infoedge

Date: July 31, 2026

1. The Manager-Listing
National Stock Exchange of India Limited
(Scrip Symbol: NAUKRI)

2. The Manager-Listing
BSE Limited
(Scrip Code: 532777)

Dear Sir/Madam,
Subject: Notice of 31 Annual General Meeting and Annual Report for the FY 2025-26

Pursuant to Regulations 30 & 34 of the Securities and Exchange Board of India (Listing Obligations and
Disclosure Requirements) Regulations, 2015 (‘Listing Regulations’), and in furtherance to our letter dated May
22,2026, wherein we had informed that the 31*' Annual General Meeting (‘AGM”) of the Company is scheduled
to be held on Tuesday, August 25, 2026, through Video Conferencing (‘VC’)/Other Audio Visual Means
(‘OAVM), please find enclosed herewith:

1. Notice of the 31 AGM of the Company scheduled to be held on Tuesday, August 25, 2026 at 05:30
P.M. IST through Video Conferencing (‘VC’)/Other Audio Visual Means (‘OAVM’), in compliance
with the applicable provisions of the Companies Act, 2013, the Listing Regulations and circulars issued
by the Ministry of Corporate Affairs in this regard; and

2. Annual Report of the Company for the financial year 2025-26 (FY26) including Business Responsibility
and Sustainability Report for FY26;

The aforesaid documents are being sent through electronic mode to all the Members holding shares of the
Company as on Friday, July 24, 2026, and whose email addresses are registered with the Company/Depository
Participant(s)/Registrar & Share Transfer Agent of the Company and the physical copies of the same will be
provided to the Members on request.

The AGM Notice and Annual Report is also available on the website of the Company and can be accessed
through the following links:

Name of the Document Web-link
31%* AGM Notice https://www.infoedge.in/pdfs/Report filings/31st AGM Notice 2026.pdf
Annual Report for FY26 https://www.infoedge.in/pdfs/Report filings/InfoEdge Annual Report 2026.pdf

Thanking you,

Yours faithfully,

For Info Edge (In_diap Limited
Digitally signed by

Jaya Bhatia

Jaya Bhatia Date: 2026.07.31

) 21:08:04 +05'30'
Jaya Bhatia
Company Secretary & Compliance Officer

Encl.: as above
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NOTICE

NOTICE is hereby given that the 315t Annual General
Meeting (‘'AGM’) of the Members of Info Edge (India)
Limited (the ‘Company’) will be held on Tuesday,
August 25, 2026 at 5:30 PM. IST, through Video
Conferencing (‘VC')/Other Audio Visual Means

who retires by rotation at this Annual General
Meeting and being eligible, offered himself for
re-appointment, be and is hereby re-appointed
as a Director of the Company, liable to retire by
rotation.”

(OAVM)) organized by the Company, to transact the  gpgcIAL BUSINESS(ES):-

following business(es):

ORDINARY BUSINESS(ES):-

4.

1.  Toreceive, consider and adopt:

a. the Audited Standalone Financial
Statements of the Company for the
financial year ended on March 31, 2026
and the Reports of the Board of Directors
and Auditors thereon; and

b. the Audited Consolidated Financial
Statements of the Company for the
financial year ended on March 31, 2026
and the Report of the Auditors thereon.

2. Todeclare afinal dividend of ¥3.60/- per equity
share and to confirm the payment of two
Interim Dividends of 32.40/- each per equity
share on the face value of ¥2/- each fully paid
up, already paid, for FY26.

3. To appoint a Director in place of Mr. Kapil
Kapoor (DIN: 00178966), who retires by
rotation, and being eligible, offers himself
for re-appointment, by passing the following
Resolution as an Ordinary Resolution:

“RESOLVED THAT pursuant to the provisions
of Section 152 and other applicable provisions,
if any, of the Companies Act, 2013 and Rules
made thereunder (including any statutory
modification(s) or re-enactment(s) thereof,
for the time being in force), Mr. Kapil Kapoor
(DIN: 00178966), Director of the Company,

To appoint Branch Auditors and to fix their
remuneration, by passing the following
Resolution as an Ordinary Resolution:

“RESOLVED THAT pursuant to the provisions
of Section 143(8) and other applicable
provisions, if any, of the Companies Act, 2013
read with Rule 12 of the Companies (Audit
and Auditors) Rules, 2014 (including any
statutory modification(s) or re-enactment(s)
thereof, for the time being in force) and the
recommendation of the Audit Committee, the
Board of Directors of the Company be and
is hereby authorized to appoint Auditors to
conduct the audit of books of accounts of
Branch Office(s) of the Company, whether
existing or which may be opened/acquired
hereafter, situated in countries other than
India, in accordance with the laws of such
country(ies) and to hold office until the
conclusion of next Annual General Meeting of
the Company.

RESOLVED FURTHER THAT the Board of
Directors of the Company or any Committee(s)
thereof, be and is hereby authorized to decide
and finalize the terms and conditions of
appointment, including the remuneration of
the Branch Auditors, for the aforesaid term
of their appointment and to do all such acts,
deeds and things and take all such steps as
may be necessary, proper or expedient to give
effect to the aforesaid resolution.”
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To appoint Ms. Radha Rajappa
(DIN: 08530439) as Director to be designated
as a Non-Executive, Independent Director of the
Company by passing the following Resolution
as a Special Resolution:

“RESOLVED THAT pursuant to Section 161(1)
of the Companies Act, 2013 (the ‘Act’), and
other applicable provisions, if any, of the
Act and Rules made thereunder (including
any statutory modification or re-enactment
thereof for the time being in force) and Articles
of Association of the Company, Ms. Radha
Rajappa (DIN: 08530439), who was appointed
as an Additional Director (Non-Executive,
Independent) of the Company, with effect from
June 9, 2026, by the Board of Directors, based
on the recommendation of the Nomination &
Remuneration Committee, and in respect of
whom the Company has received a notice in
writing under Section 160(1) of the Act from
a member proposing her candidature for the
office of Director, be and is hereby appointed
as a Director of the Company.

RESOLVED FURTHER THAT pursuant to the
provisions of Sections 149, 150, 152 and other
applicable provisions, if any, of the Act read
with Schedule IV to the Act, the Companies
(Appointment and Qualification of Directors)
Rules, 2014 and Regulations 17, 25 and other
applicable regulations of the Securities and
Exchange Board of India (Listing Obligations
and Disclosure Requirements) Regulations,
2015 (‘Listing Regulations’) (including any
statutory modification or re-enactment
thereof for the time being in force) and
Articles of Association of the Company and
the recommendation of the Nomination and
Remuneration Committee and approval of
the Board, Ms. Radha Rajappa, who has
submitted a declaration that she meets the
criteria for independence as provided under
Section 149(6) of the Act along with the Rules
made thereunder and Regulation 16(1)(b) of
Listing Regulations and who is eligible for
appointment, be and is hereby appointed as
a Non-Executive, Independent Director of the
Company, not liable to retire by rotation, for a
term of 5 (five) consecutive years with effect
from June 9, 2026 upto June 8, 2031 (both
days inclusive).

RESOLVED FURTHER THAT the Board of
Directors or any Committee thereof or any
person duly authorized by them, be and is
hereby authorized to do all such acts, deeds,
matters and things and execute all such
documents, instruments and writings as may
be required to give effect to the aforesaid
resolution and to do all things incidental and
ancillary thereto.”

To appoint Mr. Rajesh Magow (DIN: 00195044)
asDirectortobe designated as aNon-Executive,
Independent Director of the Company by
passing the following Resolution as a Special
Resolution:

“RESOLVED THAT pursuant to Section 161(1)
of the Companies Act, 2013 (the ‘Act’), and
other applicable provisions, if any, of the
Act and Rules made thereunder (including
any statutory modification or re-enactment
thereof for the time being in force) and Articles
of Association of the Company, Mr. Rajesh
Magow (DIN: 00195044), who was appointed
as an Additional Director (Non-Executive,
Independent) of the Company, with effect from
June 9, 2026, by the Board of Directors, based
on the recommendation of the Nomination &
Remuneration Committee, and in respect of
whom the Company has received a notice in
writing under Section 160(1) of the Act from
a member proposing his candidature for the
office of Director, be and is hereby appointed
as a Director of the Company.

RESOLVED FURTHER THAT pursuant to the
provisions of Sections 149, 150, 152 and other
applicable provisions, if any, of the Act read
with Schedule IV to the Act, the Companies
(Appointment and Qualification of Directors)
Rules, 2014, and Regulations 17, 25 and
other applicable regulations of the Securities
and Exchange Board of India (Listing
Obligations and Disclosure Requirements)
Regulations, 2015 (‘Listing Regulations’)
(including any statutory modification or re-
enactment thereof for the time being in force)
and Articles of Association of the Company
and the recommendation of the Nomination
and Remuneration Committee and approval
of the Board, Mr. Rajesh Magow, who has
submitted a declaration that he meets the
criteria for independence as provided under
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Section 149(6) of the Act along with the Rules
made thereunder and Regulation 16(1)(b) of
Listing Regulations and who is eligible for
appointment, be and is hereby appointed as
a Non-Executive, Independent Director of the
Company, not liable to retire by rotation, for a
term of 5 (five) consecutive years with effect
from June 9, 2026 upto June 8, 2031 (both
days inclusive).

RESOLVED FURTHER THAT the Board of
Directors or any Committee thereof or any
person duly authorized by them, be and is
hereby authorized to do all such acts, deeds,
matters and things and execute all such
documents, instruments and writings as may
be required to give effect to the aforesaid
resolution and to do all things incidental and
ancillary thereto.”

By Order of the Board
for Info Edge (India) Ltd.

Sd/-

Jaya Bhatia

Company Secretary

Place: Noida & Compliance Officer
Date: June 8, 2026 Membership No: A33211

NOTES:

1. The Ministry of Corporate Affairs (‘(MCA'), inter
alia, vide its General Circular No. 03/2025 dated
September 22, 2025 read with other relevant
circulars issued in this regard (collectively
referred as ‘MCA Circulars’), has permitted
the companies to hold the AGM through VC/
OAVM, without the physical presence of
members at a common venue. Further, the
Securities and Exchange Board of India (‘SEBI’) 3
vide Regulation 36(1) of the Securities and
Exchange Board of India (Listing Obligations
and Disclosure Requirements) Regulations,
2015 (the ‘Listing Regulations’) has provided 4.
certain relaxations relating to the sending of
Annual Report to the shareholders.

In compliance with the applicable provisions of
the Companies Act, 2013 (the ‘Act’), the Listing
Regulations and MCA Circulars, the AGM of
the Company is being held through VC/OAVM.
The venue of the Meeting shall be deemed
to be the Registered Office of the Company
situated at Ground Floor, 12A, 94, Meghdoot
Building, Nehru Place, New Delhi-110019, and

the proceedings of the AGM shall be deemed
to be made thereat.

To comply with the provisions of the Listing
Regulations, the Company is also providing
one-way live webcast of the proceedings of
AGM which can be viewed by the Members
on the e-voting website of the National
Securities Depository Limited (‘NSDL) i.e.
www.evoting.nsdl.com. Further, NSDL has
also been engaged for facilitating e-voting
to enable the Members to cast their votes
electronically using Remote E-Voting system
as well as E-Voting at the AGM. The procedure
for participating in the Meeting through VC/
OAVM is explained in the notes below.

Pursuant to the provisions of the Act, a
Member entitled to attend and vote at the AGM
is entitled to appoint a proxy to attend and
vote at the meeting on his/her behalf and the
proxy need not be a Member of the Company.
Since the AGM is being held pursuant to the
framework provided in the MCA Circulars
read with the Act and the Listing Regulations,
through VC/0AVM, accordingly the facility for
the appointment of Proxy by the Members will
not be available for this AGM and hence, the
Proxy Form, Attendance Slip and Route Map of
AGM are not annexed to this Notice.

However, Body Corporate Members intending
to authorise their representatives to attend
and vote at the AGM pursuant to Section 113
of the Act, are requested to send a certified
copy (in PDF/JPEG Format) of the relevant
Board Resolution/Authority letter, etc. in the
manner prescribed under Section ‘General
Guidelines for shareholders'.

Members attending the AGM through VC/
OAVM will be reckoned for the purpose of
quorum as per Section 103 of the Act.

An Explanatory Statement pursuant to Section
102(1) of the Act setting out material facts
relating to the special business(es) to be
transacted at the AGM is annexed hereto.
Further, information under Regulation 36(3)
of the Listing Regulations and Secretarial
Standard on General Meetings (‘SS-2') in
respect of the Director(s) seeking appointment/
re-appointment at the AGM (Item Nos. 3, 5 and
6 of the Notice) is given in Annexure-A to the
Notice.
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Final dividend of ¥3.60/- per fully paid up equity
share on the face value of 32/- per fully paid
up equity share for the financial year ended
on March 31, 2026, as recommended by the
Board of Directors at its meeting held on May
22, 2026, if approved by the Members at the
AGM, will be paid, subject to deduction of tax
at source, on or after September 2, 2026.

The Company has fixed Friday, July 24, 2026
as the ‘Record Date’ for determining the
entitlement of Members for payment of Final
Dividend for FY26, if approved at the AGM.

The Final Dividend for FY26 will be paid
electronically through various online transfer
modes to those Members who have updated
their bank account details. Pursuant to SEBI
Master Circular dated February 6, 2026 issued
to the RTA read with relevant SEBI Circulars
and Regulation 12 of the Listing Regulations,

SEBI

has mandated that dividend to the

Members shall be paid only through electronic
mode including to those who are holding
securities in physical form. Such payment to
the eligible Members holding physical shares
shall be made only after they furnish their
PAN, contact details (postal address with PIN
and mobile number), bank account details
and specimen signature (‘KYC'). In view of the
same, Members are requested to update their
KYC with their depositories (where shares are
held in dematerialized mode) and with the
Company'’s Registrar and Transfer Agent, M/s.
MUFG Intime India Private Limited (formerly
known as M/s. Link Intime India Private
Limited) (‘MUFG Intime’ or ‘RTA") (where shares
are held in physical mode) to receive dividend
directly into their bank account on the payout
date. Members may further refer, relevant
FAQs published by SEBI on its website at the

following

link:  www.sebi.gov.in/sebi_data/

fagfiles/jan-2026/1767611333081.pdf

RTA has implemented the following investor
initiatives as part of their continuous endeavour
to enhance investor servicing:

‘SWAYAM' is a secure, user-friendly
web-based application, that empowers
investors to  effortlessly access
various  services. Investors  are
requested to get registered on this

application which can be accessed at
swayam.in.mpms.mufg.com

° iDIA" is a Chatbot that utilizes
conversational technology to provide
investors with a round-the-clock intuitive
platform to ask questions and get
information about queries. Investors
may talk to iDIA by visiting RTA's website
at in.mpms.mufg.com.

° FAQs —-The FAQ section on the RTA's
website has very detailed answers to
probable investor queries. Please visit

web.in.mpms.mufg.com/fag.html to
find answers to your queries related to
securities.

Members may note that the Income-Tax Act,
2025 (the ‘IT Act’), mandates that dividends
paid or distributed by a company shall
be taxable in the hands of members. The
Company shall therefore be required to deduct
tax at source (‘TDS') at the time of making the
payment of final dividend. In order to enable
the Company to determine the appropriate TDS
rate as applicable, Members are requested to
submit relevant documents, as specified in
the below paragraphs, in accordance with the
provisions of the IT Act.

For resident shareholders, taxes shall be
deducted at source under Sections 393 and
397 of the IT Act as follows:

Members having valid
Permanent  Account
Number (‘PAN’)

10%" or as notified by the
Government of India

Members not having
PAN/Invalid PAN/PAN
not linked with Aadhaar
(Inoperative PAN)

20% or as notified by the
Government of India

*As per Section 262 of the IT Act, every person who has
been allotted a PAN and who is eligible to obtain Aadhaar,
shall intimate his/her Aadhaar number to the income-
tax authority in such form and manner, as prescribed. In
case of failure to comply with this, the PAN allotted shall
be deemed invalid/inoperative and, such person shall be
liable to all consequences under the IT Act and tax shall be
deducted at the higher rates as provided in Section 397 of
the IT Act, i.e. 20% of tax deduction at source.

However, no TDS shall be deducted on the
dividend payable to a resident individual if the
total dividend to be received by them during
FY26 does not exceed %10,000/- and also in
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cases, where Members provide Form 121,
subject to conditions specified in the IT Act.
Resident shareholders may also submit any
other document as prescribed under the IT Act
to claim a lower/nil withholding tax. PAN is
mandatory for Members providing Form 121 or
any other document as mentioned above.

For non-resident shareholders [including
Foreign Institutional Investors (Flls)/Foreign
Portfolio Investors (FPIs)], taxes shall be
deducted at source in accordance with the
provisions of Section 393 of the IT Act, at the
rates in force. Non-resident shareholders can
avail beneficial rates under tax treaty between
India and their country of tax residence,
subject to providing necessary documents i.e.
copy of PAN Card, if available, No Permanent
Establishment and Beneficial Ownership
Declaration, Tax Residency Certificate, Form
41, self-declaration fulfilling all conditions or
any other document which may be required to
avail the tax treaty benefits.

Members are requested to visit
www.infoedge.in/InvestorRelations/
Investor_Services_Tax for format of relevant
declaration(s), instructions and information on
this subject.

The aforesaid documents are
required to be uploaded at
https.//web.in.mpms.mufg.com/formsreg/submission-of-
Fom121-41.html on or before Thursday, August
13, 2026. Please note that the Company
will not accept any declaration/documents
sent on any e-mail address. Kindly use the
above link only for uploading tax-withholding
documents/declaration. No communication
would be accepted from Members after
Thursday, August 13, 2026 regarding tax-
withholding matters. Members may write to
dividend.tds@infoedge.com for any
clarifications on this subject.

The Company will issue soft copy of the
TDS certificate to its shareholders through
e-mail address registered with the Company/
MUFG Intime, post payment of the dividend.
Members can also check & download the
tax credit statement from the Income Tax
Department’s website from the following link
www.incometax.gov.in/iec/foportal [refer to
Form 168 (erstwhile Form 26AS)].

10.

11.

In case of joint holders attending the meeting,
only such joint holder who is higher in the order
of names will be entitled to vote.

All documents referred to in the Notice
along with Register of Directors and Key
Managerial Personnel and their Shareholding
maintained under Section 170 of the Act,
Register of Contracts and Arrangements in
which directors are interested maintained
under Section 189 of the Act and Certificate
from M/s. Chandrasekaran Associates,
Company Secretaries (‘Secretarial Auditors’)
with regard to the implementation of the
Company’s Employee Stock Option Schemes
in accordance with relevant resolutions
passed in the General Meeting and the
Securities and Exchange Board of India (Share
Based Employee Benefits) Regulations, 2014
which has been subsequently replaced by
the Securities and Exchange Board of India
(Share Based Employee Benefits and Sweat
Equity) Regulations, 2021, as amended from
time to time, will be available for inspection
in electronic mode during business hours
on a working day, up to the date of the AGM.
Members can inspect the same by sending an
e-mail to investors@naukri.com.

In accordance with Regulation 40 of the Listing
Regulations, as amended, any new transfer,
transmission or transposition requests for
securities shall be processed in demat/
electronic form only. Members holding shares
in physical form are advised to avail the facility
of dematerialization.

Pursuant to SEBI Circulars dated July 2, 2025
and January 30, 2026 read with SEBI Master
Circular issued to RTAs dated February 6,
2026, Members who had submitted transfer
deeds for physical shares before April 1, 2019,
and whose requests were rejected, returned,
or remained unprocessed due to deficiencies,
have been provided a special re-lodgement
window till February 4, 2027, to re-lodge the
transfer requests. Transfers would be approved
if all the requisite documents are in place.
Transfer of shares under this window will be
credited only in dematerialised form and will
carry a one-year lock-in period from the date of
transfer registration and such shares shall not
be transferred/lien-marked/pledged during the
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12.

13.

said lock-in period. Members are requested to
contact the Company or the RTA for assistance
in this regard.

Members holding shares in dematerialized
mode are requested to intimate all changes,
if any, with respect to their bank details,
mandate, nomination, power of attorney,
change of address, e-mail address, change
in name, etc. to their Depository Participant
(‘DP"). These changes will be automatically
reflected in the Company'’s records which will
help the Company to provide efficient and
better services to its Members. Members
holding shares in physical mode shall intimate
the said changes in the prescribed Form No.
ISR -1 and other relevant forms and supporting
documents. Further, Members may note that
SEBI has mandated the submission of PAN by
every participant in the securities market.

Effective April 1,2024, SEBI has mandated that
the shareholders, who hold shares in physical
mode and whose folios are not updated with
any of the KYC details [viz., (i) PAN (ii) Contact
Details (iii) Mobile Number (iv) Bank Account
Details and (v) Specimen Signature], shall not
be eligible to get dividend in electronic mode.
Accordingly, payment of dividend, subject to
approval of the Members at the AGM, shall be
paid to holders of physical shares only after
the above details are updated in their folios.
Pursuant to the above, the Company has sent
individual letters to all the shareholders holding
shares in physical form for furnishing their
PAN, KYC details, etc. Members are requested
to submit these details to the Company’s RTA

by using any one of the following modes for
submission:

a.  through ‘In Person Verification’ (IPV): by
producing the originals to the authorized
person of the RTA at MUFG Intime India
Private Limited, Noble Heights, 15t Floor,
Plot NH2 C-1 Block LSC, Near Savitri
Market, Janakpuri, New Delhi-110058,
who will retain copy(ies) of the
document(s).

b.  through Post: by furnishing hard copy
of self-attested photocopy(ies) of the
relevant document with date at aforesaid
address.

c.  through electronic mode with e-sign:

i. in case your e-mail is already
registered with the Company, you
may send the scanned copies
of your KYC documents with
e-sign at the dedicated e-mail-id:
kyc@in.mpms.mufg.com.  Kindly
mention the e-mail subject line as
‘KYC Updation - (Company Name) -
FolioNo !’

ii. Members can also upload KYC
documents with e-sign affixed on
the documents on RTA website
web.in.mpms.mufg.com/KYC/
index.html| using serial number
printed on the ‘KYC form’ overleaf.

Relevant formats for submitting the above-
mentioned details are available on the website
of the Company as detailed below:

Form for availing investor services to register PAN, e-mail address, bank details and Form ISR-1
other KYC details or changes/update thereof for securities held in physical mode

Confirmation of signature of securities holder by the Banker

Form ISR-2

For nomination as provided in the Rule 19(1) of the Companies (Share capital and Form SH-13

debenture) Rules, 2014

Declaration to opt out of nomination

Form ISR-3

Cancellation of nomination by the holder(s) (along with Form ISR-3)/Change of Form SH-14

Nominee

Form for requesting issue of duplicate share certificate and other service requests for Form ISR-4

shares held in physical form

The forms for updating the above details are available at: www.infoedge.in/InvestorRelations/

Investor_Services CS
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14.

15.

16.

17.

Members are requested to submit the
Nomination details to their DPs in case the
shares are held by them in electronic form
and to the RTA, in case the shares are held in
physical form.

To prevent fraudulent transactions, Members
are advised to exercise due diligence and
notify the Company of any change in address
or of staying abroad or demise of any Member
as soon as possible. Members are also advised
not to leave their de-mat account(s) dormant
for long. Periodic statement of holdings should
be obtained from the concerned DPs and
holdings should be verified from time to time.

Non-resident Indian  shareholders are
requested to inform about the following to the
Company or its RTA or the concerned DR, as the
case may be, immediately of:

a. the change in the residential status on
return to India for permanent settlement.

b.  the particulars of the NRE Account with a
Bank in India, if not furnished earlier.

Those Members who have so far not encashed
theirdividend warrants for the below mentioned
financial years, may claim or approach the
Company for the payment thereof, as the same
shall be transferred to the ‘Investor Education
and Protection Fund’' (IEPF) of the Central
Government pursuant to Section 125 of the Act,
after the respective dates mentioned against
thereof. Kindly note that after such transfer,
the Members will be entitled to claim such
dividend from IEPF authority by following the
procedure set out hereinbelow in this Notice.

Date on which
unpaid/ unclaimed
dividend become
due for transfer to

Financial Year Ended

IEPF
31.03.2019 13.09.2026
31.03.2020(1) 16.12.2026
31.03.2020(1)(Second) 16.03.2027
31.03.2021(1) 16.07.2028
31.03.2022(1) 10.02.2029
31.03.2022 27.09.2029
31.03.2023(1) 13.12.2029
31.03.2023 26.09.2030
31.03.2024(1) 12.12.2030
31.03.2024 01.10.2031
31.03.2025() 10.12.2031
31.03.2025 26.09.2032
31.03.2026(1) 16.12.2032
31.03.2026(]) (Second) 17.03.2033

18.

Attention of the Members is drawn to the
provisions of Section 124(6) of the Act, which
mandates that a company shall transfer, in the
name of IEPF Authority, all shares in respect of
which dividend has not been paid or claimed
for 7 (Seven) consecutive years or more. In
accordance with the aforesaid provision of
the Act read with the Investor Education and
Protection Fund Authority (Accounting, Audit,
Transfer and Refund) Rules, 2016, as amended,
the Company, having adhered to the prescribed
procedure stipulated therein, transferred all
shares in respect of which dividend declared
was not paid or claimed by the Members
for 7 (Seven) consecutive years or more.
Members are advised to visit the web-link:
www.infoedge.in/InvestorRelations/IR_
Unpaid_Unclaimed to ascertain details of
shares so transferred in the name of IEPF
Authority.

To claim the shares transferred to IEPF
Authority, the claimant Member is required
to file the web based Form IEPF-5 from
www.mca.gov.in. After filing of the said Form
online, the claimant is required to send the
duly filled e-form with his signature along with
other required annexures to the RTA or the
Company at its registered office address in
an envelope marked as ‘Claim for refund from
IEPF Authority’ for initiating the verification
for claim. The Nodal Officer of the Company
shall verify the documents and send its report
to the IEPF Authority, which shall upon due
satisfaction transfer the shares to the account
of the claimant Member.

Further, details of the unpaid/unclaimed
dividend (interim & final) transferred to
the ‘Unclaimed Dividend Account’ are
uploaded on the website of the Company at
www.infoedge.in/InvestorRelations/IR_
Unpaid_Unclaimed. Members willing to claim
dividend that remain unclaimed are requested
to correspond with the RTA or the Company.

Process for dispatch of Annual Report and
registration of e-mail address for obtaining
copy of Annual Report:

In compliance with the aforementioned
Circulars, Notice of the AGM along with the
Annual Report for FY26 is being sent only
through electronic mode to those Members
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whose e-mail addresses are registered with
the Company/DP. Members may note that
the Notice and Annual Report for FY26 will
also be available on the Company's website
www.infoedge.in, websites of the Stock
Exchanges i.e. BSE Limited and National
Stock Exchange of India Limited at
www.bseindia.com and www.nseindia.com,
respectively, and on the website of NSDL
www.evoting.nsdl.com. Additionally, in
accordance with Regulation 36(1)(b) of the
Listing Regulations, the Company is also
sending a letter to Members whose e-mail
ids are not registered with Company/RTA/
DP providing the web-link and QR code of
Company’'s website from where the Annual
Report for FY26 canbe accessed. The Members
of the Company are requested to send their
request for registration of e-mail address by
following the procedure given below for the
purpose of receiving the AGM Notice along
with Annual Report for FY26.

