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Safe harbor

Statements contained in this presentation concerning our growth prospects may constitute forward-looking statements. The
Company believes that its expectations are reasonable and are based on reasonable assumptions. However, such forward
looking statements by their nature involve a number of risks and uncertainties that could cause actual results to differ
materially from those in such forward-looking statements. The risks and uncertainties relating to these statements include, but
are not limited to, risks and uncertainties regarding fluctuations in earnings, our ability to manage growth, intense competition
in the businesses we operate in or invest in including those factors which may affect cost advantage, wage increases, ability
to attract and retain highly skilled professionals, client concentration, disruptions in telecommunication networks, disruptive
technology, new business models, liability for damages on any of our contracts/ subscriptions, withdrawal of governmental
fiscal incentives, political instability, regulatory changes, unauthorized use of our intellectual property and general economic
conditions affecting our industry. The Company does not undertake to update any forward-looking statement that may be
made from time to time by or on behalf of the company.

The equity shares of the Company are regulated by the laws of India. Please refer to the applicable laws of your jurisdictions
before dealing in equity shares of the Company.

“The equity shares of the Company have not been and will not be registered under the U.S. Securities Act of 1933, as
amended (the “Securities Act”) or with any securities regulatory authority of any state or other jurisdiction of the United States
and may not be offered, sold, pledged or otherwise transferred except %) in accordance with Rule 144A under the Securities
Act to a person that the holder and any person acting on its behalf reasonably believes is a Qualified Institutional Buyer within
the meaning of Rule 144A purchasing for its own account or for the account of a Qualified Institutional Buyer in a transaction
meeting the requirements of Rule 144A, (2) in an offshore transaction in accordance with Rule 903 or Rule 904 of regulations
under the Securities Act, 3) pursuant to an exemption from registration under the Securities Act provided by Rule 144
thereunder (if available) or (4) pursuant to an effective registration statement under the Securities Act, in each case in
accordance with any applicable securities laws of the states of the United States. No representation can be made as to the
availability of the exemption provided by Rule 144 under the Securities Act for re-sales of these equity shares.”

All figures mentioned are for Info Edge India Ltd. as a standalone entity and are as on June 30, 2012 or for
the quarter ended June 30, 2012 unless indicated otherwise

Q1 FY13 means the period April 1, 2012 to June 30, 2012
FY13 or FY 12-13 or FY 2013 means the Financial Year starting April 1, 2012 and ending March 31, 2013

INR M means Indian Rupees in million



Core strengths

» Strong market leading internet brands
* Product, Ul, Analytics and Engineering
expertise

* People

* Financial strength

* free cash, negative working capital and negligible
leverage

* Nationwide sales network
» High standards of corporate governance
* 5 out of 9 Board members independent



Our Brands

(naukricom . /7

India’s No.1 Job Site ag}rﬂ?ie“co m
India’s no. 1 jobsite India’s leading real estate site
Division of Info Edge Division of Info Edge

E . L ]

20MaLo:s nation.com
India’s leading restaurant ratings India’s leading education site for
and review site school children
~47%* owned ~49%* owned

* Approximate shareholding on fully disbursed and converted basis
______________________________________________________________________________________________________________________________|



Our Brands

Jeevansathi.com com
We Match Better
India’s no. 3 matrimonial site India’s leading education listings site
Division of Info Edge Division of Info

DO] i{:ybazaal‘@® p‘lydda*cnm

compare kiya kya?

Yop Boresoan . Vol e e

India’s leading financial products Deals and discounts site with a
comparison site merchant platform
~40%" owned ~47%* owned

* Approximate shareholding on fully disbursed and converted basis
______________________________________________________________________________________________________________________________|



Our Brands

Other owned brands

(naukrigulf.com Firstnaukricom hri"_mm

puliell (s looi vaubasl) gdgo § ool A jobsite for campus hiring!

Other invested brands

@I floost

A flash sale site for fashion and home Con;[eI]t sharing platform
products ~30%* owned
~40%* owned

Offline brands

( L IL allicheckdeals. .

* Approximate shareholding on fully disbursed and converted basis




Leveragable nationwide sales/customer interface infrastructure

Info Edge sales offices illustrative map

Key Observations

= ~ 1925 Sales/ client facing staff or 78%
of the company’s* workforce

= Nation wide coverage through 55
company branch offices in 32 cities in
India

= Only “dot com” player with this kind of
sales organization

= Sales force efficiencies playing out ....

Infrastructure being leveraged for
growth

* Including allcheckdeals, a wholly owned subsidiary 7



Info Edge has always maintained a strong balance
sheet and strong cash flows

Fixed cost model and profitability
has led to a strong cash accretion

Strong
Profitability

Limited
(0F:To1-) ¢
Requirement

Negative WC
Cycle

Strong
Cash
Accretion

Assets

4% 2% O Cash & Liquid
\ Investments
18%

O Other Investments

@ Net Fixed Assets

0O Other Current Assets

B Other Assets

Liabilities

O Shareholders Equity

ODeferred Sales Revenue

@ Current Liabilities &
Provisions




Management Team

Institute of Management and
Entrepreneurship

Name and age Qualifications Designation/ Role Previously worked with | Year of|
joining

Sanjeev Bikhchandani, |BA Economics St. Stephens, PGDM  [Founder and Executive  |Lintas, Glaxo Smith Kline 1995

49 [IM-A Vice Chairman

Hitesh Oberoi, 40 B Tech, IIT Delhi, PGDM, [IM-B Managing Director & CEO|HLL (Unilever) 2000

Ambarish Raghuvanshi, (CA, PGDBM XLRI Group President - Bank of America and 2000

50 Finance and CFO HSBC

Vivek Khare, 41 M. Sc (Physics) lIT — Kanpur, PGDBA-|EVP - Corporate _ 2000
Birla Institute of Management Development
Technology

Vineet Singh, 40 PGDBA - IPM EVP and Business Head - Xerox 2000

99acres

Deepali Singh, 38 B Sc, LLB, Delhi University, PGDBA, |EVP - Firstnaukri Aptech 2000
IPM

Arif Ismail Parker, 37  [BA SVP Sales - Naukri ITNation.com 2000

Vibhore Sharma, 38 B Sc, IGNOU CTO — Naukri Pioneer 2001

\V Suresh, 40 BE, Masters in Management, Sathya [EVP and National Head |Xerox 2001
Sai Institute of Management Sales - Naukri

Niraj Rana, 36 BSC, MBA SVP Sales - Naukri, 36 |- 2001

Harveen Bedi, 40 PGDBA-Birla Institute of Management |SVP - Quadrangle Nestle 2002
Technology

Dinesh Padmanabh MBA SVP Sales - 99acres Notre Advertising 2002

Kumar, 36

Manoj. P, 38 BE- University of Mysore MBA - Xavier|SVP - Sales Indian Seamless Group 2002




Management Team contd.

