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We are committed to delivering
more, higher quality enquiries,
that convert at double the rate

into sale for our customers, which

has always been at the core of
our Deal Builder proposition.

Nathan Coe
Chief Executive Officer

INTRODUCTION

Our purpose, Driving Change Together.
Responsibly, guides how we use our brand,
technology and data toimprove the UK
automotive market.

We cando this better than any other business
forcarbuyers, sellersandretailersinthe UK. The
marketislarge, the transactionisimportant and
often filled with complexity for millions of buyers
and sellerseveryyear.

Ourstrategy has three focus areas: our
marketplace; our platform; and digital retailing.
These areas are closely interconnected, as

our platform and digitalretailing capabilities
build onand contribute to the strength of our
marketplace. Over time we have embedded our
proprietary data and servicesinto the systems
and processes used by both ourretailer partners
and wider automotive related businesses.

SCAN TOLISTEN TO NATHAN'S
INTERVIEW ON THE BBC BIG BOSS

Iwould like to thank allmy colleagues

across Autotrader for theircommitment and
professionalism throughout the year. Ithas
beenademanding period, and your contribution
and teamwork has been humbling.

OUR MARKET-LEADING POSITION

Formuch of the past 50 yearsunder the
Autotrader brand, we have built alarge, highly
engaged audience thatis difficult for othersto
replicate. Thisyear,on average eachmonth, we
saw over nine millionunique visitors, averaging
548 million (2025: 557 million) minutes of activity
onsite. Through the strength of our brand, the
large majority of these buyers came direct to
Autotrader: over 80% of our visits were either
direct to our mobile apps, direct to our URL or
through searches for “Autotrader”; 13% were from
organic search; and only 4% from paid for web
traffic. Currently less than1% of audience comes
from generative Alchat assistants.

Inthe year our competitive position has
strengthened. We were tixlarger (2025:10x) than
our nearest competitorinterms of time onsite,
whichwas againstacollection of four brands.
We were 22x larger (2025: 23x) than the next
largestindividualbrand and six times more
time was spent on Autotrader than all our main
competitors combined. 67% of our audience was

unique to Autotrader, not visiting these other sites.

Retailer numbers softened slightly during the year,
reflecting both the more difficult cost-related
trading conditions and concerns with the speed
and nature of our Deal Builder product roll-out.
Average retailer forecourts advertising with us for
theyeardecreasedby 0.5%t013,942 (2025:14,013)
and were 236/1.7% lower in the second half. Whilst
this was disappointing, we have listened carefully
to customer feedback, taken proportionate
actionand remain focused on winning back
retailers and strengthening ourlong-term
partnership with customers.

Averagerevenue perretailer (‘ARPR’)increased 5%
(or £141)t0 £2,995(2025: £2,854). This was primarily
driven by our April 2025 pricing and product event
whichincluded our generative Al powered product,
Co-Driver,which automates vehicle description
generationandvehicle highlights forretailers, as
wellasimage tagging, ordering and optimisation.
Despite higher average live carlistings of 451,000
(2025:449,000), which was supported by an offer,
paidforstockwas adragonARPR thisyear. This
was largely due to customers moderating spend at
the end of the calendaryear, which alsoimpacted
our prominence products. We are evolving our
package staircase in H1, with the aim of returning
prominence tolong-term growth.

AWELL-INVESTED TECHNOLOGY

AND DATA PLATFORM

Our technology platformreflects decades of
consistent, long-terminvestment. We have already
transitioned fully toamodern cloud-based delivery
anddataplatformbased largely on open-source
technologies. We've adopted these emerging
technologies always within our existing costbase.
The highly performant, reliable and consistent
architecture allows us to build new features quickly
onstable foundations. Therecent addition of an
Alplatform built using the same principles allows
us to quickly build, trainand roll-out Al services and
products utilising a wide range of foundational
Large Language Models ('LLMs’).
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Alongside this, we hold a proprietary dataset
covering everything fromvehicle specifications
toreal-time buyer behaviour, which retailers
have come torely onas much as our advertising
products. With the broadest view of the UK car
market, we can provide unparalleled insightinto
which carsretailers should be stocking, what
retail prices they are likely to achieve, likely days
toselland how they are performing against
competitors. We have almost 300 peoplein our
customer-facing teams, who are equipped with
tools thatidentify operational opportunities,
problem vehicles, areas of future risk and
opportunity and performance variation across
differentretail sites. By combining these tools
with hands-on support, we help retailers drive
efficiencies andimprove profitability over time.

