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Introduction
Experian vital statistics

= Sales: $3.9 billion

= Profits: $843 million

= Market cap: £6.0 billion*

= In top 50 of FTSE-100

= Net Debt: $2.0 billion?

= Employees: c. 15,000

= Offices in 40 countries

= |Largest markets: US, UK, Brazil
= Corporate headquarters: Dublin

= Main offices: London, Costa Mesa
(US), Nottingham (UK), Sao Paolo
(Brazil)

As at 31 March 2009 unless annotated

] »
H Profits is Benchmark PBT
£, .5 Experian pratais Eanchrer .

a s 8 2 September 2009



Introduction
Experian — a global leader

Snapshot Business Strengths

= Leading global = Unique combination of
information company data and analytics with
proprietary databases

» Helps businesses manage

credit risk, prevent fraud, = Unparalleled global reach
target marketing offers and market leadership
and automate decision-

making

= Strong financial
performance throughout
» Helps consumers check downturn
credit reports & scores

' ity thef : :
and prevent identity theft = High barriers to entry




Introduction
Experian — a timeline of key events

s

= Started in the UK in 1980 as an information
services division within GUS plc

= Key expansion in the US from acquisition in 1996
of the former TRW credit bureau, rebranded as
‘Experian’

= Business developed through organic and
acquisition growth over the next 10 years

= Demerged from GUS and launched on the London
Stock Exchange in October 2006

= Since demerger, has performed well and made a
major strategic move in 2007 through the N
acquisition of 70% of Serasa — the leading Brazilian
credit bureau

;2,5 Experian 5



Introduction
Strong financial track record

Revenue US$m EBIT US$m and margin

coualh  f30%  +14%  +1d% 4%  +1% ¥28%  +15%  +13% 8% 7%
Organic
+129 +89 +49 (v Y
growth 12% 8% 4% +3% +1%
FYO05 FYO06 FYO7 FYO08 FY09 FY10 FYO05 FYO06 FYO7 FY08 FY09 FY10
H1 H1
— EBIT Margin
Global continuing sales and EBIT only
Growth at constant exchange rates and for continuing activities
EBIT margin excluding FARES
FY06 and FY07 sales and EBIT adjusted to exclude MetaReward.
FY06, FY07, FY08, FY09 and FY10 sales and EBIT adjusted to exclude UK account processing, FY07 and FYO08 sales and EBIT
adjusted to exclude Loyalty Solutions, FY08 and FY09 sales and EBIT adjusted to exclude French transaction processing activities and
other smaller discontinuing activities, FY10 sales and EBIT exclude small discontinuing activities
- 88 &
asee
6
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Introduction
Highly cash generative

US$m Operating cash flow

1000 as a percentage of EBIT .
; 98% 99%

97%

750

500

250

0
FYO05 FY06 FYO7 FYO08 FY09
I Onerating cash flow? — EBIT
- e 8
e o 1 Operating cash flow is calculated as cash generated from operations adjusted for outflows in respect of the
'= =: EX perlan purchase of property, plant and equipment and other intangible assets and adding dividends from associates but
I=.=.. excluding any cash inflows and outflows in respect of exceptional items



Introduction
Business split

71% I Top 50 clients
B All other
J
e »
.:“:. E - 1. Global continuing revenue for geographical and business segment for the six months to 30 September 2009
-=.-=. Xperlan 2. Revenue by client for the year to 31 March 2009.
L I

4 . . N
Business segment? Geographical?
Interactive
27% : UK &
Credit Ireland
Services North
America
43% 21%
_ 54%
Marketing
Services Latin
18% America
- 14%
Decision
Analytics
. J
4 )

Revenue by client?

i Tor 10 clients




Introduction
Global market leadership

4,000 38211
[ Other regions
3,500
I North America
e 3,000
&
0p]
> 2,500
©
>
o 2,000
>
)
S
ol 1,500
o
o
@ 1000
500
0
Experian  Equifax D&B Acxiom Harte- FICO
Hanks
\ J
“esse E N *US only
*a s 1 Year ended 31 March 2009 Source: Latest full year revenue, company 10K
a as
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Business Overview
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Business overview
Credit Services — 43% of Group revenue

