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Today’s Experian

32 countries and
11+ industry sectors

c.150k B2B clients

c.$200bn in annual
healthcare claims
processed

may surprise you
P '
. £Xperian.

One of world’s largest
data and technology
companies

More than 200m
consumer relationships

Certified as #14 in
world’s best
workplaces

c.11k technologists
and product
developers

Consumer / B2B
connections driving
unique advantage

c.$19bn of annual
fraud losses prevented

c.$150bn market
opportunity across
several large verticals

Transforming and
unlocking innovation
WA

Delivering strong
financial growth at
excellent returns

We have re-invented Experian and have huge opportunities ahead
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A unique strategy, delivering strong and consistent value creation

Foundations

Superior data

Industry-leading products

World-class technology

Superior customer service

Operational
excellence at scale

Best talent. High-performing,
inclusive culture
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Lead next phase of credit Become

Maximise

risk, digital marketing, synergies pre-eminent consumer
fraud and identity finance platform

Key priorities Key priorities
Broadest, deepest, highest quality data Grow and deepen consumer relationships
Deliver through scalable, unified platforms Enhance premium products
Leverage advanced technologies and Al Build significant scale in marketplace
Scale globally Help consumers daily

Expand in new and under-penetrated markets Improve outcomes through
— |dentity, Fraud, Business Credit, Heath, consumer-contributed data

Auto, Verifications, Targeting Selectively expand in more bureau markets

Relationships with hundreds Relationships with hundreds
of thousands of businesses of millions of consumers



Our large and expanding value pools

. / \
Representative examples across the ecosystems we serve Structural Market Drivers
TAM Before TAM Today
F L] L | L] L] — — — —_— —_— _— —_— L] L] L | L] L] — — — —_— —_— _— —_— L] L] L | L] L] — — — —_— —_— _— —_— L] L]
e N N N : Ve ~ | | Expanding financial health needs
| consumer Understand Protect Im Find [ P J
i prove . . Save Time | PO
| Services <$5bn Credit Identity Credit Financial and Money $60bn+ ] | and opportunities — need for a
I \ Y, \__ Products J {_ Y, | trusted brand
: : |
| Fslnar!mal e ([ Eraud / ([ N ( Customer ([ Behavioural R I Acceleration of digital / Al use cases
ervices - i = = i = ] H
| <$5bn Credit Data Identity Analytics Acquisition Signals $55bn+ | - need for a compliant,
[ \_ AN AN AN Wy, interconnected platform
(" . N . )( Scaleand [ ~. . ([ h Growing demand for Al, automation
Health <$5bn N Hospital [ Medical New . Digital Front || Al-Enabled [ $10bn+ dat ng nalvti oluiions ina ’
Solutions Practices Door Solutions .a a a_ analy css: e
\ \__ Products J historically under digitised market
At _f Credit & _f Vehicle \_f Marketin \_f Decisionin \_f Fraud & N_ Rising demand for_fraud prevention,
g <S1bn Lending History g g Identity Sl transparency and lifecycle
- Z N -\ Z - optimisation
e Ve N N N N : i i "
Marketing [ESUOWI 0., | Dotal || BuySide | SupplySide | Third-Party | SN Shift to digital and rising °°";pft't'°"
Services i Identity Activation Activation Onboarding n for consumer attention — need for
\ J J O\ / better targeting across platforms
- J
Enhanced data and capabilities drives large and growing markets
oy
s
7 © Experian Public Business unit product level TAMs are not exclusive e
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Scaling our ecosystems

12

Qonsumer Services

i

Financial Services

yo \ yo N
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Health
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Automotive
- $0.4 A
2 503
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T

Marketing Services

"/ \\‘

$0.7
$0.6
$0.5
$0.4

$0.3
$0.2
$0.1
$0.0

FY10 FY15 FY25

Billions

>$2bn global revenue
and >200m global
members

Built diverse revenue
streams across
premium, marketplace,
debt resolution, digital

wallet and more
\ 4

NA = North America

Global market leader
across most segments
including the largest
financial institutions

The Ascend Platform is
now reinventing data,
analytics, fraud and

decisioning

Revenue reflects nominal figures at constant currency

60% of US hospitals as
clients

90%+ recurring revenue

Over 3x increase in

revenue per customer
since FY15

#1 or 2 in 4 of 5 product
lines

>15k dealers and >90%
of OEMs as clients

Outperform car sales
by high single digits
annually

>70% of NA revenue is
AdTech (digital)

8 of top 10 advertising
platforms as clients

Recent Audigent
acquisition adds ¢.300

. publisher integrations |
\p 9 4
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Strong and consistent performance

8% 9%

5-year CAGR 5-year CAGR

Benchmark EBIT

Us$bn Uss$bn

FY20 FY21 FY22 FY23 FY24 FY25

28.1%

Revenue

FY20 FY21 FY22 FY23 FY24 FY25

26.8%

EBIT Margin

Numbers as reported at actual FX rates.
5-year CAGR with FY20 as base year.

9 ©Experian Public Benchmark EBIT is for Ongoing Activities

9% 11%

5-year CAGR 5-year CAGR
Benchmark EPS OCF
USc US$bn

135.1
103.0§4103.1

FY20 FY21 FY22 FY23 FY24 FY25

FY20 FY21

FY22 FY23 FY24 FY25

e



Delivering on our medium-term framework

Revenue EBIT margin

Highly diversified strong Leverage of scaling
growth growth plays

Reducing technology

Scaling of high growth change and dual run costs

plays
Productivity and

Lending volume automation

recovery
Lending recovery

High single-digit
organic growth

Good margin
progression

+30-50bps annually

FY25 Performance

Revenue EBIT Margin Capex Capital Deployment
+7% +8% 70bps 50bps >90% $1.9bn

0,
ULG Total constant | actual 9% of Revenue cash Invested?
conversion

1 Capex = Capital Expenditure
2 Return on Capital Employed

10 © Experian Public 3 Investments relate to M&A $1,244m and Capital Expenditure $651m

Organic Capex!’

