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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 re%arding fluctuations in earnings, our ability to manage growth, intense competition
in the businesses we operate in including those factors which may affect our cost advantage, wage increases, our ability to
attract and retain highly skilled professionals, client concentration, disrugtions in telecommunication networks, disruptive
technology, liability for damages on any of our contracts/ subscriptions, withdrawal of governmental fiscal incentives, political
instability, 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 ()4) 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 Financial figures mentioned are as on December 31, 2010 or for the quarter ended December 31, 2010
unless indicated otherwise

Q3 FY11 means the period Oct 1, 2010 to December 31, 2010
FY11 or FY 10-11 or FY 2011 means the Financial Year starting April 1, 2010 and ending March 31, 2011

INR M means Indian Rupees in million
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“Helping Businesses and People Meet”

India’s premier on-line
classifieds company in
recruitment, matrimony, real estate and
education




Strong performance track record

*An online classifieds company with
— Strong brands
— Experienced management team
— Growth coming back

»Rapid growth historically
— Revenue CAGR of 33% over FY06-10
— INR 2.64 billion revenue in FY2010

= ~ INR 30 billion market capitalization
= Strong cash flow generation
— Cash & liquid assets INR 4 Billion

— Negative working capital

=Diversified business portfolio
— Share of revenues from verticals other

than recruitment grown from 5% in FY06

to 16% in FY10

Info Edge Revenue and EBITDA margin
(2006 — 2010)

Total income (INR M)
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Our brands

(naukrigulf.com
O Firstnbal,!krichom
A Jobsite for campus hiring!
o Quadrangle e
== Drijj.com
L

(naukricom

India’s No.1 Job Site

Jeevansathi.com

We Match Better

1

9 gacres COITI

S8 N2 EICE.COM

IL allcheckdeals...n
v—" Property desls made Simple & Transparant




Our portfolio

99acre{A 300.0% -

200.0% -

Quadrangle

100,00 aukri
Jeevansathi'©%-0% - / - A/\‘

\.
. Q!

-50% 0% Yo 100%

-100.0% -

-200.0% -

Revenue CAGR 2006 to 2010

-300.0% -

EBITDA Margin

Note:- For FY06-FY10 the data for other brands is not relevant. o



Virtuous circle

Example : Naukri.com

So we get
the most
clients

So we get
the most
traffic

Imperatives

»Hire and retain quality talent
*Product and technology innovation

=Superior sales and service
execution

=Build the brand




Milestones

2007 onwards
“Secure the Future”

Levels of 2000-2007
Evolution “Scale-up”

A

Expansion of main

1997-2000 Nov 2006: business
“Bootstrapping” Public listing in India
Coming out of the
Launched new pprtals: slowdown
2006- Naukrigulf.com
2005- 99acres.com
September 2004: Ability to attract and
Acquired Jeevansathi retain talent
April, 2000: September 2003:
Raised VC funding of INR 72 M Started TV advertising Scaling up new
FY 1999: September 2002: businesses
NN np— Turned profitable post VC funding
March, 1997: November, 2000: Investing in start-ups

Naukri.com launched

Acquired Quadrangle business

» Time



Key drivers of success

» Consolidate traffic share gained over the last 24 months

= Garner higher market share as growth comes back

= Specific product innovations to combat the threat of Linked In 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

= Leverage the IP built over last 3 years through increased investment in brand building
= Scale up business by increasing growth rate from current 10-15% in the next 3 — 5 years
» Continued investment in analytics /algorithms

= Market witnessing growth — activity in most real estate clusters

= Product innovation and evangelizing the space concept

» |ncrease traffic share and monetize traffic share gains of last 2 years
= Continue to improve the user experience

» Establish and evangelize the value proposition of Shiksha & FirstNaukri

= Naukrigulf- Ride after the meltdown in the Middle East

= Invest in potential big businesses for the future - Meritnation, Alicheckdeals, Policy
New brands Bazaar

= Explore more opportunities (startups, M&A) actively

* |mprove traction and engagement on Brijj.com




Leveragable sales/customer interface infrastructure
Info Edge Sales Offices illustrative Map

= ~ 1380 Sales staff or 76% of the company’s
workforce

= Nation wide coverage through 48 company
branch offices in 31 cities in India

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

= Sales force efficiencies playing out ....

R

Infrastructure being leveraged for
Growth

0



Environment
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(naukri.com

India’s No. 1 Joh Site

Quadrangle
( e -

(naukrigulf.com

bl'iw.cor;

Brijing Pecple

Firstnaukri.com

A jubsite for Lampus hiring!

Jeevansathi.com

We Match Better

oo \MI7....

jl allcheckdeals.con
\'/ Property deals made Simple & Transparent

S1 K31 1d . com

Environment overview

Business cycle

and Economic
Environment

Demographics
and GDP per
capita

Internet
penetration

AN

B S\ I N I S

Competition

B S BN <\ B <\ B <\ .
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Billions INR

Business cxcle and economic environment

India’s GDP growth ~8%

70,000 - - 16

60875

60,000 -

50,000 - *India less impacted by the meltdown.

*Indian recovery faster than rest of the world.
40,000

sIndia’s GDP CAGR(%) of 6.2% from 1991-
2008, in sharp contrast to the developed
world

30,000 |

20,000 -
=Indian economy expected to clock ~8.5%
GDP growth this fiscal year

10,000

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

FY 04 FY 05 FY 06 FY 07 FY 08 FY 09

*Government planning to pump $100 billion
into infrastructure development, thereby

B 0P creating a cascade of jobs
— Services Sector Growth Rate

Manufacturing Sector Growth Rate

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 1 3
India Today Article: "Jobs are Back”



Demographics

. Why the -

 orlds biggest

N témocizey s the
X g_'zﬂmnnml_c
SUpEpoier—and what it
-mians for America

deing

*India is among the world's youngest
nations with a median age of 25 years.

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

=Youth population(15-35) of India is
growing at a rate of almost 37.9%.

=According to the World Fact Book, India is
projected to have 70% of its population in
the working class category by 2030.