° Registration of e-mail address for
Members holding shares in physical
form:

The Members may get their e-mail
addresses  registered/updated  with
RTA, by submitting Form ISR-1 and
ISR-2 along with relevant documents
with the Company's RTA which
are available on their website at
in.mpms.mufg.com > Resources >
Downloads - KYC - Formats for KYC
and on the website of the Company at:
www.infoedge.in/InvestorRelations/
Investor_Services_CS. To know more
about registration process, please
visit the website of RTA at
web.in.mpms.mufg.com/KYC/index.
html.

° For Permanent Registration of e-mail
addresses for Members holding shares
in demat form:

It is clarified that for permanent
registration of e-mail address, the
Members are requested to register their
e-mail addresses, in respect of demat
holdings with the respective Depository
Participant by following the procedure
prescribed by the Depository Participant.

19.

20.

Those Members who have already
registered their e-mail addresses are
requested to keep their e-mail addresses
validated with their DPs/RTA to enable

servicing of communication and
documents electronically.

Registering e-mail address will help
in better communication between

the Company and the Member, as an
esteemed stakeholder and importantly
will reduce use of paper, thereby
contributing towards green environment.

However, a Member is also entitled
for getting the hard copy of the
Notice along-with  Annual Report
upon making a request via e-mail to
investors@naukri.com or to the RTA at
investor.helpdesk@in.mpms.mufg.com.

Procedure for joining the AGM through VC/
OAVM:

NSDL will be providing facility for voting
through Remote E-Voting, for participation
through VC/OAVM facility and E-Voting during
the AGM.

The Members can join the AGM in the VC/
OAVM mode 15 minutes before the scheduled
time of the commencement of the AGM by
following the procedure as mentioned in
the Notice. The facility of participation at
the AGM through VC/OAVM will be made
available for 1,000 members on first-come-
first-served basis. This will not include large
shareholders (shareholders holding 2% or
more shareholding), Promoters, Institutional
Investors, Directors, Key Managerial
Personnel, the respective Chairperson of the
Audit Committee, Nomination & Remuneration
Committee and Stakeholders’ Relationship
Committee, Auditors etc. who are allowed to
attend the AGM without restriction on account
of first-come-first-served basis.

Procedure to raise questions/seek
clarifications with respect to Annual Report at
the AGM:

Members can submit their questions
in advance from their registered e-mail
address, mentioning their name, DP ID and
Client ID number/folio number and mobile
number, to the Company’s e-mail address i.e.
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21.

investors@naukri.com atleast 48 hours in
advance before the start of the AGM i.e. by
Sunday, August 23, 2026, 5.30 PM. IST. The
Company will endeavour to address the queries
received from Members during the AGM or
respond to them appropriately.

Further, the Members intending to require
information about financial statements to be
explained at the AGM are requested to write to
the Company at least 10 (Ten) days in advance
of the AGM at investors@naukri.com i.e. by
Friday, August 14, 2026.

The Members, who would like to ask questions
during the AGM, need to register themselves
as a speaker by sending their request from
their registered e-mail address mentioning
their name, DP ID and Client ID number/folio
number and mobile number. The request
shall reach the Company’s e-mail address i.e.
investors@naukri.com atleast 48 hours in
advance before the start of the AGM i.e.
by Sunday, August 23, 2026, 5:30 PM. IST.
The Company will endeavour to provide an
opportunity to the registered speakers to
express their views or ask questions during the
AGM, subject to availability of time.

The Company reserves the right to restrict the
number of questions and number of speakers,
depending on the availability of time for the
AGM.

Voting through electronic means:

All the Members of the Company including
retail individual investors, institutional
investors, etc. are encouraged to attend and
vote in the AGM to be held through VC/OAVM.

l. In compliance with the provisions of
Section 108 of the Act read with Rule
20 of the Companies (Management
and Administration) Rules, 2014
and Regulation 44 of the Listing
Regulations (including any statutory
modification(s) and/or re-enactment(s)
thereof, for the time being in force),
SS-2 and the applicable Circulars, the
Members are provided with the facility
to cast their votes by electronic means
through the Remote E-Voting platform
provided by the NSDL. The Remote
E-Voting period will commence on
Friday, August 21, 2026, at 09:00 A.M.

IST and will end on Monday, August
24, 2026, at 05:00 PM. IST. During
this period, Members of the Company,
holding shares either in physical form or
in dematerialized form, as on the cut-off
date of Tuesday, August 18, 2026, may
cast their vote through Remote E-Voting.
The Remote E-Voting module will be
disabled by NSDL for voting thereafter.
The Remote E-Voting shall not be allowed
beyond the said date and time. Once
the vote on a resolution is cast by the
Member, the Member shall not be allowed
to change it subsequently. The manner of
Remote E-Voting by Members is provided
in the ‘Instructions for Remote E-Voting’
section which forms part of this Notice.

The Members can also update their
mobile number and e-mail address
in the user profile details of the folio,
which may be used for sending future
communication(s).

The voting rights of Members shall be in
proportion to their share of the paid-up
equity share capital of the Company as
on the cut-off date of Tuesday, August 18,
2026. Any person who is not a Member
as on the cut-off date should treat the
Notice for information purpose only.

The Members who have cast their votes
by Remote E-Voting prior to the AGM
may also attend/participate in the AGM
through VC/OAVM, but they shall not be
entitled to cast their vote again in the
AGM.

The Scrutinizer shall, immediately after
the conclusion of the E-Voting at the AGM
unblock the votes cast through Remote
E-Voting and E-Voting at the AGM and
submit a consolidated Scrutinizer's
Report of the votes cast in favour or
against, if any, not later than 2 working
days in terms of the Listing Regulations
or 3 days in terms of the Act, whichever is
earlier, from the conclusion of the AGM,
to the Chairman of the Board or any
other Director/person duly authorized by
him in writing, who shall countersign the
same & declare the results of the voting
forthwith.
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22.

23.

Any person who becomes a Member of the
Company after dispatch of the Notice of the
AGM and holding shares as on the cut-off date
i.e. Tuesday, August 18, 2026, can obtain user-
ID & password by sending arequest at evoting@
nsdl.com or at evoting@naukri.com. However,
if the Members are already registered with
NSDL for Remote E-Voting, then they can use
their existing user ID & password for casting
their vote. If they forgot their password, they
can reset their password by using ‘Forgot User
Details/Password?’ or ‘Physical User Reset
Password?’ option available on www.evoting.
nsdl.com. Individual Shareholders holding
securities in demat mode, may follow steps
mentioned in the Notice of the AGM under
‘Access to NSDL E-Voting system'.

Mr. Rupesh Agarwal (Membership No. A16302),
Managing Partner, failing him, Mr. Shashikant
Tiwari (Membership No. F11919), Partner,
failing him, Mr. Mohit Varshney (Membership
No. A60762), Partner, M/s. Chandrasekaran
Associates, Company Secretaries have been
appointed as the Scrutinizer to scrutinize
the voting process i.e. Remote E-Voting and

24.

25.

E-Voting at the AGM in a fair and transparent
manner.

The Chairman shall, at the AGM, at the end of
discussion on the resolutions on which voting
is to be held, allow voting with the assistance
of Scrutinizer, by use of electronic voting for all
those Members who are present and eligible to
vote at the AGM but have not cast their votes
by availing the Remote E-Voting facility.

The voting results shall be declared after
the AGM of the Company within the above
stipulated time. The voting results declared
along with the consolidated Scrutinizer's
Report shall be placed at the Registered/
Corporate Office. Also, the same will be
disseminated on the Company’'s website at
www.infoedge.in and on the website of NSDL
at www.evoting.nsdl.com and communicated
to the Stock Exchanges where the shares of
the Company are listed i.e., BSE Limited and
the National Stock Exchange of India Limited
at www.bseindia.com and www.nseindia.com,
respectively.
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EXPLANATORY STATEMENT
PURSUANT TO SECTION 102(1) OF THE COMPANIES ACT, 2013

Item No. 4

Pursuant to Section 143(8) of the Companies Act,
2013 (the ‘Act’), read with the Companies (Audit
and Auditors) Rules, 2014, where a company has a
branch office, the accounts of that office shall be
audited either by the auditor of the company or by
any other person qualified for appointment as an
auditor of the company, or where the branch office
is situated in a country outside India, the accounts
of the branch office shall be audited either by the
company'’s auditor or by an accountant or any other
person duly qualified to act as an auditor of the
accounts of the branch office in accordance with the
laws of that country.

In order to meet the requirements of appointing
Branch Auditors under the local laws of the country
where the branch offices of the Company are
situated viz. Riyadh, Qatar, Bahrain, Abu Dhabi and
Dubai - DIC & Mainland, or any other branch office(s)
which may be opened/acquired hereafter, approval
of the Members is proposed to be sought in the
ensuing Annual General Meeting in accordance with
the provisions of Section 143 of the Act, in terms of
the Resolution at Item no. 4 of the accompanying
Notice.

Details of the Branch Auditors proposed to
be appointed for auditing the accounts of the
existing branch offices of the Company are given
below:

S. Branch Name Audit Firm Accounting  Fees paid for Fees paid /
No. Period FY25/CY25 payable for
FY26/CY26
1. Riyadh AlKharashi & Co. (Mazars) Financial Year ~ SAR 58,500 SAR 60,500
2. Qatar Ahmed Tawfik & Co. (Mazars) Financial Year QAR 11,000 QAR 11,000
3. Bahrain Moore Stephens Calendar Year BHD 530 BHD 530
4. Abu Dhabi Jaxa Chartered Accountants  Financial Year ~ AED 7,500 AED 7,500
5. Dubai-DIC Jaxa Chartered Accountants  Financial Year ~ AED 7,500 AED 7,500
6. Dubai-Mainland Jaxa Chartered Accountants  Financial Year ~ AED 7,500 AED 7,500

Note: Amount of fees given above is inclusive of fees for filing tax returns and exclusive of taxes.

The Members are requested to authorize the Board of
Directors of the Company (including its Committees),
to finalise the terms and conditions of appointment
of above audit firm(s) or any other auditor firm(s) to
conduct the audit of books of accounts of Branch
Office(s) of the Company, in terms of the Resolution
at Iltem No. 4 of the accompanying Notice, including
audit fees payable for FY27/CY27, which shall not
exceed increase of 20% over the audit fees paid/
payable to such firms for FY26/CY26, as given
hereinabove.

The Board recommends the resolution set out at
Item No. 4 of the Notice for approval by the Members
of the Company as an Ordinary Resolution.

None of the Directors or Key Managerial Personnel
of the Company or their relatives are, in any way,
concerned or interested, financially or otherwise, in
the resolution set out at Item No. 4 of the Notice.

Item No. 5

The Board of Directors of the Company, based on the
recommendation of the Nomination & Remuneration
Committee of the Company, at its meeting held
on June 8, 2026, appointed Ms. Radha Rajappa
(DIN: 08530439), as an Additional Director on the
Board of the Company effective June 9, 2026, to
be designated as a Non-Executive, Independent
Director, in accordance with Section 161(1) of the
Companies Act, 2013 (the ‘Act’) for a term of 5 (five)
consecutive years, w.e.f. June 9, 2026 to June 8,
2031 (both days inclusive), not liable to retire by
rotation, subject to approval of the Members by way
of a Special Resolution.

The Company has received notice in writing from a
Member under Section 160 of the Act proposing the
candidature of Ms. Radha Rajappa for the office of
Director of the Company.
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Ms. Radha Rajappa has submitted a consent to
act as a Director in prescribed Form DIR-2 and
disclosure of interest in prescribed Form MBP-1.
She has confirmed that she is neither disqualified
from being appointed as a Director under Section
164 of the Act nor debarred from holding the office
of Director by virtue of any order of SEBI, the MCA
or any other statutory authority.

Ms. Radha Rajappa has also submitted a
declaration to the Company to the effect that she
meets the criteria of Independence as provided
under Section 149(6) of the Act along with the Rules
made thereunder and provisions of the Securities
and Exchange Board of India (Listing Obligations &
Disclosure Requirements) Regulations, 2015 (the
‘Listing Regulations’). Further, Ms. Radha Rajappa
has confirmed that in terms of Regulation 25(8)
of Listing Regulations, she is not aware of any
circumstance or situation, which exists or may
be reasonably anticipated, that could impair or
impact her ability to discharge her duties with an
objective independent judgement and without any
external influence as an Independent Director of
the Company.

Ms. Radha Rajappa has also confirmed her
compliance with the provisions of Rules 6(1)
and 6(2) of the Companies (Appointment and
Qualifications of Directors) Rules, 2014, with
respect to her registration with the data bank of
Independent Directors maintained by the Indian
Institute of Corporate Affairs.

The Board is of the opinion that
Ms. Radha Rajappa’s skills, expertise, background
and experience are aligned to the role and
capabilities identified by the Nomination &
Remuneration Committee and that Ms. Radha
Rajappa is eligible for appointment as a Non-
Executive, Independent Director. The Board is
satisfied that the appointment of Ms. Radha
Rajappa is justified due to the following reasons:

e Sheis an entrepreneurial business leader with
over three decades in executive leadership
roles in the technology industry.

e She has extensive expertise in digital
transformation, IT products, and the adoption
of emerging technologies, including Artificial
Intelligence (Al) and Cloud.

¢ She has experience in consulting with firms
in the private equity and technology space on
strategy, market acceleration, value creation
and digital transformation.

e Experience of serving on the boards of Indian
listed companies bringing strong governance,
strategic oversight and business leadership
capabilities.

In the opinion of the Board, Ms. Radha Rajappa is a
person of integrity and fulfills the conditions specified
under the Act read with Rules made thereunder and
the Listing Regulations for her appointment as a Non-
Executive, Independent Director of the Company, and
is independent of the Management. The Board is of
the view that her rich experience and expertise will
immensely benefit the Company and recommends
her appointment as a Non-Executive, Independent
Director.

Requisite information/disclosure including
brief profile/experience etc. of the appointee
as required under Regulation 36 of the Listing
Regulations read with Secretarial Standard on
General Meetings (‘SS-2'), issued by the Institute
of Company Secretaries of India are available
in Annexure-A to the Notice and detailed profile
is available on the website of the Company at
www.infoedge.in/About/BoardOfDirectors.

Copies of the relevant documents pertaining to
this Special Resolution at Iltem No. 5 are open for
inspection by the Members and the same shall be
made available for inspection in electronic form
during business hours on a working day, upto the
date of the Annual General Meeting. Any Member
interested in obtaining such information may write
to the Company Secretary at investors@naukri.com
and the same will be furnished on request.

The terms and conditions of appointment of the
Independent Directors are uploaded on the website
of the Company at www.infoedge.in/pdfs/terms-
and-conditions-of-appointment-of-independent-
directors.pdf and are available for inspection.

The Board recommends the resolution set out at
Item No. 5 of the Notice for approval by the Members
of the Company as a Special Resolution.

Ms. Radha Rajappa is interested in the resolution set
out at Item No. 5 of this Notice with regard to her
appointment. The relatives of Ms. Radha Rajappa
may be deemed to be interested in the said resolution
to the extent of their shareholding interest, if any, in
the Company. Save and except the above, none of
the other Directors or Key Managerial Personnel
of the Company or their relatives are, in any way,
concerned or interested, financially or otherwise, in
the resolution.
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Item No. 6

The Board of Directors of the Company, based on the
recommendation of the Nomination & Remuneration
Committee of the Company, at its meeting held
on June 8, 2026, appointed Mr. Rajesh Magow
(DIN: 00195044), as an Additional Director on the
Board of the Company effective June 9, 2026, to
be designated as a Non-Executive, Independent
Director, in accordance with Section 161(1) of the
Companies Act, 2013 (the ‘Act’) for a term of 5 (five)
consecutive years, w.e.f. June 9, 2026 to June 8,
2031 (both days inclusive), not liable to retire by
rotation, subject to approval of the Members by way
of a Special Resolution.

The Company has received notice in writing from a
Member under Section 160 of the Act proposing the
candidature of Mr. Rajesh Magow for the office of
Director of the Company.

Mr. Rajesh Magow has submitted a consent to act as
a Director in prescribed Form DIR-2 and disclosure of
interest in prescribed Form MBP-1. He has confirmed
that he is neither disqualified from being appointed
as a Director under Section 164 of the Act nor
debarred from holding the office of Director by virtue
of any order of SEBI, the MCA or any other statutory
authority.

Mr. Rajesh Magow has also submitted a declaration
tothe Company to the effect that he meets the criteria
of Independence as provided under Section 149(6)
of the Act along with the Rules made thereunder and
provisions of Securities and Exchange Board of India
(Listing Obligations & Disclosure Requirements)
Regulations, 2015 (the ‘Listing Regulations’). Further,
Mr. Rajesh Magow has confirmed that in terms of
Regulation 25(8) of Listing Regulations, he is not
aware of any circumstance or situation, which exists
or may be reasonably anticipated, that could impair
or impact his ability to discharge his duties with an
objective independent judgement and without any
external influence as an Independent Director of the
Company.

Mr. Rajesh Magow has also confirmed his
compliance with the provisions of Rules 6(1)
and 6(2) of the Companies (Appointment and
Qualifications of Directors) Rules, 2014, with respect
to his registration with the data bank of Independent
Directors maintained by the Indian Institute of
Corporate Affairs.

The Board is of the opinion that Mr. Rajesh Magow's
skills, expertise, background and experience are
aligned to the role and capabilities identified by the
Nomination & Remuneration Committee and that
Mr. Rajesh Magow is eligible for appointment as a
Non-Executive, Independent Director. The Board is
satisfied that the appointment of Mr. Rajesh Magow
is justified due to the following reasons:

* Hehasthree decades of professional experience
in finance, operations, strategy and business
leadership.

e He has immense experience in technology
industry, leading various businesses, driving
digital transformation initiatives and leveraging
technology to create disproportionate value for
customers.

e He has successfully led technology-driven
businesses through periods of growth and
transformation.

e He has practical wisdom, sound judgement,
financial acumen and extensive leadership
experience.

In the opinion of the Board, Mr. Rajesh Magow is a
person of integrity and fulfills the conditions specified
under the Act read with Rules made thereunder and
the Listing Regulations for his appointment as a Non-
Executive, Independent Director of the Company, and
is independent of the Management. The Board is of
the view that his rich experience and expertise will
immensely benefit the Company and recommends
his appointment as a Non-Executive, Independent
Director.

Requisite information/disclosure including
brief profile/experience etc. of the appointee
as required under Regulation 36 of the Listing
Regulations read with Secretarial Standard on
General Meetings ('SS-2'), issued by the Institute
of Company Secretaries of India are available
in Annexure-A to the Notice and detailed profile
is available on the website of the Company at
www.infoedge.in/About/BoardOfDirectors.

Copies of the relevant documents pertaining to
this Special Resolution at Item No. 6 are open for
inspection by the Members and the same shall be
so made available for inspection in electronic form
during business hours on a working day, upto the
date of the Annual General Meeting. Any Member
interested in obtaining such information may write
to the Company Secretary at investors@naukri.com
and the same will be furnished on request.
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The terms and conditions of appointment
of the Independent Directors are uploaded
on the website of the Company at

www.infoedge.in/pdfs/terms-and-conditions-of-
appointment-of-independent-directors.pdf and are
available for inspection.

The Board recommends the resolution set out at
Item No. 6 of the Notice for approval by the Members
of the Company as a Special Resolution.

Mr. Rajesh Magow is interested in the resolution set
out at Item No. 6 of this Notice with regard to his
appointment. The relatives of Mr. Rajesh Magow may
be deemed to be interested in the said resolution to

the extent of their shareholding interest, if any, in
the Company. Save and except the above, none of
the other Directors or Key Managerial Personnel
of the Company or their relatives are, in any way,
concerned or interested, financially or otherwise, in
the resolution.

By Order of the Board
for Info Edge (India) Ltd.

Sd/-

Jaya Bhatia

Company Secretary

& Compliance Officer
Membership No: A33211

Place: Noida
Date: June 8, 2026
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Annexure-A
Details of the Directors seeking appointment/re-appointment at the Annual General Meeting

[Pursuant to Regulation 36 of the Securities and Exchange Board of India (Listing Obligations & Disclosure

Requirements) Regulations, 2015 and Secretarial Standard on General Meetings (SS-2) issued by the Institute of

(Iltem Nos. 3, 5 and 6)

Company Secretaries of India]

Name of the Director

Mr. Kapil Kapoor

Ms. Radha Rajappa

Mr. Rajesh Magow

Director Identification Number 00178966

08530439

00195044

(DIN)
Designation Non-Executive Chairman Additional Director Additional Director
Category Non-Executive Director Non-Executive, Independent  Non-Executive, Independent

(Non-Promoter)

Director

Director

Date of Birth (Age in years)

August 6, 1964 (61)

November 29, 1966 (59)

October 20, 1968 (57)

Nationality Indian Indian Indian
Date of First Appointment on October 1, 2002 June 9, 2026 June 9, 2026
the Board
Qualification A Degree in Bachelor of A Degree in Electronics Chartered Accountant
Arts (Economics) from the and Communications
University of Delhi and a Engineering and a
Post Graduate Diploma Management Degree from
in Management (PGDM) the Indian Institute of

from the Indian Institute of
Management, Ahmedabad.

Management, Bangalore.

Experience and expertise in

Specific Functional Area

Mr. Kapoor has extensive
Managerial and Strategic
Planning experience.

Ms. Rajappa has extensive
experience in executive
leadership roles in the
technology industry.

Mr. Magow has extensive
professional  experience
across finance, operations,

Brief Profile

Mr. Kapil Kapoor started
his  professional career
in 1987 with Nestlé India
Limited. He later worked
with Bausch & Lomb, where
he was part of the start-up
team that launched RayBan
Sunglasses and the Bausch
& Lomb vision care range in
India. He subsequently went
on to manage the overseas
marketing territories  of
Russia, Ukraine and East
Africa in addition to the
SAARC region. In 1996,
Mr. Kapoor relocated to
Thailand as the Managing
Director for Bausch & Lomb,
Thailand and Commercial
Director for South East Asia
and the SAARC region.

Mr. Kapoor then joined
Timex Group and was
Chairman and Managing
Director of the publicly
held Timex Group India
Limited from October 2000
onwards. He also managed
the Asia Pacific region
for the Group from 2003
and eventually went onto
become the Global Chief
Operating Officer of Timex
Group, USA from 2009 until

Ms. Radha Rajappa is an
entrepreneurial  business
leader with over three
decades in  executive
leadership roles in the
technology industry.
She has successfully
incubated, led and hyper-
scaled several Digital and

Technology  businesses
during her 16 years'
stint at Mindtree. She

has worked with global
technology giants |IBM
and Microsoft, during their
respective transformative
years, helping customers

navigate the rapidly
evolving technological
waves.

Currently, she is deeply
involved in

early-stage
Tech startups helping
them navigate the
constantly changing

paradigms of business. As
the executive chairperson
of the Industrial Al startup
Flutura, she catalyzed a
prestigious and deeply
valued exit to Accenture.

strategy and business
leadership.

Mr. Rajesh Magow is the
Co-Founder and Group
Chief Executive Officer
of MakeMyTrip, India’s
leading  online  travel
company, with extensive
professional  experience

across finance, operations,
strategy and business
leadership. He  brings
experience in information
technology and
e-commerce industries. He
has been associated with
MakeMyTrip since 2006
and has been responsible
for overseeing strategic
direction,  spearheading
growth and shaping long
term vision across its
portfolio. Prior to joining
MakeMyTrip, he was
associated with Aptech
Computer Education,
Technovate Data and
Services Private Limited,
a wholly-owned subsidiary
of eBookers.com, and
Voltas Limited.

Mr. Rajesh Magow has
been the chair of the FICCI
Committee on Tourism for
2025-2026 and has also
been elected as governing
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Name of the Director

Mr. Kapil Kapoor

Ms. Radha Rajappa

Mr. Rajesh Magow

2013. Mr. Kapoor is the
founder and trustee of
Ashoka University. He is
also an angel investor
across different sectors
and geographies. He has
also been an announcer
with All India Radio in his
student years.

Ms. Rajappa is also an
Executive Coach helping
professionals sharpen their
innate potential to deal with
change and realize their
true potential. Ms. Rajappa
serves as an independent
director on the boards of
Zensar Technologies, Bata
India and Kfintech. She
is also a director on the
board of Vunet Systems, a
deep tech startup creating
a new business category

councilmember of Internet
and Mobile Association of
India (IAMAI) for the term
2025-2027.

Mr. Magow has received
multiple industry awards,
including the Ernst &
Young Entrepreneur of
the Year-Services (2024),
Times Now India’s
Impactful CEO (2024), The
Economic Times Human
Capital Awards as the

of  Business  Journey People-Focused CEO of
Observability. the Year (2023), and ET
Retail eDNA E-commerce
Leader of the Year (2023).
Skills and capabilities NA. Applicable only for Please refer the Please refer the
required for the role and the Independent Directors. Explanatory Statement. Explanatory Statement.
manner in which Director
meets such requirements
Terms & Conditions of Mr. Kapoor is the Chairman Appointment as an Appointment as an
appointment/re-appointment of the Board and a Non- Independent Director Independent Director

including remuneration
sought to be paid

Executive Director of the
Company, liable to retire by
rotation.

He is eligible for receiving
sitting fees for attending
Meetings of the Board
and its Committees, of
which he is a member/
chairman in accordance
with the provisions of the
Companies Act, 2013 (the
‘Act’). He is also eligible
to receive commission,
as may be determined
by the Board, within the
aggregate limit of 1% (one
percent) of the net profits
of the Company for each
financial year, calculated
in accordance with Section
198 of the Act. However,
Mr. Kapoor has not drawn
any commission till date,
in line with the Company's
Remuneration Policy.

for a period of 5 (five)
consecutive years
commencing from June 9,
2026 up to June 8, 2031
(both days inclusive). The
terms & conditions of
her appointment shall be
governed by the Letter of
appointment.

Ms. Rajappa shall
be eligible to receive
remuneration as approved
by the Members in their
meeting held on August
25, 2025 or as may be
determined by the Board/
Members from time to time,
in line with the Company's
Remuneration Policy.

for a period of 5 (five)
consecutive years
commencing from June
9, 2026 up to June 8, 2031
(both days inclusive). The
terms & conditions of his
appointment including
remuneration shall be
governed by the Letter of
appointment.

Mr. Magow  shall be
eligible to receive
remuneration as approved
by the Members in their
meeting held on August
25, 2025 or as may be
determined by the Board/
Members from time to
time, in line with the
Company’s Remuneration
Policy.

Remuneration Last Drawn

Please refer Report on
Corporate Governance for
details.

