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OUR VISION

To offer an integrated technology platform to our customers in the travel and
hospitality sector, powered by artificial intelligence, enabling them to
increase their revenue through
guest acquisition, retention, and wallet share expansion.
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e Guest Marketing
e Paid Digital Marketing
e Reputation Management

e Social Media Management

MarTech

What we do

Aligned to our vision of Guest DEER Distribution
Acquisition, Retention, and  Rate Intelligence e OTA Connectivity
Expansion * Rate Parity e GDS Connectivity

* Price Recommendation

Direct bookings
e Travel Intent Data

Voice Connectivity

[RateGain



» Safe Harbor

This presentation and the accompanying slides (the “Presentation”), which have been prepared by Rategain Travel Technologies Limited (the
“Company”), have been prepared solely for information purposes and do not constitute any offer, recommendation or invitation to purchase or
subscribe for any securities, and shall not form the basis or be relied on in connection with any contract or binding commitment whatsoever. No offering

of securities of the Company will be made except by means of a statutory offering document containing detailed information about the Company.

This Presentation has been prepared by the Company based on information and data which the Company considers reliable, but the Company makes no
representation or warranty, express or implied, whatsoever, and no reliance shall be placed on, the truth, accuracy, completeness, fairness and
reasonableness of the contents of this Presentation. This Presentation may not be all inclusive and may not contain all of the information that you may

consider material. Any liability in respect of the contents of, or any omission from, this Presentation is expressly excluded.

Certain matters discussed in this Presentation may contain statements regarding the Company’s market opportunity and business prospects that are
individually and collectively forward-looking statements. Such forward-looking statements are not guarantees of future performance and are subject to
known and unknown risks, uncertainties and assumptions that are difficult to predict. These risks and uncertainties include, but are not limited to, the
performance of the Indian economy and of the economies of various international markets, the performance of the industry in India and world-wide,
competition, the company’s ability to successfully implement its strategy, the Company’s future levels of growth and expansion, technological
implementation, changes and advancements, changes in revenue, income or cash flows, the Company’s market preferences and its exposure to market

risks, as well as other risks.

The Company’s actual results, levels of activity, performance or achievements could differ materially and adversely from results expressed in or implied
by this Presentation. The Company assumes no obligation to update any forward-looking information contained in this Presentation. Any forward-
looking statements and projections made by third parties included in this Presentation are not adopted by the Company and the Company is not

responsible for such third-party statements and projections.
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Key Business
Updates

Q3 & 9MFY2026
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Management

Commentary

[RateGain

BHANU CHOPRA

Chairman and
Managing Director

ROHAN MITTAL
Chief Financial Officer

Building on the quarter’s financial performance, it’'s worth noting that the completion of the
Sojern acquisition in November 2025 marked one of the largest strategic moves in RateGain’s
history, bringing together complementary Al-powered marketing, distribution, and revenue
technologies and creating a combined platform serving over 13,000 travel brands globally. This
positions RateGain as a category-leading Al-driven travel tech provider with unparalleled
customer reach and product breadth.

We delivered healthy revenue momentum and strong free cash flow generation during the
guarter, underpinned by disciplined operating execution. The integration of Sojern is progressing
well across cost synergies and organizational alignment, with early benefits beginning to reflect
in operating leverage. We are also advancing toward a more unified go-to-market structure to
drive scalable growth.

Supported by a strong balance sheet, we remain well positioned to invest in growth while
maintaining a focus on sustainable profitability.



» RateGain posts Healthy Growth with Robust Operating Margins

Q3 FY2026

9M FY2026

[RateGain

Operating Revenue
Growth Y-O-Y

93.8%

INR 5,400.3 Mn

35.8%

INR 11,080.0 Mn

EBITDA (%)
Growth Y-O-Y

41.7%

INR 871.2 Mn (16.1%)

11.1%

INR 1,904.2 Mn (17.2%)

PAT (%)
Growth Y-O-Y

53.2%V

INR 264.5 Mn (4.9%)

19.3% Vv

INR 1,244.0 Mn (11.2%)