= |ndia will see 70 million new 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,

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)

Base: All India Internet Ever Users (Urban)
(All figures in Million)

B Top 8 Metros M Other Metros 1 5-10 lakh towns M Less than 5 lakh towns

5Mn 9 Mn 12 Mn 16Mn 32Mn 46Mn 50 Mn 63 Mn
5%

13% 29%

21%

38%

2000 2001 2003 2004 2006 2007 2008 2009

Source: I-Cube 2009-2010 Internet in India by IAMALin

*From 5% in 2000 to 36% in 2009,
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 has reached
to rural masses in India).

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




Subscribersin Millions

O = N W = 0 3 -l

Internet penetration (2/2)

Growth Picture of Broadband in India

Jﬂﬂ

Mar-05  Mar-06 Mar-07 Mar-08 Mar-09

—~—g——

India’s Internet consumer profile mix is
changing to broadband and heavier usage
About 2.35 subscribers added in 2008-09 with

growth rate of 60.72%
Government of India plans 250 M broadband
connections by 2012

Implications for Info Edge

Significant user base coupled with
headroom for growth.

Penetration of broadband increasing.

3G and wireless broadband being
launched.

Mobile phone penetration already
exceeds 600M — with 3G expected to
explode for high end applications.

Broadband Users engage in multiple
internet activities on a daily basis &
their consumption behavior.

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 2008-09 http://www.trai.gov.in/annualreport/TRAIAR2008-09E.pdf  http://igovernment.in/site/govt-plans-250-mn-broadband-connections-2012-36773
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Businesses
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Login  to view recommended jobs for you

(naukricom’

India’s Mol Job Site

1H

Search All Jobs

Keywords

Type your Skills, Designation ete.

Functional Area Exp.

Panels Select | |Ep

Browse jobs by: Public Sector, Company, PharmaiBiotech, Construction/Engg, IT, HR, BPOKPO, Telecam, More

p Employe
patni
10th & 11th April

e
loitte.

Apply Now

Uy NOVART

Rs. 15 Lakh + Jobs Mew

Location
Type Clty narme where you want to wark

Salary Expectation
- Mir - | —| Max

Best Places to Work

Naukri

Fraud Alert!

Search

All Sectors Information Technology | Manufacturing

Information Tech.

ChipDsg/Sermicond
Maxim

HVIDIA

Rambus New
SanDisk

ST ERICSS 0N New
HILIRE

ITESIBPOLCOM

ACS of India
Datamatics Financial
Encare Capital Group
iEnergizer
Respondez New

Shell Business Setvice Centre

Hew

Infogain

ITC Infotech

KPIT Cumming

Mess Technologies New
Mihilent Technologies New
Patni

Persistent Systerns
Folaris

Pyis Systemns Hew

Q3 Technologies
GQuickstart Glabal

Rawahit Technology Limited New

RBS India Dev. Centre
Rohert Bosch

R Systems New

SAIC Hew

Sapient

With1.6105
years exp.
Pune/Gurgaon

®
]

Login to view recommended jobs foryou
Username

Services

EFEUrE Hew

INTAS Pharma
Juhilant Organosys
Lupin Lirnited
Manipal Healthcare New
MICRO LABS
Panacea Biotec
Pirarnal Healtheare
Guest Diagnostics
RanbaxyLabsLid
Strides Arcolab
Sun Pharma

Surya Pharma
L8V Limited

Zydus Cadila Hew

PetroleumiEnergy
Adani Group New

Recruiters from USA, call Toll Free # 866-557-3340

Passward

Passing out || Work with india’s
in2010 No.1 Job Slte

New Job Seeker?

Reach outto more than 35000 recruiters

Get relevant jobs in your inbosx

Privacy features ensure confidential job search

Job
Seeker
Services

D Use email ID as Username
Forgot Password
fUsername?

[ Login|

ume Services

& Resurne Display
Let 50,000 recruiters see your
rESuMmE

¢ Resume Development
Get a resume that gets vou
interview calls

e Resume Flash
Maximize your resume's visiy

Get jobs in your inbox

Getthe hestJobs matching your
search preferences delivered in your
inhox for freel

Create Job Messenger

PayCheck

Cnaukricom

L e - O ek

Job
Listings e m

Functionsl dres Bxp,  Salary Erpectation

Search

™

— Banner Ad

(naukricom

Resume
Database

#1 Besiuter em

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




Naukri - Overview

= Dominant player — strong brand, largest

Current Idatabase, mogt clients, highest traffic share,
oy argest no. of jobs, sales network,

Highlights product/technology innovation

= Growth of 32% in revenue in Q3 YoY and
increase in deferred sales revenue

= Major
— Job listing and Employer Branding/
Revenue Visibility
Model — Resume Database Access

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

Market Size and Potential

Large market

Growth in economy/IT/ITES to drive
online job market

Naukri flagship product flanked by 4
support products

Overall growth to continue due to
internet penetration & India
demographics

Social media and mobile apps

» Naukri has increased the competitive gap

gap between Naukri and MonsterIndia /
Times Jobs

— In early 2010, the gap with Monster India
increased to 35%, with Times Jobs to 50%

Competition

= Competition adversely impacted by the
Market slowdown

— In Nov 2007, there was a 10% traffic share “

= Threat from Monster's semantic

search (Trovix) technology
proposition and Linkedin becoming
active in India.

Dynamics = Signs of recovery and increase in activity

19



The Indian job market is a US$ 1 billion opportunity

Key Components

» Types of Recruitment
Channels:
- Employee referrals
- Recruitment
Agencies
- Print
- E-recruitment
- Others

Largest Market share <
Recruitment Agencies

Market share of Print is
declining while that of E-
recruitment is growing

10-12% jobs are generated
online of which 75% can
be found in other
distribution channels ~
Print, Recruitment
Agencies

Indian job search market overview

Trends and Outlook

= Stimulus Packages
generated 20% new jobs
(white collar and blue
collar) in Oct’'09-Jan’10.

