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Disclaimer



IMPORTANT: You must read the following before continuing. The following applies to this document, the oral presentation of the information in this document by Urban Company Limited (the “Company”) or any person on behalf of the
Company, and any question-and-answer session that follows the oral presentation (collectively, the “Information”). In accessing the Information, you agree to be bound by the following terms and conditions.

This presentation is confidential and may not be reproduced, redistributed, published or passed on to any other person, directly or indirectly, in whole or in part, for any purpose. This document may not be removed from the premises. If this document
has been received in error it must be returned immediately to the Company.

This presentation is not intended for potential investors and does not constitute or form part of, and should not be construed as an offer or the solicitation of an offer to subscribe for or purchase securities of the Company, and nothing contained therein
shall form the basis of or be relied on in connection with any contract or commitment whatsoever. You should not construe any Information as tax or legal advice.

This presentation is issued by the Company for general information purposes only, without regard to specific objectives, suitability, financial situations and needs of any particular person. This presentation does not constitute or form part of any offer
or invitation or inducement to sell or issue, or any solicitation of any offer to purchase or subscribe for, any securities of the Company nor shall it or any part of it or the fact of its distribution form the basis of, or be relied on in connection with, any
contract or commitment therefor. No person is authorized to give any information or to make any representation not contained in or inconsistent with this presentation and if given or made, such information or representation must not be relied upon
as having been authorized by any person. Any such extraneous or inconsistent information or representation, if given or made, should not be relied upon as having been authorized by or on behalf of the Company or its subsidiaries.

This presentation may include statements which may constitute forward-looking statements. All statements that address expectations or projections about the future, including, but not limited to, statements about the strategy for growth, business
development, market position, expenditures, and financial results, are forward-looking statements. Forward looking statements are based on certain assumptions and expectations of the Company’s future events, which are expressed in good faith and
in their opinion reasonable, including those relating to the Company’s general business plans and strategy, its future financial condition and growth prospects and future developments in its industry and its competitive and regulatory environment.
These estimates are based on management's past experience and subjective judgment, and the manner in which such estimates are determined may vary from that used for the preparation and presentation of similar information provided by other
companies engaged in the sector in which the Company operates. Forward-looking statements involve known and unknown risks, uncertainties and other factors, which may cause the actual results, financial condition, performance or achievements of
the Company or industry results to differ materially from the results, financial condition, performance or achievements expressed or implied by such forward-looking statements, including future changes or developments in the Company’s business,
its competitive environment and political, economic, legal and social conditions. Such risks and uncertainties include, but are not limited to, challenges to intellectual property, competition from other products, adverse litigation or government action,
and changes to laws and regulations applicable to our industry. This presentation should not be relied upon as a recommendation or forecast by the Company and should not be used as a basis for any investment decision. If there is any subsequent
offering of any security of the Company, it will be made pursuant to separate and distinct offering documentation, in compliance with applicable laws, and in such case the information in this presentation will be superseded in its entirety by any such
offering documentation in final form. In addition, as this presentation only contains general, summary, and selected information about the Company, it may omit material information about the Company and is not a complete description of the
Company’s business, financial conditions or the risks relating to it. This presentation should be read in conjunction with the Company’s other periodic and continuous disclosure announcements, which are available at www.urbancompany.com. Please
note that the past performance of the Company or its subsidiaries is not, and should not be considered as, indicative of future results. The Company cannot guarantee that these assumptions and expectations are accurate or will be realized. The actual
results, performance or achievements, could thus differ materially from those projected in any such forward-looking statements. The Company does not undertake to revise any forward-looking statement that may be made from time to time by or on
behalf of the Company or its subsidiaries. Given these risks, uncertainties and other factors, viewers of this presentation are cautioned not to place undue reliance on these forward-looking statements.

This presentation is based on the economic, regulatory, market and other conditions as in effect on the date hereof. This presentation does not comply with the disclosure requirements prescribed by the Securities and Exchange Board of India
(“SEBI”) or any other applicable authority in relation to a public issue of securities on the Indian stock exchanges. This presentation has not been and will not be reviewed or approved by any statutory or regulatory authority in India or any stock
exchange in India or any other jurisdiction. You should conduct such independent investigations and analysis of the Company as you deem necessary or appropriate in order to make an independent determination of the suitability, merits and
consequences of investments in the Company. This presentation may not be copied or disseminated, in whole or in part, and in any manner or for any purpose. No person is authorized to give any information or to make any representation not
contained in or inconsistent with this presentation and if given or made, such information or representation must not be relied upon as having been authorized by any person. Failure to comply with this restriction may constitute a violation of
applicable laws.