» Sojern Acquisition Impact on PAT Conversion

Adjusted for one-time

One-time expense expense, PAT would be

17.3% related to the

acquisition

- 210 bps
Recurring expenses related to the
acquisition
- 640 bps
- 300 bps + 230 bps
- 90 bps
Expected PAT Basis Q2FY26 Decrease in EBITDA One-time Exceptional Exp. Increase in Amortization Interest Expense Decrease in Interest Income Decrease in Tax PAT Q3FY26

I e ate G a I n Note: Break-up of INR 346.2 Mn one-time Exceptional Expense — INR 324.2 Mn was due to one-time M&A related expenses and INR 22.0 was towards one-time true-up basis Labor Code notification. »



» Diversified and Recurring

R St Gross Revenue Retention? Client Count & LTV to CAC
NRR? 120.9 100.5 99.1 M 129 21.3 14.1 13.6 13.4
. . . . 100 94.2 95.1 94.6
* Diversified revenues across offerings, geographies 2979 . -
’ , 4 ’

& customers 80 3400 2,942

60 2,800

. . . .- 2,399
Healthy recurring revenues with subscription & 200
q q o 40 ,

hybrid business forming a large part of customer
engagement 20 1,600

0 1,000

FY2024 FY2025 9MFY2026 FY2022 FY2023 FY2024 FY2025 9MFY2026
No. of Customers
Revenue by Engagement? Revenue by Industry Type? Revenue by Geography! Revenue by Customers?
0.6%
11.4%
26.4%
6.4%
12.7%
75.9%
B 26.3%
B Hospitality  DMOs OTAs B North America Asia Pacific
B Subscription Transaction Hybrid Airlines B Car Rentals m Others Europe M Others mTop 1-10 Others
- Note: Numbers have been rounded to nearest whole percentages or one decimal place.. 1. 9MFY26 Revenue from contracts with customers. 2. GRR — Gross Revenue Retention - denotes percentage of renewed revenue
Qate G a I n in DaaS and Distribution as compared to previous Fiscal & NRR - Net Revenue Retention — Denotes percentage of incremental revenue in DaaS and Distribution from same clients compared to previous fiscal 3. LTV:CAC

is computed by i) Multiplying Gross Margin from New Sales with expected lifetime of the contracts to arrive at LTV ii) CAC is calculated by dividing sales and marketing costs by no of customers added.



» Steady Growth Metrics Combined with Operational Efficiency

INR 5,625 Mn

TOTAL PIPELINE
Pipeline with traction across segments

INR 3,617.1 Mn

(0)
13'2A) NET CASH & EQUIV.
3,277 EMPLOYEE ATTRITION Net Debt — INR 7,654.5 Mn
Higher sequentially due to market
CUSTOMERS conditions and Sojern integration
+10,300 Customers added with
Sojern Acquisition*
INR 2,506.5 Mn
13 4x NEW CONTRACT WINS
. Healthy growth compared to last
INR 21.3 Mn LTV TO CAC YRl
Compared to 14.2x in 9MFY25
1,247 REVENUE PER EMPLOYEE
EMPLOYEES Increase of 60.0% on a Y-0-Y basis

43.2% increase Q-0-Q in Employee as we integrate Sojern

Headcount

[RateGain » 10

*- Combined Customer Count to be reported from Q4FY26 onwards



» Steady Revenue Streams Driven by Constant Product Innovation

Segment wise Growth
(Y-0-Y)(9MFY26)

DAAS

3.6%

DISTRIBUTION

-10.9%

MARTECH

76.4%

Key Highlights

RateGain Organic Daa$ grows at 11.3% YoY in 9MFY26
Strategic partnership with Hotel 1Q to integrate Navigator into
their ecosystem of business intelligence and analytics solutions
for Hotels worldwide

Tigerair Taiwan selects AirGain product to sharpen pricing
intelligence and strengthen competitive positioning

Singapore Airlines renewed its partnership for another long-
term contract to leverage real-time intelligence and Al-driven
insights

Reseller partnership with Aztech Digital to offer UNO VIVA, Al-
powered voice agent, to hotels across Greece and Cyprus