= Net Employment Outlook
one of the highest in the
world

= |ndia has over 350
universities and 17,600
colleges

= Qver 2 Mn Graduates
every year

» Top 5 sectors which recorded

Sectoral

Employment Trends

highest growth in job-creation
(white collar and blue collar)
in Oct’'09-Jan’10:

- Academics

- Advertising/Event
Management

- IT/Hardware
- Research/
Consultancy

- Engineering

E-recruitment Trends

The estimated Market-size
had increased from INR
1450 M (2005-06) to INR
5060 M (2008-09), a 36%
CAGR

The online job-seeking
population has logged an
increase of a 39% CAGR,
from 6 M ( 2005-06) to 23 M
(2008-09)

Significant usage and
contribution comes from
Recruitment Consultants

IT / ITeS Sectors have the
largest job-listings > 24%

. |
Source:  hitp://www.przoom.com/news/2929/. Manpower Employment Outlook Survey Q1 2010 I (http:/files.shareholder.com/downloads/MAN/855288514x0x337348/8cf6a434-{5f4-481f-

b724-60718507410b/Global USLetter 2Col Q110[1].pdf), Assocham Placement Pattern Study, E Recruitment Market in India.mht, http://www.sramanamitra.com/2006/06/24/concept-

arbitrage-monster/, Department of Higher Education, NASSCOM




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

Most Popular Online Activities Most used websites in India
other than e-mails _ i
( ) CGoogle GM -
YaHoO!
English info search engine )
rediff.com indiatimes

Matrimonial search (
‘orxur{ |

- = = moneycontrof.com
/ \ y A ety it Pl

{ (_naukn .com icici Bank
N - - 7 & zapakmail o

Check sports other than cricket

¥ Hotmail’

Check cricket content/score

Sify”
Dating/Friendship
Check general news

Instant Messaging/chatting

Search for non travel products

————————— v .
msn¥ ... &rove-
* .gl& : Right Job. Right Here
E 23 ; \M ‘

{
e i

WIKIPEDIA

-~
-~
e

Search for travel products

0 10 20 30 40 350 60 70 80 90
% undertaking

N —————

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

= Naukri is one of India’s most used websites

Source: JuxtConsult, India Online 2009 Report 21



Naukri has gained market-share and is
a clear # 1 with 60% traffic-share

Traffic share of various recruitment sites
from Comscore

70

60 A ._J\Mvm\/
\/

50 -

40 §

Jul-08

Sep-08 A
Nov-08 -
Jan-09 -
Mar-09 -
May-09 -
Jul-09 ~
Sep-09 -
Nov-09 -
Jan-10 -
Mar-10 A

—e— Naukri —m— Monsterindia —a— Timesjobs

Traffic share of various recruitment sites
from Alexa.com

Traffic Rank  React

ageviews/User  Bounce % Time on Site  earch %

Daily Pageviews (percent)

naukri. com monserindia com
timesjobs com <hine.com
T

Percent of global pageviews an
naukri.com:

Pageviens  Change

0.02- Yesterday 002070 +29% &

Tday 00808 -21%%

0.01 1 Amonth 001834 D2%®

?7-“-‘:’33(%/ \\:ﬁ};H:.\.{_‘.ff_‘.?:ﬂ/d«:?f&f’f‘iﬁ?‘“i

L e et A

Jmonth 001830 +1.4%%

e ]
= I I 1l I it h i I

Nov Dec Jan

Trailing 3 munthsd

Carmpare naukri.com to;

.............................................................. |shine.cum

Source: Comscore.com, Alexa.com
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Hiring is back

Naukri Job Speak Index ( New Jobs)

Aug-09 Sep-09 Oct-09 Dec 09 Oct-10 Nov-10 Dec-10
Index 743 T3 749 776 949 922 928

Maukri.comJob Speakindex

1,000

Linailll

JuLos AUG 09 SEP 09 DEC 09 OCT10 NOV 10 DEC 10

Total no. of new jobs posted in July 2008 was scaled to 1000. index for subsequent 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 Juli 08.

= Naukri Job Speak Index is an in-
house index based on utilisation of
listings on the site

» The index has been steady at around

930 levels indicating sustained demand

Naukri hiring survey

80.00%

70.00% -
60.00% -
50.00% -
40.00% -
30.00% A
20.00% -
10.00%

0.00%

72.80%

72.30%
55.50%
] 44.50%
37.80% 37.50% 38%
I 4o
9.50% r
30%3%
Layoffs will happen No hiring Replacement hiring ~ New jobs will be
will happen created

‘ 0 Dec-08 m Jun-09 o Jan-10 O Jul-10 ‘

el

= Survey of recruiters conducted by Info Edge
India Limited:-

v'January 2010 (sample size of 900)

v'June 2009 (sample size of 922)

v'December, 2008 (sample size of 1600) on
hiring outlook for calendar year 2009.

v'July, 2010 (sample size of 698)

Source : Naukri Job Speak Index, Info Edge India Limited
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Naukri.com has performed on key-metrics

Number of candidate resumes has grown
consistently

Average daily resumes added and modified

30

25

20

15

10 1

4 Q1 Q2
FY08 FY08 FYO8 FYO8 FY09 FY09 FY09 FY09 FY10 FY10 FY10 FY10 FY11 FY11 FYfl

Q @2 B ¢ Qo 2 @8 M Q @

B Number of Resumes on Naukri.com (in Million)

80

70 +
60 -
50

40 |
30 -
20 |
10 1

Q1 FYO08
Q2 FY08

Q3 FY08

Q1 FY09 L

Q4 FY08 '
Q2 FY09

Q3 FY09 .

Q4 FYo9 4

Q1 FY10 '

Q2 FY10 '

Q3 FY10 '

Q4 FY10 '

Q1 Fy11 ==

Q2 FY11 '

Q3 FY11 =

O Resumes Added Daily (in '000) O Resumes Modified Daily (in '‘000)
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Naukri is supported by four recruitment offerings
thereby creating a full service in the jobs space

= Offline placement services for middle & senior management
= Revenues based on success fee model
' Quadrangle = Complements online model
’ .
>

Focuses on hiring of fresher graduates from campus
Launched commercially in last quarter

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

Firstnaukricom

A jobsite for campus hiring!

