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The content of this promotion has not been approved by an authorised person within the meaning of the Financial Services and Markets Act 2000.

This document, which is personal to the recipient and has also been prepared by and is the sole responsibility of OnTheMarket plc (the “Company”), comprises these presentation slides (the “Slides” or the
“presentation”) for the sole use of those attending the presentation. This document shall not and does not constitute an offer or solicitation of an offer to make an investment in ordinary shares in the Company.

The Slides are confidential and are being supplied to you solely for your information and may not without the Company’s consent be reproduced, distributed or otherwise disclosed to any other person or
published, in whole or in part, for any purpose. The information contained herein is subject to change, without notice, at the discretion of the Company and the Company does not undertake to revise or update
this information in any way.

Some information contained herein has been obtained from other third party sources and has not been independently verified by the Company. The Company makes no representations as to the accuracy or the
completeness of any of the information herein. Neither the Company nor any other party involved in or related to compiling, computing or creating the data makes any express or implied warranties or
representations with respect to such data (or the results to be obtained by the use thereof) and all such parties hereby expressly disclaim, to the maximum extent permitted by law and regulation, any and all
responsibility or liability as to the accuracy, completeness or reasonableness of the information provided.

Nothing in the Slides is, or should be relied on as, a promise or representation as to the future. The Slides may contain forward-looking statements, which relate, inter alia, to the Group’s proposed strategy,
plans and objectives. Forward-looking statements are sometimes identified by the use of terminology such as “believes”, “expects”, “may”, “will”, “could”, “should”, “shall”, “risk”, “intends”, “estimates”, “aims”,
“plans”, “predicts”, “continues”, “assumes”, “positions” or “anticipates” or the negatives thereof, other variations thereon or comparable terminology. By its very nature, such forward looking information requires
the Group to make assumptions that may or may not materialise. They are not historical facts, nor are they guarantees of future performance. Because these forward-looking statements involve risks and
uncertainties, there are important factors that could cause actual results to differ materially from those expressed or implied by these forward-looking statements. These forward-looking statements speak only as
of the date of this presentation and accordingly you should not place undue reliance on such statements. Past performance of the Company cannot be relied upon as a guide to future performance. No
representations or warranties of any kind are made by any person as to the accuracy of such statements, estimates or projections, or that any of the events expressed or implied in any such statements,
estimates or projections will actually occur. The Company is not under any obligation, and expressly disclaims any intention, to update or revise any such statements, estimates or projections. No statement in
the Slides is intended as a profit forecast or a profit estimate and no statement in the Slides or accompanying verbal presentation should be interpreted to mean that earnings per share for the current or future
financial periods would necessarily match or exceed historical published earnings per share. As a result, you are cautioned not to place any undue reliance on such forward-looking statements.

The distribution of the Slides may be restricted by law and persons into whose possession this presentation comes should inform themselves about and observe any relevant restrictions. This presentation does
not constitute an invitation or inducement to engage in investment activity. Similarly, this presentation does not constitute or form part of any offer or invitation to sell or issue or any solicitation of any offer to
purchase or subscribe for any securities of the Company in any jurisdiction, nor shall it (nor any part of it) or the fact of its distribution form the basis of, or be relied upon in connection with, or act as any
inducement to enter into, any contract or investment decision in relation thereto.

Terms and conditions relating to the Slides and the presentation and any matter or dispute (whether contractual or non-contractual) arising out of them shall be governed by and construed in accordance with
English law and the English Courts shall have exclusive jurisdiction in relation to any such matter or dispute. By attending the presentation of the Slides, you agree to be bound by the foregoing limitations and
restrictions and, in particular, will be taken to have represented, warranted and undertaken that: (i) you have read and agree to comply with the contents of this notice; and (ii) you will not forward the Slides to
any other person, or reproduce or publish this document, in whole or in part, for any purpose.
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Executive summary: progress since June 2019

Maintain strong agent listings and property content

Increase traffic, consumer engagement and value to agents

Open new revenue streams

Continued conversion of trial agents and recruitment of new
agents to paying contracts

BUT
Challenging market conditions have meant agents slower to
commit long term/full tariff

We have introduced lower cost/shorter term options with a
view to getting a deal with everyone

