Uperators
> Ea » W © M
: 1 . ®
Innovation within and beyond core (= Infill

Sizeable revenue opportunities

e.g. Schools

Ways to reinforce our network effects

Archive

Initiatives we step back from.
e.g. Auctions

N

Fast track new opportunities for growth

33 Source: Rightmove a



Summary: Significant potential benefits for
partners, consumers & Rightmove

Consumer innovation Al-powered operations R&D for new growth
+ o
X2 40% Grow capability in 2026
delivery pace back-office efficiency
+50% +50% ) ¢
app users quicker product purchase R&D velocity by end ‘26
) & +20% Scale atleast 1

lifecycle interactions development velocity new initiative by 2027

34 Source: Rightmove. Timeline ofambitions by 2030 unless otherwise stated



Financials
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Focused £12m P&L incremental investment in 2026

: £1.3m :

BAU
costs

2025 2026 BAU 2026 BAU : Consumer App Operations New Support 2026
Costs Cost Costs growth : functions Total
Growth Partner benefits Costs

36 Source: Rightmove. Chart note: P&L costs post £6m capitalization. Unlabelled bars not to scale.

Continued BAU
investment in Core,
Consumer and SGAs

2026: c.£18m investment,

of which c.£6m capitalised
= £12m P&L impact

2026-8: c.£60m investment,
of which c.£20m capitalised
= £40m P&L impact

Capex from 2% toup to
4% of revenue



Disciplined approach to investment with clear focus on ROI

Every £ invested on our platform

must have a concrete impact Thorough Business Case ROI Scoring and prioritisation

:

— . Factos |FactorWeighting
[Costsavings “ndrect | Benefits “
[Fotat revenue andfor costsavings ||
Strong focus on RO, Revenue ]
Cost-saving Direct _
- [Pojectmanagement | -
opportunity, strategy and Discovery, research s dosgn || ’
.
timeframe
-
-

Other costs
otal implementation cost

Cost-saving Indirect o ]
¢ Customer/Consumer Experience \ _
Brand Value > | ]

:
Clear internal process + ran 6 e W C

OKSe(:’s“l:rffs:[?g:rﬂonalcosls ¢ RISk Remova[/Mlt’gath
ili Marketing st 9§ 5
agl I |ty Marketing ol v A Employee Happiness / Engagement

5 ) e 7 Implementation Cost “

Software licensing

Incremental Operational Cost
Ootercoss @ (& |

. [otalRecurring Costs W & | —— Strategic Alighment
Local ownership; Group Feasib‘futy &
accountability

Payback years




Short term investment, driving ambition for sustainable
double-digit growth

Revenue
growth p.a.

Underlying
operating profit
growth p.a.?

EPS growth
p-a.

38 Source: Rightmove.

1.Indicative ranges are based on current internal planning assumptions. Given the long-term horizon, outcomes may differ materially due to a range of risks and uncertainties..
2. Stated before Digital Services Tax impact (2% of eligible revenues over £500m, accounted as a P&L expense) when applicable.

Investment stage

2024-2025 guidance (2026-8)1 2030 ambition?

Strengthen Core
7% to 9% 8% to 10% >10% Increase diversification

New wallets unlocked
Disciplined investment

4% to 9% 3% to 10% 212% Short-term lower margin
Productivity gains
Continued highly cash-generative

4% to >10% 5% t0 12% >15% model

Investment drives higher exit rate
Ongoing buyback

Q
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Our capital allocation policy remains consistent

Organicinvestment & Inorganicinvestment & Excess capital returned
* Disciplinedinternal return Buy vs build * Progressive dividend
framework Criteria: * Ongoing share buy back

Focus on earnings

* Strategic acceleration
* Platform: IP/data, quality
* Value-accretive

High bar

Underpinned by robust, flexible balance sheet



Summary

rightmove &




Next 5 years: what's changing and why

Continuing @) Accelerating &)
Huge UK opportunity Al external landscape
Leading position within Al central to all Rightmove does
UK property ecosystem