Not Applicable*

Not Applicable*

Relationship  with other None None None
Directors/Manager/KMP

No. of Shares held in 11,555,795 equity shares  Nil Nil
the Company including

shareholding as a beneficial
owner as on date of this
Notice

No. of Board Meetings
attended during FY26, out
of total 19 (Nineteen) Board
Meetings held during FY26

19 (Nineteen)

Not Applicable*

Not Applicable*
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Name of the Director

Mr. Kapil Kapoor

Ms. Radha Rajappa

Mr. Rajesh Magow

Chairmanship/ membership
of the Committee(s) of the
Board of the Company as on
the date of this Notice

* Nomination &
Remuneration
Committee (Member)

¢ Stakeholders’
Relationship Committee
(Member)

None

None

Other board membership
as on the date of this Notice

Listed Company:
¢ Niyogin Fintech Limited
Unlisted Companies:

* |nternational Foundation
for Research and
Education

* Smartweb Internet
Services Limited

Listed Companies:

* Bata India Limited

* Zensar Technologies
Limited

¢ KFin Technologies
Limited

Unlisted Company:

* Vunet Systems Private
Limited

Foreign Companies:

® Zensar Technologies Inc.

e Zensar Technologies
(UK) Limited

Listed Foreign Company:

* MakeMyTrip Limited

Chairmanship/ membership

of Committee(s) of the other
Boards as on the date of this
Notice

Niyogin Fintech Limited:

Bata India Limited:

¢ Nomination &
Remuneration Committee
(Chairman)

e Audit Committee
(Member)

e Stakeholders’
Relationship Committee
(Member)

¢ Audit Committee (Member)

¢ Stakeholders’
Relationship Committee
(Member)

* Nomination &
Remuneration Committee
(Chairperson)

* Risk & Compliance
Management Committee
(Member)

¢ Technology Committee
(Chairperson)

Zensar Technologies

Limited:

* Risk Management
Committee (Chairperson)

* Nomination &
Remuneration Committee
(Member)

® Sustainability and CSR
Committee (Member)

* Merger and Acquisition
Committee (Member)

KFin Technologies Limited:

* Audit Committee
(Member)

* Corporate Social
Responsibility Committee
(Chairperson)

* [T Strategy Committee
(Member)

* Committee of Independent

Independent Directors
(Member)

Nil

Listed entities from which the
person has resigned in the
past 3 (three) years

None

None

None

* The appointment of Ms. Radha Rajappa and Mr. Rajesh Magow is effective from June 9, 2026.
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The Instructions for Remote E-Voting are as under:

The way to vote electronically on NSDL E-Voting
system consists of ‘Two Steps’ which are mentioned
below:

Step 1: Access to NSDL E-Voting system

Companies, individual shareholders holding
securities in demat mode are allowed to vote
through their demat account maintained with
Depositories and Depository Participants.
Shareholders are advised to update their mobile

A) Login method for E-Voting and joining virtual number and e-mail Id in their demat accounts
meeting for Individual shareholders holding to access E-Voting facility.
securities in demat mode Login method for individual shareholders holding
In terms of SEBI circular dated December 9, securities in demat mode is given below:
2020 on E-Voting facility provided by Listed

Type of shareholders Login Method

Individual Shareholders

1. For OTP based login you can click on https://eservices.nsdl.com/SecureWeb/

holding securities in
demat mode with NSDL.

. If you are not registered for IDeAS e-Services, option to register is available

4. Visit the E-Voting website of NSDL. Open web browser by typing the following

. Shareholders/Members can also download NSDL mobile app “NSDL

evoting/evotinglogin.jsp. You will have to enter your 8-digit DP ID, 8-digit
Client ID, PAN, Verification code and generate OTP. Enter the OTP received
on registered e-mail id/mobile number and click on login. After successful
authentication, you will be redirected to NSDL Depository site wherein you
can see E-Voting page. Click on company name or E-Voting service provider
i.e. NSDL and you will be redirected to E-Voting website of NSDL for casting
your vote during the remote E-Voting period or joining virtual meeting & voting
during the meeting.

Existing IDeAS user can visit the e-Services website of NSDL Viz.
eservices.nsdl.com either on a personal computer or on a mobile. On the
e-Services home page click on the “Beneficial Owner” icon under “Login”
which is available under ‘IDeAS’ section, this will prompt you to enter your
existing User ID and Password. After successful authentication, you will be
able to see E-Voting services under Value added services. Click on “Access to
E-Voting” under E-Voting services and you will be able to see E-Voting page.
Click on company name or E-Voting service provider i.e. NSDL and you will
be re-directed to E-Voting website of NSDL for casting your vote during the
remote E-Voting period or joining virtual meeting & voting during the meeting.

at eservices.nsdl.com. Select “Register Online for IDeAS Portal” or click at
eservices.nsdl.com/SecureWeb/IdeasDirectReg.jsp

URL: www.evoting.nsdl.com either on a personal computer or on a mobile.
Once the home page of E-Voting system is launched, click on the icon “Login”
which is available under ‘Shareholder/ Member’ section. A new screen will
open. You will have to enter your User ID (i.e. your sixteen digit demat account
number hold with NSDL), Password/OTP and a Verification Code as shown
on the screen. After successful authentication, you will be redirected to NSDL
Depository site wherein you can see E-Voting page. Click on company name
or E-Voting service provider i.e. NSDL and you will be redirected to E-Voting
website of NSDL for casting your vote during the remote E-Voting period or
joining virtual meeting & voting during the meeting.

Speede” facility by scanning the QR code mentioned below for seamless voting
experience.

NSDL Mobile App is available on

.’ App Store ' Google Play
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Individual Shareholders
holding securities in
demat mode with CDSL

—_

. Users who have opted for CDSL Easi/Easiest facility, can login through their

existing user id and password. Option will be made available to reach E-Voting
page without any further authentication. The users to login Easi/Easiest are
requested to visit CDSL website www.cdslindia.com and click on login icon
& My Easi New (Token) Tab and then use your existing my easi username &
password.

After successful login the Easi/Easiest user will be able to see the E-Voting
option for eligible companies where the e-voting is in progress as per the
information provided by Company. On clicking the evoting option, the user
will be able to see E-Voting page of the E-Voting service provider for casting
your vote during the remote E-Voting period or joining virtual meeting & voting
during the meeting. Additionally, there are also links provided to access the
system of all E-Voting Service Providers, so that the user can visit the E-Voting
service providers’ website directly.

If the user is not registered for Easi/Easiest, option to register is available at
CDSLs website www.cdslindia.com and click on login & My Easi New (Token)
Tab and then click on registration option.

Alternatively, the user can directly access E-Voting page by providing
Demat Account Number and PAN from E-Voting link available on
www.cdslindia.com home page. The system will authenticate the user by
sending OTP on registered mobile & e-mail as recorded in the Demat Account.
After successful authentication, user will be able to see the E-Voting option
where the e-voting is in progress and able to directly access the system of all
E-Voting service providers.

Individual Shareholders
(holding securities in
demat mode) login
through their depository
participants

f—

. You can also login using the login credentials of your demat account through

your Depository Participant registered with NSDL/CDSL for E-Voting facility.

2. Upon logging in, you will be able to see E-Voting option. Click on E-Voting

option, you will be redirected to NSDL/ CDSL Depository site after successful
authentication, wherein you can see E-Voting feature.

. Click on company name or E-Voting service provider i.e. NSDL and you will be

redirected to E-Voting website of NSDL for casting your vote during the remote
E-Voting period or joining virtual meeting & voting during the meeting.

Important note: Members who are unable to retrieve  B)

Login Method for E-Voting and joining virtual

User ID / Password are advised to use “Forget User

meeting for shareholders other than individual

ID" and “Forget Password” option available at above

shareholders holding securities in demat

mentioned website.

mode and shareholders holding securities in

physical mode

Helpdesk for

Individual

shareholders holding

securities in demat mode for any technical issues
related to login through Depository i.e. NSDL and

CDSL.
Login type Helpdesk details
Individual Members  facing  any

Shareholders holding
securities in demat
mode with NSDL

How to Log-in to NSDL E-Voting website?

1.

Visit the E-Voting website of NSDL. Open
web browser by typing the following
URL: www.evoting.nsdl.com either on a
Personal Computer or on a mobile.

technical issue in login can 2. Once the home page of E-Voting system is
contact NSDL helpdesk launched, click on the icon “Login” which
by sending a request at is available under ‘Shareholder/Member’
evoting@nsdl.com or call section.
at 022- 4886 7000 _ _

3. A new screen will open. You will have to

Individual
Shareholders
holding securities
in demat mode with
CDSL

Members  facing  any
technical issue in login can

enter your User ID, your Password/OTP
and a Verification Code as shown on the

contact CDSL helpdesk screen.
by sending a request . . .
at helpdesk.evoting@ Alternatively, if you are registered for

cdslindia.com or contact at
toll free no. 1800 21 09911

NSDL e-services i.e. IDeAS, you can log-
in at www.evoting.nsdl.com with your
existing IDeAS login. Once you log-in to
NSDL e-services after using your log-in
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credentials, click on E-Voting and you
can proceed to Step 2 i.e. Cast your vote
electronically.

Your User ID details are given below:

Manner of holding Your User ID is:
shares i.e. Demat

(NSDL or CDSL) or

Physical

a)

For Members 8 Character DP ID
who hold followed by 8 Digit
shares in ClientID

demat account For example, if your

with NSDL DP ID is IN300***
and Client ID is
1 2**xkkk then
your user ID is
|N300***'| 2******_

b)

For Members 16 Digit Beneficiary
who hold ID

shares in For example, if your
demat account Beneficiary ID is
W|th CDSL 'I 2**************

then your user ID is
'| 2**************

c) For Members EVEN Number

holding shares followed by Folio
in Physical Number registered
Form with the Company
For example, if
folio number is
001*** and EVEN is
140525 then user
ID is 140525001 ***

Password details for shareholders other
than individual shareholders are given
below:

a)

b)

If you are already registered for
E-Voting, then you can use your
existing password to login and cast
your vote.

If you are using NSDL E-Voting
system for the first time, you will
need to retrieve the ‘initial password’
which was communicated to you by
NSDL. Once you retrieve your ‘initial
password’, you need to enter the
‘initial password’ and the system will
force you to change your password.

How to retrieve vyour ‘initial
password’?

(i) If your e-mail ID is registered in
your demat account or with the
Company, your ‘initial password’

is communicated to you on your
e-mail ID. Trace the e-mail sent
to you by NSDL and open the
attachment i.e. (.pdf) file. The
password to open the (.pdf) file
is your 8-digit client ID for NSDL
account, last 8 digits of client ID
for CDSL account or folio number
for shares held in physical form.
The (.pdf) file contains your ‘User
ID" and your ‘initial password'.

(i) If your e-mail ID is not registered,
please follow steps mentioned
below in process for those
shareholders whose e-mail ids
are not registered.

6. If you are unable to retrieve or have not
received the ‘Initial password’ or have
forgotten your password:

i) Click on ‘Forgot User Details/
Password?’ (If you are holding shares
in your demat account with NSDL
or CDSL) option available on www.
evoting.nsdl.com.

i) Click on Physical User Reset
Password? (If you are holding shares
in physical mode) option available on
www.evoting.nsdl.com.

iii) If you are still unable to get the
password by aforesaid two options,
you can send a request at evoting@
nsdl.com mentioning your demat
account number/folio number, PAN,
name and registered address, etc.

iv) Members can also use the OTP (One
Time Password) based login for
casting the votes on the E-Voting
system of NSDL.

7.  After entering your password, tick on
Agree to ‘Terms and Conditions’ by
selecting on the check box.

8.  Now, you will have to click on ‘Login’
button.

9.  After you click on the ‘Login’ button,
Home page of E-Voting will open.

Step 2: Cast your vote electronically and join the
AGM on NSDL E-Voting system

How to cast your vote electronically and join AGM
on NSDL E-Voting system?

1.  After successful login at Step 1, you will be
able to see ‘EVEN’ of all the companies in
which you are holding shares and whose
voting cycle and general meeting is in active
status.
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2. Select ‘EVEN' of Company for which you wish ~ Webcast of the AGM:

to cast your vote during the Remote E-Voting 7.
period and casting your vote during the AGM.

For joining virtual meeting, you need to click on

‘VC/ OAVM' link placed under ‘Join Meeting'.

3. Now you are ready for E-Voting as the Voting
page opens.

4. Cast your vote by selecting appropriate
options i.e. assent or dissent, verify/modify
the number of shares for which you wish to o
cast your vote and click on ‘Submit’ and also
‘Confirm’ when prompted.

5. Upon confirmation, the message ‘Vote cast 3
successfully’ will be displayed. ’

6. You can also take the printout of the votes
cast by you by clicking on the print option on
the confirmation page.

7. Once you confirm your vote on the resolution,
you will not be allowed to modify your vote.

General Guidelines for shareholders:

1.  Institutional shareholders (i.e. other than
individuals, HUF, NRI etc.) are required to
send scanned copy (PDF/JPEG Format)
of the relevant Board Resolution/Authority
letter, etc. with attested specimen signature
of the duly authorized signatory(ies)
who are authorized to attend the AGM 1.
and vote, to the Scrutinizer by e-mail to
shashikant@cacsindia.com with a copy
marked to evoting@nsdl.com. Institutional
shareholders (i.e. other than individuals,
HUF, NRI etc.) can also upload their Board
Resolution/Power of Attorney/ Authority 2
Letter, etc. by clicking on ‘Upload Board ’
Resolution/Authority Letter’ displayed under
‘E-Voting’ tab in their login.

2. It is strongly recommended not to share
your password with any other person and
take utmost care to keep your password
confidential. Login to the E-Voting website will
be disabled upon five unsuccessful attempts
to key in the correct password. In such an
event, you will need to go through the ‘Forgot
User Details/Password?’ or ‘Physical User
Reset Password?’' option available on www.
evoting.nsdl.com to reset the password.

3.
3. In case of any queries, you may refer the
Frequently Asked Questions (FAQs) for
shareholders and E-Voting user manual for
shareholders available at the ‘Download’ 4

section of www.evoting.nsdl.com or call on:
022 - 4886 7000 or send a request to Ms.
Pallavi Mhatre, Associate Vice President, NSDL
at the designated email address evoting@
nsdl.com. The postal address of NSDL is 3
Floor, Naman Chambers, Plot C-32, G-Block,
Bandra Kurla Complex, Bandra East, Mumbai,
Maharashtra - 400051.

The shareholders are informed that the
Company will be providing a facility to view
the live streaming of the AGM Webcast on
the NSDL website. You may access the same
by following the Remote E-Voting process
as given above in the Notice. The link will be
available in shareholder login where the EVEN
of Company will be displayed.

The Webcast facility will be available from
5:30 PM. IST onwards on Tuesday, August 25,
2026.

In case of any queries, you may refer the
Frequently Asked Questions (FAQs) for
shareholders and E-Voting user manual for
Shareholders available at the download
section of www.evoting.nsdl.com or call
on: 022 - 4886 7000 or send a request at
evoting@nsdl.com or contact Ms. Jaya Bhatia,
Company Secretary & Compliance Officer at
investors@naukri.com.

Process for those shareholders whose e-mail
ids are not registered with the depositories for
procuring user id and password and registration of
e-mail ids for E-Voting for the resolutions set out in
this Notice:

In case shares are held in physical mode,
please provide folio no., name of shareholder,
scanned copy of the share certificate (front
and back), self-attested scanned copy of PAN
card, self- attested scanned copy of Aadhaar
card by e-mail to investors@naukri.com.

In case shares are held in demat mode, please
provide DPID-CLID (16 digit DPID + CLID or
16 digit beneficiary ID), Name, client master
or copy of consolidated account statement,
self- attested scanned copy of PAN card, self-
attested scanned copy of Aadhaar card to
investors@naukri.com. If you are an Individual
shareholder holding securities in demat mode,
you are requested to refer to the login method
explained at Step 1 (A) i.e. Login method
for E-Voting and joining virtual meeting for

Individual shareholders holding securities in

demat mode.

Alternatively Members may send a request to
evoting@nsdl.com for procuring user id and
password for E-Voting by providing above
mentioned documents.

In terms of SEBI circular dated December 9,
2020 on E-Voting facility provided by Listed
Companies, Individual shareholders holding
securities in demat mode are allowed to vote
through their demat account maintained with
Depositories and Depository Participants.
Shareholders are required to update their
mobile number and e-mail ID correctly in their
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demat account in order to access E-Voting
facility.

Instructions for Members for E-Voting on the day of
the AGM are as under:

1.  The procedure for E-Voting on the day of the
AGM is same as the instructions mentioned
above for Remote E-Voting.

2. Only those Members, who will be present in
the AGM through VC/OAVM facility and have
not cast their vote on the resolutions through
Remote E-Voting and are otherwise not barred
from doing so, shall be eligible to vote through 2.
E-Voting system in the AGM.

3.  Members who have voted through Remote 3.
E-Voting will be eligible to attend the AGM.
However, they will not be eligible to vote at the
AGM.

4. The details of the person who may be
contacted for any grievances connected
with the facility for E-Voting on the day of the
AGM shall be the same person mentioned for
Remote E-Voting.

Instructions for Members for attending the AGM
through VC/OAVM are as under:

1.  Members will be provided with a facility to
attend the AGM through VC/OAVM through
the NSDL E-Voting system. Members may
access by following the steps mentioned
above for Access to NSDL E-Voting system.

After successful login, you can see link of ‘VC/
OAVM link’' placed under ‘Join meeting’ menu
against the Company name. You are requested
to click on VC/OAVM link placed under Join
Meeting menu. The link for VC/OAVM will be
available in shareholder/Member login where
the EVEN of Company will be displayed. Please
note that the Members who do not have the
User ID and Password for E-Voting or have
forgotten the User ID/Password may retrieve
the same by following the Remote E-Voting
instructions.

Members are encouraged to join the Meeting
through Laptops for better experience.

Further, Members will be required to allow
Camera and use Internet with a good speed to
avoid any disturbance during the Meeting.

Please note that participants connecting
from Mobile Devices or Tablets or through
Laptop connecting via Mobile Hotspot
may experience Audio/Video loss due to
fluctuation in their respective network. It is,
therefore, recommended to use stable Wi-Fi
or LAN Connection to mitigate any kind of
aforesaid glitches.

Shareholders who would like to express
their views/have questions may send their
questions in advance mentioning their name,
demat account number/folio number, email id,
mobile number at investors@naukri.com. The
same will be replied by the Company suitably.
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Information at a glance

Particulars Details
Date and time of AGM Tuesday, August 25, 2026, at 5:30 PM. IST
Mode Video Conferencing (VC)/Other Audio-Visual Means (OAVM)

Helpline number for VC/OAVM
participation

022-48867000

Webcast and transcripts

www.infoedge.in/InvestorRelations/IR_AGM_Notice

Final dividend record date

Friday, July 24, 2026

Final dividend payment date

On or after Wednesday, September 2, 2026

Information of tax on final dividend
2025-26

www.infoedge.in/InvestorRelations/Investor_Services_Tax

Cut-off date for E-Voting

Tuesday, August 18, 2026

Remote E-Voting start date and time

Friday, August 21, 2026 at 9:00 A.M. IST

Remote E-Voting end date and time

Monday, August 24, 2026 at 5:00 PM. IST

E-Voting website of NSDL

www.evoting.nsdl.com

Name, address and contact details
of E-Voting service provider

Contact name: Ms. Pallavi Mhatre-Associate Vice President

National Securities Depository Limited,
301, 3 Floor, Naman Chambers,

Plot C-32, G-Block,

Bandra Kurla Complex, Bandra East,
Mumbai, Maharashtra - 400 051
Contact details:

E-mail ID: evoting@nsdl.com

Contact number: 022-48867000

Name, address and contact details of
Registrar and Transfer Agent

Contact name: Mr. Shamwant Kushwah-Senior Associate

MUFG Intime India Private Limited,

Noble Heights, 15 Floor, Plot NH2, C-1 Block, LSC,
Near Savitri Market, Janakpuri,

New Delhi- 110058

Contact details:

E-mail ID: investor.helpdesk@in.mpms.mufg.com

Contact number: 011-49411000
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| Corporate Overview |

Building Today.
Creating Tomorrow.

In a world being reshaped by technology,
shifting customer expectations and the
rapid rise of Al, the companies that endure
are those willing to invest ahead of the
curve. At Info Edge, 'Building for the
Future' is more than a statement of intent.
It reflects a conviction that has guided the
Company for over two decades: the future
is not something to wait for;

it is something to build.

FY26 was not merely about navigating

the present. It was about preparing for
what comes next. Across every business,
Info Edge continued to strengthen

the foundations that have powered its
growth: deep data assets, trusted brands,
category-leading platforms, strong network
effects, talented people and disciplined
capital allocation. At the same time, the
Company accelerated its investments in Al,
product innovation, platform capabilities
and new avenues of growth.

Statutory Reports

Financial Statements

03
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Building into Life's
Defining Moments

Building for the future requires balancing long-

term ambition with disciplined execution. It means
strengthening today’s businesses while creating new
possibilities for tomorrow. It means investing through
uncertainty, adapting to change and continuously
enhancing the value created for customers, shareholders,
employees and partners.

In Recruitment,

Naukri has evolved well beyond

job listings into one of India’s

most comprehensive talent hiring
ecosystems, spanning recruitment
sourcing & candidate search, talent
planning and insights, employer
branding, assessments, recruitment
software, and Al-powered solutions
for recruiters and job seekers, while
expanding its geographic presence and
strengthening its leadership position
in the white collar hiring segment.
Through Job Hai, the Company is
extending its reach into underserved
blue- and grey-collar hiring segment.

04

Info Edge has been present at the moments that shape
a life. The first job that launches a career. The property
decisions that shape where people live, work and invest.
The person one chooses to spend a life with. The course
or college that opens a door to the future. These are
among the most consequential decisions a person ever
makes, and it is at precisely these moments that Info
Edge’s platforms have earned their place.

In Real Estate,

99acres continues to bring transparency
and trust to India’s property market
through verified listings, high-quality
content and smart tools for buyers,
owners and brokers, strengthening

its position as the country’s leading
platform for property discovery.

| Corporate Overview | Statutory Reports Financial Statements

Beyond its platforms, Info Edge also backs the
businesses shaping India’s digital future. Through its
balance sheet and Info Edge Ventures, the Company
invests early in technology-led ventures with the potential
to scale, participating in India’s digital growth story well
beyond its own businesses.

Across platforms and investments alike, one purpose
connects everything: helping people and businesses
move forward at the moments that matter most.
People turn to these platforms in decisions that shape

In Matchmaking,

Jeevansathi and Aisle helps people
find meaningful connections,
combining trusted, community-
sensitive experiences with Al-led
matching, verification and safer, more
personalised interactions.

their lives because, over many years, they have proved
dependable. Building for the future means continuing
to earn that place, reinforcing the foundations that have
made these platforms category leaders, while investing
in the Al, product and capabilities that will define their
next chapter.

The future is not built in a single year, but through
countless decisions and innovations made consistently
over time. FY26 was another important step in

that journey.

In

Shiksha guides millions of students
through some of their most consequential
decisions, from college and course
discovery to entrance exams and study-
abroad choices, across both its domestic
and international segments.

05
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About Info Edge

Building Platforms

with Purpose

Founded in 1995 and listed since 2006,
Info Edge is one of India’s most prominent
consumer internet companies, with a
market capitalisation of over 800 Billion
as of July 30, 2026. For over two decades,
the Company has pioneered the digital
transformation of key life-stage services,
building an enduring portfolio of category-
leading platforms across its four verticals:
Recruitment, Real Estate, Matchmaking
and Education.

The Company’s business is organised
around a single objective: value-creating
growth over the long term. Its core
verticals sit at different stages of maturity,
each holding strong market leadership

in sectors where digital transformation
continues to reshape market structures.
Growth comes through both organic and
inorganic routes. Organically built brands
such as Naukri, 99acres, Jeevansathi
and Shiksha, alongside acquisitions and
strategic investments that enable platform
enhancements, ecosystem development
and capability augmentation. These are
the foundations the Company has spent
decades building, and the foundations on
which it continues to build for the future.

06
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Building Smarter Platforms with Al

Info Edge’s platforms grow more intelligent with every
interaction. Millions of daily exchanges between recruiters,
jobseekers, buyers, families and students generate rich
behavioural signals that continually sharpen search
relevance, recommendations and matching accuracy.
Backed by over a decade of investment and deep
knowledge of Al and one of India’s largest applied Al

i labs, these proprietary datasets create a self-reinforcing
, flywheel: as participation grows, the platforms become

' more valuable and harder for competitors to replicate.

e I Alongside its operating businesses, Info Edge channels part of its
% o s strong liquidity into financial investments, backing entrepreneurs
¢ ] : who use technology to solve real-world problems and can scale

nl into sustainable, value-creating ventures. Capital is deployed
both directly, from the balance sheet or through wholly-owned
subsidiaries, and through Alternative Investment Funds (AIFs)
managed by Info Edge Ventures. Through this approach, Info
Edge has backed a wide range of companies across Al, DeepTech,
and consumer technology domains, delivering landmark
outcomes, most notably the public listings of Eternal Limited
(formerly Zomato Limited) and PB Fintech Limited.

= /
‘
Q Building Beyond the Operating Businesses

The Edge that Endures

In FY26, Info Edge showed that scale and purpose can
coexist, deepening user engagement, accelerating Al
adoption across all four platforms and strengthening its
position as India’s most trusted digital ecosystem for life’s
most important decisions. This is what building for the
future looks like in practice: strengthening what already
leads, while creating what comes next.

07
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Built on Purpose.
Guided by Values.

Our Vision

To create world-class
platforms that transform lives.

Our Values

O Customer Delight
O Results
O Knowledge

O Entrepreneurship
Our Mission O Trust

We will continuously delight our customers
in current and new businesses by delivering
superior value through enhanced offerings
on the internet and other platforms. We will
do this by preserving our entrepreneurial
spirit and leveraging our financial

strength and expertise in building brands,
communities, product and technology,

and sales and service.
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Our Businesses

« Naukri

« Hirist

- iimjobs

Statutory Reports Financial Statements

» DoSelect
« Quadrangle
« Naukri 360

« Naukri Campus « NaukriGulf
« Ambition Box < Job Hai

« Zwayam
Real Estate *99acres
Matchmaking - Jeevansathi - Aisle
Education - Shiksha
Investments
Strategic Financial Investments  Financial Investments
Investments’ through Balance Sheet through AlFs
® Teal India ® Eternal ® Geniemode
® Meritto ® PB Fintech ® Shiprocket
® Adda 247 ® Trumeds
® Shipsy ® Bluestone

'Excludes strategic investments in the Company’s wholly-owned operating subsidiaries, namely Zwayam, DoSelect, Coding Ninjas,

and Aisle

<||. Please note that the above table includes names of select portfolio companies. Extensive list of all investments are available in the

Management Discussion and Analysis on Page 95.
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Building,
By the Numbers

30 years of building, 20 years of listing — a strong legacy powering growth with
scale, profitability and investments.

Financial
Highlights

31,775 mn

Standalone Billings’

30,520 mn

Standalone Revenue'

710.3% A5.0%
37.3% 249,632 mn
Standalone Operating PBT Margins' Cash Balance?

56.6%

Recruitment Operating PBT Margins'

Notes
TFor the period April 1, 2025 to March 31, 2026

2Cash balance (including wholly-owned subsidiaries) as of March 31, 2026
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Shareholder
Returns Highlights

X17.04

Earnings Per Share (EPS)"3
70.5%

49.3-

Dividend Payout Ratio'

%8.40

Dividend Per Share!®
A40.0%

| Corporate Overview |

Investment
Highlights

135

Startups Invested*®

X464 Bn

Value of Investments in
Listed Companies®

3Earnings per share are before exceptional items (net of taxes and deferred taxes) and on a post-share-split basis

4Active investments include both investments made through the balance sheet and AIF investments

5Post share-split basis

bPertains to investments in Eternal and PB Fintech as of July 30, 2026

AYoY change
>

|

"
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MD and CEO’s Message

Strong Foundations,
Building Ahead

The platforms we operate, Naukri,
99acres, Jeevansathi, and Shiksha,
/ each play a meaningful role in
" ( some of the most important

. decisions people make in their
lives. More than two decades
of user trust, proprietary data,
and deep domain expertise are
not easily replicated. We remain
excited about the opportunities
ahead and committed to building
enduring businesses that create
lasting value for users, customers,
employees, and shareholders.

