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1) For the 12 months period of October 1, 2024 to September 30, 2025; 2) Numbers aligned to reported consolidated financials statements (without any adjustments)

@ About Us

@ Global Reach

Affle Overview

Global technology company enabling Al-led
solutions in digital advertising, driving
performance across connected devices

Delivers consumer recommendations and
conversions through relevant mobile
advertising for leading global brands

ROI-driven CPCU

Business Model

Affle boasts a global reach across all key
regions including Asia, North America,
South America, Europe and Africa,
encompassing both developed and emerging
markets

26.9%

Developed Markets
Revenue - H1 FY26

73.1%

India & Emerging Markets
Revenue - H1 FY26

~
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O Business Credentials

Affle Consumer Platform Stack powers
integrated consumer journeys for marketers
to drive high ROI, outcome-led advertising
anchored on our CPCU model

o Al/ML deep learning algorithms powered by
our in-house Data Management Platform

3.8 Billion'

Connected Devices

Financials?

~

Rs. 22,663 mn

5-yr Growth FY2025

Revenue Q 4.4x
Q 3.7x
Q 3.7x

EBITDA

\PAT

Rs. 4,832 mn

Rs. 3,819 mn/

afffe
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Q Tech Capabilities

Tech IP addressing privacy & ad fraud
o R&D focus with a strong patent portfolio
o DPTM accredited
o 1SO 27001:2022 certified

Total 36 Patents

16 Granted; 20 filed & pending

Converted Users

0 \

Performance-driven CPCU Conversions
(In million)

257
72

195
105 I
[ |
\szozo FY2021 FY2022 FY2023 FY2024 FY2 y
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Affle Consumer Platform with multiple DSPs | Simplifying and unifying the ecosystem

3.8Bn+

Powerf
ul Demang Stack —, — Reach 0 connected D

Consumer Platform Business

Advertisers

2,

Demand-Side
Platforms
Use-Cases
") appnext

h

* Jam New User
.ampp Acquisition

L.

MIMDSP

eeeeeeeee affle

*MEDIASMART
anaffle company

Retargeting

Branding

Data
Management
Platform

Al / ML
Advanced
Algorithms

Multiple Patents
filed & granted

Verticalization

& J
Y

Industry Categories

CPCU Model

Shoppers

ConvergeAl
Supply Cloud

¢ Cloud Optimization
o Supply Optimization
o Fraud Prevention

e Data Privacy
Compliance

CONVERGEAI

D
powered by af f Le

W Faas

Conversions

Average
CPCU Rate

Supply-Side
Platforms

OEMs &
Operators

Direct
Partnerships

Walled
Gardens

Consumers




Key Investment Highlights affle

Performance driven end-to-end mobile tech platform powered by technology and innovation

Robust intellectual property (IP) portfolio addressing data privacy issues, ad fraud and futuristic tech use cases
Long term industry tailwinds remain well grounded

Leading position in India, operating in a market with substantial barriers to entry

Affle 3i vision guiding Company’s growth strategy in the third decade

Strong track record of growth and profitability

Affle Culture | Entrepreneurial & committed team, robust governance, thought leadership and sustainability
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0 Performance driven, high ROl CPCU business model affle

98.8% of Revenue from Contracts with Customers contributed by CPCU model in H1 FY2026

&

New user conversion Existing user repeat New/existing user
(online) conversion (online) conversion (offline)

vonsal| YOUT OrCer f0r Fur Whots is
confrmed. We'd ike 1305t some
hancbags 10 go with ¢

FULL MEALS AT
HALF THE PRICE

Cat GO'% off’ on your ™ arder

—
=

1like pearl white. Show me m
more

A

” an—.

¥7,697 37968 57%off
SHOP NOW

Use Case - Driving footfalls and

Use Case - Target interested user to transactions at physical retail stores
complete the transaction (e¥10)

Use Case - Targeted new user
acquisition optimized to in-app
transaction/registration/event
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€@ Consumer intelligence driven end-to-end mobile tech platform

Data and quality focused mobile advertising platform-based solution

Publishers integrated
over SSP/API1

@omMp\ — .o

Appographlc data
Commerce data
Intent data

‘@krB

N> .::‘

- Real-time Fraud checks Engaging Rich media, video &
ProgrammatlF outreach over to help reduce ad fraud and native ad units to maximize
Trading Desk enhance quality ad experience

Note: 1) SSP - Supply Side Platform; API - Application Programming Interface; DMP - Data Management Platform
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€ mDMP - Enabler of our CPCU Business affle

Usage Affinity Intent Affinity

Product Affinity

Be %
.,\, -

- P
Who will be the Who will be the What product will
next user? next shopper? they buy?
3.8Bn+ 100+ 40+ Advanced Internal
Connected Pre-Defined Interest Al / ML AfflelD For
Devices Segments Categories Models Each Device




0 Technology and innovation powered growth

afffe

Affle Platforms enabling an omni-channel connected ecosystem

Asset light, automated and scalable platform

anaffle company

{ *MEDIASMART

affle

IDENTIFY USERS & OPTIMIZE
Cross Screen Programmatic advertising with ' ‘ { @ne\g_@g!} : [ OU"TG
i t th high i tCTV &
e e P2 @DMP @ Faas User Acquisition (UA) focused ad platforms

Video )
CONVERGEAI across Programmatic, O&0O & Walled

Gardens for SKAN and non SKAN users
4«

| damep | IMDSP | RevX

ana ampany

Re-engagement and Retargeting led
platforms

Flexible and scalable

Growth in Self learning & .
More ads _, connected predictive —» Delivery of
delivered devices algorithm targeted ads
reached

Strong network effects

— Generate actionable outcomes, more
businesses to use Affle’s platforms

In-house platform leveraging cloud
computing infrastructure
— Securely process and store large scale data

Proprietary and real time (RT)
— RT prediction and recommendation algorithm

Research & development (R&D)
— 20+ years of focused R&D and innovation

@O ®




A
o Robust IP portfolio addressing data privacy issues, ad fraud affle

and futuristic tech use cases

Global Tech IP Portfolio

Total 36 Patents with 16 granted
and rest filed & pending across
jurisdictions

Award-winning Ad Fraud
Detection Platform

Affle’s mFaas: Real-time solution
for addressing digital ad fraud,
with multiple patents granted
and/or filed

