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Disclaimer

THIS PRESENTATION IS NOT AN OFFER OR SOLICITATION OF AN OFFER TO BUY OR SELL SECURITIES. IT IS SOLELY FOR USE AT AN INVESTOR PRESENTATION AND IS PROVIDED AS INFORMATION ONLY.
THIS PRESENTATION DOES NOT CONTAIN ALL OF THE INFORMATION THAT IS MATERIAL TO AN INVESTOR. BY ATTENDING THE PRESENTATION OR BY READING THE PRESENTATION SLIDES YOU AGREE TO
BE BOUND AS FOLLOWS:

This presentation is strictly confidential to the recipient, is being distributed to a limited range of invited persons solely for their own information, may not be distributed to the press or any other person, and may not be reproduced or
published, in whole or in part, in any form. Failure to comply with this restriction may constitute a violation of applicable securities laws.

This document is not a prospectus for any securities. Investors should only subscribe for any securities on the basis of information in a relevant prospectus and term sheet, and not on the basis of any information provided herein.

This presentation has been prepared by Experian plc (the “Company”) and may be amended and supplemented and may not be relied upon for the purposes of entering into any transaction. The information contained herein has
been obtained from sources believed to be reliable. Although the Company has taken all reasonable care to ensure that the information herein is accurate and correct, no representation, warranty or undertaking, express or implied,
is given by or on behalf of the Company or any of its directors, officers, employees, shareholders, affiliates, agents, advisers, other representatives (collectively, "Representatives") or any other person as to, and no reliance should
be placed on, the fairness, accuracy, completeness or correctness of the information or the opinions contained herein or any other material discussed at the presentation. Neither the Company nor any Representatives nor any other
person shall have any liability whatsoever (in negligence or otherwise) for any loss howsoever arising from any use of this presentation or any other material discussed at the presentation or their contents or otherwise arising in
connection with the presentation. The views reflected herein are solely those of the Company and are subject to change without notice. All estimates, projections, valuations and statistical analyses are provided to assist the recipient
in the evaluation of the matters described herein and may be based on subjective assessments and assumptions and may use one among alternative methodologies that produce different results, and to the extent that they are
based on historical information, they should not be relied upon as an accurate prediction of future performance. Certain analysis is presented herein and is intended solely for purposes of indicating a range of outcomes that may
result from changes in market parameters. It is not intended to suggest that any outcome is more likely than another, and it does not include all possible outcomes or the range of possible outcomes, one of which may be that the
investment value declines to zero.

This presentation may include forward-looking statements that reflect the Company’s intentions, beliefs or current expectations. Forward-looking statements involve all matters that are not historical by using the words “may”, “will”,
“would”, “should”, “expect”, “intend”, “estimate”, “anticipate”, “target”, “believe” and similar expressions or their negatives. Such statements are made on the basis of assumptions and expectations that the Company currently
believes are reasonable, but could prove to be wrong. Any forward-looking statements made by or on behalf of the Company speak only as at the date of this presentation. Save as required by any applicable laws or regulations, the
Company undertakes no obligation publicly to release the results of any revisions to any forward-looking statements in this document that may occur due to any change in its expectations or to reflect events or circumstances after

the date of this document.

This presentation contains certain non-GAAP financial information. The Company’s management believes that these measures provide valuable additional information in understanding the performance of the Company or the
Company’s businesses because they provide measures used by the Company to assess performance. Although these measures are important in the management of the business, they should not be viewed as replacements for,
but rather as complementary to, the GAAP measures.

No action has been taken or will be taken that would permit a public offering of any securities in any jurisdiction in which action for that purpose is required. No offers, sales, resales or delivery of any securities or distribution of any
offering material relating to any such securities may be made in or from any jurisdiction except in circumstances which will result in compliance with any applicable laws and regulations.

The distribution of this presentation in certain jurisdictions may be restricted by law and persons into whose possession this document comes should inform themselves about, and observe any such restrictions. This presentation is
for the recipient’s use only. This presentation is not for distribution to retail clients. Neither the presentation nor any copy of it may be taken or transmitted into the United States of America, its territories or possessions, or distributed,
directly or indirectly, in the United States of America, its territories or possessions. Any failure to comply with this restriction may constitute a violation of U.S. securities laws. The presentation is not an offer of securities for sale in the
United States. Neither the Company nor Experian Finance plc intend to conduct a public offering of any securities in the United States. Securities may not be offered or sold in the United States except pursuant to an exemption
from, or transaction not subject to, the registration requirements of the Securities Act.