L e W

| Corporate Overview |

Dear Shareholders,

FY26 was a year of continued progress for Info Edge, as we
kept building the platforms and capabilities that will shape
our future. Despite an operating environment shaped by
geopolitical uncertainties, rapid technological change, and
a softer macroeconomic backdrop, the Company delivered
a year of steady growth. Standalone billings grew 10.3%
year-on-year to ¥31,775 Million, revenue increased 15.0%
t0 30,520 Million, and operating profits rose 16.9% to
311,377 Million. Cash generated from operations before
taxes stood at 314,693 Million, while our cash balance,
including wholly-owned subsidiaries, reached ¥49,632
Million at year-end. These numbers reflect a business

that remains financially strong and operationally resilient,
giving us the flexibility to pursue multiple opportunities
simultaneously: strengthening our market-leading
platforms, investing behind emerging businesses such as
Job Hai, building Al capabilities across the organisation,
backing high-potential founders through our venture
capital funds, and increasing returns to shareholders.

Over the last several years, we have strengthened our
competitive position: expanding our data assets, building
Al capabilities, improving our products, and nurturing
businesses we believe can become value creators.

FY26 was the year many of these investments began to
show up in results. Naukri is evolving from a recruitment
marketplace into a broader talent platform. 99acres has
established clear traffic leadership in a market where
that leadership has historically been difficult to achieve.
Jeevansathi is approaching profitability. Job Hai is
building scale in one of India’s largest underserved
employment segments. Our venture investing platform
continues to support founders building the next
generation of technology-led businesses. Al has emerged
as one of the defining technology shifts of our time, and
questions are understandably being asked about how

it will reshape internet businesses and whether it could
disrupt established platforms.

Across recruitment, real estate, matchmaking and
education, we have spent more than two decades building
trusted brands, large user ecosystems and proprietary
datasets generated through billions of interactions on
our platforms. These assets are difficult to replicate,
and become increasingly valuable in an Al-driven

world where high-quality data, deep domain expertise
and strong customer relationships matter most, all of
which our businesses possess. This conviction has
guided our investments over the last few years, and Al
is now embedded across all our businesses, helping us
create better outcomes for users and customers while
enabling us to develop new products and deepen our
competitive advantages.

The combination of strong market positions, proprietary
data assets, Al capabilities, and financial strength gives
us confidence as we look ahead, even as the operating
environment remains dynamic and technology continues
to evolve rapidly.

Performance Across
Business Verticals

The global economy remained marked by geopolitical
uncertainty and trade-related disruptions during the
year. Despite these headwinds, India continued to
demonstrate resilience, supported by strong domestic
demand and structural fundamentals. While international
developments may have implications for recruitment,
real estate and Shiksha Abroad, our exposure remains
limited due to our predominantly India-focused business
portfolio. As one of India’s leading digital classifieds
companies, we remain well positioned to benefit from
India’s continued digital adoption and long-term growth.

Recruitment Business:
Sustained Leadership and Strategic
Expansion

Navigating a Measured Hiring Environment

FY26 saw a more measured hiring environment, with
employers cautious and selective, particularly in IT
services. Within GCCs, smaller and mid-sized centres
continued to hire actively while larger GCCs moved more
deliberately. Non-IT hiring moderated after a period of
strong growth, likely reflecting near-term caution rather
than a structural shift in demand.

An underappreciated dynamic is the role of workforce
attrition in sustaining hiring volumes. Attrition has
remained elevated, and companies have progressively
reduced bench strength to manage costs, increasing
reliance on external hiring. What matters for Naukri is
gross hiring demand rather than net headcount addition,
and on that measure, the market remains active.

As companies replace attrition and step up growth
investments, we expect hiring activity to strengthen further.

Premium Hiring: A Growing Segment
Where Naukri is Gaining Share

One of the more significant structural trends in Indian
recruitment over the past two years has been the rapid
growth of premium hiring, driven by demand for Al and
ML engineers, data scientists, technology architects, and
other emerging-technology specialists who command
higher compensation and disproportionate attention
from recruiters.

We are actively gaining market share in the premium
hiring market, and continue to invest in expanding

our offering here. Alongside Naukri, through iimjobs,
Hirist, Naukri Top Tier and PremiumX, we now offer a
comprehensive suite of products serving leadership,
management and specialised technology hiring
segments, positioning premium hiring as a durable
growth engine for our recruitment business. This is a
high-value part of the market, and our growing presence
here supports both revenue growth and revenue per client
improvement over time.
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Mid-Segment Hiring:
High Market Share, Al-Powered Growth

Naukri's leadership in the mid-market hiring segment
remains strong, supported by the depth of our resume
database, long-standing client relationships, and the
network effects inherent in the platform. While volume
growth in this segment has moderated alongside broader
hiring trends, our focus is on growing revenue per hire
through a set of value-added offerings that deepen our
relationship with recruiters and employers.

Naukri is turning its Al and data capabilities into
standalone enterprise revenue streams. Talent Pulse,

our Al-powered talent intelligence platform, now serves
over 600 paid customers, ranging from large enterprises
to smaller organisations, helping them benchmark
compensation, assess talent availability, evaluate
employer branding, and plan their workforce with Al-driven
insights. Together with executive intelligence, these
products are expanding Naukri's addressable market into
talent intelligence and strategic workforce planning.

Al-Rex, our agentic Al-powered recruitment talent sourcing
platform, is now live with over 4,000 enterprise customers
and recruitment firms, with more than 10% already
converted to paid clients. Hiring mandates through Al-Rex
grew 3.7x between February and June 2026, and adoption
now spans IT, BFSI, sales, finance, healthcare, BPO and
core engineering, among others. These offerings are
helping expand our role from a hiring platform to a broader
talent solutions partner, creating opportunities to deepen
customer engagement and increase revenue per client.

Expanding the Jobseeker Base

Naukri today hosts approximately 118 Million resumes,
with around 25,000 new profiles added daily for the
quarter ending June 30, 2026. This jobseeker base is the
foundation of Naukri’s value to recruiters: more jobseekers
attract more employers, which in turn attracts more
jobseekers, and this flywheel is the core reason Naukri’s
lead over competitors has widened. The transition to
Naukri 360, a shift to a self-serve, online-first model, has
been a defining strategic move. Naukri 360 now includes
an Al-powered suite of career services for candidates:
Neo, the jobseeker agent, provides guided career
navigation and job matching; Al Resume Maker helps
candidates build stronger profiles; and Al Mock Interview
Prep offers personalised practice sessions and feedback
ahead of real conversations with recruiters. Together,
these have driven the online revenue mix from 27% to 54%
over the last 18 months. Approximately 13 Million monthly
active users now use the platform, with a paid conversion
rate of approximately 2.6% as of June 2026 that has
grown meaningfully, leaving significant headroom ahead.
Premium subscriptions for these Al tools are contributing
to stronger revenue growth within our jobseeker

revenue pool.

14

Annual Report 2025-26

NaukriGulf: From Indian Diaspora Platform
to Regional Hiring Platform

NaukriGulf began as a platform for the Indian professional
diaspora in the Gulf. It has since grown into one of the
leading hiring platforms in the Middle East, serving a
diverse employer base across multiple industries and
geographies in the region.

The business continues to grow profitably, demonstrating
the depth and resilience of the regional recruitment market
and providing a strong platform for continued expansion.

Job Hai: Building for Blue-Collar Hiring

Job Hai is one of our most important long-term
investments, and FY26 marked the year it moved from
early-stage validation to platform establishment at scale.
The blue-collar hiring market in India is large, fast-
growing, and largely underserved by organised technology
platforms. Unlike white-collar hiring, this is inherently a
high-volume, high-frequency business, with employers
numbering in the millions and hiring cycles repeating often
given elevated attrition. This dynamic is best illustrated

by a blue-collar recruitment platform in China, which now
serves employers at a scale and frequency few consumer
internet businesses reach. India’s blue-collar workforce

is significantly larger, and if we execute well, we believe
there is a meaningful long-term opportunity for Job Hai.
Job Hai's opportunity is to build for this segment what
Naukri built for white-collar hiring: a trusted, data-rich,
high-frequency platform that becomes the default for both
employers and jobseekers.

The platform has now reached 18 Million jobseekers,
130,000+ live jobs, and coverage across 640+ cities

and 45+ job categories. JobHai is the market leader in
Delhi NCR, the largest blue-collar hiring market in India,
and is building the playbook for expansion into Mumbai,
Bengaluru, and other key metros. The monetisation model
spans job postings, database access, job boost, assisted
hiring, and WhatsApp-based outreach, serving SMBs,
enterprise clients, and recruitment consultants. We expect
JobHai to be a significant contributor to group revenue in
the medium to long term.

Financial Performance

Standalone recruitment billings grew 10.0% to ¥23,743
Million, while revenue grew 13.8% to 22,559 Million. The
business delivered an operating profit of 212,772 Million,
up 14.4% year-on-year, with an operating margin of 56.6%,
and generated 15,127 Million in cash from operations,
12.5% higher than the prior year.

| Corporate Overview |

Real Estate Business:
Traffic Leadership, an Inflection Point, and
the Next Phase of Growth

FY26 was a standout year for 99acres. Seven quarters
ago, we were in a three-way contest for traffic leadership.
Today, 99acres is the clear and established leader: web
traffic time share grew from 32% in June 2024 to 51% by
March 2026, with app traffic share at 56% overall and 70%
on i0S, a gain of roughly 0.5 to 1 percentage point every
month over the past 12 to 18 months. Across key markets,
99acres is now the leader in traffic and is increasingly in
supply and revenue as well. Supply momentum remained
strong, with over 1.3 Million total listings on the platform.

In residential resale, our strongest segment, daily fresh
supply is up more than 40% over the past two years, supply
share has crossed 50%, and response growth has nearly
doubled, while rental and commercial are also seeing
faster growth in response. Residential resale is a business
defined by network effects. More listings attract more
buyers, more buyers attract more sellers, and the quality
and depth of the marketplace compound with every cycle.
In many global markets, online real estate platforms have
evolved into larger businesses than online job boards,
reflecting the scale and depth of the property ecosystem.
As urbanisation deepens and the resale market matures
in India over the coming years, we believe 99acres is well
positioned to capture this long-term opportunity and
continue growing ahead of the broader market.

In new projects, a market estimated at ¥50-55 Billion
today and historically dominated by Meta and Google for
developer advertising spend, 99acres is now making early
inroads. Response growth improved year-on-year in FY26,
compared to a flattish trend in FY25. We recently launched
99Shorts in NCR, an Instagram-style short-video feed

for real estate project discovery, with expansion to other
major cities planned in the coming year. The addressable
market for new homes advertising is expected to grow
over the next several years, supported by steady primary
development and the continuing shift of developer
advertising spend online. If we execute well, new homes
can become a sizeable revenue pool for us.

Statutory Reports Financial Statements

FY26 billings grew 10.3% to 4,971 Million, while revenue
grew 18.8% to ¥4,881 Million. 99acres has secured

traffic leadership, which is by far the hardest step in this
business, and supply, responses, and revenue are now
following in that order. This is a difficult category to win
and our consistent execution here has played a major
role in establishing a decisive lead over many quarters.
With the intense investment phase behind us, we expect
operating leverage to play out and growth to accelerate,
with a near-term goal of 60% web traffic time share as the
fundamentals increasingly favour us. Taken together, our
position in residential resale and our early progress in new
homes give us confidence that real estate can become
one of our largest businesses over time.

Matchmaking Business:
Growing Faster and Approaching
Profitability

FY26 was a year of consistent progress for Jeevansathi.
Billings grew 28.5% to ¥1,424 Million, revenues increased
25.9% to 31,383 Million, and the business generated
%147 Million in cash from operations. Jeevansathi is
now the number one matrimonial site in the Hindi belt,
where it holds over 45% profile share and leads by daily
active users.

We now own 100% of Aisle, our serious-intent dating
platform. Aisle grew billings by 29.7% in FY26. Arike, our
Malayalam-focused app, grew at over 40% and leads its
segment. Jeevansathi, complemented by Aisle, is now
growing faster than the broader matchmaking market.
Together, the combined matchmaking portfolio reported
%1,817 Million in billings in FY26, growing 28.7% year-
on-year, with combined operating losses reducing by
49.7% to ¥150 Million. We expect the combined portfolio
to breakeven in FY27 and to sustain healthy, profitable
growth from there.

Al is central to this business. Recommendations,
matching, and pricing at Jeevansathi are now fully Al-
driven. This has led to measurable improvements in profile
acceptance rates, two-way chat frequency, and overall
user satisfaction. These are the leading indicators of paid
conversion, and they are moving in the right direction.
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Education Business: Adapting
to a Changing Landscape

Shiksha operated in a challenging environment in FY26.
Al-generated search summaries and conversational
interfaces are reshaping how students discover
information online, compressing organic traffic across
education platforms. At the same time, the study-abroad
segment has been hit hard by growing negativity around
immigration in key destination markets and by tightening
visa policies. Taken together, we expect revenue in this
business to decline in the near term.

For the year, billings grew 0.8% to ¥1,637 Million, revenues
increased 12.9% to 1,698 Million, and the business
delivered 131 Million of operating profit and 3216 Million
in cash from operations. Shiksha remains profitable and
cash-generative, and we are progressing quickly to pivot.
The core opportunity ahead is counselling at scale: Al
now lets us deliver personalised guidance to far more
students, at a fraction of the cost of a purely human-

led model. We are shifting towards a counselling-led
business anchored in direct, high-intent user engagement
rather than organic search traffic and diversifying our
study abroad mix towards the UK, UAE, and continental
Europe. While the near-term revenue outlook is subdued,
we believe counselling at scale can open up a materially
larger opportunity for Shiksha over time.

Al at Info Edge: Building on Years
of Investment

Several years ago, we made a deliberate decision to build
Al capabilities in-house. Since then, our central data
science and ML team has grown from 15 professionals in
2021 to 130 today, and Al is now embedded across all our
businesses. We invested approximately 700 Million in Al
in FY26, expected to rise to approximately 21.5 Billion in
FY27. This spending spans talent, compute infrastructure,
our data factory, and the development of our own small
language models tuned to our domains. At the heart

of these investments is our data factory. Two decades

of interactions across Naukri, 99acres, Jeevansathi

16
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and Shiksha have created proprietary datasets that
grow richer with every interaction and underpin our Al
capabilities. The outcomes are already showing up in
measurable ways. Recruiter productivity has improved
on Naukri, profile acceptance rates have gone up on
Jeevansathi, and lead quality has strengthened on
99acres. These outcomes are getting stronger as our
models improve.

We are embedding Al into customer and user workflows,
not simply deploying Al features. Al-Rex, our agentic

Al recruitment platform, is the clearest expression of
this: it handles the full hiring workflow and has reduced
shortlisting time from 10-15 days to less than a day.
Alongside Al-Rex, our Data Products suite and Talent
Pulse are moving Naukri from a hiring platform to a talent
intelligence partner, and PremiumX is deepening our
position in premium hiring.

More important is the competitive point: we are not being
displaced by Al in recruitment; we are becoming the
platform through which Al reaches the industry. Users

are moving toward platforms with richer, more structured
data, not away from them. Businesses with trusted brands,
proprietary data, and strong user ecosystems benefit from
this transition rather than being threatened by it.

More broadly, here is how we think about Al: Using

Al tools for productivity and applying Al to improve
individual features are, in our view, table stakes. They
are the minimum required to stay in the game, and
every serious internet company will do them. The bigger
opportunity, where we are focusing our energy, sits in
three areas. The first is frugal Al. Since we serve Al to
hundreds of millions of users, the ability to run our own
small language models cost-effectively at scale is a
meaningful advantage. The second is our data factory
and the proprietary datasets we have built over two
decades. The third is using Al to create new products
and experiences. Together, these pillars position us to
create new businesses, expand into adjacent markets
and overtime help us increase our addressable market
and further improve our unit economics.

| Corporate Overview | Statutory Reports Financial Statements

Financial and
Strategic Investments

Capital allocation has always been an important part

of how we think about value creation at Info Edge. Over
the years, we have sought to balance investments in our
operating businesses with long-term financial investing
in early-stage companies, while maintaining a strong
balance sheet and delivering returns to shareholders.

Our investment philosophy is straightforward: identifying
exceptional founders early, investing before consensus
forms, and staying invested longer than most. This
approach has produced substantial value over nearly two
decades, most visibly in Eternal and PB Fintech, which
together demonstrate what patient, early-stage investing
can deliver when it is given time to compound.

Today, our financial investment portfolio spans

135 companies across Al, DeepTech, and consumer
technology, with a total deployed capital of approximately
349 Billion, currently valued at approximately ¥413 Billion.
We have been particularly active in Al and DeepTech since
2020, investing ahead of the broader market wave. While
these are still early days for many of these businesses,
intermediate results have been encouraging: follow-on
rounds from marquee institutional investors, government
programme selections, and early revenue traction give us
confidence in the direction of travel.

We remain focused on the same things that have always
guided our investing: quality of founders, discipline on
entry, and the patience to let compounding do its work.

Looking Ahead

As we enter FY27, we do so from a position of financial
strength, continuing to build Al-led products, models,
and capabilities that will drive our next phase of growth
across every business.

In recruitment, we remain focused on deepening client
engagement through Al-Rex, Talent Pulse, and PremiumX
while gaining further share in premium hiring. Job Hai
continues to scale as our next major platform bet in blue-
collar hiring. In real estate, having established leadership
in both traffic and supply, our focus now shifts to driving
monetisation and operating leverage across the business.
In matchmaking, Jeevansathi and Aisle together remain
focused on sustaining their position as the fastest-
growing matchmaking platform while nearing breakeven.
In Shiksha, our priorities are clear as we pivot toward
counselling-led, high-intent products for a more durable
business over time.

Across all our businesses, our greatest asset is our
people. We continue to attract talent in emerging
areas such as Al, data and product development, while
combining fresh perspectives with the experience and
institutional knowledge of our existing teams.

We believe the best ideas emerge in an open,
collaborative and data-driven environment, not through
rigid hierarchies. By empowering teams, encouraging
constructive debate and fostering ownership, we are
building a culture that supports innovation and long-
term value creation. | would like to thank our employees,
customers, partners, and shareholders for their continued
trust. Building for the future means allocating capital
with discipline today so that Info Edge grows faster than
the markets we operate in, while remaining committed
to that path and to creating sustained value for all

our stakeholders.

Hitests Obernol

MD and CEO
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Engineering Value
for Tomorrow

INPUTS

Financial Capital

® Capital employed: 347,473 Million (Shareholders’
equity (standalone) as of March 31, 2026)

® (Cash generated from operations: 14,693 Million
standalone, before taxes

® Cash balance (including wholly-owned subsidiaries):
249,632 Million with zero debt and negative
working capital

® Startups invested in: 135

Infrastructure Capital

® Strong operating platforms: 4 core platforms
— Naukri, 99acres, Jeevansathi, and Shiksha —
supported by multiple niche businesses
® On-ground presence: 113 branch offices; 75+ cities
® Number of international offices: 7

Intellectual Capital

® Extensive proprietary data assets: 118 Million
Resumes as of June 30, 2026 on Naukri,
¥1.3 Million+ total listings on 99acres, 45% profile
share in Hindi speaking markets for Jeevansathi and
322 Million+ annual unique visits on Shiksha

® Brand building/marketing expenditure: ¥3,552 Million

® Al and analytics engine: 130+ Data science
& ML professionals

® Amount invested in Al in FY26: ~¥700 Million

Human Capital

® Headcount: 6,000 employees as of March 31,2026

® | eadership and engagement: Successful
participation in flagship initiatives like Catalyst,
iLead, and Momentum

® Employee benefit expenses: 11,856 Million

Natural Capital

® Policy support: To effectively manage e-waste
and other environmental risks

® Total energy consumption: 24,819.04 GJ

® Total water usage: 11,972.41 KL

Social and Relationship Capital
® CSRamount spent for FY26: 159 Million
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Unmatched
Data Assets
Millions of daily
behavioural actions
across recruitment, real
estate, matchmaking,
and education.

More Clients &
Richer Data @
Increased user Al & ML Engine

engagement attracts Powered by 130+

more employers, Data Science & ML
brokers, and advertisers, The Info Edge GE’: professionals and

generating even richer Advantage: 800+ custom
data for the next cycle. 20+ Years of Al models.

Proprietary Data

2

Increased Usage Superior Matching
& Engagement & Personalisation
More jobseekers, )
o, f Hyper-personalised
prospects experience recommendations,
higher success rates. Al-led pricing, and
agentic Al workflows
(e.g., Al-Rex).

Value Creatio

Efficiency Innovation
Driving 15-20% Scaling new Al-first
productivity gains : products like Al-Rex, Talent
for platform. Pulse, Executive Intelligence,
: and Naukri 360.

Leadership

Sustaining #1 market leadership in
online recruitment and real estate
platform categories.
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At Info Edge, the six capitals that include financial, infrastructure, intellectual,
human, natural, and social and relationship, converge into a single engine of
value creation, each disciplined deployment fuelling the Company’s enduring

promise: Building for the Future.

OUTPUTS

Standalone revenue from operations: ¥30,520 Million
Standalone operating profit: 11,377 Million

EPS before exceptional items: ¥17.04; 10.53% YoY Growth
Dividend payout: ¥8.4 per share, reflecting a

40% increase in dividend payout versus last year

® Market value of investments in listed companies:

%464 Billion as of July 30,2026

® |n Recruitment, B2B customer count increased by
14% to 146K

® Naukri 360 online revenue mix increased from
27% to 54% in the last 18 months.

® 99acres led with a 51% web traffic time share and
56% overall app traffic share

® No security breaches during FY26

OUTCOMES

Robust performance across core businesses
Healthy operating free cash flows
Strengthened balance sheet to support
sustained investments

Consistent, sustainable value creation

for shareholders

® Efficiency gains: 15-20% productivity gains
for customers through Al-led automation and
engagement improvements

® 800+ custom Al models deployed

® |mpact of product deployments: Agentic Al
workflow tool Al-Rex scaled to 4,000 clients,
with 30,000+ mandates processed

® 89.3% employee engagement on the iSpeak survey
Gender diversity ratio: 62:38
® Employees associated for over five years: 1,500+

® Sustainable facilities: 4 facilities awarded with
IGBC certifications

® Renewable energy consumption: 38.8% increase
versus FY25

® CSRimpact: 1.95 Million lives impacted through
CSR/beneficiaries

® Major beneficiaries | From vulnerable and
marginalised groups

Improved platform performance and

user engagement

Enhanced uptime and user experience
Stronger data security and compliance
Extensive operational reach and localisation

Improved service quality, leading to enhanced
customer experience

Consistently positive platform ratings and feedback
Simplified experience through meaningful

digital innovation

Best-in-class employee experience and

learning opportunities

Highly agile, future-ready workforce aligned with
Al-first operating models

Safe, inclusive and supportive workplace culture

Environmental stewardship extending beyond
organisational boundaries

Ongoing efforts to reduce e-waste and promote
responsible disposal

Integration of sustainable practices into day-to-
day operations

Positive impact on the communities where the
Company operates
Trusted partner of choice for all stakeholder groups
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Key Performance Indicators

Building on Measurable
Performance

At Info Edge, progress is reflected not only in outcomes, but in the consistency
with which the Company delivers them. These key performance indicators provide
a clear view of how the Company is strengthening its businesses, creating value
for stakeholders, and building a resilient foundation for the future. Together, they
highlight the measurable milestones and consistent execution that are building a
stronger future and underpinning its long-term growth journey.

(% Million, unless mentioned otherwise)

Five-year Performance: Standalone

Particulars FY26 FY25 FY24 FY23 FY22 CAGR

Net Revenue 30,520 26,536 23,810 21,586 15,625 18.2%
Total Income 33,874 29,674 26,401 23,337 17,327 18.2%
Operating PBT 11,377 9,733 8,712 7356 4190 28.4%
Operating PBT Margin 37.3% 36.7% 36.6% 341% 26.8%

PBT (Before 14,731 12,871 11,304 9107 5,893 25.7%
Exceptional Items)

PAT (Bgfore lloce 9,972 8,502 7,059 4,605 24.4%
Exceptional Items)*

EPS ) (Before 17.04 15.42 1318 10.96 716 24.2%
Exceptional Items)*

Investments in Bank 46,921 44,660 38,181 31,379 35,032

FD and MF**

#Excludes tax impact of exceptional Items
*Earnings per share is before exceptional items (net of taxes and deferred taxes) on a post share-split basis
**Excludes interest accrued
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Segment-wise Five-year Performance: Standalone (& Million)
Particulars FY25 FY24 FY23 FY22 CAGR
Billings
Recruitment 23,743 21,577 18,832 18,587 14,364 13.4%
Real Estate 4,971 4,507 3,851 3,116 2,312 21.1%
Matchmaking 1,424 1,109 846 721* 1,019 8.7%
Education 1,637 1,624 1,430 1,239 965 14.1%
Total 31,775 28,817 24,959 23,663 18,660 14.2%
Net Revenue
Recruitment 22,559 19,826 18,053 16,796 11,542 18.2%
Real Estate 4,881 4,108 3,513 2,845 2173 22.4%
Matchmaking 1,383 1,098 853 776* 1,002 8.4%
Education 1,698 1,504 1,391 1,169 907 17.0%
Total 30,520 26,536 23,810 21,586 15,625 18.2%
Operating Profit Before Tax
Recruitment 12,772 11,164 10,509 10,060 6,573 18.1%
Real Estate (592) (475) (688) (1,185) (896) NA
Matchmaking (44) (118) (587) (1,054) (1,253) NA
Education 131 (5) 28 35 160 NA
Total** 11,377 9,733 8,712 7,356 4,190 28.4%

*Net revenue and billings experienced a temporary decline following a strategic shift, as Jeevansathi transitioned to a freemium model
**The total operating PBT factors in unallocated expenses as well
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Profit Generation by Info Edge (z Mmillion)

Operating Network, internet and

Expenses other direct expenses: 652
Revenue from
Operations
Employee Benefits
Expenses: 11,856
Advertising and
Promotion Costs: 3,808
Other Expenses: 1,729
> Depreciation and Amortisation: 891
Finance Costs: 207

Operating

PBT Tax*
3,695
Real Estate
4,881
Matchmaking
1,383 PAT*
Education 11,036
1,698
Other Income
3,354

*Before exceptional Items

Recruitment
22,559

30,520

Billings (z Million)

CAGR
18,660 23,663 24,959 28,817 31,775
14.2
. ()
1,637
1,624 1424
1,109 4,971
1,430
’ 4,507
3116 3,851 8.7%
965
1,019
2,312
14,364 18,587 18,832 21,577 23,743 ‘
FY22 FY23 FY24 FY25 FY26
@ Recruitment @D Real Estate @» Matchmaking @ Education Info Edge Standalone
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Net Revenue (z Million)

CAGR

18.2%

15,625 21,586 23,810 26,536 30,520

1,698
1,383
1,504 4,881
1,391 1,098
1,169 853 4,108
776 3,513 8.4%
2,845
907
1,002
2,173
11,542 16,796 18,053 19,826 22,559
@
FY22 FY23 FY24 FY25 FY26
@ Recruitment @D Real Estate @» Matchmaking @ Education Info Edge Standalone

Marketing Expense as a % of Respective Business’ Net Revenue (%)

57.3%

16.6% .
13.1% 10.5% 10.7% 11.6%
4 o ®
o % 5.4% 5.2%
2.3% 3.8% 4.5% e o o
o— —— —
FY22 FY23 FY24 FY25 FY26
@ Recruitment @ Non-Recruitment @ Info Edge Standalone
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Operating PBT* (2 Million) CAGR
4,190 7,356 8,712 9,733 11,377 2 8 . 4%
131
35 28
160
6,573 10,060 10,509 11,164 12,772
(896) (1,185) (688) (475) . (592)
(1,253) (587) (118) (44)
’ (1,054) —(5)
FY22 FY23 FY24 FY25 FY26
@ Recruitment @D Real Estate @» Matchmaking @ Education Info Edge Standalone

*The total operating PBT factors in unallocated expenses as well

| Corporate Overview |

Profit After Taxes (Before Exceptional Items)* (z million)

9,972
8,502

7,059

4,605

FY22 FY23 FY24 FY25

*Excludes tax impact of exceptional items

Statutory Reports Financial Statements

CAGR

s 244w

FY26

Operating PBT Margin (%)

o  * I ®

59.9% .
56.9% 58.2% o6 9% o6 6%
o —o
. 36.6% 36.7% 37.3%
. o
26.8%
FY22 FY23 FY24 FY25 FY26

@ Recruitment @ Info Edge Standalone

Earnings Per Share* (3)

15.42
13.18

10.96

FY22 FY23 FY24 FY25

CAGR

17.04 24.2%

FY26

*Basic EPS before exceptional items (net of tax and deferred tax), adjusted for post split number of shares

Non-Recruitment Business Performance

Billings (z Mmillion) Cash Profits/(Losses) from Operations

(% Million)

313
6,127 70.9% i "51.5%
i 18.2%
Fy24 *147.0%:
7 Fvzs FY26
FY24 FY25 FY26 (439)
- @ AYoY change - @ AYoY change

24

Cash from Operations (Before Taxes)* (z Mmillion)

9,074 10,385 11,347 13,176

259
25
243
211
326
10,225 12,450 12,082 13,445
(267) (722) B (137) (77)
(967) (1,262) (552)
FY22 FY23 Fy24 FY25

@ Recruitment @D Real Estate @» Matchmaking @ Education

*The total Cash from operations (before taxes) factors in Unallocated amount as well

CAGR

e 12.8%

147
15,127

(50)

14,693

FY26

Info Edge Standalone
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Cash Generation as a % of Billings (z Mmillion/%)

18,660 23,663 24,959

48.6% 43.9% 45.5%

FY22 FY23 FY24

@@ Cash from Operations (Before Taxes)

Annual Report 2025-26

28,817 31,775

45.7% 46.2%

FY25 FY26

Info Edge Standalone Billings

Annual Dividend (z million)

2,846
2,452

1,675

FY22 FY23 FY24

CAGR

34.34%

5,443

3,888

FY25 FY26

Dividend Per Share and Dividend Payout Ratio* (z/%)

36.3% 34.7% 33.4%
4.4
3.8
2.6 I I
FY22 FY23 FY24

@ Dividend Per Share

*Dividend per share adjusted for post split number of shares

#CAGR is for dividend per share

26

CAGR*
38.9% 49.3% 341
%
8.4 <1
6.0
FY25 FY26

Dividend Payout Ratio
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Permanent Employees Count* (Nos.)