The information contained in this presentation (“Information”) has not been independently verified. None of the Company or its subsidiary, its directors or affiliates nor any of its or their respective employees, advisers or representatives or any other
person accepts any responsibility or liability whatsoever, whether arising in tort, contract or otherwise, for any errors, omissions or inaccuracies in such information or opinions or for any loss, cost or damage suffered or incurred howsoever arising,
directly or indirectly, from any use of this document or its contents or otherwise in connection with this document, and makes no representation or warranty, express or implied, for the contents of this document including its accuracy, fairness,
completeness or verification or for any other statement made or purported to be made by any of them, or on behalf of them, and nothing in this presentation shall be relied upon as a promise or representation in this respect, whether as to the past or the
future. The Information contained in this presentation is current, and if not stated otherwise, as of the date of this presentation. The Company undertakes no obligation to update or revise any information or the opinions expressed in this presentation
as a result of new information, future events or otherwise. Any opinions or information expressed in this presentation are subject to change without notice.

Further, certain financial and operational numbers in this presentation may have been rounded off .



The Information is not directed to, or intended for distribution to or use by, any person or entity that is a citizen or resident of, or located in, any locality, state, country or other jurisdiction where such distribution or use would be contrary to law or
regulation or which would require any registration or licensing within such jurisdiction. The Information is not for publication, release or distribution in the United States, Canada, the People’s Republic of China (excluding Hong Kong Special
Administrative Region), or Japan.

The Information may not be viewed by persons (i) within the United States unless they are qualified institutional buyers (“QIBs”) as defined in Rule 144A under the U.S. Securities Act who are also qualified purchasers (“QPs”) as defined in Section
2(a)(51) of the U.S. Investment Company Act of 1940, as amended. By accessing the Information, you represent that you are: (i) a non-U.S. person that is outside the United States or (ii) a QIB that is also a QP.

By attending this presentation, you (i) acknowledge that you will be solely responsible for your own assessment of the market and the market position of the Company and that you will conduct your own analysis and be solely responsible for forming
your own view of the potential future performance of the Company’s business (ii) represent and warrant that you are located outside the United States and (iii) agree to be bound by the terms herein and to keep this presentation and the information
contained herein confidential.

The Information contains forward-looking statements. All statements other than statements of historical fact included in the Information are forward-looking statements. Forward-looking statements give the Company’s current expectations and
projections relating to its financial condition, results of operations, plans, objectives, future performance and business. These statements may include, without limitation, any statements preceded by, followed by or including words such as “target,”
“believe,” “continue”, “expect,” “aim,” “intend,” “may,” “objective,” “anticipate,” “estimate,” “plan,” “potential,” “project,” “pursue,” “shall,” “will,” “can have,” “likely,” “should,” “would,” “could” and other words and terms of similar meaning or
the negative thereof. Such forward-looking statements involve known and unknown risks, uncertainties and other important factors beyond the Company’s control that could cause the Company’s actual results, performance or achievements to be
materially different from the expected results, performance or achievements expressed or implied by such forward-looking statements. Such forward-looking statements are based on numerous assumptions regarding the Company’s present and future
business strategies and the environment in which it will operate in the future.

Non-GAAP Measures

The Information contains certain non-GAAP measures, including contribution margin, adjusted EBITDA and adjusted EBITDA margin (“Non-GAAP Measures”), and other industry metrics relating to the Company’s operations and financial
performance, that are not audited or included in the Company’s audited financial statements and not required by, or presented in accordance with generally accepted auditing standards in India (“Indian GAAP”), Indian Accounting Standards (“Ind
AS”), International Financial Reporting Standards (“IFRS”) or Generally Accepted Accounting Principles (“US GAAP”). The measures have been used by management as a supplemental measure of the Company’s performance and liquidity and
should not be considered in isolation or construed as an alternative to cash flows, profit/ (loss) for the year or any other measure of financial performance or as an indicator of the Company’s operating performance, liquidity, profitability or cash
flows generated by operating, investing or financing activities derived in accordance with Indian GAAP, Ind AS, IFRS or US GAAP. Although these measures are either contained in or fully reconcilable to line items on the Company’s audited
financial statements and/or based on management accounts, they may not be equivalent to similarly named measures used by other companies and should not be considered as a measure comparable to income statement items for the year in the
financial statements. In addition, some of these Non-GAAP Measures and other industry metrics are not a standardized term, hence a direct comparison of similarly titled Non-GAAP Measures and other industry metrics between companies may not
be possible. Other companies may calculate the Non-GAAP Measures and other industry metrics differently from the Company, limiting its usefulness as a comparative measure.

This Information is for informational purposes only and not intended to be a prospectus (as defined under the Companies Act, 2013, as amended) or draft offer document/an offer document under the Securities and Exchange Board of India (Issue of
Capital and Disclosure Requirements) Regulations, 2018, as amended or any other applicable law in India.

Industry Report Data

The Information includes industry, macro-economic and market share and industry and economic data and forecasts that were prepared by Redseer Strategy Consultants Private Limited (“Redseer”), whom the Company has commissioned to provide
statistical data on the industry in which the Company operates. You should note that the industry data included in the Information is estimated in the absence of official company confirmation or reliable country source information, and you should not
place undue reliance on such data. In addition, while we have taken reasonable actions to ensure that the information is extracted accurately and in its proper context, we have not independently verified any of the data from Redseer or ascertained the
underlying economic assumptions relied upon therein. As a result, you should not place undue reliance on such information.