— Naukri FastForward

Name and age Qualifications Designation/ Role Previously worked with | Year of
joining

Satyajit Tripathi, 39 BSc ,PGDBM SVP Sales and Business |- 2002
Head — Allcheckdeals

Sudhir Bhargava, 43 BE, MBA, FMS, Delhi University EVP - Corporate Finance [HSBC, ICICI Bank 2006

Sharmeen Khalid, 41 MBA, IRMA EVP - HR Polaris 2006

Amit Gupta, 36 CS, LLB Company Secretary Indraprastha Gas Ltd 2006

Shalabh Nigam, 40 B Tech, IIT Kanpur CTO - 99acres, Baypackets 2007
Jeevansathi, Shiksha,
Brijj

Rajesh Khetarpal, 39 |CA SVP — Finance Bharti 2007

Sumeet Singh, 38 BBA, MBA SVP — Marketing, Cli 2007
Corporate
Communications and
Alliances

Prakash Sangam, 36 [BE, PGDM - [IM C EVP and Business Head |Bharti, HLL (Unilever) 2008
— Shiksha and Ad Sales

Nishant Pandey, 36 B Tech IIT, MBA ISB SVP Product Schlumberger 2008
Development - Naukri

Vivek Jain, 38 B Tech, IIT Delhi, PGDM IIM — B EVP — Naukri Product Isoft, Adobe, IBM, ICICI 2010
and Analytics Securities

Rohit Manghnani, 37  [B Com, MBA, FMS, Delhi University [SVP and Business Head |Home Shop 18 2010
- Jeevansathi

Maneesh Upadhaya, 34 B Sc, MBA, FMS, Delhi University SVP and Business Head |Bain & Co. 2010

10



Key features of corporate governance

Separation of Chairman and CEO role

Non Executive Chairman

Statutory Audit performed by PWC

Internal Audit performed by an external firm

5 Independent Directors out of 9 Directors

Audit committee comprises of only Independent Directors

Disclosure of financial statements viz. balance sheet and cash
flow statements every quarter even though not mandatory

11



About Info Edge
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Milestones

Levels of
Evolution

y

A

1997-2000

April, 2000:
Raised VC funding of INR72 M

FY 1999:
Naukri.com broke even.

March, 1997:
Naukri.com launched

2000-2007

Nov 2006:
Public listing in India

Launched new portals:
2006- Naukrigulf.com
2005- 99acres.com

September 2004:
Acquired Jeevansathi

September 2003:
Started TV advertising

September 2002:

Turned profitable post VC funding

November, 2000:

Acquired Quadrangle business

2007 onwards

Investing in start-ups

Scaling up new
businesses

Ability to attract and
retain talent

Capitalising on growth
opportunities

Expansion of main
business

» Time

13



Strong performance track record

Info Edge Revenue and EBITDA margin

4500 50%

» India’s leading online company with
— Strong brands
— GrOW|.rlg businesses 39.14%
— Experienced management team 3500 37.30%

- 45%

4000

- 40%

— Investments in internet startup ventures

3000
< 30.00%
=Rapid growth historically 2 28-20%//
=2

— Revenue CAGR of 31% over FY06-12

- 35%

- 30%

— INR 4.16 billion revenue in FY2012 - 25%

- 20%
»= ~ [INR 36 billion market capitalization

Total income (I
N
=)
S
=]

1500

35.10% 34 30%
= Strong cash flow generation 1000
— Cash & liquid assets INR 5.3 billion
— Negative working capital 500 :I
O n T T T

- 15%

- 10%

- 5%

=Diversified business portfolio within the company ‘ . ‘ . | .

— Share of revenues from verticals other FYO6 FYO7 FYO8 FYO09 FY10 FY1l FY12
than recruitment has grown from 5% in
FY06to 19% in FY12

- 0%

mmm Total income (INR M)  —B—EBITDA margin (%)

EBITDA margin (%)




Our in house business portfolio

100.0% -~

s00% - 9d9acres
'

60.09. N k H
) rl
Jeevansathi au

\ 40.0% -

. 20.0% -
s J

I G.Gno 1
-50% / 0% 50% 100%
-20.0% -

Quadrangle

-40.0% -

-60.0% -

-80.0% -

Revenue CAGR 2007 to 2012

-100.0% -

EBITDA Margin

Note:- For FY07-FY12 the data for other brands has not been considered.
—1 5



We are a business of the virtuous circle

Example : Naukri.com

So we get
the most
clients

We’ve got the
most jobs

So we get
the most

So we get
response

the most
traffic

Imperatives

»Hire and retain quality talent

»Product and technology
innovation

=Superior sales and service
execution

=Build the brand




Business drivers - internal

Sustaining traffic share (gained in the 2008 — 2010 slowdown)

Garner higher market share as slowdown hits

Share of internet in recruitment spend growing

Specific product innovations to combat the threat of Linkedin.com and semantic search
(Trovix) from Monster

» Reap gains from sales team efficiencies — Restructuring, ERP, newer sales channels

= Develop and leverage social media and mobile apps

= Continue to invest in brand, sales team, customer service, tech product innovation, people
= Make small acquisitions to strengthen offering

= Benefit from increasing share of internet in the real estate advertising market
» Product innovation and site improvements

= |Improve sales coverage across cities

» Increase traffic share

= Continue to improve the user experience

= Leverage the IP built over last 5 years through increased investment in brand building

Jeevansathi = Tweal the business model to scale up business by increasing growth rate over the next 3
— 4 years

= Continued investment in analytics /algorithms

= Evangelize the value proposition of Shiksha & FirstNaukri

= Naukrigulf- Ride the gradual recovery in the Middle East

= Invested in potential big businesses for the future - Meritnation, Alicheckdeals,
New brands Policybazaar, Zomato, Mydala, 99labels

= Actively explore more opportunities (startups, M&A)

= Brijj.com being remodeled around skills

17



Business drivers - external

Business cycle Demographics Internet Competition
and Economic and GDP per penetration
Environment capita
(naukricom d v Y
( Q\Quadmnglc \/ \/ \/
(naukrigulf.com v v
fuliell (5 lons waubgil) @dgo £ sal
brijj.com d d
Firstnaulkyi.com v v v
Ajohsite for campus hinng!
Jeevansathi.com v v 7
99;3’15700-’-" v v v
,ﬂ\ allcheckdeals. . v v v
vf Properly deals made Simple & Transparant
v v v

SKSIid.com

18



Environment

19



Business cxole and economic environment

India’s GDP grew at a CAGR of ~8% from

FY06 to FY11

60000 T

50000 T

40000 T

Billion

==30000 T

Rs

20000 T

10000 T

FY 06

T 14%

T 12%

T 10%

T 8%

T 6%

T 4%

T 2%

- 0%
FY 07 FY08 FY09 FY10 FY11

I GDP at Factor Cost (Const Prices: hases 2004-05)
=0— Manufacturing Growth

=== Servivices Growth

=Indian economy estimated to have slowed to
~6.5% GDP growth in FY11-12. Estimate for
FY12-13 similar

=Service sector has in the past grown fast,
however it may witness some slowdown due
to lower growth in IT services

*|T services witnessing headwinds due to
slowdown in US/ Europe

=India had staged a faster recovery in 2010-
11 post the meltdown of 2008-10 versus rest
of the world

=India estimated to be a $4 trillion economy
by 2019

|
Source:http:/rbi.org.in/scripts/BS PressReleaseDisplay.aspx?prid=22884  http://mospi.nic.in/mospi_nad main.htm, 22 Feb 2010 Business World Article: “Hot Jobs and More”, March

India Today Article: "Jobs are Back”

20



Demographics

»India is among the world's youngest
nations with a median age of 26
years.