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 and Riyadh, Saudi Arabia
To open office in Abu Dhabi

Professional networking site
3.8 Million registered profiles

bl’lwcom

Brijiing People

Cnaukri.com }
Gulf




99acres

‘Welcome Guest, Sign in to manage account

ontact for Commercial / Rented
Space in Delhi/NCR

Call:-9811164770, 9811144550

'e Bh No: 732 5938 168

W

ggacres.com

——irrneeae ol -Twﬂggﬂgg B
A starting @ 58 Lacs / anner
wososme  10% DP Discount | Ad
9650833337 LO2507 12299

Buy, Rent, Sell

Home | Ahmedabad | Bangalore | Chandigarh | Chennai | Coimbatore | Delhi / NCR | Goa | Hyderabad | Jaipur | Kochi | Kolkata | Mumbai | Nagpur | Pune

Commercial

1am: Builder [+ Dealer [+ Individual [~

Home Finance

New Projects [ Advertise Property @  Search Dealers [@  Post Requirements [  Buy Our Services

Search Properties To: )Buy ORent (OP3

B a n n e r Property Type: Price Range (Rs.): Bedroom:
| &1l Residertial v [mr v| [select v
Ad City: Keyword: Eg: Locality, Builder, Praject

| Drelhi £ MCR: (AN
Posted By: All [[]Desler []Builder [ Incividusl
¥ 42+ New Projects in Delli

Advanced Search

9 | |

Panels

I ‘/ Advertise Your Property

Get response over Phone, Email, SMS

Sell, Rent Out, Lease Your Prope

4 Post Your Requirements

Get contacted by sellers/ landlards.
Post Now

Residential Plots at Jaypee Wish Town, sector 131 Noida
Hot Investment Opportunity starting & 58 Lacs*

Exclusively Marketed By — Better Option Propmart Put. Ltd.
Call: 9650772299 | 9650833337

- e

property Gallery Featured Projects - Delhi f NCR

GELDECO .

=1 EI Residential Apartment EI Residential Apartment Contd.

SHARANAM

» Hansmukhi Garden Estate - Debradun » Supertech Eco Village - Moida Ext. Mew
Earnaaalar B et » Era Divine Court - Faridabad = Amrapali Smart City - Moida Extenzion
Sectar-107, Maida » ORS Royal Residency - Sec-89 - Faridabad = Amrapali Smart City - Moida Extension Mew
= SaiVatika - Faridabad » (Casa Royale - Moida Extension
= Crossings Repuhlik (Ready To Mave) - » Supertech Eco Yillage - Moida Extertion
Ghaziabac * Prateek Laurel - Moida Sec 120
« KDP Grand Savanna - Ghaziabad « Jaypee Kensinagton Heights - MNoida Sec 131
DP Infrastructure * DesignArch eHornes - Greater Maida s Eldeco Sharanam - hoida sector 107
Mgr 5, Noida * Jaypee Sports City - Greater Noida s Eldeco Sharanam - oida sector 107 Mew
. * Jaypee Sports City - Grester Moida « Amrapali Silicon City - Moida - Sector 76
Hagil F ol i by s s g ey L gy i
A mgede smseevm o i B A Pl o L
A el G ST i i Ly
" o |

99acres Exclusive Property

.5.-\\'f'f.i"in|"| NE @
Kensington KReIRe
[ VT NOIDA

Hurry!! Last Chance to

Book Prime Plots

HOT INVESTMENT OPPURTUNITY
STARTING @ 5 st

10% Down Payment Discount

MKT. by Better Option Propmart

9650772299 | 9650833337

LT

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 easy finance Opportunities & Market

= |ncrease in traction in all real estate clusters

Potential

= Significant potential to gain from non
housing market / commercial real

= Most revenue from developers, builders and
brokers

= Revenue from:- Property listings, estate
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
— To develop for commercial and rental

Head to head competition with Magicbricks.com
— Indiaproperty.com, makaan.com impacted
during slowdown

= Quality of listings
Competition

= Competition adversely impacted by the slowdown
Market 99acres now near 50% in traffic share as per
Dynamics Comscore data
* gap widening vis-a-vis competition
(Comscore data)

27



99acres is emerging to be the largest brand in its

segment

Traffic share of various Real estate sites
from Alexa

Traffic share of various Real estate sites
based on Comscore data

% tarffic share

60 Traffic Rank  Reach [Pageviews] Paevi set  Bounce % Time on Site Search %
. ’,’ S 2 ¢ Daily Pageviews (percent) Percent of global pageviews on
'Y ,” 9%9acres. com magicbricks.com Macres.com:
’, 3 makaan.com indiaproperty.com Fageviews  Change
Pk dad ] B SO B ] T ] : !
* Yy, I ]
- N [ 1 Yesterday 000226  -25%®
/v e \ 0.003f 3
Z \ . i 1 Tday 000245 -15%%
/N L 0.0027 ]
- : 1 1month 000270 +182%4

S
\\'/f\r \/\ -

0.001

/\,J,

3month 000240 +6.1%4

w\ f,f“u\"_?\"\”u;\/ﬁ

l»\ / \ /\ \ d‘\ \C\ \’/\ j I'-.fp.
~ 0L ! |
Moy Dec Jan

0 T T T T T T T T T T T T T Trai|i|'|g 3 months J
> D> Qo) %) O ) O (0} O Q Q Q Q Q
N N Q Q N N N IN; Q \ N N N N

& X &£ 8 & J ¢ &8 X
© & & WS LR & & & Campare 99acres.com to:
- ¢ - 99acres —=— indiaproperty.com — — magicbricks.com —«— makaan.com ‘ |mag|chr||:ks com makaan.com I.'.f].d!ﬁﬂf.'?ﬂ@ﬂ.h’ cam

Highest traffic share amongst all the real estate sites

Source: Comscore.com, Alexa.com
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99acres Is currently gaining traffic share