Materially complete on
cloud transition end of
FY26

Improving productivity

2% reduction in Capex
to Revenue ratio

Trending to 7% Capex

% of Revenue

Capital
Deployment

Disciplined approach
Strong financial position
Strong cash generation

Good acquisition
pipeline

Growing contribution from

capital deployment

FY26 Guidance

Revenue EBIT Margin

+6-8% +9-11% 30-50bps
ULG Total constant

Capex Capital Deployment

8-9% of Revenue >90% cash

conversion




Executing on our unique strategy

Consumer Services Financial Services

Developed a unique and scaled Consumer I : I s
- - - ndustry-leading data and Al capabilities within
Services business with 200m+ global members a $55bn+ Financial Services TAM

and a $60bn+ TAM

Accelerating our range of products by The_ Embedding the groundbreaking Ascend
leveraging differentiated Experian assets to Experian Platform at clients to drive greater efficiency,
empower consumers across their financial lives Advantage more automation and reduced risk

Expanded FY20-FY25 Consumer Services Strategic evolution drives higher retention and
margins by more than 500 basis points as greater better cross-sell, enabling a diversified,
scale drives operating leverage resilient and recurring business model

We have re-defined Experian to drive differentiation and create lasting value

11 © Experian Public TAM = Total Addressable Market e
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North America Consumer
Services update

Dacy Yee
President, ECS Direct to Consumer

Rakesh Patel
EVP, NA ECS Marketplace
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Our ambition is to create the world's largest, most inclusive financial platform by
becoming the Consumer’s Financial Co-pilot

TODAY
e _ A
Experian helps consumers:

» Gain access to financial system
» Boost credit instantly
e Save hundreds of dollars

FUTURE

Experian anticipates
consumer needs,

proactively addressing
financial hurdles before
they appear.

13 © Experian Public



Consumer Services is a growth catalyst, fueled by rich data and meaningful customer
engagement - positioning Experian at the forefront of innovation and shaping the
future of financial empowerment

*Count of consumers who have connec

80m

free ~consumer || consumers | |aided brand
members Interactions connecteg awareness
L JAS annually y \accounts JAN )

2bn+

‘17m

84%

A

' $1.6bn

annual
revenue

/.

" $50bn+

total _
market opportunity )

\

ted ac

s

\_

4 . )
Experian-only data assets
and industry-leading

innovation

counts to Boost or PFM since launc h



Experian holds a powerful responsibility, and a rare opportunity, to empower
consumers while expanding opportunities for businesses, building a future where
financial confidence and mutual success thrive together

DEMAND

We equip
consumers with the
insights and tools to

take control and
accelerate toward
their financial
ambitions

SUPPLY

We connect
businesses to their
best customer,
reducing friction
and accelerating

% revenue growth
The Experian ~

Advantage

Data on Data on
75m+ | 14m | 30% | 35bn+ " 10pb | 300+ | 120m+ | 900m+
visits marketplace of US adult financial of data in clients on our US residential vehicles
monthly approvals population transactions Ascend dual-sided properties
since launch are members seen through platform
connected consumer & B2B
accounts
Our plan unlocks the untapped value in our audience, o’

our data and our deep relationships with supply g

15 © Experian Public



Our focus is on empowering consumers as we fulfil our ambition of becoming a
trusted financial co-pilot driving consumers forward on their financial journey

expand
financial
health

16 © Experian Public

Further \

Our Ambition

Become
consumer’s
financial
co-pilot

[ Transform

marketing

/ Deepen

Consumer Perception of Experian

+31%

FY25 vs.
FY23

consumer
engagement

Helps me Helps me reach Is a brand | turn to
understand my financial goals for advice on how
my credit to manage my

finances & credit

Fy2s [ Fy24 | Fy2s .,

e

[ ] B
e

Source: Annual Brand Health Tracker, Q1 data



We've built a scaled audience and are broadening offers - increasing relevance
to meet more consumers at their need state

BUSINESS LINES NA ECS' TOTAL REVENUE
r N\ )
QT2 : :
Osx Financial health platform that saves
Membership consumers time and money everyday
L ) Cross-BU
Revenue p >10%
( » ) Potential? e
@ Use the Experian Advantage to achieve

Marketplace your life goals and find the right product

: J
4 N CAGR
W A platform for partners that helps drive
Partner engagement, loyalty and monetization
Solutions
\. J
@ )
(?% Innovating at the intersections of Experian —
leveraging cross-business unit (BU) expertise S years Today 5 years
Intersections ago from now
. W, . y, .,

1 North America Experian Consumer Services
17 © Experian Public 2 lllustrative potential; Note: TODAY signifies FY25



As we track progress across key growth indicators, we are seeing encouraging
momentum across the board, reinforcing confidence in our trajectory

AMBITION PROGRESS

Grow membership
. base with new ~
Audience channels and 100m+ 3x A
partnerships Member Base Last 5 years

Drive meaningful

engagement with Dail ~2X A

Engagement members, moving Ut,-,,-tyy Last 5 years

towards daily utility
WP\~ -
el Expand product offerings (1)

M . . to increase value for 20 A) 20% A

onetisation consumers and drive Growth in Engaged Last 5 years

higher value per consumer Member Value

One of the largest consumer financial platforms

8,
%e
[ |
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Our value proposition has matured, turning knowledge into outcomes with advanced
Al to help consumers achieve their financial ambitions.

Know
your credit

Build
your credit

Boost your FICO® Score
instantly!

Get credit for the bills you already pay. Add
your positive payment history to your credit file
with Experian Boost”™

Get credit for bills from providers like
these:

Save on bills
automatically

Your savil
&

We found [4] bi |1
58

_sg

Lower your b
You could save £

negotiable billls]
L
. Verlzon

Cancel subsc

You spend $[342

T--M ‘ %AT&T

NETFLIX verizon’

19 © Experian Public

4

/ Savings scan v

~

|, i
= experian.

We found a cheaper
option for you

$120/mo

Deeper consumer data & more actionable experiences

Your Financial

Co-P

ilot

/ 3:41

-, :
texperian

Welcome to Experiz
Big Financial Fri

Gat abig lift on your fineacial journs
eredit t2 manzging your fin

ol -

[ ea

Good morning, Ben
Here's today's summary

80 600

Awesome job making your minimem

° Your ATAT Bl went down
¥our bill went down $35

$274

paymants on tima| i
eep up the great work! to eam a badge
mont
View spending breakdown Snoaze
Recent activity
Your credit score increased
1h aga
2 naw facto
e .\'w madc"yw payments an time 3h 8go
2d aga

v

s

Future

S

“How much extra cash
will | have this month?”

