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Decline in net sales and EBITDA driven by significant

decline in listing volumes

Net Sales | Q4 2025 (SEK)

348.1m -4.4%

Net sales growth | YoY (%)
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EBITDA | Q4 2025 (SEK)

153.7M

EBITDA Margin | Q4 2025 (%)
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Summary of Q4 and full-year 2025

Q4 2025

Net sales growth

-4.4

(SEK 348.1m)

ARPL growth

29.2%

(SEK 10,916)

EBITDA margin

44.2%

(SEK 153.7m)

Highlights

Negative net sales development of -4.4% in Q4, while
net sales grew by 9.5% for the full-year

Q4 listings down by -26.4%, reflecting a challenging
Swedish property market, combined with a business
term change from 1 February related to sellers
changing agents (-5% in Q4)

ARPL growth of 29.2% in Q4 and by 28.1% in 2025,
driven by a continued increasing demand for Hemnet's
value-added services

EBITDA declined -12.8% to 153.7m SEK in Q4 as the
low listing volumes leads to lower net sales and lower
coverage of fixed costs, full-year EBITDA grew by 6.6%

Several exciting product launches planned for H1 2026,

including roll-out of “Sell First Pay Later” on 2 February

Full-year 2025

Net sales growth

9.5%

(SEK 1526.8m)

ARPL growth

28.1%

(SEK 8,175)

EBITDA margin

50.3%

(SEK 673.8m)




Immense pressure on new published listings in Q4
driven by continued slow market

Published listings in period

» Year-on-year change
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Published listings per quarter (Y/Y change)
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Source: Hemnet data. Includes paid listings only (excludes new development listings published under subscription packages)

Property market commentary

Published listings decreased by 26.4% in Q4 and by
13.3% on an LTM basis

Average LTM listing duration on Hemnet in Q4 increased
by 20% year-on-year from 46 days to 55 days

While there are signs of renewed activity with rising
prices, record villa sales, and a decreasing supply, the
inflow of new homes remained constrained

The volume decline was partly attributed to changed
business terms in February 2025 for changing agents,
which explained approx. 5% of the new listings decline
compared to last year



Q4 ARPL growth of 29.2% driven by continued
increasing demand for value-added services

Average revenue per listing (ARPL), quarterly and LTM
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ARPL growth drivers

Higher demand for Hemnet's value-added services
for property sellers continues to drive ARPL growth

The conversion rate to higher-tier packages increased
further during the fourth quarter

Max is positioned to capture the next level of
demand from customers seeking to maximise their
chances of a successful sale



2025 a year with key product, marketing and sales
initiatives

Oct: ‘Sell First Dec: Strategic
Feb: Simplified Apr: Launch of Sep: Launch of Pay Later’ Pilot partnerships with
agent change Hemnet Max new CRM tool across 10 offices agencies
Spontaneous

brand awareness
up by 11pp YoY

Listing times on
Bas listings

Agent interactions
up by 50% YoY

Listing Improved broker  Vertical image
collections search gallery

New seller page

Real-time
notifications

Swipe enabled
image gallery

Simplified
sharing

Property
data

Discovery
queue

Apr: Launch of Orvesto shows Hemnet's Oct: Hitta.se Dec: Launch of
Mar: Launch of Bankraketen  yaniar sifo survey IR marketing Nov: Repackaged Hemnet Insights

Hemnet brand shows 87% of sellers (May-Aug) partnership

campaign prefer Hemnet

‘New construction’
offering
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Financial summary Q4 2025

Net sales growth ARPL growth EBITDA margin

-4.4% +20.2% 44.2%

year-on-year year-on-year

Published listings Free cash flow (LTM) Leverage (LTM)

-26.4% +7.1% 0.7x 167

year-on-year year-on-year

27.3k listings SEK 745.4m +0.2x vs. Q4 24 +15vs. Q4 24

s (®) Hemnet




Slight year-on-year decline in B2B revenues in Q4

B2C

B2B

Property sellers
SEK 297.5m (-5%)

Real estate agents
SEK 24.2m (+3%)

Property developers
SEK 10.6m (-14%)

Advertisers
SEK 15.6m (+4%)

Negative growth driven by a continued challenging property market
Published listings -26.4%