This presentation is being communicated only to (i) persons who are outside the United Kingdom, (ii) persons who have professional experience in matters relating to investments 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”). This presentation is communicated only to relevant persons and must not be acted on or relied on by persons who are not relevant persons. Any investment or investment activity to
which this presentation relates is available only to relevant persons and will be engaged in only with relevant persons. By attending the presentation to which this document relates or by accepting this document you will be taken to
have represented, warranted and undertaken that (i) you are a relevant person (as defined above); (ii) you have read and agree to comply with the contents of this notice; and (iii) you will treat and safeguard as strictly private and
confidential all such information and take all reasonable steps to preserve such confidentiality.

This presentation does not constitute an offer or an agreement, or a solicitation of an offer or an agreement, to enter into any transaction (including for the provision of any services). No assurance is given that any such transaction
can or will be arranged or agreed. Before entering into any transaction, you should consider the suitability of the transaction to your particular circumstances and independently review (with your professional advisers as necessary)
the specific financial risks as well as the legal, regulatory, credit, tax and accounting consequences. This document does not disclose all the risks and other significant issues related to an investment in any securities/transaction.
Prior to transacting, potential investors should ensure that they fully understand the terms of any securities/transaction and any applicable risks.
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Snapshot of Experian

Experian is the world’s leading

global information services company

We use data to help people and organisations to assess, predict, plan
and protect themselves

We are custodians of data on over 1 billion people globally

We have a diverse and growing range of clients and geographies...
... and multiple and growing uses for our data

We are the market leader in this growing market...

... and we are securing new types of data, and finding new uses for our data

We are large, stable and cash-generative:

_ @
...1

\

/' "‘ \

* £17bn market cap* / currently FTSE top 35

» 16,500 employees / 39 countries

* FY18: $4.7bn revenue / $1.3bn Benchmark EBIT

* Highly cash generative with high cash conversion rate
* 15.7% Return on Capital Employed (ROCE)

* A-—/Baal since 2011 (both stable outlook)

———

For the year ending 31 March 2018
* At 13 June 2018

.. ; :
6 © Experian Public ..eXperIOn



Business Description

Business-to-Business (B2B)

Large databases

Credit history data on >1bn people and 145m businesses
Segmentation data on markets with 2.8bn people
Automotive information

18 consumer credit bureaux

11 business credit bureaux

Credit reports

Analytical sandbox

Advanced software and analytics

Credit scores

Decisioning software

Data quality

Fraud software e Health

Analytical tools e Expert consulting

Decisioning
$1.2bn*

Business-to-Consumer (B2C)

Direct to consumer credit monitoring

Credit comparison services / lead generation

Identity theft protection services

Affinity (white label) credit and identity monitoring services

Consumer Services

$0.9bn*

* Pro forma revenue for FY to 31 March 2018

ol ;
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Our global revenue FY18

By region By business activity
EMEA/Asia
Pacific Consumer
Services
UK and
Ireland

North Data

Latin America

America

Decisioning

Business-to-Business 80%

Diverse portfolio by region and business activity

ol ;
..experlonm
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We benefit from extensive customer and sector diversity

9

Revenue by customer

Customer concentration

Largest single customer: <2% of revenue
Top 10 customers: 11% of revenue
Top 20 customers: 16% of revenue

Customer diversity
Number of business customers: >100,000

© Experian Public

Financial services
Direct to consumer
Health

Retail

Automotive

Software and professional
Services

Telecommunications and utilities

Insurance

Media technology

Public sector/education

Other

International and regional banks, Credit Unions /
Building Societies, credit and debit card providers

Individuals, families, financial institutions, white
label

Private health operators and physician practices
Online retailers and bricks and mortar retailers

Automobile finance companies and original
equipment manufacturers

Software vendors and professional services

Telecoms and utilities undertake credit and identity
checks before agreeing to a contract

All insurance groups require the provision of data
used in insurance risk management

Cable TV operators and technology companies
perform credit and identity checks before agreeing
to a contract

National and regional government departments

P ;
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Data

-
WHAT WE DO
* We help businesses identify and understand their customers, lend responsibly and protect themselves and their customers from risk

» We give our clients a better picture of each individual and of their needs, so they can target relevant offers and communications