6,065 6,000
5,750 !
5311
: I I
FY22 FY23 FY24 FY25 FY26
*Including Zwayam and DoSelect employees
Standalone Balance Sheet
FY26 FY25 FY26 FY25
M 86.9% W 84.4% W 84.5% M 84.7%
M 8.9% M 10.7% W 11.8% M 11.2%
M 4.2% W 49% M 36% T W 4.2%
Liabilities

Particulars (Z Million) FY26 FY25 Particulars (Z Million) -E: FY25
W Investments 357,345 276,139 B Shareholder’s Equity 347,473 277,013
B Cashand Cash Equivalents 36,452 35,106 B Other Liabilities and Provisions* 48,588 36,509

B Other Operating Assets 17,263 15,867

B Deferred Revenue/Customer Advances 15,000 13,590

Consolidated Balance Sheet

FY26 FY25

W 87.0% M 86.1%
W 8.4% M 91%
W 4.6% W 4.8%

FY26 FY25

W 797% M 81.6%
M 5.2% W 4.5%
W 3.2% Liabilities W 3.2%
W 11.9% M 10.7%

- iz! FY25

Particulars (% Million)

Particulars (Z Million) FY26 FY25 B Shareholder’s Equity 379,131 349,031
B Investments 413,620 368,351 B Non-Controlling Interest 24,563 19,133
B Cash and Cash Equivalents 40,162 39,031 B Deferred Revenue/Customer Advances 15,341 13,886
B Other Operating Assets 21,813 20,332 W Other Liabilities and Provisions* 56,559 45,663
*includes Deferred Tax Liabilities
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Business Verticals Review

Recruitment

Annual Report 2025-26

Building How India Hires

Anchored by its flagship platform Naukri, Info Edge’s recruitment vertical
operates India’s largest jobs marketplace, strengthening its leadership even

as talent dynamics continue to evolve.

23,743 mn

Standalone Billings “10.0%

22,559 mn

Standalone Revenue *13.8%

56.6

Standalone Operating PBT Margin

215,127

Cash Flow from Operations "12.5%

118 Mn

Resume Database*

146,000+

Unique Billed Customers

AYoY change

*For the recruitment of India B2B business, as of June 30, 2026
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India’s employment landscape is undergoing a
fundamental shift. Digital adoption, the growth of GCCs,
sectoral expansion across, healthcare, retail, education,
real estate along with rise in demand for skilled
professionals with expertise in Al, data science, amongst
others, and the formalisation of blue- and grey-collar roles
are reshaping how the country hires. Naukri has evolved
with these changes, maturing from India’s most trusted
white-collar recruitment platform into a comprehensive
talent solutions ecosystem, built through sustained
organic investment and strategic acquisitions. Al now
runs through the platform end to end. For employers,
Al-powered recommendations and matching, smart job
alerts, automated shortlisting, ATS integrations, and
recruiter productivity tools enable better matches and
faster hiring.

Al-Rex, an agentic Al recruitment platform, enables talent
sourcing automation for enterprises—from job mandate
intake to candidate shortlisting—meaningfully reducing
time-to-hire. Info Edge is also leveraging its proprietary
data to build Al-powered talent intelligence products,
such as Talent Pulse, offering enterprises actionable
insights on salaries, hiring trends, and workforce
planning. For jobseekers, Al tools help build stronger
resumes, practise mock interviews and discover the right
roles—now supported by Neo, an Al job agent offering
real-time alerts, intelligent discovery and auto-apply.

Naukri's reach now extends to over 146,000 corporate
clients including enterprise customers, GCCs, recruitment
agencies etc., while its resume database has grown to
118 Million hosted profiles, reflecting strong

engagement and trust on both sides of the marketplace.
The recruitment ecosystem is organised around four
complementary categories.

| Corporate Overview |

Recruitment India B2B

The core of the business, led by Naukri, holds a leadership
position in white-collar hiring, serving over 146,000
corporate clients. It spans across the premium segment
(above 30 Lakh CTC), mid segment (¥5-30 Lakh CTC)
and value segment (less than ¥5 CTC), supported by a
portfolio of specialised platforms and enterprise tools:

® Naukri along with specialised platforms, iimjobs,
and Hirist serve the fast-growing premium segment.
iimjobs primarily caters to senior management and
leadership hiring, while Hirist is an exclusive platform
for premium technology talent. Naukri TopTier,
offered as part of the Core Naukri platform, provides a
differentiated, invite-only experience for premium job
seekers. PremiumX, launched in FY26, further extends
the Company’s premium offerings.

® Naukri Campus supports fresher hiring for the digital-
first generation.

® AmbitionBox offers company reviews and salary
insights, helping candidates make informed decisions.

® Zwayam is an Al-powered enterprise recruitment
automation platform that digitises the end-to-end
hiring process.

® DoSelect is a technical assessment platform used by
clients to evaluate and hire tech talent.

® Al-Rex is Naukri's agentic Al platform, enabling end-to-
end hiring workflows from mandate intake to candidate
shortlisting, to reduce time-to-hire.

® Talent Pulse and Executive Intelligence turn
proprietary data into Al-powered talent insights on
salaries, branding, movement and workforce planning.

Naukri’s billings remain well diversified across

tech, IT services and BPM (27.1%), GCCs (17.3%),
recruitment consultants (26.4%) and other sectors
(29.2%), underscoring its relevance across company
sizes, industries and geographies.

The Recruitment B2B businesses accounted for 86.7%
of total recruitment billings in FY26.

Candidate and Jobseeker
Services (B2C)

Naukri's Jobseeker Services comprise Naukri 360,
Naukri FastForward, and Naukri Minis, offering
Al-powered career guidance, resume building, interview
preparation, an Neo- Al job agent for personalised job
discovery, and bite-sized engaging content, while driving
user engagement and monetisation.

The business accounted for 7.4% of total recruitment
billings in FY26.

NaukriGulf

Beyond India, NaukriGulf offers localised recruitment
solution across the six GCC countries of the Middle East,
with primary focus on UAE, having grown from a focus
on the Indian diaspora into a leading regional platform
serving diverse nationalities.

NaukriGulf business accounted for 5.3% of total
recruitment billings in FY26.

Job Hai

Alongside Naukri's value segment, Job Hai serves the
blue- and grey-collar workforce across India’s large,
fragmented and rapidly formalising market across
multiple sectors. Structurally underpenetrated, it
represents a significant long-term opportunity that the
platform was purpose-built to serve.

Job Hai is building momentum and is well positioned to
expand the Company’s presence in the blue- and grey-
collar hiring segment. By building for the future—investing
ahead of shifting workforce needs across Al, premium
hiring and new recruitment segments—Naukri continues
to help Indian enterprises hire smarter and faster at scale,
while laying the foundations for its next phase of growth.

1||' For further details refer to the Management Discussion
and Analysis on Page 67
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@ RealEstate
Building Property
Discovery, Digitally

Anchored by 99acres, Info Edge’s real estate vertical
is India’s leading online property marketplace,
commanding the highest traffic share and steadily
extending its lead across the country.

4,971 wmn

Billings

?4,881 Mn e

Revenue - . ‘ \
2592 wr _—

Operating PBT Losses

50 mn

Cash used in Operations

1 .3 Mn+

Total Listings*

199,000+

Total Projects

AYoY change
*As of March 31, 2026
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Digital Leadership and Customer Reach*

514 56

704

Web Traffic Time Share App Traffic Time Share iOS Traffic Time Share

*for the month of March 2026

India’s real estate sector carried strong momentum
through FY26, with the office market scaling new highs
and the residential market extending its post-pandemic
upcycle. As property discovery moves online, digital
platforms have become critical enablers of a more
transparent, informed transaction experience. For
99acres, FY26 was a year of disciplined execution against
a multi-year transformation, progressing from competing
among the top three players to clear leadership in traffic.

Extending Market Leadership

99acres now leads online real estate in web traffic time
share at 51% (Similar Web, March 31, 2026), up from
around 32%, seven quarters ago, and is now ahead
across nearly every major city in traffic, supply and
customers. On mobile, it commands 56% of app traffic
time share and 70% on iOS.

Two Business Areas

The secondary business (resale across residential and
commercial) performed well, with residential resale
supply share crossing 50% and response growth nearly
doubling. The primary business (new projects and
homes) remains a key strategic priority, with response
growth reaching 30% YoY. The platform also carries
wide-ranging rental listings across residential and
commercial categories.

Content, Al, and Reach

The business continues to invest in high-quality content,
an improved interface and Al across content generation,

lead conversion and customer service, deepening
new-homes engagement through 99Shorts. Info Edge
believes the future of real estate in India is digital-first,
and by building on its traffic leadership and investing
ahead of the shift towards new homes, 99acres is well

positioned to make that future more accessible, informed

and trustworthy.

n||' For further details refer to the Management Discussion
and Analysis on Page 81
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@ Matchmaking
Building Meaningful
Connections

Driven by its flagship matrimonial platform Jeevansathi and its high-intent
dating app Aisle, Info Edge’s matchmaking vertical delivered a standout
year in FY26, turning cash-positive for the first time while with faster than
market growth and deepening user engagement across both platforms.

Jeevansathi

Jeevansathi operates at the intersection of tradition and
technology, having evolved from a simple listing service
into a facilitator of meaningful, lasting relationships.
Anchored by its freemium-led model, it is focused on
improving conversions and ARPUs, with a stronger
positioning in North and West India and the Hindi-
speaking markets, where it holds a 45% profile share
and leads by daily logged-in users. Nationally, it remains
among the top three online matrimonial platforms.

Aisle

During FY26, Info Edge completed 100% ownership of
Aisle, the high-intent, app-based platform for India’s
more intentional audience: those seeking committed
relationships rather than casual encounters. Aisle has
built a portfolio of regional dating apps for a digital-first
generation, including Arike (Malayali), Anbe (Tamil),
Neetho (Telugu) and Neene (Kannada). Arike has
established clear leadership in the Malayalam dating
segment, growing consistently at 40%+ YoY. Making
Aisle free for women has further strengthened platform
engagement and match quality.

Jeevansathi

1,424 wn

Billings "28.5%

21,383 mn

enue  *25.9%

Al Across the Portfolio

Al is now embedded across both platforms, with
recommendations, matching and pricing fully Al-driven,
improving profile acceptance, two-way chats and user
satisfaction. The platform is leveraging GenAl and data
science capabilities to make partner search simpler,
faster, and more relevant.

Info Edge serves relationship-seeking users through

two distinct platforms: Jeevansathi, its flagship online
matrimonial platform for finding a life partner, and Aisle,
a serious-intent dating app for those seeking meaningful,
committed relationships. Each has its own product,
brand and monetisation strategy while sharing central

technology, Al and data science capabilities. FY26 was a By building for the future—investing in trusted,
milestone year, with the portfolio turning cash-positive for community-aware experiences and Al-led discovery
the first time. across both matrimony and dating—Info Edge’s

matchmaking vertical is well positioned to serve India’s
changing relationship landscape.

l||. For further details refer to the Management Discussion
and Analysis on Page 87
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© Education
Shaping the
Learning Journey

Anchored by Shiksha, India’s leading higher-education guidance
platform, Info Edge’s education vertical supports students through
their most consequential academic decisions across both its
domestic and study-abroad segments.

1,637 mn

Billings

1,698 mn

Revenue

X131 wmn s

Operating PBT

?21 6 Mn £
Cash Generated L-

from Operations

>322 wn N

Unique Annual Visits*

685,000+ -

Students/Alumni Reviews*

#The business remained broadly flat in FY26 due to Al-related traffic headwinds affecting the Shiksha Domestic business

*Source: Google Analytics and Internal Tracking | (April 2025 to March 2026)
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Shiksha has evolved from a simple information hub

into a robust platform offering in-depth insights on
careers, exams, colleges and courses, operating across
two segments: Shiksha Domestic and Shiksha Study
Abroad. For domestic education, it serves primarily as a
trusted informational resource, while for study abroad, it
provides end-to-end counselling; in both, the colleges and
institutions whose courses are promoted on the platform
are significant sources of revenue. As student behaviour
evolves with widening choices, Shiksha continues

to position itself as a partner across the student
decision journey.

Shiksha Domestic

The domestic business sustained profitability in FY26,
supported by the continued expansion of private higher
education institutions and a broader course portfolio.
Despite traffic headwinds, the business remained
operationally profitable.

Study Abroad

In study abroad, amid shifting conditions in some
traditional markets, Shiksha is diversifying towards
emerging destinations such as the United Kingdom, the
UAE and continental Europe, and realigning its offering to
changing student preferences.

Adapting to a Changing
Search Landscape

The rise of Al chatbots and Al-generated search
summaries is reshaping how students discover
information, with a sharper impact on content-led
platforms like Shiksha. In response, the business is
executing a structural pivot—from a content and lead-
generation model towards comprehensive counselling
and marketing services—that deepens its role across the
student journey. This includes strengthening domestic
counselling, improving enquiry-to-application conversion,
deploying Al-driven voice bots and building more
diversified, resilient revenue streams.

By evolving from information provider to trusted
counselling partner and investing in Al, Shiksha is building
for the future, positioning itself to capture the sustained
growth of India’s higher-education market.

(|p For further details refer to the Management Discussion
and Analysis on Page 91
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Investments

Investing Today,
Building Tomorrow

Info Edge leverages robust cash flows
from its core businesses to invest in
technology-led startups, primarily in India.
As a disciplined financial investor, the
Company focuses on innovation-driven
ventures that diversify risk and create long-
term value for shareholders. In addition, it
makes strategic investments in businesses
that strengthen and complement its core
platforms, building today the portfolio that
will create tomorrow’s returns.

Investment Philosophy

Driven by Info Edge’s commitment to driving purposeful
progress, the Company has adopted a focused
investment strategy centred on India’s fast-growing
startup ecosystem. It prioritises early-stage investments,
primarily in Seed, Pre-Series A and Series A rounds,
aiming to be the first institutional investor in these
ventures. The Company'’s investment philosophy is
grounded in backing technology-led or technology-
enabled solutions that address local challenges across
diverse sectors. First cheques are typically smaller in
size, with an expected holding period of 10 years or
longer. Follow-on commitments are contingent on the
investee's strong business performance and equitable
treatment of minority shareholders.

Investment Strategy and Structure
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- Investments in listed companies
® FEternal ® PB Fintech
™~ Strategic Investments

® Aisle Network Private Limited
® Zwayam Digital Private Limited
® Axilly Labs Private Limited

® Terralytics Analysis Private Limited
® Sunrise Mentors Private Limited
® NoPaperForms Solutions Limited

N Financial Investments through Balance sheet or
Wholly-owned Subsidiaries

Akshamaala Solutions Private Limited
Shop Kirana E Trading Private Limited
Metis Eduventures Private Limited
Llama Logisol Private Limited

Crisp Analytics Private Limited
Unboxrobotics Labs Private Limited
Attentive Al Solutions Private Limited
Brainsight Technology Private Limited
Ray 0T Solutions Inc.

Skylark Drones Private Limited

String Bio Private Limited

Sploot Private Limited

Vyuti Systems Private Limited

Ubifly Technologies Private Limited
VLCC Healthcare Limited

SkyServe Inc.

Nexstem India Private Limited
Greytip Software Private Limited
Bharat Semi Systems Private Limited
Aina Computer Inc.

Genoscope Private Limited

Info Edge’s investment strategy is two-fold:

® Direct financial investments through the balance
sheet or wholly-owned subsidiaries

® |nvestments through AlFs
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Showcased healthy returns from its investments in

listed companies like Eternal and PB Fintech, with their
market value appreciating significantly over time. The

AIF platform now spans six funds, which have launched
schemes namely, IE Venture Fund | (including follow on),
IE Venture Investment Fund II, Capital 2B Fund I, E Venture
Investment Fund Ill, B8 Fund | and A88 Fund Il. These
schemes carry a total corpus of ~%49 Billion, including
commitment from sponsors and external partners.

Info Edge aims to partner with these businesses through
their lifecycle, as they grow, stabilise, and eventually
achieve a public market presence or undergo a strategic
acquisition. The Company formalised its investment
framework in FY20 by establishing a portfolio of AlFs
that invest in early-stage Indian startups across sectors
like Al, DeepTech and ConsumerTech, amongst others
such as SaaS and FinTech. During FY26, this platform
was extended further with the launch of three new
schemes: |[E Venture Investment Fund Ill, which continues
to back early-stage companies across consumer internet

platforms, B2B marketplaces, SaaS products, Al and
Al-enabled platforms, and emerging technologies;

B8 Fund I, a growth-stage scheme focusing on
technology-enabled companies in India; and A88 Fund |,
focused on deep technology. In building this layered
investment platform, Info Edge is building future value
for all its stakeholders: founders who gain a committed
long-term partner, shareholders who benefit from
diversified long-term value creation, and the wider
innovation ecosystem in which the next generation of
Indian companies is being built.

1||. For further details on Investments refer to the Management Discussion and Analysis on Page 95
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Building Through

Innovation
From Capability Building to Value Creation

Al is reshaping how consumers discover information, how enterprises make
decisions and how digital marketplaces create value. While foundation models are
making Al increasingly accessible, sustainable competitive advantage is expected to
accrue to businesses that combine proprietary data, domain expertise and trusted
customer relationships to solve real-world problems at scale. These characteristics
have long been integral to Info Edge’s businesses.

Recognising Al's transformative potential
well before it entered the mainstream, the
Company began investing in Al capabilities
in 2011. What started with semantic
search and intelligent CV matching on
Naukri has evolved into one of India’s
most comprehensive Al platforms among
consumer internet companies. Today, the
Company’s Al ecosystem comprises over
130 data scientists and ML professionals,
more than 800 proprietary Al models,

and annual investments of approximately
3700 Million.

More importantly, FY26 marked an inflection
point. After more than a decade of capability
building, Al is increasingly translating

into measurable business outcomes.
Improvements in recruiter productivity,
stronger customer engagement, Al-

native enterprise products and new

revenue streams are demonstrating the
commercial potential of these investments,
while opening new avenues for growth

and monetisation.
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Building Al at Scale

Info Edge’s Al journey has evolved through three
distinct phases.

The first phase focused on building foundational Al
capabilities, including semantic search, recommendation
engines and intelligent matching. The second phase
expanded these capabilities across recruitment,

real estate and matchmaking through deep learning,
personalisation and predictive intelligence. The current
phase is centred on Generative Al and Agentic Al, enabling
conversational interfaces, talent sourcing automation and
autonomous decision support across customer journeys.

Today, Al is embedded across every major business of
the Company. Rather than functioning as a standalone
technology initiative, it powers search, recommendations,
matching, content generation, pricing, talent sourcing
automation and enterprise intelligence across

multiple platforms.

This capability has been built through sustained
investment in technology, talent and proprietary data.

Al Factory at a Glance

130+

Data Science & ML Professionals
(up from 15in 2021)

800+

Proprietary
Al models

?700 Mn

Invested during FY26

20+

Years of proprietary
behavioural data

— o
15-20%
Productivity improvements
across multiple workflows
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Anchoring Al to Four Core Priorities

Enhancing Al-driven matching,
personalisation, and productivity to deliver
better outcomes for customers.

| Corporate Overview | Statutory Reports Financial Statements

Al Investments: Driven by Business Outcomes

The Company’s Al investments are not pursued as technology initiatives in isolation; each is anchored
to a clearly defined business outcome. The initiatives below illustrate how sustained investment in Al is
translating into measurable value across the Company’s businesses.

Strengthening Al/ML Models for Matching and Recommendation

Matching and recommendation lie at the heart of the Company’s businesses. Continued investment
in proprietary Al/ML models is strengthening the relevance, speed and precision of these platforms
from cycle to cycle.

Embedding Al across internal operations to
accelerate product development, content
creation, marketing, and overall productivity.

Scaling Al-powered features to deepen user

discovery experiences.

—— ‘ ——— engagement and improve hiring and job

Building Al-first products and unlocking new
revenue streams through next-generation
enterprise solutions such as Al-Rex.

Why Al Strengthens Info Edge’s Competitive Position

Al models are becoming increasingly accessible. Differentiation, however, lies in the quality of data,
domain expertise and the ability to embed intelligence into customer workflows.

Info Edge’s Al advantage is built on four reinforcing strengths.

Proprietary Data

More than twenty years of user interactions
across recruitment, real estate and matchmaking
continuously strengthen the Company’s Al
models, enabling increasingly contextual and
relevant recommendations.

Embedded Customer Workflows

Al is integrated directly into recruiter, employer
and consumer workflows, improving productivity
while increasing platform engagement and
customer stickiness.

Self-Reinforcing Al Flywheel

Every search, application, recruiter interaction, property
enquiry and successful match improves future
recommendations. Better experiences attract more
users, creating richer datasets that further improve Al
performance and strengthen competitive advantage.

Shared Al Platform

Capabilities developed for one business are rapidly
extended across the broader portfolio, accelerating
innovation while improving returns on Al investments.

Together, these advantages position Al not as a disruption to the Company’s
businesses, but as a catalyst that deepens existing competitive moats.
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Naukri: Resdex Search interprets candidate

profiles through Naukri's proprietary taxonomy

and personalises results according to recruiter
preferences, while Al-powered matching and
relevance scoring enable faster candidate
shortlisting across high application volumes. For
jobseekers, personalised job feeds, notifications and
emails deliver tailored recommendations based on
individual skills and behaviour.

99acres: Al-powered recommendations strengthen
property discovery, supported by a data-driven
discovery engine built on the platform’s proprietary
behavioural data.

Jeevansathi: The recommendation and pricing
mechanism is now fully powered by Al, improving
match quality and overall user experience.

Shiksha: Al-driven guidance helps students
discover courses and colleges aligned to their
intent, delivering a faster and more relevant
user experience.

Al-enabled automation delivered 15-20%
productivity improvements for recruiters,
reducing manual effort across sourcing,
screening and hiring workflows.

On 99acres, Al-powered recommendations
contributed an increase in unique users
expressing interest in properties, with traffic
share expanding on the platform.

On Jeevansathi, fully Al-driven
recommendations resulted in increase
in two-way acceptances, supporting
the conversion of non-paying users into
paying customers.
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Generative Al to Develop New Features and
Enhance Customer Experience

Generative Al is now embedded into everyday product
workflows, enabling the launch of new features that
improve engagement, usability and customer outcomes
across platforms.

New Features: On Naukri, these include the Al-powered
CV Maker and Power Profiles, Al-generated career
summaries, CV parsing during registration, the Job
Description Generator, Al-generated interview questions
and mock interviews, and the DoSelect assessment
suite comprising MCQ Creation, SpeechSense, and the
Interview Agent. Across other businesses, Generative Al
powers video creation from property images with voice
narration on 99acres, and content creation, voice-overs
and image generation on Shiksha.

Conversational Search and Natural Language
Capabilities: Conversational Al enables recruiters and
jobseekers to discover relevant results through natural
language queries, complemented by job-description-led
search. On 99acres, Al enables conversational listing
creation. An Al Sales Assistant on 99acres further
supports sales teams with product information.

Generative Al for Marketing and Engagement: Generative
Al is used to create job advertisement creatives for social
media and produces web stories and articles aimed

at passive jobseekers, supporting engagement across

the platform. On 99acres, Al powers marketing content
creation, including locality insights, review summaries and
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real estate articles, while on NaukriGulf, GenAl enables
seamless Arabic to English translation of jobseeker
content, the iCAST audit tool strengthens quality and
regulatory compliance, and Al-powered content creation
supports faster, more targeted marketing campaigns.

New Al-led Monetisation Avenues

Beyond improving existing products, Al is enabling
entirely new categories of enterprise solutions and
revenue streams.

Agentic Al: Al-Rex represents the Company’s most
advanced application of Agentic Al in recruitment.

The platform automates talent sourcing, engagement
and pre-screening, enabling recruiters to identify qualified
candidates significantly faster than traditional workflows.

4,000+

enterprise customers onboarded; more than
10% already converted to paid clients

3.7x+

growth in hiring mandates between
February and June 2026

These early ad option metrics demonstrate growing
enterprise acceptance of Al-native recruitment workflows.
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Talent Pulse & Executive Intelligence: The Company’s
proprietary recruitment data is being transformed into

Al-powered enterprise intelligence products—Talent Pulse

and Executive Intelligence—expanding the addressable
market beyond traditional recruitment marketplaces.

600+

Paid customers adopted
Talent Pulse

Executive Intelligence delivering employer insights on
talent availability, compensation, employer brand and
workforce dynamics

Al for Jobseekers: Naukri 360 brings Al across the
jobseeker journey, from discovery to application. During
FY26, the Company launched Jobseeker Agent — Neo,
enabling Al-powered job discovery, real-time job alerts
and auto job apply.

10.6 Mn

Al powered unique Resumes downloaded?;
2.7 Lacs unique monthly users*

4.9 Mn

Interviews completed?;
1.3 Lacs monthly users*

Al for Internal Productivity

Al is embedded across internal operations to accelerate
product development and improve organisational

Business Outcomes: These initiatives
are contributing to broader productivity
gains across businesses and functions.