Global Accreditations

* Data Protection Trustmark
certified

* [SO 27001:2022 certified

Artificial Intelligence
Machine Learning
Deep Learning

Note: 1. For the 12 months period of October 1, 2024 to September 30, 2025

Unified Consumer
Tech Proposition

3.8 Bn' Connected
Devices Reached

20+ years of focused

R&D and innovation

Real-time Predictive

Algorithm

Powering Futuristic
Tech Use Cases

| 0




A
e CPCU monetization maximizes ROI for advertisers...Remainsa affle
long-term structural growth driver

New User Acquisition Getting Repeat Transactions Online and Offline Marketing

m # Global App Installs Ad Spend (USS bn) 0 0 P m Offline Retail Market in India (USSbn)
p-se
233 - " % . ThGR ./ N
ross-se [ %
32 B 1,605
- Increase frequency of purchase / 860
make non-active shoppers v
2021 2026E re-engage or purchase -
2022 2030E
® # of Online Shoppers in India (mn) : — —
550 Internet users in W Online advertising with integrated
India (2022) measurement for offline resultant v
290 ¥ actions
Online shoppers W Omnichannel consumer experiences
- in India (2022) leveraging unified online to offline v
2022 2030E intelligence
o Advertisers will continue to invest o Companies spend huge ad-$ to make existing o Affle enables offline footfall & transactions
resources to attract first-time app users customers shop more with incrementality measurement

CPCU is the most efficient model for advertisers to target users across all use cases

Source: Sensor Tower Store Intelligence, Bain & Co., Hootsuite, IBEF, Deloitte, Company Estimates




Leading position in India, operating in a market with af fLe
substantial barriers to entry

Strong track record in fast growing Indian market characterized by low prevailing CPCUs and other unique challenges

Indian market - substantial barriers to entry af f Le Strategic advantage

Familiarity with local demographics
Wide variation in shopping patterns

by audience segment makes optimization of
marketing spends challenging v" Predictive algorithm and strong network enabling
precise consumer targeting

Disjointed
demographics

Track record of working with Indian brands

(=)

é’g Price India remains a low CPCU market vs. other v Track record of profitability in the low CPCU Indian
B> / sensitivity global markets market
User Onl] ne commerce pene'Fratlon is still lowin v" Extensive connected devices reach, proprietary
. India and thus challenging to convert
behaviour : technology and local knowledge
transacting users

Source: Company information, Frost & Sullivan Report titled “Industry Insights on the Advertising and Ad Tech Market”, 2021




© Affle 3i Vvision: Powering 10x Decadal Growth

)
’ﬂ !nnovation
affle Jyms

N/ N7 ~

iInnovation Impact intelligence

Leading with platform & Maximising measurable business Leveraging Authentic,
product innovation powering outcomes driving real-world Actionable and Augmented
the connected ecosystem impact Intelligence (Affle Al)

Al-driven hyper-contextual Inclusive, democratized access Al agents to enhance
creative generation at to media for brands of all sizes operational productivity
exponential scale




e Affle Strategy | Targeting high growth markets and industry

segments

afffe

Verticalized approach within fast-growing resilient industry segments across
E, F, G, H Categories driving 100% of our revenue

Global business anchored in Emerging Markets
(INDIA, SEA, LATAM & MEA)

Category E

\5 E-commerce

Online marketplace for shopping and
retail

g Entertainment
p Apps for casual consumption of

entertainment content & activities

o - \» Edtech
@ Apps for education & learning through

online channels

Category F

@ Fintech
Apps enabling online payments or

delivering financial products & services

f_ Foodtech

Apps for online food ordering and F&B
related supply chain services

:. FMCG
Brands promoting wide range of everyday
goods & items across categories

Category G

Gaming
Apps for gamers with skills and gaming
related money & transactions

B3
o Groceries
Marketplace for ordering groceries and
having it delivered to doorstep
i

Government

Facilitation of government services /
distribution of citizen services

Category H

Healthtech
%

Spanning across a range of medical,
healthcare & wellness related services

@5 Hospitality & Travel
|H Services related to hotels, travel, ride-
hailing, auto, and more

A. Home & Other Utilities

Brands promoting range of household and
utility related products & services

B\
B/

,;3 xap a3 :
2y N
¥

@ Other key markets:
Europe and Africa

® Primary markets:
Asia, South America and
North America

@ 3.8bn+ Connected Devices Reached Globally
] 14




o Strong track record of growth and profitability

Annual Performance Trend (Consolidated) Revenue CAGR 44.7%

EBITDACAGR 38.9% |

r-—-----

PAT CAGR 38.7%
% 0 TTTTTTTTTTmT T
1-FY
caGR Y2
22,663
18,428
Particulars in INR million 14,340
10,817

5,168 4,832

1 ’ 3,819
2,131 1.834 2,888 2 453 3,600 7 973

- = _

FY2021 FY2022 FY2023 FY2024 FY2025

B Revenue from Operations ® EBITDA B PAT

Note: 1) Normalized PAT (Refer respective quarter’s earnings presentation for the detailed working)




o Strong track record of growth and profitability

Half-yearly Performance Trend (Consolidated) Revenue CAGR 31.2%

EBITDACAGR 34.6% |

r-—-----

6) PAT CAGR 32.3%
) itk
w2 ™
CAGR (
12,675
10,624
particulars in INR milli 8,379
articulars in million 7,021
4,272
2,178 2,858 2,160
871 7061 1,394 1,1391 1,653 1,330 ’ 1,786 . ,
H1 FY2022 H1 FY2023 H1 FY2024 H1 FY2025 H1 FY2026
B Revenue from Operations = EBITDA EPAT

Note: 1) Normalized PAT (Refer respective quarter’s earnings presentation for the detailed working)




0 Cashflow Trend and Return Ratios (Consolidated)

afffe

Operating Cash Flows* (Rs. mn)

1,032

FY2021

FY2022

c& )

2,603 2,623

2,060 |

FY2023

FY2024

4 260

FY2025

I
I
I
I
I
I
I
I
I
I
I
I
I
I
I
I
I
I
I
I
I
I
I
I
I
I
I
I

1,832
1,459

H1 FY2025 HI1 FY2026

Assets
6,402
14,063 B
15,040
Cash & Goodwill & Contract Assets &

Liquid Investments Intangibles Assets Trade Receivables

Equity & Liabilities

4,389
32,561 351 m
Total Total Contract Liabilities
Equity Borrowings & Trade Payables