-

4 N O N
HOW WE DO IT REVENUE MODEL
We hold deep and detailed data which provides a comprehensive view of ¢.145m - Primarily transactional: pricing is mainly on a
businesses and more than 1 billion consumers globally, which creates high volume-tiered basis

barriers to entry

Dat therina: - Across our business, increasingly we are
L U e bundling capabilities through our One Experian
 We have 18 consumer bureaux and 11 business information bureaux, across model, to provide better tailored solutions
many countries (a ‘bureau’ maintains consumer or business credit data files, translating into longer and deeper relationships
and provides credit information to authorised users) with clients
» Data is contributed to the bureaux 24/7/365 . Contracts may be for a one_of:f Service, renewed
- Data-providers include financial services organisations, mobile phone annually, or may be on a multi-year basis
operators, utilities and public records - /

* Much is provided to us for free, by our clients on a give-to-get model CUSTOMERS AND MARKET POSITION

* The data is primarily on the credit that a person or business has applied for in

the past; and how their account has performed, including timely repayment « A wide and growing customer base including
Data management financial services organisations, mobile phone
operators, utilities, retailers, automotive finance
» Each bureau collates, aggregates, cleanses and sorts vast quantities of data providers, insurance companies, etc.

DEE E IR No.1 or No.2 in our key markets

» Higher quality data enables our clients to make fairer, more responsible and
quicker decisions « Main competitors: Equifax, TransUnion, Dun &
Bradstreet, Acxiom, Epsilon

N VRN Y,
el ;
..experlonw
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Data - examples
/ ASCEND \ / ACQUISITION OF CLARITY SERVICES, INC \

EXPERIAN’S ANALYTICAL SANDBOX (acquired Oct 2017)

* The next generation analytics platform, launched in 2017 Those with insufficient information in the large bureaux are
deemed too risky for traditional lenders, forcing them to obtain

+ Easy-to-use tools to help clients test different product : o . :
credit from alternative financial services

scenarios in real time; testing time has been reduced from
months to same-day Paired with our analytics, Clarity enables Experian to have

» Gives our clients near-real-time access to 16 years of improved credit visibility on over 60m people

anonymised credit data on >200m people in the USA Helps lenders:
» Already highly successful; we have signed contracts with 11 » better understand the vastly different credit usage
of the top US financial institutions behaviours of ‘thin file’, sub- and near-prime consumers
+ Examples: » provide the most appropriate credit to address fraud, credit

— credit card companies analyse existing customers using and risk needs, including new product development

fresher data; developing timely and competitive credit + approve more applications

line increases, balance transfer and retention offers . )
Helps responsible borrowers:

— abank in one US state can look at data from a
neighbouring state, to find customers meeting its lending
criteria, aligned with its risk tolerances

+ demonstrate a lower risk of default, protecting them from
excessive interest rates
. . . . + apply to a larger pool of lenders
— if a bank’s delinquency rates are increasing, data PRl gerp
visualisation allows the analysis of the increase and the « have quicker, easier and more convenient mainstream
potential cause access to affordable credit

AN /

P ;
..experlcunm

— quicker adaptation to economic and regulatory changes
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Decisioning

/ N
WHAT WE DO
We are experts at creating and developing analytical and decisioning tools that make the best use of data attributes
We help businesses to lend effectively, better manage their portfolios, minimise the risk of fraud, comply with legal requirements (e.g.
Know-Your-Customer and Anti-Money Laundering), and collect overdue receivables
. )
4 N h
HOW WE DO IT REVENUE MODEL
» We develop models for risk and fraud avoidance, analytical tools, » Software and system sales:
and decisioning software — consultancy and implementation fees
* Ourindustry specialists and data scientists work collaboratively : :f;#;;gg;:jl%i{e:
with our clients, helping them find the best solutions for their needs 9
. We can combine our own data with data from our clients and third k. Credit scores are sold on a transactional, volume-tiered basis )
parties, organise and analyse this data P N
. W(_a turn this |r_1t9 meanlngful information that our clients can act on, CUSTOMERS AND MARKET POSITION
using our decisioning workflows
* Wide and growing customer base
* Financial services organisations, mobile phone operators,
utilities, retailers, automotive finance providers, insurance
companies etc
* We hold leading positions in our key markets
* Main competitors: Fair Isaac, IBM, SAS
N 2N /
ol i
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Decisioning — examples
/ POWERCURVE COLLECTIONS \ / TEXT FOR CREDIT \

» A collections tool for lenders * Anindustry first — applying for credit by text

» Builds information on missed payments (e.g. forgetfulness vs. *  We put consumers in control of when and where they want to
hardship) apply for credit

+ Unified system combining data, decisions and collections *  We confirm the person’s identity, creditworthiness, and respond
workflow back with a personalised offer in real-time