The Road Ahead

After more than a decade of sustained investment, the
foundations of the Company’s Al strategy have been firmly
established. The focus is now shifting towards scaling
commercial adoption and extending Al across every stage
of the customer journey.

Key priorities include expanding Al-Rex across enterprise
customers, growing Al-led data products such as

Talent Pulse and Executive Intelligence, increasing
conversational Al capabilities across platforms,
developing recruitment-specific language models

and enabling greater autonomous execution across
hiring workflows.

Al is expected to become an increasingly important
driver of product innovation, customer engagement and
operating leverage across the Company’s businesses.
Supported by proprietary data, trusted digital
marketplaces and sustained investment in Al capabilities,
Info Edge is well positioned to remain at the forefront of
Al adoption within India’s consumer internet ecosystem.

The progress demonstrated during FY26 indicates
that the Company has moved beyond experimentation.
Al is increasingly becoming an engine of competitive
differentiation, new product creation and long-term
value creation.

efficiency. Al tools support the Company’s technology and
product teams through code suggestions, refactoring and
documentation, and assist product managers in drafting
and improving requirement documents.

#Since April 2024
*As of June 30, 2026
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People and Culture

Strengthening Team
that Builds the Future

Every platform, product and innovation at Info Edge rests on
the same foundation: its people.

Marketing and Branding

Building Brands
that Resonate

The strongest brands are not built on visibility alone. They are built on resonance,
on connecting with people in ways that feel relevant, authentic and lasting.

Building for the future is, first and foremost, about building

the organisation that makes it possible. In FY26, against

a demanding macroeconomic backdrop and rapid change
across the technology landscape, Info Edge stayed focused

on strengthening its organisation, deepening capabilities and
preparing its workforce for what comes next. It scaled its talent
pool in critical domains, brought in Al-native skills across its
digital and technology teams, and invested in developing the
leaders who will carry the business into its next chapter.

The future is not built by
technology alone. It is built by
people, and in FY26, Info Edge
continued to build the team
that will build its future.

CEREMONY

7L

n||. For further details on this function refer to the Management Discussion and Analysis on Page 108
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In FY26, Info Edge’s brands reached further and connected
more meaningfully than ever before. Each carved out a

distinct identity rooted in cultural relevance, consumer insight
and creative ambition, whether through Naukri's genre-

defining campaigns, 99acres’ precision-led market strategy,
Jeevansathi’s organic digital storytelling or Aisle’s category-first
innovations. Increasingly, this reach is powered by technology:
Al-led creative production, dynamic optimisation and
automation are helping the portfolio move faster, personalise
deeper and scale further.

OV: Sabko Apna
- Dream Home
" Milega® |

hiristtech

The Premium Tech-Job Specialist

a @) naukri report

Building for the future means
building brands that endure,
brands that don't just capture
attention today, but earn trust
and relevance for tomorrow.

Amid the ongoing wedding season,
Delhi's Lajpat Nagar market seen
decorated with kaleeras & love notes

People ised k he market

. N

n||. For further details on this function refer to the Management Discussion and Analysis on Page 110
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Environmental, Social and Governance

Building «
Responsible Future

Building for the future carries a responsibility that extends well
beyond business performance.

At Info Edge, progress is measured not only by growth, but
by how that growth is achieved. The Company’s approach
encompasses environmental responsibility, meaningful social
engagement and sound governance, ensuring that what is
built today is both sustainable and inclusive. By embedding
ESG principles into its strategic and operational framework,
Info Edge strengthens long-term value creation while
contributing to a more responsible digital future.

A future worth building is one
built to last: for shareholders,
for communities and for the
generations that follow.
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Environment

A Responsible
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Environmental Footprint

At Info Edge, building for the future also means operating with ecological
responsibility. The Company continues to integrate sustainable practices across

its operations, recognising that long-term business resilience and environmental
stewardship operate in tandem. Its environmental approach is focused on improving
energy efficiency, responsibly managing electronic waste, increasing renewable
energy consumption, reducing emissions and creating greener workplaces.

Energy Efficiency

Info Edge continues to adopt efficient technologies
and processes to reduce energy consumption across
its operations.

Renewable Energy Adoption

Info Edge continues to move towards cleaner energy
sources and reducing dependence on fossil fuels by
increasing renewable energy use across its operations.
The Company'’s rooftop solar installation at its corporate
office, A-88 and C-10 Noida Offices supports this transition
by reducing dependence on grid electricity and lowering
greenhouse gas emissions.
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250 kw

Rooftop solar capacity

38.84

Increase in Renewable
Energy Consumption

Emissions Management

Info Edge continues to monitor and manage its
emissions footprint. The Company has recorded a
decrease in combined Scope 1 and Scope 2 emissions
and is working to strengthen Scope 3 emissions
capture, aligning its environmental practices with
evolving sustainability expectations.

5,198.23 mr

Scope 1 + Scope 2 emissions

| Corporate Overview |

Responsible E-Waste Management

As a digital-first organisation, responsible management
of electronic waste remains an important environmental
priority. Info Edge has policies in place for the responsible
disposal and recycling of electronic and battery waste,
helping reduce the environmental hazards associated
with such waste.

1.93 mt

E-waste generated during FY26 against
3.83 metric tonnes generated in FY25

2.03 vt

Battery waste generated during FY26
against 6.46 metric tonnes generated in FY25

Green-Certified Workspaces

Info Edge’s office portfolio reflects its commitment

to sustainable workspaces, with its Mumbai office
IGBC Platinum Certified and its Noida corporate office
recognised with IGBC Silver certification. The Chennai
and Hyderabad offices have also received IGBC

Green Interior certifications, demonstrating enhanced
performance across water efficiency, site management,
energy efficiency, indoor environment quality, interior
materials and eco-friendly design.
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Social

Building Stronger
Communities

Corporate Social Responsibility at Info Edge

Driven by a vision of shared growth, Info Edge’s CSR initiatives are focused on creating equitable opportunities for
sustainable development, with education and livelihoods at the core of its social impact initiatives. Building for the
future means building it for everyone and by investing today in the learning and livelihoods of India’'s most marginalised
communities, the Company is helping create the opportunities on which tomorrow’s progress depends.

QUALITY GENDER

Info Edge’s CSR vision is anchored in UN SDG 4 SO S
(Quality Education) with initiatives further aligned to m'

SDG 5 (Gender Equality), SDG 8 (Decent Work and

Economic Growth), and SDG 10 (Reduced Inequalities) e I
delivered through trusted on-ground partners to reach ww"" S
and empower the most marginalised communities. 1

Focus Areas: Education and Livelihoods

Info Edge's CSR programme focuses on making impactful interventions at various stages across the education and
livelihoods spectrum.

Early Formal
Childhood & Schools Girl Education & Teachers & Higher Skilling &
Foundational & Holistic Empowerment School Leaders Education Livelihoods
Learning Learning
a a a a o o
Sarthak Vidya Khan Simple Education Ashoka Magic Bus
Foundation & Child Academy India Foundation University India Foundation
Language &
Learning SSMI Milaan Creatn_et PI.aksh_a Literacy India
. Education University
Foundation
LIFI Lotus Petal Teach Foundation
Foundation MukkaMagr For India for Excellence TRRAN
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Early Childhood Education and Foundational Learning

Focus group: First-generation learners

This category focuses on expanding access to quality education primarily for first-generation learners in pre-primary
and primary grades, with an emphasis on strengthening Foundational Literacy and Numeracy (FLN). Through Sarthak
Foundation’s Yellow Rooms—yellow-painted community study centres in urban slums—children receive quality
education in safe and inclusive spaces that also support holistic development. LIFI's Maati Paathshalas extend
education to out-of-school children from migrant labour communities at brick kilns in rural Haryana. In around

40 government primary schools in Noida, Language and Learning Foundation piloted its Balvatika programme to
prepare children aged five to six for Grade 1 through play-based learning.

y 4 %. TARGET 4-6 4 %.
o M Ml (1] ‘® 3 (1]

,ﬂ\ﬂ“"\ et I%IB

EQUAL ACGESS TO QUALITY PRE-PRIMARY EDUCATION ELIMINATE ALL DISCRIMINATION IN EDUCATION UNIVERSAL LITERAGY AND NUMERACY

TARGET 4-1 b TARGET 4-2 4 i TARGET 4-5
I

An early childhood educator teaching children at a ®» Community members at LIFI Maati Paathshala,
Balvatika in GB Nagar, Uttar Pradesh classroom at brick kiln

@ Parents Teachers Meeting being held at a Sarthak
Resource Center (CYRC) in rural Haryana Yellow Room

@ Library for children at a Children and Youth
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Formal Schools and Holistic Learning

Focus group: Children from low-income backgrounds

This category focuses on improving access to quality education and school infrastrcuture to help achieve grade-level
learning outcomes for students from low-income communities while also supporting education continuity. Swami
Sivananda Memorial Institute School was supported for remedial education, life skills development, and computer
literacy for around 500 students. Through Vidya & Child Vatika School, more than 100 post-primary students received
school education and after-school support. At the Lotus Petal School, the construction of a basketball-cum-tennis court
improved access to sports facilities for over 1,000 students.

TARGET 4-1 [ TARGET 4-A 4 i TARGET 4-6 [

ngi %@ ngi

phaf ity

FREE PRIMARY AND SECONDARY EDUCATION BUILD AND UPGRADE INGLUSIVE AND SAFE SCHOOLS

Students engaged in activity-based learning at @ Sports facility built at the Lotus Petal
SSMI School, Delhi School, Gurugram

Girl Education and Empowerment

Focus group: Girl students from historically underserved communities

Through Khan Academy India’s mathematics learning programme in government-run Kasturba Gandhi Balika Vidyalayas
(KGBVs) across rural Uttar Pradesh, girl students from marginalised backgrounds received support to strengthen
numeracy. SwaTaleem Foundation's programme in KGBVs in Haryana focused on socio-emotional learning and English
language development. MukkaMaar reached over 900 adolescent girls in Delhi government schools through self-
defence training, confidence-building, and creating safe spaces for sensitisation on gender-based violence.

TARGET 4-5 A 5 TARGET 4-6 v TARGET 5-2

M

FY I

ELIMINATE ALL DISCRIMINATION IN EDUCATION UNIVERSAL LITERACY AND NUMERACY END DISCRIMINATION AGAINST WOMEN AND GIRLS EXPLOITATION OF WOMEN AND GIRLS

END ALL VIOLENGE AGAINST AND
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Socio-emotional learning session being conducted Students at KGBV, UP, learning math on the Khan
at a KGBV, Haryana Academy platform

Teachers and School Leaders

Focus group: In-service teachers and school leaders

This category focuses on strengthening the capabilities of teachers and school leaders to improve learning outcomes
and the wider education ecosystem. Simple Education Foundation’s Teachers for Tomorrow initiative builds the
academic skills, confidence, and classroom readiness of pre-service teachers. Creatnet Education’s Prathmik Pracharya
Samvaad works at scale with over 1,500 in-service MCD primary school principals, reinforcing their role within the
education system. Teach For India’s TFIx extends its fellowship model to rural India by working with grassroots
education entrepreneurs across the country.

TARGET 4-7 A 5 TARGET 4-C A 5 TARGET 8-6

N (7] [ - T
SV e
T\ | B

EDUCATION FOR SUSTAINABLE DEVELOPMENT INCREASE THE SUPPLY OF QUALIFIED TEACHERS
AND GLOBAL CITIZENSHIP INDEVELOPING COUNTRIES

A little Generosity,
A Lot of Love

TFIX x TEACHFORINS 26

Presents £~ o

STARBUCKS!

@ Atraining session for principals of government @ TFIx education entrepreneurs representing eight
primary schools in Delhi grassroots organisations
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Higher Education

Focus group: Students pursuing higher education

This category focuses on fostering student entrepreneurship, providing need-based scholarships, and supporting
long-term higher education infrastructure. The Info Edge Centre for Entrepreneurship at Ashoka University combines
academic learning with industry exposure to instil an entrepreneurial mindset among students. At Plaksha University,
support was extended towards world-class student-facing infrastructure for technical higher education. In partnership
with the Foundation for Excellence, a scholarship programme was launched to provide financial assistance to
academically bright students from low-income families pursuing engineering degrees at leading colleges in India.

TARGET 4-3 A 5 TARGET 4-B A 5 TARGET 10-2

—]
= =

Iﬂ@l I = Hihad

EQUALACGESS T0 AFFORDABLE TECHNICAL, EXPAND HIGHER EDUCATION SCHOLARSHIPS PROMOTE UNIVERSAL SOCIAL,
VOCATIONAL AND HIGHER EDUCATION FORDEVELOPING COUNTRIES ECONOMIC AND POLITICAL INGLUSION
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Community youth learning IT skills at Magic Bus India
center in Ghaziabad

Women learning to stitch at Literacy India
Community Centre

Students in an event at the Centre for Educational facilities at the Info Edge Nexus Hall,
Entrepreneurship, Ashoka University Plaksha University

Skilling and Livelihoods

Focus Group: Unemployed youth, PwDs, and women

This category focuses on building job and industry readiness among disadvantaged youth, particularly women and
Persons with Disabilities (PwDs). TRRAIN’s TRRAINHer Ascent and PANKH programmes supported skills development
for women and PwDs, respectively, opening pathways to employment. Magic Bus India Foundation’s livelihood centres
trained over 430 urban underserved youth in soft skills, communication, and basic IT skills, with more than 70% placed
in formal jobs. Literacy India’'s Sampurna Shiksha initiative provided community women with training in stitching, beauty,
and wellness, supporting their financial independence.

TARGET 8:6 8 ocaam
M

TARGET 4-4 TARGET 8-5 8

fif “

A
RELEVANT SKILLS FOR FINANCIAL SUCCESS FULLEMPLOYMENT AND DECENT WORK WITHEQUAL PAY

INCREASE THE NUMBER OF PEOPLE WITH

PROMOTE YOUTH EMPLOYMENT, EDUCATION AND TRAINING
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Governance
Building on
Strong Governance

Nothing built to last stands without
a sound structure beneath it.

For Info Edge, good governance is that structure—the framework of
transparency, accountability and ethical conduct on which everything

else is built. It is what allows the Company to invest through uncertainty,
allocate capital with discipline and make decisions that serve the long term
rather than the moment. As the business grows in scale and complexity,
this foundation only becomes more important.

56

| Corporate Overview |

The same trust that users place in Info Edge’s platforms, shareholders and
stakeholders place in its governance. A seasoned, independent board, robust
risk management and a culture of doing things the right way ensure that as the
Company builds for the future, it does so responsibly, protecting the interests of
all those it serves.
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Board of Directors

Mr. Kapil Kapoor
Chairman Founder a
Non-Executive Director Executive

B C @OE

Mr. Pawan Goyal
Whole-time Director and
CBO-Naukri (till May 31, 2026) e B

Mr. Sanjeev Bikhchandani

nd
Vice-Chairman

D

Mr. Sanjiv Sachar

Independent Director

g . ¥ ol ~7
Ms. Geeta Mathur Ms. Radha Rajappa
Independent Director Additional Director
0006 A (Independent Director)

A
Board Committees
iA: Audit Committee
(B: Nomination and Remuneration Committee
(Cj Stakeholders’ Relationship Committee

N . . e .
(D) Corporate Social Responsibility Committee
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Mr. Hitesh Oberoi
Co-Promoter,
Managing Director and CEO

©o @

Mr. Ashish Gupta
Independent Director
(till July 20, 2026)

Mr. Rajesh Magow
Additional Director
(Independent Director)

(8]

,/777\\ . .
u\@ Risk Management Committee

7=\ . R . - . .
(F ) Business Responsibility and Sustainability Reporting Committee

(G) Committee of Executive Directors

. Chairperson

Member

Annual Report 2025-26

Notes
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1. In the interest of good governance and to reflect the latest information available in the public domain, the details of composition of the Board
and its committees stated in this section have been updated till July 2026, and may differ from those reported in the Statutory Reports forming
part of this Annual Report, which were approved by the Board on May 22, 2026.

2. Subsequent to the end of the year under review, following changes took place in the composition of Board:

a) Mr. Pawan Goyal ceased to be the Whole-time Director & CBO-Naukri with effect from close of business hours on May 31, 2026

and consequently as member of committees, as applicable.

b) Mr. Rajesh Magow and Ms. Radha Rajappa were appointed as Independent Directors w.e.f. June 9, 2026, for a consecutive period
of five years, subject to approval of the shareholders at the ensuing Annual General Meeting of the Company.

¢) Mr. Ashish Gupta upon completion of his second term, ceased to be the Independent Director of the Company with effect from the close
of business hours on July 20, 2026 and consequently as chairman/member of committees, as applicable.

Read full profiles of the current Board of Directors at: www.infoedge.in/About/BoardOfDirectors

Board Composition and Diversity

EoRrlC o mpoeia Non-'Executlve E)fecutlve Indfependent Total
Director Directors Directors

No. of Directors 1 2 4 7

% of Directors 14.29% 28.57% 57.14% 100%

Female Directors on the Board: 28.57%

Corporate Information

Interim Chief Financial Officer Corporate Office

Mr. Ambarish Raghuvanshi

Company Secretary & Compliance Officer
Ms. Jaya Bhatia

Statutory Auditors

S.R. Batliboi & Associates LLP, Chartered Accountants
(FRN: 101049W/E300004)

Secretarial Auditors

Chandrasekaran Associates, Company Secretaries
(FRN: P1988DE002500)

Internal Auditors
T.R. Chadha & Co. LLP, Chartered Accountants

Registered Office

GF-12A, 94, Meghdoot Building, Nehru Place,
New Delhi — 110 019, India

B-8, Sector-132, Noida, Uttar Pradesh — 201 304, India

CIN: L74899DL1995PLC068021

Bankers

ICICI Bank Limited
HDFC Bank Limited
Citibank

State Bank of India
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FY26 was marked by heightened global uncertainty.
Resurfacing tariff pressures, the continuing Russia—Ukraine
war, intermittent India—Pakistan tensions, and escalating
instability in the Middle East contributed to a more cautious
operating environment, alongside evolving risks around
inflation, interest rates, trade flows and supply chain
realignments. At the same time, rapid advances in Artificial
Intelligence (Al) emerged as a defining structural shift,
creating significant opportunities to enhance products, user
engagementand productivity while accelerating technological
disruption across industries.

Under the circumstances, Info Edge delivered resilient
performance in FY26, supported by the strength of its
diversified digital portfolio, healthy profitability and robust
cash generation. The recruitment business continued to grow
steadily while maintaining industry-leading margins, and the
Company'’s non-recruitment businesses gained market share,
sustained growth momentum and collectively generated
positive cash flows from operations. The Company continued
toembed Al across its platforms while launching new Al-native
products, and its investment portfolio created long-term
shareholder value as major investee companies, including
Eternal Limited (Eternal) and PB Fintech Limited (PB Fintech),
scaled their businesses and improved profitability.
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Business Environment

The Global Economy

According to the International Monetary Fund (IMF), the global GDP is projected to grow by 3.0% in CY26 and 3.4% in
CY27, compared with 3.5% in CY25, reflecting a moderation in growth as businesses and consumers adjust to a more
challenging macroeconomic environment. Inflation is expected to remain above long-term averages, although on a gradual

easing trajectory.

CHART 1: GLOBAL ECONOMIC REAL GROWTH RATES (%)

B CY25¢+ M CY26* (P)

7.7

World United States Euro Area Emerging and
Developing
Europe

*For India, data is presented on fiscal year basis, ie. FY25 and FY26 (P)

Source: World Economic Outlook, July 2026 - International Monetary Fund

While the baseline outlook remains stable, risks from
geopolitical conflicts, trade fragmentation, commodity
price volatility and tighter financial conditions continue
to pose challenges to global growth. At the same time,
rapid advances in Al are beginning to reshape business
models and investment priorities across industries. For
digital platform businesses such as Info Edge, these global
developments influence operating conditions through three
principal channels. First, hiring demand in export-oriented
sectors, particularly information technology services,
remains linked to global economic activity. Second, the
overseas education market is influenced by changing visa
policies, student mobility and geopolitical developments.
Third, global capital flows and investor sentiment continue
to affect technology valuations and the Company’s
investment portfolio.

Despite these headwinds, Info Edge’s diversified business
portfolio demonstrated resilience during FY26. The
recruitment business navigated a measured hiring
environment while sustaining profitable growth. NaukriGulf
benefitted from healthy hiring activity across the Middle
East for most of the year, with moderation towards the end
of the year owing to regional conflicts. While Shiksha’s
Study Abroad business remained impacted by tighter visa
norms in key destination markets, the Company’s major
listed investments continued to scale profitably and create
long-term shareholder value.
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The Indian Economy

India continued to be one of the fastest-growing major
economies during FY26, supported by resilient domestic
demand, sound macroeconomic fundamentals, and
continued public investment in infrastructure and
digitalisation. While economic growth moderated from
the exceptionally strong levels of the previous year, it
remained well ahead of most large economies. The IMF
projects India’s real GDP growth at 6.4% in FY26 and 6.7%
in FY27, reflecting the country’s favourable long-term
growth outlook.

The operating environment during the year remained
influenced by global uncertainties, including geopolitical
tensions, elevated commodity prices, and a softer external
demand environment. Nevertheless, continued urbanisation,
formalisation of the economy, rising household incomes,
expanding digital adoption and favourable demographics
continue to support long-term growth across India’s
consumption and services sectors.
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India’s Digital & Al Transformation

India’s digital economy continued to expand rapidly
during FY26, supported by one of the world’s largest
internet user bases, affordable mobile data, widespread
smartphone adoption and continued investments in digital
public infrastructure. Digital technologies are increasingly
transforming how individuals access employment,
housing, education, financial services, healthcare and
commerce, creating significant long-term opportunities
for platform businesses.

The country’s digital transformation continues to be
underpinned by strong policy support. Over the past decade,
the Digital India programme has accelerated internet
connectivity, digital inclusion and the adoption of digital
public infrastructure. Platforms such as Unified Payments
Interface (UPI), Aadhaar, DigiLocker and BharatNet have
significantly reduced friction across the economy while
improving access to digital services. As digital adoption
deepens, India’s digital economy is expected to become an
increasingly important contributor to the country’s overall
economic growth over the coming decade.

Alongside this digital transformation, Al is emerging as
the next structural driver of productivity and innovation.
Enterprises across sectors are increasingly integrating
Al into customer engagement, decision-making, software
development and business operations. India is well-
positioned to participate in this transition, supported by a
vibrant technology ecosystem, one of the world’s largest
pools of digital talent, and a rapidly expanding startup
landscape. The country today hosts more than 2,100
Global Capability Centres (GCCs), which are increasingly
undertaking high-value work across engineering, product
development, data science and Al. Government initiatives
such as the IndiaAl Mission are further strengthening
the country’s Al ecosystem by expanding compute
infrastructure, promoting indigenous Al research,
improving access to high-quality datasets, supporting
startup innovation and investing in talent development.
The convergence of digital infrastructure, Al innovation, a
strong technology talent pool and supportive public policy
is creating a favourable environment for technology-led
businesses, positioning India as one of the most attractive
long-term digital growth markets globally.

Implications for Info Edge

The long-term structural trends shaping the global and
Indian economies map directly to Info Edge’s businesses.
Formalisation of employment, expansion of GCCs, and
growing demand for specialised talent in Al, data science,
cybersecurity and product engineering continue to expand
the addressable market for the Company’s recruitment
platforms led by Naukri, while the continued formalisation of
blue- and grey-collar employment strengthens the long-term
opportunity for Job Hai. Beyond recruitment, increasing
digital discovery and transparency support 99acres, rising
consumer trust in digital platforms benefits Jeevansathi,
and India’s large and aspirational student population
underpins long-term demand for higher education guidance
through Shiksha. Across all businesses, Al acts as both an
opportunity and a catalyst for change—a theme examined
in detail within each vertical.
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Business Structure

Info Edge's business segments are organised around a single objective: value-creating growth
over the long term. The Company drives this through investments in its operating businesses,
which strengthen competitiveness and create synergies across the existing portfolio. At the
same time, Info Edge maintains a strong liquidity position, holding sufficient cash and cash
equivalents, to safeguard its core operations from financial risk. To make better use of this
cash, the Company also channels a part of it into financial investments, backing startups led
by committed entrepreneurs who use technology to solve real-world problems and have the
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Financial Investments

Info Edge follows a hybrid approach here, deploying capital both directly from Balance Sheet and through Wholly-Owned
Subsidiaries and through Alternate Investment Funds (AIFs) This lets the Company back promising early-stage startups
without diverting focus from its core operations. Over time, this segment has matured into a structured platform built on
two avenues:

Direct Investments through Balance Sheet
and through Wholly-Owned Subsidiaries

Investments through AIF
Capital is also channelled through AIF schemes managed

potential to scale into sustainable, long term value-creating ventures.

The Business Portfolio

Strategically, the business comprises two portfolios: operating businesses and financial investments.

Operating Businesses

The core verticals—Recruitment, Real Estate, Matchmaking,
and Education—sit at different stages of maturity, each
holding strong market leadership in dynamic sectors
where digital transformation continues to reshape market
structures. Growth comes through both organic and
inorganic routes. Organically grown brands include Naukri,
Job Hai, etc. in Recruitment, 99acres in Real Estate,
Jeevansathi in Matchmaking, and Shiksha in Education,
with priorities centred on expanding services, enhancing
user experience, and building new revenue streams while
defending category leadership.
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Inorganically, growth is supported by strategic investments
and acquisitions like Zwayam, DoSelect and Aisle, enabling
platform enhancements, ecosystem development, and
capability augmentation across vertical and horizontal
expansion, market consolidation, and new capabilities.
Each business, along with its related investments, is run
by an independent, empowered team with strong domain
leadership, operating with autonomy to drive innovation
while central functions, Finance, Legal, HR, and IT, provide
governance and ensure alignment with group-level policy.

Typically directed at early-stage startups with long-term
value potential, this route has already delivered notable
outcomes, including the successful listings of Eternal and
PB Fintech.

by Info Edge Ventures and its investment management
team. These funds are managed by experienced investment
professionals under a robust risk-management framework
and are focused on generating long-term value through
disciplined capital allocation. The Company’s investments
are currently channelled through the following schemes:

Scheme Name Corpus (¥ Mn)’
IE Venture Fund | (including follow-on) 15,135
IE Venture Investment Fund Il 12,716
Capital 2B Fund | 6,378
|IE Venture Investment Fund Ill 11,290
B8 Fund | 2,500
A88 Fund | 2,500

TInfo Edge effective holding: c. 50%, 44.7%, 45.2% in Fund I, Fund II, Capital 2B, and c. 89% in IE Venture Investment Fund IIl, 100% in B8 Fund I and

A88 Fund |, respectively. The details are as of March 31, 2026.

Collectively, these funds provide exposure to a diversified portfolio of 135 startups, with a concentration in Al, deeptech
and consumer tech, alongside investments across Saas, fintech and B2B e-commerce.

1||' For further details on Investments refer to the Management Discussion and Analysis on Page 95
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Businesses Under Direct Management in the Standalone Entity
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Recruitment | @) naukri

Recruitment is Info Edge’s largest and most profitable business, and has been the cornerstone of
the Company’s growth for more than two decades. Beyond being its principal revenue and profit
generator, it has provided the financial strength to invest in technology, new businesses and
one of India’s leading internet investment portfolios. Today, the business operates one of India’s
most comprehensive talent hiring ecosystems, connecting recruiters and jobseekers across the
entire hiring value chain through enterprise hiring solutions, specialised recruitment platforms,
Al-powered products, jobseeker services, recruitment workflow software, skill assessment
solutions, geographic expansion and the value segment.