Note: 1) FY2021 OCF was adjusted for Deferred Tax Liability on account of Goodwill of INR 14.18mn (one-time expense);

*Operating Cashflow includes impact of FCTRs (Foreign Currency Translation Reserves) as per IND AS

3,636

Assets & Liabilities (INR mn) - As of Sep 30,2025

39,140

Other
Assets

1,838

Other
Liabilities

Total Assets

39,140

Total Equity
& Liabilities

| 17




afffe

© Revenue Growth Trend (Consolidated)

Revenue from Operations (INR mn) Market-wise Performance (H1 FY2026)

Revenue Split

m India & Emerging Markets

» Developed Markets
6,467

Q.
6,017 6,023 6,207
5,429
4,987 5,062 5,195
313 Broad-based Growth Across Markets (Y-o-Y)
4,066
3,475 3, 546 3 558
India & Emerging Developed Markets
Markets 20.0% Y-0-Y
19.0% Y-o-Y

Ql Q2 Q3 Q4 QI Q2 Q3 Q4 QI Q2 Q3 Q4 QI Q2
FY23 FY23 FY23 FY23 FY24 FY24 FY24 FY24 FY25 FY25 FY25 FY25 FY26 FY26




0 Profitability Growth Trend (Consolidated)

afffe

EBITDA (INR mn) & EBITDA Margin (%)

21.8% 22.2% 22.5% 22.6%
8%

21.4%

20.99
20.3% 20.0% 20.2% 20.1% 09%

19.2% 19.4% 19.4%

1,461
1,314 1,340 1,397

Loas 11133
967 980
o 572
687723| 7167| I‘ ‘

QI Q2 Q3 Q4 QI Q2 Q3 Q4 QI Q2 Q3 Q4 QI Q2
FY23 FY23 FY23 FY23 FY24 FY24 FY24 FY24 FY25 FY25 FY25 FY25 FY26 FY26

19.8%

Note: 1) PAT for select previous quarters may be normalized to exclude any impact of non-cash gain on fair valuation of financial instruments and any such exceptional item. Refer respective

quarter presentations for a detailed PAT working

Profit After Tax' (INR mn) & PAT Margin (%)

Lers

in all quar

16.7% 16.4% 16.1% 16.1% 16-6% 16.5% 16.5%
15.4% 7% 15.1% 15.1% 15.9% 18-74 75

1 002 1,031 1 0551 105

875 866
624 662 668
| iii | | | || |

Q1 Q2 Q3 Q4 Q1 Q2 Q3 4 Q1 Q2 QB M Q Q
FY23 FY23 FY23 FY23 FY24 FY24 FY24 FY24 FY25 FY25 FY25 FY25 FY26 FY26

| 9




=
0 CPCU Business | Half-yearly Performance Trend (y-0-y) affle

# No. of Conversions (mn) x Average CPCU (Rs.) CPCU Revenue (Rs. mn)

*All numbers are on a consolidated basis, unless otherwise stated
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0 CPCU Business | Conversions Trend affle

Number of Conversions (mn)

Y-0-Y growth in all quarters

7 - Q2 CAGR

{ 1‘y -’

N 23 N0~

""" 109.0
. 008 94.8
83.8 '
637 72.0 | ‘
Ql Q2 Q3 Q4 Ql Q2 Q3 Q4 Ql Q2

FY24 FY24 FY24 FY24 FY25 FY25 FY25 FY25 FY26 FY26

*All numbers are on a consolidated basis, unless otherwise stated
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. . affle
€@ Entrepreneurial & Committed Team and Robust Governance

Dr. Hanny Kusnadi
Non-Executive
Independent Director

Reshma Prasad Virmani
Non-Executive
) Independent Director

Anuj Khanna Sohum
Chairperson & Managing Director
Chief Executive Officer

. ) . Dr. Simon Chesterman Sanjiv Kumar Chaudhary
Anuj Kumar Kapil Mohan Bhutani : Non-Executive Non-Executive
Non-Executive Director Chief Financial & Independent Director Independent Director

Chief Revenue & Operating Officer Operations Officer g A < 4

Piyush Gupta
Non-Executive
Independent Director

Vivek Narayan Gour
Non-Executive

Martje Abeldt Director

Chief Executive Officer ==

(RevX)
Advisors to the Board

Richard Alan Humphreys
Advisor of Affle 3i Limited, Director of Affle
Holdings Pte. Ltd. (AHPL)

Charles Yong Jien Foong
Non-Executive Director
Chief Architect & Technology Officer

Eran Kariti
Chief Technology Investment
Officer

Vipul Kedia
Chief Operating Officer
(India & EMs)

Jay Snyder
Advisor Affle 3i Limited
Independent Observer, On Board of AHPL

Guillermo Fernandez Sanz
Chief Technology Officer
(Mediasmart)

Viraj Sinh
Chief Strategic Initiatives
Officer




0 Affle Culture | Tech & Thought Leadership

@newton

-

afffe

Affle launches Al agentic
capability on iOS ecosystem

Niko is a groundbreaking Al co-pilot,
engineered to automate real-time,
performance-led app growth.

/)newton

pomensavy af f Lo

A Hat-Trick of Wins for Newton

at

Recognized for redefining app marketing with Al,

automation & creative intelligence

{Jappnext x HONOR

¢ Announce Strategic Partnership to

Enhance Mobile Experience
Across EMEA

Revis

Proud to share our wins at

i BRAND EQUITY

MARTECHT

AWARDS'25

Fintech Mobile Marketing Platform

~

MARTECHT

AwaRO

GRANTED IN US

Method and System for Hardware &
Software Based User Identification
for Advertisement Fraud Detection

GRANTED IN US

Method and system to encode
user visibility count

RECOGNIZED BY {2 singular

Jampp ranked as the #1 growth platform

. #2 Absolute share gainer

#20s growth gainer

v R
Y #1 .. Fastest-Growing Platform

; #2 ‘E Absolute Share Gainer

3
1% ios share Gainer
V"