"65% of Indian population estimated
to be below 35 years of age

=Youth population(15-35) of India is
growing at a rapid rate

=According to the World Fact Book,
India is projected to have 70% of its
population in the working class

2 Y
S Whythe category by 2030.
 World's biggest
) Hemaocracy is the
n gconofmic n i i illi
e Matit India will see 70 million new
-mens for America entrants to its workforce over the next
& 5 years.
Source: http://www.rbi.org.in/scripts/AnnualPublications.aspx?head=Handbook%200f%20Statistics%200n%20Indian%20Economy, https://www.cia.gov/library/publications/the-world- 21

factbook/geos/in.html, http:/mospi.nic.in/mospi_nad main.htm, Financial Express, Indian Youth: Demographics and Readership, BSGA-2009%20Market%200utlook%20for%20India




Internet penetration (1/2)

Growth of broadband in India

Mar-05  Mar-06 Mar-07 Mar-08 Mar-09 Mar-10 Mar-11

VCJ

S14 -
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S0 M
©

©

S

om

India’s Internet consumer profile mix is
changing to broadband and heavier
usage

About 3.12 mn subscribers added in
2010-11, a growth rate of 35.6%
Multiple internet users may access the
internet through a single broadband
connection

Growing market for Info Edge

Internet users estimated at 100
to 120 million

Significant user base coupled
with headroom for growth

Penetration of broadband
increasing

Mobile  phone  connections
exceed 900 M

Broadband wusers engage in
multiple internet activities on a
daily basis

Penetration of wireless in
telecom has enabled a growth of
0.06 per cent of the GDP in
India whereas it has contributed
0.04 per cent of GDP in China

Source :TRAI Annual Report 2010-11 http:/www.trai.gov.in/annualreport/AnnualReport 09 10English.pdf http:/igovernment.in/site/govt-plans-250-mn-broadband-connections-2012-

36773, www.coai.com, Www.auspi.in

22



Internet penetration (2/2)

i2 Mn 46 Mn 50 Mn B3Mn 82 Mn

Spread of the internet

increasing

*From 5% in 2000 to 37% in 2011,
internet has made an impact in
lives of small towns

=Given the continuous growth of
internet users over the years, the
smaller towns have overtaken Top
8 Metros in internet usage
(indicates that internet is reaching
to rural masses in India)

—_— = Upto 1F Lakdh townd — o

Metnos

=Government initiatives of e-kiosks
and increasing number of cyber
cafes has created interest among
small town people

2006 2007 2008 2009 2011

B Top B Metros B Other Metros 8 5-10 lakh towns B Les than 5 lakh towns

Base : All india Internet Ever Users (Urban) (All figures in Million) [As of March 2011]

|
Source: Internet in India (I-Cube) 2011 by IAMAL.in. 1 Lakh = 100,000 23



In house businesses

24



Recruiters from USA, call Toll Free # BE6-557-3340

. = &
( nau kr..com Wm:'-ﬁe:‘;_l Passing out [[Work with india's
India’s Mol Job Site Pune/Gurgaon in2010 No.1 Job Slte
J /ﬁ\ .” Iili ob I 'l “ i. .' i i “ I.. i. “”i I 'li. calio .. Ii_ Empluyer's Zone

Search All Jobs New Job Seeker?

@ Reach outto more than 35000 recruiters
@ Getrelevantjohs inyour inbox
@ Privacy features ensure confidential job search

Login to view recormended jobs foryou
Usernarme [Juse email ID as Username

Forgot Password
fUsername?

Login  toview recommended jobs foryou

Rs. 15 Lakh + Jobs Hew Fraud Alert!

Keywords
Type your Skills, Designation etc.

Location
Type City name where you want to work

Job
Seeker
Services

Functional Area Exp. Salary Expectation

Panels Select - Exmp. = Min | = |=|Max |-

Search

Browse jobs by, Public Sector, Company, PharmalBiotech, Construction/Engag, IT, HR, BPOMKPO, Telecom, More... Password [ Login I

Best Places to Work

p Employe

ume Services

All Sectors | Information Technology | Manufacturing | Services

@ Resume Display
Let 50,000 recruiters see your
resume

<« Resume Developrment

Emcure Hew
INTAS Pharma

Infermation Tech. Infogain
ITC Infotech

10th & 11th April

ChipDsofSemicond. i
Max?m g KPIT Gummins .Jum.lant. O.rgannsys Get a resume that gets you
@ LARSEN & TOUBRO KRB MNess Technologies New Lupin Limited interview calls
Nihilent Technologies Mew Manipal Healthcare New . Resume Flash
Rarmbius Hew WMICRO LABS

Maximize your resume's visib

Patni
m Sanbisk Persistent Svstems Panacea Biotec
ST ERICEEOM New

Faolaris Firarmal Healthcare
Pyiis Systerms New Quest Diaghostics

Cnaukricom

Job

[ sl "o i | s

HILINK

Get jobs in your inbox

ITES/BPOLCOM Q3 Technologies RanbaxLabsLid

Apply Now ACS of India Quickstart Global Strides Arcolab Getthe hestJobs matching your
Datamatics Financial Rawabit Technology Limited New Sun Pharma search preferences delivered in your

| Encare Capital Group RBS India Dev. Centre Surya Pharma inbioy for free!