FINANGIAL
INSIGHTS “What’s a good
emergency fund
gEEAD-ll-ED goal for me?”
Actions | [ 508
“‘EVA, please lock
my credit report.” CONTENT &
EDUCATION

“What's affecting my credit

score the most?”

-
70%+ 2m+
consumers EVA chats
like EVA since launch
\_
4
15k+
freezes or unfreezes
done through EVA
in the last 30 days
\ [
e
[
e 5
[ ]



Marketplace 3.0: Evolving Marketplace into a next-generation platform by
expanding verticals, meeting consumer needs and driving more value for partners

@ Core Vertical

Home :
. Insurance Auto Loans SMB* . Light Presence
Loans Lending Near-term Horizon

MARKETPLACE

Credit Personal

Vertical Presence @ Cards

r

Demand The Experian Advantage, Intercepting

Supply Accelerate Activate Adoption,
Strategy Spend Behaviour, Rewards Maximisation

Strategy Data Enrichment, Lender Expansion

(‘D !«'e'xpericn. ] Your Already Approved offers
>< L are waiting, Maria.
Already Approved
m"‘ City, ST (D
Est walue : . Your Used Auto Loan £30,000 6DIMnnHu: v m
$400,000 e Q e c
* Loanbalsrce = Market value 3 SR SE .y 1
: Wot.. 6.12% $580,mn [ ] =\ Aolosns U
Praprosed g bz 455,
S APH 2 b 3 B,12% r
Agpraved op b $50.000 . <
> Navigant 16.37% $595 == o
O . _b Personal Loans ]
Prespproved up 1o $10,000
I Aparaved o b 45,000 Prpers APR= a5 low as 242%
< NOnehevads 6.41% $60T === -
D s g BB o
D a 6.83% $613 = T
S 2 i Home Equlty Offers
S e i P 1010000

20 © Experian Public *Small and medium-sized businesses



Our memorable and vivid brand story and app-first product strategy position us to lead
as the premier financial co-pilot across a consumer’s entire financial life

This holistic. feature-aanostic ...coupled with a unified, app-first solution will accelerate customer
cross-platform r’narketin g roaéh acquisition, deepen lifetime value, and position Experian as the
P 9 app trusted, go-to partner in consumers' financial lives.

A ) .®
M E E -rlvo U R E:e'xperion. ..m.

1
SUBSCRIPTION CANCELLATION
Cancel expensive
subscriptions and save—with a
: hand from your BFF

You could save $270/yr on average when you
let us cancel a subscription for you ¥

’ Cance seription Maybe later

FINANCIAL

Welcome to Experian: Your APPLY WITH CONFIDENCE

Big Financial Friend Apply for a credit card without
/ a ding to your credit—thanks to

Get a big lift on your financial journey—from growing your BFF
credit to managing your finances.

Apply for a new credit card matched to your
profile—without a ding to your credit scores if

you're not approved.*

Allows us to be Effectively Playbook for
engaged || connects || unified ..
needs co-pilot solution brand experience \\ )/ ,
e - - E

21 © Experian Public



(!:é Your Big Financial Friend )

Diversified
business portfolio $50bn+

serving consumer total market
needs opportunity

( NA ECS TOTAL
REVENUE

Potential

$3bn+

Strong
marketplace

growth with sizable
expansion potential

22 © Experian Public
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UK&I Consumer Services update

Edu Castro
Managing Director, ECS
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UK Consumer Services is entering a new phase of growth

$180m+
Annual
revenue

15m+ Strong
members margins

Unique
market
position

88% of lenders using
Experian Activate

Expanding core services and attractive
new value pools to fuel growth




We have developed the strong fundamentals for growth...

Our business today

Business description Growth

L Fee \

kil Starting point for consumers Free
....... engaging with Experian offering
\. J

g Promium \

Leading credit, identity and

@ financial health premium ~ >ndie-digit
Lt growth
L subscription
Helping consumers find .
i affordable credit in our Doé?é?,\'[t?"g't
marketplace
- J
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Platform for growth

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

o,
--------------------------------------------------------------------------------------------------------------------------------------

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

.,
--------------------------------------------------------------------------------------------------------------------------------------

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

App redesign leading to improved
engagement and monetisation

»,
--------------------------------------------------------------------------------------------------------------------------------------

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

Launching innovative new product features
and capabilities

»,
--------------------------------------------------------------------------------------------------------------------------------------

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

o,
--------------------------------------------------------------------------------------------------------------------------------------



...and are uniquely placed to deliver value to millions of UK consumers
with a long runway of growth ahead

Credit cards & Personal Loans

#1 Money $0 5bn
Marketplace | I
FY22 TODAY NEXT FY22 TODAY NEXT FY22 TODAY NEXT

.e@
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Experian Activate and our connected ecosystem enables us to respond
to dynamic consumer and lender needs

Market dynamics

» Banks benefiting from increased

+ Persistent household cost * Non-Bank lenders impacted by

. . * Gap between the “haves” and deposits and interest rates to . .
pressures, especially in lower » ” . : . access to funding and looking for
income households have nots™ getting wider el ezl targeted ways to grow

. . » Consumers looking for trusted * Lenders more in growth mode .
* Rise of app first tools to help T - ’ . . * Lenders exploring new data sets
consumers manage their money objective guidance :ggg:ng e Liieies s e sl 21 to augment credit decisioning

SIONEp
S CAGERD4
<%, ENG Emgy, ’Q

ONSUM,
& DATA ER

% ) (D
Consumers ,’ ‘

Oy, <O
IMPROVED 04 FFERENTIKTS ¢S
OUTCOMES ag CAPA

e

Jobs to be done

* Launch new products to capture

* Protect my Identity » Acquire new customers cost -

* Know where | stand financially effectively
* Reduce my monthly debt

payments « Unlock incremental lending * New data insights to supplement

decisioning

« Access affordable credit



We are building a trusted, always-on, financial platform empowering
consumers with their financial lives

The platform consumers trust to make smart money moves

Differentiated credit Consumer centric Ecosystem and
scoring leadership product innovation monetisation