The use of our data also extends beyond just
retailerstobecome animportantindustry asset,
integrated with over 220 technology partners
andincreasingly central to finance and
insurance companies. The number of calls on
these technology and dataservicesincreased to
anaverage of 155 million per month (2025: 91 million),
demonstrating the embedded nature of this
datainto many customer systems and decision-
making processes. We see further opportunity

in continuing to expand this capability to deliver
businessimprovements to arange of automotive
industry participants.
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Al PRESENTS SIGNIFICANT OPPORTUNITY TO
IMPROVE OUR EXPERIENCES

We believe the shiftin Alcapability over the next
fewyears willbe as bigif not abigger technology
transitionthan theinternet, mobile, bigdata,
cloud and machine-learning. The products we
are building today provide along runway forus to
provide anevenricher experience for car buyers,
better tooling forretailers, enabling them to
automate tasks that previously relied on the
manual effort of people, and better tooling for
our colleagues enabling us toimprove our ways
of working. We are well positioned to do this with
atechnologystackthat already has examples
of these types of products at scale today.

Our product and technology organisation
includes a growing data science and analytics
community and has had ongoing research
partnerships with Manchester Metropolitan
University and the University of Manchester
since 2019, focused on Natural Language
Processing and Large Language Models,
producing academic whitepapers andinsights
thatinforminternaldevelopment. Ourdata
platformincludes more than 50 proprietary
Aland machine learning models, and our
advantage liesin training these specialised
models that leverage our significant volume

of consumer, vehicle andretailer data to deliver
alevelof accuracy and consistency that
general-purpose LLMs cannot achieve on their
own. Publicly available vehicle listings represent
onlyasmallpart of the required data, and our
products are dependent ondeep technical
integrationsincluding vehicle checks, integrated
retailer finance offers, and integrations with
manufacturer production systems, all of which
have been built over many yearsand are
generally specific to the UK.
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We are benefiting from a long history of investment in our technology, data and Al platform

RECENT PROGRESS

Technical Datascience Retail Trended
migration from partnership with Essentials Valuations
private data MMU begins 13 Aldriven “I'm looking for”
Launched ( AUTOTRADER CONNECT ) . .
first Almodel centres tocloud v - categories addedintosearch
; commences lEHES to help consumers find
(Valuations)
vehiclesbased onlifestyle
needs and practicalusage.
.- 2016 2018 2020 2022 2024 2026 )----- Developed connectivity for Al
agents using the emerging
standard MCP protocol - with
ChatGPT appintegrationlive,
700+services Launched and more to follow.
Datalake migratedtothe Co-Driver, our . .
Dot established cloud, physicaldata first LLM powered Buying Signals - powered by
partnership Acquisitionof centresclosed products Autotrader Intelligence - helps
with UoM KERESoDICEs retailersunderstand exactly
A ElEi Moved critical whatbuyers want.
science team database Employed full time
established infrastructure post-doctoworkon
tothe cloud LLMs at MMU

Forcarbuyers, we have delivered:

+ Ournew “I'mlooking for” Al-powered search,
which uses proprietary models to enable
carbuyerstosearchacross carlistings
using categories.

- Atrialof conversational-based textsearch
todiscover filters more easily.

+ ChatGPT appintegrationvia Model
Context Protocol (‘MCP’), which benefits
futureintegrations.