Market Overview

India’s recruitment market continued to demonstrate
resilience during FY26 despite a measured hiring
environment. While macroeconomic uncertainty,
geopolitical developments and a cautious spending
environment saw moderated recruitment activity across
certain sectors, the long-term fundamentals of India’s
employment market remained robust.

Hiring activity during FY26 remained measured as
organisations balanced cost discipline with selective
investments in growth. While hiring in IT services continued
to remain subdued for much of the year, demand across
several non-IT sectors demonstrated greater endurance.
The Naukri JobSpeak Index reflected these trends through
the year, with hiring activity stabilising after the moderation
witnessed over the previous two years and gradually
improving across several sectors towards the latter part
of FY26.

Hiring remained particularly stable across GCCs,
hospitality, healthcare, retail, education and real estate,
while demand for professionals with expertise in Al, data
science, cybersecurity and product engineering continued
to grow significantly faster than the broader market.
Hiring momentum also broadened geographically, with
Tier Il cities continuing to gain prominence as enterprises
expanded operations beyond traditional metropolitan hubs.

Structural Drivers

A defining characteristic of India’s recruitment market is
that hiring demand is influenced not only by employment
growth but also by workforce mobility. Employee attrition

continues to generate significant recruitment activity
even during periods of moderate economic growth, as
organisations increasingly rely on external hiring to replace
attrition, acquire specialised capabilities and support
business expansion. For recruitment platforms, therefore,
gross hiring demand is a more meaningful indicator than net
employment creation alone. This structural characteristic
contributes to the resilience of India’s organised recruitment
market across economic cycles.

At the same time, Al is fundamentally reshaping the
recruitment industry. Enterprises are increasingly adopting
Al across candidate sourcing, screening, interview
scheduling, matching, recruitment marketing and workforce
planning. Rather than replacing recruitment platforms,
Al is accelerating the industry’s transition towards more
intelligent, automated and data-driven hiring processes,
enabling recruiters to improve productivity while delivering
better candidate experiences.

India’s position as a global technology and innovation
hub continues to strengthen these structural trends. The
country’s 2,100+ GCCs continue to expand hiring across
engineering, product development, Al, cybersecurity and
digital transformation. The employment landscape is also
becoming more geographically diversified, with increasing
investment across Tier Il and Tier Ill cities creating new
employment clusters. At the same time, the rapid growth
of blue- and grey-collar segment and flexible workforce
models is creating a large and underpenetrated opportunity
for digital recruitment platforms serving the value segment.
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Key Trends Basis JobSpeak Index

Hiring activity remained measured as
organisations balanced cost discipline with
selective investments in growth.

GCCs continued to be one of the strongest
drivers of organised hiring, particularly across
engineering, Al, product development and
digital capabilities.

Select Non-IT sectors demonstrate relatively
stronger resilience amidst uncertain macro
environment, supported by continued hiring
across hospitality, healthcare, retail, education
and real estate.

CHART 2: NAUKRI JOBSPEAK INDEX
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JobSpeak Index stabilised in the latter part of
the year after the moderation witnessed over
the previous two years. Refer to Chart 3 for
the quarterly YoY growth trend in the Naukri
JobSpeak Index over the last three years.

Demand for Al, data science and cybersecurity
professionals continued to outpace the
broader market.

Hiring activity broadened beyond metropolitan
markets, with Tier Il cities continuing to emerge
as important talent hubs. Southern and Western
corridors led the way in Tier Il hiring trends.
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CHART 3: NAUKRI JOBSPEAK INDEX - QUARTERLY YOY GROWTH (%)
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CHART 4: INDUSTRY-WIDE HIRING TRENDS IN INDIA, FY26 VS FY25 (%)
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The Indian Recruitment Model & Naukri's Competitive Advantage

The Indian Recruitment Model

India’s recruitment market is structurally different from most
developed markets, and this distinction has been central
to Naukri’s leadership in the country for over 20 years.
In many global markets, recruitment is primarily driven
by a job-posting model. Employers advertise vacancies,
candidates submit applications, and recruiters evaluate
the applicant pool. While this approach works efficiently in
markets characterised by relatively balanced labour supply
and demand, it becomes less effective in markets such as
India, where a single vacancy can attract hundreds and in
many cases, thousands of applications.

India’s recruitment ecosystem has therefore evolved
around a database-led search model. Rather than relying
solely on inbound applications, recruiters proactively

Globally, recruitment has traditionally been application-led:

CHART 5: GLOBAL RECRUITMENT MODEL
Application-Led and Reactive
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search candidate databases, identify relevant talent, and
directly engage with prospective candidates. This approach
significantly improves hiring efficiency by enabling
recruiters to filter candidates based on skills, experience,
location, compensation and other parameters before
initiating contact.

As the recruitment process becomes increasingly
search-led, the quality, scale and intelligence of candidate
data become the principal sources of competitive
advantage. Leadership in India’s recruitment market is
determined not merely by the number of job listings or
registered users, but by the ability to continuously enrich
candidate data, generate superior matching outcomes and
deliver measurable hiring efficiency for recruiters.

employers post jobs and wait for candidates to apply.

A i Relieson
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= © proactively

© discovering and
: applying for roles.

In India, employers prefer searching and discovering the right talent proactively, powered by intelligent matching,

recommendations and insights.

CHART 6: INDIAN RECRUITMENT MODEL
Database-Led and Proactive
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Database Scale, Freshness & Behavioural Data

Over nearly three decades, Naukri has built one of India’s
largest and most dynamic recruitment ecosystems. As of
March 31, 2026, the platform hosted 115 Million resumes,
with approximately 23,000 new resumes added every day
and more than 713,000 resumes updated daily during FY26,
ensuring that recruiters have access to a continuously
expanding and refreshed talent pool.
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Beyond scale, millions of daily interactions by recruiters
and jobseekers generate rich behavioural signals
that continually improve search relevance, candidate
recommendations and matching accuracy. Supported by
sustained investments in Al/ML, these proprietary datasets
enable the platform to become increasingly intelligent
over time.

Corporate Overview

CHART 7: NAUKRI FLYWHEEL
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Platform Flywheel & Network Effects

This creates a powerful self-reinforcing platform flywheel.
Unlike traditional recruitment businesses, where competitive
advantages are primarily relationship-driven, digital
recruitment platforms become stronger as participation
increases. Every additional recruiter, candidate and
interaction enhances the platform'’s intelligence, improves
matching quality and increases the value delivered to all
participants. As these network effects compound over
time, they become increasingly difficult for competitors
to replicate.

Sales & Distribution Reach

These digital advantages are reinforced by one of the
industry’s largest direct sales and customer engagement
organisations. With a presence across more than 75 cities,
the Company has built deep relationships with enterprises,
recruitment consultants, GCCs, start-ups, and small and
medium businesses, while simultaneously expanding its
reach across Tier Il and Tier Ill markets. This extensive
market presence enables faster customer acquisition,
stronger retention and deeper penetration across India’s
organised recruitment market.
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e naukri Naukri
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From Marketplace to Talent
Solutions Platform

The Company’s strategy is also evolving beyond its
traditional role as a recruitment marketplace. By integrating
talent sourcing automation, talent intelligence, workflow
management, skill assessment and candidate engagement
capabilities into its ecosystem, Naukri is expanding from
a hiring platform into a comprehensive talent solutions
partner. These adjacent offerings deepen customer
relationships, increase share of wallet and create multiple
new avenues for monetisation while reinforcing the
competitive strength of the core platform.

Al as Reinforcement, Not Disruption

Al represents the next phase of this evolution. Rather than
disrupting the Company’s core business model, Al enhances
the effectiveness of database-led recruitment by improving
search quality, recommendation accuracy, recruiter
productivity and candidate engagement. Backed by more
than a decade of investments in Al, one of India’s largest
applied Al labs comprising over 130 data science and ML
professionals, and proprietary datasets that cannot be easily
replicated, the Company believes it is well positioned to lead
the next generation of technology-enabled recruitment.
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Business Operations

The recruitment ecosystem is organised into four
complementary categories: Recruitment India B2B,
Candidate and Jobseeker Services (B2C), NaukriGulf and
Job Hai. Together, these businesses position Info Edge
across every major segment of the recruitment market,
from premium executive hiring to entry-level and frontline
workforce recruitment, across geographies and customer
segments, and from enterprise recruitment solutions to
jobseeker services. Each category is discussed in detail in
the following sections.

Recruitment India B2B
(Employer & Platform Businesses)

This category encompasses the Naukri platform, which
holds a leadership position in the white-collar hiring
space. Naukri operates a database-led model serving a
vast base of clients across IT, GCCs, BFSI, manufacturing,
infrastructure, healthcare, recruitment consultants and
other sectors. As of March 31, 2026, the platform had over
146,000 paid corporate clients. Growth in this category is
driven by three variables across the premium, mid and value
segments of the market: overall hiring volumes, share of
hiring and revenue per hire.

The Premium Segment (>¥30 Lakh CTC)

Premium hiring is among the fastest-growing segments in
India’s recruitment market, driven by demand for specialised
talent across Al, data science, product management and
cybersecurity, and supported by India’s emergence as a
global talent hub and the expansion of GCCs and startups.
Itis structurally attractive, with higher revenue per hire and
significant monetisation headroom. Premium candidates
are typically passive and selective, requiring a curated
experience. Naukri, along with specialised platforms,
iimjobs, and Hirist, serve the fast-growing premium
segment. iimjobs primarily caters to senior management
and leadership hiring, while Hirist is an exclusive platform for
premium technology talent. PremiumX, launched in FY26,
further broadens the Company’s premium offerings. Naukri
TopTier, offered as part of the Naukri platform, provides
a differentiated, invite-only experience for premium job
seekers. Naukri's differentiated multi-platform approach,
strong recruiter relationships and expanding premium
talent base are helping it gain share while supporting
long-term revenue growth and improved revenue per client.

The Mid Segment (¥5-30 Lakh CTC)

In the mid segment, while volume growth has moderated
due to broader cyclical and economic factors, it remains
the core segment for Naukri. The leadership position is
supplemented by a large and diverse customer base across
IT services, technology companies, BPM, GCCs, BFSI,
healthcare, manufacturing, infrastructure and recruitment
consultants. Operations in this segment focused heavily
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on expanding penetration into Tier Il and Tier lll cities, and
among Small and Medium Enterprises (SMEs).

Naukri is actively working to capture a higher share of wallet
through new offerings like Data Products and Al-Rex. Data
Products like Talent Pulse and Executive Intelligence are
Al-powered strategic talent intelligence tools that deliver
insights on companies, salaries, employer branding, talent
movement and workforce planning. These products have
already delivered a revenue of ¥320 Million in FY26. Al-Rex,
an agentic recruitment platform, improves productivity
of end-to-end hiring workflows for enterprises—from job
mandate intake to candidate shortlisting—meaningfully
reducing time-to-hire. With 1,000+ clients onboarded
and 30,000+ job mandates closed as of March 31, 2026,
early adoption is encouraging. The business is also
increasing revenue per hire through branding services,
job marketing and assisted services, combining Al with
human-led support.

The Value Segment (<5 Lakh CTC)

The value segment spans entry-level roles across sectors
and is expanding rapidly with urbanisation and workforce
formalisation. Naukri has long served the white-collar end
of this segment, including roles below %5 Lakh. The larger
blue- and grey-collar opportunity, structurally distinct in
its dynamics and historically underserved, is addressed
through Job Hai, the Company’s dedicated platform for this
market (see Section on Job Hai for more details).

Enterprise Tools & Other Businesses

The category is rounded out by enterprise recruitment
tools and supporting services built organically and through
strategic acquisitions:

= Zwayam Hire is an Al-powered enterprise recruitment
automation platform that digitises the end-to-end
recruitment process. Its API integration with the
Naukri Hiring Suite extends these capabilities further,
exemplifying the Company’s strategy of cross-leveraging
new products with established brands.

* DoSelect is a skill-assessment platform trusted by
over 4,000 clients and 8,500+ HR professionals, having
powered more than 10 Million assessments. With a library
of 150,000+ questions, support for 25+ programming
languages and 15 frameworks, and an Al-enabled
proctored IDE, it enables full-stack and project-based
evaluations across recruitment and L&D use cases.

= Naukri Campus focuses on preparing freshers from
college campuses for their first job, with the primary
objective of transitioning campus hiring activity from
offline to online. It offers role exploration, aptitude tests,
expert sessions and contests to help students prepare
for jobs and internships across IT and other sectors.
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= AmbitionBox, within the Job Search Enablement
portfolio, is India’s No. 1 platform for company reviews
and salary insights, with over 19 Million registered users,
40 Million+ salary contributions, 10 Million+ company
reviews and 18 Lakh+ interview questions. AmbitionBox
has achieved a key milestone on the employer side,
surpassing 1,000 paid employers subscribing to the
offerings. In FY26 it hosted with Naukri, the fifth edition of
the AmbitionBox Employee Choice Awards, recognising
top companies to work for based on authentic employee
reviews and ratings.

Broad-Based Sector Diversification

The Company’s recruitment business is well diversified
across multiple sectors. While IT services continues to
be a significant segment, the Company’s reliance on IT
services clients has moderated over the years, supported
by strong growth in GCCs and other emerging sectors.
GCCs contributed around 17.3% of Recruitment India B2B
billings in FY26. In FY26, billings in Tech, IT Services and
BPM combined grew by 8.3%, GCCs by 10.3%, Other Sectors
by 8.5% and the Recruitment Consultants segment by 6.5%.

CHART 8: DISTRIBUTION OF RECRUITMENT INDIA B2B BUSINESS BILLINGS BY CUSTOMER TYPE FOR FY26 (%)
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Consultants
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73



infoedge

Candidate & Jobseeker Services (B2C)

This category focuses on the jobseeker side of the
marketplace, deepening engagement with Naukri's large
existing user base through three offerings.

Naukri 360 is a comprehensive, largely self-serve do-it-
yourself (DIY) career platform offering specialised services
for jobseekers, including resume preparation, interview
training, and a range of mock interview and practice
sessions. During FY26, the Company launched a Jobseeker
Agent called Neo, which enables Al-powered job discovery,
real-time job alerts and auto job apply (if enabled). Since
April 2024, approximately 9.8 Million Al-powered resumes
have been downloaded, and approximately 4.6 Million Al-
led interviews have been completed as of March 31, 2026.

Naukri 360 also carries a do-it-for-me (DIFM) layer, evolved
from the original Naukri FastForward service, in which a
team of professional experts handle resume writing, profile
building and related jobseeker support directly, creating a
more bespoke, concierge-like experience for users. The
DIY products and DIFM services complement each other,
and as a result Naukri FastForward is progressively being
folded into Naukri 360 as a premium, expert-led tier rather
than existing as an independent sub-brand.

Naukri Minis is a content platform that delivers curated,
bite-sized updates on industry trends, job market insights,
news and industry shifts and recruitment strategies. Naukri
Minis hosts over 500,000 pieces of live content, generating
1,500 hours of daily watch time.

The Naukri B2C business recorded 18.8% billings growth
in FY26 while sustaining a high-margin, profitable model,
with Q4 billings up 32.9%. Paid users rose from 1.3% to
2.5% of the overall Naukri monthly active users over the
last 15 months—a testimony to product adoption and
value delivery. With deepening engagement, expanding
monetisation levers and continued product innovation, the
category is well positioned for faster growth.
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NaukriGulf

Beyond India, the Company operates a Middle East-focused
online hiring platform, NaukriGulf, replicating Naukri’s
successful Indian model in the region—starting with the
Indian diaspora and expanding to diverse nationalities.
This business is focused on the six GCC countries, with the
UAE being the key market, followed by Saudi Arabia, Qatar,
Oman, Bahrain and Kuwait. It has transformed into a leading
regional hiring platform. The business witnessed strong
activity through most of FY26, with a moderation in March
owing to the West Asia conflict. Leveraging the region’s
robust economic momentum, NaukriGulf delivered billings
growth of 16.3% in FY26 while sustaining high operating
profit margins. The business continues to deliver profitable
growth, reflecting the depth and resilience of the Middle
East recruitment market and providing a strong foundation
for future expansion.

Job Hai

Hiring volumes in the value segment are growing rapidly
across warehousing, logistics, manufacturing, delivery, retail
and healthcare support, supported by sustained industrial
activity and rapid urbanisation. However, the segment has
distinct operating dynamics: digital penetration remains
low, employers often hire urgently rather than periodically,
workers typically do not maintain formal resumes, and job
search is largely local. As a result, monetisation remains
structurally challenging, with lower ARPUs and higher churn.
While Naukri has long served entry-level and white-collar
hiring, including roles below %5 Lakh salaries level, Job
Hai was established to specifically address this highly
fragmented, underserved blue- and grey-collar market.
The platform now spans over 640+ cities and 45+ job
categories nationwide, with over 18 Million jobseekers
across roles including customer support, data entry,
delivery agents, drivers, on-field runners, sales, business
development and cooks. Its monetisation model covers
job postings, database access, job boost, assisted hiring
and WhatsApp-based outreach, serving SMBs, enterprise
clients and recruitment consultants.

Having established market leadership in Delhi NCR over the
past two years, Job Hai is preparing to extend this model
to Mumbai, Bengaluru and other major markets over the
next 12 months. FY26 marked the year the business moved
from early-stage validation to establishment at scale; while
still relatively small, it is growing well and the Company
continues to invest with a long-term orientation. Over the
medium to long term, Job Hai is well positioned to benefit
from the continued formalisation of India’s workforce
and economy, and is expected to become a meaningful
contributor to group revenue.
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FY26 Business Performance
Financial Highlights

Despite a measured hiring environment during FY26,
the recruitment business delivered a year of resilient
growth, demonstrating the strength of its market
leadership, diversified customer base and disciplined
operating model. Continued investments in technology,
Al and product innovation, together with broad-based
customer additions and higher monetisation, enabled
the business to sustain healthy growth while maintaining
industry-leading profitability.

Performance Highlights

=3 il

X23,743 wmn

Billings Revenue

322,559 mn

Annual Report 2025-26

Standalone recruitment billings grew 10.0% year-on-year
to 23,743 Million, while revenue increased 13.8%
to 22,559 Million. Operating profit grew 14.4% to
%12,772 Million, with operating margins improving to 56.6%,
reflecting the inherent operating leverage of the business.
Cash generated from recruitment operations stood at
315,127 Million, reinforcing the capital-light nature of the
business and its ability to consistently generate strong free
cash flows.

12,772 mn

Operating PBT

*10.0% *13.8%

56.6%

"4.4%

15,127 wmn

Operating PBT Cash from
Margin Operations
A2.5%

*Figures pertain to standalone performance.
A YoY growth
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Customer Growth

The recruitment business continued to expand its client
base during FY26. Average billed customers on the B2B
side increased to approximately 146,000, reflecting healthy
customer acquisition and deeper penetration across
enterprises, recruitment consultants, GCCs and SMEs.
Continued expansion across Tier Il and Tier Il markets,
together with increasing adoption by SMEs, further
strengthened the breadth of the customer franchise. The
jobseeker engagement has continued to expand during
FY26 as well with resume count increasing to 115 Million
as of March 31, 2026.

CHART 9: AVERAGE NUMBER OF BILLED CUSTOMERS
(RECRUITMENT INDIA B2B BUSINESS) (‘000s)

146
128

Operating Leverage & Margin Progression

The recruitment business continued to demonstrate
strong operating leverage during FY26. Operating margins
expanded progressively during the year as revenue growth
outpaced operating expenditure, reflecting the scalability of
the platform and disciplined cost management. Recruitment
margins expanded through the year, from 52.5% in Q1 to
58.5% in Q4, while the core recruitment business (excluding
Job Hai) delivered an operating margin of 59.1% for the
full year.

CHART 11: RECRUITMENT OPERATING PBT MARGINS
QUARTERLY (%)
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55.8%

52.5%
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CHART 10: NAUKRI RESUME DATABASE (Mn)
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Cash Generation & Financial Strength

The recruitment business continues to generate significant
surplus cash, providing the financial foundation for
investments across technology, adjacent recruitment
businesses and the Company’s broader digital portfolio.
Supported by its capital-light operating model, strong
cash conversion and disciplined investment approach,
the business remains well positioned to sustain profitable
growth while continuing to invest behind strategic priorities
including Al, premium hiring, enterprise solutions and
expansion into new recruitment segments. Cash from
operations have grown at a CAGR of 10.3% over the past
five years to reach 215,127 Million in FY26.

FY23 FY24 FY25 FY26
-
/
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Strategic Priorities and Outlook

Naukri’s long-term growth strategy is centred on expanding
its leadership across India’s recruitment ecosystem while
increasing customer value through technology, Al and
product innovation. The Company believes that future
growth will be driven not only by increase in hiring volumes,
but also by expanding its share of recruitment spending,
increasing monetisation across its customer base and
broadening its participation across the end-to-end hiring
lifecycle. The strategy is anchored on five complementary
growth pillars.

Strengthening Leadership in the Core
Recruitment Franchise

The mid-market recruitment segment (compensation
levels of approximately ¥5-30 Lakh) remains the largest
component of India’s organised white collar recruitment
market and continues to be the foundation of the
Company’s business. While hiring volumes in this segment
are inherently linked to broader economic conditions, the
long-term opportunity remains significant as recruitment
continues to become increasingly organised and digital.
The Company’s strategy is to deepen its leadership by
expanding customer acquisition, increasing penetration
among SMEs, strengthening its presence across Tier Il
and Tier Ill cities, and continuously enhancing recruiter
productivity through Al-powered search, matching
and talent sourcing automation. Alongside customer

Annual Report 2025-26

acquisition, increasing revenue per recruiter remains a key
strategic priority. The Company continues to expand its
portfolio of value-added offerings, including recruitment
intelligence, employer branding, recruitment marketing,
talent sourcing automation and assisted hiring solutions,
to capture a larger share of recruitment spending.

Expanding Premium Hiring

Premium hiring continues to represent one of the most
attractive opportunities within India’s recruitment market.
Increasing demand for specialised talent across Al,
data science, cybersecurity, product management and
leadership roles, together with the rapid expansion of
GCCs and technology-led enterprises, continues to expand
this segment.

Serving this segment requires differentiated products,
curated talent communities and specialised recruiter
capabilities. The Company has built a multi-brand
ecosystem, anchored by Naukri, iimjobs, Hirist, PremiumX
and Naukri TopTier, to address leadership hiring,
management talent and specialised technology recruitment
across multiple customer segments. Beyond volumes,
premium recruitment represents an attractive monetisation
opportunity through higher-value recruiter subscriptions,
premium talent access, employer branding solutions and
Al-enabled recruitment services.
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Al as the Next Growth Multiplier

Alisreshaping every stage of the recruitment lifecycle—from
candidate discovery and matching to recruiter productivity,
workflows and talent intelligence. The Company believes
Al represents one of the most significant long-term
opportunities to enhance customer value, strengthen
competitive differentiation and expand monetisation
across its recruitment ecosystem.

The Company’s Al strategy extends well beyond
improving productivity. By embedding Al across search,
recommendations, job discovery, recruiter workflows and
customer engagement, the Company is transforming Naukri
from a recruitment marketplace into a comprehensive
Al-enabled talent solutions platform. Al is also enabling
the Company to broaden its participation across the
recruitment value chain through an expanding portfolio of
enterprise solutions, which deepen customer relationships,
increase platform stickiness and diversify revenue streams
beyond traditional recruitment subscriptions.

Backed by over a decade of investments in Al, one of India’s
largest applied Al teams (over 130 data science and ML
professionals), and proprietary behavioural datasets, the
Company believes it is uniquely positioned to lead the
next phase of Al-enabled recruitment. These investments
are already translating into measurable outcomes, with
productivity across multiple workflows improving by
15-20% YoY.

Deepening Jobseeker Engagement
& Monetisation

Alongside strengthening its enterprise offerings, the
Company continues toinvestin building deeper relationships
with jobseekers throughout their career journeys. Its
strategy extends beyond job discovery to helping users
improve employability, navigate career transitions and
make better career decisions.

The Company’s jobseeker ecosystem—Naukri 360, Naukri
FastForward, Naukri Minis and Neo (jobseeker agent)
offers services including resume enhancement, interview
preparation, personalised job discovery, career guidance
and curated content. As Al continues to make career
services more personalised and interactive, the Company
expects jobseeker engagement to become an increasingly
important driver of user lifetime value, platform stickiness
and long-term revenue diversification.

| Statutory Reports | Financial Statements

Scaling the Value Segment

India’s blue-and grey-collar workforce represents one of
the country’s largest and fastest-growing employment
segments. Increasing urbanisation, workforce formalisation
and growth in logistics, manufacturing, retail, healthcare,
hospitality and platform-based employment continue
to expand long-term demand for organised hiring
solutions. The Company is expanding its presence in the
value segment beyond white-collar hiring, where Naukri
already has a leading position. Its immediate priority is to
strengthen Job Hai’s leadership in markets where it has
established strong traction, while gradually expanding
into additional metropolitan and large urban centres. Over
the long term, continued formalisation of India’s labour
market and increasing digital adoption are expected to
create a significant opportunity for scalable platform-led
recruitment in this segment.

Looking Ahead

Therecruitment industry continues to evolve as enterprises
increasingly adopt digital hiring, Al reshapes recruitment
workflows and workforce mobility creates sustained
demand for organised hiring solutions. Supported by
market leadership, powerful network effects, trusted
brands, proprietary data assets and continued investments
in technology, the Company is well positioned to strengthen
its competitive position, deepen customer relationships
and expand its role across the recruitment value chain.

While hiring volumes may remain influenced by near-term
macroeconomic conditions, the Company’s strategy
remains focused on capturing a larger share of India’s
long-term recruitment opportunity through innovation,
disciplined execution and sustained investments in
technology. Together, the Company’s five growth pillars
position the recruitment business to sustain robust,
profitable growth over the medium to long term.
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Real Estate | 99acres

India’s real estate sector maintained strong momentum through FY26, underpinned by a
resilient domestic economy amid global uncertainty. The office market scaled new highs as
GCCs deepened their India operations and demand for Grade A assets remained strong. The
residential market extended its post-pandemic upcycle, supported by increasing urbanisation,
rising incomes and growing buyer appetite for higher-value homes. For 99acres, FY26 was
marked by disciplined execution against its multi-year strategic transformation. The business
progressed from being among the top three players to gaining leadership in traffic, reflecting
sustained investments in customer experience, product and technology that translated into

measurable market share gains.

Residential Real Estate Segment

The Indian residential real estate market sustained its
post-pandemic momentum through CY25, marking a
phase of stability and underlying resilience. Housing
sales across the top eight cities stood at 0.35 Million
units, with second-half volumes registering the highest
half-yearly level recorded since the end of 2013. Demand
remained well supported by the Reserve Bank of India’s
cumulative 125 basis point reduction in the repo rate since
February 2025, which aided affordability, along with eased
financing conditions.

Buyer interest continued to gravitate towards higher-value
homes. Sales of properties priced at 310 Million and above
grew 14% YoY and now constitute half of total annual sales,
with premium segments such as ¥20-500 Million recording
even sharper growth. Residential launches reached
0.36 Million units, the second-highest annual volume since
2014, as developers calibrated the pace of new supply to
keep pipelines aligned with demand.

New supply remained concentrated in higher ticket sizes,
reflecting the continued shift in the market’'s composition
towards premium housing. Strong price escalation
followed, with NCR, Hyderabad and Bengaluru recording
price growth of 19%, 13% and 12% YoY respectively, driven
largely by the strong focus on premium and high-rise
residential developments.