Ambition
$0.5bn
revenue

We help consumers...
* Improve their score

» Access credit

» Save time and money

» Achieve financial goals

We help partners...
» Manage risk

* Find the right customer
 Eliminate friction

»  Grow profit

—

O
a

Consumers

i
Clients

c.50% adult
population

Transformational OneExperian advantage g%
brand position for lenders 0
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We will achieve this by accelerating member growth and improving LTV
through a diversified product portfolio

Growth levers

Scale

Richer product ecosystem supporting consumers making smart money
moves

Marketplace Debt Protect New value pools and
consolidation features

Total
Consumers

Supporting consumers across their financial resilience levels

<4

Bring products to market under a powerful brand & reach new audiences
through hyper-personalisation

Engagement

Today

Next

Total monthly
active users

Distinctive Real-time alerts Cross-channel Multi-platform » Monetisation
.- . Al enablement L=
Master Brand at scale personalisation campaigns o g
Q
3
g c
§ S ..
e @
o+ o .
5 :
= [

29 © Experian Public LTV = Lifetime value



And leveraging Generative Al to deliver value at pace

Product & Customer CQ!: Marketing (@] Operational
[<)) efficiency

Experience effectiveness

Experian Virtual Campaign creative

. g Engineering excellence
Assistant generation 9 9

Faster M&A

Financial Co-Pilot CRM optimisation : .
integrations

Content relevance Al Agents + Service

Generative Ul on LLMs Agents

30 © Experian Public



Consumer Permissioned Data unlocks dual value —
for consumers and our B2B ecosystem

Increased Improved risk
engagement ' assessment
Enhanced value Fresh and dynamic
for members data

ECS B2B

»

Opportunities for
upsell & cross-sell

Personalisation
and relevance

Data-driven New products and
innovation services



Our global business is our Experian Advantage. We can take the best
and accelerate go to market deployments

Global ECS - Winning formula - Speed to market

.,
- ;
..experlom

Get your FREE Experian
Credit Score

Join 14 million others who already have the
UK’s most trusted credit score

| Log in ’
i 973 =
oy
CAE
a
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Our product ecosystem is becoming richer with best-in-class features
and an integrated freemium offering

Your score is

845

out of 999

Fair

You're in the Fair score band,
with a score of 845

Start a tour

33 © Experian Public

Hello James @

A1 Score up by 20 pts

Your score is

845 ﬁ Boost is active

out of 999
Fair @  Report locked

Score updated today

2 hard searches added to your report

Find out the impact on your score when
@ you upgrade to CreditExpert.

Updated 12 September

Try free for 30 days >

Your top card and loan offers

We compare over 60 lenders to
guarantee great deals

See offers >

R 6 O

Home Score Report Protect

Report

@ Report locked

Latest changes

No latest changes

When something changes
on your report it'll be here.

Borrowing

How much you owe

CreditLock >

Updated today at Tpm

£276,682 {1 Down £871 since last month

Credit cards (3)

Total balance

£6,979 68% use

V' Down £471 last month

w N W

Home Score Report

High utilisation

Limit

£7,000

3
Offers .
a



Our ambition is to be the best place for consumers to borrow through
our “active” marketplace

@»_ Alert consumers when .al']v Source all consumers the Guide consumers to smart
0

they should borrow ollol best possible offers borrowing decisions

@ !:é o Launch 2]

Activate notifications
exclusive

Overview Borrowing Accounts Searches Perso

Emily, you have 20 pre-
approved credit card offers.

Exclusive Offer

Contextual @ B e LoanCo launched a new loan

You're pre-approved

See offer > *é | can help you select the right

card for you.

Personalised

Improve your score with a credit card
alerts

Eva
We can see you don't have any active integ rated
credit card. Getting a card could improve Compare

your credit score.

° Pre-approved at rates shown (@

See the offers you're eligible for without affecting your score. Maonthly Repayments

@ Loans 5 Cver 36 payments
I Total Charge for Credit otal Amount Payable
Product switch alerts 3 Market—leadlng excluglves through § § Integ_rate GenAl assstgnt, making it
Experian Activate ; ; easier to choose the right product
Alerts in email, push notifications Experian Activate offers promoted : Work with lenders to ensure unique
and new app experience 4 1 through the experience j 1 propositions reach relevant audiences
77777777777777777777777777777777777777777777777777777777777777777777777 Scale consumer permissioned datasets, Results|nformat|onta|Ioredtomeet

increasing pre-approval rates j i individual needs of consumers



Experian Activate is enabling us to become the best place for lenders to
lend and create new products to capture share

Lender brands returning Pre-Approved offers Unlocking growth through smart lender moves

100% 949,
Partnered with ECS to launch
I first ever exclusive offer

52%  52%

<FY22 FY26
m Cards mLoans

Prime Four-month improvement on their
Lender “Dual Offer” Credit Card

Rank position wins

Lenders on the Experian Marketplace
Exclusive pricing to extend

1 L]
abound 5., SALIANC® VP yonder  Newpyy _ Balance Transfer promo period
AMERICAN Nea r-P rl me
E BNF PARIBAS & Lendable ';, Oakbrook [l Shaytorock «» Santander EXPRESS *BARCL‘\YS L d
evervdav@ {vy monzo ONMO MSNEY hdmiral Novund =,,}§,‘,'§Y= ender .
communit Improved click share
‘ Fluro nmiyfinance ploto m HSBC«X» \»VANQUIS TESCO Bank e
a
qﬁ?m al Hastihgspirect a nationwide Capj‘/—& e

35 © Experian Public



ReFi™ is enabling us to change structural problems for consumers and
unlock incremental lending for lenders

Consolidating £10,000.00 over 3 debts

The debts you are
consolidating today

We can see you have a Loan of
approximately:

£2,000.00
Who is your Loan with?

Alpha Bank LoanCo

DELTA LunaBank

PROSPER MoneyCo

Sigmal.oans Omega

36 © Experian Public

ReFi™ enables and supports retail
customers to pursue their financial
objectives

It does this via a seamless digital
journey which:

Validates the card, loan & overdraft
products a customer currently holds

Confirms balances & settlement amounts

Pays these creditors directly and, if
required, close card lines

Or any combination of these features

Lender innovation

Oakbrook have built a new product, Oakbrook One,
specifically designed for ReFi™ and unlocked
incremental lending

() Oakbrook

one

One Loan.