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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Allcheckdea

S.COMm

DehiPraperty, Dehi Real Estate

DLFé

BUILDING INDIA

IL allcheckdeals
Vv’

Property deals made Simple & Transparent
a{naukricom venture

[
Capl g

Home | AboutUs | Contactls | SteMsp | Live Chat &

starting
onwards

India : 0009900 6663 O
1860 500 5559

L5# : 1-646-367-2921
LK 44-208-619-3959

LR M Commercid  Corporate Leasing

@ Browse New Projects ‘& Search Properties onMap (v | Feszk)

Gurgaon  Noida JIE Mumbai  Bangalore  Chennai Kolkata  Pune ity* Budget* Bedrooms

Hydersbad Goa Kot Chandigarh  More Ciesw |sekct d [tin JTU [z J Select J T tew Prajects anly @
Refine Results & You can select Mukiple Optians
Locality: Budget: Bedrooms:

[ Vasank Yhar (3 [ Shivaji Marg (3] [ Defence Colory (2) o5l I -4l F2k IR

[ GalfLinks (2) [™ Subash Magar (1) [™ Civillines (1) | -6l " 80-50Lsc LR [SR

[ Okl (1) [ Mel) Mare Localities + Colac-15G [ =150

New Residential Projects in Delhi (19)
Showing resuls fors Localiy: A1 Budget: Al Bedroom: Al [ Clear Al ]

«Previous | R |2 || Next»

D'.Fﬁ DLF Capital Green - Commonvwealth Vasant
suiin ot LI Games Village Vihar
Dehi

Location : Shivji Marg

Location : National Higway - 24

Plans :4 Bedroom Apartments Plans :2, 3, 4 #5 bedraom apartments

Plans 5 Bedroom

Builder Floor
Dihi

Location : Yasant

L[ s5m

#.| ExcLusive
PROPERTY

o |

EXLCUSIVELY
FOR YOU

| Download PDF

Tharks Far showing yaur interst in Delhi,
Flease register in the form below and aur Seles

Real estate brokerage business
= A subsidiary 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

= Coverage in 12 cities

Tearn wil contact you shartly,

Hare®;

Vihar
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Jeevansathi

Five Help Membership Options | Success Staries | Register Now

Search
Jeevansathiicom

Indian Matrimonials - We Match Better

Bride v Selecta Religion v Selectahiothertongue v Selecta Caste

2wt 36 v SelectaMarbalStatis v SeletaCiviCaunty ¥ hwith phatos anly

¥ Search by profileid -k Advanced Search

Existing User - Login Now

Exclusive Privacy Features,
Intelligent matching,
Millions of Profiles ,

Ernail IDUser ID

Pasgword

[ Remember me

FaatPaseuort?

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

Abhijeet weds Zaara Success Story

Naw User? Register Now!

1 Register 2 Search 3 Contact

Create your By your eriteria of View contact details

matrimanial profle Cagte, Religion, & contact by mall

ta receive matches Manglik status Chat, M3

Matched by Jeevansathi.com Aivetisemert

ve
Prospective Matches

Shivali Deepa RAGRT4 Flavian Guadros

weds Weds wreds Weds

WYXIB65 Kaustubh Abhishek Bavin ['souza 1 \

JS Home
Page

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

@ Live Help Home | Mernbarshin | Suctess Stories | Contactug

T ——————r -8
Sahi cheez uthayega toh | @ &

chottu kiceha ayega | & a
USSR i

My Jeevansathi My Contacts My Profile  Membership

Hi Guest, Login | Register

Jeevansathicom

Indian Matriranials - We Match Betier

Ads by goagle

Bride ¥ Salecta Religion v BelectaMothertongue v Selecta Caste v
M¥rewl 38Yie v SelectalantalStatus v Belecta CifCounty v W\Ihphulusumvﬁ

WMy saved searches b Desired parner profie matches ¥ Wembers [oaking forme b Search by profileid - Advanced Search
Membership Options

Choose Payment Mode Secure Payment

Free Member @3 Halue

Create Profile Create Album Define Pariner Profile Search and
Express Interest

Cantact Mermbers
View Contact Details of accepted members

Bend Messages along with your Cantact Details

Contactinstanthy with Direct Calls

Letnthers see your contact details

X
X
X
Start Online Chat X
X
X
X

Feature in special searches for members with contact details visible
el Walue

JS Membership
Options page



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 Opportunities & Market
be “arranged” marriages by parental consent Potential
=Around 450 million people in India
= Website are below the age of 21 — Young
— Free to list Population
— Free to search = The dominant tradition is that of
Revenue — Free to express interest arranged marriages— Socio-Cultural
Model — Free to express others expression of interest factors
— Pay to get contact details » Rapid Internet growth and
= Offline centres (14 centres operational) broadband penetration

— Walk in sales for matching services

» Jeevansathi is #3
= Competition with Bharatmatrimony , Simplymarry
and lot of small players online.

Competition = Lot of players entering market with

specific focus on communities in

India
= More players depend on traditional
*Online payments can be made only via credit sources like marriage houses, print
cards — Credit card penetration issue and relatives contacts.