Agent branches maintained at over 12,500 and UK residential listings now
85% of Zoopla and 64% of Rightmove

Record traffic in September. Leads per advertiser grew strongly and
catching up with Rightmove. Core back-office services released to match
and exceed Rightmove’s

Additional products for agents now being sold. Opened portal to
housebuilders, starting with Barratt, the largest

2,346 branches signed to paying contracts as at 30 September: 42% in
long term contracts with share issue. Monthly ARPA £288. Up 1,038 since
31 July

£8.6m cash at 30 September 2019, full adjusted EBITDA1 breakeven in
FY21, with monthly breakeven from Q2/Q3 FY21

Significant profitability and cash generation anticipated in FY22

What we planned What has happened

1 Adjusted EBITDA is defined as EBITDA before share based payments (including charges relating to shares issued for agent recruitment), specific professional fees and non-recurring 
items. This is an alternative performance measure and should not be considered an alternative to IFRS measures, such as revenue or operating profit.
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H1 19/20 - Highlights for the period

Financial Strategic

+14%

£8.8m

£108

12,543

+75%

1,308

Group revenue of £8.0m (H1 18/19: 
£7.0m)

Period end cash balance

ARPA of £108 (Full Year 18/19: £130) 
reflecting the large number of free trialists
added in H2 18/19

Agent offices listing properties as at 31 
July 2019, up 28% from 31 July 2018

Branches signed to new paying contracts 
since conversion began as at 31 July 
2019

Web and mobile visits during the period 
increased to 120.7m (H1 18/19: 69.0m)
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H1 19/20 – results broadly in line with expectations

£m H1 19/20 H1 18/19 Change

Revenue 8.0 7.0 14%

Adjusted operating loss1 (6.7) (5.0) (34)%

Operating loss (7.2) (5.7) (26)%

Loss after tax (7.0) (5.7) (23)%

EPS (p) (11.16) (9.57) (17)%

Period end cash balance 8.8 24.3 (64)%

Cash balance at 30 September 2019 8.6

ARPA2 (£pm) 108 153 (29%)

Average branches listing 12,434 7,788 60%

Visits3 (m) 120.7 69.0 75%

1 Adjusted operating loss is defined as operating loss before finance costs, taxation, share based payments (including charges relating to shares 
issued for agent recruitment), specific professional fees and non-recurring items. This is an alternative performance measure and should not be 
considered an alternative to IFRS measures, such as revenue or operating profit.

2 Average revenue per property advertiser, being revenues due from property advertisers for a period divided by the average number of property 
advertisers for that period. ARPA presented herein is the average of the monthly ARPAs for the period.

3 Visits comprise individual sessions on OnTheMarket.com's web based portal or mobile applications by users for the period indicated as measured 
by Google Analytics.

• Losses reflect investment in building the organisation 
and in marketing to drive up the scale of the portal 
and the value it can deliver to advertisers

• Substantial growth in agents, listings, traffic and 
leads achieved with lower than planned expenditure, 
reflected in period-end and current cash balance

• 1.8m shares issued to agents signed up to full-tariff, 
long-term contracts

• Product development, with the launch of efficiency 
tools and additional advertising products

• Revenues now covering fixed operational costs 
before marketing expenditure and growing

• £1.1m of costs recovered from Gascoigne Halman
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UK residential listings: continuing to close the gap 

Source: Rightmove based on published 2018 statements and its August 2019 House Price Index report. Zoopla property stock taken from its 
public website at 3 July 2018 and 30 September 2019

55%

67%64%

85%

Rightmove Zoopla

OnTheMarket 
UK residential property listings as % of  competitors'

July 2018 July 2018Sept 2019 Sept 2019

Rightmove and Zoopla figures include substantial new homes developer stock, a market OTM has 
only just entered in September 2019 with c.355 developments. Whilst OTM listings have grown by 
c.90,000 properties since July 2018, Zoopla’s listings have fallen by c.66,000 over the same period.
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Continuing to grow traffic and brand awareness

The brand awareness research (YouGov) segments from people in the 
All Adults survey those who have moved home in the last 5 months or 
who are actively looking to move now – the Property-seekers

