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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.




A\ Our mission is to be the leading revenue maximization SaaS
platform for the hospitality & travel industry.

Our vision is to offer an integrated technology platform powered
by artificial intelligence enabling our customers to increase their

revenue through customer acquisition, retention and wallet
share expansion.



)) 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

Uniquely positioned Interoperable Strong Financial Leading platform to | Clearly demarcated
to capture a products to unlock metrics with a Mmaximize revenue Growth Levers for
Large TAM new revenue across the = proven acquisition for the hospitality future growth
travel value chain playbook (HTFY23) iIndustry
Dedicated Unit to
e LTV to CAC S O Global Work on New Al-led
=0 US$1.4tn |—E_IED'(]= Martech (500) Fortunes00 Cos products
T Global Travel BCV | MHS | Engage.Al Caka . . :
Bookings F 23 Of Top 30 Investing Acfuvely N
(CY24E) Yo Recurring Rev.? eme Hotel Chains Martech which offers
}‘ good growth potential
-# Distribution 25 Of Top
f& US$-|-|.5bﬂ . E‘ 20 OTAS Large Customer Base
7 1AM CY25E RezGain | DHISCO | - to drive cross-sell-Up-
( ) Content Al A NRR <ell
US$8.5bﬂ @ DaasS Q é” Lgadltnlg Dedicated Strategic
ﬁl@ SAM (CY25E) af mentats Investments Arm to
- Parity + | Optima Gross Marains _ Identify inorganic
CarGain | AirGain 9 ‘-_-. Large opportunities & Drive
Rev.Al | Demand.Al X~ Cruise Lines Synergies
RateGain®

)- Source: Company information, Phocuswright report.
Note: Updated as of half year ending September 30, 2022. Numbers have been rounded to nearest one decimal place. GRR — Gross Revenue. Retention .1. GRR denotes percentage of renewed revenue as compared to previous Fiscal. 2.

Recurring Revenue - DaaS (99%), Distribution (99%), Martech (99%). Recurring revenues refer revenues which are contractually recurring and not one-off.



)) 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

LE?',:], DaaS o}} Distribution @ Martech

» Seamless connectivity between Hotels and

> Provide data and information to players their demand partners including OTAs, GDS  » End to End Digital Marketing Suite to

across the travel & hospitality industry

R _ _ - and others manage Brand presence for Hotels across
Overview > Deliverinsights including competitive and > Communicate availability, rates, inventory Social Media and Metasearch platforms
rate parity intelligence . . .
and content » To Optimize Direct Bookings
> Al l?d Prodggts to gauge Demand and > Al led product to standardise content » Monitor Guest Engagement 24x7
optimise pricing TR
distribution
» Subscription model > RezGain - Subscription model? » Subscription model
Revenue Model » Hybrid model4 » DHISCO - Transaction model®
Revenue Mix 25.7% 35.0% 39.3%
(H1 FY23)
Total SAM
USD 1.1 Bn USD 1.9 Bn USD 5.5 Bn
(CY25E)

o BCV Social (2019)
Acquisitions Adara (2023) DHISCO (2018) MyHotelShop (2021)

Adara (2023)
New Al based

Products Rev Al Content Al - N
developed at RG Demand Al onten ngage
Labs

3 [RateGain®

*Source: Company information, Phocuswright report. Note: Numbers have been rounded to nearest one decimal place. 1. Others for Distribution includes GDS and Corporate travel agents, and DaaS includes vacation rentals, package providers, tour operators and cruise lines. 2. Subscription
model - where customers pay a subscription fee to access the product. 3. Transaction Model - company generates revenues from bookings. 4. Hybrid Model - charges a minimum subscription fee and a pay-per-use model for accessing additional data.



) Healthy Demand with Stable Revenue Streams Driving Growth and Margins

4 I 4 I 4 I
Operating Revenue Adj. EBIDTA (Margin) Adj. PAT (Margin)
Q2FY23 INR 1,246.1 MN Q2FY23 INR 189.5 MN (15.2%) Q2FY23 INR 195.7MN (15.7%)
47.0% growth y-o-y 169.6% growth y-o-y 430.4% growth y-o-y
H1IFY23 INR 2,439.1 MN H1FY23 INR 313.2 MN (12.8%) H1FY23 INR 344.3 MN (14.1%)
52.7% growth y-o-y 139.0% growth y-o-y 344.7% growth y-o-y
o % \ % \ %
4 I 4 I 4 I
Predictable Strong Balance Sheet* Sustainable
Revenue* Revenue*
o Net Cash & Equiv.:. INR 4,344.5 MN
Subscription Revenue 76.8% 6.0% growth over FY2022 Gross Revenue Retention 90.0%

Recurring Revenue 99.0% . Net Revenue Retention 105.0%
Cash from Operations: INR 242.2 MN

1.4x of Cash from Operations in FY2022

- & N\ & N\ /

Gain®
* Note: Updated as of Half year ending September 30, 2022. Numbers have been rounded to nearest one decimal place. GRR — Gross Revenue. Retention .1. GRR denotes percentage of renewed revenue as compared to previous Fiscal.
2. NRR - Net Revenue Retention — Denotes percentage of incremental revenue from same clients compared to previous fiscal # - As of September 30, 2022




)) Diversified and Recurring Revenue Streams

+ Diversified revenues across offerings, geographies and customers
« High recurring revenues with subscription business forming a large part of customer engagement

Revenue by Engagement! Revenue by Travel Type! Revenue by Geography! Revenue by Customers!