« Improves how the lender deals with the borrower: * An innovative new way to lend. We help businesses such as

retailers, card issuers and auto finance companies to speed up

— reduces time, reduces cost, reduces debtors’ stress, . .
credit approvals and increase take-up rates

improves creditors’ outcomes and recoveries
* Our technology recognises and verifies a person through their

— better quality data identifies when a debtor falls behind in : .
mobile numbers and device

their payments; enables a personalised approach —
contacting them at the right time, with the right message, * Combining this with our credit information prevents businesses
using the right channel from deterring potential customers due to cumbersome

. . . applications and/or fear of failure
— convenient online access for customers: gives them back PP /

the feeling of control, and builds their trust with their creditor » Convenient and secure, reduces privacy and fraud risk from

— reduces bad debt costs; increases likelihood of cash paper-intensive exchanges of sensitive information

recovery; ensures outcomes are sustainable

— improves customer retention

- AN /

P ;
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consumer

/WHAT WE DO h
*  We help consumers take control of their credit so they can manage their financial position, access the best credit offers, and help protect
themselves from identity fraud
. J
N N
HOW WE DO IT REVENUE MODEL
» Financial education * Monthly Subscription and one-off transaction fees: Consumers
. Debt resolution pay us monthly for credit and ID monitoring
. + Referral Fees: We provide consumers with a view of credit products,
+ Credit offers . S o
ranked by their personal acceptance eligibility which is based on a
* Provided through online tools and call centres combination of consumer contributed data and bureau data. Financial
- We protect people’s identities by scouring the internet in services providers pay us for referrals
real time, monitoring websites, blogs and chat rooms to + White label partnerships: Businesses use Experian services under
identify illegal trading of personal information, and notify their own brand to provide additional value to customers
people to take immediate action
. %
4 N
CUSTOMERS AND MARKET POSITION
» Consumers, and a wide range of financial service providers
*  We hold leading positions in the US and UK
* Main competitors: Credit Karma, CallCredit, Equifax, Fair Isaac,
TransUnion
(S DN J

P ;
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Consumer — examples
4 N N

IDENTITY WORKS CREDIT MATCHER
A North American product, launched in 2017, taking a proactive Allows UK consumers to see their Experian credit score for free,
approach to identity protection, providing tools for consumers to and to compare credit card, loan and mortgage offers. Indicates
help protect against identity theft their chances of acceptance before application
200,000 paying members by March 2018. Features include: Product features include:
* Monitoring the 3 credit bureaux with a suite of different alerts * Free credit score for life, refreshed monthly
» Consumers can use Experian CreditLock to lock/unlock their  Eligibility indicator on credit products
credit file, to help stop unalithorised credit activity * Pre-approved acceptance on certain credit cards and loans,
» Dalily scanning of 600,000 dark web pages to detect stolen data for those eligible
» Access to our dedicated fraud resolution teams to help address » Applications pre-populated with Experian bureau data, to give
issues quickly, all backed by up to US$1m insurance coverage consumers a simpler application process

Identity thieves know if your email address
is on the Dark Web.

15  © Experian Public
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We are the market leader, with an unparalleled global
reach and range

5,000
4,500
4,000
3,500
3,000
2,500
2,000

1,500

Global revenue US$m

1,000

500

0

Experian Equifax?  TransUnion® D&B? FICO® Acxiom*
Baal/A- Baal/BBB+ BB+/NR BB+/NR Ba2/BB+ NR/NR

m North America m Other regions

1 Year ended 31 March 2018 3 Year ended 30 September 2017 *US only.
2 Year ended 31 December 2017 4 Year ended 31 March 2017 Source: Latest full year revenue, company SEC filings

This analysis covers traditional competitors that are publicly listed. It does not include companies where a single division competes against Experian.

.. ; :
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We have had continued organic revenue growth and strong
cash flow generation every year since 2007

Divestments following
portfolio review and
FX translation effect

4,658 ‘1’ 4 657
3712 3,790 3803 3859

4,164 4,330
3,407 . 1,130
Revenue /
991
(US$m) 806 932
848
147

Benchmark

EBIT

(US$m)

FYo7 FY0O8 FY09 FY10 FY1l FY12 FY13 FY14 FY15 FY16 FY17 FY18

Ofgagir%\[ﬁ‘ﬁenue 8% 4% 3% 2% 8% 10% 8% 5% 5%

D Gash  100%  99% 101% 100% 98%  96%  94% 104% 105%  96%

1. Conversion of Benchmark EBIT into Benchmark operating cash flow
Global ongoing activities revenue and Benchmark EBIT only. Excluding growth rates, FYO7 to FY18 revenue, Benchmark EBIT and cash flow conversion may

have been adjusted to exclude various exited business activities and discontinued operations, 2016 results have been restated to reflect the email/cross-channel
marketing business ('CCM') reclassification as a discontinued operation. — for further information refer to the respective Annual Reports or results

e,
announcements available on www.experianplc.com. Revenue growth shown at constant FX rates. Growth rates are not restated. . ?
« EXPEerian.
[ ]
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Mega trends are shaping our markets...