Quarterly Trends Report. Singular

*MEDIASMART
vle

WINS

R
t ttonmeh compolgn
RS

AWARDS 2025

Newton is now
Apple Ads Partner

il
, *MEDIASMART

sowered by af f e

WINS 4
_@__ , ¥ e
o

Most Effective Use of Al, Location-based or

Best Omni-Channel
i g

ata ytics,
learning for a Campaign
& Business Optimisation

y :
Campaign of the Year

@

s | B2

*MEDIASMART
pomered by af f (e I
WINS

_Ot_

Integrated Digital

g . Use of AdTech
Marketing Campaign

DigiPlus
Fest’25

MAYBELLINE

Wavemaker £MEDIABRANDS

Announcement
)
(&
ROI

INDEX
2025

TOP AD NETWORK

vou el

YouAppi
Ranked as a
Top ROI-Driving
Ad Partner

‘ Ads Partner

& Marketing Automation



€@ Affle Culture | Inclusive ESG Initiatives

afffe

Our Guiding Values Proactive Adoption of ESG Reporting

a Innovation
) agility
a Leadership
e Integrity

Social
Consciousness

*As of May 18, 2023

" A
O
O 1

. People-oriented

Culture

Responsible
Business Practices

Uplift the Society Sustainability

Principles Repay the Planet

Integrated Annual Report 2024-25

g

<

sl

<

Dedicated ESG
Committee

Key GRI Principles
& Sub-Factors
Reported

10 UNSDG Aligned

20.5 Sustainalytics
ESG Risk Rating’

] 24




€@ Affle Culture | Inclusive ESG Initiatives

afff

1
1

N —
a f‘ f’ L e Discover & Identify Acquire & Engage Re-Engage & Transact Menu —
Welcome to the Affle India ESG Profile ESG
WORLD
~-All Factors-- v ] l —-All Keywards-- v ] l ~-ESG World Framewark- v
Last Updated: 09 Jan 2024 Public Views: 2,534 & Company Appraved Profile @D ESG Profile

) ESG Factsheet
) ESG Doculink

= ]

Subfactor Keywords DocuLinks Factsheet = Highlignts

Management Approach

Massage from Chairperson of Sustainability  Board of Directors Chairman )

At Affie, we recognize the importance of integrating sustainability across our organisation. We continug 1o benchmark our governance, ESG practices and financial reporting with industry
Committee leading standards. Our proactive adoption of ESG in FY2020-21 and perpstual initiatives towards enabling a sustainable well-governad ecosystem reinforces our commitment towards
inclusive value ereation for the stekenolders and the soclety at large. During the year FY2023, we cantinued our efforts of implementing sustainable business practices across organisation,
focused on: 1. enhancing cyber security and data protection canabilities to ensure the security and privacy for our customers and 2. creating an inclusive warkplace fre from all forms of
siscrimination and harsssment. D7 the Eovernance front, our E5G Committes conducts regUlar svalUAtions of the Company’s ESG practices. We assess al critical policies to snsure that thay
align with our velues & objectives and integrate sustainability cons derations intoall our business processes, corporate decisions and strategic goals. In order to reinforce our palicy
framework, during FY2023 we have introduced two new policies, namely the ESG Policy and the Vendor Cod of Conduct. Additionally, w have revised and updated the BRSR and IT
Hardware Standards Policy to promots business susteinability and foster long-term rasilience. With the aim of positive Impact towards a batter tomorrow, Ais is broadening its
sustainability initiatives and working more closely to address previously identified major material topics which have high relevance to its business

Messaze from Group CEO Board of Directors Chist Iy Anu] Knanna Sohum (Managing Director and Chisf Exscutive Officer): We will continue to sugment our zlobal markst position to power our ambition of scaling over 10Bn connected davices
Executive Officer powering integrated omnichannel onling and offline consumer journeys, as well as leveraging our care R&D capabilities towards responsible integration of Generative Al technology. Asa
responsible corporate citizen, we have always upheld business integrity and sound governance as the cornerstone of consistent stakeholder valus creation. We have taken proactive
measures towards E5G reporting and implemented various policles that promate sustainable business practices. Our pursult of excellence In corporate governance, risk management and
sustainability inftiatives nes enablad Us to merzs &8 & rasilisnt orgenization

Company Overview ® Overvievi: Afle India is & global technology company with proprietary consumer intelligence platform that delivers consumer ngegements and through relevant
mabile edvertising. Affle powers unique and integrated consumer journeys for marketers to drive high ROL messurable outcome-led advertis ng through its Affle2.0 Consumer Piatform
Stack; Mission: Drivan by passion, innovation and entrepreneurial commitment, Afflers create sustalnabie valus for staksholders slobally, throuzh our consumer intelligence marksting
platform for consumer acceptable ads, recommendations and conversions on connected devices

Company Overview

£56 & Core Pillar of Strategy Strategy We recognizs the Importance of intezrating sustainasility across our organization and aim to achisvs innovative, intallizsnt and sustainabls outcomes for all our stakeholdsrs and

communities we serve. Affle being in mabile advertising technology business, is significantly less resource intensive in terms of direct enviranmentel impact or related material inouts.
However, &5 & respansible company, we resolue to sccelzrats the svolution of E5G and further optimizs our resaurces to make & positive impact on people and the planst. Wit the growing
significance of climate action and the importance of a growth paradigm that benefits diverse stakeholders, we have embedded a strong ESG focus in eur sustainability strategy. We aim to
continually step up our efforts fo make a positve impact across £, 5 and G, with robust governance practices parficulsrly anchored to our ESG principles. We shall continus to examin our
broader role towards halistic upliftment of society at large while ensuring we remain one of the mest trusted partners of choice to pawer the cannected ecosystem for the advertisers
il

Mapped with Global ESG Reporting Frameworks

Y
{

Wy ’
SUSTAINABLE SEBI's and
DEVELOPMENT BRSR more...