UNO Booking Engine integrates PayU to offer hotel guests with a
secure, seamless payment booking experience

Trip.com recognized as favored connectivity partner to deliver
Al-first distribution solutions to hotels across Asia

New partnerships established, to offer enhanced connectivity
solutions

Red Roof expanded relationship with Al Concierge rollout to
enhance guest engagement, streamline operations and unlock
revenue opportunities

SoHo closed a marquee deal with premium resort destination, to
offer integrated Martech solutions of social media management
and paid digital marketing to drive guest acquisition

Win-back of notable client on Demand Booster to help drive
enhanced value and more direct bookings

Key Partnerships

hoteli®)” tiaerair

DECISION CLOUD

x4
AIRLINES years

SINGAPORE

Arpon Enterprise..

) SOJERN

,l??d'?oof

11



» Award-winning Team Driving Performance

ThaE Economic TIMES AWARDS | | Q)
FOR CORPORATE EXCELLENCE DeIOItte ,’ BEST
Emerging Company of the Year R 5 T

AGENCY

HotelTechAwards

Best i}
Workplaces

inIT & IT-BPM

Great
Place
To Recognized as a Great Place To
Work. Work® for the 7th Consecutive

_ _ Best Channel Manager at #1 Digital Marketing Agency
el Yearin India the World Travel Tech Awards at HotelTechAwards

{1y

JAN 2026-JAN 2027
INDIA

COMPANY EXCELLENCE

PRODUCT EXCELLENCE

[RateGain




) Reimagining People & Culture: People-First, Great Place to Work Recognized, Al-Led

At RateGain, our people-first mindset continues to power our transformation journey. With the
addition of another acquisition this quarter, we’ve grown into a 1,300+ strong global team. As we
welcomed new colleagues, we took the opportunity to revisit and harmonize our benefits and
policies—taking important steps toward truly becoming One RateGain. From leadership development
to Al-powered innovation, this quarter reflected our commitment to building a unified culture where
people thrive and performance accelerates:

» RateGain has been recognized as a Great Place to Work® in India for the 7th consecutive year,
marking our continued commitment to a people-first culture.

» Our commitment to diversity and representation took center stage with the launch of ShelLeads
program. With 18 women from across functions participating, the program is designed to
strengthen leadership readiness, amplify confidence, and build lasting networks of sponsorship
and support.

» Strengthened our global People & Culture leadership and saw meaningful progress on diversity
with our gender ratio now at 63:37 (Male:Female), an important milestone as we continue to build
a more balanced, inclusive RateGain for the future.

» We took our leadership program global and launched ACCEL for senior leaders, we had 11 leaders
participate in this remote program. ACCEL is based our leadership principles of Align- Coach-
Communicate- Execute and Lead Change.

» We expanded and deepened our global HR leadership team with key appointments across regions

to support our next phase of growth, reinforcing our commitment to consistent, inclusive, and
purpose-driven people practices worldwide.

Together, these initiatives reflect how we are reimagining People & Culture at RateGain, where Al
empowers people, and people power our culture.

13
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Innovations at
RateGain

14



» Today, we are Reimagining Hospitality with Al

Making Guest Acquisition
Effortless With Al

Target High-Value @6

Travelers With Al

Optimize Ad Spend
With Al-Powered Bidding

&

Deliver Personalized Guest Promotions

on Email / Text With Al @ﬁ

[RateGain

o

il

Maximizing Revenue Instantly
With Al

Al Voice Agent For
Instant Reservations

Al-Powered Channel Manager
For Real-Time ARI Updates

o Al That Addresses Guests’ Needs, Upsells, and
@ Expedites Essential Services

15



» Guest Experience Platform: Streamline Feedback, Enhance Stays, & Build Loyalty

Guest Marketing Suite

Easily and efficiently engage guests pre-
stay, mid-stay and post-stay through email,

SMS and chat capabilities

DIRECT REVENUE

Your Luxury

T 67% ' ¥ \g:\Getaway Aaits

LOYALTY MEMBER! .