Overview Credit application and payment Vital statistics
history data on consumers and

i = 1 nsumer credit bur X
businesses: 5 consumer credit bureau

globally
= on c.500m consumers

_ » 12 business credit bureaux globally
= on c.40m businesses

= Automotive information in US, UK,

: : : : Holland and Italy
Clients Financial services, telecoms,

utilities, insurance,
government, automotive
dealers and others

Riicin mnd

Products Credit reports to target new - .
customers, underwrite new » Transactional
loans, manage account
portfolios and collect on
overdue loans = Habitually recurring revenue

= Volume-tiered pricing

Vehicle history information and

\ accident data / \ /

2,2 Experian =



Business overview
Credit Services

Six months ended 30 September
US$ million (growth at constant exchange rates)

Total Organic gy

Revenue 2009 2008 growth growth
North America 368 (5)% W " Churn;
. . . . competition

UK and Ireland 116 149 (5)% (5)% for new
customers
EMEA/Asia Pacific 93 86 17% 5%

Expansion into

Total revenue 854 3% 1% non-_financial
services

Total EBIT - direct business | 271 267 9% Credit : :

CARES 23 57% penetration in
emerging

Total EBIT 307 290 13% markets

EBIT margin 33.8% 31.3%

FY10 Q3 organic
growth of 2%

All figures above on continuing basis

-
=g @ - U2 i ’ )
a e Experlan EBIT margin is for continuing business only, excluding FARES 13

-1 2008 restated to exclude small discontinuing activities in North America and UK and Ireland



Business overview
Decision Analytics — 12% of Group revenue

Overview

Clients

Products

Combines analytics,
software, fraud tools and
consulting to help clients
better manage risk

Financial services, telecoms,
utilities, government and
others

Credit risk and fraud
analytics (e.g. scoring)

Application processing,
customer management and
collections software

Fraud and identity solutions

/

2,2 Experian

Vital statistics

= Delivered into over 60 countries
worldwide

= Build over 300 scorecards p.a.

= Over 1,500 systems deployed
worldwide

= Clients often standardise lending
operations on our software

Business model
= Part transactional revenue

= Part software licence and
implementation fees

» Habitually and contractually recurring

revenue

Key points

)
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Business overview
Decision Analytics

Six months ended 30 September
US$ million (growth at constant exchange rates)

Total Organic . . .
ota d Financial drivers

Revenue 2009 2008 growth  growth
North America 59 (5)% 57 = Transaction
: : volumes

Latin America 4 (8)% (8)%

UK and Ireland m 130 (8)% (8)% Capital :
expenditure on

EMEA/Asia Pacific 67 (12)% (12)% new software
systems and

[0) 0 2
Total revenue 260 (8)% (8)% analytics

EBIT 81 (18)%
EBIT margin 27.0% 31.2% :
o FY10 Q3 organic

decline of 9%

L
sd @ - All figures above on continuing basis
EX perlan 2008 restated to exclude small discontinuing activity in UK & Ireland 15



Business overview
Interactive — 27% of Group revenue

Consumer
Direct

Other

Customers

Provision of online credit
monitoring services, credit
scores and identity theft
prevention products to
consumers

Online lead generation and
online price comparison
services

Consumers for credit
reference and identity
monitoring products

Businesses and retailers for
lead generation and price
comparison

2,2 Experian

Key points

Vital statistics

= Over 9m direct and indirect
members in US for credit
monitoring services

= Over Im members in UK for credit
monitoring services

= Recent US launch of identity
protection services
Business model

= Membership subscriptions in
consumer direct

» Pay per lead or referral

N )

16



Business overview
Interactive

Six months ended 30 September
US$ million (growth at constant exchange rates)

JLC RS L =i o cial drivers

Revenue 2009 2008 growth  growth
North America 451 417 8% vl " Greater

, , consumer
UK and Ireland 2 42 51% 51% awareness

Total revenue 459 12% 12% . .
’ ’ Fear of identity

EBIT 101 11% theft

EBIT margin 22.0% Brand

recognition

Product
innovation

FY10 Q3 organic
growth of 8%

g @ E = All figures above on continuing basis 17
R Xperlan 2008 restated to exclude small discontinuing activity in North America



Business overview
Marketing Services — 18% of Group revenue

Overview Consumer data: Vital statistics
demographic, geographic,
purchasing and media
preference data

= Migration from traditional to newer
media channels

= c.50% of revenue derives from new

Platforms: technology media activities

platforms to enable delivery

of marketing programmes » Global deployment
across multiple channels

Analytics: predictive Business model

el lie » Part transactional revenue

» Part data license and subscription
Clients Retail, financial services, fees

media, telecoms and other » Habitually and contractually

recurring revenue

- / \_ )