+ Al-generated vehicle highlights, identifying
what characteristics are mostvaluable
compared to similar vehicles.

- Improvedsearchrelevancy algorithmthat
alsounderpins our advertising products.
“Youmayalsolike” suggested recommendations.

- Specification adjusted valuations underpinning
our price flags.
Independentvaluations for private sale, part-
exchange, saletoaretailer oraretailer auction.

+ Enhancedimagery and descriptions through
Co-Driver.

Forretailers, we have delivered:

« Toolsthathelp optimise inventory
performance (pricing, retail rating, market
health,demand, supply, vehicle marketplace
performance and predicted days tosell).

« APIsthatpower manufacturer andretailer
websites, businessintelligence tools, point-
of-sale systems and third-party applications.

« Improved carbuyer conversion through Deal
Builder and Buying Signals.

« Productivityimprovements through Al-powered
Co-Driverimage and description tools. 86% of
retailershave used one of our Co-Drivertools
since launch. There have been1.9 million
descriptions generated and 700k smartimage
re-orders. 66% of retailers have used Co-Driver
inthe past30days.

Consumer behaviouris changing, withincreased
use of conversationalchatinterfaces powered
by LLMs. We expect thistrend to continue, with Al
taking on more of the buying experience for many
goodssold online. Whilst thischange presents
some risk, carbuyingis ahigh-value, multi-step
and oftenregulated process, where eachvehicle
isunique and changes daily. We see opportunity
to provide seamless pathwaysintoreal-time
vehicle results through efficient and effective
integrations with Al assistants and agents. As with
searchengines over the pasttwo decades, Al
agentswillrely on Autotrader as a trusted source
of truth, ensuring that wherever abuyer’sjourney
begins, the most accurate and up-to-date
information comes from our platform.
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INCREASING VALUE FOR OUR RETAILERS

As partof our1April 2025 pricing and product
event, weincluded Co-Driver which anecdotally
reduces the average time takentolistavehicle
from 28 minutes to 5 minutes, whichis significant
when multiplied across more than 340,000
vehicles uploaded every month by retailers.
Vehicle Highlights, which appear on the majority
of adverts, has seenstrong buyer engagement
and feedback.

We are committed to delivering more, higher
quality enquiries, thatconvertatdouble therate
intosales for our customers, which has always
beenatthe core of our Deal Builder proposition.
We believe doing so will drive long-term value for
buyers, our retailer customers and Autotrader,
whilst being difficult for others toreplicate. During
theyearwerecognised the need tochange both
ourapproach and aspects of the product to
betteraccommodate the needs of someretailers.
Sentiment has now improved following our
response, whichincluded: pausing auto-roll-out;
holding openlistening sessions; establishing
customer advisory groups; and introducing
“requestareservation”.

Inthe year, we have continued to scale Deal
Builder, with over 6.7kretailers on the product
(March 2025:2.0k) and 175k vehicles live at the end
of March (March 2025: 84k). Withinthe 6.7kretailers,
we have started onboarding some of our largest
customers with customintegrations. Inthe year,
we saw 137k deals with a full reservation placed
(2025: 49k), which continue to be the very best
enquiriesinterms of conversiontosale.

InJanuary 2026, we launched our Buying

Signals product, which uses a proprietary
machine learningmodel trained onverified but
anonymised sales transactions and consumer
interactions. Buying Signals has already featured
onover 800k enquiries,and early resultsindicate
thatleads flagged as high-intent convertat twice
the average rate. With over15million enquiries
generated annually, some of which go
unanswered, the potential for better outcomes
forboth carbuyersandretailersisclear.