G{ALS

==

As part of Affle culture, we
initiated proactive adoption
of ESG principles in 2021

Dedicated Sustainability
section with comprehensive
ESG profile available on
Affle’s website

Mapped with Global ESG
eporting frameworks

ESG profile: Click here



https://affle.com/esg-profile

Affle Consumer Platform Case Studies




affle

PolicyBazaar | Growing online insurance in India through a full-funnel growth strategy

About the Advertiser policybazaar e~

PolicyBazaar, founded in 2008, is India’s largest online insurance platform, serving over 16 million

Indians. It is publicly listed and a fast-growing company in India. ”
HEALTH

Objective INSURANCE

PolicyBazaar wanted to increase its customer base for some specific products and increase the for Parents

monthly booking rates O 5% orscount
HEALTH

€ 30 Min Claim Assistance” INSURANCE

€@ Dedicated Relationship Manager for Parents

Affle Consumer Platform Solutions
Affle’s consumer platform delivered growth for PolicyBazaar through:

e Full-funnel strategy for high-LTV new & existing user conversions

e Leveraging on-device search recommendations to maximize visibility during key user

engagements
e App recommendations to target cohorts with higher affinity towards engaging and converting
for these specific insurance products “Affle platform’s full-funnel strategy helped us to
target new users while also e-engaging existing
Results users to convert. As we were targeting specific
. . s . product registrations, the robust recommendations
e Over 150K conversions delivered within Q2 FY26 itself helped us to reach high affinity users across regions
e >10% quarterly growth in conversions (Q2 FY26 vs Q1 FY26) and vernaculars."
e Consistent monthly growth in registrations among new users acquired Urmesh Chandra,

Head, Digital Marketing
PolicyBazaar.com

Note: (1) All case studies are based on First Party data consented and shared by the advertiser/agency together with Affle’s platform data; (2) Campaign Period: July 25 - Sept 25;
(3) The ads and/or platform modules/screenshots shown here are for illustrative purpose only




afffe

FetCh | Driving growth for a popular rewards app in US through a unique CTV led strategy

About the Advertiser

With the mission to make users’ life easier and more rewarding, Fetch helps consumers earn rewards
by buying the products they know and love. Fetch users have submitted more than 5 billion receipts
and earned more than $1 billion in rewards.

Objective
Fetch was looking for a growth channel to drive incremental reach beyond mobile. With that goal in
mind, Fetch identified CTV as a medium to diversify their acquisition strategy.

Affle Consumer Platform Solutions
Partnering with Affle’s Consumer Platform, Fetch delivered a high-impact cross-screen campaign that
effectively engaged CTV audiences and converted them into mobile app users driving incremental ROI
and ROAS. The strategy focused on:

e Targeting untapped audiences on CTV through our cross-screen identification technologies to
maximize mobile conversions

e Creating a seamless bridge between TV and mobile with Smart QR codes that led CTV viewers
directly to the mobile app store, reducing drop-offs.

e Measuring the impact of CTV ads on mobile engagements/ROI via cross-screen attribution

Results
o 58% quarterly growth in new user onboards (Jul-Aug ‘25 vs. Apr-Jun ‘25)

e 53% quarterly growth in sign ups (Jul-Aug ‘25 vs. Apr-Jun ‘25)

e High impact in brand metrics thanks to premium placements on top CTV channels

Note: (1) All case studies are based on First Party data consented and shared by the advertiser/agency together with Affle’s platform data; (2) Campaign Period: Aply2Z5 - Aep”25;

(3) The ads and/or platform modules/screenshots shown here are for illustrative purpose only

“Introducing CTV into our acquisition strategy was a
strategic move for us — and Affle’s Consumer
Platform rose to the challenge. Their proactive
guidance and precise execution helped us drive a
clear increase in installs and first signups.”

Abby Patton,
Associate Director of Performance
Marketing at Fetch




Casas Bahia | Delivering retail growth in Brazil amongst premium iOS users

About the Advertiser

Casas Bahia is one of the largest retail chains in Brazil, specializing in furniture and home
appliances. Founded in 1952, the company has over 800 stores in Brazil and also reaches customers
via its app.

Objective
Casas Bahia worked with Affle’s consumer platform to grow the reach and maximize purchases via
its app

Affle Consumer Platform Solutions
Affle’s consumer platform delivered business growth for Casas Bahia through:

e Campaign ROl optimisation based on Casas Bahia’s sales seasonality, leading to greater
campaign skew on key peak days to maximize impact

e Optimised Dayparting to dynamically align with periods of highest audience activity

e Multi-placement strategy to reach users across key moments on the App Store

Results
e >20% growth in conversions Q2 FY26 vs Q1 FY26, with more engaged users

e Over 15K high value premium conversions delivered within Q2 FY26

e Stable conversion rate (87%), maintaining strong efficiency across the user funnel

Note: (1) All case studies are based on First Party data consented and shared by the advertiser/agency together with Affle’s platform data; (2) Campaign Period: July’25 - Sep’25;

(3) The ads and/or platform modules/screenshots shown here are for illustrative purpose only

- Casas bahia (]
Casas Bahia: Comprar On...
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SW'Iggy Instamart | Driving revenue growth & engagements for high value d f f L e

Grocery quick commerce in India
Swiggy
e Instamart

About the Advertiser
Swiggy Ltd. is a popular public listed on-demand convenience platform in India. It’s quick commerce grocery
delivery platform, Swiggy Instamart, was launched in August 2020, and serves 100 cities across India.

Objective (®) =2z, | ARk
Swiggy’s Instamart, which recently launched its own app, wanted to maximize its presence and drive greater AL
transactions amongst high value iOS users, and also establish category leadership in a hyper competitive Delivered in 10 mins Molac: ¥ wtemant
environment. '  eETmiN
Affle Consumer Platform Solutions K i o 195

Affle’s Consumer Platform helped Instamart’s growth through: p ‘ 16 FREE
e 7,{ Dellvery
e Event-led scaling: Prioritized high-intent moments for scale ups, such as during valentine’s day, IPL, W=

champions trophy, and festivals.

e Custom Product Pages (CPP) with OpticksAl: Leveraged Affle’s proprietary OpticksAl platform to
build multiple custom product pages tailored to real-time events and offers, together with contextual

storytelling to maximize conversions. 50% growth

e Automation & Intelligence: Leveraged our Automation Engine for real-time bid/budget optimization, in quarterly
live campaign pacing, along with SOV tracking to stay ahead of competition. orders

Results (Q1 FY26 vs Q4 FY25)
e ~50% quarterly growth in Order Volume

e >10% growth in quarterly New User onboards

e Significant improvement in campaign efficiency by driving growth for higher converting new users Q4 FY25 Q1 FY26

Note: (1) All case studies are based on First Party data consented and shared by the advertiser/agency together with Affle’s platform data; (2) Campaign Period: Apr ‘25 - Jun ‘25 ; (3) The ads and/or platform
modules/screenshots shown here are for illustrative purpose only
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Naranja X | Fueling fintech success with privacy-first strategies in LATAM

About the Advertiser

Part of Grupo Financiero Galicia (BYMA/Nasdaq: GGAL), Naranja X is one of Argentina’s largest digital
banks, powering financial services for over 9.5 million users. As a leading credit-card issuer in Argentina,
Naranja X drives financial innovation and accelerates financial inclusion across Latin America.

