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Dubai off-plan primary market grew by 70% YoY in H1'23, supported by strong demand from local and international buyers as well
as government initiatives

Sobha Realty achieved robust sales growth of 129% YoY in H1'23 to AED 7.4bn, outpacing overall market growth

Launched Hartland-II Villas & 330 Riverside Crescent in Hartland-II, Verde in JLT and Sobha Reserve in Wadi Al Safa during H1'23
H123 Revenues and EBITDA rose by 20%/19% YoY to AED 3.2bn/0.7bn, with a strong revenue backlog of AED 11bn+

An extensive pipeline of 9,650+ units and 32 million+ square feet saleable area support medium term growth

Net Debt/EBITDA at 0.2x and Net Debt/Equity at 0.04x exceptionally low due to rapid deleveraging demonstrating prudent
financial management

Inaugural Corporate Credit Rating at Ba3/Stable & BB-/Positive by Moody’s and S&P

Successfully completed debut Sukuk issuance in July of $300 Million listed on London Stock Exchange / Nasdaq Dubai
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Steady Population Growth ~ 5% CAGR Significant transaction velocity since 2020
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Sobha Reserve

330 River Side Crescent ‘

Launch Date May 2023 Launch Date April 2023

Handover Year 2027 . e Handover Year 2026
GFA 665,248 GFA 592,208
Units 772 Units 145

% Sold 61% & % Sold 49%

Launch Date March 2023

Hartland II Villas I

Launch Date March 2023

Handover Year 2026 = Handover Year 2026

GFA 801,747 S Gra 360,788

Units 610 & & Units 43

% Sold 41% § % Sold 53%
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Strong Positive Momentum Across all Key Financial Metrics

Gross Profit & Margin EBITDA & Margin

Net Profit & Margin

+20% 5 38% 40% 23% 23%
-~ - 21% 22%
= . ¢ +20% e +24% o
+26% _y ’,¢" . P4
H122 H1'23 H122 H123 H122 H1'23 H122 H123
Net Debt Leverage Metrics
EBITDA/Interest Net Debt/EBITDA Net Debt/Equity
35.4 0.28x
4AX
+18% ¥ 2.0x
16.2x
0.2x 0.04x
H122 H123 H1"22 H123 H122 H1'23 H1'22 H1'23 H122 H123

All numbers in AED Mn except ratios 5
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Liquidity Further Strengthened by Successful $300mn Sukuk Transaction

Pro-Forma Liquidity (AED mn) (Post Sukuk issuance) B/S Break Down- 30t June 2023

Available Others 1% 3% Contractor payables
Gross Debt* Net debt* undrawn lines
Financial asset 10% 8% Land and other
payables
1,435 1,077 358 869 Cash and Debt

cash equivalents

. - Non-controlling

Debt Maturity Profile —Proforma*(AED mn) interest
1,102
Trade and other
receivables
204 130
[ ] —
Shareholder’s
2024 2025 2026 2027 2028 Equity
Credit Ratings
)
S&P Global Mooby’s
Ratin gs Properties
BB-/Positive Ba3/Stable
ASSETS LIABILITIES AND EQUITY

*Proforma as of 31st July 2023 post refinancing from Sukuk proceeds 6
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Mr. PNC Menon, the Founder & Chairman of Sobha Group, is a self-made, first generation serial
entrepreneur. In 1976, at the age of 27, he founded an interior decoration firm. Within eight years, this
business secured its market leadership position, handling the most prestigious and high profile projects
for the rulers of UAE, Bahrain, Qatar and Brunei. By 1984, he had demonstrated his ability to consistently
deliver world-class quality standards, which most international competitors were unable to match.

In the nineties, India’s real estate market was in dire need of quality construction. Mr. Menon recognized
this grim reality and founded Sobha India in 1995 to address this gap in development and construction.
Over the past 22 years, Sobha has consistently been able to deliver high quality residential real estate
developments in a market that had not previously been tested at this level of quality.

As the India business continued to mature and expand, Mr. Menon began exploring international
opportunities to fuel further growth. In 2013, he launched two major real estate developments in Dubai:
Sobha Hartland and Mohammed Bin Rashid Al Maktoum City - District One.

With a career spanning over four and half decades, Mr. Menon's visionary pursuits have led to the
successful completion of over 140 million square feet across 600+ projects and yielding a cumulative
sales exceeding USD 11 billion and currently boast a workforce of over 30,000 dedicated professionals
across Sobha's diverse business lines.

Mr. PNC Menon, Founder & Chairman, “Mr. PNC Menon is probably the finest
Sobha Group has been ranked 6th in the builder that India has seen in the last
Top 10 Developers list and 32" in the 100 years...”