We are on track to reach the prompted awareness levels of our key 
competitors whilst spending marketing money efficiently to generate 
traffic and leads to agents

Zoopla Property Group prospectus, June 2014

19%
21%

30%

35%
39%

27%
30%

40%

47%
50%

Start June 2018 Start Oct 2018 End Jan 2019 End May 2019 End Sept 2019

OnTheMarket brand awareness

All Adults Property-seekers

5.7

11.9
13.7

17.4

23.5
25.4

27.2

Feb 18 (IPO) Mar 18 Apr 18 Sep 18 Jan 19 May 19 Sept 19

Visits, millions

Consumer traffic to the portal continues to grow, creating more 
opportunity to deliver advertising value to property and non-
property customers

The amount of traffic coming from direct web searches, natural 
search engine rankings, email alerts and our apps continues to 
grow

Source: visits data from Google Analytics
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Closing the gap on consumer engagement

Source: Rightmove 2018 full year results, OTM company data

517

2018

66% 62%

Alerts sent UK properties listed at year end

Rightmove sent 781M alerts to
over 2 million people across 2018

Almost 1.2 million people are currently active users of 
OnTheMarket’s property alerts

OnTheMarket is sending over 100 million instant 
property alerts per month
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Building network effects and value to advertisers – as others’ reduce

Monthly leads per UK residential property advertiser
Agent offices and New Homes developments (at period end)

Source: Rightmove and ZPG data taken from their published regulatory statements and analyst meeting transcripts. 
*New Homes developers listings started mid-September. 

*

Leads per advertiser in H1 19/20 
were more than double H1 18/19

September average leads per 
advertiser up to 112 per month*92
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185

210

195

178 179
171 168

55

41

118
127

136

115
104

90

23 25

46
39 43

93

112

2011 2012 2013 2014 2015 2016 2017 2018 H1 2018 2019 H1 Sep-19

Rightmove

Zoopla

OnTheMarket
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Outperforming Rightmove on value and more than matching their agent tool set

For every £100 of monthly fees:   

2015 28 leads 

2018 17 leads

2019 H1   16 leads
Based on £1,005 monthly ARPA for 2018 and £1,077 for 2019 H1

For every £100 of monthly fees:   

May 2019   31 leads

Sep 2019 34 leads
Based on a monthly ARPA of £331 

Source: Rightmove data taken from their published regulatory statements

This calculation takes no account of the value of the
OnTheMarket plc shares which agents may receive 
alongside full-tariff, long-term listing agreements 

Agent efficiency tools
included within listing fees

Jan
2019

Jul
2019

Sep
2019

Performance Reporting ü ü ü ü
Market Appraisal Guide
Rightmove: Best Price Guide ü ü ü
Market Intel
Rightmove: Intel ü ü
Sales Monitor ü û
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Trialists are converting and new agents are signing direct to paying contracts

2,346 branches have already signed up to new paying contracts

• Up from 1,308 branches at 31 July 2019

• 42% are on a long-term contract (3 or 5 years) with share issuance

• Following the related share issuance, over 3,000 agent firms operating over 6,000 UK agency branches will be OnTheMarket shareholders

• ARPA of £288, reflecting the staged introduction during August of ‘two-stage conversion’ deals

We have found, due in part to market uncertainties, that many agents are taking time to consider entering long-term, full-tariff contracts and 
some are unwilling to do so at present. Therefore, we have introduced the option of ‘two-stage conversion’ under which:
• agents commit for an initial 6 month term with rolling notice thereafter
• listing fees are lower, with an average monthly ARPA of £203 on contracts written so far (£331 for full tariff contracts)
• we agree to re-engage after the initial term with a view to conversion to full tariff
• no share issuance is committed but may form part of the 2nd stage conversion offer 

The introduction of ‘two-stage’ has helped accelerate substantially our rate of overall sign ups. 
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Guidance
The Group is trading in line with its recent guidance:

FY20 (i.e. year to Jan 20) revenue now expected £18.0m to £18.5m

- costs managed within budget to produce lower losses and to preserve cash (£8.6m at 30 September 2019)

- assumes continued sign up to paying contracts and some modest growth in other revenues