One Payment.
One Clear Path

Forward.

v One application

v One monthly repayment

v One central view of your borrowing .



Our connected businesses mean we are uniquely positioned for growth

The platform consumers trust to make smart money moves

A unique position with a scaled audience connected to lenders

Ambition

$0 5bn Broadening our relevance to meet a wider set of consumer needs

revenue

c.50% adult Innovation is accelerating bringing value to consumers and lenders
population

Experian Activate is the power that unlocks ECS + B2B ecosystems

37 © Experian Public
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Brazil | a diverse environment

The scale and diversity of Brazil create both structural challenges and strategic potential

2 n d highest real interest rate
‘W}’ 77 m delinquent consumers %

2 O O m banked population

Human Development Index

> 0.800 2 1 0/ Brazilians use loans @
0.750 — 0.799 - 0w pay off debts 4
0.700 - 0.750 T ’
<0.700 7 7 O o/ %

O of vehicles not insured

Sources: United Nations Development Programme | Central Bank of Brazil (BACEN) | Delinquents from Limpa Nome internal analysis |
39 © Experian Public Creditas & Opinion Box | Cnseg (National Confederation of Insurance Companies).



How Serasa became essential

Emerging solutions driving the future of Serasa’s ecosystem

Customer value package Product timeline & evolution
| @ We’re here
FY17 FY26
Solution Group R bttt ettt ettt N @ >
! Gamified and
» Ignition of large-scale - Real-time update to take: customised
consumer engagement consumer back to credit | experience
Monitoring Payments « ID - Premium subscription Serasa Pass
Monitoring * Insurance :
+ Lead generation + Full-integration Bl - Credit embedded in
Anti-Fraud marketplace with partners i payments/debts
e | collection
notification marketplace ! ecosystem
I Financial _ . o E
nsurance Education « Niched offline - Digital wallet | Payments go-to
subacquirer* « Payment assistant ! place in Brazil
Past Present Future

* PagueVeloz, before acquisition by Serasa.



Unlocking Serasa’s full market potential

Strategic product evolution to capture revenue across core and ecosystem markets

~$11bn

GROW THE CORE

~$5bn

NETWORK EFFECT

41 © Experian Public Note: Total addressable market in potential revenue (Team Analysis)

Untapped Opportunities

Limpa Nome: Brazil’s leading digital platform for debt settlement

Payments: End-to-end digital payment ecosystem with potential to improve
payment success and user experience

Credit: Top-tier credit marketplace offering the most competitive financial
deals to Brazilian consumers

Premium: Protection-focused subscription offering real-time data
monitoring, fraud alerts, and identity control

©0 00

Creating a seamless financial journey through integrated services

Insurance Marketplace: expanding access to protection through
digital distribution of assistance, insurance, and micro-insurance

Serasa Pass, co-developed with ClearSale, enters a fast-growing digital
ID and authentication market

Credit offer for debt payment: embedded solution empowering users
to resolve liabilities and restore financial stability

Serasa+: the union of the Serasa app with the PagueVeloz POS -

(acquired in 2021) enabling access to ecosystem services directly e .-

on the terminal . e
[

2008¢€



Serasa: a brand that understands Brazil

How strong brand knowledge powers Serasa in Brazil’s unique landscape

0 : o :
77 /o Top of mind Aspirational view

Recognise Serasa in a prompt way Serasa is the only top of mind non- of the brand

- banking brand in the ranking of :
as a brand that helps organise ;
their financial Iivez 2 companies that help Brazilians il p’ran_d tha_ts becoming
organise their financial lives Brazil's financial reference by
protecting their most valuable

NUBANK 16% asset: their name.

Brand association DON'T KNOW 13%

Main words associated with the SERASA 8%
brand by customers
BB 7%
SECURITY 41%
ITAU 6%
TRUST 40%
BRADESCO 5%

o
ACCESSIBILITY 37% CAIXA 59

42 © Experian Public Source: Brand Tracking Serasa — OPINION BOX — March, 2025



Market overview

Through scale, resilience, and relevance, Serasa is becoming a serious contender in Brazil's financial landscape

Top 10 profitability

Top companies listed on B3 in 2025

Company Net Profit ($ billions)
El@ ltad 7.3 %
@ Petrobras 65

v Vale 5.6
'® BBasi 47
| - v
E@ Bradesco 3.1 E 6 banks
1 ! A
E\@ ltausa 2.6 j

@ Ambev 2.6
El & Santander 2.4 ii
' (btg BTG 2.1

< Eletrobras 1.9

43 © Experian Public

Most downloaded apps in Brazil

Top 10 finance apps in FY25 (millions)

43
P
w as = @ 0 B8 =

R 100-million Club [

154

+96m {if -

Total enrolled users

101

Notes: Itausa is a holding with over 90% invested in Itau | Total enrolled users from Central Bank of Brazil (BACEN) figures, March 2025




Financials

Sustainable growth fuelled by stronger user engagement and consistent monetisation

/ ECS Brazil | Net Revenue ($ millions)

/
ll

\\\‘ FY20 FY21 FY22 FY23 FY24

-

FY25 ‘///

-

ECS Brazil | EBIT
+99%
I
\\\‘ FY20 FY21 FY22 FY23 FY24 FY25

~

\_

Enrollments

FY21 FY22 FY23 FY24

FY25 /

-

/

44 © Experian Public

\_

Monthly Active Users )

Q@ _

FY21 FY22 FY23 FY24

\_

Monthly Transacting
Users (MTU)

2018 2019 2020 2021 2022 2023 2024

2025 /




Financial education and protection

Inviting Brazilians into the ecosystem through financial education and protection tools —
driving deeper engagement and monetisation

Attraction

Score Journey 100% Free

Serasa Score

900«

Great! +20 points!

Recomendado

Discover the best way to
boost your score

Limited-time offer, don’t miss out!

=

Achieve your goals

with the help of your
| score

(1230 4aY

Real Time Score

~

_/
~

Custom Explainer for
score variations

Boost via Open Finance
and FGTS

_/
=

Personalised experience

_/
~

Embedded offers across

the journey

_/
~

No dead-ends

_/
~

_/

45 © Experian Public

Driving Attraction to Monetisation

1230

My CPF

Protect what matters most: your name.