No representation, warranty or undertaking, express or implied, is made as to, and no reliance should be placed on, the fairness, accuracy, completeness or correctness of the Information or the opinions contained therein. The Information has not been
independently verified and will not be updated. The Information, including but not limited to forward-looking statements, applies only as of the date of this document and is not intended to give any assurances as to future results. The Company
expressly disclaims any obligation or undertaking to disseminate any updates or revisions to the Information, including any financial data or forward-looking statements, and will not publicly release any revisions it may make to the Information that
may result from any change in the Company’s expectations, any change in events, conditions or circumstances on which these forward-looking statements are based, or other events or circumstances arising after the date of this document. Market data
used in the Information not attributed to a specific source are estimates of the Company and have not been independently verified.

By participating in this presentation, attendees agree to be bound by the foregoing limitations.



Urban Company: Accelerating growth with expanding margins

1

Accelerating Growth

41%

Consolidated YoY NTV 
growth during H1 FY27

2

Expanding margins

3.5% (+152 bps YoY)

Adj. EBITDA (Ex IH) % of 
NTV in H1 FY27

3

Strong Balance Sheet

₹ 1,901 Cr

Existing cash and Treasury 
Investments

• • • 
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₹2,897 Cr ₹1,066 Cr ₹(209) Cr
Adjusted EBITDA (ex Insta) / %  of 
NTV

₹97 Cr/3 .5%

Monthly ac tive  s e rvice  pa rtne rs

86 ,834 51 4 .78

UC H1 FY27 
Performance

₹57 Cr 
152 bps YoY

Net Transaction Value (NTV) Revenue from Operations 

.&. 40.6% YoY .&. 42.6% YoY 

Annual Transacting Users (Million) 

10.0 
.A. +2.6M/ 34.5% YoY 

Urban Company 

Adjusted EBITDA 

T (195) Cr YoY 

Total Cities 

.A. 

.A. 
YoY 

Average Consumer Rating 

Oct 2026 



H1FY27 Segmental metrics
Broad based growth across segments. India Consumer Services margins at 5.3% of NTV

Revenue from operations

Contribution Profit

Adjusted EBITDA
As a % of Net NTV

₹ 2 ,89 7 Cr
40.6%

₹ 2 ,0 18  Cr
27.9%

₹ 251 Cr

₹ 1,0 6 6 Cr
42.6%

₹ 6 9 3  Cr
29.8%

₹ 20 1 Cr

₹ 4 38  Cr
15.1%

₹4 38 Cr
21.7%

₹ (20 9 ) Cr
(7.2)%

₹ 10 7 Cr
5.3%

₹ (18) Cr
(7.0)%

42.4%

48.7%

₹ 124 Cr

₹ 32  Cr

₹ (30 6 ) Cr

Adjus te d  EBITDA (Ex Ins ta )
As a % of Net NTV

₹ 9 7 Cr
3.5%

₹ 50 4 Cr
70.6%

₹ 14 0  Cr
82.2%

₹ 9 0  Cr
17.9%

₹ 8  Cr
1.6%

YoY growth

YoY growth

As a % of NTV

Ne t Trans ac tion Va lue

Key metrics Consolidated India Consumer 
Services (Ex Insta)

Native InstaHelpInternational

+ 144 bps + 306 bps + 244 bpsYoY change

+152 bpsYoY change

(655) bps

“NTV” stands for Net Transaction ValueUrban Company Oct 2026 



Urban Company Oc t 20 26
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We offer a wide 
assortment of 
services to our 
customers

Home services

Beauty services

Appliance repair
and service

Cleaning & pest 
control

Painting & wall 
decor

Men’s groomingWomen’s skin & hair Massage therapy

Urban Company 

Electrical, plumbing 
& carpentry 

Oct 2026 



2,216
2,667

3,167

1,578
2,018

FY24 FY25 FY26 H1'26 H1'27

NTV (₹ Cr), YoY Growth %

(0.5%)

3.3%
4.1% 3.9%

5.3%

FY24 FY25 FY26 H1'26 H1'27

Adjusted EBITDA % of NTV

Full Year Half Year

Growth acceleration & margin expansion during H1 FY27
28% YoY growth, Margins +144 bps YoY 

Full Year Half Year

20%

19%

28%

“NTV” stands for Net Transaction Value

--• 
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Annual transacting users (in Mn)

3.9

FY22

4.8

FY23

5.6

FY24

6.5

FY25

7.6

FY26

8.6

TTM Sep'26

+22% 
YoY

Spend per annual transacting user (in ₹)

3,349

FY22

3,786

FY23

3,959

FY24

₹4,079

FY25

₹4,158

FY26

₹4,201

TTM Sep'26

7.0

TTM Sep’25 TTM Sep'26

₹4,087

+3% 
YoY

Growth led by ATU increase & increasing spends per transacting user

+ + 

Urban Company Oct 2026 



Focus on consumer excellence has led to NTV retention improving with time
Consumer NTV retention (Consol ex KSA, ex Native)