2,2 Experian 18




Business overview
Marketing Services

Six months ended 30 September
US$ million (growth at constant exchange rates)

Total Organic
Revenue 2009 2008 growth  growth

North America 156 181 (14)% )73 = Expenditure on
marketing

Financial drivers

Latin America — 8 (9)% (9)%

UK and Ireland 152 (4)% (3)% Channel switch
to new media

EMEA/Asia Pacific 59 7% 7% :
Penetration

ol DR 400 ()% (7)% within emerging
markets

EBIT margin 8.8%

FY10 Q3 organic
decline of 1%

:E“E: Experian All figures above on continuing basis 19



Business overview
Spotlight on Brazil

2009 market share?

Latin America: ¢.US$1.1bn (s Acquired 70% stake in Serasa for
US$1.3bn in 2007
» Market leading credit bureau in
Bl cxperian 1o Brazil; fourth largest globally
= Attractive market dynamics:
I Equifax = Low credit penetration
= Young demqgraphic_:_
B AcsP Brazil: ¢.US$800m = Upward social mobility
= Mid-teens revenue growth; EBIT
B Other ' exceeding buy-plan
= Put and call options over minority
exercisable for 5 years from June
W 2012
= Serasa put option valued at $556m
. (Sep 2009)
- /

.
@ @ 5 1 Share of credit reference market
.=..=. EX perlan Source: Serasa Experian estimates 20




Financial Performance
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Financial overview
Delivering organic revenue growth throughout the downturn

Lehman
8% collapse

7% .
’ Credit

crunch

6%

5%
Organic
revenue
growth 4%

3%

2%

1%

0%
FY08 FY08 FYO08 FY08 FYO09 FY09 FY09 FY09 FY10 FY10 FY10
Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Ql Q2 Q3

.
*d &s 1 . . - o
e oeel® Experlan Note: Growth shown is for continuing activities 22



Financial overview
Balance and resilience: 2009 organic revenue performance

UK &
Ireland
Interactive

47%

* Horizontal axis
indicates share of
business

_ _ EMEA/AP
» Vertical axis Marketing

represents organic Services
revenue growth in 13%
FY09

EMEA/AP
Decision
Analytics North

i 4% America
Noggc/?sr?fﬁ'ca Interactive

Analytics 7%
1%
North UK & Ireland UK & Ireland
America Marketing Credit
Credit Services Services
Services (3%) (2%)
(5%)

| | \

?

EMEA/AP \ UK & Ireland Latin America

North America Credit Decision Credit
Marketing Services Analytics Services
Services 4% 6% 17%
(2%)

-
8 @ - Note: Latin America Decision Analytics growth of 31% and Marketing Services growth of 56% 23
L L Xperlan are not shown in the graph above as they each have < 0.5% share of the business

L I



Funding

Strong cash flow performance

Six months ended 30 September 2009
US$m

Depreciation

and Working

Operating cash
flow

Capital amortisation (10
expenditure ( ) capital
Retamed (68)
131 t
(135) assoma e
Sale of
fixed
assets
88% conversion
of EBIT into
operating cash
flow
EBIT
]
% Experian
raees p

Net interest

Dividends
(35) (16) to rtninortity
— 'N'6TESIS
Tax (26)

107% conversion
of benchmark
earnings into free
cash flow

Free cash
flow

24



Funding
Net debt reduction

Six months ended 30 September 2009
US$m

Net purchase of (135)

shares for equity

incentive plans (56) Dividend

(32) (59) Foreign
I exchange and
Freftlé cash  Exceptional other
(2,110) ow cash outflow (2,048)
Net debt at 1 Net debt at 30
April 2009 September 2009

25
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Funding
Net Debt since demerger

US$m
3,200
A
2,600
2,000
Acquisition of 70% stake in Serasa, June 2007
1,400
Oct Mar Sep Mar Sep Mar Sep
2006 2007 2007 2008 2008 2009 2009

- 8 B

«a @o 1 Net debt excludes value of put option over Serasa minorit

3.2 Experian I y 26
)



Funding
Net debt / EBITDA

3.0x
. Adjusted for Serasa Put Option

B netdent/EBITDA
2.5%

1.75 - 2.0x target range
2.0x
1.5%

1.0x

0.5x

0.0x
Sep 06 Mar 07  Sep 07 Mar 08 Sep 08 Mar 09  Sep 09

Publicly announced target of 1.75x to 2.0x, adjusting for Serasa put option

- expected to be achieved by March 2010?

