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2018 INVESTOR DA Deep-dive of Auto Ecosystem :
AEAESH

1, A4

<" ' '
-

Financial Service Ecosystem Healthcare Ecosystem

RS2 SE EFAESHE
W £ 5= NKkim
WX oNeECONNECT

N\\V7/) RN ) AR gmmm e A A== g==m g

ﬁx?ﬁimﬁ

ﬁg—'il ;":/g_ﬁ = ﬁv s EIFES IR

=i . SPI . FAZ= PING AN SMART CITY



DEEE
PING AN
2018 INVESTOR DAY

Min Lu

2

Chairman, CEO
& FRAHBRATE

———
\E2

—

L‘\\ﬂL




DEEE
PING AN
2018 INVESTOR DAY

Vice President

2%

15+ years In
auto and media
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Xiao Wang

EX:;
Vice President
3 & 3
15+ years In
Internet
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Liancheng Zhou

Vice President
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20+ years In
financial services
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Vice President
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Min Lu [ #¢
Chairman, CEO
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management
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CFO

BRM 5T

20+ years in
finance

2045 YA LAk 0} 4

Tao Wu %%
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2018 IVESTOR DA Attractive market with huge growth potential for online services
AETHHBHE R, ZLRSNENA E X KT H
AFEAESE T AR 2018 Market Coverage (Total=% 365 hn) 2018+ kX 73 = (£3,6501/2 £ T )
Auto Ecosystem Market Size Q@
$th FL £ New Car Sales Used Car Sales Auto Financing Auto Aftermarket
7 F $48 bn, ,—F# $3bn AELS $125bn ET% $ 189 bn
. S )S
1.1 = » + +
Marketing N, Marketing New Car Used Car Maintenance Auto Parts & Others
£ i B 4K WEewm —_FE28% %15 R BAF R Al
$19bn $29bn $ 3 bn $ 115 bn $ 10 bn $ 145 bn $ 44 bn

2013 2015 2017 ZAONRSIC 2019e  2020e

Autohome Estimation & &z A& F
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e Olgnificant pain points drive efficiency & experience improvement for entire value chain
BEAALEGEERE, B ETHARIEE, READFHIER

W

e Am E\
) ofh 1as ©,
Consumer A F OEM £ wu) Dealer 2457 Used Car Dealer —F %7
Lack pricing transparency Long R&D cycle Fewer leads with low-quality Lack sourcing
W % A T i CR AR RS REVREE B £ R
Lack professional guidance Poor hranging Low conversion to store Lack financing
ez £ i3 du R RORF 1L £ 3 JE #5140 1K B®RTe
Complex purchase process Inconsistent service quality Lack return purchases Lack traffic
W) F A B LERFARTIE % P w3k R4 SRR
Lack financing support Unpredictable business chance Higher operating cost Lack branding

PR R By AU R ok SRXE B HIBE A R o 7 7
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2078 IUESTOR Ay As the global giant, Autohome boosts the industry with 4 competitive advantages
AFIFTEALHKRRAFERNTFE, WABSRHRFEIAITLEHZE

35.5 mn DAU Traffic ;i = 2\ eads £ ’,%: 350 thousand leads daily,
75% on moblile No. 1 User Impact \ ) “ No.1 Conversion Rate! #1 market share

3550% BiE, BHAMAMISY  moagw s rRES SIL B AR B & 355 B kK. T —

---------
"""""""""""""""""""""""""""""
-------
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tttt
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o %
.
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o0000r gy postngs Cortent @‘\g ____________________________________________________________________________________________________________________________ Big Data x 42

500,000+ &4F B %732 & bk
80% online auto users UGC/OGC/PGC/AGC?

B0%4RAERF  HANTLAZLHE

| | 300TB data generation daily
Unique Resources and Operation 300TB 4 g # 3 % 3

BA KRBT R LB HH

1.Leads conversion rate calculated based on survey from OEM and dealers’ feedback £ & #1 2HIE Rk 8 4 R 2457 RAR
2.UGC: User-generated Content;PGC: Professionally-generated Content;OGC: Occupationally-generated Content;AGC: Al-generated Content UGC: H Fae] A z; PGC: H 4 = a; OGC: Bl A FF i a; AGC: Al R 8
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_1 Our Opportunity 7 ZLig an
65"0(
2 Our Value Proposition‘({r\@\}_%’:
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1.ABC: (Al/Big data/Cloud) All X #3&/=

Autohome leads to Auto-3.0

AEZ R AR AT I35 3.0 69 & sk 1L BHAX,

- e )0

Vertical Media ’},,,O
& B 3R \(\\i}g%

Content A &
Content Based . Wf’.\a
- Transaction = 7

AT Service R %

e

Ecosystem
R X1

10
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2018 INESTOR B Auto-3.0: ABC (Al/Big data/Cloud) enables partners in the closed-loop ecosystem