( NOVART IEnetrgizer Fobert Bosch LSV Limited Create.Joh Messenger
Respondez Hew R Systems Naw Iydus Cadila New
ply Clicifere Shell Buginess Service Centre  SAIC New PetraleurnEneray

New Sapient Adani Group Hew PayCheck Resu me

Skl S e T Lk b

Listings - "o

Source: http://www.naukri.com/

Functionsl dres Bxp,  Salary Brpectation

Search

T YTV LY T

ancl apply

™

— Banner Ad

(naukricom

Database

#1 Besiuter em
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Naukri - Overview

Current
Highlights

Dominant player — strong brand, largest
database, most clients, highest traffic share,
largest no. of jobs, sales network,
product/technology innovation

Growth of 29% in revenue in FY12

Growing share in the current slowdown

Revenue
Model

Major
— Job listing and Employer Branding/
Visibility

— Resume Database Access

Others:- Job Seeker Services, Google Ad
sense, Advertising other than for jobs, Mobile
revenues, Resume short listing and screening

Competition

Naukri has increased the competitive gap

— 10% traffic share gap between Naukri and
MonsterIndia/ Times Jobs as per
Comscore data in Nov, 2007

— InJune 2012, the gap with Monster India
increased to 43%, with Times Jobs to 47%

Market

Dynamics

Signs of slowdown and decrease in
recruitment activity

Recruitment market is cyclical and depends
on GDP growth rates

Market Size and Potential

= Large market

= Growth in economy/IT/ITES drives
online job market

= Naukri flagship product flanked by 4
support products

= QOverall growth to continue due to
increasing internet penetration &
India demographics

= Social media and mobile apps

= Threat from Monster’s semantic
search (Trovix) technology
proposition

= Linkedin active in India

26



Online job search is a popular activity and Naukri has
the dominant position

A popular online activity Some of the most used websites
in India
Google Gmail
pay bills online YAHOO!
PC to mohile SMS
| _ (11| Tube N facebook
instant messaging/ ..
1
search or buy... v Hotaiall \ naumﬂm
social networking NSNea " indiatimes
job search 62% moneycontrol.com
download music R 0
ICICI Bank
web info search... _ s —
search or buy non-... WIKIPEDIA
emailing w ﬁ motnﬁsl‘er inde
0% 50% 100%

% users undertaking

——

= Job Search is a popular activity on the Internet in India

= Naukri is one of India’s most used websites

Source: JuxtConsult, India Online 2011 Report.
The logos/ names indicated above belong to the respective entities.
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Naukri has gained market-share and is
a clear # 1 with ~60% traffic-share

Traffic share of various recruitment sites
based on data from Comscore

70

Traffic share of various recruitment sites
from Alexa.com

Alexa Traffic Rank Reputation
© 432 = 21 3.797 w1
Giobal Rank @ Rankin N @ Sites Linking n @ 23 Reviews

5 Did you know? You can enhance your Site Listing by displaying your Visitors and Pageviews. Find out how!

—8— Monsterindia

=/—Timesjobs

Search Analytics  Audience  ConfactInfo Reviews Related Links ~ Clickstream

Traffic Rank Reach % Pageviews® Pageviews/User Bounce % Time on Site Search %

Daily Pageviews (percent) Estimated percentage of global
naukri.com monsterindia. com pageviews on naukri.com:

timesjobs com
] L A A R B R LR S

L Yesterday 0.0204% %%
n.ozr B
W ] Tdey  002389% +119%e

1month 0.0227%  +6.5% %

Pageviews %  Change

Imonth 0.0203%  +12%4

(] A T A T A

Feb Mar Apr May Jun Jul

Trailing & msnthsE

Compare naukri.com to:

monsterindia.com timesjobs.com

Source: Comscore.com, Alexa.com
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Hiring growth rate may be slowing

Naukri Job Speak Index Naukri hiring survey

Jul-08 Jun09  Jun-10 Jun-11 Apr12 May 12 Jun-12 90%

Index 1000 820 995 1175 1193 1194 1210 80 80% 78%
A

70%
60%
50% A
40% A
30% A
20% A
10% -
0% -

47% 46, 48%

5%

2% 2% 4%

Layoffs will happen Replacement hiring New jobs will be
will happen created

Total no. of new jobs posted in July 2008 was scaled to 1000. Index for subseguent months is relative to July
08.

Total no. of new jobs posted in July 2008 was scaled to 1000. Index for subsequent
months is relative to July 08.

'mJan-11 BJul-11 OJan-12 mJul-12|

—————

= Survey of recruiters conducted by Info Edge
India Limited:

v July, 2012 (sample size ~ 1000)
v'January 2012 (sample size ~1000)
vJuly 2011 (sample size ~950)

» Naukri Job Speak Index is an in-house index
based on utilisation of listings on the site
» The index went past the July, 2008 base of

1,000 in Q4 FY11 and has continued at those
levels in Q1 FY13

v'January 2011 (sample size ~1000)

Slowdown in the hiring market — Naukri gaining share — competitive position improving
______________________________________________________________________________________________________________________________|

Source : Naukri Job Speak Index, Info Edge India Limited 29



Average daily resumes added and modified

€IA4 IO

¢IA4 YO

ClA4 €0

MY =K49]

7 =N19]
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consistently

Naukri.com has performed on key-metrics

Number of candidate resumes has grown
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OResumes modified daily (in '000)

BResumes added daily (in '000)

BNumber of resumes on Naukri.com (in million)




Naukri is supported by four recruitment offerings
thereby creating a full service in the jobs space

‘ + Quadrangle
S

Firstnaukericom

A jobsite for campus hiring!

(naukrigulf.com
paliel (s lpas caubgil) gdgo £l

bl’lcom

Brijjing Peopla

i i

Offline placement services for middle & senior management
Revenues based on success fee model
Complements online model

Focuses on hiring of fresher graduates from campus
Launched commercially in FY 10-11

Campus hiring is a fast growing segment in India
Potential seen for shift from offline to online

Focus on jobs in the Middle-East market

Used by job seekers from various nationalities

Large addressable market currently using print medium
Supported by office in Dubai, Bahrain, Riyadh and Abu Dhabi

Professional networking site
Site being re-positioned based on skill groups
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99acres

TR ¢

A starting @ 58 Lacs
10% DP Discount
9650833337 L2557y 2299 |

Wiglcome Guest, Sign in to manage account el Free #1800 41 99099
e T

ﬂ 7 ontact for Commercial / Rented

Space in Delhi/NCR
Call:-9811164770, 9811144550
acres com
Buy, Rent, Sell

‘1< Ph No: 732 5938 168
Home | Ahmedabad | Bangalore | Chandigarh | Chennai | Coimbatore | Delhi / NCR | Goa | Hyderabad | Jaipur | Kochi | Kolkata | Mumbai | Nagpur | Pune
1am: Builder [+ Dealer [+ Individual [

Benuer Oyption Propeman

Commercial

Home Finance

New Projects Advertize Property Search Dealers Post Requirements Buy Our Services

|| Search Properties To: (5)Buy (JRert (PG . ¢ Advertise Your Pr0p9|1y
B a n n e r Property Type: Price Range (Rs.): Bedroom: Get response over Phone, Email, SMS
| A Residential v [mR vl [setect v Sell, Rent Outt, L ease Your Prope
Ad City: Keyword: Eg: Locality, Builder, Project =
[ Dethi £ MCR cam v | | = Post Your Requirements ‘
Posted By: Al D Dealer D Builcer D Inclisviciusl Advanced Search Get contacted by sellerss landlords.
Post Now

[ 42 + New Projects in Delhi

Residential Plots at Jaypee Wish Town, sector 131 Noida Exclusively Marketed By — Better Option Propmart Put. Ltd. re

Hot Investment Opportunity starting @ 58 Lacs* Call: 9650772299 / 9650833337

Featured Projects - Delhif NCR 99acres Exclusive Property

JAYPEE GREENS

Kensmg+0n SEC 131133

Ei Residential Apartment EI Residential Apartment Contd.