Sold by Us main driver of growth in the quarter, partly offset by a difficult
display market

Continued challenging display sales in the fourth quarter, combined with a
slight decrease in developer listings

Improved performance in Q4 despite a challenging display market

(®) Hemnet



EBITDA decreased by -12.8% compared to same period

last year

EBITDA bridge Y/Y | SEK million, Y/Y change

176.3 -16.0

- 2.5 -0.1

e @ O @
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-9.7

0.7

E

153.7

Q4 2025

Key drivers

o Net sales

e Compensation to real
estate agents

Other external
expenses

Personnel costs

E Other

Net sales decreased by -4.4% driven by lower
listing volumes year-on-year

Agent compensation decreased slightly driven
by lower volumes

Higher licensing costs, mostly balanced out by
slightly lower costs for marketing and
consultants

Staff costs increase mainly driven by salary
inflation and increased number of FTEs

Slightly higher capitalised development

expenditure for own staff
(®) Hemnet



Financial summary FY 2025

Net sales growth ARPL growth EBITDA margin Published listings

+9.5% +28.1% 50.3% -13.3%

year-on-year year-on-year

SEK 1526.8m SEK 8,175 SEK 767.5m 160.7k listings

1t (®) Hemnet




B2B revenues declined by 0.7 percent in 2025

|
O e ARPL grew by 28.1% in 2025, driven by more customers buying
X Property seIIersO value-added services
SEK 1314.8m (+11%) e Weak property market leading to published listings of -13.3%
S
Real estate agents e Sold by Us was the main driver of growth in 2025, growing by more than
SEK 103.2m (+3%) 2x year-on-year
~ Property developers e Continued challenging display sales in 2025 were offset by a strong
m SEK 48.1m (0%) growth in subscription packages
A
Advertisers e  Other advertisers suffered from challenging market environment during
SEK 60.7m (-7%) 2025, paired with slightly lower activity on the platform

12 (®) Hemnet



EBITDA grew by 6.6% in 2025

EBITDA bridge Y/Y | SEK million, Y/Y change Key drivers

o Net sales

132.2 -44.3
-24.0

I -20.7 45 767.5
719.8 — I

e Compensation to real
estate agents

Other external
expenses

Personnel costs

2024 c e C E 2025 E other
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Net sales grew by 9.5%, the decline in
published listings were compensated by an
increase in ARPL

Agent compensation increased by 12.3%,
driven by higher net sales and higher
recommendations levels

Increased by 19.8%, related to higher costs for
marketing, licenses and consultants

Staff costs increased by 10.1%, due to salary
inflation and an increased number of FTEs

Continued investments in product
development drove slightly higher capitalised

development costs @ Hemnet



Continued strong cash flow generation funding
further share buybacks

LTM FCF & cash conversion Share buybacks Net debt & leverage
SEK million, percent SEK million, thousand shares SEK million, leverage x
1000 200 1000 600
102:2%
96.7%——97:5%——96:6% 97:1%
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14 (®) Hemnet

Note: definitions of alternative key ratios can be found in the financial report
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Summary: Strong ARPL growth in
a complex market

e Continued pressure on new published listings in Q4, negatively
impacting both net sales and EBITDA in the quarter

e Strong ARPL growth of 28% for the full year offset the impact
of lower listing volumes, leading to a net sales growth of 9.5%
in 2025

e Clear focus on addressing market friction and being a partner
throughout the entire property journey, everything in place to
start roll-out of SFPL on 2 February

e We look forward to 2026, with our focus set on delivering
more value to our customers and the Swedish property
market than ever before

(®) Hemnet
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Business update
Q4 2025
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Hemnet is the no 1 property portal in Sweden

96% 2.7m 70-75%

brand awareness among average weekly active of total traffic comes to
property sellers in Sweden unique users in 2025 Hemnet directly through
browser or app

87%

consider Hemnet the
first choice when selling a

property

3rd 25+

years of working closely with
the real estate agent industry

largest commercial website
in Sweden

19 Sources: Hemnet, Kantar Media (Apr-May 2025), Orvesto (May-Aug 2025), Nepa (2025) @ Hem net



Hemnet is highly integrated into the Swedish property
ecosystem with +25 years of experience