3.0F 5% : UXABC (Al XEEI=) A, BRERBAER, BRAFRLES

~+ Learndriving # % &Oﬂg‘; 1 ntelligent

 Research &% . Intelmﬁht

~* Purchase 3*
; F lligent Transaction % fg %

. Use A #F Offline ?\ - r e Used car dealer —F % =%
% F B ~+ Intelligent Financing % ft 2 & Financing

» Travel ¥ 47 £ Rk « Spare parts Xt =

Data+3ystem . OEM i =

MEERGE
~ » Authorized dealer 24§ # =

service %ﬁ"égﬂli ServicetProduct . _
BAEE 5 . Unauthorized dealer — R =

11

1. Serving ~100 OEMs, 26,000+ auto dealers and 30,000+ used car dealers R %5~100K & % ). 26,000+2 4} 7% . 30,000=—F %7 ; 2.0MO: Online-Merge-Offline &, L& T %
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it @ To C: Expand traffic coverage to users’ entire life cycle
APAT: CRrineshmy ik, BEAP&EGRANGF

Past: Content } Leads Now : Budgeting Content ACCESSOFIES}Comparisons } Pricing }Dealer Selection} On-site
HE: AHE % % R A fsm\ Az ! o P aan! azan anss

Purchase Advisory
% £ 54

Research A& » Rese

Professional Vertical Media ?\‘\
b &g & B AR

General Use Experts

AEEK

12
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zm.msmm’ Case example: AR-enabled application and innovation-driven barriers
Z4]: ARRILE R, % 3H RE £

100X offline visitors from
Globally First Pioneered AR
online auto show

H XG0 ARM L& E & 10042 F
2T FRESBEAKR

500 auto styles with fully
functional AR models

500 % ZAR4 Y F A 4L,

~/

BEIT AR, Tiemse

13
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. Al: Global Leading Al technology + big data application in automotive industry
A EAT b A RAT R A AL K+ X H AR B B 88 F
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* Engineers increase from 200 to 800 ?\QQ/N B driving preuse user segmentation * VR/AR auto view 2% & F
HAA R 820038 2800 UVN-B#5 /& F P o %% » Auto Image recognition 4 f&12 &

» Servers increase from 1,600 to 8,000 » Dynamically customized recommendation » Intelligent voice assistant “JiaJia”
Ik %425 %1,6004& ¥ £8,000& N AERIRSHE FAFE “BR” Jefk BTl F

» 300T data generated dally « Data suits: CheZhiYun, XiaoShouBao

#F R 7 £.300T 24 3% KEHFEFRH “EEET . EZET 14
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zmmmmm’ Case example: CheZhiYun innovation empowers OEMs
£4): “EEHEET KBS R, ) BA R

* Industry first pioheered big data product for OEMS
A1 kB AN W) £ AT B KBRS S

. \Embrace strateqgy, R&D, marketing’s requirements
B Seiiet. A . TAH3RGFEK

- 6mn drivers’ voice, 200mn+ consumers’ behavior tracking monthly
6007 £ 2 F&, HE20+HE % EATH ik

15
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zm.m.xsmm‘ To B: Improve sales through in-depth connecting industry
MEE: B Lif RBE, HAaRtus

Past: Extensive , long, uncontrollable Now: Precise, interactive, efficient
it A X. AMK. HERTHE ‘ AB B, BEH. KES
OEI\/IS 65\0 Target setting Customer analysis Precise marketing
\1 54 B A KB A7 B Bk
OEMs No differentiation Leads generation
F A W AEFA—E XXX (\ eW Car BISECIES OMO Leads conversion
?\ BT % E-5% TS B & AL
Used Car Dealers  Trysted alliance (tZIosed-Itc_)op
=4 it ansaction

LB

16
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‘ To B: Intelligent marketing meets OEM core demand and leads the trend of auto new-retail
WEE: FREFAFTRECETR, JIAAENEHES

OEM Core  g)es

Demand 4k 2 32 4 In-store conversion \l
. . . i % 2 A In-store visit O\
‘\\ lﬂ%’ 3 é] ,h 2R 1H _
AT RSE R L} BRI ER no. o: a— ‘Purchase Intention

e

L}ﬂﬁ 2RI+

Consideration
W) 3K & ) A F3E = AT A s Product awareness
‘ ' ‘ f(/i]i Fo A2 38 Ho