A E - Source: EBITDA for 12 months ended & Net Debt as at date. 57
-=.-=. Xperlan 1 Subject to market conditions and acquisition activity



Funding
Uses of EBITDA

US$Hm

1,200
1,000
800
600
400

200

FYO7 FYO8 FYO09

.
A E - Source: Experian published financial statements 28
.=..=. Xperlan 2007 dividend shown proforma, on a full year prorata basis



Funding
Consistent Credit Rating history

a 4
‘é 1 Ratings since demerger
¢ Standard & Poor’s: BBB+
% g Moody’s: Baal
L
"., "A ‘ Outlook
’? $ S&P: Stable
) % (’f Moody'’s:
’:. .? ‘6 = QOct 2006 Stable (at demerger)
% wO -; = Jun 2007 Negative (at Serasa acquisition)
%‘ % / = Jul 2009 Returned to Stable
¢. o AN

= s @
[ L L1 ] -

:E..Ez EX perlan Experian ratings since demerger from GUS in October 2006 29
)



Funding
Treasury Policies

Leverage — Adjusted Net Debt/EBITDA target 1.75-2.0x
> Sep 2009: 2.1x on an adjusted basis?

Ratings — maintain strong investment grade

Dividends — covered 3x by earnings

Liquidity — maintain significant committed undrawn
bank facilities

> Sep 2009: $865m undrawn

~ N

Refinancing
> Spread debt maturities to mitigate refinancing risk

~

J

1 including current value of Serasa put option 30



Funding
Treasury Policies (cont.)

= |nterest rate risk

> 30-70% of interest rate exposure to be fixed rate
up to 5 years; currently 50%

> Interest rate swaps used to manage fixed rate
exposure

= Currency risk
> Borrowings broadly match currencies of earnings
> Currently no borrowings in Brazilian Real
> Forward FX used to manage currency exposure

31




Funding
Committed Funding

£334m Euronotes due December 2013

= $2,530m revolving credit facilities
Committed by 15 banks; repayable July 2012
$1,665m drawn at Sep 2009
One financial covenant
= Interest cover > 3x; Actual > 12x (Sep 2009)

>
>

>

EMTN issuance will
lengthen maturity profile

>

diversify sources of funding

»

Experian

32




Funding
Outline Organisation Chart

Experian plc

(({;2223) — EMTN Gual’antOr

incorporated)

Experian
Investment
Holdings Ltd
(CLY)

Experian

ALY 4=EMTN Issuer

(UK)

Asia Pacific Brazil
Operating Operating Operating
Businesses Businesses Businesses

UK us

Operating Operating
Businesses Businesses

:5“53 EX perian As at 31 December 2009 33



Strategy
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Strategy
Our strategic evolution

2002 - 2007 2007 - 2009 2010 and beyond

T | Focus on data | Accelerate
Building the platform and analytics growth
= Globalising *= Primarily organic » [nvesting for
growth organic growth
= Organisational = Tactical approach = Series of targeted
development during downturn Initiatives
= Serasa acquisition = Strengthened = Prioritise scale
market position opportunities

1,.5: Experian *




Strategy
Strategic framework

Focus on

data and : : e .-
analytics Vertical diversification

<

Drive _ .
profitable Product innovation

growth

4

Optimise Geographic expansion
capital
efficiency

1,3 Experian .



Strategy
Vertical diversification

Public sector /

Direct education

to

Consumer
e Telecoms /
utilities
Automotive
Financial Services ~ Insurance
41%
Media

.
= Adapt and repurpose

Experian data and
analytics

» |nvest in scale markets

* Emerging
opportunities

= Global
telecommunications

= US healthcare
payments

= Capital markets

:E..Ez EX perlan Above chart based on revenue for year ended 31 March 2009

38



Strategy
Product innovation

2,2 Experian

Develop value-added products across
consumer lifecycle

= Deploy globally
= Flexed to client demand

New initiatives:
= Automotive data
= ProtectMyID




Strategy
Geographic expansion

( N\

Global expansion strategy

» Credit bureaux
(consumer and
commercial)