Market » The moment user finds a partner, he or she has
Dynamics LSACEECURE visit the site again - One time
transaction

Source: _http://knowledge.wharton.upenn.edu/india/article.cfm?articleid=4331 32




Shiksha

Banner Ad

Space for education providers
A (naukrlcom gou company Reg\steredUser,T Login ForgetPessword NewUser

iz

;“ﬁ“ M.‘J ! ﬂ om To explore the best institutes and courses

auy Hi Guest Jan Mov | Sn n

BT Programs with

1]
4 e | ord's Top Univarsityin Animafion
shiksha.c e RS

:
Crentors Beyond Borrs Now in INDIA

i

T Search Institutes & Courses

.5 MBA MCA EB& Animation M IPM etc. E.5. ek, Pune, Canada et

‘fashmndeswgnmg ‘ ‘de\h\-NCR ‘ M

Top cup ||"||ﬂ|| Dilice Servicms. Browse sttes & Couses i Ao

m Career Options ~ ShudyAbroad ~ Coaching Centres Hlode of Learning Course Level
a1 Ueta
| Y > . Al wAl A
&) Animation, Mutimedia & Ats, Lawand Languages AT ) - )
@ Banking & Finance, Accaunting v w Mosplaty, Touiam and Avefion = PattTine 3) PustGreee e 1)
(thers (27) Diplota (56)
| Ifarmetion Technalogy » ! Managerent and Business » Pest Graduete Do 17) |
: Certification (3
ﬂ Media, Films, s Communications =y Medicine and Health Care » NiHC,JTU ¥
* Profssionsl Courses "y Retal v i :
X i Total 25 Institutes found offering 50 Courses [3ae seacn]
W Seierce end Engneing » e fashion desioning | Laocation: (e0NCR.| Course Type: AL | Course Levet A1 Vw10 ]
Let us find an Insfitute for you Bk e . ‘ College
W need afw et o you o suggestyou elevant PV s 0
e s rfeeShtaanot AJkAOAueanon Search for Answer ears\FuH.T\me\.Dm.\nma Database
f CAD InFastion Desiguiy
Fieldof rterest” SelertCategony FuI\T\me\D.egree”
B3t n Fashion Desiguiy
Desied Cause 5 y W F.ul\‘T\me\Degree )
0 outof 1000 characters Mhake sure your question follows Community Guidelines w1 morematingcouses
foted hucyLovation Vil 18 counses ofths nsftte
for Name’:I , Featured Ansuiers in 1lanagerent and Business D
, Change Categony 1
CO . T i
. i, Thave completed my oraduate wih 40% marks in pure B.5t. wantto do PG with finance or HR. 1 score above 500 in WAT i

Source: http://www.shiksha.com/
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Shiksha : Overview

Private sector participation increasing in

education
HPuhrll:eriltt = Demand for education and eduinfo services
Ightignts increasing due to increase in Enroliment in Opportunities & Market
Secondary Education in India Potential

= Total spend on online classifieds, by
Education, in India is only Rs. 400 M
while total advertisement spend is ~
= May pay for leads Rs. 25 Bn.

= Largest category in print advertising

= |nformation exchange
= Colleges, Institutes, Universities advertise

Revenue
Model

= Competition with Minglebox and other

educational info service websites like
Oy TN -« Competitors are innovating fast into different

verticals due to uncertainity in Educational
classified space as advertisers are very
local to their needs.

= Adoption of the medium

Market emerging- Niche sites operational

Market
Dynamics

|
Source: _http:/knowledge.wharton.upenn.edu/india/article.cfm?articleid=4331 34




Shiksha : Competitive scenario and traffic share

Traffic Comparison between Shiksha and Minglebox, a
close competitor

Traffic Rank ‘Re@ey Fageviews Pageviews/User Bounce % Time on Site  Search %

Daily Reach (percent) Percent of glabal Intermet users wha
<hiksha. com pagalguy.com minglebox. com visit shiksha.com:
DI 04 L I 1 1 T T I 1 1 1 T | T 1 1 I-

Reach  Change

0.03f Tday 001510 A7%®

- 1 month 0.01690 +27% &
0.02f

3 month 001440 +13% &
0.01

Trailing 3 months ﬂ

Compare shiksha.com to:

paualyuy.com Imingleboz.cor |

Key Features of Shiksha

=aunched in May 2008

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

Challenges :

=l 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 bigger than real
estate

=L ikely to be affected in current
slowdown

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

Revenue trend Profitability
INR Million INR Million
3000
’500 x © - - 1200
Al (o2)
= S > = 1000 -
2000 ¥ . 3 3
| = 800
Lo
1500 - 0 600 -
T 3 ™~ <
1000 - 0 = = 10 400
N~ R —
N~
500 - S 201
0 o
FY06 FYO07 FYO08 FYO09 FY10 9mthFY FY 06 FYo7 FY 08 FY 09 FY10 9mhFY 11
11
_ _ _ @ EBITDA O OperatingEBITDA O PAT O Operating PAT
m Recruitment m Other verticals 1 Other income
In FY 10 Recruitment was 85% of Operating Revenue and

Other Verticals 15%

Other Income is treasury income
|
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Growth momentum interrupted by slowdown;

Clear signs of recovery in last 3 quarters

Quarterly Operating Revenue Quarterly Operating
Trend Last 3 Years Profitability

INR Million INR Million

800 300

700

250
600

200
500

400 1 150

300

100
200

100 - 5 |

A @& 88 ¢ o ®2 B ¥ o ® ® @& Qo @& @ 0

FY08 FY08 FY08 FY08 FY09 FY09 FY09 FY09 FY10 FY10 FY10 FY10 FY11 FY11 FY11 aoe ;oo o @ @’ oo @ @ oot @ e
FY08 FY08 FY08 FY08 FY09 FY09 FY09 FY09 FY10 FY10 FY10 FY10 FY11 FY11 FY11

@ Recruitment Businesses @ Other Verticals ‘ O Operating EBITDA @ Operating Net Profit

Margins sustained during the downturn and improving with the upturn




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

] L Assets
Fixed Cost Model and Profitability

has led to a strong cash accretion @ Cash & Liquid
7o, 3% Investments

O Other
Investments

@ Net Fixed Assets

10%
7%

Strong
Profitability O Other Current
Assets
. m Other Assets
Negative WC I_(!:?F;tee:
Dl Requirement Liabiliti
iabilities

7%

O Shareholders Equity

Strong
Cash
Accretion

O Deferred Sales
Revenue

@ Current Liabilities &
Provisions
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Recruitment: Profitability has started improving

Quarterly recruitment revnues (INR M)

O OO OO O OO OO OO OO O O O O v~ v v
OO O O O O O OO ~ ™ ™ ™ ™™ ™ v
> > > > > > > > > > > > > > >
| 8 T I I e N e I e N N I I I N N N
— AN MO <t — AN O F O — ANl oo - — Ao
O OO0 0000000 ooooo

60%

+ 50%

+ 40%

+30%

+ 20%

+10%

- 0%

EBITDA margin (%)

= Consistent growth in recruitment revenue
for last 6 quarters.