Trailing 12 
months

New users
('000) Y0 Y1 Y2 Y3 Y4 Y5 Y6 Y7 Y8

Sep’18 708 100.0% 102.9% 77.7% 95.3% 122.3% 133.0% 143.7% 150.3% 175.7%

Sep’19 1,723 100.0% 67.8% 75.2% 91.2% 98.1% 106.1% 111.4% 131.3%

Sep’20 1,512 100.0% 82.3% 85.2% 85.8% 92.2% 97.4% 114.2%

Sep’21 1,786 100.0% 80.7% 72.1% 74.7% 78.4% 91.4%

Sep’22 2,087 100.0% 72.8% 69.7% 71.2% 82.1%

Sep’23 2,151 100.0% 75.2% 71.6% 80.0%

Sep’24 2,246 100.0% 78.3% 79.9%

Sep’25 2,508 100.0% 88.7%

Sep’26 3,632 100.0%

Note: Y0 = the trailing - twelve -month (TTM) period in which the cohort was acquired, indexed to 100%. Example: for the Sep'18 cohort, Y 0 is the twelve months 
ending September 2018 (Oct 2017 –Sep 2018). Y1 = the next twelve months (Oct 2018 –Sep 2019), Y2 = the following twelve months (Oc t 2019–Sep 2020), and so 
on. Each cell shows the cohort's annual NTV in that year as a % of its Y0 NTV; values above 100% mean the cohort transacts mo re in aggregate than in its 
acquisition year. “NTV” stands for Net Transaction Value

I 
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Retained user spends are compounding at 6 -7% YoY
Annual platform spend in ₹ per retained user (Consol ex KSA, ex Native)

Note: Y0 = the trailing - twelve -month (TTM) period in which the cohort was acquired, Example: for the Sep'18 cohort, Y0 is the tw elve months ending September 
2018 (Oct 2017 –Sep 2018). Y1 = the next twelve months (Oct 2018 –Sep 2019), Y2 = the following twelve months (Oct 2019 –Sep 2020), and so on. Each cell shows 
the annual NTV spend per user in ₹ for retained users in the respective cohort. YoY growth represent the YoY increase in spend per retained for the TTM ended 
Sep’26 over the spend per retained user for the TTM ended Sep’25

Trailing 12 
months

New users
('000) Y0 Y1 Y2 Y3 Y4 Y5 Y6 Y7 Y8 YoY 

growth

Se p’18 70 8 2 ,0 88 4 ,50 3 4 ,124 5,0 84 6 ,20 1 6 ,86 1 7,4 36 7,76 5 8 ,30 4 6.9%

Se p’19 1,723 2 ,279 3 ,6 84 4 ,521 5,328 5,89 3 6 ,4 27 6 ,74 1 7,223 7.1%

Se p’20 1,512 2 ,280 4 ,26 7 4 ,858 5,20 1 5,6 6 7 6 ,0 21 6 ,4 35 6.9%

Se p’21 1,786 2 ,578 4 ,6 6 1 4 ,881 5,26 9 5,6 26 6 ,0 0 7 6.8%

Se p’22 2 ,0 87 2 ,6 33 4 ,6 0 1 4 ,9 6 1 5,320 5,70 6 7.2%

Se p’23 2 ,151 2 ,54 0 4 ,6 0 6 4 ,9 6 5 5,34 2 7.6%

Se p’24 2 ,24 6 2 ,6 0 6 4 ,89 4 5,215 6.6%

Se p’25 2 ,50 8 2 ,6 9 2 5,4 6 8 NA

Se p’26 3 ,6 32 2 ,6 11 NA

“NTV” s tands  for Ne t Trans ac tion Va lue

I 
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Note: 1 For India consumer services (ex - Insta). Number of micro markets are ~9,700 as on 30 th Sept 2026.

50+ Service live in that micro -geography  

Service not offered in that micro -geography

We operate across thousands of service micro -markets

service categories 

Full Home Cleaning 

Bathroom cleaning 

Women Salon - Luxe 

Women Spa - Luxe 

Mens massage - Prime 

Mens Salon - Prime 

Full home painting 

Furniture Assembly 

Electrician 

Carpenters 

AC & appliance repair 

Urban Company 
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Densification has helped strengthen the flywheelDensification has helped strengthen the flywheel

Better customer
experience

Consumer tries
new categories

Higher lifetime value

Word of mouth
Micro -market 
penetration

Higher density in 
micro markets

Better utilization for 
partners

Cheaper prices

Better earnings
Better supply word of 

mouth

Faster fulfilment

Smaller micro -
markets

Urban Company Oct 2026 



Average Consumer rating on UC 
App for H1 FY 27

And helps us deliver services “Faster, Cheaper, Better”

Faster Cheaper Better 1

1 Ratings as on Sept 30, 2026
Bundle Service Offerings are cheaper than individual Services.

lnstaHe\p Women's 
Salon & Spa 

7' 

Men's Salon& 
Massage 

Wall Panels Home Painting AC & 
by Revamp & Upgrade Appliance 

Repair 

Native Smart Products 

I 11-
Native Water Native Smart 

Cleaning & 
Pest Control 

Elect rician, 
Plumber& 
Carpenter 

Weekly plans starting 

at f215/service 

Weekly bathroom cleaning 
subscription 
* 4.76 (975K reviews) 

Starts at ,215/service 

Select requirements 

Select number of bathrooms 

1 bathroom 

,215/service 

2 Select Add-ons 

2bathrooms 

,365/service 

3bathroom 

,517/se 

4.8 
1.2M Ratings 

~. 4.7 P 2M Ratings 
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Service professional utilisation and net earnings have grown consistently
Monthly partner earnings have grown by +35% between FY24 and H1 FY27

72

83

91

97

FY24 FY25 FY26 H1'27

Avg monetized hours
per month

Full Year Half Year

Note: Average monetized hours per month during H1 FY26 were 90.