SHA R ANAM * Hansmukhi Garden Estate - Dehradun « Supertech Eco Village - Moida Ext. Mew el vl | o0
Suman TG PEaoTiart » Era Divine Court - Faridabad = Amrapali Smart City - Moida Extension _
Sectar-107, Maida « ORS Roval Residency - Sec-89 - Faridabad o Armrapali Srart City - Moida Extension hew Hl.ll'l'y” Last Chance to
« Saivatika - Faridabad e Casa Royale - Moida Extension Book Prime Plots
o Crossings Republik (Ready To Move) - o Supertech Eco Village - Moida Extertion H“T'ﬂ\"E‘T"‘ENT e K
Ghaziabad « Prateek Laurel - Moida Sec 120 10% DOE:E!;ment Discount
* KDP Grand Savanna - Ghaziabad * Jaypee Kensington Heights - Moids Sec 131 MKT. by Better Option Propmart
* DesignArch eHomes - Greater Moida * Eldeco Sharanam - Noida sector 107 9650772299 | 9650833337
* Jaypee Sports City - Greater Naida o Eldeco Sharanam - Moida sector 107 New
* Jaypee Sports City - Grester Moids « Amrapali Silicon City - Maoida - Sector 76
Vel B o e iy R S ey Lk e Umm B frpen
e s i B g o s L
A N Ndkes Do o cage e apaery
—i -~

/ Banner

Source: http://www.99acres.com/
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99acres : Overview

Favorable macroeconomics for the housing market:

Current — Increase in middle income/high income
Highlights households, Increasing urbanization, availability
of finance Opportunities & Market

Potential

= Most revenue from developers, builders and = Significant potential to gain from non
brokers housing market / commercial real

= Revenue from:- Property listings, estate as well
builders/brokers branding and visibility — = Opportunity in the primary property

Revenue Microsites, home page links, banners, others like market.
Model buyer database access, international listings » Indian cities and suburbs

= Site has traction for residential, primary & witnessing lot of construction

secondary, sale and purchase and rental

= To be developed further for commercial

»= Head to head competition with Magicbricks.com - Quality of listings

— Indiaproperty.com, makaan.com impacted
during FY09 and FY10 slowdown
— 99acres establishing lead in traffic share

Competition

= Market likely to slowdown except certain clusters
Market = Comscore traffic share data to stabilise post

Dynamics changes made by Comscore to the methodology

= Share of internet growing in real estate advertising
in a slowing GDP
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99acres is a leading brand in its segment

Traffic share of various real estate sites
based on Comscore data*
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Traffic share of various real estate sites

from Alexa
Alexa Traffic Rank Reputation
62875 =200 1,215 oy
Global RanLO Rank MO Sites Linking Ino 15 Reviews

Trafic Rank  Reach %

Pageviews/User Bounce % Time on Site  Search %

Daily Pageviews (percent)
99acres. com indiaproperty.com

|T|-3L]“Z|.‘I icks.com makaan. com
0004 T I| LI I| T 1T T T r T 1 T I| T 1 T TJr 1 1T r T T

Estimated percentage of glabal
pageviews on 99acres.com:

Pageviews %  Change

[ 1 Yesterday 0.00161% -33%®
0.003 .

Tday  000211% -10%%
0002

| 1 tmonth 000252% -17%®
0.001 by 7 ]

l'
| |h| :
NG Imonth  0.00233% +39%4
) M M ]
ot Wi TV idai)
Mar Apr

May

Trailing & mnnthsE

=<¢--99acres
= =magicbricks.com

—&— indiaproperty.com
—&=makaan.com

Compare 99acres.com to:

indiaproperty.com | magichricks.com makaan.com

* Change in traffic share on account of tagging of site/ change in methodology by Comscore

Source: Comscore.com, Alexa.com
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99acres addresses a growing market

Market drivers

»Rising disposable incomes, financing terms and growing population

= Powerful demographic impetus, infrastructural development,
IT/ITES Industry, increasing urbanisation

= Growing economy, increased commercial activity

= Growing middle class, consumerism, macro economic policy
decisions such as allowing FDI
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Dielhi Property, Dehi Real Estate

gl

|| allcheckdeals ..
Vv’

Property deals made Simple & Transparent
a{naukricom venture

Commercial - Corporate Leasing

Residential

@ Browse New Projects

tr,&lhr Mumbai  Bangalore  Chernal Kokata  Pume

Gurgaon  Moida

Hydersbad Goa Koo Chandigarh  More Cligse

Allcheckdea

DLF&

BUILDING INDIA

o
capl e

starting
onwards

Home | AboutUs | ContactUs | SiteMap | Live Chat &

India: 0999999 6663
16860 500 5559

LISA + 1-646-267-2921
UK+ 44-208-819-3359

| Refer & Win

5& Search Properties on Map (=i | Resale)

Cy* Budget*

Bedrooms

[Select

d [1in jTo [max j Select j T tew Profects only @

Refine Results 7 Vo can select Muliple Options
Locality: Budget: Bedrooms:

[ Vasank har (3 [ ShivajiMarg (3] [ Defence Colony (2) [ 0-%5la [ 5- il F2R 138

[ GolfLiks (2) [ Gubash Nagar (1) [ Ghillines (1) [ é0-60Lac I 80-80Lsc [R50

[T Ok 1) I B4 (1) Mare Localities + : :

New Residential Projects in Delhi (19)

Showing resuls for: Localiy: A1 Budoet: Al Bedroom: A [ Clear Al ]

« Previous ﬂ 2 | | Next»

g,
-—-

pEEBuZ=EE:

Location : National Higrway - 24

Location : Shivji Marg

Plans :4 Bedroom Apartments

Plans :2, 3, 4 #5 bedraom apartments

M%l-15¢ [ 150

D'.Fﬁ DLF Capital Green - Commonwealth Vasant  |Builder Floor Dawnload PDF
BUILDING INDIA l“‘h ames VI"EQE whaf Deki
Dehi

Location : Vasant Vhar

Plans 5 Bedroom

LS5

" | EXCLUSIVE
PROPERTY

] EXLCUSIVELY
FOR YOU

Thanks for showing vour interest in Delh,
Flease register in the form below and aur Seles
Tean wil contact vou shartly,

Hame®;

S.COMm

» Real estate brokerage business
= Asubsidiary of Info Edge
(India) Limited

= Commission based revenue model
= Determined on transaction
value

= Focus on primary residential market
= Large parts of Indian cities/
suburbs getting built
= Growing middle class and higher
disposable income
= Need for transactional ease
= 255 transactions closed in Q1 FY13

=Coverage in 12 cities




Jeevansathi

Search

Jeevansathi.com

Indian Matrimonials - ie Match Better

FLive Help hembership Oplions | Sueeess Stories | Register Now

Bride v
Y v o 35V v

Select a Religion v SelectaMothertongue v SelectaCaste

SelertaliartalStas v Gelesta CinCaunly ¥ [Vl photos anly

Exclusive Privacy Features,

Infeligent matching,

Millions of Profiles

“When I saw her profile for the first time, [ decided
to initiate contact with her. By God's grace, every-
thing has maved smoathly and positively between
us. Thanks to Jeevansathi.com.”