Help agent find
sellers

Help transacting
properties

Sweden'’s property market has a history of being efficient and attractive

e Highly professionalized and well-functioning real estate agent industry
e Short sales cycles and easy to transact with low transaction costs
e  High home ownership and limited buy-to-let

20 @ Hemnet



Hemnet has been through a fantastic financial growth
development over recent years

Net sales and ARPL development (2020-2025) Profit development (2020-2025)

49% 50%

37%

||Iil| ‘||“\

2020 2021 2022 2023 2024 2025 2020 2021 2022 2023 2024 2025

B Netsales (SEKm) == ARPL, (SEK) B AdjEBITDA (SEKm) == Adj EBITDA margin (%)

21 @ Hemnet



Hemnet is a traffic powerhouse - users and reach
remain intact across market cycles

Hemnet average weekly users and reach (2015-2025) Relationship between paid listings and users (2023-2025)

2015 2016 2017 2018 2019 2020 2021 2022 2023 2024 2025 Dec 2022 Jun 2023 Dec 2023 Jun 2024 Dec 2024 Jun 2025

Dec 2025

B Hemnet Average Weekly Users == Hemnet Average Weekly Reach == Hemnet Weekly Users New published listings

e Hemnet's traffic has been stable over time, except for the outlier years during the pandemic
e There is a clear relationship between users and number of new listings published on the platform, as more new content

on the platform drives more engagement on the platform
e  Approximately 40-50% of Hemnet's sessions come from the Hemnet app (iOS or Android)

(®) Hemnet

22 *Weekly reach (or “rackvidd”) is a measure of the number of unique individuals who come into contact with Hemnet on a weekly basis as measured by Orvesto, weekly unique users counts unique browsers or
devices, if one visits Hemnet on both their phone and their laptop in the same week they will be counted as two “active users” but only one “reach”



Our ambition is to create value across the entire
property journey

Our ambition:
Hemnet, every step of the journey for every property transaction

We are the number one
partner for agents, property
developers
& banks

We are top of mind and
have the largest property
audience in Sweden

We have all relevant listings

All enabled through
25+ years of building
relationships with the real
agent industry

We know our users and We have the most
provide them with a comprehensive and
superior experience valuable data

23 @ Hemnet



Sweden’s property market dynamics has changed
post-pandemic

Longer sales cycles Sell before you buy Weak price development
Median sales duration time % selling first vs. buying first 2022-2025 Swedish apartment prices 2022-2025
5%

-10%

-15%

-20%

D o X X D D D D
P PP P S S P 25%
QYRR PR XD YR > Jan/2022 Jan/2023 Jan/2024 Jan/2025
@ Avg. listing days (LTM) 0 Buyfirst [ Sell first == Nominal price development == Real price development

v

Increasingly prominent pre-market characterized by lower seller intent, longer sales processes

and a changed way of working among real estate agents

24



The role of the pre-market has become increasingly
important over the last years

Current market
characteristics:

. Decreased seller intent
. Longer sales cycles

. Changed way of working

Seller intent

25

Commonly referred to as the “pre-market”

A
r A

Off market Under-the-radar

e Larger share of the sales cycle takes place on the pre-market

e Pre-market characterized by low efficiency and high variation in seller intent

e  Approximately 50% of pre-market listings >6 months on the market, 75% of
pre-market listings >2 months on the market*

What it means for Hemnet: Parts of pre-market of lower relevance, while high-intent and
active parts of the pre-market are highly relevant

Very high

(®) Hemnet

Very low Low

Addressed with
strategic actions




Hemnet’s value proposition has primarily catered to
the ‘For sale’ segment

Key strengths of the Hemnet model align well with Core model remains strong - expanded value
the high-paced and high-intent ‘For sale’ phase proposition to cater for emerging needs

e Hemnet's core model remains strong and serves the needs
Maximize number of eyes on the listing of the vast majority of the market

e Inthe current market environment, a larger share of the
sales cycle takes place on the pre-market, with more
properties being sold before reaching Hemnet

Drive all potential buyers to open showings

e  Transactions on the platform decreased by ~5% in 2025,
compared to the overall market that was stable year-on-year