FY Net earnings 
per month ( ₹)

H1 FY27 30,708

H1 FY26 27,950

FY26 28,758

FY25 26,407

FY24 22,716
/.I 
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H1 FY27: Partners earned ₹30.7k net per month in hand. Top 5% partners earned 
₹56.7k.

Details Unit All professionals Partners with > 30 
services in a month Top 20% partners Top 10% partners Top 5% partners

%  monthly active  partners % 100% 71% 20% 10% 5%

Gross earnings (average) 2 In INR per month 62,349 71,407 98,572 1,06,781 1,12,207

UC commissions & fee% 3 % 28.6% 28.2% 28.8% 28.9% 28.9%

Indirect taxes In INR per month 638 752 1,033 1,136 1,218

Travel costs 4 In INR per month 2,863 3,372 4,697 5,148 5,435

Product costs 5 In INR per month 10,316 10,428 15,262 16,112 16,385

Net average earnings In ₹ per month 30,708 36,684 49,178 53,545 56,731

Utilised hours (including travel time) Hours  pe r month 9 7 116 156 172 183

H1 FY26

Gross earnings (average) 2 In INR per month 54,538 65,651 89,000 97,241 1,03,426

Utilised Hours (including travel time) Hours per month 90 113 148 163 175

Net average earnings In ₹ per month 27,950 35,243 46,296 50,865 54,459

Note : 1 For the  purpos e  of c a lc ula ting  ne t e a rnings , the  fo llowing type s  of s e rvic e  profe s s iona ls  ha ve  be e n e xc lude d – s e rvic e  profe s s iona l ope ra ting  a s  a ggre ga tors . 2 Gros s  e a rnings  re pre s e nts  the  s um of the  a mount pa id  by the  c ons ume r (gros s  of d is c ounts ) a nd inc e ntive s  e a rne d by s e rvic e  profe s s iona ls  on the  p la tform for the  re le va nt 
s e t of s e rvic e  profe s s iona ls  a s  de fine d unde r note  1. 3  Urba n Compa ny fe e  %  re pre s e nts  the  portion of the  gros s  e a rnings  re ta ine d by Urba n Compa ny a s  a  %  of the  to ta l gros s  e a rnings . 4  For ma le  s e rvic e  profe s s iona ls , tra ve l c os ts  a re  a s s ume d ba s is  a ve ra ge  d is ta nc e  tra ve lle d  pe r job  * fue l c os t (ba s is  mile a ge  a s s umptions ) + ma inte na nc e  
c os t of ve hic le . For fe ma le  s e rvic e  profe s s iona ls , tra ve l c os ts  a re  a s s ume d on the  ba s is  tha t s ome  fe ma le  profe s s iona ls  us e  pe rs ona l ve hic le s  a nd the  re s t us e  a utoric ks ha ws  - for own ve hic le  a s s umptions , c os t a s s umptions  a re  the  s a me  a s  de fine d for ma le  s e rvic e  profe s s iona ls . Autoric ks ha w ra te s  a re  a ve ra ge s  ba s is  individua l c ity ra te s  
whe re  we  ope ra te . 5 Produc t c os ts  a nd a dditiona l pe rs onne l c os ts  re pre s e nts  the  s um of c os ts  borne  by the  s e rvic e  profe s s iona ls  towa rds  the  c os t of c ons uma ble s  us e d during s e rvic e  de live ry, c os t of tools  a mortis e d ove r e s tima te d us e ful life  a nd pa youts  ma de  by the  s e rvic e  profe s s iona ls  to  a dditiona l pe rs onne l in c e rta in s e rvic e  
c a te gorie s .



Training depth has enabled us to 
scale supply side seamlessly
Many partners join without trade experience; UC trains them to 
become certified professionals and upgrades skills over time

4.6+ lakh
sq. ft of permanent 
training space, 400+ 
training rooms in 24 
cities

500+
permanent trainers 
across 16 super -
categories, teaching 
technical and soft skills

In-house
pedagogy developed 
by UC for every 
category

Training centers across 24 Indian cities

As of Sep 30 2026Urban Company 
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Building a migration network to drive long term supply sufficiency
Feeder districts act as a launch pad for trained partners to start in cities and a network of experienced partners 
(Masters) helps us to source supply 