Power 100 list this year in GCC.

PNC Menon

Founder & Chairman, Sobha Group



1976

1995

Journey
begins with
the Interior
Decoration
firm in Oman

Sobha
Limited
(India)

2006

Sobha Limited (India)
Launched IPO for
issue size of INR
569Cr.

It was oversubscribed
126 times.

2011

2013

PNC
Investments
(Dubai)

2012

Launch
District
One,
MBR City,
(Dubai)

PNC Architects

Sobha LLC

(Dubai)

2014

Launch of
Sobha
Hartland
Community
(Dubai)

2016

Launch of
Greens Phase I,
Greens Phase
11,

Villas Phase I,
Villas Phase II

2017

Launch of
Greens Phase III

Launch of
Garden Houses

2018

Completion of
District One
(Phase I &
Phase II)

Launch of
Creek Vistas

Handover of
Greens Phase I

2019

Handover of
Greens Phase II
Villas Phase 1

Launch of
Creek Vistas
Reserve

Launch of
One Park
Avenue

2020

Handover
of
Greens
Phase III

2021

Launch of
Waves,
Waves Grande
Villa Phase III

Launch & Sold
Tranquility
Villa Plots

Handover of
Garden Houses

2022

Launch of
The Crest,
Crest Grande
Creek Vistas
Grande, Villas
Phase IV
Sobha
Hartland

Handover of
Creek Vistas

Launch of
The S,
Sheikh Zayed
Road

Launch of Sobha
Hartland
Extension
Community
(Dubai)

Launch of Sobha
One Community
(Dubai)
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2023

Launch of

Verde in
Jumeirah Lake
Towers,

Hartland- II
Villas 1

330 Riverside
Crescent
minutes away
from Dubai
Downtown,

Sobha
Reserve Villas
in Wadi Al
Safa 2

Debut credit
ratings by
S&P (BB-
/Positive)
and Moody’s
(Ba3/Stable)

Debut Sukuk
issuance
worth

$300 Mn



Jumeirah Nadd Al

Al Wasl Hamar
Downtown
Dubai Ras Al Khor
i soc | sosHAonE |
RS ke SOBHA ONE
G . F t c t A K M k t Dubai Design Wildlife Sanctuary
rOWI n OO rl n Cross e a r e S ! District Saleable Area: 3.1mn sq.ft.
g p y Business Bay ﬁ Project Value: AED 6bn
'th H D b H Al Safa Units: 3,071
within bubal Ras Al Khor
DISTRICT ONE Industiral Area
Saleable Area: 5.6mn sq.ft. SOBHA HARTLAND Il
Project Value: AED 11bn SOBHA HARTLAND &
Units: 616 HARTLAND EXTENSI Saleable Area: 8.5mn sq.ft.
Project Value: AED 17bn
Saleable Area: 10.7mn sq.ft. Units: 6,921
Project Value: AED 18bn
Units: 8,848
Umm Sugeim
Nad Al Sheba
Al Quoz
Dubai
Silicon Oasis
The Palm
Jumeirah
Palm Jumeirah Al Sufouh
Saleable Area: 0.5mn sq.ft.
Project Value: AED 2bn
Units: 98
8 HA SEAHAVEN
Saleable Area: 1.5mn sq.ft. The Villa
Project Value: AED 6bn AI Barsha SOBHA RESERVE
Bluewaters Units: 843
Island Saleable Area: 1.8mn sq.ft.
Project Value: AED 3bn
Jumeirah Units: 340
Lake Towers, VERDE BY S
Saleable Area: 0.7mn sq.ft.
Project Value: AED 2bn
Units: 610 J irah
umeirai 3 g
Jimolea Village Circle Arjan-Dubailand 10

Islands
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Group of associates operating independently providing complementary synergies across the development value chain

Real Estate Design & Engineering Contracting Manufacturing Services
Residential Architectural Civil contracts Glazing & Metal Works Facilities Management
Commercial Structural Mechanical, Electrical & Furniture & Interiors Security Services

Infrastructure Plumbing contracts Concrete Products Holiday Homes

Experienced real estate
development team

Electrical & Plumbing

Landscaping & Environment

Collaboration between design
and engineering team

Landscaping

Aligned contractor to ensure
quality of product

Modular Manufacturing

Cost-effective sourcing of
high-quality materials

Post-hand over services to
ensure owner and tenant
satisfaction

11



Land Bank

Inventory

Sales Strategy

SOBHA

Payment Plans

REALTY

Maintain sufficient land
bank to serve next 2-3
years demand

Current land bank sufficient for
the identified projects and near-
term growth strategy