Subscription Business Others
— 34.8% 59% Top 1-10
' N 35.6%
. Europe ~ North ©
Hybrid 20.5% . America
42 1% ) \ 56.2%
Others
Asia- 64.4%
Transaction S—— Leisure Pacific
4.1% 10.2%
23.2% 94.1% °
Gross Revenue Retention? Client Count & LTV to CAC
LTVto -~ o~ - o _° ATTTTS 7T
cac: (B8 (esl (129 (22
95.5% 89.2% 90.1% 90.0%
I I I I > .
FY2020 FY2021 FY2022 H1FY2023 FV2020 FV202] FY2022 H12023

No. of Customers

RateGain®

Note: Numbers have been rounded to nearest whole percentages or two decimal place.. 1. HIFY23 Revenue from contracts with customers. 2. GRR denotes percentage of renewed revenue as compared to previous Fiscal. 3.
Recurring revenues refer to revenues which are contractually recurring and not one-off. 4. LTV:CAC is computed by i) Multiplying Gross Margin from New Sales with expected life time of the contracts to arrive at LTV ii) CAC is
calculated by dividing sales and marketing costs by no of customers added.



)) Strong Growth Metrics Combined with Operational Efficiency

628

Employees
Flat Q-0-Q with Revenue
Increase of 4.4%

2,557

Customers
150 Net New Customer
Additions in Q2FY23

24.5%

Employee Attrition

Annual Recurring Revenue

12.2

LTV to CAC
For H1 FY23

212 Mn

New Contract Wins
12.5% growth y-o-y

7.77 Mn 3,140 Mn

Revenue Per Employee Total Pipeline

traction across segments

3 [RateGain®




)) Operating Leverage for SaaS Business

The Art of Getting More for Less

» Non-Linearity of Costs with Revenue leads to EBIDTA expansion

» High Gross Margin leading to Majority of Growth flowing into Margins

Gross Profit
» Rule of 40 (Growth + EBIDTA)

» Average Revenue per Employee is Higher

Operating Expenses

eBiDTAR

| | | | .
T-0 T-2 T-4 T-6 T-8 T-10

3 [RateGain®
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) Adara - Profile

Item Details

About

Revenue
Streams

Founded/ HQ

Team

Business
Model

Moat

Employees

Customer
Profile

Geography

» One of the world’s largest travel data exchange platforms, providing access to
permissioned travel intent data.

» Using first party permissioned data from brands, Adara delivers actionable travel-intent
to drive better marketing ROI.

» Global leader with verified 1.5 Billion Digital Identities and over 24 billion data elements
across 100 countries for Targeted Marketing Campaigns

» Data: SaaS based data application that provides Custom Segment Audience data based
on travel intent

» Media: Full-service performance media operation for Programmatic Advertising
leveraging the data backbone

Silicon Valley Company founded in 2009 in Palo Alto. Global presence in UK, Dubai, Japan,
France.

» Charles Mi (Co-Founder and CEO) and the exceptional Adara team, with expertise
scaling up tech software business, will be joining RateGain

» Charles Mi is Computer Science Major from Stanford University and ex-IBM

» Other key senior members from Delta Airlines, Adobe, Deutsche Bank, Starcom, DMOs

FY22 - Gross Rev: $27.4 Mn (29.1% growth y-o-y)
Data business: Part of Data as a Service (DaaS)
Media business: Part of Martech

Data partnership to acquire permissioned data from 270+ companies that include some of
the largest Travel and Hospitality companies

55 total employees (42 in US, 7 in Europe and 6 ROW)

Blue chip customer base with 300+ Enterprise customers including Hotels, Airlines, DMOs,
Agencies etc.

67% from North America

Revenues (TTM Sept. '22%)

RateGain
INR 4,508 Mn

Adara
INR 2,032 Mn

Data (50%): Media (50%):

91% GM 69% GM

Operating Revenue (US$ Million)

27.4

21.2

13.1

FY21 FY22 H1FY23

[RateGain®



)) Helping Customers Take More Accurate Data Driven Decisions For
Acquiring New Guests And Expanding Wallet Share

= ® o
[ ]
[RateGain . ADARA
/ \ / \ Higher RoAS on Digital
Competitive rate . Marketing
intelligence across Travel & rﬂ@é Sl ACEICecE
Hospitality / K

Dagas | b Y. Dynamic Pricing £--3 L

Demand Al generating

(o) . c . /
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