CPF: 469,196 Vh*-**
Upgrade to Premium
Free version

Hi, Juliana

Your safety comes
first!

Get Premium and safeguard your CPF with
continuous monitoring.

| Find out more |
S

Your financial health  Free

Debts and liabilities

Verify if you have

Monitoring Features
(Inquires, Score, Dark web, ID)

Score Lock Control

Document Protection

Instant Credit Report
Updates

VIP customer support
(0800)

Pre-negative alert

BB Protection Large-scale monetization $ $ galetos

Unlocking the Next Growth Frontier

15% have life insurance

\
\
]
/
6‘% (o)
‘ 30 /o of vehicles insured
/
/
(
\
26% -
0 have health insurance

Launch of the Insurance Marketplace
in 2026

» Assistance

Initial entry e Insurance
through

e Micro-insurance

Changing the way consumers
shop for insurance

FGTS: Brazilian worker fund used for housing, retirement, or dismissal | Insurance figures from Cnseg and Susep.



Credit

Driving marketplace growth through deeper integration broader offerings and new strategic opportunities

N Evolution and indicators

* Loan with collateral 1 7 m 51 0/0

= Credit card users' recurrence within

users with offers (Mar-25) Serasa (Mar-25)

= Early withdrawal of FGTS (Brazilian Severance fund)

Confirmed orders Users simulating in app

» Digital current account

= Payroll loan

New Worker Payroll Loan (MP 1.292/2025) - -

_____________________________________________________________

E enabled companies to offer payroll loans without needing formal
. partnerships with banks, significantly expanding market access
:‘ and competition.

_____________________________________________________________

s D
=
a No guarantor required Osantander  CAINXA  PicPay 2 5
Over 40 million @ creditas oeoo ﬁ
consumers i = Integrated
.. < Lower risk for lenders
eligible for CoHLANK partners
payroll loans /
_— : 8,
Lower interest rates [ ] e
NS |-

Note: The Provisional Measure No. 1.292/2025 was issued by the President of Brazil and approved by the Brazilian Congress in July 2025.




Debts

Rewriting the future of debt negotiation — one settlement at a time

The Biggest Debt Negotiation Platform in Brazil

My Debts

Offers

110m

total indebted consumer base

Your offers on Serasa

FEIRAD OFFER

From RS 1.500,00 to

RS 150,00

Past-due bill under CPF

45m

reached by debt offers
in the ecosystem

S

In up to & payments

ﬁ' Vale Bonus

NEGOTIATE NOW + 22

MORE DETAILS

67%

30m

showed intent to
negotiate

From R$ 1.500,00 to
RS 150,00

Past-due bill under CPF

60%

MHoepers

18m

settled a debt

@ Pay using Pix

NEGOTIATE NOW + B

MORE DETAILS

72%

13m

paid at least
one instalment

From RS 1.500,00 to
RS 150,00
Past-due bill under CPF

ACME

Sohuclies Finantsias

4Pie mewianfredlisank transfer system created by Brazil's Central Bank.

We offer a fast and simple experience, with Pix payments, instant debt clearance,

Leading the Digital Shift in Debt Negotiation
)

Collection has gone digital

» Digital collection is faster, cheaper, and more scalable

« Enables real-time actions like instant debt clearance and PIX payments

—_———
—_———
—_——
—_——
—_—
———
—_—
—_——
——
-_
-
-~
-
-~

Digital Behaviour Drives Engagement

Over 85% of Brazilians use the internet. More than 185 million debts are

registered in Serasa’s database, and 57% of payments are made via Pix

—_
—_
—_
—_
—_
—_
—
e
—_
—_——
—_
—_——
——
—_—
—
—_—
—

Serasa Is Uniquely Positioned
With a recognised and trusted brand, we’ve built a complete digital

ecosystem with 1,500+ partners, enabling scale

A Seamless Digital Journey

score improvement, and debt consolidation — all in one place

In FY25, we helped

12.7m

consumers to settle

$14.5bn

in debts



Payments & Debts

Empowering users to manage their payments with control convenience and financial flexibility

Personalised Payment Hub for each client journey

Payment
Method

]
1
\  Credit Card
|
1 Pix

Bankslip

N

PAYMENT

CONTROL Default

T~

BILLS

REGULAR /

\ns:antaneous
A

score ©

creoir @

Payments: A Natural Fit for Brazil’s Digital Behaviour

Recurring payments:
core feature of global
super apps

®
gojek

@

Alipay

toss

Klarna,

Revolut

Paytm

o

48 © Experian Public

75%

57%

of banking transactions are done via mobile

of consumers pay utility bills via mobile apps

\

J

Sources: Febraban, Delloite and Serasa.

8,
9s.
L ]

Strategically
positioned in
Brazilians’ everyday
finances

One-stop shop for bills

Recently overdue bills

From RS 399,00 to
RS 300,00

Electricity bll

NEGOTIATE NOW + E

MORE DETAILS

Multiple payment methods

Your offers on Serasa

From RS 400,00 to
RS 150,00

Defaulted debt

Real time Score impact

Fraud Protection

Credit for payments

Users can use credit to pay overdue debts or prevent new
defaults by paying bills on time

% More control and flexibility to manage bills

oy . .
r Personalised offers and experience

Q\Q Integrated into the payment journey o



Strategic Synergies Between D2C and B2B

Leveraging integrated data, products, and services to deliver better outcomes for consumers and businesses in Brazil

Synergies

Open Finance & Real-Time Score Credit Profile from Authentication & Transactional Data SMB Collections Private Payroll
FGTS Data Serasa Credito Biometrics for Score Models via LNOP Loans

Enhancing credit Consumer behaviour Self-declared and Fraud prevention Improving accuracy Payment behaviour B2B stability and

scoring and income insights feeding into inferred data powered by and granularity of data enriching longevity scores
estimation models to B2B decisioning supporting income consumer data (e.qg., credit risk consumer insights boost B2C lead
help consumers boost and risk models facial recognition, assessments quality for smarter
their access to credit identity validation) payroll loan offers

49 © Experian Public D2C: Digital to consumer | SMB: Small and Medium Business | LNOP: Limpa Nome Platform.



Summary

A Uniquely
Attractive Market

Strategic Brand &
Ecosystem

Scaling Core
Solutions

Expanding
Horizons

Sustainable
Growth

50 © Experian Public

a,
!_seroso

A large, complex economy with deep digital potential, high levels of indebtedness,
and growing demand for scalable financial solutions.