Focus on parcels in prime
locations on favorable, deferred,
long-term payment plans

Ensure there is no more
than 6-9 months inventory
prior to new launches

Fast tracking some of the project
launches to cater to the
increased demand and maintain
sufficient inventory

Agile strategy to review launch
schedule based on market trends

Target to sell 50% of projects
within first 6 months and
100% within year of launch

Ensure projects are materially
sold prior to committing to
committing to significant
construction costs

Tightening payment plans
reducing funding gaps

No reliance on post-handover
payment plans for new sales, as
investors have become
increasingly comfortable with
Sobha’s reputation

Current projects are being sold
on basis of 80% during
construction and balance on
completion

12



Leverage

Net Debt / Equity to not exceed
1.25:1

Net Debt / EBITDA to be
maintained less than 2.75x
throughout development cycles

EBITDA / finance cost to be not
less than 1.5x

Cash / Liquidity
Management

Maintain cash balance of at least 4
— 6 months of operating expenses

Shift debt structure from short
term to long term and keep
majority of total debt as long-term
debt at corporate level, not tied to
projects

Investment
Criteria

Target payback period for a
project typically between 3 — 5
years

Target ROI is minimum 12%

SOBHA

REALTY

Dividend Policy

Dividends restricted maximum to
30% of net profit in any given
year

Flexible dividend policy — tied to

project completions and cash
requirements of the business

13
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Significant improvement in financial performance and leverage metrics, on the back of improved outlook for
Dubai’s residential market and strong sales velocity for new launches

Revenue & Sales (AED Mn) Operating EBITDA* (AED Mn) and Gross Profit (% Revenue) Sales Collections (AED Mn)
Operating EBITDA mmmmm Gross Profit
10,822 EBITDA margin Gross Margin
39% 40% 3,854
Revenue M Sales -—
0,
7,383
0,
5,550 19% 21% 23% 23%
(o]
4,383 1,539
3,166 3,22
1,014 490
944
188
348 1,030 2,153
-3 (2= | |
2020 2021 2022 H1'2023 2020 2021 2022 H1' 2023 2020 2021 2022 H1'2023
Net Debt to Equity (%) Net Debt/Operating EBITDA (x) Operating EBITDA Interest Coverage (x)
0.48 13.5 35.4
0.32
17.6
0.16 11.2
3.3
0.04
0.9 0.2 2.1
2020 2021 2022 H1'2023 2020 2021 2022 H1'2023 2020 2021 2022 H1'2023

*Operating EBITDA calculated as EBITDA excluding non-recurring other income
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ESG remains a core focus

+ We voluntarily published our first ESG report for the year 2021 clearly stating our
sustainability achievements and climate aspirations.

« We are currently in the midst the following key reporting exercises
« Environmental, Social, and Governance(ESG) report for 2022
« A comprehensive Greenhouse gas (GHG) assessment for Sobha Group

« Company’s first Task force on Climate related financial disclosures (TCFD)
report

« We are in the process of benchmarking our ESG through disclosure to Global real
Estate benchmarking (GRESB)

« Sobha has pledged to UAE’s Ministry of climate change and Environment to support
it with its Net Zero strategic initiative

»  We would soon be preparing our Sustainability roadmap with climate action / NZ
strategy as an essential part of it

« We're working on obtaining an ESG rating from a top agency to showcase our
commitment to sustainable and responsible practices. This underscores our
dedication to positive societal and environmental contributions.

SOBHA

REALTY

Alignment to Global Sustainability Standards

&)

SUSTAINABLE
DEVELOPMENT

G<IALS

Tcro

Note: Link to Sobha’s Environmental, Social and Governance Report can be found at this link: https://www.sobharealty.com/media-center/reports/

We have aligned ourselves with ten of the Sustainable Development
Goals that are most relevant for our business

We also intend to benchmark our strategy against the United
Nation’s Sustainable Development Goals., a voluntary initiative
based on CEO’s commitments to implement relevant universal
sustainability principles and take steps to support UN goals

Reporting of the Task Force on Climate-Related Disclosures
("TCFD") to increase visibility on key sustainability metrics

Annual performance review against each benchmark to ensure
progress is being made on each key initiative

Partnered with Synesgy an ESG platform for companies, to engage
with its supply chain from the point of view of sustainability and
ESG

Through this initiative, Sobha is trying to address the sustainability
across its supply chain and improve its overall ESG rating
Adoption of the Global Reporting Initiative ("GRI") Standards for
ESG benchmarking

Annual performance review against each benchmark to ensure
progress is being made on each key initiative