6
screening and sourcing 
centres live across Beauty 
and Cleaning

Screening Center

3-5 partners
Recommended by each Master 
every month

5,000+
partner migrations a year 
across skills, on a run -
rate basis

Masters source candidates from their home districts

They handhold the freshers during training

They also arrange local accommodation and other support in 
the main city

01

02

03

Screening 
Center

As of Sep 30 2026

9 
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UC Instant: Driving faster fulfilment in core services

• Speed is a key thrust across India Core Services

• Availability basis partner schedule & proximity

• Limited coverage ac ross key cities today – Rollout 
across key categories and cities in progress

Dubai Mall -
DubaiDubai

Dubai

FASTER

Urban Company 

8:58 

Q Search for 'Facial' 

lnstaHelp Women's 
Salon & Spa 

7 
Wall Painting & 

Makeover by Water -
Revamp proofing 

Native Smart Products 

r 
Native Water Native Smart 

Purifier Locks 

Rebook services 

Men's Salon & 
Massage 

AC& 
Appliance 

Repair 

•• 5G lm 

jj 
Cleaning & 

Pest Control 

Electrician, 
Plumber & 
Carpenter 

_ _J 

When should the professional arrive? 

In 31 mins 

Schedule for later 
Select your preferred day & time 

0 

Proceed to checkout 

Oct 2026 



Multi - packs
Lowe r pe r unit p ric ing

Subs c rip tions
To e ncourage  fre que nt us age

Bundling
Lowe r unit p ric ing

Over the years, we have launched multiple subscription and bundling constructs to 
deliver more value to our customers

CHEAPER

Urban Company 

Spotless bathrooms 
starting at f215/s rvice 
~ Book weekly or fo rtnightly 

Q Same partner, same time 

Super saver packages 

Pinda sweda potli detox 
Starts at f1,299 • 60 mins 

Herbal potlis soaked in warm oils for 

comfort and post-workout relaxation 

View details 

Add 

Super saver packages 

Wifiiii 
Foam-jet 
AC service 
Deep clean AC vents 
for efficient cooling 

Foam-jet service (2 ACs) 

* 4.8 _(2.7_ lakhs) 

f 599 %B9 • 65 mins 

• Applicable for both window & split ACs 

• Indoor unit deep cleaning with 

foam & jet spray 

Add 

Oct 2026 



Better services: Improved reliability, premium assortment and focus on kits/ tooling

BETTER

Improved reliability
Growing share of instant demand

Premium assortment
Japanese glow rituals, cryofacial therapy

Uniforms, kits and tooling audits
Re-designed uniforms, kit bags and 

tooling audits

Urban Company 

~ lnstaHelp Help sos 

Salma is arriving in 5 mins 
Share this OTP to start the job. 

111111■ 

Salma 

* 4.87 • S 323 jobs 

Stay stress free with UC cover 

Up to f 10,000 cover if any 

damage happens during the job 

Japanese 
glow rituals 
8 A *~ .. ~ 

'T 
7 
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Driving growth: Annual category penetration in Top 8 cities is < 10%

Assumes ~1.6 transacting users per household, as home services are typically booked by one or two adult members on behalf of the entire household`
TAM = RedSeer 2026 household survey: households earning > ₹5 lakh p.a. in top 200 cities, 
ATU = Delivered order in trailing 12 months as of Mar 31 2026; Users attributed to tier of first delivered order;

Cities FY 26 ATU's (Million) FY 26 Household Penetration 
(Top 8 Cities)

FY 26 Household Penetration 
(Rest 192 Cities )

Beauty 2.29 5.5% 0.5%

Cleaning 3.38 7.9% 0.9%

AC 1.93 4.2% 0.7%

Appliances 1.68 4.1% 0.3%

EPC 2.80 6.6% 0.6%

Home Improvement 0.10 0.3% 0.0%

Urban Company Oct 2026 



Our India consumer services business enjoys strong unit economics with 22% 
contribution margin as a % of NTV

FY 25

Note: 1 Impact of full stack revenue for Panels & Pest has been adjusted to derive Service professional’s share in the payout.

Customer pays

100.0 69.6

4.6
34.3

27.5 *

6.8 #
21.7

5.3

Service 
professional payout

GST Revenue from 
services & products

Contribution Margin Adjusted EBITDA

H
1 

 F
Y2

7

#  Products Revenue * Services Revenue 2

Urban Company Oct 2026 



Margins improvement  driven by cost efficiencies and operating leverage

India Consumer business P&L (INR Cr) H1 FY26 H1 FY27 FY24 FY25 FY26

Net Transaction Value 1,578 2,018 2,216 2,667 3,167

Revenue from operations 534 693 710 881 1,087

Contribution Profit as a % of NTV 20.6% 21.7% 19.6% 20.2% 21.2%

Adjus te d  EBITDA 61 10 7 (10 ) 88 131

Adjusted EBITDA as a % of NTV 3.9% 5.3% (0.5%) 3.3% 4.1%

YoY NTV growth - 28% - 20% 19%

“NTV” s tands  for Ne t Trans ac tion Va lueUrban Company Oct 2026 
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International: UAE, Singapore & KSA (JV)

Large, fast -growing 
markets

Characterized by growing urbanization, expatriate heavy 
workforce and rising disposable incomes

Consumer habits similar 
to India

Consumers have a Do - it- for -me approach to home and beauty 
services. Density of demand with low online penetration

UC business built over the 
past 7 -8 years

UC positioned as a reliable, tech enabled brand. Full stack 
supply model with deep supply side partnerships

Fast growing, 
profitable business

H1 FY27 NTV (ex KSA) growth at 71%, 355K ATUs

01

02

03

04

Urban Company Oct 2026 



Cleaning
26%

Salon
27%Home improv.