Serasa’s strong brand and complete financial ecosystem position us as a key
enabler alongside major players.

Our core solutions are scalable, with a complete infrastructure delivering
convenience and seamless user experience.

We are expanding our potential through high-potential initiatives in Insurance,
Payroll Loans, Payments, and Serasa Pass.

To sustain double-digit revenue growth, we will accelerate execution with focus on
UX, personalisation and digital channels, invest in data intelligence and automation,

and reinforce our value through loyalty, recurrence and “Do it for me” experiences. -
a

e
[ ]
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The Ascend Platform:
Transforming Data, Decisioning,
Fraud and Analytics

Keith Little
President, Experian Software Solutions
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Experian is seeing significant progress in its:Ascend Platform strategy,
building execution momentum

Platform
Convergence

Customer
Solutions

P :
. .experlon,__

= &\

2023 2024
Analytics & Credit Risk &
Decisioning Fraud Prevention

environments first integrated under
connected Ascend Platform
~500

@@

2025

Experian Assistant Al and
unified platform unlock
new value pools for

Experian \\\\\\\\\
>2000



Structural market drivers create new growth
opportunities - consumers

Consumers want a frictionless, hyper-personalised and transparent experience

T . (1) believe a frictionless and
A frictionless journey 44 /0

seamless journey is crucial

N : - 0/ Want products tailored to individual
Hyper-personalisation 40 /0

financial circumstances

Transparency 38% want greater transparency

on fees, rates and decisions

Rewards 330/ want reward for financial behaviours
(1]

beyond traditional credit scores

Faster applications 3 1 % want a simpler and faster

application process

. (1) want ongoing support and financial
Education 25 o

guidance after loan approval

Note: Additional preferences mentioned by respondents: ability to self serve; ethical or sustainable lending practices;
better credit offers, credit comparisons, repayment options; Al assistants; real-time approvals; easier-to-predict interest

8, .
rates; low hidden fees; data privacy and control; customised payments. . ex e r I O n
Source: Survey to 708 respondents, conducted in April 2025, 21 interviews with industry experts Q4 FY25, 50+ L ®
interviews with Experian leaders Q4 FY25 Team Analysis [




Structural market drivers create new growth
opportunities - businesses

Key focus areas for Financial Institutions...

| S| 8]

£o

Reduce costs e
and improve |[EECEERIAN
efficiency E :

Drive faster Improve data Improve
automation management & customer
integration journeys

Strengthen
compliance &
governance

...enabled by 3 investment trends among clients

Al More Leveraging
everywhere diverse data partnerships

. & -
e N . -
- . L
. w s 3 L
f : i3 . . s 0 ® »
= oy - - e . -
.
' . o = -
.
. - L i
! L i . - # 3 J# .
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R . .
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e @, .
a ex per IO nw Source: 660 decision makers for technology purchases that support the credit lifecycle at their organisations; 60 interviews with decision makers in NA, UK&I
a

and Brazil (June-September 2023). Source: A commissioned study conducted by Forrester Consulting on behalf of Experian, August 2023

Source: Survey to 708 respondents, conducted in April 2025, 21 interviews with | R R - . . . ¥
industry experts Q4 FY25, 50+ interviews with Experian leaders Q4 FY25 R 3 2 - = % 5 x gy ‘



Experian is uniquely placed to take advantage of these opportunities,
unlocking 'Enterprise’ Decision Intelligence through our integrated Ascend

platform
Consumer Explore &
Journey learn

o)

&3
Experian
Services

% Powered

by an integrated

environment

Open/
set-up
account

“a\Y
.@‘n
[\

Marketing &
Engagement

Add
account

Resolve
issues or
problems

Use
product /
service

Apply Close

account

Manage
account

Purchase Loyalty

™ o @

‘, i Identity
- CUStome_r & Verification &

Originations Portfolio Payments & Fraud
Management Collections Prevention

Ascend Platform




Experian is uniquely positioned in this $55bn+ market and no other
single provider can address the opportunity in-this way

Historical
approach

Converged
approach

Total Addressable
Market

Markets and main
competitors

‘Enterprise’ Decision Intelligence

o <

Marketing &
Engagement

P :
. .experlcm,_

Analytics

. &
TransUnion™  EQuUIFAX

Originations

Decisioning

FICO I rrovenr

- Ak %%
Customer &

Portfolio Payments &
Management Collections

P :
. .experlon@

US$55bn

Identity & Fraud

@ LexisNexis: : @
6 RISK SOLUTIONS Transunlon

US$55bn+
©

Identity Verification
& Fraud Prevention




One client example — seeing the value of the platform,
cross-sell in action and driving a strategic partnership

Analyti

model development

%= Data management and governance

Analytical
Sandbox

Feature
Management

P :
. .experlonﬁ,

cs &

Model
Optimisation

Credit & fraud decisioning

Data o) : :
D Hub : Consumer @Automotlve Busmess

==t

Model

deployment
and
monitoring

Powered by Al

Client benefits

Accelerated business growth

Enhanced risk management

Eligibility, |
Marketing & Strategy
Originations Management Operational efficiency

Compelling user experience

Identity |
& Fraud
Simpler integration

> 5x revenue growth over 18 months



One client example — seeing the value of the platform,
3 S cross-sell in action and driving a strategic partnership

Aperture tool to
a Long-term data

improve the
ality of data Analytics & : - . . -
AT y Credit & fraud decisioning ~ client, across
Clier consumer, fraud

in all decisions  a| development
& commercial

= Data . o
9= pata management and governance [ > T f_ Consumer (=) Automotive [:::| Business

Accelerated business growth

Enhancee _
‘on-premise’

Analytical Eligibility, Originations
Sandbox Model — (")"?"fet't'?g & Strategy _ customer now
Optimisation !B riginations Management Operatiol e Rl
Model to Ascend, with
With the deployment Eligibility and
addition of the ol . Compelling  |D&Fraud
Sandbox this