REPEAT VISITORS

Create Repeat Customers And

Drive OTA Win-Backs

Al Concierge

All-hours concierge to address guests’
needs, upsell and expedite essential
services

INCREASE IN
ANCILLARY REVENUE

T 300%

Expand Wallet Share & Personalize The
Guest Experience

) SOJERN

Reputation Manager

Generate feedback from guests and

instantly respond to in-stay and online

reviews

GUEST ENGAGEMENT

I'm sorry to hear that.
Woukl you like to
provide feedback 1o the
6 0 0 o/ nnnnnnnnnnn
D Sure Carpet is dirty
i letting us
feedback for us at this at

possible.

NET PROMOTER SCORE

T 43%

Build Brand Advocates

Model: Commission or SaaS

[RateGain

Model: SaaS

Model: SaaS



» Al Concierge: Hotel’s Smartest Team Member—Serving Guests 24/7

Al Concierge

: Do you have a pool?

All-hours concierge to address guests’ y P
needs, upsell, and

expedite essential services _
Can | order room service?

Where is the gym located?

Could | get more towels?

INCREASE IN
ANCILLARY REVENUE What’s the wifi password?

T 300%

Expand Wallet Share & @ |
Personalize the Guest Experience 4

[RateGain

) SOJERN

Rapid Response GPT

1,000 pre-filled responses
Automates up to 80% of guest
questions and requests

+75% NPS from better guest
engagement

Conversational Commerce

Allows for seamless up-sells and cross-
sells

Integrations to backend systems for
F&B, Spa, Loyalty, & more

Rewards Program



» Reputation Management: Comprehensive Guest Relations & Engagement

Pre-Stay

« Understand guest preferences

. Capture essential contact
information

for database strengthening

«  Enhancing direct booking strategies
(OTA win-backs)

[RateGain

Capture real-time guest feedback

Proactively resolve issues

Convert feedback

into actionable improvements

Customize alerts and notifications

Ensure consistency across properties

) SOJERN

Post-Stay

Aggregate reviews on critical OTA

and review sites

Deploy Al-powered responses

Conduct efficient post-stay surveys

Incentivize positive reviews



» Email on Commission: Fully Managed Email Solution for Hotels {!} SOJERN

M Gmail

M ® Your Next Glamping Adventure Awaits! | Book Direct & Save!

67% 0=

1 26% °

BOOST IN OPEN RATES WITH
PERSONALIZATION

Happy Holidays, Sarah! B@ok
Your Escape for 20% Off g/nbox

9 Your Company

) Logoipsum

HIGHER SPEND FROM REPEAT
CUSTOMERS

1 20%

= N
Witz .. INCREASE IN SALES WHEN USING
Your Perfect PERSONALIZATION
Holiday Escape
Awaits

The holiday season is the perfect time to

Share your incredible experience
at our glamping site!

relax and unwind. Whether you're looking to
enjoy some peaceful downtime or celebrate
with loved ones, we've got special offers
designed to make your holiday
unforgettable. Wherever you choose to stay,
we'll help make this season bright.

I'Qate G a I n Source 1: SAP Emarsys, (How to Increase Customer Loyalty & Retention, 2024). »
19

Source 2&3: Campaign Monitor, (The Ultimate Guide to Personalized Email Marketing, 2024).



https://emarsys.com/learn/blog/increase-customer-loyalty-retention/#:~:text=Customer%20loyalty%20research%20shows%3A,to%20spend%20more%20per%20purchase.
https://www.campaignmonitor.com/resources/guides/personalized-email/

[RateGain

Detailed
Financials

20



» Sustained Financials and Profitability Metrics

* Increased AdSpend leading to higher renewals and continued revenue traction, has an impact on Gross Margins
* Delivering Healthy Operating Margins with GTM Investments and recent Sojern integration, as company maintains focus on Cost Control

12,000

10,000

8,000

6,000

4,000

2,000

Operating Revenue (INR Mn)

W DaaS M Distribution

5,651.3
3,665.9
FY2022 FY2023

[RateGain

9,570.3

FY2024

Martech

10,766.7

FY2025

11,080.0

6,934.0

9MFY2026

100

80

Gross Margins €0
(%) 40

20

24
EBITDA Margins (%)

18

12

1,600

Cash Generated from 1,200
Operating Activities (INR
Mn)