» Revenues & margins impacted by
economic slowdown in FY 09.

= Back on growth track from FY 10

Source : Economic Survey, Naukri Job Speak Index, Ma Foi Employment Survey
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INR M

Improving financial performance

of Non Recruitment Businesses

EBITDA losses reduced in FY10

150

100

50

-50

-100

(

l

|

l

i

l

Q1

Q2

Q3

(

Q4

Q1 Q2 Q3

Q4

Q1

Q2

Q3

Q4

Q1

Q2

Q3

FY08

FY08

FY08

FY08

FY09 FY09 FY09

FYO09

FY10

FY10

FY10

@ Revenue (INR M)

0 EBITDA (INR M)

FY10

FY11

FY11

FY11
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Investee Companies
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Policybazaar.com

A Cnaukricom’ group venture Hiring | f&gernt Registration | FAGQs | Knowledge Base | Contact Lis

OT iC HE)EHE% y’ To Book your Policy f m
> A Call0124 457 67 77 - '

Insurance compare kiya?

Life Insurance | General Insurance |a. Utilities ....

Achvertizsement

“Your service is great and 1 loved the convenience value’ —
Warun Bhatia, Hyderabad iTerm o
Car Insurance Investments / Pensicon Child Plans Loans Get insured for
Coampare & save Cash in hand Education Instant loans T1 Crore
upto 55% on maturity Marriage Plan!! Fersonal, LAP, HD%
Compare ﬁ Compare  » Compare = Compare Lw': EE -
Health Insurance Term Life Investment Plans Utilities 3 of our plans have
Some one pays “rour farmily r Tax savings Broadband Mobile e received a 5 star rating from
T € OXERIOrIE: DTH ¥ Economic Times Wealth.
Compare  w

wour hospital cost needs this -
-
Compare B O Compare » ﬂ Compare »

SPECIAL OFFERS

Anmol Jeevan Presenting Aviva LifeShield Advantage e WEria
- 5
Get the best term plan = Ll b e - BHDFC
*» Get back your premiums -'l STANDARD LIFE

LIC Anmol Jeevan
Get the best term plan from Indis's most trusted Insurance provider, Get
protection plan with high claim settlement ratio and affordabls premiums
along with tax benefits

PRODUCT OF THE MONTH

> A Sar Utha Ke Jiyo

i Pr o
Permanent Total Disability™ AVIVA
or 18 Critical liness* o mons. Life Insurance Click here to Know more

A Lif Irmiorimrsom Cooeinparny raclia Limratecl. U IN: 1220084001, ANE1634 in case the rider cpted for

HOFEC Standard Life Insurance campany Limilsd.
> Conditions apply. MGC/B52010/1190

> Know more [ Jm B i | <

An insurance comparison site L = Experienced Team

www. policybazaar.com —

| — Other financial products being added (home, = Large market with annuity income
personal, car, education) F

= Comparison shopping of financial products . Committed INR 200 mm for a 49% stake

| | — Invested INR 180 mm as on December 31, 2010
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Merithation.com

Learning Zone @ Tests & Reports 3

Learn with explanatory videos,
interactive puzzles, study material in
easy-to-understand format & detailed

MZERT solutions for exarms

Demos & Samples

& section that includes a wariety of
tests, detailed performance reports &
concise revision notes to help prepare

£ call us at 1-860-5005556 or 011-a0705070 BEd

|E—mai| J Username | -------- |

Personality Developmeaent @3

Know vour personality better by taking
anline Personality, Aptitude & Interest

tests and more

M

Forgot Password? Register Mow!
An"svifr | Resources
Join MNow! FREE
E-mail™* | |
Passwaord™ | |
Board™* [ seiect =]
Class* [ select = |
rMabile® [ |

T parent
T Teacher

T student
 Tutar

You are a*

JOI [ By clicking on "JOIM NOW" you
Ebetdlbtatdd® Sgree to terms & conditions

P

Correspondence Test Pack 2
The correspondence test pack has
been carefully designed to help
students prepare thoroughly for their
exams

xplore Meritnati on

Launched www.meritnation.com = Team experienced in development of education
== content, assessment modules and delivery.
— Commenced paid services for online educational
assessment.
» Large addressable market.
|
— Provides free solutions mainly for mathematics and
science for standard 6 to 12 of popular curriculum’s -
viz. CBSE and ICSE. = Invested Rs 65 mn for a 40% stake
| * Invested Rs 50 million by way of optionally
— Some State Board’s curriculum added. convertible debenture

44



Zomato.com

Login <= o @

-
m—

—— E
~— Zo m a tos Delhi NCR Other Gities: Mumbai - Bangalore - Kolkata - Pune - Chennai

BROWSE RESTAURANTS FOR

DELIVERY DINE OUT

athome/office atrestaurants/cafes

IN AND AR OUND start typing your location

OR FIND A RESTAURANT BY ITS NAME, LOCATION OR CUISINE

SEARCH

[e.g. Global Village, Greater Kailazh]

NEWLY ADDED RESTAURANTS FEATURED REVIEWS
Viva Hyderabadi. Hanz Khas Desi Vibes, Sector 18, Noida b & & & §Wd
MNorth Indian, Biryani by Ishan Sethi 2 days ago

Cost for two: Rs. 250 Dersi Vibes iz one of those restaurants I have been to many many times, The Dal Makhani is absolutely

Website operational

— Experienced team

— Commenced coverage in Delhi and adding cities
like Mumbai, Bangalore, Pune etc

» Large addressable market
— Revenues from advertising and lead sales

= Committed Rs 47 mn

= Rs 16 million digbursed
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Team and Governance
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> 50% share-holding with the Founding management

group and ~27% with FllIs

ESoP Trust,
1.42%

Bodies
Corporate,
0.38%

Mutual Funds
and Banks,
7.10%

Foreign
Institutional
Investors,
27.19%

Individuals and
others, 9.86%

Wholetime

Directors & their
entities, 54.05%

Fidelity Funds 5.42%
Reliance Mutual Fund 4.62%
Equinox 4.07%
Matthews 4.02%
T Rowe Price 2.33%
DSP Blackrock Mutual Fund 2.33%
Acacia Partners 1.03%