. ‘ o e  Strategic actions such as ‘Sell First Pay Later’ and Strategic

Convert interested buyers into open bidding partnerships currently executed on to serve full market
spectrum, with initial results being very supportive

e  Strengthening value across the entire sales cycle to

Sell at the highest possible price future-proof against market shifts

26 @ Hemnet



We are now moving into execution on significant
strategic actions to address full market

We get there through a win-win situation for
sellers, agents and buyers

Our ambition:
Hemnet, every step of the journey for every property transaction

We are the number one
partner for agents, property
developers
& banks

We are top of mind and
have the largest property
audience in Sweden

We have all relevant listings

All enabled through
25+ years of building
relationships with the real
estate agent industry

We know our users and We have the most
provide them with a comprehensive and
superior experience valuable data

27

Key strategic initiatives in Q1 2026:

Sell first, pay later
(SFPL)

Strategic partnerships

Leveraging Al & Sales & marketing
product innovation focus

(®) Hemnet
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Accelerating customer and partner value creation
with “Hemnet hela vagen”

“Hemnet hela vagen” / “Hemnet all the way”
Off market Under-the-radar M

} Sell First, Pay Later

° List early on Hemnet and pay only if you sell

Key strategic . .
initiatives in } Strategic partnerships

Q1 2026

e  Strengthened cooperation with the real estate agent industry

} Consumer-facing Al features

e  Leveraging Al to further strengthen our position and significantly elevate our user experience

All enabled through a continued increased sales & marketing focus

29 @ Hemnet



Sell First, Pay Later: Expanding Hemnet’s presence in
the sales journey - driving early stage volumes

YoY ch in pilot office listi I - adjusted f
Pilot Oct - Dec 2025 across 10 offices with strong results oY ehange in priot oftice [Isting volumes - adjusted for

overall listing volume drop***

o higher YoY listing volume change vs.
} +40 /0 overall market (+4% vs. -26%) 60%
package

} 9/1 0 Sell First Pay Later sellers chose a VAS 0%

higher upcoming listing market share on 20%
} +6pp Hemnet vs. pilot start

500/ of sellers stated SFPL as a key Hemnet 0% Oct Nov Dec
> o value driver**

Disclaimer: The business rules of the SFPL pilot differed from those that will apply with the actual roll-out

30 *SFPL listing data; **SFPL seller survey @ Hemnet



Sell First, Pay Later: Universally positive feedback
from customers and partners

“No doubt we will list more and
earlier on Hemnet with SFPL”

- Franchise owner

D>

No hurdle to talk about Hemnet

Lowered barriers to list in an from day 1 in the intake meeting, .. .
. . . . One place for all relevant listing with
uncertain market with longer sales maximum reach during the full sales e .
o quality listings and committed sellers
cycles process, quality listings and

committed sellers

31 @ Hemnet



Sell First, Pay Later: Available to all agents who
publish on Hemnet within two days

Overview: This is Sell first, pay later Key business rules

e Available to all agents who choose to list on Hemnet within
2 days of publishing on agent website, for all Hemnet

Object published on agency site packages

l e Alternative to “Pay now”, and “Pay when listing is removed”

e Agents are liable to mark the listing as sold and certify that

it was published on Hemnet within 2 days of publication
Object published as For sale or Upcoming on Hemnet

e Seller is liable to pay if the listing is sold within 6 months of
deactivating the listing on Hemnet

e No commission is paid out if the listing is not sold

If sold, seller pays $ e SFPL will be launched in Stockholm county February 2nd,
the r;rice of the + and regionally rolled out until beginning of April
selected package

e |Initial window after launch when agents can publish listings

l N 1
Sold ot sold older than 2 days

32 @ Hemnet



Strategic partnerships: The next step in our 25+ year
win-win partnership with the real estate industry

Overview: How we work with the agent industry

HQ/
Brand
owners
(New)

Franchise
Owners

(Existing)

38

Strategic partnerships that strengthens
collaboration with the agent industry, unlocks
value for sellers and drives more listings to
Hemnet, with focus on the pre-market

Commission model that incentivise agents to
make a tailored recommendation of the best
product fit for each property seller

Key product improvements to increase
branding and drive more leads to agents,
including a stronger pre-market offering

The strategic partnership creates a win-win situation
for sellers, agents and Hemnet

Partners get
branding, more

Partners

recommend
Hemnet as a leads, access to
partner o @ “under the radar”
throughout the q' listings and
entire sales monetary
journey compensation