L} e i B 5\ K

Brand Coverage

- - - - - -
Autoh_ome Financing Precise matching Intelligent Intelligent Intelligent Intelligent Intelligent Intelligent
Otferings 2RI ERE X AT E customer services online sales promotion aggregation conversion branding

Z R s 8k B IR % B W 4k % BATLK KBEE % B AL, 5 B AR

17
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NTG“S”.,‘ Case example: Intelligent marketing improves each step for entire purchase cycle
. £ BTN LALLM E A EERIHA
Pagqﬁ?{gix }I.t :’EQ /SEFMS Conversion rate before vs. after Intelligent Marketing
Systematically precise marketing & A fEHrf sk SeT-S
@LQe?s Sequentially Increase

‘ NB2 Before #4770 After 47 78 o=
Intelligent Broadcasting % & 1% #& \]65\'0 Jl B AT A AT B 7N ]

Awareness
Intelligent Conversior&%\ﬂ&“ 253 w +19204
' Interest
Intellig@&\@gon HEER 2 s W +36%
Intention
0

Tran IoNn
ansactio +39%

Intelligent E-Marketing % 2. & 44 X%
? 27 54 511 518 525 61 68 615 6-22
18
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1 our Opportunity 7 3 #Lig
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2018 INVESTOR B Autohome user traffic maintains solid growth
AFZIRASTHRERERK

+62%

Traffic ;7=
5\ 35.5+ mn
W ©

21.9 mn
anniil

15Q4 16Q1 16Q2 16Q3 16Q4 1701 17Q2 17Q3 170Q4 18Q1 18Q2

20

Data source: Attohome # 32 kR4 EZ R
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2018 NVESTOR D Strong sales and profltablllty significantly differentiate with competltors
Tk, BARYERS, S FEIFEIE — Autohome HEZE
Core Revenue s b 580 Net Income #4#) 42 ~— Compefitor g5 %

Unit: RMB millions
+2.5X )y VA k+2.54% 5 BH A

Post acquisition +1.6X Jcwy YA k+1.64%

11.2X (

1601 16Q2 16Q3 1604 1701 17Q2 17Q3 1704 18Q1 18Q2 1601 16Q2 16Q3 1604 1701 17Q2 1703 1704 18Q1 18Q2

21

1.Non-GAAP net income: peers net income excluding direct sales; Non-GAAP##]id: R &4 HiEk F 6945 H
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2078 IVESTOR Ay Stock price and market cap significantly outperform competitors
i TAARRBRA, RAZBEFF

AFEZK

Jun 2016, PingAn acquired
Autohome, market cap $ 2.86 bn

100.00 - 201656 | FZ A EZ R, T4
28.612 £ 7T,

As of 2018.10.31, market
cap is $9.13 bn
#,1:201810H318, 14
ik #)91.342 £ T

Market Cap P\“ K )
W\

S g s Market Cap
20.00 - ETEAaTy ZRWALA FF 4 F
1.4X 6 3X
‘ | Competitors
%455
0.00

2016-01-08 2017-01-08 2018-01-08

22
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2018 NS ToR Y Core business, per capita efficiency steady growth
s Ak 5B A3 A8 R B 3 At
2015~2018 Core Revenue growth vs. HC growth 4ok £-E 0k i T 338 K A5 &

Core revenue growth 4« b -3 3% 1
Headcount growth i T3fig!

36% 34%
4%

-10%

50 -
ZAONRS 2016 1H 2016 2H 2017 1H 2017 2H 2018 1H

23

1. Compare to last half year ] tb_E A~ =F
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PING AN Upgraded Business Model: Traditional business dominates while new initiatives thriving

2018 INVESTOR DAY

BARXT B: HALFRE LM T2, HLFFBAEL

Five Pillars

BRI B KA

24
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Media: Three engines drive growth of media business

Media gﬁ

5 el Revenue

}—'ﬁ:—*ﬁ OEM
EX Ve

Wallet Share Expansion
]S BRFEEK

3 Engines » Bigger traffic # Kii=
3k 3| & - More leads # % %%

JED SR FRS ) EFLRGFEK
J111\

1:’1@

Authorized Dealer
B

Branding Awareness for OEM
B T M) S ik

* Now: Product Awareness
WE: Foizrik

* Future: "Product + Branding” Awareness
Ak: ot £

=D

Used Car Dealer Others
—FER )

Empowering from Intelligent Marketing
42\:? Ab /‘fl!] ﬂ]bﬁ

* Intelligent Branding Awareness % f¢ su i 3% F+
» Intelligent Sales Promotion 4 % 44 = 4% #
* Intelligent New Product Marketing %’ﬁ%a@ﬁ%iﬁ?