FY21 (i.e. year to Jan 21) revenue now expected £27.0m to £29.0m

- a high proportion of this revenue will already be embedded based on expected running income in January 2020

- new income in the year is primarily expected from continued growth in paying agent branches:

- weighted to first half, based on continued conversion of agents already listing

- balance of new income in the year is expected from:

- increased penetration of additional products into our expanded agent paying base

- development of the new homes developers market. Rightmove listed 3,441 developments at the end of the half year to 

30 June 2019 with associated revenue of £27.8m over the 6 months and monthly ARPA of £1,346 

- introduction of advertising opportunities for selective non-property advertising

FY22 (i.e. year to Jan 22)

- achievement of the FY21 projections will result in materially higher run rate monthly income in Jan 22 compared with Jan 21, 

thereby embedding further substantial income growth for FY22

- significant profit and cash generation anticipated due to operational leverage at that point



18 FY19 FY20 Jan 20 x 12 FY21 Jan 21 x 12 FY22

Revenue bridge - illustrative

Embedded uplift based on year end run rate

New income in the year:
• more paying agents
• additional products
• new homes developers
• non-property advertising

We are building recurring revenues 

Annual price increases throughout a financial year have a compounding effect in the future

After FY21 we expect to begin generating material profits and cash
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Outlook

Continue to build property listings, brand awareness, traffic, lead generation and agent confidence

Manage the conversion process to maximise our paying and shareholder agent base, building on progress to date

Build rapidly on the start we have made in the New Homes Developers segment and improve our delivery capability

Drive take-up and usage of our new agent products: efficiency tools for agents and additional advertising opportunities 

Look for new partnering and other opportunities to expand our agent and consumer propositions

£8.6m cash at 30 Sep 19. Strong focus on operational discipline and marketing spend efficiency

Significant profit and cash generation anticipated in FY22

Full breakeven adjusted EBITDA FY21 with monthly breakeven from Q2/Q3 FY21
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Data table for Rightmove and Zoopla 

Source: Rightmove and ZPG data taken from their published regulatory statements, analyst meeting transcripts and websites

ZOOPLA PROPERTY PORTALS
Year to 30 September 2011 2012 2013 2014 2015 2016 2017 2018 H1 2018 2019 H1

Leads 6,900,000   9,000,000    26,100,000 29,200,000 25,200,000 23,000,000 22,000,000 9,800,000   

Agent offices UK 8763 16092 15858 16373 12702 13999 14775 15264

New Homes UK developments UK 1724 2278 2539 2715 2706 2610 2861 2848 TAKEN PRIVATE
TOTAL UK residential advertisers 10487 18370 18397 19088 15408 16609 17636 18112
Other advertisers inc Overseas and Commercial 151 279 575 1003 1489 N/A N/A
TOTAL property advertisers 10487 18521 18676 19663 16411 18098 N/A N/A
Leads per Total property advertiser per month 55 40 116 124 128 106 N/A N/A
Leads per UK residential advertiser per month 55 41 118 127 136 115 104 90
Average revenue per UK residential advertiser per month £107 £138 £265 £315 £353 £354

RIGHTMOVE
Year to 31 December 2011 2012 2013 2014 2015 2016 2017 2018 H1 2018 2019 H1

Leads 19,600,000 21,200,000  36,000,000 42,800,000 49,800,000 47,000,000 43,600,000 22,000,000 42,000,000 20,328,000 

Agent offices UK 15078 15244 16166 16843 17336 17462 17626 17585 17328 16768
New Homes UK developments UK 2668 2436 2259 2461 2416 2659 2801 2865 3126 3441
TOTAL UK property advertisers 17746 17680 18425 19304 19752 20121 20427 20450 20454 20209
Other advertisers inc Overseas 530 590 1226 2057 2581 2476 2297 2412
TOTAL property advertisers 18276 18270 19651 21361 22333 22597 22724 22862
Leads per Total property advertiser per month 89 97 153 167 186 173 160 160
Leads per UK residential advertiser per month 92 100 163 185 210 195 178 179 171 168
Average revenue per UK residential advertiser per month £443 £529 £607 £684 £754 £842 £922 £987 £1,005 £1,077