800

400

76.0

75.1 75.3

75.0

70.8

FY2022 FY2023 FY2024 FY2025 9MFY2026
EBITDA (INR Mn)
305.6 846.5 1,897.2 2,320.6 1,904.2 ]
19.8 17.2
15.0 )
- .
FY2022 FY2023 FY2024 FY2025 9MFY2026
1,518.1 1,517.4
1,199.7
519.2
]

FY2022

FY2023 FY2024

FY2025

9MFY2026



» Key Financial Highlights
for Q3FY2026

Strong growth registered YoY in Operating
Revenue with the integration of Sojern
Focus on operational excellence contributing to

healthy Operating Margins
PAT impact due to increased amortization costs
and one-time exceptional costs related to the

acquisition

6,000
5,500
5,000
4,500
4,000
3,500

3,000 2,787.1

2,500
2,000

Operating Revenue

INR (Mn)

5,400.3

2,950.6

Q3FY2025 Q2FY2026 Q3FY2026

[RateGain

1,000

800

600

400

200

24
22
20
18
16
14

12

EBITDA
INR (Mn)
871.2
614.7
536.3
Q3FY2025 Q2FY2026 Q3FY2026
EBITDA Margin (%)
22.1
18.2
16.1
Q3FY2025 Q2FY2026 Q3FY2026

600

500

400

300

200

100

25

20

15

10

PAT
565.4 INR (Mn)
510.1
264.5
Q3FY2025 Q2FY2026 Q3FY2026
PAT Margin (%)
20.3
17.3
4.9
Q3FY2025 Q2FY2026 Q3FY2026

22



» Key Financial Highlights

for 9OMFY2026

* Steady growth registered YoY in Operating
Revenue
Impact on margins due to increased investments

in GTM motion to drive higher growth and

consolidation of Sojern

Focus on operational excellence contributing to

healthy Operating Margins

Operating Revenue

INR (Mn)
12,000
10,000
8,159.8

8,000 7,012.2

6,000

4,000

9MFY2024 9MFY2025

[RateGain

11,080.0

9MFY2026

2,000
1,800
1,600
1,400
1,200
1,000

800

600

24

20

16

12

EBITDA
INR (Mn)
1,714.7
1,354.7
9MFY2024 9MFY2025

EBITDA Margin (%)

21.0
19.3

9MFY2024 9MFY2025

1,904.2

9MFY2026

17.2

9MFY2026

1,600

1,400

1,200

1,000

800

600

20

15

10

PAT
INR (Mn)
1,541.2
1,244.0
953.7
9MFY2024 9MFY2025 9MFY2026
PAT Margin (%)
18.9
13.6
11.2
9MFY2024 9MFY2025 9MFY2026

23



» Consolidated Profit & Loss

Particulars (INR Mn)

Revenue

Employee Expenses
Other Expenses

Total Operating Expense

EBITDA

EBITDA %

Depreciation

Amortization of Acquisition cost
Finance Costs
Exceptional Expenses

Other Income

Profit/(Loss) Before Tax
Tax
Profit/(Loss) After Tax

PAT %

[RateGain

Q3 FY26

5,400.3

2,116.8
2,412.3

4,529.1

871.2

16.1%

46.0

230.8
124.7
346.2

165.6

289.1
24.6
264.5

4.9%

Q3 FY25

2,787.1

1,033.4
1,139.0

2,172.4

614.7

22.1%

16.8

66.7

3.2

203.3

731.3
165.9
565.4

20.3%

93.8%

104.8%
111.8%

108.5%

41.7%

172.9%

246.0%
3809.4%
NA

-18.5%

-60.5%
-85.1%

-56.9%

Note: Numbers have been rounded to nearest whole percentages or one decimal place..