Powerful network effects and data Near-term acceleration in:

—_—

e Consumer innovation N Sher produc ity

(]
>
o
£
]
L
2
(2 4

* Al-poweredoperations L . gstained
* R&D for new growth double-digit growth

Q

Continuing investment / growthin
existing business areas




Q&A

Strong
foundations

UK property
market
Large and growing

Digital platform
Capital-light =
High returns on
capital

Sustainable
business model
B2B subscription-
led, deliversin all
market conditions

"The leading

platform

Central position
in the property
ecosystem

Powerful dataand
network effects
First-party data
drives

e partnervalue;

* iconic consumer
brand; and

* innovation for all

Bl Together with:

A clear, expanded
growth strategy

Targeted

confidence

Data-backed
innovation

Experienced
board and

management

to deliver...

' Significant value
creation

A larger, diversified
Rightmove

{

Double-digit revenue
and profit growth

{

High cash conversion

(

All surplus cash
returned to
shareholders
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Disclaimer

Certain statements made in this presentation are forward looking statements. Such statements are based on current expectations and are subject to a number of risks and uncertainties
that could cause actual events or results to differ materially from any expected future events or results expressed or implied in these forward-looking statements. Forward-looking
statements speak only as of the date of this presentation. Undue reliance should not be placed on forward looking statements.

rn

Certain of the industry and market data contained in this presentation has been derived from Rightmove plc's (the “Company’s”) own internal research, knowledge and experience of the
market. While the Company believes that such data is reasonable and reliable, both it and the underlying methodology and assumptions have not been verified by any independent
source for accuracy or completeness and are subject to change without notice. Accordingly, the Company makes no representation as to the accuracy or completeness of the industry
or market data contained in this presentation and no reliance should be placed on any of the industry or market data contained in this presentation

The presentation is being provided for information purposes only. The information contained in the presentation does not constitute or form part of, and should not be construed as, an
offer to sell or issue, or the solicitation of an offer to buy or subscribe for, securities or other financial instruments of the Company or any of its subsidiaries in any jurisdiction, or an
inducement to enter into investment activity

This presentation is being made only to, and is only directed at, persons to whom this presentation may lawfully be communicated (“relevant persons”). Any person who is not arelevant
person should not act or rely on this presentation or any of its contents.

Q
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Rightmove by the numbers?

96%
Home-mover awareness
1in2

UK adults use the Rightmove
website at least once a month

>85%

Direct and organic traffic

93%

Net recommend score

>68bn

Consumer signals per year

>23,000

Minutes user testing per year

Data

45 1. Sources and notes on following page.

>80% c.19,000

Consumer time

6in10 >3,000

Rightmove web-users
exclusively visit Rightmove

1in5 <3%

UK adults opt into our marketing : Largest partner as % of revenues

>7m 96%

Enhanced consumer profiles

>500,000

Recorded sessions per year

>25,000

Survey responses per year

Core Membership

Partners outside Core

Agency retention, H1 25

c.10,000

Properties uploaded per day

>39,000

Partner meetings, H1 2025

>55,000

Rightmove Hub subscriptions

>80%

Agents with us for 25 years

>50%

Spend above monthly threshold

>100m

Historical property listings

>985m

Property images

Q
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Rightmove by the numbers: Notes

Figure

Source

96% home-mover awareness

YouGov, Profiles, 12 months to 24 March 2024 from We Are Unchained's The Voice of the Agent 2024.

1in 2 UK adults use the Rightmove website at
least once a month

Google Analytics, 12 months to September 2025 (unique website users only; excludes app). UK adult population of c.55m (Source: United Nations,
Department of Economic and Social Affairs, Population Division (2024). World Population Prospects 2024, Online Edition. 2025 estimate, medium variant)

>85% direct and organic traffic

Google Analytics, September 2025. Comprises consumers directly opening the app on their device, visiting the site via a bookmarked link, typing a Rightmove
URL directly into their browser address bar, clicking through a link to site within their browser history, typing “Rightmove” into a search engine.