= Analytics and risk
management

» Targeted marketing

= Aim for global scale
and market leadership

2,2 Experian

40



Summary
Strong foundation for future growth

4.8 Experian®

A world of insight

Significant prospects for growth

1 Strong investment grade ratings

Resilient model ...
Financially StroNg ..o

Prudent financial poliCies ......vevcrvccevcceecceeeeen,

Excellent cash CONVEIrSION ..o,

Experlan



Contacts

(" .
Experian
Cardinal Place
80 Victoria Street
London
SWI1E 5JL
Tel: +44 (0)20 3042 4215
Corporate Website: www.experianplc.com
Bond Investors,
EMTN Programme: www.experianplc.com/investor-centre/bond-investors.aspx
Paul Brooks Peter Blythe
Chief Financial Officer Director of Corporate Finance
Email: paul.brooks@experian.com Email: peter.blythe@experian.com
Antony Barnes Nadia Ridout-Jamieson
Group Treasurer Director of Investor Relations
_ Email: antony.barnes@experian.com Email: nadia.rjamieson@experian.com

2,2 Experian 42
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Appendix
Strong financial track record

Divisional breakdown of Revenue, EBIT & Assets
US$ million

FY March 2008 FY March 2009 H1l Sept 2009

A A
N NS )

\

E Ul Revenue  EBIT  Assets Revenue EBIT Assets Revenue EBIT
1,546 538 3,759 1,604 561 3,059 802 307
505 160 494 486 140 398 211 57
781 69 1,323 769 88 1,047 341 32
880 192 1,082 936 212 1,099 503 111
‘Centraf Activites | (57) 611 (57) 307 (25)
3,712 902 7,269 3,795 944 5,910 1,857 482

Global continuing sales and EBIT, assets information is for continuing operations

*a o Expenan Credit Services EBIT includes FARES 44
-:.:.. FYO09 revenue and EBIT restated to exclude activities that have become discontinuing during FY10



Appendix: business segments
Credit Services

Provides information to organisations to help them lend

profitably to their customers

We build and manage large databases of credit applications and

Our expertise payment histories of consumers and businesses

We help clients manage risk associated with lending money, e.g.
What do we do? who to lend to, set appropriate lending limits and take action on
overdue accounts

_ Credit reports can include identity information, past and present
What'’s in the data? credit obligations, court judgements, suspected fraudulent
applications and previous addresses

WCEERERTEEEEP (2 communications, ineirance, govérnment and utilites
Other activities We also operate specialist databases for the automotive sector

Consumer — Equifax, TransUnion

HElD CemgEnee Business — Dun & Bradstreet

2,2 Experian 4



Appendix: business segments
Decision Analytics

Unlocks the value of credit data so that businesses can make

qguick and accurate decisions

We provide software, analytical tools such as scores and expert

Our expertise consulting to turn credit data into actionable decisions

We help customers at all stages of the lending cycle. For
What do we do? example, in identifying new customers, segmenting existing
customers, managing loan portfolios and optimising collections

_ Typically financial institutions, telecommunications, government
VAl IEICR USRIl Yap and utilities. Many are multinational and standardise their
operations around the world on our platforms

We also help organisations to protect themselves through the

Other activities detection and prevention of fraud

Main competitors FICO, niche players

2,2 Experian 4



Appendix: business segments
Interactive

Helps consumers to monitor their credit reports online.

Provides services to businesses online.

We provide credit monitoring, credit scores and other
information services to consumers via the internet. We are also
a trusted intermediary on the internet linking consumers to
businesses

Our expertise

We provide consumers with access to their complete credit
¥Vhat do we do,) history in return for a monthly subscription fee. We also
Oor consumers: provided identity protection services

We provide online lead generation services to help businesses

What do we do for target offers to consumers for loans, insurance and educational

businesses? opportunities. We also provide online comparison shopping
services

Main competitors Affinion, Intersections, Equifax

2,2 Experian 47



Appendix: business segments
Marketing Services

Helps organisations target and engage their customers using

sophisticated marketing strategies

_ We help clients to understand their customers, communicate
Our expertise with them on an individual level and measure the success of a
marketing initiative

We own unique data on consumer attributes such as demographic
\ISVhtat do we do? information, purchasing and media preference. We provide
=ikl internet intelligence on the performance of over 1m websites

We provide software platforms which enable name and address
\Ié\{htaft do we do? information to be captured and we provide delivery platforms
el which deliver targeted permission-based emails

we do? We develop predictive models to help marketers profile and
segment their customers