Strategy to ensure that all new launches are aligned with a Global
Green Building framework to improve environmental impact and
meet demand for efficient homes from buyers

Sobha One to be aligned to the BCA Green Mark Platinum standard,
the leading sustainability accreditation in Singapore

15


https://www.sobharealty.com/media-center/reports/

Foundations for Social Benefits and
Community Engagement

Creates Jobs and
new Opportunities

Improve City
Infrastructure

Exemplars for
Economic Growth

Promote Sustainable
Communities

Positive Working Environment

>30 Zero

Nationalities Cases of
work at Sobha discrimination
reported

**Numbers above may include forward looking statements

Al Jalila Foundation - Dubai

The Al Jalila Foundation, which is
supported by the Dubai Government,
undertakes medical education and
research initiatives in the UAE.
Philanthropists across the UAE,
including Mr. PNC Menon, have helped
raise Dh220 million ($60m) for the
cancer hospital, with 30,000 cancer
patients a year. Sobha Realty has
committed to contribute AED 10 million
to establish the Hamdan Bin Rashid
Cancer Charity Hospital.

SAS Housing Initiative — Oman

Mr PNC Menon, Founder and Chairman of
Sobha Group, signed a Memorandum of
Understanding (MoU) with Al Rahma
Association of Motherhood and Childhood
in Muscat to contribute OMR 9.6 million
(USD 25 MN) over the next 10 years,
beginning in 2023, to build 300 homes for
orphans and needy families. The
association seeks to provide a better life
for orphans and underprivileged families
registered with it, by implementing the
SAS project which aims to provide
suitable housing for them.

SOBHA

REALTY

. Thank you @Sl Tjsid e
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»
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Noor Dubai

Mr. PNC Menon, has committed to contribute AED 10 million
to Noor Dubai, which conducts free eye operations for the
visually challenged in various developing countries across the
world.

Billion Meals Endowment fund - UAE

A personal donation of AED 50 million was made by the
chairman of Sobha Realty, Mr. PNC Menon, to benefit the
cause of the ‘1 Billion Meals Endowment’ campaign launched
by Mohammed Bin Rashid Global Initiatives (MBRGI) to
provide food to disadvantaged and underprivileged individuals
in over 50 different countries, with special emphasis on
vulnerable groups such as children, refugees, and people
displaced by disasters and crises.

16




Sobha Care

Under the Sobha Care Program, technicians and their
families are eligible to monetary benefits of various kinds
which will in turn improve their quality of life and
motivate them to grow along with the company. Sobha
Care Program consists of five categories- Sobha Edu
Care providing scholarships to children of 17,824
beneficiaries with a pay out of INR 172.9 million

(2023), Sobha New-born Care providing fixed deposit

in the name of the new-born baby to 576 technicians
with a pay out of INR 57.6 million (2023), Sobha
Women Empowerment providing a monthly fixed sum
to the spouses of 11,522 beneficiaries with a pay out of
INR 276.5 million (2023), Sobha Marriage
Blessings providing a fixed sum to 576 technicians
during the marriage of two of their children with a pay
out of INR 115.2 million (2023) and Sobha Housing
Scheme where 12 tenured employees are given a fixed
sum for the establishment of their homes with a
projected pay out of INR 600 million in 2025.

Sobha Rural Women Empowerment
Programme

As a part of this program, Sobha covers the expenses of
50 widowed mothers of the Kizhakkenchery Panchayat,
including their allowance, clothing, medical, and other
personal accessories. In addition, the educational
expenses of their children are also taken care of to
provide them with sufficient opportunities.

**Numbers above may include forward looking statements

1000 Homes by Sobha
Community Home Project

In line with its commitment to support needy families,
Sobha Group recently organized a foundation stone
laying ceremony for 100 homes in Kizhakkenchery
Panchayath, Palakkad district, Kerala. The first phase
of the "SOBHA Community Home Project” will build
and deliver 100 houses, each costing about INR 1.5
million, and is aligned with the Group’s commitment
to construct 1000 houses over the next four years for
underprivileged families in the district.

Sobha Vocational Training Centre

This program allows the less privileged to pursue a
vocation of their choice with access to training
centres for computers and music, paid
apprenticeships, and employment opportunities.

Sobha Academy

With 900 students getting a quality education at no cost,
Sobha Academy is truly helping India grow from its
grassroots. It aims to educate the less fortunate and break
the vicious cycle of poverty their families face. The rigorous
selection process picks eligible candidates that come from less
privileged backgrounds but have the potential to do more.

Sobha Hermitage

A home for the elderly, Sobha Hermitage sprawls over
27 acres of green estates in the heart of Kerala. It is a
place of warmth and affection, a true haven for the
less fortunate. Further, our social rehabilitation
scheme for young mothers ensures their safety and
security with no costs incurred.