Abhijeet weds 2aara

1 Register
Create your
matrinonial profile
1o teceive matthes

2

Watched by Jeevansathi.com

Success Story

Search 3 Contact

By your criteria of View contact details
Caste, Refigian, & eontact by mail,
Manglik status Chat, M3

Shivali
Weds
VY1665

Deepa
weds
Kaustubh

HVRBET4 Flavian Quadros
weds weds
Abhishek Saiin D'souza

¥ Search by profileid b Advanced Search
Existing User - Login Now
Emal I0/User ID

Paszword

[ Rernernber me

Forgot Paszword?

Nei User? Register Now!

Register Free |

Advertizement
e

Prospective Matches

JS Home
Page

Hi Guest, Lugin | Register (3 Live Help Home | Merbarshin | Suctess Stories | Contactug

Jeevansathicom

Indian Matrimanials - We Match Betier

My Jeevansathi My Contacts MyProfile  Membership

Bride v Selecta Religion v SelectaMathertongue v Belecta Caste v
AV v 38y SelectaMatalStatus v SelectaCiiCouny v WilhphUIUSUnW@

by saved searches P Desired partner profile matches P Members looking farme ¥ Search byprofileid P Advanced Bearch
Membership Options

Choose Payment Mode Secure Payment

Free Member  @ij Yalue

Create Profle Create Alum Define Pariner Profile Search and
Eiptess Intarest

ContactMembers
View Contact Detalls of accepted members

Bend Messages along with your Contact Details

Contactinstantly with Direct Calls

Lt others see your contact details

X
X
X
Start Online Chat X
X
X
X

Fealure in special seatches for metmbers with cantact details visible
el Yalue

JS Membership
Options page

Source: http://www.jeevansathi.com/
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Jeevansathi : Overview

= The matrimonial market in India is highly
Current fragmented

Highlights

» |t presents a fundamentally large opportunity,
unlike the West the dominant form continues to
be “arranged” marriages by parental consent

= Website
— Freeto list
— Free to search
Revenue — Free to express interest
Model — Free to express others expression of interest
— Pay to get contact details
= Offline centres (14 centres operational)
— Walkin sales for matching services

= Bharatmatrimony.com leads the market

= Jeevansathiis #3

= Competition with Shaadi, Simplymarry and lot of
small players online.

Competition

=*Online payments can be made only via credit
cards — Credit card penetration issue

Market » The moment user finds a partner, he or she has
)13 E 13| [#=3/ no reason to visit the site again - One time
transaction
» Tweaking the model may change the dynamics

Opportunities & Market

Potential

=Around 450 million people in India
are below the age of 21 — Young
population

» The dominant tradition is that of
arranged marriages— Socio-Cultural
factors

» Rapid Internet growth and
broadband penetration

= Lot of players entering market with
specific focus on communities in
India

= More players depend on traditional
sources like marriage houses, print
and relatives contacts.

Source: _http:/knowledge.wharton.upenn.edu/india/article.cfm?articleid=4331
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Shiksha

— Banner Ad

A Cnaukricom group company Registered User: |

Space for education providers

s outside India: Call Toll Free #1800-717-1094

Login | Forgot Password M ew

= SRMCEM I iness ]
".'} ' ; A Premier institute in ‘ lrl mtiﬁlt‘Eﬁg %thﬂﬂl

o= HIILOI Icl.com . North India . :
F\ Stop Follawing. Start Explaring. i A [ (hﬂqﬂqlngllvnsfhmugh FMZMAd«S [ssovation
: ify o :

k

Browse Institutes & Courses

Career Options Study Abroad Test Preparation
Follow vs owv n

5! Full Time MB&A Part Time MBA Distance MBaA BBA Management Certifications
Featured Institutes f&g* Animation, Multimedia -~ Information Technology ~
Erm:hme“ ation Eocetye ma:;qgm|;i Business g DBanking and Finance ~ &= Auns, Law and Languages -
g Indira Group of Institutes -, ISOT |y iictration - ) ) X ) P
hrrr * Professional Courses ~ wer Hospitality, Tourism, Aviation ~
TR R r T I Media, Films, Mass Communications - &, Medicine and Health Care -
Courses Apwd by AICTE = _ 3 - - B
Sri Balaji Society X Science and Engineering ~ v Retail =

User generated content

simply hang out with fellow students!

Let us find an Institute for you

WWe need a few details from vou to suggest yvou relevant
institutes & create vour free Shiksha account.

= a Topic Announce
Study Preference:™ @ |ngia @ Abroad

Education Interest™ | select Category

[=l

= &

0 out of 140 characters

s Community Suid
Desired Course’™ | Salact

afe Buzz! Latest from Shiksha Cafe

When do yvou plan to start 7™ Select

sayona gupta asked
i am an average indian
wiay | can getin MIT

gquestion an hour ago

dent studyng b-tech {ece) in calcutta under wbut.is there any
masters??

Your Mame - *

Email @ >

@ ru. chopra jiegfn swered AnkitaSachanz2102's question an hour ago
tech is & good choice as there are various opportunities for the degres

Mobile Mo @ = =4 holder both in India and abroad. They can find managerial positions in private and public

Hi, Trawel and Tourism one of the world’s largest foreign exchange earner among
- - - industries, provides employment directy to millions of people worldwide and indirecty
Type in the character you see in the picture below -
Manmeet KaurS0173 iy answered anujd46624’'s question 2 hours ago
Hi Anui, Shiksha is an education portal and believes in providing guidance regarding
education sector. IFf you hawve any concerm then you may post any query regarding that.

Residence Location - = | Select Gitw =] Q_ aru.chopra s answered sajeev2B8286's guestion 2 hours ago

=1 agree to the terms of services and privacy policy

Source: http://www.shiksha.com/ 39



Shiksha : Overview

Current
Highlights

Private sector participation increasing in
education

Demand for education and eduinfo services
increasing due to increase in enroliment in
secondary education in India

Revenue
Model

Information exchange
Colleges, Institutes, Universities advertise
= May pay for leads

Competition

Competition with Minglebox and other
educational info service websites like
Pagalguy

Competitors are innovating fast into different
verticals due to uncertainity in educational
classified space as advertisers are very
local to their needs.