NaranjaX

NaranjaX

Objective $5.000.000 ORGANIZA
Naranja X focused on acquiring high-value users who would be most inclined to open new active bank EN FRASCOS oo
accounts and engage with Naranja X’s full suite of in-app financial services. o b g

Affle Consumer Platform Solutions
Naranja X partnered with Affle’s Consumer Platform for User Acquisition, driving high-quality users that
converted into new account opens:
e Privacy-first performance: Implemented Apple’s SKAN 4.0 framework, securing full coverage of ID- | g __
less i0S audiences. =

.....

e Comprehensive creative strategy: A/B-tested multiple ad formats to identify creatives that drove
deeper engagement with Naranja X’s financial services. T

e Predictive spend allocation: Relied on ML models to dynamically allocate budget to the highest- We’re seeing great results with our current mobile marketing

converting time windows, scaling sign-ups while optimizing towards target ROI strategy—higher installs and more users completing their
onboardings paired with healthy CPI rates. Affle’s Consumer

Platform and hands-on support fit right into our stack, helping us

Results turn our ambitious targets into wins.

e 120% Growth in new users (June 2025 vs March 2025)
e 127% Increase in account opens (April 2025 vs March 2025)

Agustina Garcia,

Paid Media Specialist,
e 90K+ new accounts opens in the past 5 months (February 2025 - June 2025) Naranja X

NOTE: (1) All case studies are based on First Party data consented ad shared by the advertiser/agency together with Affle’s platform data; (2) Campaign Period : Feb-Jun’25 ; (3) The ads and/or platform
modules/screenshots shown here are for illustrative purpose only
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Pick n Pay | Reaching the most relevant shoppers in South Africa to drive growth

About the Advertiser

Pick n Pay is a leading multi-channel retailer operating since 1967 in South Africa and has over 1000 stores

in the region. It is a large public listed company with operations in 8 African countries.

Objective
The brand aimed to drive quality users while boosting first-time purchase on its grocery app, Pick n Pay
asap + SmartShopper.

Affle Consumer Platform Solutions
Affle’s consumer platform helped the app by:
e Comprehensive keyword strategy: ldentified high-volume, relevant terms and leveraged our Gen Al
multi lingual keyword recommendation tool, focusing on terms indicating strong purchase intent.

e Vernacular focus on 100+ high-performing keywords: Through A/B testing, MMP integrations, and
strong vernacular strategy, campaigns focused on ~100 high-performing keywords for full-funnel
impact.

e Brand keyword leadership: Targeted branded terms to achieve ~95% impression share ensuring
maximum discoverability and protection from competitor activity.

Results
e 55% increase in Return on Ad Spend (ROAS)

e #1 Paid visibility rank in Africa region

e 73% average Conversion Rate delivered within the Quarter (April-June 2025)

NOTE: (1) All case studies are based on First Party data consented ad shared by the advertiser/agency together with Affle’s platform data.;

modules/screenshots shown here are for illustrative purpose only

Eickn[Zay

5:37

supermarket app

(17
The integrated strategy allowed us to precisely target
users.The results speak for themselves. We've seen a real shift
in customer behavior, with a considerable amount of purchases
moving to the app, proving their deep understanding of mobile
marketing and our business objectives.

b

Kevin Metcalf

Head of Growth and Retail Media,
Pick n Pay

(2) Campaign Period : April-June’25 (3) The ads and/or platform
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99 Acres | Reaching relevant home buyers through Al-intelligence on premium iOS devices

About the Advertiser 99acres

99acres is a leading Indian online real estate platform and is part of the public listed InfoEdge

group in India AR

F 4]
Q. magic bricks © Cancel

Buy, sell, or rent
% 99acres - Property Search ® your property
i o - Joert o S

Objective
Scale the acquisition of high-intent premium iOS users while optimizing post-tap conversion
rates to generate quality conversions

= 99acres

Affle Consumer Platform Solutions — _‘ Welcome to 99acres
Affle’s platform solutions delivered success through: ” w

o Newton Intelligence to target high-performing time slots based on user behavior w - Q searncnes ocaves, procs

o Utilized Al keyword tools to capture both brand and high-converting category terms, e e
enhancing visibility and new user quality

e Executed a multi-placement strategy across Search Results, Product Pages, and the Search
Tab to maximize reach and relevance

e Continuously refined campaigns to maintain strong post-tap conversion rates for ROI $€l° )2
optimized conversions

Results (during Q4 FY25)
e 14% increase in new user onboards during the quarter

e 38% growth in conversions
e Tap through rates grew 91% Jan’25 Mar<25

Note: (1) All case studies are based on First Party data consented and shared by the advertiser/agency together with Affle’s platform data; (2) Campaign Period: Jan-Mar’25;
(3) The ads and/or platform modules/screenshots shown here are for illustrative purpose only




FREENOW | Growing high-value riders for urban mobility in Europe with d f f Le
advanced data science models

About the Advertiser
FREENOW is the Mobility Super App with the largest vehicle choice for consumers across many
global markets in over 150 cities. This leading app is backed by BMW Group & Mercedes-Benz

Mobility.

FREENOW V

Objective
FREENOW was looking to attract new users and encourage existing riders to book more taxi trips. _ TAXl _I_ []
Affle Consumer Platform Solutions mKE []I:I: g
FREENOW partnered with Affle’s Consumer Platform for New User Acquisition and App Retargeting,
successfully expanding their user base while keeping riders engaged and booking journeys:
e Leveraged advanced data science models to optimize campaign Return on Ad Spend (ROAS) o (T Vo avourits omieath.

one ride away

by analyzing multiple data signals

e Tested hyper-relevant custom creatives, such as Weather-Based Ads, that dynamically adapt
to real-time weather conditions

e Implemented Always-on Lift Measurement, enabling FREENOW to measure incremental Affle’s Consumer Platform is a valuable partner for us.

campaign impact accurately from day one Their growth platform seamlessly supports both User
Acquisition and App Retargeting, helping us attract
high-quality riders and drive incremental trips across a

Results :
variety of geos.