17



STRATEGIC DIRECTION

BOARD

EXECUTIVE LEADERSHIP

TEAM

HEAD OF DEPARTMENTS

Key Governance Committees

Investment
Committee

Oversee contemplated
investments and report findings
back to the board

Ensure diversity and risk of
opportunities are aligned to the
Group’s strategy

Risk Management
Committee

Advise the board in respect of
overall risk appetite, tolerance
and risk strategy

Review capital raising, liquidity

management and expansions /
investments

REPORTING

Mr. PNC Menon

Founder & Chairman

Mr. Francis Alfred
Managing Director

Nomination/
Remuneration Committee

Make recommendations on
all aspects relating to
compensation
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Mr. Mahmoud Al Burai

Independent Director

|
Mr. Ravi Menon
Co-Chairman

Mr. Jyoti Kumar Agarwal
Group CFO

Audit
Committee

Assist in monitoring
integrity and effectiveness
of internal control systems

Review performance and
objectivity of internal and
external auditors
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Backward Integration

Only fully backward integrated real
estate player in the UAE which allows
for full control of development cycle.

Strategic Land Bank

Sufficient land bank to facilitate
medium term-pipeline and visibility on
additional plots for future
developments.

Strong Balance Sheet

Significant liquidity to fund existing and
pipeline projects, with highly
conservative leverage levels.

Agile and Efficient Operations

Flexibility to allow for adjustments to
market trends, to either accelerate or
slow developments and launches.

Established Marketing Channels

Growing brand recognition, with access
to an increasingly diverse buyer
universe.

Advanced ESG Implementation

Sophisticated sustainability monitoring
in-place with key initiatives currently
being implemented across the E,S and G.

SOBHA

REALTY

Market-Leading Quality

Demonstrated premium vis-a-vis peers,
in recognition of high-quality offering.

Established Track Record

45+ years of experience in real estate
development, with a growing number
of successful projects in Dubai.

Presence in Strong UAE market

Strategic location of the country with a
focus on infrastructure driving healthy
growth of the economy
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This document (the “Document”) has been prepared by PNC Investments LLC ("PNCI”). While the information contained in this Document has been prepared in good faith, no
representation or warranty, express or implied, is or will be made and no responsibility or liability is or will be accepted by PNCI or any of its affiliates or by any of their
respective shareholders, directors, officers, employees or agents as to or in relation to any loss arising from any use thereof and any and all such liability is expressly
disclaimed. The information and opinions contained herein are subject to change without notice. This Document does not constitute or form part of, and should not be
construed as, an offer to sell or issue any securities or solicitation of an offer to purchase, subscribe or sell securities in any jurisdiction or an inducement to enter into
investment activity. It is solely provided for informational purposes only. The Document does not contain all of the information that material to an Investor. Neither PNCI nor
any other person or other party is under any obligation to update or keep current the information contained herein. Certain information in this Document is of historical nature
and may now be out of date. All historical information should be understood as speaking from the date of its first publication. Past performance is not necessarily indicative of
future results. For industry related information, PNCI relies on information obtained from sources believed to be reliable but does not guarantee its accuracy or completeness
and no representation or warranty, express or implied, is made with respect thereto. This Document is not intended to provide any third party evaluation of PNCI and should
not be relied upon for investment decision purposes. The Document may not and shall not be directly or indirectly distributed in any jurisdiction in which it is unlawful to make
such presentations or distribution under applicable laws and regulations. Recipients of the Document are required to make themselves aware of and adhere to any and all
restrictions applicable to them. Expressions of future goals and expectations and similar expressions including, "may", "will", "should" "could" , "aims", "seeks", "expects",
"plans", "anticipate", "intends", "believes", "estimates", "predicts", "potential”, "targets" and "continue" reflecting something other than historical facts are intended to identify
forward-looking statements. All forward-looking statements, including, without limitation, management's examination of historical operating trends and data are based upon
the Company's expectations and various assumptions. Future events or results may differ from those anticipated or expressed in these forward-looking statements. Neither
PNCI nor any other person assumes any obligation to update forward looking statements contained herein to reflect actual results, changes in assumptions or changes in
factors affecting these statements. The document incorporates visual representations that include computer-generated imagery (CGI) in the form of photographs. The
information contained in the Document does not purport to be comprehensive and the opinions expressed in it are strictly private. In addition, PNCI or its advisors do not offer
any warranty or representation as to the accuracy of the information contained herein and do not accept any liability to anyone in relation to their reliance on the same.
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