Market
Dynamics

Market emerging- Niche sites operational

Opportunities & Market

Potential

= Total spend on online classifieds, by
Education, in India is estimated at Rs.
700 M while total advertisement
spendis ~ Rs. 25 Bn.

= Largest category in print advertising

= Adoption of the medium

Source: _http:/knowledge.wharton.upenn.edu/india/article.cfm?articleid=4331
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Shiksha : Competitive scenario and traffic share

Traffic comparison

Alexa Traffic Rank Reputation
© 8,130 o= 104 1.884 ;
Glct:aIRankg Rank inmg Siteg Linking Ing (Mo reviews yet)
Search Analytics  Audience  ConfactIinfo  Reviews Related Links — Clickstream

Traffic Rank [Reach%| Fageviews % Pageviews/User Bounce % Time on Site Search %

Estimated percentage of global
internet users who visit shiksha.com:

Daily Reach (percent)

shiksha. com pagalguy.com
minglebox. com htcampus com
e =7 L o B B S L )

Reach % Change

Yesterday 0.007% 40.35%%

0.04 F : |

0.03F T day 0.0124% -0.55% %

0.02 1month  0.0133% -29.40% ¥

0.01F Imonth 00174%  +10%4

Trailing & months |Z|

Compare shiksha.com to:

htcampus.com

pagalguy.com minglebox.com

Key Features of Shiksha

=Launched in May 2008

=Over 110,000 listings aggregated
»Product feedback encouraging
=Offices in 12 cities

Challenges :

=| arge market dominated by Print
*Weekly supplement in English dailies
=Three categories of Advertisers

- Indian education players
(Universities and Institutes)

- Test Prep and Coaching institutes
and

- Overseas Universities/Colleges
targeting Indian students

Advantages:

=Advertising spend in print bigger than
real estate

=Unlikely to be affected in a slowdown

Source: Alexa.com
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Company Financials
(Standalone)
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Consistent long-term growth in Revenue / Profitability

In FY 12, Recruitment was 81% and Other Verticals 19% of
the standalone Operating Revenue of Rs 3,756 mn

1
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. . 1 . .
INR Million i INR Million
E
1
H
1
4500 t| 2000
iTo) 1
4000 3 i 1800
1
1
3500 - 'l 1600
ok ]
2 ~ '
3000 [ ! 1400
1
— 1 =
2500 0 ; 1200
1
i| 1000
2000 | m
| 800 ]
1500 | N
il 600 y
1
1000 ! S
tl 400 5 2
! 2 3
500 - | 200 | 2 N i ks
: (sp!
0 - : 0 -
1
© QA \e} %) Q N 2 D | © A o) S Q N 9 &)
Q Q Q Q Q Q N N 4’\ ! Q Q N) \) N N N N
AR S R S SR SR N ! & & & &
: o
1
1
B Recruitment Other verticals Other income E BEBITDA OOperating EBITDA  OPAT  OOperating PAT
E
1
1
1
1
1
1
1
1
1

In FY 12, on a consolidated basis, Operating Revenue was Rs 3,918 mn (Rs 3,756 mn on standalone basis) and PAT Rs 1,033 mn (Rs 1,227 mn on
standalone basis) on account of losses in investee companies

Other Income in the above chart is treasury income




Growth momentum had rebounded post 2008-09; healthy

rowth in Q1 FY13 in a slowing econom
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operatin
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trend last 5 years
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Recruitment: Profitability had improved post 2008-09 slowdown
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Improving financial performance
of Non Recruitment businesses

EBITDA losses contained
INR M
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Investee Companies
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Zomato.com

Login 2= o (@

= Z0O0MIALO: voninee

BROWSE RESTAURANTS FOR

DFLI}IPERY DINE 0UT

at restaurants,

Other CitHes: Mummbai - Bangalore - Kollkkata - Pune - Chenmnai

IN AND AROUND

OR FIND A RESTAURANT BY ITS NAME, LOCATION OR CUISINE

| SEARCH

[e.g Global VWillage, Greater Kailash]

NEWLY ADDED RESTAURANTS FEATURED REVIEWS
VivaHyderabadi, Hanz Khas Desi Vibes, Sector 18, Noida L & & & g
I Indian, Bi i by Ishan Sethi. 2 days ago

b Indian, Birgani g
Cost for twao: R, 250 Deszi Vikes iz one of those restaurants T hawe heen to manys mang trmes. The Dal Makhani iz absolutely

= Website operational

o Experienced team
— Restaurant menu’s, ratings and reviews
— Coverage of over 10 cities including Delhi,

Mumbai, Bangalore, Pune, Hyderabad —|
— Revenues from advertising and lead sales

» Large addressable market

= |nvested INR 182 mn for ~ 47% stake
— Events (ticketing) 1




Meritnation.com

Demos & Samples

" call us at 1-860-5005556 or 011-4070s5070 BEd

|E-mai| JUsername | | -------- |

Forgot Passwor d7 Register Mow!

ersonality | rchase L 5 ; nswer | Resour

Join MNow! FREE

E-mail* | |
Password™ | |
Board™* [ Setect =1
Class™ [ S=tect =1l
Mohbile™ | |
You are a* " student  parent

T Tutar  Teacher

" 1 C By clicking on "JOIRN MOW" you
Btetdlbtetdd® . ree to terms = conditions

S -

Learning Zons @ Tests & Reports 3 FPersonality Development 3 Correspondence Test Pack &
Learn wi th explanatory videos, & section that includes a wariety of Know vour persona lity better by taking The correspondence test pack has
interactive puzzles, study material in tests, detailed performance reports & online Personality, Aptitude & Interest been carefully designed to help
easy-to-understand format & detailed concise revision notes to help prepare tests and more students prepare thoroughly for their
MZERT solutions for exams exams

Explore Mertnation

= www.meritnation.com
— Direct to consumer model

— Provides free solutions mainly for
mathematics and science for standard 6 to 12
of popular national curriculum’s viz. CBSE and
ICSE.

— Some State Board’s curriculum added.

— Paid product for online assessment and
teaching solutions.

= Team experienced in development of
education content, assessment modules
and delivery.

=

» Large addressable market.

-

= |nvested INR 315 mn for a ~49% stake
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Policxbazaar.com

A Cnaukri.com’ group venture

Happy Republic Day T

policybazaar

Insurance compare kiya?

Life Insurance

Hiring | Agent Registration | FAGs | Knowledge Base | Cormtact Us

To Book your Policy ’%

Call 0124 457 67 77 - '

“Your service is great and 1 loved the convenience value’ —
Warun Bhatia, Hyderabad =] ¥

Investments f Pension

Some one pays our farmily .
wour hospital cost needs this /-:-‘

-
Compare Q Compare »

Car Insurance

Cash in hand
on maturity

Compare & save
upto 55%

Compare p Zompare w

—

Health Insurance Term Life

Advertizement

iTerm
Get insured for
<1 Crore
in less than T8ooo0/- ¥ p.a.