W_ho are our Retailers, financial services, media, telecommunications and
clients? others

Main competitors Acxiom, Harte-Hanks

2,2 Experian 4



Appendix
Investment in acquisitions

10

Number of
acquisitions

|

20

FYO03 FYO04 FYO05 FYO06 FYO7 FY08 FYO09 Fy10*

:E..Ez EX perian 1 Year to date 49



Appendix
FARES — joint venture with put/call options

First

= Experian has a 20% stake in joint venture

American with First American: FARES

= There are put and call options over
80% 20% Experian’s 20% stake

= US$314m cash payable to Experian if
exercised in 2010

1,.5: Experian 0



Appendix
Borrowings and undrawn facilities

UsS$m
5,000 5,000
4,500 4,500
4,000 4,000
3,500 3,500
3,000 3,000
2,500 2,500
2,000 2,000
1,500 1,500
1,000 1,000
500 500
0 0
(500) (500)
(1,000) (1,000)
Oct Mar Sep Mar Sep Mar Sep
2006 2007 2007 2008 2008 2009 2009

Undrawn bank facilities & Bank borrowings B Euronotes 2013 & Eurobonds 2009 B Euronotes 2007 M cash



Disclaimer

This presentation has been prepared by, and the information contained herein (unless otherwise indicated) has been provided by Experian plc (“Experian” taken
together with its subsidiaries, the “Group”). By reviewing/attending this presentation you agree to be bound by the following conditions:

This presentation is for information purposes only and does not constitute an offer to sell or the solicitation of an offer to buy securities in Experian or the Group.
Further, it does not constitute a recommendation by Experian or any other party to sell or buy securities in Experian or the Group.

This presentation may not be reproduced or redistributed, in whole or in part, directly or indirectly, to any other person. This presentation is not intended for
distribution to, or use by any person or entity in any jurisdiction where such distribution or use would be contrary to local law or regulation. In particular, this
presentation must not be distributed to any person in the United States or to or for the account of any “US persons” as defined in Regulation S of the United
States Securities Act of 1933, as amended. This presentation is only directed at (i) persons who are outside the United Kingdom or (ii) investment professionals
falling within Article 19(5) of the Financial Services and Markets Act 2000 (Financial Promotion) Order 2005 (the “Order”) or (iii) high net worth entities, and other
persons to whom it may lawfully be communicated, falling within Article 49(2)(a) to (d) of the Order (all such persons together being referred to as “relevant
persons”). Any person who is not a relevant person should not act or rely on this presentation or any of its contents. In other EEA countries, this presentation is
intended only for persons regarded as professional investors (or equivalent) in their home jurisdiction.

Forward-looking statements — caution

This presentation contains “forward-looking statements”. All statements other than statements of historical facts included in this presentation, including, without
limitation, those regarding the Group’s financial position, business strategy, plans and objectives of management for future operations, are forward-looking
statements. Such forward-looking statements involve known and unknown risks, uncertainties and other factors which may cause the actual results, performance
or achievements of the Group, or industry results, to be materially different from any future results, performance or achievements expressed or implied by such
forward-looking statements.

Forward-looking statements are sometimes, but not always, identified by their use of a date in the future or such words as “aims”, “believes”, “expects”,
“anticipates”, “intends”, “will”, “should”, “could”, “may”, “plans”, “targets” or similar expressions. By their nature, forward-looking statements are inherently
predictive and speculative, and involve risk and uncertainty because they relate to events and depend on circumstances that will occur in the future. There are a
number of factors that could cause the actual results and developments to differ materially from those expressed or implied by these forward-looking statements.
These factors include, but are not limited to, the following: material adverse change in economic conditions in the markets served by the Group and its lines of
business; future regulatory actions and conditions in its operating areas, including competition from others; fluctuations in foreign currency exchange rates and

interest rates; and general financial market conditions affecting Experian’s performance.

No assurances can be given that forward-looking statements in this presentation will be realised. Neither Experian nor any of its affiliates intends to update these
forward-looking statements.

Investors and prospective investors in securities of Experian or any member of the Group are required to make their own independent investigation and appraisal

of the business and financial condition of the Group and the nature of the securities. Any decision to purchase securities in the context of an offering of securities,
if any, should be made solely on the basis of information contained in a prospectus published in relation to such offering.

2,2 Experian 52
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