AW Svensk .
Fastighets ég%m

60+ brands "' formedling
have already .
croisette. notar
(®) Hemnet

signed up
REAL ESTATE PARTNER



Strategic partnerships: Monetary incentive for a
successful partnership around the pre-market

The partnership monetary incentive model Overview: Partnership compensation model tiers

34

e Working with Hemnet as a partner throughout the
whole property journey, a mutual ambition to post
more pre-market listings on Hemnet to unlock value 2.5%*
for sellers 1%*

5%*

e Monetary incentive included for partnerships,
conditional on a successful increase in the share of

pre-market listings compared to the baseline level ' XX% of ' >30% of >40% of >50% of
i pre-market | pre-market pre-market pre-market
e Maximum compensation to HQ/Brand owners of 5% of ' listingson 1 listings on listings on listings on
revenues net of agent compensation (commission and  Hemnet R e e
administration fees paid to Franchise owners) Baseline Level 1 Level 2 Level 3

* compensation calculated as a percentage of revenues net of
compensation (commission and administration fees) to franchise owners

(®) Hemnet



Strategic partnerships: How it looks in practice

Branding Traffic & Leads ‘Under the radar’ listings

09:30 - al = - 09:30

Min bostad
Hemviigen 15
Lagenhet 1105

Forst pa Hemnet Samarbete med Makleriet AB

!ﬂ_ﬁg :
AAAAAAAAAAA —
Byggmiistarviigen 5 Odengatan 2A Solparksvigen 11A Domherrevéagen 12D
B Abrahamsberg, Stockholms kommun A Skogshall, Karlsta B Norrstrand, Karlstad M Centrum, Karlstad
2195000 kr 8995000 kr 155m? 9rum 3500000k 90m? 9 rum 8995000 kr 70m? 4rum

Telefonnummer (valfritt)

uuuuuuuu

Meddelande 0/500

Bostadstyp

Please note! Indicative design.

Upplatelseform

O Jag har tagit del av och godkanner
informationen och personuppgiftspolicyn.

Antal rum 2 rum

isa alla mklare i omrades Skicka
41 m,

-+ Increased branding on object pages -+ Higher agent exposure in ‘My Home' -+ Expose “Under the radar” listings
-+ Tailored area to highlight USPs -+ Bank partner exclusively in calculator -+ Understand early interest

35 @ Hemnet




Al at Hemnet: Unmatched position to leverage AI and
significantly elevate user experience

Al at Hemnet: Working three tracks in parallel - Utilizing our strengths to keep building Al into the core of our product

Building our core Improving user Exploring new frontiers &
Al foundation experience products

. Semantic tagging of listings, . Personalizing discovery and Strategic presence, treating
leveraging our data leadership recommendations LLMs as distribution channels
. Al enhanced models, e.g., . Conversation added to our Consumer facing products
property valuations search leveraging increased
consumer-level accuracy,
. Al enabled operating model . Al summaries for increased enabling new revenue streams

driving increased efficiency decision support for users

36 @ Hemnet



Consumer-facing products to cater for immersing
needs and drive personalisation

Product launches in Q1 unlocking consumer value from Hemnet's unmatched data

Conversational search Hemnet inside ChatGPT Al-enabled personalised All properties
starting page

Live next * v Live next
week week

Submitted

37



Agenda

01

02

03

04

05

Hemnet's position & the Swedish
property market

Jonas Gustafsson, CEO

Product & commercial update
Lisa Farrar, COO

Financial reporting 2026

Anders Ornulf, CFO

Summary

Jonas Gustafsson, CEO

Q&A

38



SFPL revenue is recognized when listings are sold,
creating a timing effect in reported revenue

39

Revenues from sales with “Sell First Pay Later” (SFPL) are
recognized at the point in time when the invoice is issued,
i.e., when the listed object is marked as sold

PLIR and direct payment listings

o . _ Listing published Revenue recognized Listing sold

This is in contrast with the current direct payments and the on Hemnet across the median
pay later (PLIR) alternatives where sales are recognized over v listing period v
the median listing period starting when the listing is >
published B S v ———