Building on our unique data sets to enable robust customer and consumer

facing Al products

Vehicle descriptions using a standard LLM

Generate . Description (oftenwith genericlanguage,

Co-Driver vehicle descriptions powered by &Autotrader Intelligence

MULTI-MODEL STATISTICAL RIGOROUS
PROMPT FEATURE QUALITY
CRAFTING HIGHLIGHTING TRACKING
The systemfeeds Highlights like
the LLM specific ‘largeboot’ are —_——
datasets, rather calculatedusing | Readingage |
Co*Driver | thanraw, quintiles across o PROMPT Co* Driver
unstructured allavailable | Completeness | TUNING
Generate data. stocktoensure o HARNESS Description
b oo b [ eeercen | [
‘ Specificvehicle specadjusted ) Input currently
highlights ‘ valuations ‘ contribution onversionfi
‘ Taxonomy and ‘ ‘ Mileage ‘ ‘ Similarity ‘
spec highlights tostock
‘ Service history ‘ ‘ Supplyond_ ‘ CEle
demand metrics phrasereuse

& THESEARETYPICALLY MACHINELEARNING MODELS ——————>

OUR CULTURE

Culture forusisastangible andimportant to
our performance as our strategy, competitive
position, product and technology.

During the year, we completed the move to our new
office at Circle Square in Manchester. Although
only ashortdistance from our previous site,
thisnew campusrepresents a meaningful step
forward. It canaccommodate all our people
and provides a modern working environment,
increased space for collaboration, improved
facilities for customers and community activity,
enhanced technology and stronger environmental
credentials. Employee engagementhas fallen to
72%from91%ayearago. lthas beenachallenging
year for colleagues withrestructures, external
factorsand atighter approach toworkingin

the office. We remain committed toimproving

thismeasure over the next12 months. Other core
people measuresincluding recruitment and
colleague turnoverremainlargely unchanged.

Atthe end of March 2026, womenrepresented
43%of ourorganisation (March 2025: 44%) and 43%
(March 2025: 43%) of leadership roles as defined by
the FTSE Women Leaders Review. Ethnically diverse
employeesrepresent 20% of our organisation
(March2025:19%), and 9% (March 2025:10%) of
leaders. We remainfocused onimproving both of
these percentages, albeitinasustainable way.
OurBoard comprises fourwomen and four men,
with two from an ethnically diverse background
andawomanas Senior Independent Director.

We are committed to being net zero by 2040

and halving our carbon emissions by 2030,
targets which have beenvalidated by the Science
Based Targetsinitiative ('SBTi’). Our calculations
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estimate our GHG emissions during the year were
55%higher atc.144.1k tonnes of CO2 across Scopes
1,2and 3(2025: 93.2k tonnes). The majority of our
emissions are Scope 3, with theincrease driven
by both one-off capital expenditure on our new
officeand anincreaseinthe number of vehicles
taken onbalance sheet by Autorama.

OUTLOOK

We remain comfortable with our current levels of
investmentsuch that Group operating profitmargins,
excluding Vehicle & Accessory sales, willbe atleast
maintained. Group operating profitis expected to
be £395m - £415m for financial year2027. With an
accelerated level of share buybacks, we anticipate
atleasthighsingle digit Basic EPS growth.

Autotrader revenue was flat year-on-yearin April
2026,due toalowerrunrate and alower price
increase. However, retailer forecourts, volumes
of paid stock and package penetration are now
improving, and we expectto grow in the second
half. Full-year expectations are as follows:

+ Ourpricingand producteventhas gone well,
growing the price lever within ARPR by £85-95.
Growthinthe product leverisexpectedto
contribute £65-75.

+ Stockwillrecoverresultinginanimprovement
from current levels to minus £30-40 for the
fullyear.

+ Averageretailer forecourts are now growing
butwillbe1-2%lower for the fullyear.

- Otherrevenue willbe broadly flatinaggregate,
with adeclinein Consumer Services offset by
growthin Manufacturer & Agency.

We expect Autorama to make a small profit for
the year, with Commission & Ancillary revenue
growing 8-12% and Vehicle & Accessory sales
of c.£40m.

As the majority of leasing transactions now
originate on Autotrader we willmove to one
reported operating segmentin 2027. More detail
is provided within the Financial review.

Nathan Coe
Chief Executive Officer
21 May 2026