14%

Laundry
12%

Handyman,
AC, pest

10%

Health
6%

Spa
6%

UAE

Cleaning
35%

Salon
32%

Spa / massage
20%

Handyman, 
AC & pest

13%

Singapore

UAE
~₹31-33K Cr

Singapore
~₹20 -21K Cr

Note: FY26 SAM by category; UAE excludes full - time maids; Singapore excludes full - time maids and hair. 

UAE + Singapore: Combined SAM of ~ ₹52 k Cr

Urban Company Oct 2026 



NTV grew 71% YoY during H1 FY27 with improving margins

International business P&L (INR Cr) H1 FY26 H1 FY27 FY24 FY25 FY26

Net Transaction Value 295 504 311 448 700

Net Transaction Value (ex KSA) 295 504 292 400 700

Revenue from operations 77 140 90 147 185

Revenue from operations (ex KSA) 77 140 75 105 185

Contribution Profit as a % of NTV 17.7% 17.9% 14.5% 19.0% 17.8%

Adjus te d  EBITDA (3 ) 8 (83) (37) 6

Adjusted EBITDA as a % of NTV (0.9)% 1.6% (26.8)% (8.2)% 0.8%

YoY NTV growth (ex KSA) - 71% - 37% 75%

“NTV” s tands  for Ne t Trans ac tion Va lueUrban Company Oct 2026 



International: Growth levers

Assortment
Expand service 
offerings

01 02 03 04
Distribution
Partnerships

Frequency
Scale up 
subscriptions

Geography
Grow coverage

More categories to lift 
frequency

Partnerships with 
regional super apps to 
expand top of the 
funnel

Weekly and monthly 
cleaning plans

Abu Dhabi (UAE) and 
HDB housing 
(Singapore)

Urban Company Oct 2026 



Note: With effect from 1 January 2025, UC no longer consolidates the KSA JV; UC's 50% share of JV losses is reported below Ad jus te d  EBITDA.

KSA JV performance

₹ Cr H1 FY26 H1 FY27

Net Transaction Value 70 171

Revenue from operations 60 149

Adjusted EBITDA (37) (26)

Adjusted EBITDA as a % of NTV (54)% (15)%

YoY NTV growth - 144%

“NTV” s tands  for Ne t Trans ac tion Va lue
Urban Company Oct 2026 
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Native: Tech -enabled devices designed for durability and minimal maintenance

Urban Company Oct 2026 



Native is an integral part of UC’s vision 
to be a Trusted Home Platform

We service > 5.5 million appliances last year, giving 
us insights into consumer needs and expectations01

02

03

04

Our platform & service fleet enjoy the trust of millions 
of consumers giving us a strong distribution advantage

We bring strong capabilities in product design, sourcing, 
and supply chain management from our core business

We have a technology first mindset helping us build 
world -class products for the Indian home

Urban Company Oct 2026 



Native growth at 42% in H1FY27  – moving towards profitability
Ambition to reach best in class margins through app led distribution and scale

Native P&L (₹ Cr) H1 FY26 H1 FY27 FY24 FY25 FY26

Net Transaction Value 176 251 38 156 345

Revenue from operations 135 201 29 116 267

Gross Margins (as % of revenue) 44.9% 47.8% 35.4% 39.7% 45.8%

Adjusted EBITDA (18) (18) (26) (39) (31)

Adjusted EBITDA as a % of NTV (10.1)% (7.0)% (68.0)% (25.1)% (8.9)%

YoY NTV growth - 42% - 311% 122%

“NTV” s tands  for Ne t Trans ac tion Va lueUrban Company Oct 2026 



Native: Device volumes and service revenue to drive growth in Native

Compounding service revenue

As the installed base matures, recurring filter replacements 
should become a meaningful, high -margin revenue stream.

Gain share through premiumization, 
anchored on durability & UC service promise

~75% 1

of the eligible cohort 
renewed filters

₹5.5k
per renewal

M3 and M3 Pro
Native’s first water purifier 

with 3 year filter life

Lock ultra
Face recognition 

+ 2 way chat

1Filter attach rate for devices sold between October 2023 – March 2024Urban Company 

Native 
Lock Ultra 

NATIVE 
--

I • 
I 

' ':II 
I , 
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Residential AC: In principle approval by Board
Large market - ~12 million residential ACs were sold in India during FY 26, Premium AC segment growing faster

Room AC sales volume, India, Mn units

7.0
8.8

12.4

~19.6-24.6

FY 21 FY 23 FY 26 FY 31 E

+10-15% 
CAGR

1.5 ton 70%

≤1 ton 25%

5%

5- s ta r ~ 25%

3- s ta r ~ 60 %

~ 15%

Offline  70 %

Tonnage 1.5 ton by s ta r ra ting 5- s ta r by c hanne l

Room AC market by volume, FY26

Online 30%

Pre mium AC 
growth on 
online  
channe ls : ~20 -
22%

l 

Urban Company Oct 2026 
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InstaHelp deliveries grew 63% QoQ during Q2 FY27 to reach 6.23 Mn. 