' . + People expect smooth, fast, digital journeys when they make purchases or apply for credit
Changing consumer digital S gital journey y make p oply

: * Busi have t k harder to find and k t ; and dt ke instant
behaviour usinesses have to work harder to find and keep customers; and need to make instan

decisions on how to service them

« c.2bn people! lack access to basic financial services

Population and Wealth

* Mobile and new datasets are increasingly relevant to service them

Proliferation of data and « Data is proliferating, and becoming cheaper to store, manage and analyse

analytics » Growing need for organisations to make sense of the data

« Atrtificial intelligence and new technologies enable companies to operate more efficiently by
automating processes which previously may have been conducted manually

Automation and technology

* Regulators want consumers to be more aware, empowered and in control of their data
Regulatory environment * Regulators are opening-up banking and other data-rich industries

» Greater scrutiny of data protection

1. Source: World Bank

ol ;
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... and our strategy, in response, is:

Broaden and deepen our

+ Build the most complete and accurate data files in the market
data assets

* Invest in systems to enable our clients to assess data in real time, build models, conduct
Extend our lead in analytics scenario analysis, and make predictions

and software solutions » Develop platforms to enable our clients to combine datasets to examine correlations and
manipulate data

Exploit the breadth of our « Combine capabilities from across our businesses through our ‘One Experian’ approach
capabilities « Continue to create innovative products and better services unique to Experian

Accelerate pace 0] + Transform our technology; move to open systems and cloud computing; enhance speed,
innovation accuracy and flexibility

Scale in targeted verticals
and geographies

» Apply our data and services to new markets, industries and geographies

» Develop innovative solutions to help our clients adapt to changing regulation (GDPR, open-

Regulatory environment banking etc.)

P ;
..experlctnm
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FY18 quarterly organic revenue trends

B2

20

Strong B2B growth

10%
2%

9%
1%

8%

0%
7%

-1%
6%

-2%

0,
5% 2%
4% -4%
3% -5%
2% -6%
1% 7%
0% -8%
Ql Q2 Q3 Q4

B defined as Credit Services, Decision Analytics and Marketing Services.

© Experian Public

recovering

Q3

... and Consumer Services is

Q4
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Capital allocation

Organic o Minority
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Data use, protection and integrity

-

Regulation

Experian's business is dependent on the secure holding and management of sensitive consumer information

The industry is subject to regulation in each jurisdiction where we operate — primarily the Consumer Financial Protection Bureau (“CFPB”)
in the US, the Financial Conduct Authority (“FCA”) in the UK and various federal and state legislative requirements in Brazil

As an industry we are seeing increasing regulation globally as regulators are adapting to the ‘data explosion’
This creates opportunities as well as challenges, for example, the regulatory move to open up banking and other data-rich industries

encourages customers to ensure they get the best deals in the market

Internally we have an intense focus on data-security and the
correct use of our data and analytics

People want to protect their privacy. But they also want the benefits of
sharing their personal information with trusted organisations which
enable them to access credit and services at a fair and affordable rate

We have clear, stringent and regularly-updated data-management
policies and data-security strategies

We deploy physical and technological security measures, combined with
monitoring and alerting for suspicious activities

We maintain an information security programme for identifying, protecting
against, detecting, and responding to cyber security risks and recovering
from incidents

We only share data with organisations we trust, follow strict guidelines
and comply with all relevant laws

We impose contractual security requirements on our partners and other
third parties who use our data, complemented by periodic reviews of
third-party controls

~

Investment in cyber security

The threat of cyber crime is ever growing and evolving

Information security will always be of the highest priority
at Experian

This means continually investing and innovating to stay
ahead of fraud and criminals who attempt to exploit
businesses and consumers

We have built a very capable information security team
deeply embedded in our businesses around the world
and staffed with top industry talent

We apply significant capital and resource efforts every
year to ensure the security of our data and soundness of
our applications, whilst deploying the latest tools in our
environment to detect and prevent intrusions or loss of
data of any kind. It is an ongoing effort that is simply part
of doing business

