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Section172(1) statement continued

Material decisions taken by the Board

CONTEXT

We remainin aunique positionto connectonline journeys
to offline retailer forecourtvisits. Today, these journeys
typically starton Autotrader and transferintoretailers’
systems and processes through our Retailer Portaland
APIs. Our Deal Builder product makes this process easier,
fasterand more effective for carbuyers andretailers. In
May 2025, we made our Deal Builder product part of our
core proposition, accelerating adoption and materially
increasing the number of deals being submitted on
Autotrader, thereby strengthening the competitive
moat for our core business.

BOARD CONSIDERATIONS
Inreviewing the acceleration plan, the Board considered
theimpact across stakeholder groups:

+ Consumers would benefit from amore consistent
marketplace experience, with flexible ways to engage
withretailers andless friction for the many buyers who
arrive ataforecourt without prior contact.

+ Thefinancejourney within Deal Builder considered
legal & regulatory compliance.

+ Retailers would gainasmootheronline to offline sales
journey, higher conversion, less administrative effort
andimproved out-of-hours activity.

« Shareholdervalue would beincreased forthelongterm,
through astronger differentiated, subscription-based
business with opportunities toenhance monetisation
of ancillary products. The Board also recognised that
the technicalcomplexity of the solution presentsa
meaningfulcompetitive advantage.

OUTCOME AND MANAGEMENT RESPONSE

We recognise theimpact of asocialmediacampaign
inNovember 2025, which whilst prompted by the
acceleratedroll-out of DealBuilder, alsoreflected broader
concernsinwhathadbeen adifficult trading period
formany. Thiswas disappointing given the significant
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investment we make in supporting retailers, butitalso

highlighted areas we need toimprove. We received

constructive feedback and took swift action.

Thisincluded:

« Holdinglistening sessions opento all customers
inLondonand Manchester.

« Establishing formal Customer Advisory Groups for
independentand franchise retailers, complementing
our existing monthly forums which typically include
businessesrepresenting c.1,700 retailer forecourts.

« Introducing a “request reservation” option within Deal
Builder forretailers whose processes were notaligned

with fullreservations.
« Updating the productpage toincrease the
prominence of lead types most valued by retailers.
« Pausing the auto-roll-out of Deal Builder to enable

directengagementwithretailers ahead of onboarding.

« Testingchangestoconsumersign-inrequirements
forsubmitting enquiries.

« Clarifyinglanguage soretailersdonotassume
we are completing transactions whichis how they
understand “Deal”.

Allactions were debated with the Board and receivedits

fullsupport. Feedback fromretailers already using Deal
Builder and Buying Signals remained positive,and the
Board continues to view these products asintegral to
Autotrader’s future platform experience.
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Here are examples of two key decisions taken this financial
year,illustrating how the Board has had regard to the matters

Capital policy

CONTEXT

Autotrader’slong-term capital allocation policy
focusesoninvestinginthe business tosupport
growth while returning approximately one-third of
netincome toshareholders through dividends. Any
surplus cash generated following these activities
isallocated to continuing the Company’s ongoing
share buybackprogramme.

Amid widespread share price declines across
nearly allmajor classifieds platforms globally,
driven by concerns over Al-driven disruption,
Autotrader’sshare price also experienced a
significantdecline during financialyear 2026.
Consequently, the Company’s earnings multiple
felltohistoriclows, presenting a potential
opportunity toreview this capital policy.

BOARD CONSIDERATIONS

The Boardreviewed whether the materially lower
share price presented an opportunity toenhance
shareholder value by utilising debt capacity to
reduce capital.Indoing so, it considered:

- Alternative approachestoreducing capital,
including standard share buybacks, tender
offerorspecial dividend with consolidation;

- Existingand potentialincreased debt facility;

- TheimpactonEPS,interest costs and liquidity;

- Theeffectonleverage,informed by modelling
thatindicated additional borrowing capacity
could supportincrementalrepurchases,
subject toremaining fiscally responsible;

- Alignmentwith the existing capital policy and
long-term capital allocation priorities; and

- Theimpactonremunerationplans, as detailed
inthe DRRonpage73.

setoutins.172,including where the Board discussed,
considered and balanced stakeholderinterests.

OUTCOMES

The Board believes the prevailing Autotrader
share price does notreflectthe Company’s
fundamentals or long-term prospects. Despite
arapidly changing technology environment, our
current competitive position has strengthened,
we are adapting our car buying experience to
evolve with consumer habits, and we remain
comfortable ourinvestmentintechnologyis
sufficient to take advantage of Al. We do
recognise that we have had achallengingend to
theyearwhich hasimpacted growthinboth 2026
and 2027, although we have seen a gradual
increase insome of our core metrics aswe've
enteredthe new financialyear.

With thisinmind, in 2027 we will continue to assess
the attractiveness of the share price and currently
expecttoreturnc.£600mtoshareholders. This will
be through purchasing ¢c.£500m of shares and we
will be seeking authority to purchase up to 15% of
issuedshare capitalat our AGM, as well as paying
athird of netincomeindividends. Based on
currentassumptions, this wouldincrease leverage
toc.1.0x.Inaggregate thisreturns over £1bn to
shareholdersover the course of FY26 and FY27.
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