Median listing period:
SFPL will have a timing impact on reported revenues when 55 days
launched SFPL listings
The impact from SFPL on revenues and profits is highly Listing published recgglgl nriezveedn;tethe Listing sold
dependent on the uptake of SFPL over time on Hemnet time of sale
The roll-out of SFPL will have a short-term cash flow impact ' '
which will be financed through a temporary increase in our > .
existing credit facility —i- D

Actual listing period:
unknown

(®) Hemnet



The timing impact from SFPL on revenues and profits
depends on the rate of uptake

lllustrative example* of how SFPL adoption impacts reported revenue assuming all listings on the platform are
sold within 15 months, but assuming no upside from volumes or price

Quarters after launch

Scenario 1: 0% SFPL adoption 300 300 300 300 300
Scenario 2: 30% SFPL adoption 267 282 289 294 299
Change vs. 0% SFPL -11% -6% -4% 2% 0%
Scenario 3: 50% SFPL adoption 246 271 282 290 298
Change vs. 0% SFPL -18% -10% -6% -3% -1%

Disclaimer: lllustrative example above based on assumptions, should not be perceived as guidance

*Assumptions: 100 revenue generated every month, revenues evenly recognized over 2 months in 0% SFPL example, revenue distribution in SFPL @ Hem het

a assumed to follow historic sold share of listings pattern assuming 100% sell-through rate over 15 months



The market downturn in 2022 had a negative impact
on sales durations

Sales durations have increased but share of properties sold remains intact

Share of listings sold on Hemnet after certain time period (2015-2025)

e  The share of properties
published on Hemnet that
are sold within 24 months
have been between 82-92%
in the past ten years

° Following the interest rate
increases and shifting
buyer behavior in 2022,
sales times have increased
but the share of sold
properties has stayed
within the historical range

Jan/2015 Jan/2016 Jan/2017 Jan/2018 Jan/2019 Jan/2020 Jan/2021 Jan/2022 Jan/2023 Jan/2024 Jan/2025

Starting month

== Sold 6m == Sold 12m == Sold 24m

@ Hemnet
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ARPL metric will be adjusted in 2026 financial

reporting to better capture actual revenue per listing

Starting in Q1 2026, Hemnet will change ARPL definition from “Average Revenue per Published Listing” to
“Average Revenue per Paid Listing” to better capture actual revenue per listing

ARPL published vs. paid (per Q) ARPL published vs. paid (LTM)

12,500

10,000

7,500

5,000

2,500

0

42

Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4
2023 2024 2024 2024 2024 2025 2025 2025 2025

ARPL, published (SEK) @ ARPL, paid (SEK)

12,500

10,000

7,500

5,000

2,500

0

Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4
2023 2024 2024 2024 2024 2025 2025 2025 2025

@© ARPL, published LTM (SEK) @ ARPL, paid LTM (SEK)

Average Revenue per
Published Listing

Revenue

Direct: Recognized
revenue in period (after
accruals)

PLIR: Recognized
revenue in period (after
accruals)

SFPL: N/A

Direct: Published listings
PLIR: Published listings
SFPL: N/A

Note: Reported revenue after accruals
according to IFRS

Average Revenue per
Paid Listing

Revenue

Listings:
L]
L]
L]

Direct: Sales value during
the period

PLIR: Sales value during

the period

SFPL: Sales value during

the period (invoiced)

Direct: Published listings
PLIR: Published listings
SFPL: Invoiced listings

Note: Actual sales value before accruals
and revenue recognition according to

IFRS

(®) Hemnet



To enhance transparency in 2026, listing volumes and
preliminary net revenues will be reported monthly

Monthly volumes and preliminary sales figures

43

Starting with March, Hemnet will report preliminary sales figures on
a monthly basis in addition to the monthly volumes

Monthly preliminary sales figures will be published in a press
release two times per quarter during 2026

Monthly volumes will continue to be published on the first working
day of each month and include a breakdown of both paid and
published listings