J

22
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Our Investment case

Market-leading global

Significant growth potential Strong financial track record

information business with
strong market positions

We are the market leader, holding the
number one or two positions across our
largest markets — the USA, Brazil and the
UK

We have a diversified portfolio of
businesses across different sectors and
geographies

Our business model is scalable, which
means we can grow the business quickly
with low incremental cost

We drive significant synergies across our
operations by combining data sources,
integrating analytics and using technology to
secure competitive advantage

All the above creates a high barrier to
entry

We continually invest in new product
innovation to address new market
opportunities

We are expanding our position with
existing clients and adding new ones in
our more developed markets

We have considerable potential to
introduce and expand our services in
emerging markets

We are expanding our services in new
industry segments, such as US
healthcare

The revenues we generate typically have a
recurring profile and this, coupled with
successful growth investment, has meant we
have averaged organic revenue growth* of
5% each year since we became a listed
company in 2006. Our aim is to consistently
grow organic revenue at a mid-single digit rate

We are a highly cash generative, low
capital intensity company. Our Benchmark
EBIT to Operating cash flow* conversion rate
has averaged 99% since demerger

We make the best use of cash we generate,
balancing the need for organic investment in
innovation, acquisitions and returns to
shareholders through dividends and share
repurchases

[
*Please refer to preliminary results or annual financial statements for definitions of organic revenue growth and Benchmark EBIT to Operating cash flow conversion . M
e s experian.
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We have grown revenue ....

Consistently strong group revenue growth... ...with B2B growth accelerating
8% 10%
9%
7%
7% 9%
6% 8%

6% 7%

7%
5% 6%
4% 5%

3%

3%
2%

2%
1% 1%

FY15 FY16 FY17 FY18 FY15 FY16 FY1l7 FY18
I Organic Inorganic Il Organic Inorganic

All growth rates are at constant exchange rates

ol ;
..experlonm

27  © Experian Public



... and delivered high margins

Group margins have progressed,

reflecting portfolio mix

27.7% 27.6%
27.6%

27.5%

27.4% 27.3%

27.3%

a1.2% 27.1%
27.1%

27.0%

26.9%

26.8%

26.7%

26.6%

26.5%

FY15 FY16 FY17

All margins are as restated and at actual rates

28  © Experian Public

27.7%

FY18

31.5%

31.0%

30.5%

30.0%

29.5%

29.0%

28.5%

28.0%

27.5%

27.0%

26.5%

26.0%

...with expanding B2B margins

FY15

30.2%

29.2% I

FY16

31.5%

30.4%

FY17 FY18
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... with strong cashflow conversion

FY18 1
US$m 1,291 (422) Increase in
working
24 capital and
other

Net capital Amortisation
expenditure and
depreciation

93%

conversion of EBIT
into operating cash
flow

Benchmark
EBIT

1. Benchmark earnings comprise Benchmark PBT less attributable tax and non-controlling interests

29  © Experian Public

(86)
1,196 Net interest
paid (191)
(4)

Tax paid on Dividends to
operating  minorities
activities

102%

conversion of
Benchmark earnings?
into free cash flow

Benchmark Benchmark
operating free cash flow
cash flow
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Our cash flow Is consistently strong and reliable
It supports M&A and, where appropriate, share repurchases within our leverage policy

US$m
2,750

Share repurchases
2,250

M&A

1,750
Dividend

1,250
. Interest & Tax
7 . CapEx
25 B runds from operations?

250 ~ FYO08 FY09 FY10 FY11 FY12 FY13 FY14 FY15 FY16 FY17 FY18

o

o

ool 99% 101% 100% 98%  96%  94%  101% 104% 105% 96%  93%

1. Conversion of Benchmark EBIT into Benchmark operating cash flow
2. Funds from operations is defined as Benchmark free cash flow plus organic capital investment (capital expenditure)

.. X :
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Our leverage policy Is key to our financial strategy

US$bn Serasa 70% Net debt to
acquisition EBITDA (X)
6 $1_.1_b_n 3.0
acquisitions
Current target
° 2.5 net debt to
EBITDA range
4 2.0 Former target
net debt to
EBITDA range
3 1.5
Net debt to
EBITDA
’ 1.0 - Net debt
1 0.5
0 0.0