Founders committed to growing the company

Total issued and paid up shares of Rs 10 each were 54.59 million as on 30.9.10 (post 1:1 bonus in Sept, 2010)
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Board of Directors

m Non Executive Independent

4 )

Sanjeev Bikhchandani (47) Kapil Kapoor (46) Saurabh Srivastava (64) Arun Duggal (64)
Founder and Executive Vice Chairman & Non Executive g?_‘;iﬁnl‘?_?':(taagi‘;tor g.ql'?e?:inl?'? rgel?r;ri(’actor
Chairman Director M.Sc Harvard PGDM IIM-A

BA Econ. St. Stephen’s. Founder IS Infotech Previously with
PGDM IIM-A B.A.Econ, PGDM IIM-A (Now Xansa) Bank of America &
Previously with GlaxoSmithKline Global COO, Timex Group KNASSCOM, TIE j HCL Technologies

Previously with HLL (Unilever) University of Maryland
Partner, Helion Venture
KPartners j D, Adobe India
Bala Deshpande (44)
Independent Director

Ambarish Raghuvanshi
(49)

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

MA Econ., MMS JBIMS

Sr. MD, New Enterprise

Hitesh Oberoi (38) Ashish Gupta (44) Naresh Gupta (44)

Manag|ng DII'eCtOI' and CEO Independent DireCtOI’ |ndependent Director

B.Tech IIT Delhi, B.Tech IIT Kanpur,

PGDM IIM-B Ph.D. Stanford B Tech IIT Kanpur, Ph.D,
} Associates (NEA)




Management Team

“+Sanjeev Bikhchandani, 47, Founder and Executive Vice Chairman, BA Economics St. Stephens, PGDM IIM-A.
Previously with Glaxo Smith Kline. Year of joining 1995

«+Hitesh Oberoi, 38, Managing Director & CEO, B Tech, IIT Delhi PGDM, IIM-B. Previously with HLL (Unilever). Year of
joining 2000

“»Ambarish Raghuvanshi, 49, Group President - Finance and CFO, CA, PGDBM XLRI, Previously with Bank of America
and HSBC. Year of joining 2000

«Sudhir Bhargava, 41, EVP - Corporate Finance, BE, MBA, FMS, Delhi University. Previously with HSBC, ICICI Bank. Year
of joining 2006

“Vivek Khare, 40, EVP - Corporate Development, M. Sc (Physics) IIT — Kanpur, PGDBA-Birla Institute of Management
Technology. Year of joining 2000

“+Shalabh Nigam, 38, EVP - Technology - 99acres, Jeevansathi, Shiksha, Brijj, B Tech, IIT Kanpur. Previously with
Baypackets. Joined in 2007

«Vibhore Sharma, 36, EVP - Technology and Product Development - Naukri, Firstnaukri, B Sc, IGNOU. Previously with
Pioneer. Year of joining 2001

+Vineet Singh, 39, EVP and Business Head - 99acres, Naurkigulf, PGDBA — IPM. Previously with Xerox. Year of joining
2000

+V Suresh, 38, EVP and National Head Sales - Naukri, BE, Masters in Management, Sathya Sai Institute of Management.
Previously with Xerox. Year of joining 2001

<+Harveen Bedi, 39, SVP - Quadrangle, PGDBA-Birla Institute of Management Technology. Previously with Nestle. Year of
joining 2002

+Vivek Jain, 37, SVP — Analytics and Algorithms, B Tech, IIT Delhi, PGDM IIM — B. Previously with Isoft, Adobe, IBM,
ICICI Securities. Year of joining 2010

“+Sharmeen Khalid, 39, SVP - HR, MBA, IRMA. Previously with Polaris. Year of joining 2006
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Management Team contd.

“Rajesh Khetarpal, 38, SVP - Finance, CA. Previously with Bharti. Year of joining 2007
“Rohit Manghnani, 35, SVP and Business Head - Jeevansathi, B Com, MBA, FMS, Delhi University. Previously with

Home Shop 18. Year of joining 2010

“Manoj. P, 37, SVP - Sales Naukri, MBA - Xavier Institute of Management and Technology, Bangalore. Previously with Taal
Software. Year of joining 2002

“Dinesh Padmanabh Kumar, 35, SVP Sales - 99acres, MBA. Previously with Notre Advtg, Year of joining 2002
“*Nishant Pandey, 35, SVP Product Development - Naukri, B Tech IIT, MBA ISB. Previously with Schlumberger. Year of
joining 2008

“+Arif Ismail Parker, 36°, SVP Sales - Naukri, BA. Previously with ITNation.com. Year of joining 2000

“+Prakash Sangam, 34, SVP and Business Head — Shiksha, Ad Sales and Mobility, BE, PGDM - IIM C. Previously with
Bharti, HLL (Unilever). Year of joining 2008

sDeepali Singh, 37, SVP - Firstnaukri, B Sc, LLB, Delhi University, PGDBA, IPM. Previously with Aptech, Year of joining
2000

“Sumeet Singh, 37, SVP — Marketing, Corporate Communications and Alliances, BBA, MBA. Previously with Cll. Year
of joining 2007

“+Maneesh Upadhaya, 32, SVP and Business Head — Resume Services, B Sc, MBA, FMS, Delhi University. Previously
with Bain & Co. Year of joining 2010

< Amit Gupta, 35, Company Secretary, CS, LLB, Previously with Indraprastha Gas Ltd. Year of joining 2006
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Corporate Governance

Key Features of Governance

Separation of Chairman and CEO
role.

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.

Governance at Info Edge

9

Directors

l \4 l
3 Whole 5 1 Non-
Time Independent Executive
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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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