Financial calendar 2026

13 Mar 2026

28 Apr 2026

18 May 2026

12 Jun 2026

17 Jul 2026

21 Aug 2026

14 Sep 2026

22 Oct 2026

13 Nov 2026

14 Dec 2026

February preliminary revenue

Interim report Q1 2026

April preliminary revenue

May preliminary revenue

Interim report Q2 2026

July preliminary revenue

August preliminary revenue

Interim report Q3 2026

October preliminary revenue

November preliminary revenue

(®) Hemnet



Agenda

01

02

03

04

05

Hemnet's position & the Swedish
property market

Jonas Gustafsson, CEO

Product & commercial update
Lisa Farrar, COO

Financial reporting 2026

Anders Ornulf, CFO

Summary

Jonas Gustafsson, CEO

Q&A
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While executing on strategic actions, Hemnet’s
growth levers will enable a continued growth journey

45

Value-added-
services

Payments

B2B offering

Drive Max conversion
Optimize package structure

Enhance dynamic pricing model through data-driven pricing
Utilize pricing power

Leverage payment options
Integrate point-of-payment in the property transaction flow

Grow our position as #1 partner for agents, banks, property developers & partners
Monetize comprehensive proprietary data & insights

@ Hemnet



Positive 2026 market outlook, with easing credit
restrictions and stronger macro-economic conditions

Several metrics point toward an improved 2026 market trajectory with an increase in supply

Eased credit restrictions taking effect
April 1st

Improved macroeconomic conditions Rising price expectations

Ease of credit restrictions Improved macro Increased property
effective in April conditions market activity

R . . +6% . pri
Loan-to-value Amortization . Higher disposable OO [T
. . Growing GDP . development
increase relief income .
predicted

Improving buyer

sentiment

(®) Hemnet

46 Sources: The Swedish Government, Swedbank (Jan 2026), Hemnet's Buyer Barometer (Jan 2026)



Summary: Hemnet business
update

e Hemnet is the no 1 property portal in Sweden with a large and stable audience
and is highly integrated to the ecosystem with +25 years of experience

e Sweden’s property market dynamics have changed post-pandemic, which has
favored the pre-market, with longer sales cycles, sell-before-you-buy dynamics and
weak price development

e We are implementing strategic initiatives to cater for changed market conditions

o  ‘Sell First, Pay Later’ pilot has shown strong results - now being
launched across Sweden with start next week

o  Strategic partnerships launched - strong initial response with +60
brands joining in initial phase
e Hemnet has an unmatched market position to leverage Al and significantly
elevate our user experience

o  Conversational search, personalized starting page, ‘All properties’ and
the Hemnet ChatGPT app are all live or coming to market within weeks

@ Hemnet




Announcement: Capital Markets
Day in early June

e Hemnet will arrange a Capital Markets Day in Stockholm in
early June, exact date to be announced within short

e The event will feature presentations from Hemnet's
management team on Hemnet's business strategy, financials,
product roadmap and Al strategy

e The event will be streamed live, with the ability to participate in
person as well

e We look forward to meeting you in Stockholm in June!

@ Hemnet







Important links

Corporate website:

https://www.hemnetgroup.se/en/

Hemnet statistics:

https://www.hemnet.se/statistik/finansiell-rapportering

Media & subscription for press releases and regulatory updates:

https://www.hemnetgroup.se/en/media/press-releases/

Financial calendar

28 Apr 2026 Q1 Report 2026
8 May 2026 Annual General Meeting 2026
17 July 2026 Q2 Report 2026
22 Oct 2026 Q3 Report 2026
50

IR Contact

Ludvig Segelmark

Head of IR
+46 702 50 14 40
ludvig.segelmark@hemnet.se


https://www.hemnetgroup.se/en/
https://www.hemnet.se/statistik/finansiell-rapportering
https://www.hemnetgroup.se/en/media/press-releases/

Disclaimer

This presentation may contain forward-looking information and statements with respect to the financial condition, results of operation and
business of Hemnet Group AB (publ) (the "Company"). Such forward-looking information and statements are based on current
expectations, estimates and projections of the Company or assumptions based on information available to the Company. Although the
Company believes that its expectations reflected in any such forward-looking information and statements are based upon reasonable
assumptions, the Company can give no assurance that those expectations will be achieved. Several factors could cause the actual results,
performance or achievements of the Company to be materially different from any future results, performance or achievements that may
be expressed or implied by information and statements in this presentation. Any forward-looking statements made during this
presentation speak only as of the date of this presentation and the Company undertakes no obligation, other than as required by
applicable law, to update any of them in light of new information or future events.

51 @ Hemnet