e 42% Increase in ROAS (Jan-Feb ‘25 vs Dec-Nov ‘24) ) .
e 11% increase in ride revenues (Feb’25 vs Nov’24) ;;;22;%2?;? I\j\:::(if:g’
e 20% Campaign Incrementality Lift (February 2025) Lead at FREENOW

NOTE: (1) All case studies are based on First Party data consented ad shared by the advertiser/agency together with Affle’s platform data; (2) Campaign Period : Jan-Mar’25;
(3) The ads and/or platform modules/screenshots shown here are for illustrative purpose only
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enjoei | Increasing repeat conversions for leading circular economy brand in Brazil

About the Advertiser

enjoei is a public listed Brazilian digital marketplace platform focused on fashion and lifestyle
products, offering a peer-to-peer model for buying and selling used items, with a focus on
transforming consumption habits, driving the shopping economy, and refreshing wardrobes.

enJoei *

Objective OFERTAS IMPERDIVEIS
Understanding the importance of nurturing users beyond the install to build long-term customer

relationships, enjoei focused on increasing repeat purchases from existing customers.

Sll\ll DIA TAMB

IPOM NO\

Affle Consumer Platform Solutions
enjoei partnered with Affle’s Consumer Platform for App Retargeting, leveraging our machine
learning technology and creative expertise to reach their ambitious ROAS goal:

e Predictive bidding for higher ROI: Our machine learning algorithms identified and engaged
customers most likely to convert, maximizing enjoei’s return on investment.

e Dynamic creatives at scale: Dynamic Product Ads allowed enjoei to showcase their extensive
catalog by automatically generating and testing multiple ad variations.

e Expanded reach across premium supply: Our dedicated Creatives effectively adapted enjoei’s  "Jampp has become a key partner in our

assets to scale across high-quality placements across all inventory types. Retargeting efforts. With the assistance of their
expert team, we are increasingly scaling our

campaigns and exceeding our established goals."

Results
e 171% increase in new buyers (Jan-Feb ‘25 vs Oct-Nov ‘24) Gabriela Cimino,
e 233% growth in Gross Merchandise Value (Jan-Feb ‘25 vs Oct-Nov ‘24) Digital Harketingisnatyst

. at enjoei
e 76% increase in purchase value (Feb’25 vs Jan’25)

NOTE: (1) All case studies are based on First Party data consented ad shared by the advertiser/agency together with Affle’s platform data.; (2) Campaign Period : Jan- Mar’25;
(3) The ads and/or platform modules/screenshots shown here are for illustrative purpose only
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|C|C| DireCt | Al-led approach to increase penetration amongst FinTech users in India

About the Advertiser @

ICICI Direct is one of India’s leading online trading platform that offers users to invest and trade pr ik

in stocks, IPOs, mutual funds, and more.

Objective
ICICI Direct wanted to grow its user base within the hyper competitive FinTech category, and
reach high value Apple i0S users looking to make online investments.

Affle Consumer Platform Solutions
Affle’s consumer platform helped the app by:
e Launched targeted campaigns with optimized scheduing in most active investment hours

e Automated bid optimization to ensure optimal visibility
e Multi-placement strategy to enhance brand awareness in search results

o Targeted Bid Optimization focusing on strategic keywords ensuring 100% Share of Voice
(SOV) for these critical search items

Results
e 30% quarterly growth in new user onboarding

e 10X growth account openings (Dec’24 vs Sept’24)
e Consistent Growth in campaign ROI

Oct’24 Dec’24

Note: (1) All case studies are based on First Party data consented and shared by the advertiser/agency together with Affle’s platform data; (2) Campaign Period: Sept’24-Dec’24;
(3) The ads and/or platform modules/screenshots shown here are for illustrative purpose only
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Localiza | Maximizing purchases for high value car rental users in Brazil

About the Advertiser
Localiza is one of the largest car rental companies in Latin America, founded in 1973, and is
listed on the Sao Paulo Stock Exchange (RENT:3)

Various models available
—
Book quickly & securely

Objective
Localiza wanted to reach new users on its app and maximize purchases from premium Apple i0S
users

Affle Consumer Platform Solutions
Affle’s consumer platform enabled Localiza to get new users and maximize purchases by:

e Adopting a multi-placement strategy by utilizing high-visibility on Product Pages and
Today’s Tab on Apple’s App Store

e Prioritized bidding in Portuguese keywords through Affle's Al Keyword Generator ensured
the highest share of voice for its targeted keywords in the vertical

e Dynamic bidding through Al-driven automation on the platform optimized the campaign for
customer acquisition cost at scale

Results
e >35% growth in monthly conversions during the quarter (Dec’24 vs Oct’24)

e >30% growth in Advertiser Revenue from the campaign during the quarter
e >40% increase in monthly campaign ROI (Dec’24 vs Oct’24)

NOTE: (1) All case studies are based on First Party data consented ad shared by the advertiser/agency together with Affle’s platform data; (2) Campaign Period : Oct’24 - Dec’24 ; (3) The ads and/or platform
modules/screenshots shown here are for illustrative purpose only
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Wallapop | Driving strong results in acquiring new listers in Europe

About the Advertiser

Wallapop is the leading free app for buying and selling second-hand products, championing a
sustainable approach to consumption through circular economy principles and fair trade.

@ wallapop
Objective ,
vendiendolo que nousas.

Wallapop was looking to attract new listers to start selling items on the platform and to turn “
existing buyers into sellers.

C ntroller PS5

a2
Affle Consumer Platform Solutions P % B
Affle’s consumer platform helped Wallapop connect with high-quality users and boost new product SReEl S "“
listings: . ~Qy

- ®e
T

P

e Multi-Event Optimization: Machine learning algorithms helped to identify and prioritize
events that had a higher probability of future conversions, boosting campaign performance

e Lift Measurement: Our proprietary incrementality platform used to optimise for incremental
campaign impact in real time

At Wallapop we are very pleased to have Affle as a

e Advanced Creatives: Built and tested a combination of advanced formats such as Dynamic partner. They deliver solid performance, attract

Product Ads and Tutorial Ads to maximize user interactions quality users and have even developed bespoke
creative formats for us, such as Tutorial and

Multiproduct ads, which align perfectly with our

Results growth objectives
o >90% annual growth in Listers in Italy (Q3 FY24 vs Q3 FY25) Julia Zucchino,
« >56% growth in Listers during the calendar year in Spain (Q3 FY25 vs Q4 FY24) Performance Marketing specialist

at Wallapop
e >90% Incremental lift in conversions (Nov ‘24, Italy)

NOTE: (1) All case studies are based on First Party data consented ad shared by the advertiser/agency together with Affle’s platform data; (2) Campaign Period : Jan’24 - Dec’24 ; (3) The ads and/or platform
modules/screenshots shown here are for illustrative purpose only

"IEES
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Shareholders Information and Financial Summary




Shareholders Information

afffe

Shareholding Pattern (As on Sept 30, 2025)

*Total Shares Outstanding - 140,640,216

® Promoters & Promoter
Group

® Mutual Funds / Banks /
Insurance / AlIFs / QIBs

= Flls / FCBs

m Others

* Includes 51,580 new equity shares allotted to ESOP trust of Affle 3i Limited for which
listing and trading approval was received during the quarter.