Q2 FY26

2,950.6

1,154.0
1,260.3

2,414.3

536.3

18.2%

23.1

70.4

2.9

215.4

655.3
145.2
510.1

17.3%

83.0%

83.4%
91.4%

87.6%

62.4%

99.2%

228.0%

4170.9%

-23.1%

-55.9%

-83.0%

-48.1%

9M FY26

11,080.0

4,362.2
4,813.6

9,175.8

1,904.2

17.2%

87.7

369.5
130.6
346.2

587.6

1,557.8
313.8
1,244.0

11.2%

9M FY25

8,159.8

3,106.5
3,338.6

6,445.1

1,714.7

21.0%

50.7

214.9

9.6

559.2

1,998.7
457.5
1,541.2

18.9%

35.8%

40.4%
44.2%

42.4%

11.1%

30.9%

73.0%

72.0%
1256.3%
NA

5.1%

-22.1%
-31.4%

-19.3%

24



» Consolidated Balance Sheet

Assets (INR Mn)

Non-Current Assets

Property, plant and equipment
Goodwill

Other intangible assets

Other intangible assets under development
Right to use assets

Financial Assets

i. Investments

ii. Other financial assets incl. Loans

Deferred tax assets (net)

Non-Current Tax Assets

Other non-current assets

Current assets

Financial assets

I. Investments

il. Trade receivables

iii. Cash and cash equivalents

iv. Bank balances other than (iii) above
Other financial assets incl. Loans

Other current assets

Total assets

Dec-25

25,614.8
129.5
15,789.7
8,872.1

263.6

116.4
16.9
240.8
175.8
10.0

10,773.4

4441
6,241.8
3,043.9

12.7

519.0

511.9

36,388.2

Mar-25

4,896.6
103.5
1,806.1
1,434.1
0.0

134.7

1,155.2
15.0
225.9
15.2
6.9

14,144.5

2,031.1
2,122.7
3,473.6
22.7
6,256.1
238.4

19,041.1

Equity & Liabilities (INR Mn)

[RateGain

Equity and Liabilities 18,596.7 16,826.6
Equity share capital 118.1 118.0
Equity attributable to owners of the Company 18,478.6 16,708.6
Non-current liabilities 13,116.3 286.6
Financial liabilities
i. Borrowings 11,058.2 -
ii. Other Financial Liabilities 213.3 -
Lease Liabilities 94.4 132.6
Deferred tax liabilities (net) 1,631.8 76.0
Provisions 103.0 78.0
Other non-current liabilities 15.6 -
Current liabilities 4,675.2 1,927.9
Financial liabilities
i. Borrowings - -
ii. Trade payables 2,710.3 983.1
iii. Other financial liabilities 961.4 310.0
Lease liabilities 76.7 27.8
Current tax liabilities (net) 134.5 132.5
Provisions 37.8 29.0
Other current liabilities 754.5 445.5
Total equity and liabilities 36,388.2 19,041.1
)

25
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» Digital travel adoption accelerates worldwide. MEA saw overall highest surge. APAC, leads digital

102

160

140

120

= Global Travel Health Index

2% y-0-y surge vs last year

Middle East & Africa saw a 9% year-on-year surge

Europe travel growth accelerated in the final three months to finish the year at 4%, a recovery driven
by intra-regional demand and the festive travel spike

Political headwinds led to a 2% drop

Global Skift Travel Health Index
Weighted Average (Index Benchmarked to the Same Month in the Previous Year)

80

60

40

20

0

Jan-20  Jun-20 MNow-20 Apr-21  Sep-21 Feb-22  Jul-22 Dec-22 May-23 Oct23 Mar-24 Aug-24 Jan-25 Jun-25 Nov-25

Source:

[ate

Skift Research Data; as of January 2026

Gain

8% = Rise in Online Bookings in 2025 (E)
Gross Online Travel Bookings (2025E) = S 1.07 Trillion

* APAC leads global online growth, accounting for 36% of all OTA sales
*  Online supplier-direct bookings dominate in Europe
* North America maintains a balanced channel mix

* Emerging regions such as Latin America & Middle East are expanding rapidly

Gross Travel Bookings (USSB) by Channel, 2022-2026

Bl Supplier-Direct Online [l OTA [l Offine [ Online Penetration

60% 61% “r o i

$600
$582 $591

$408

$347 =

$564 $6T1 $659

2022 2023 2024 2025 2026

Source: Phocuswright Travel Forward Data, Insights & Trends for 2026
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» RateGain is well positioned to Help the Industry Embrace this Change