InstaHelp Key Metrics Q1FY26 Q2FY26 Q3FY26 Q4FY26 Q1FY27 Q2FY27

Net Transaction Value (₹ Cr) 0.9 9.9 27.6 40.1 52.9 71.0

Fulfilled orders ('000) 72 582 1,607 2,670 3,823 6,227

Adjusted EBITDA (₹ Cr) (9.9) (44.3) (61.3) (119.3) (132.3) (173.7)

Net Order Value (₹) 122 170 172 150 138 114

Adjusted EBITDA loss/order (₹) (1,374) (760) (381) (447) (346) (279)

aa

Urban Company Oct 2026 



2.5 - 3.0 transactions per user per month 
High frequency, habit forming category

High frequency, low margin, utility business
Scale, density & utilisation will reduce cost to serve and drive leverage

45% of platform new users come from InstaHelp
In common hubs and cross over to core services

01

02

03

Strategic category which drives customer frequency and new user trial for the 
platform

Urban Company Oct 2026 



Density in key micro -markets : Prioritize new user acquisition & penetration

Premiumization and customer lock - in : Gold, Subscriptions & Preferred Pro Bookings 

Superior consumer experience : Selection, training and steady earnings led retention

Improve NOV & Utilization : Fixed cost investments made ahead of the curve

01

02

03

04

Path towards market leadership
Absolute losses to remain elevated for the next few quarters as we continue investing

“NOV” stands for Net Order ValueUrban Company Oct 2026 
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NTV grew 41% YoY during H1 FY27 with improving margins

UC Console business P&L (INR Cr) H1 FY26 H1 FY27 FY24 FY25 FY26

Net Transaction Value 2,060 2,897 2,564 3,271 4,290

Revenue from operations 747 1,066 828 1,144 1,556

Contribution Profit as a % of NTV 18.8% 15.1% 18.8% 19.5% 17.8%

Adjus te d  EBITDA (14 ) (20 9) (119) 12 (129)

Adjusted EBITDA as a % of NTV (0.7)% (7.2)% (4.6)% 0.4% (3.0)%

Adjus te d  EBITDA (Ex Insta) 40 97 (119) 12 106

Adjusted EBITDA (Ex Insta) as a % of 
NTV 2.0% 3.5% (4.6)% 0.4% 2.5%

Profit be fore  tax (54 ) (259) (93) 29 (175)

“NTV” s tands  for Ne t Trans a c tion Va lue ; KSA J V de cons olida te d  w.e .f. 1 J an 20 25 - FY24  and  FY25 (till De c - 24 ) inc lude  KSAUrban Company Oct 2026 



Key pillars of our ESG commitments 

Social Governance

Environment

Independent (50%) & diverse set of
Board of Directors

Middle -class earnings Help service professionals 
improve their earnings meaningfully

Diversity by improving women representation in 
leadership roles and overall workforce

Reduce carbon footprint by promoting reuse and 
repair of home appliances

Inclusive platform to help people from all 
backgrounds and unlock their potential

Social protection that provides life, accidental (on -
job), and health insurance cover to active service 
professionals

Ethical supply chain

Train & upskill to improve quality of service delivery 
by the professionals

Partner welfare: Project Udaan, Project Nidar , Cdr.
Nishant Singh Scholarship Program etc.

Urban Company Oct 2026 



Promoter led company with an accomplished, independent board 
Promoters and Board of Directors 

Chairperson, Managing Director and 
Chief Executive Officer

Independent Director
(Audit Committee and Risk Management 
Committee Chair) 

Executive Director and Chief Technology 
and Product Officer

Independent Director
(Stakeholders’ Relationship Committee 
Chair) 

Executive Director and Chief Operating 
Officer

Independent Director

Non-Executive Non independent Director

Independent Director
(Nomination & Remuneration Committee 
Chair) 

Abhiraj Singh Bhal 

Shyamal Mukherjee 

Raghav Chandra 

Rajesh Gopinathan

Varun Khaitan

Ashish Gupta

Vamsi Krishna Duvvuri 

Ireena Vittal

Urban Company Oct 2026 



AI now embedded in daily operations - and vis ible  in the  P&L

100%
Images collected during service delivery 
audited in real time via AI image analysis 
against SOPs

90%
Customer queries resolved by AI chat end -
to-end - no human handoff

Embedded across customer support, quality, partner ops, commercial and engineering. In H1 FY27 this began showing up in repor ted
margins, with adoption still early relative to the headroom ahead.

14M+
AI voice -call minutes per quarter run rate

80%
Partner voice queries resolved by AI agents

Urban Company Oct 2026 



Thank you

Urban Company Oct 2026 
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