» Intelligent Event Management 7 At & 3 & 32

25
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| eads
Revenue

LR AR
N

4 Growth
drivers

4 R3G KA

Leads: High growth potential for leads generation business
R REREETUMAHEKTN

AN
m & A
C“<>aﬂ

\=

Unauthorized Dealer Service Center
=W 552

Authorized dealer Used Car deal

BB —%$
\(\

S source

‘?5@%?%&

More growth potential More used car leads More after-market leads

£ MK P EBERA B 9 5 & A
» Expand from online to offline + Contents + SNS + Tools * Entrances&sales channels boost » Generate aftermarket leads
o MRE L& AEAd ¢ NAE+AR+ITHE o AREND A B REHBA c FAEBETHERE

26
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PINGAN 3 Data: Business accelerates

2018 INVESTOR DAY

%3 LShmig KB

20 m e

Business
source

b %% B OEM Authorized Dealer Used Car Dealer Others
EX' Ve 4K —F%%H FAe
N VNV VO
Show of competitive advantages BEmpowering from intelligent marketing Initiation of used car business
. 3 1N A o i T A ) R R B —F FMamEe
- Q 3 Accelerators « OEMs £#L) ) « Partnership with 11 OEMs » Launch relevant data suites
// N 3k poig 8 » Authorized dealer 24 & 1R EH ENAAE .+ MEhHIES LS
’ » 7,000+ authorized dealers In use

7,000+ 22 4% 75 1¢ A

217

Ve ¥
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AN Financing: Steady growth in financing business
ek LSHEAR

Business ’ E‘
| -— 7\
source S ® N o
Wb &k B Authorized dealer Used Car dealer Unauthorized dealer Consumer
B4R —F %% =W UiV
o S »
» Merchant Loan # &« Non-
| . Transaction -
A . Consumer Loan ;¥ % & transaction | |  Closed-loop Transaction
e 2 Focuses Financing ~inancing AR
DRV L LR + Car Insurance % [4 N XY R
+ Leasing 1% A 55 )

28
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I N O Transaction: Business initiated by intelligent marketing
X5 LM TR
Business

source

Wb &k B Authorized dealer Unauthorized dealer Used Car dealer
ZAE B = —FFH

‘ 'S5\ '« Launching CPUV business 7 & CPUV ik %-

3 Focuses » CPS Partnership of OEM + Authorized dealers = #.)” +2 44 &5 CPS 4%

CERXE T V3
» CPS Partnership of OEM + Financial institutions AL +4& & hLA) &4 F ECPS 1k %

29
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2018 INVESTOR D Autohome firmly embedded in our Ping An Ecosystem
AEZRREFANFZERNELS

Merchant Loan, Consumer Loan, Credit Card
EB/R AR ERATF
Auto Insurance %

Leasing M - - E-Sheng Bao e &£ £

Offline POS POS ia‘;/i; RECoRNRLT Acmdent Insurance &

- Insurance Agent 5 Z X EA

Account Opening # P

Unsecured Loans &394 2

Account Integration #24 4\4/12

Financing Channel & i 0

Big Data. Block-chain X #4&. X34

Intelllgent Call Service % 8t £k

30
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a1 he largest auto ecosystem: Dominate market by expansion in traffic and conversion
AEXLRETRRELR, AT BUARBE, EATLEC R

Online Content Application ! Social Media
% L M2 #+ 3

e —

T A
65’@!\

U

\
\
4 Financing ‘\-é
B Research & % \I Media e 'JFYPH
Eh': e o = J & Q
@ Buy % # Gata ﬁﬁD g
%}(‘ _— — - - Leads q>,
Use Al & A& : o
}‘ﬂ\@ Transaction m
X%

\C/

Qfﬂme OEM Authorized dealer Unauthorized dealer Used Car dealer Financial institution
2 T EX. 2R bl 2 —F£H £ BRI

31
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Key message

Autohome total addressable

market expected to reach
$ 365 bn by 2018

AFELBERNTY ) H, Thiik
3,65012z = LT H

x5 %

Market cap rising to 3.2X
after Ping An’s acquisition In
2016

Largest auto platform with
35 mn DAU and 80% online

'© auto users to support Ping
An’s auto ecosystem

AFZRK2IFTFTHEABREFLK

R A AEETEIRTFS B ER
W ) 373,245 HX /’L$ kAN-F S

3,550%5, 80%4ARMAER F,
BhHFEAELES

Continuous revenue growth
enabled by 2 traditional
pillars, 3 new initiatives & Al

B ALEZE. Z KL FFALE
e X TR FLEIEK

32
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{ﬁN

Fanzhendong, the World table tennis
champion, endorses Autohome

c BREERTERBAAAELIRRE

33
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