India’s Largest SaaS company in the hospitality and travel industry helping the industry to Improve Guest Acquisition with the Power of Al

o - - ~ -
Iﬁé'éﬂ EI% i@) *?’ J% Leading Platform to maximize
i revenue for the travel &

25 Global Fortune 500 33 of Top 40 Hotel All Leading OTAs 7 of Top 10 Car 4 of Top 5 Large hospitality industry
Companies Chains & Metas Rentals Airlines Cruise Lines

13.4)( 39-8% 99- 1% 70-8% Strong Financial Metrics with a

LTV to CAC Subscription & NRR Gross Margins proven acquisition playbook

Hybrid Revenue (9MFY2026)
Large Enterprise Investing in New Product Innovation to Dedicated Strategic
Customer base Geographies improve value offering to Investments Arm Clearly demarcated Growth
to drive Up-sell & Cross- which offers good growth customers and deepen to identify inorganic Levers for future growth

sell potential relationships opportunities & drive
synergies

[RateGain )
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» Expanding our Offering to enable Global Clients to Unlock New Revenue

Business units aligned to our vision of acquiring guest, retaining them, and wallet share expansion

Overview

Revenue Model

Revenue Mix —
(9MFY2026)

Total SAM (CY25E)

Acquisitions*

New Al based Products
developed

[RateGain

2005 2008 2019
R [\ R
_/ _/ _/
DaaS Distribution MarTech

=  Provide data and information to players across
the travel & hospitality industry

= Deliver insights including competitive and rate
parity intelligence

= Al led Products to gauge Demand and optimise
pricing

=  Custom audiences based on travel intent

Subscription model
Hybrid model®

24.4%

USD 1.1 Bn

Adara (2023)
Sojern (2025)

Rev-Al
Demand-Al

Seamless connectivity between Hotels and their
demand partners including OTAs, GDS and
others

Communicate availability, rates, inventory and
content

Al led product to standardise content
distribution

RezGain - Subscription model?
DHISCO - Transaction model?

13.0%

USD 1.9 Bn

DHISCO (2018)

Content-Al
Voice Connectivity (UNO VIVA)
Booking Engine MCP

End to End Digital Marketing Suite to manage
Brand presence for Hotels across Social Media
and Metasearch platforms

To Optimize Direct Bookings

Monitor Guest Engagement 24x7
Performance marketing operation leveraging
the travel-intent data

Subscription model
Transaction model*

62.6%

USD 5.5 Bn

BCV Social (2019)
MyHotelShop (2021)
Adara (2023)
Sojern (2025)

Note: Source: Company information, Phocuswright report. Note: Numbers have been rounded to nearest one decimal place. 1. Hybrid Model - charges a minimum subscription fee and a pay-per-use model for
accessing additional data 2. Subscription model - where customers pay a subscription fee to access the product. 3. Transaction Model — company generates revenues from bookings. 4. Transaction Model —

Revenue from campaigns managed for clients
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Annexures
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» Key Shareholders

Promoters

= Bhanu Chopra & Family currently hold ‘L ReYi V78

= Promoter Group has increased holding up from 48.16% as of Sept. 30,

2025
Key Shareholders
Plutus Wealth Management
Nippon Life India Mutual Fund
ICICI Prudential Mutual Fund
Sundaram Mutual Fund
Axis Mutual Fund
Bajaj Allianz Life Insurance Co.
Aditya Birla Sun Life Mutual Fund

CIF Il Scheme |

[RateGain

6.39%

4.50%

3.94%

3.52%

1.77%

1.35%

1.31%

1.11%

Shareholder Types
(as of December 31, 2025)

18.93%

8.93%

4.97%

17.11%

48.54%

Others

Corporate Bodies

Flls

Mutual Funds

Insurance Companies

Promoters & Promoter
Group
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Thank You

[RateGain

Mr. Divik Anand

Email: investor.relations@rategain.com
CIN: L72900DL2012PLC244966

www.rategain.com
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http://www.rategain.com/
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