93% net recommend score

The Voice of the Agent 2025, YouGov Profiles, 31 August 2025.

>80% consumer time

Comscore MMX® Desktop only + Comscore Mobile Metrix® Mobile Web & App, Total Audience, Custom-defined list of Rightmove sites, zoopla.co.uk,
primelocation.com, onthemarket.com, United Kingdom, September 2025 (most recent data available).

6in 10 Rightmove users exclusive to Rightmove

SimilarWeb (web and mobile only), 1 July —30 September 2025: Rightmove sites, Zoopla.co.uk, onthemarket.com.

1in 5 adults opt into Rightmove marketing

>10m unique active users receive email/SMS marketing and/or property alerts (Source: Rightmove), compared to c.55m UK adults (UN source above)

>7m enhanced consumer profiles

Rightmove, September 2025.

€.19,000 Core Membership

Rightmove, H1 2025. Estate Agency branches + New Homes developments.

>3,000 Partners outside Core

Rightmove, September 2025. Number of billing entities outside Estate Agency and New Homes.

<3% largest partner as % of revenues

Rightmove, H1 2025.

96% agency retention

Rightmove, H1 2025.

>39,000 partner meetings, H1 2025

Rightmove, H1 2025; all partners.

>55,000 Rightmove Hub subscriptions

Rightmove, unique users with a Rightmove Hub account, as at September 2025.

>80% agents have been with us for 25 years

Rightmove. All estate agent partners, as at September 2025.

>50% spend above monthly threshold

Rightmove, independent estate agents, September 2025.

>68bn consumer signals per year

Google Analytics, 12 months to 30 September 2025.

>23,000 minutes user testing per year

Rightmove, minutes of consumer or partner engagement via UserTesting platform, 12 months to 30 September 2025.

>500,000 recorded sessions per year

Rightmove, on-site consumer and partner surveys via Hotjar platform, annualised monthly average of January to September 2025.

>25,000 survey responses per year

Rightmove, Hotjar, annualised monthly average of January to September 2025.

¢.10,000 properties uploaded per day

Rightmove, all properties uploaded, 12 months to 30 September 2025.

>100m historical property listings

Rightmove, as at September 2025.

>985m property images

Rightmove, as at September 2025.
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Strategic Growth Areas: Forward Strategy

Commercial

Mortgages

Rental Services

Finalise foundations

User: searchresults page,
property details page

Partner: embed new API,
Rightmove+ enhancements

Product-led growth

Drive consumer engagement

Add products and packages to

drive ARPA

Evolve products to specific
niches

Nurture from MIP result stage
to mortgage application

Product iteration to maximise
engagement, e.g. Al chat,
mortgage toolintegrationin
search, increased

personalisation, app
enhancements

Entry points and integrations
for brokers

Ongoing brand marketing

. National scale

Trial roll-out of Enquiry
Manager and Enhanced Leads
to Lettings partners

. Incremental partner monetisation

Rent Guarantee insurance

Consumer monetisation

Adoption of Renters Checklist

Connect to broader
Rightmove consumer base
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Highly attractive financial metrics

N FY I H1 I H2

Revenues (Em)

2006
2007
2008
2009
2010
2011
2012
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2018
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2020"
2021
2022
2023
2024
H125

Underlying EBIT (€m)
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Source: Rightmove, as at 30 June 2025.

Capital return

* >£700m dividends since IPO

* Allremaining free cash returned through buyback
(>£1.4bn; >40% of allissued shares repurchased)

 Simple capital structure

1. Rightmove provided c.£90m of discounts in 2020 to support partners through the COVID pandemic; discount assumed to flow through at 100% margin.

2. Rightmove focuses on Adjusted Operating Profit (EBIT before share-based payment charges).