Brokerages Covering Affle

Institutional
Research
Desk

HNI / Retail

4 N 4 N 4 N
Citi Research Ambit Capital Avendus Spark
o
DAM Capital Mirae Research Anand Rathi
o J
4 N 4 N\ 4 N\
ICICI Securities Dolat Capital B&K Securities
o J o J
Elara Capital Amsec Equirus Capital
o J o J o J
Sharekhan ICICI Direct

Desk




Consolidated Financial Summary

affle

;! -
| |
n million -0-Y Growt -0- rowt -0-Y Growt
In INR milli | Q2 FY2026 | Q2 FY2025 Y-0-YG h| Q1FY2026 Q-0-QG h I H1 FY2026| H1 FY2025 Y-o0-YG h
Revenue from Contracts with Customers : 6,467 | 5,429 19.1% 6,207 4.2% | 12,675 : 10,624 19.3%
I
Inventory and Data Costs | 3,961 | 3,315 19.5% 3,780 4.8% : 7,741 | 6,515 18.8%
Employee Benefits Expenses | 632 | 567 11.3% 609 3.7% | 1,240 | 1,153 7.5%
Other Expenses : 414 | 414 (0.0%) 421 1.7% || 834 : 778 7.3%
EBITDA | 1,461 : 1,133 28.9% 1,397 4.6% | 2,858 | 2,178 31.2%
I
% EBITDA Margin |  22.6% | 20.9% 22.5% | 22.6% | 20.5%
I
Depreciation and Amortisation Expenses : 319 : 251 27.1% 259 23.3% | 578 | 444 30.2%
Finance Costs | 12 | 36 (67.3%) 18 (36.2%) : 30 | 74 (59.3%)
Other Income | 223 | 288 (22.7%) 172 29.7% I 394 | 539 (26.9%)
Profit Before Tax : 1,353 | 1,135 19.2% 1,292 4.8% | 2,645 : 2,201 20.2%
Total Tax | 248 : 215 15.4% 237 4.8% : 485 | 415 17.0%
Profit After Tax (net of non-controlling interest, if any) | 1,105 | 920 20.1% 1,055 4.8% 2,160 | 1,786 21.0%
| | |
% PAT Margin I 16.5% I 16.1% 16.5% | 16.5% | 16.0%
| | | |
% Effective Tax Rate (ETR) | 18.3% | 18.9% 18.3% I 18.3% | 18.8%
L 1 |




Disclaimer

This presentation and the accompanying slides (“Presentation”) have been
prepared by Affle 3i Limited (“Affle” or the “Company”) solely for informational
purposes. It does not constitute an offer to sell, or a recommendation or
solicitation of an offer to subscribe for or purchase any securities, and nothing
contained herein shall form the basis of any contract or commitment. This
Presentation is not intended to be a prospectus under the Companies Act, 2013,
or an offer document under SEBI (Issue of Capital and Disclosure Requirements)
Regulations, 2009, as amended.

This Presentation should be viewed in conjunction with the Company’s financial
results as disclosed on the stock exchanges where it is listed and is not intended
to be updated for any material developments occurring after the date of the
Presentation.

The Presentation includes certain non-GAAP / non-Ind AS financial measures and
operational key performance indicators (“KPIs”) including but not limited to
EBITDA, CPCU data, vertical-wise split, geographic data, client data and number
of connected devices, which are unaudited and may be derived from internal
management reports. These metrics are intended to offer additional insight into
our operating performance, as monitored by our management and Board of
Directors, and are based on internal methodologies developed to support
strategic and operational decision-making. These methodologies may involve
judgments, estimates, and assumptions that are intended to reflect the evolving
nature of the business and its priorities. As such, these metrics may not be
prepared in accordance with standardized accounting principles and may not be
comparable to similarly titled measures presented by other companies.

Certain statements in this Presentation are forward-looking in nature and reflect
management’s current views, plans, or expectations. These are based on various
assumptions and involve known and unknown risks and uncertainties, which may
cause actual results to differ materially from those expressed or implied. Such

affle

statements should not be regarded as guarantees of future performance, and
undue reliance should not be placed on them.

The information contained in this Presentation is not to be taken as any
recommendation made by the Company or any other person to enter into any
agreement with regard to any investment. You will be solely responsible for your
own assessment of the market and the market position of the Company, and you
will conduct your own analysis and be solely responsible for forming your own
view of the potential future performance of the business of the Company.

You acknowledge and agree that the Company and/or its affiliated companies
and/or their respective employees and/or agents have no responsibility or
liability (express or implied) whatsoever and howsoever arising (including,
without limitation for any claim, proceedings, action, suits, losses, expenses,
damages or costs) which may be brought against or suffered by any person as a
result of acting in reliance upon the whole or any part of the contents of this
Presentation and neither the Company, its affiliated companies nor their
respective employees or agents accepts any liability for any error, omission or
misstatement, negligent or otherwise, in this Presentation and any liability in
respect of the Presentation or any inaccuracy therein or omission therefrom
which might otherwise arise is hereby expressly disclaimed.

By attending this Presentation and/or accepting a copy of this document, you
acknowledge and agree to the above limitations and conditions, and specifically
represent and warrant that: (i) you will use this document solely for
informational purposes; (ii) you will not engage in any unauthorized
communication regarding the information contained herein with any employee,
director, customer, supplier, or regulatory authority without prior written
consent from the Company; and (iii) you are an eligible investor attending this

presentation.
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