Inventory levels are best assessed alongside sales velocity.
The quarters-to-sell metric—the number of quarters required
to clear existing inventory at the trailing eight-quarter sales
pace-held broadly steady at around 5.8 quarters (under
eighteen months) across the eight markets, indicating
that the overall market fundamentals remained healthy.
Developers increasingly relied on buyer-centric measures
such as flexible financing structures, subvention schemes
and selective stamp duty waivers to support transaction
sales momentum.

CHART 12: RESIDENTIAL LAUNCHES AND SALES TREND Launches [ Sales
ACROSS TOP EIGHT CITIES (NO. OF UNITS) <
o 3 S5 3 85 Sz 38
S w o o ~ X 0 g ~ X o N S o
S Rl e el e B BE
S o o o = T - - g A ~
< & = ) - B v v
<+ < - - -
- m
© o) &
Bo ©°
35 ‘
T o
— — N N (90] (92] < < n n
N N N N N N N N N N
> > > > > > >= >- > >-
(&) (@) O O (@) O (@) (@) (@) (@)
= N — N — N — N — N
T I I I T ac I T ac T

Source: Knight Frank India Real Estate Report, H2 2025; top eight cities
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From a policy perspective, relaxations in the income tax
regime and reductions in interest rates, the cash reserve
ratio and GST through the year collectively improved
liquidity within the financial system. Through lower
borrowing costs and improved credit availability, these
measures are expected to continue supporting housing
demand across urban end-user segments. Entering CY26,
the market has moved into a more measured, consolidation
phase as sustained price appreciation tests affordability
at the entry level. Even so, the long-term demand drivers
remain firmly intact, and the outlook for residential real
estate remains positive.

Commercial Office Segment

India’s office market concluded 2025 at a record high, with
annual transaction volumes reaching 86.4 Million Sq. Ft.,
surpassing the record levels of 2024 and reflecting 20%
YoY growth. Despite geopolitical uncertainties weighing
on global business sentiment, India remained a relatively
safe haven for global businesses, supported by a stable,
business-friendly regulatory environment and resilient
economic growth. The expanding role of GCCs, along with
the recovery in third-party IT services, continued to provide
strong support to office demand. Leasing volumes have

Annual Report 2025-26

consistently ramped up since 2021. In 2025, five of the eight
tracked markets crossed 10 Million Sq. Ft. of transaction
volumes, indicating broad-based occupier interest
across key cities. H2 CY25 recorded 37.5 Million Sq. Ft.
of transactions, second only to H1 CY25. Three markets
scaled annual highs during the year, led by Bengaluru at
28.7 Million Sq. Ft., 58% higher than its previous high in
2024, with Pune and Kolkata also scaling new annual highs.

Grade A office assets continued to dominate leasing
activity, constituting 91% of transactions for the full year.
Demand for high-quality office space strengthened as
occupiers increasingly prioritised modern workplace
design, operational efficiency and sustainability standards,
supported by expansion of REIT-owned portfolios, the
growing presence of GCCs, and rapid adoption of flexible
workspace formats.

GCCs remained the largest occupier segment in 2025,
accounting for approximately 32.6 Million Sq. Ft. of office
leasing, or 38% of annual absorption. Bengaluru remained
the preferred destination for GCCs, capturing 47% of total
GCC leasing activity. Third-party IT service providers also
re-emerged as a key demand driver, leasing approximately
17.1 Million Sq. Ft., reflecting 117% YoY growth.

CHART 13: OFFICE PROPERTY COMPLETIONS AND TRANSACTIONS (EIGHT MAJOR CITIES) (MN SQ M)
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This momentum continued into 2026. The office market
recorded a new quarterly high of 29.9 Million Sq. Ft.
in Q1 CY26, surpassing the previous quarterly peak of
Q1 CY25 by 6%. Unlike the base period, when demand was
heavily skewed towards Bengaluru, Q1 CY26 growth was
broad-based, reflecting a more balanced expansion in
leasing activity. Grade A assets accounted for 93% of total
Q1 CY26 transactions. GCCs continued to be the primary
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demand driver, accounting for a record 14.4 Million Sq. Ft.,
or 48% of total leasing during the quarter.

India-facing businesses, which had seen a slowdown in
2025 with their share of total office transactions declining
10 21% from 36% in 2024, showed improvementin Q1 CY26.
The segment recorded 5.8 Million Sq. Ft. of leasing during
the quarter, reflecting 22% YoY growth, the highest among
all end-use categories.
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CHART 14: END-USE SPLIT OF OFFICE TRANSACTIONS
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Looking ahead, India’s office market remains supported
by strong macroeconomic fundamentals, domestic
demand resilience and the country’s increasing integration
into global supply chains. Continued expansion of
GCCs and the growing execution of higher-value and
innovation-led functions from India are expected to sustain
occupier demand.

Key Structural Trends

Urbanisation and Affordable Housing Demand

India’s accelerating urbanisation is expected to remain a
key demand driver for the sector. With the country’s urban
population projected to reach 600 Million by 2030, demand
for smart housing and supporting infrastructure is expected
to rise meaningfully. Over the same period, cumulative
demand for affordable housing is estimated at 31.2 Million
units, creating a significant opportunity for inclusive,
efficient and sustainable urban development.

Premiumisation and Evolving Buyer
Expectations

The residential market is witnessing a clear shift towards
premium and luxury housing. High-rise living is becoming
increasingly common, and branded residences are gaining
traction as both global names and luxury labels enter
the space, reflecting evolving buyer expectations for

differentiated, experience-led offerings. This is encouraging
developers to move beyond bare-shell offerings towards
finished, value-added and premium-priced products.

Development Boom and
Regional Diversification

A renewed development cycle is underway, with large
developers acquiring sizeable land parcels and launching
integrated townships, signalling confidence in long-term
demand. At the same time, regional boundaries are blurring
as developers expand beyond their home markets, with
regional brands increasingly pursuing national growth
strategies and widening their footprint across the country’s
major markets.

Digital Transformation
of Real Estate

The Indian real estate market is undergoing a significant
digital shift, with online classifieds platforms playing an
increasingly central role in how property is searched for
and transacted. This shift is supported by India’s expanding
internet base, with active internet users exceeding one
billion, creating a large digital audience for search-led and
content-led property journeys. Advertising spends across
the sector are expected to grow, supported by deeper user
engagement, improved audience targeting and a growing
reliance on online platforms for property research and
discovery. The market remains highly fragmented, with
millions of independent brokers and no single intermediary
controlling the transaction. Unlike mature markets where
resale dominates, India also has a disproportionately large
new-launch and under-construction segment, supported by
rapid urbanisation and a sizeable developer pipeline. Digital
platforms in India therefore act primarily as discovery and
lead-generation channels, with transactions largely closing
offline; platform value is measured through responses and
enquiries rather than completed transactions.

Technology is reshaping every layer of the property journey.
Al-powered analytics and predictive pricing improve
personalisation and lead management. Virtual property
tours, 360-degree walkthroughs and interactive floor plans
allow prospective buyers to shortlist options from home.
Chatbots and Al assistants respond to common queries
and support site-visit scheduling. Data analytics tools help
developers and agents understand user behaviour, track
campaign performance and identify customer preferences,
while automation streamlines lead nurturing. For
developers this means cost-effective outreach and richer
data; for buyers, greater convenience, clarity and control.
As a result, the gap between property seekers and sellers
is narrowing, and decisions are becoming more informed.
For real estate platforms, this creates a larger role across
the property lifecycle. Platforms such as 99acres support
discovery and lead generation across new homes, resale,
rentals and commercial properties.
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Business Operations

As one of India’s leading real estate platforms, 99acres
connects buyers, sellers, renters, brokers and developers
across residential, commercial and rental segments.
Backed by sustained billings growth over the past five years
at a CAGR of 21.1%, the platform made strong progress in
FY26 with gains in traffic share, supply depth, response
growth and revenue share. 99acres operates across two
strategic business areas. The Primary Business is focused

Platform Statistics
Key business metrics for 99acres

Distribution of total
1.3 Mn+ listings

Commercial Owner

As of March 31, 2026

*Totals may not add up due to rounding off.

Traffic Leadership

Among online real estate players, 99acres now leads the
market in web traffic time share at 51% as of March 31,2026
(as per SimilarWeb data), which is a gain of approximately
0.5-1% each month over the past 12-18 months, up from
around 32%. Leadership has also broadened geographically:
where 99acres was previously the leader in two or three

CHART 15: OVERALL WEB TRAFFIC TIME SHARE'

June ‘24 March '26

MagicBricks 36% 25%

Housing 32% 25%

Source: SimilarWeb

1As of March 31, 2026, % rounded off to the nearest whole number.
Time share is the share of Total Time spent, where Time spent is
Monthly Visits x Visit Duration.
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Billing breakdown
by customer type

April ‘25 to March ‘26
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on new projects and new homes; the Secondary Business
is focused on resale properties across residential and
commercial segments. The platform also offers a wide
range of rental listings across residential and commercial
categories, including family rental homes, co-living spaces,
paying guest accommodations, small to mid-sized shops
and office spaces, warehouses, factory/ industrial land.

Distribution of ~97,500
total customer base

Broker Owner Broker

: Builder

April ‘25 to March ‘26

of the large cities, it is now the leader across nearly every
major city — in traffic, supply and number of customers,
and increasingly in revenue as well. On mobile, the platform
commands 56% of overall app traffic time share and 70% of
iOS app traffic time share.

CHART 16: OVERALL APP TRAFFIC TIME SHARE'

March '26
MagicBricks 13%
Housing 31%

Source: SimilarWeb

1As of March 31, 2026, % rounded off to the nearest whole number.
Time share is the share of Total Time spent, where Time spent is
DAU x Avg Total time per user per day.
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Supply and Response Momentum

Supply momentum remained strong during FY26, with
over 1.3 Million total listings on the platform. In residential
resale, daily fresh supply is up over 40% over two years,
supply share has crossed 50% and response growth has
nearly doubled over last two years. Rental and commercial
segments are also seeing fast growth in response. In new
projects, a market estimated at ¥50—-55 Billion for developer
advertising spend, historically dominated by Meta and
Google, 99acres is now making early inroads. Response
growth reached 30% YoY in FY26, up from flat in FY25.
The recent launch of 99Shorts in NCR in FY26 is designed
to deepen engagement in this segment. 99Shorts is an
Instagram-style short-video feed featuring project insights,
resident reviews and curated content, aimed at improving
user engagement in the new homes segment.

Content, Al and Ground Presence

The business has continued to focus on improving the
user interface and providing high-quality content in
well-packaged, disaggregated form. Al is a key enabler for
the business across content generation, user experience,
lead generation and revenue, and cost reduction. These
technology-based initiatives are further supported by the
most widespread on-ground sales team covering more
than 45 cities. While the eight metros remain the core
contributors, this wider geographic footprint is expected
to support mid- to long-term business expansion.

Segment Performance

During FY26, the secondary business performed well
showing strong gains in customers, supply, enquiries and
revenue, while the primary business, a substantially larger
market in which 99acres has recently begun making serious
investments, saw relatively moderate billings. The Company
remains positive on this segment and expanding 99acres’
presence in new projects remains a key strategic priority
going forward. Across categories, 99acres continued to gain
fresh supply share across both owner and broker segments.

FY26 Financial Performance

Billings recorded mid-teens YoY growth through the first
three quarters of FY26. Growth moderated in Q4 due to an
internal reorganisation, the benefits of which are expected
to support stronger revenue growth in the coming quarters.
Overall, FY26 billings grew 10.3% YoY to 4,971 Million, while
revenue increased 18.8% YoY to 34,881 Million.

From a profitability standpoint, the business reported
an operating loss of ¥592 Million (operating margin of
-12.1%) and cash losses from operations of ¥50 Million for
FY26. Management views these as part of a high-leverage
platform model, where sustained gains in supply, traffic
and response quality are leading indicators that typically
translate into billing growth over time. As these operating
improvements translate into higher revenue, the business is
positioned to drive enhanced operating leverage and cash
flow generation.

Strategic Priorities & Outlook

The business enters the next phase with key operating
indicators moving in the right direction. Gains in supply,
traffic and enquiries provide the foundation for accelerated
revenue growth over time, and given the operating leverage
inherent in the platform model, revenue growth is expected
to support margin improvement as the business scales and
as Al makes certain operations more efficient. Expanding
the platform’s presence in the new projects segment
remains the single most important strategic priority for
the year ahead.
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Matchmaking | Jeevansathi aqisle
Info Edge’s Two-Platform Strategy

Info Edge addresses the full spectrum of relationship-seeking users through two distinct
platforms. Jeevansathi operates at the intersection of tradition and technology, having evolved
from a simple listing service into a facilitator of meaningful, lasting relationships, with a relatively
stronger positioning in North and West India, and the Hindi-speaking markets. Aisle, added
to the portfolio in FY23 and now wholly-owned following the completion of 100% acquisition
during FY26, is a high-intent, app-based platform serving the more intentional, pre-matchmaking
audience—connecting Indians, at home and across the diaspora, who are looking for committed
relationships rather than casual encounters.

Together, the two platforms allow the Company to serve users across life stages, from the
search for companionship through Aisle to the search for a life partner through Jeevansathi.
Both operate with distinct product, brand and monetisation strategies while sharing central
technology, Al and data science capabilities.

Market Overview

As of 2026, India’s population stands at more than " .
1.4 Billion. With a median age of 29.2 years and nearly 65% ¢ A € - _
of its population under the age of 35, India remains one 2 S @ remiecve ety

of the world’s youngest large economies. The estimated
population between the ages of 18 and 44 is pegged at Comments o
around 0.6 Billion. This demographic distribution presents
a significant scope of activity across the matchmaking
space, from dating to matrimony. The matchmaking sector

in India remains highly fragmented and unorganised, and
is steeped with cultural nuances that vary widely across
the country’s many communities. Matchmaking activities
must therefore be differentiated and tailor-made to meet
the requirements of distinct customer segments. Driven
by increasing urbanisation and digitisation, and as a more
independent-minded younger generation takes greater
control of relationship decisions, online matchmaking
platforms continue to gain traction. The Indian online
matchmaking total addressable market is expanding at a
robust 9-10% CAGR, though the fragmentation of the market
makes a segmented, community-aware approach essential.
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Online Matrimony

The online matrimony segment forms an ¥12-14 Billion
market today and is expected to grow further benefiting
from greater cultural acceptance, favourable demographics
with a large marriageable-age population in the 25-34
age group, and rising disposable incomes that fuel both
adoption and conversion. Attitudinal shifts are also
visible as younger cohorts are taking greater ownership
of partner choice, and the role of parents is evolving from
being the sole users to that of a co-pilot. As the segment
matures, anchored by homegrown platforms, it is entering
an Al-driven phase in which trust, safety, authenticity and
intent-led discovery are becoming increasingly central.

Online Dating

The Indian online dating segment is expected to expand to
%20-25 Billion by 2030, supported by a young population,
rising internet and smartphone penetration, increasing
disposable incomes and evolving attitudes towards
relationships. It offers strong revenue potential driven
largely by premium subscriptions and in-app purchases
though price sensitivity remains an important factor in
monetisation. Casual-dating fatigue is becoming more
visible: ~9 out of 10 urban Indians now prioritise meaningful
relationships over casual encounters, and among
millennials, one in three wish to marry within a year, signaling
a generational pivot towards stability and commitment.

Key Trends Across the
Matchmaking Space

Data-Driven and Personality-Focused
Matchmaking

Al and ML enhance the accuracy of match suggestions
based on user preferences and behaviour, identifying
compatibility signals that are not immediately obvious
through traditional filters such as horoscope, community
or location. Chatbots, video and voice interaction tools,
psychometric testing and hyper-local filters are making
matchmaking more secure, personalised and value-driven.

Community-Led Localisation

Community-specific matchmaking platforms are gaining
popularity, catering to unique cultural and social needs
through tailored search filters, verification processes and
matchmaking events. These platforms bridge traditional
and modern matchmaking approaches and are particularly
relevant across regional and language-led sub-markets.
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Interactive and Inclusive Experiences

Virtual matchmaking events, including live sessions with
relationship experts and match hours, are popular with
younger users comfortable with digital interactions.
Platforms are also broadening their reach to serve users
seeking second marriages and later-life companionship,
supported by dedicated counselling, verification and
assisted matrimony services.

Privacy, Safety and Authenticity

Privacy and security remain critical concerns. Platforms
are investing in advanced security measures such as
end-to-end encryption and multi-factor authentication,
alongside improved profile verification and women-centric
safety features.

Business Operations

Jeevansathi

Jeevansathi continued to strengthen its freemium-led
operating model, introduced in April 2022, remaining
focused on improving sales conversions and ARPUs. The
platform maintained its concentration on Hindi-speaking
markets, where it holds a 45% profile share and is now
the market leader in terms of users logged in every day.
From an all-India perspective, Jeevansathi remains among
the top three online matrimonial platforms. The Company
continues to see growth potential in its core markets and
remains focused on building a stronger position, supported
by disciplined investments in user acquisition.

Aisle

The company has built a portfolio of regional dating apps
for users seeking meaningful relationships in a digital-first
era, including Arike for Malayali users, Anbe for Tamil
users, Neetho for Telugu users and Neene for Kannada
users, in addition to Aisle, the platform targeting the urban,
cosmopolitan user. Arike has established clear leadership in
the Malayalam dating segment and is consistently growing
at 40%+ YoY. The decision to make Aisle free for women has
further improved platform dynamics, leading to stronger
participation and better matches. Near-term focus remains
on product-led improvements to drive deeper engagement.

Technology and Al Across the Portfolio

Al is embedded across both platforms, with
recommendations, matching and pricing now fully
Al-driven. This has led to measurable improvements in
profile acceptance rates, two-way chat frequency and
overall user satisfaction. The Company is also developing
new products using GenAl and data science to make the
partner search process simpler, faster and more relevant.
Taken together, Jeevansathi and Aisle are now operating
near breakeven, reflecting consistent execution, improving
monetisation and disciplined investment.
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FY26 Financial Performance

The matchmaking portfolio delivered strong financial
momentum in FY26. Combined billings for Jeevansathi and
Aisle grew 28.7% YoY to %1,817 Million, while combined
revenue increased 25.9% YoY to 1,765 Million. Operating
losses reduced 49.7% to ¥150 Million (from 3297 Million in
FY25), and the portfolio achieved cash profitability for the
first time, generating ¥26 Million in cash from operations.

Performance Highlights

=2 G

Jeevansathi standalone recorded billings of 1,424 Million
(+28.5% YoY ) and revenue of 1,383 Million (+25.9% YoY).
Its operating loss narrowed 63.0% to 344 Million (from %118
Million), and cash from operations reached ¥147 Million, up
289.6% YoY. Aisle recorded billings of ¥392 Million, a 29.7%
YoY increase.
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Billings Revenue Operating Loss Cash Flow from
Before Taxes Operations
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Jeevansathi + Aisle

%1,8717 mn %1,765 wn
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Billings Revenue Operating Loss Cash Flow from
Before Taxes Operations
128.7% 125.9% v49.7% 7110.0%

A YoY Growth
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Strategic Priorities & Outlook

Info Edge’s strategic focus in the matchmaking space is
anchored on three priorities: improving user experience
through advanced Al-led matching for specific cohorts,
strengthening spam-prevention measures through targeted
investments, and improving monetisation levers on both the
platforms. For Jeevansathi, the primary priority is to solidify
its dominant position within Hindi-speaking markets,
leveraging word-of-mouth advocacy to optimise marketing
efficiency over time. For Aisle, focus remains on product-led
improvements and deeper regional matchmaking, with

Arike’s success in the Malayalam market highlighting the
potential of language-led, community-anchored platforms.

Collectively, the two platforms allow Info Edge to serve a
broad spectrum of relationship-seeking users, from serious
dating to formal matrimony. The strategic mandate is to
sustain high revenue growth while maintaining a disciplined
investment approach that keeps the portfolio operating at
or near breakeven, ultimately contributing to long-term cash
flow generation.
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Info Edge’s education vertical, Shiksha, is India’s leading higher education guidance platform,
supporting students through both domestic and study-abroad segments. Adopting a student-first
approach, the platform provides comprehensive insights into careers, exams and educational
institutions, and through Al-driven innovation and an improving user experience, collaborates with
educational institutions to facilitate student discovery and promote relevant academic courses.
The business is steadily transforming itself from an online classifieds-based information provider
into a solutions provider for the Indian student community moving from school to college and

higher education.

Market Overview

India’s education sector is supported by a large and growing
learner base, with nearly 580 Million people in the 5-24 age
group. The country hosts one of the world’s largest higher
education networks, comprising over 53,000 colleges
and over 1,400 universities as of February 2026. Rising
aspirations, greater awareness and a stronger preference
for career-focused learning continue to reshape the sector,
with private players increasingly stepping up to offer
specialised degrees, industry-focused programmes, online
courses and internationally-aligned degree models.

CHART 17: EXPECTED GROWTH IN STUDENT
ENROLMENT IN HIGHER EDUCATION -
NUMBER OF STUDENTS (Mn)
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Indian institutions are also partnering more actively with
international brands, bringing world-class education within
reach of more students. Private investment has grown
alongside, and the change is clearest in digital learning:
the Indian edtech market, already valued at US$7.5 Billion,
is expected to grow nearly four times by 2030. Technology—
Al/ML, loT and blockchain—is accelerating the change,
reshaping how education is delivered and experienced.

CHART 18: NUMBER OF COLLEGES (NOs.)

53,461

52,538
49,652

45473
42343 4379

FY20 FY25 FY30E FY35E

Source: Growth of Education Sector in India (IBEF)
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* Upto February 2026
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CHART 19: SIZE OF THE INDIAN EDUCATION SECTOR
(IN USS$ BN)
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CHART 20: GLOBAL RANK
1
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Source: Growth of Education Sector in India (IBEF)

Domestic Higher Education:
Key Structural Trends

Growing Share of
Private Universities and Colleges

India’s higher education sector is entering a new phase of
expansion, with private universities and colleges playing
an increasingly important role in capacity creation. While
public institutions remain central to access and equity,
private institutions are expanding faster across campuses,
student intake and regional presence, supported by
greater autonomy and responsiveness to market needs.
This growth is being driven by rising enrolment demand,
constraints on public funding, and the need for programmes
that keep pace with a fast-changing job market, creating a
widening opportunity for Shiksha to grow its footprint and
counselling capabilities.
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Deeper Integration of Technology
into Higher Education

Al is emerging as a significant force in higher education,
moving beyond computer science into curricula across
design, law, business and technology, where Al literacy
is increasingly a foundational skill. Al-powered learning
analytics help universities track engagement, personalise
learning pathways and identify academic risks early,
while virtual and augmented reality make learning more
immersive and e-learning platforms widen access to quality
education well beyond metropolitan centres.

Skill-First Learning and
Modular Credentials

Education is becoming more flexible, personalised and
continuous. Employers increasingly seek graduates
who can apply knowledge, solve problems and adapt to
changing roles, so institutions are being assessed not only
on academic delivery but on how effectively they translate
learning into employability. This is accelerating the adoption
of micro-credentials and modular programmes: short,
industry-aligned certifications in areas such as Al, data
analytics, sustainability and digital design that learners can
stack into larger qualifications over time.
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Study Abroad: Market Dynamics

India remains a key source market for international higher
education, supported by one of the world’s largest youth
populations and rising demand for global education.
According to the Ministry of External Affairs, over 1.8 Million
Indian students are currently studying abroad, a figure
that reflects the evolving mindset of India’s youth, who
increasingly look beyond borders for academic credentials,
global exposure and career opportunities. Established
destinations continue to anchor this movement, though
each is being reshaped by shifting visa frameworks
and immigration pathways. US-bound Indian student
numbers are contracting sharply. After peaking in 2023,
US student visa issuances to Indian nationals fell in 2024
and are projected to decline further in 2025, with peak-
season issuances down nearly 70% year-on-year amid
visa-interview suspensions and tighter screening. This
clear reversal is reinforcing the shift towards alternative
destinations. Canada, long favoured for pathways to
permanent residency, saw enrolments fall 41%, from
233,532in 2023 to 137,608 in 2024, amid stricter visa rules,
higher financial requirements and diplomatic tensions. The
UK saw Indian study-visa grants fall 26% from 120,110 in
2023 t0 88,860 in 2024, before recovering to 95,231 in 2025.
The UK's prestigious universities and one-year master’s
programmes are continuing to draw strong interest.

The Persistent Drivers of Indian
Student Mobility

Limited seats at home

Premier institutions such as the lITs, [IMs and AIIMS offer
high-quality education but limited seats, channelling many
qualified students towards overseas options.

Career and migration opportunities

International degrees are widely seen as gateways to global
employment markets, particularly in destinations offering
post-study work and permanent residency pathways.

Affordable education in Europe

As costsrise in traditional destinations, students are turning
to Germany, where most public universities charge little or
no tuition, while scholarships and living-cost subsidies
make France and ltaly increasingly appealing.

Financial support and scholarships

Universities across markets such as the UK and Australia
are expanding scholarships for Indian students, easing the
burden on families.

Global exposure and cultural diversity

Beyond academic learning, studying abroad offers
exposure to global cultures, communication skills and
international networks.

As these drivers play out against an evolving policy
backdrop, Indian students are diversifying their choices with
greater intent than ever. Movement towards the established
‘Big Four’—the United States, the United Kingdom, Canada
and Australia—is forecast to moderate at an average of
0.5% through 2030, as students increasingly look towards
Germany, Japan, South Korea, the United Arab Emirates and
Ireland, which offer high-quality programmes, post-study
work opportunities and stronger industry linkages.
Shiksha is actively diversifying its offerings towards these
emerging destinations.
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This shift is aimed at deepening Shiksha'’s role across the
student decision journey, well beyond initial information
gathering. Specific initiatives include strengthening
domestic counselling capabilities, improving conversion
from enquiries to applications, deploying Al-driven voice
bots to complement the counselling effort, and building
more diversified, resilient revenue streams less exposed to
search-led discovery.

Al Disruption to Search Led
Discovery & Shiksha's Response

The single most important development for Shiksha during
FY26 was a visible decline in organic traffic, reflecting a
broader industry-wide shiftin how users access information
online. The growing adoption of Al chatbots, alongside the
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Investments
Strategic Investments

Info Edge operates in a technology-based service offering
space. This is a business domain where markets continue
to evolve and there is a continuous cycle of innovation and
disruption. Consequently, there is a need to regularly track

At Info Edge, these investments and acquisitions are
classified as strategic investments. They are made
with clear objectives related to both financial returns
and strategic synergy with existing business lines.

rollout of Al-generated summaries on search engines, is
reshaping traditional search behaviour, enabling users
to receive direct answers without necessarily visiting
content platforms.

This trend has a sharper impact on content-led businesses
such as Shiksha, where user engagement has historically
been driven by search-led discovery and information
consumption. Unlike transactional platforms, where users
must complete actions on-platform, education portals
face greater exposure to Al-led disintermediation of
informational queries. While this is a global phenomenon
affecting digital publishers alike, the challenge is
particularly acute for guidance platforms that monetise
attention rather than transactions. Shiksha is responding
through a structural pivot from a pure content and
lead-generation model towards comprehensive counselling
and marketing services.

Business Operations

The domestic business remained profitable in FY26,
supported by the continued expansion of private
universities and colleges offering a wider range of courses.
Despite traffic headwinds, the business maintained
operational profitability.

In the study abroad segment, Shiksha encountered softness
in traditional markets like the United States and Canada due
to stricter visa regulations and a decline in international job
prospects. In response, the business is actively diversifying
its offerings toward alternative destinations, including the
United Kingdom, the UAE and continent<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>