Identity |

year, Experian & Fraud

can support
their entire e
model lifecycle In-progress to grow
through Ascend Ops

and Model

..
. L]
« EXPErian. (?‘F’{‘ézr?:c“ﬁ)e > 5x revenue growth over 18 months

Simpler integration




We are seeing strong momentum across all key Ascend Platform
metrics

Platform
Client Solutions Transactions Capabilities
Provisioned Client Solutions' from 2023 to 2025 22%+ 28%+ 100%+
growth YoY growth YoY growth YoY
>2000 >7bn
@ « Opportunity to further accelerate growth of new clients and

remaining client migrations

« Enhancements to the platform have increased the number
of client engagements and enquiries about the additional
capabilities

* Increased focus on the sales organisation on solving client
challenges rather than more tactical data and analytics

2023 2025 capabilities
e,

. .
e ex per IO nw_ Note 1: Solutions include Originations and Fraud. Provisioned clients are those that have been onboarded onto the platform and are ready for transactions. Data as of January each year
a



Forrester research affirms the positive financial impact the Ascend
Platform delivers to clients

Business-growth
acceleration of 5%
year-over year

Approval-rate 12% ‘ Decisioning-efficiency
SR EUED @ 0 improvement of 67%

* 183% ROI

Marketing campaign

Defa‘;llt cost reduction of ' productivity improvements
20 /0 of 67%

@, .
experian. FORRESTER’




Awards & Recognition

Experian Assistant Annual
FinTech Breakthrough
Award

Experian Assistant

®UNIPER BIG Innovation Award
2nd overall in Juniper's
Online Payment Fraud Market report

Leader - Worldwide Enterprise Fraud
Management Marketscape

OyunipER'

Leader - Juniper AML
Solutions Leaderboard

1‘;‘#3&5&&.
Best in Identity & Fraud

Leader - Digital Decisioning Center for Financial Professionals Global Fintech Leaders Report

Platforms Lepioatl
Sentinel Suite leadership position
Leader - Liminal’'s Account
Takeover Prevention ranking

Leader - Detection, Monitoring, and
Alerting + Onboarding and
Authentication Leading Vendor: KYC and Account Opening

Leader - Functionality and one
Leading Vendor - Business and Entity Verification

of only four evaluated vendors to
offer dark web scanning

Quadrant
) ' Leader - Decision Intelligence ] 'JJ Leader: ID
Leader - ID Capture & Verif. SPARK Matrix ; :
SPARK Matrix ] Leader: Customer Success
Quadrant Capture &

Leader - Credit Risk Tech SPARK Matrix Leader in the AML Soluti
Leader - KYC Solutions SPARK Matrix eaderin the olutions Report Kaviesgesaion:  \f@rification
SPARK Matrix

2024 Awards Q

- DC—— Ranked #6 - IDC FinTech Top
FINTECH 100 ranking and was recognized
_RANKINGS a5 g FastTrack FinTech.

2023 Awards 2025 Awards

Leader - Quadrant's SPARK
Matrix: Enterprise Fraud
Management

O%gmr

Global leader - NA, Europe,

Liniiial. APAC, LATAM and EMEA

= Future
<5 Digital
& Avrards

sxuppingercoie

AHNALYETE

Ascend Fraud Sandbox named
a Gold Winner in the Future of
Digital Awards

Overall Leader: Fraud Reduction
Intelligence Platform

P :
. .experlcin,_

=IDC

—IDC——
FINTECH

RANKINGS

Datos Fraud and AML Impact
Awards: Sentinal Suite Silver
Medal

IDC MarketScape: Decision
Intelligence Software Platforms
Leader

IDC Fintech Top 100
Ranked #7

Winner for Banking Deposit
Transformation

@,uUNIPER

RESEARCH
Market Leader for KYC/KYB
in Juniper's Leaderboard

- Future
T Digital
= Awards

Identity Verification
Innovation

A

Quadrant

Knowledge Solutions

1, datos

NSIGHTS

Top Global Player - KYC

Top Global Player — Anti-Money Laundering

Leader - First Party Fraud

SKUPPINGErcole | cader - Fraud Reduction Platforms

AN

Globee Awards

ALYSTS

Experian Assistant
Globee Award for Technology




The Ascend Sandbox is a key entry point.into large Financial Institutions

wr <,
UK & Ireland
. We are live or have proof of value

projects with clients that cover 57%
of the UK Retail lending market

W

AZ
§7

4
S
o
Z—

s
$
—

X

>

/

/i
7
7
.
/v ;

“<
EMEA and Asia Pacific
Expanding into three new markets
(India, DACH and Nordics) and
building on current client base
including 2 two large Fls in Australia

<\
N

<\
.

— -

North America [N
13 out of the top 15 banks

-—

’

) N

Latin America
Growing opportunity with 16

active clients - = oS ),

End-to-End Global Use Expert Continuous

Experian Data
Consultancy Innovation

@, :
e . Embedded Integration Cases
« EXPerian.
e Notes: 1) Top banks by assets (August 2025)
DACH = Germany, Austria & Switzerland



Al technologies are at the core of the Ascend Platform, with our new
iInnovations driving client value and receiving external recognition

= Y 0 Y o6

2024 2025 2026 onwards

Ascend Platform Sandbox available in Converged tools for
unifies PowerCurve & all regions through the every part of the
CrossCore Ascend Platform Financial Services
workflow
Experian Assistant for Experian Assistant for Agentifvi I
Model Building Model Risk Management gentitying afl core
(Regtech) capabilities

Fraud Investigation Opening new value pools

BIG
'"Lf Q. Globee Awards

“The code being generated by Assistant is very high quality. It reduces the amount of potential
human error on our side, but also the code continues to do well in our peer review process.

e, \
! expeI’ICIn._ [Now we are able to] build a model in about two weeks before sending it to our model approval
= and governance process”
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i e T _-.__-_.. e
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We are redefining integrated Data, Analytlcs/ Fraud & Dec1S|om g for
Financial Institutions

Ascend ‘ﬁﬁ‘r @ I @

Financial Institutions’ Experian is setting the Our market leadership
needs are evolving standard for continues to gather
‘Enterprise’ Decision momentum

they seek to harness

more data and Il G fueled by Al, innovation
technology through uniting our solutions on and accelerated growth
partnerships the Ascend Platform

P :
. .experlonm
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Q&A session with
Experian leaders
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Close

James Rose
Equity Analyst, Barclays

Lloyd Pitchford
Chief Financial Officer, Experian
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