FyO07 FYO8 FY09 FY10 FY11 FY12 FY13 FY14 FY15 FY16 FY17 FY18

» Policy: leverage in the range of 2.0-2.5x Net Debt to EBITDA
 After careful consideration in 2016, we moved from our former policy range of 1.75—-2.0x
« Rating Agencies discussion gave us comfort that the new range was consistent with our = Baa1/BBB+ ratings target

e,
Net debt includes adjustment for the Serasa put option FY08-FY12 . M
= Xperian.
[ ]
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Clear financial policies

FY18 Capital Framework

us$m
Capital allocation policy 1.600 Other Acquisitions
1. Organic innovation investment 1400 increase in and minority
2. Selective acquisitions
3. Returns to shareholders 1200 Share repurchase
1,000 programme
Treasury policies 800 58295.323‘ L
» Leverage in the range of 2.0-2.5x 600 Dividends
* Maintain at least Baal/BBB+ credit ratings 400
« Space out debt maturities to mitigate refinancing risk 200 Origegisct rgzpr)]ittal
+ Maintain substantial undrawn committed bank facilities
+ Grow dividends in line with underlying earnings 0 Cash Uses of
generated cash
FX and interest rate risk mitigation US$m | US$5.3 billion committed funding at 31 March 2018
- Interest rate swaps used to adjust the balance between 2,500

fixed and floating rate liabilities
- Borrowings broadly match currencies of earnings; FX

contracts used to manage residual currency risk exposure 1500 Bank facility covenant:
’ >3x EBIT : Net interest
Strong Liquidity 1,000
- Cash and Cash equivalents $156m 500 . I

« Undrawn committed facilities of US$2,325m .

2018 2019 2020 2021 2022 2023 2024 2025 2026

2,000

Il Bonds B Drawn Bank Loans Il Undrawn committed bank facilities

e,
- 1 Funds from Operations is defined as Benchmark free cash , ex peric nw
[ ]
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Strong investment grade ratings

Rating (S&P (March 2018) — stable outlook h

« “Strong geographic and product diversity

» Solid operating performance, with higher margins than peers and low
volatility of profitability

» Strong free cash flow generation and modest capital expenditure

needs
A3/ A- » Exceptional liquidity due to free cash generation and availability under
committed credit facilities.”
S&P  \L J

~N

Moody’s (January 2018) — stable outlook
“Experian plc’s Baal rating is supported by the group’s

MoodV’ (1) market position as the largest consumer credit reporting agency in
ooday's large markets, including the US, the UK, and Brazil with a strong
track record of product innovation,

(2) good diversification by geography, business segments, and
customers,

(3) high free cash flow (FCF) generation,
(4) strong profitability supported by high barriers to entry, and

(5) clear financial policy incorporating management’s commitment to
2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018 operate this business within a net leverage range of 2.0x to 2.5x (as
reported by the company).”

Baal/BBB+

33  © Experian Public
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A strong, highly cash generative, market leader

« Market leadership in high-growth data industries

» We are the largest company of our kind, with diverse market segments, geographies,
customers and data types

» Grew through the financial crisis
* High barriers to entry — hard to replicate our data assets, expertise and reach
« Strength of our financial model:

— Recurring revenue

— High growth

— Strong and stable margins
— Strong cash generation

— Consistent leverage

— Consistent credit rating

P ;
..experlcunm
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Highlights — FY18

Constant Actual
rates rates

7% 8%

"
“0bps
o

=PV | otal revenue growth
Growth

Organic revenue growth

27.7%
10 bps

Benchmark EBIT margin

Margin progression 0 bps

=CIRI SIS Benchmark earnings per share growth 10% 11%

Operating
cash flow

Benchmark operating cash conversion 93%

BI\Y[ieM Dividend per share growth 8%

Certain financial data have been rounded within this presentation. As a result of this rounding, the totals of data presented may vary slightly from
the arithmetic totals of such data.
Revenue, Benchmark EBIT growths and Benchmark EBIT margin are on an ongoing activities basis.

P ;
..experlonw
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Segmental reporting - New reporting from FY19

Former segmental

reporting structure Business-to-Business (B2B) FY18 revenue reconciliation
: : Data
SRR SRS Old Credit Services 2,606
Health plus Targeting from old Marketing 296
Services
less Health (342)
Marketing " less Other ©)
Services Data Total Data 2,551
Quality
Decisioning
DeCISIOHIng Olld Ilectision A;.naI:/tics o (:‘Zj
Decision Analytics $1.2bn* S Quality from old Marketing
plus Health 342
. plus Other 9
BUSI ness_to_COnsu mer (BZC) TOtaIDeCISIomng ............................................................. l ,180
c Total B2B 3,731
Consumer Consumer Services P — 526
Services *
$O . 9 bn Total revenue 4,657