Child Plans Loans

Education
Marriage Planll

Instant loans
Fersonal, LAP, Homi E -
Compare . el 4 (3

Utilities _ 3 of our plans have
Broadbhand Mobile Yo received a 5 star rating from

oTH = Economic Times Wealth.
Compare

OM B RELIGARE
oo e e ]

J
k

Compare

Investment Plans

Tax savings

cover for lite
ey ]
Compare  m _A@

SPECIAL OFFERS

PRODUCT OF THE MONTH

Anmol Jeevan Presenting Awiva LifeShield Advantage Lo Repla
Get the best term plan v Protectacesi (BEHDFC
T P » Get back your premiums -I STANDARD LIFE
Get the best term plan from Indis's most trusted Insurance provider. Get » Additional protection against Sar Utha Ke livo
protection plan with high claim settlement ratic and sifordable premiums Permanent Total Disability™ - ANVIVA ”
along with tax benefits or 18 Critical lllness* CEW IO Life Insurance Click here to Know mer
e Life Irbirm oy it Uit LI 12200658 01, AN: 1534 #in cave the rider opted for
HOFC Standard Life Insuramce company Limilsd.
> Know more [ Jy oy < > Cenditions apply. MC/85/2010/1190

= An insurance comparison site = Experienced team

www. policybazaar.com

— Other financial products being added = Large market with annuity income

(home, personal, car, education)

= |nvested INR 300 mm for a ~40% stake

= Comparison shopping of financial products
P PPINg P == = |ntel Capital a co-investor
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Mydala.com

Daily Deals for m
Mumbai -

wWea Bargain. You Gain

Get Daily Deals

|® Enter SMS Code
today’s deal | Wtravel deals | pan india deals f Login log in sign up / redeem
share this deal  [if§ [} Q g .@ !.i‘, invite friends and earn money
Pay Rs 175 for Unlimited rides & games at Orama Krazyy Kingdom or All India Deal
Orama Carnival Street. It's time for a Krazyy Carnival!!

Pay Rs 7999 for a Black Elemente
Android 701 Tablet with 1 yr warranty

e “*:I\l N worth Rs 12099,
i A”-" buy now I 175/-
x R i) BLACK elemente o

g

-
Value Discount Savings - ?}3&

T1%

34 bought

Deal is Live!
Deal went Live with & bought

today’'s side deals
time left to buy 46 : 29 : 58

Pay Rs 2290 & get any laptop skin of
your choice only from Topskin., Mow
Rate this Deal protect your laptop from scratches &

= Website operational

il

Experienced team

— A site offering discount offers/ deals/ do-it-
yourself platform for merchants

» Large addressable market

— Revenues from commissions from
merchants

= |nvested INR 270 mn for ~47% stake
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99labels.com

Home Blog Offers Club29

labels

Member Login | Get Your Free Account

ALL SALES WOMEN MEN KIDS/HOME JEWELLERY/WATCHES FRAGRANCES GIFTS RAKHI SPECIAL

Current Sales

ORI 7)
e 2]

VWomen And Kids
Tommy Hilfiger - Apparel

Closes in 03 Days

Viomen

W-Kurtas and Dupattas

Closes in 03 Days

99labels

Fragrance - Unte 80% off|
Deodorants
7T Day Delivery
Fresh Stock
Best Prices

= Website operational

-

Experienced team

— E-commerce site offering fashion Expertise in sourcing

merchandise and accessories through flash

sales Large addressable market

— Revenues from sale of products

for ~40% stake

T3

Invested INR 230 mn (including secondary)
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Floost.com
floost

You post, the world follows

wWe find yvou readers who are

MNo longer wait to hawve followers on twitter or for google to send you traffic.

Floost finds you readers depending on interest match on the content you hawve posted.

- F | sign up with Facebook

= Website operational

— A content sharing platform

= Experienced team

= |nvested INR 20 mn for ~30% stake
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Shareholding and Board
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> 50% share-holding with the Founding management

group and >25% with Flls

ESoP Individuals and
Trust, 0.91% others, 9.49%
Mutual Funds \
and
Banks, 10.80%

Bodies
Corporate, 0.18% \ Wholetime
Directors & their
Foreign entities, 53.46%
Institutional
Investors, 25.16
%

HDFC Mutual Fund 4.70%
Equinox 3.83%
Reliance Mutual Fund 3.58%
Matthews 3.54%
Fidelity 2.90%
Small Cap World Fund Inc (Capital Group) 2.89%
DSP Blackrock Mutual Fund 2.13%
T Rowe Price 1.35%
(Government Pension Fund 1.15%
Acacia 1.03%

Founders committed to growing the company

Total number of issued and paid up shares of Rs 10 each are 109.18 million (post 1:1 bonus in Sept, 2010 and 1:1 bonus in Jun, 2012) 25



/Sanjeev Bikhchandani (49)\

Founder and Executive Vice
Chairman

BA Econ. St. Stephen’s.
PGDM IIM-A

\Previously with GIaxoSmithKIine/

Hitesh Oberoi (40)

B.Tech IIT Delhi,
PGDM IIM-B
Previously with HLL (Unilever)

.

Managing Director and CEO

~

/

/Ambarish Raghuvanshi
(50)

Group President - Finance
and Chief Financial Officer
CA, PGDBM XLRI
Previously with Bank of
\America and HSBC

~

Board of Directors

Non Executive

/Kapil Kapoor (47)

Chairman & Non Executive
Director

B.A.Econ, PGDM IIM-A

/

COO (Global Business

Saurabh Srivastava (66)
Independent Director
B.Tech IIT Kanpur,

M.Sc Harvard

Founder 1IS Infotech

Qevelopment), Timex Groupj

(Now Xansa)
\NASSCOM, TIE

Ashish Gupta (45)
Independent Director
B.Tech lIT Kanpur,
Ph.D. Stanford

Partner, Helion Venture

Partners

)

Independent

KArun Duggal (65)
Independent Director
B.Tech IIT Delhi,
PGDM IIM-A
Previously with

Bank of America &
\HCL Technologies

Naresh Gupta (45)

Independent Director

B Tech IIT Kanpur, Ph.D,
University of Maryland

\MD. Adobe India

/ Bala Deshpande (46) \
Independent Director
MA Econ., MMS JBIMS

Sr. MD, New Enterprise
Associates (NEA)

/
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Name

Designation
e mail
Telephone
Fax
Address
Website

Investor Relations Contacts

Ambarish Raghuvanshi Sudhir Bhargava

Group President - Finance and EVP - Corporate Finance
CFO

ambarish@naukri.com sudhir.bhargava@naukri.com

+91 120 3082007 +91 120 3082006
+91 120 3082095

Info Edge (India) Limited, A 88 Sector 2, Noida - 201301, U.P., India

www.infoedge.in
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