* Pro forma revenue for FY to 31 March 2018

P ;
..experlcunm
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North America

Twelve months ended 31 March 2018

US$million

Credit Services 1,484 1,336 11% 9%
Decision Analytics 178 162 10% 10%
Marketing Services 229 215 6% 6%
Business-to-Business 1,891 1,713 10% 9%
Consumer Services 755 739 2% (2)%

Total revenue

Benchmark EBIT — ongoing

L 833 779 7%
activities

Benchmark EBIT margin 31.5% 31.8%

All results are Benchmark figures and are on an ongoing activities basis.
Growth at constant exchange rates

ol ;
..experlonm
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Latin America

Twelve months ended 31 March 2018

US$million
Organic
Revenue PAONRS 2017 Total growth g
growth
Credit Services 4% 4%
Decision Analytics 61 48 25% 25%
Marketing Services 31 24 29% 29%

Total revenue 730 . 6% 6%

Benchmark EBIT — ongoing
activities

267 251 5%

Benchmark EBIT margin 33.9% 34.4%

All results are Benchmark figures and are on an ongoing activities basis.
Growth at constant exchange rates

.. X :
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UK and Ireland

Twelve months ended 31 March 2018

US$million
Organic
Revenue AONRS 2017 Total growth J
growth
Credit Services 7% 4%
Decision Analytics 234 214 6% 6%
Marketing Services 155 145 4% 4%
Business-to-Business 659 605 6% 5%
Consumer Services 171 202 (16)% (16)%

Total revenue

Benchmark EBIT — ongoing

L 260 246 2%
activities

Benchmark EBIT margin 31.3% 30.5%

All results are Benchmark figures and are on an ongoing activities basis.
Growth at constant exchange rates

ol ;
..experlonm
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EMEA/Asia Pacific

Twelve months ended 31 March 2018

US$million
Organic
Revenue AONRS 2017 Total growth g
growth
Credit Services 3% 3%
Decision Analytics 195 160 18% 18%
Marketing Services 42 37 12% 12%

Total revenue 341 . 11% 11%

Benchmark EBIT — ongoing
activities

9 (3) 381%

Benchmark EBIT margin 2.3% (0.9)%

All results are Benchmark figures and are on an ongoing activities basis.
Growth at constant exchange rates

.. X :
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Group Benchmark earnings

Twelve months ended 31 March 2018

US$million
Growth
AONRS 2017 (actual rates)
Benchmark EBIT from ongoing activities 1,290 1,197 8%
Benchmark EBIT — exited business activities 1 2
Benchmark EBIT 1,291 1,199 8%
Net interest (85) (75)
Benchmark PBT?! 1,206 1,124 7%
Benchmark taxation (309) (294)
Benchmark taxation rate 25.6% 26.2%
Total Benchmark earnings 897 830
For owners of Experian plc 897 831 8%
For non-controlling interest - Q)
Weighted average number of shares, million 917 940
Benchmark EPS, US cents 97.8 88.4 11%

1Benchmark PBT is defined as profit before amortisation and impairment of acquisition intangibles, impairment of goodwill,
acquisition and disposal expenses, adjustments to contingent consideration, exceptional items, financing fair value
remeasurements, tax and discontinued operations. It includes the Group’s share of continuing associates’ pre-tax results.

42
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Reconciliation of Benchmark Earnings to Profit

Twelve months ended 31 March 2018

US$million
Growth Growth
(actual (constant
rates) rates)
Benchmark earnings for the period from continuing 897 830 8% 7%
operations
Amortisation of acquisition intangibles (112) (104)
Acquisition expenses and other acquisition related items (29) (16)
Tax items 160 35
Exceptional items (57) -
Statutory profit from continuing operations before non- 245 179%
cash financing remeasurements 0
Non-Benchmark financing remeasurements (non-cash) (24) 67
Statutory profit from continuing operations 845 812 4%

ol ;
..experlonm
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Contacts

44

Experian

Cardinal Place

80 Victoria Street
London SWI1E 5JL

Nadia Ridout-Jamieson
Chief Communications Officer
Email: nadia.rjamieson@experian.com

Adam Rachlin
Group FP&A Reporting Manager
Email: adam.rachlin@experian.com

© Experian Public

Tel: +44 (0)203 042 4200
Website: www.experianplc.com

Antony Barnes
Director of Corporate Finance
Email: antony.barnes@experian.com

Remco de Vries
Group Treasurer
Email: remco.devries@experian.com
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