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Executive Summary

XING’

Strong market position in high growth segment

» Clear market leader in German speaking Europe
* 10.11m members +22% yoy
= 733,000 payers +11% yoy

Attractive economics

» €39.6m [9M’10] revenues +19% vyoy
» 29% EBITDA margin [9M’10]
» €13.5m [9M’10] free cash flow

Significant growth opportunities

» Further growth of core subscription business
» New revenue streams (Recent acquisition of amiando AG)

Clear strategic focus

= Qutgrowing competition in core market
» Increasing market share in e-recruiting and advertising



XING has a clear positioning XING )

/ XING comparison®

Helps me to find experts

Helps me to find colleagues and business partners
Helps me to discover new business opportunities

My personal data are safe

An excellent platform for sharing my ideas/knowledge
Is a great way of bringing like-minded people together

Makes it easy to manage my private contacts

Offers good entertainment options such as gaming

*Percentage points delta between perceived characteristics of facebook and XING
TNS Infratest. MediaResearch, March 2010 3



Comparison XING vs. LI in Germany

Member base!l
New members?
Activity (PI's)3

~1 prefer the product™4

1 Source: XING analysis

2 Source: XING analysis

3 Source: Quantcast/Comscore reports for december 2010

4 Source: Survey among 1,600 XING users: Question:"“If you could use either LinkedIn or XING, which platform would you choose?"
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Segment Overview
inc. financial KPIs for Q3’2010 in DACH

XING’

Q3 Revs.

yoy growth
in %

Recent
Highlights

Paid Verticals
Membership
Premium E-Recruiting Advertising Other
Mem be I"Sh i p (incl. Company Profiles) (EventS)
€10.8m €1.9m €0.9m n.a.
+11% +82% +46%
= Recent product = another - _—
launches showing quarter o = Acquisition of
very positive accelerating « Boost in amiando AG
impact growth eCPM Net King i
. = 2009 (x5 since * Networking is
rsntg;:t?:fgrowth investments Jan 2010) key driver for
since Q2’09 paying off participation in

= Turnaround in
member net adds
in DACH

= New coop with
No.1 Swiss job
portal (Jobs.ch)

= New formats
(i.e. wallpaper)

events

» Capitalize >50k
,Paid" events on

to cover Swiss XING p.a.
market
r
Market. ~19m people! >€200m >€3bn ~26bnt
| potential L i i il

1 Source: XING analysis of addressable market

|




XING financial performance

45.1

FY 2008 FY 2009 9M 2010

Group EBITDA in €m
] EBITDA margin

12.2 11.8

5 P

FY 2008 FY 2009 9M 2010




Successful diversification of revenue streams XING )

Revenues from verticals and yoy growth

Q1'2009 Q2'2009 Q3'2009 Q4'2009 Q1'2010 Q2'2010 Q3'2010

In % of total revenues

[17% 15% 14% 15% 18% 18% 20%]




Our strategic approach
Invest & expand into new verticals

Amiando acquisition adds a strategic
vertical to the XING product portfolio
Paid -
Membership Verticals

FREMILM MEMBER

E-recruiting
Advertising
Company Profiles

Basic Membership




09 Overview/segmentation events market

XING

Professional focus

Bigger business Organized learning Ambassador events, Leisure-related
. related events, e.g. events to gain corporate events, e.g. art &

Description ! e .

congresses, fairs, qualification presen-tations, culture

conferences business breakfast

_________________________________________________________________________________ ete.

Market size ~1m events with ~1m trainings with Original XING events  n/a
(Germany) 260m participants 40m participants p.a.

p.m.

N J
Y

*Sources: Meeting- und Eventbarometer (GCB 2009 & 2010), Anbieterbefragung 2008 (ghh consult GmbH), PR 17.06.2008 (Verlagsgruppe Handelsblatt), 1 0
Bilanz 2009: Kennzahlen der Messewirtschaft (AUMA), BI Portal Events



Wrap Up

XING’

Strong market position in high growth segment

Attractive economics

Significant market opportunities

Good results of strategic focus

11
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Core Use Cases of XING as a Professional Network

SEARCH MESSAGES CONTACTS GROUPS EVENTS JOBS COMPANIES BEST OFFERS

Digital Identity Management Efficient Contact Management

Jobs that may interest you <% Yourcontacts birthdays E3RY
Jackson Bond o MANAGER FINANCE & ACCOUNTING (M) Matthias Fischer @ 228ep
BA. Princeton Uni ity Wichael Page International (Deutsehian Techniker Schule Heinze 31
LA., Princeton Universi
5 Sprecher Untemnehmensverantwortung und Fo Silke Schippmann @ 23sep
s What's new in your network Tehibo GmbH a ™ “was GmbH 33
Professional experience Senior Manager Corporate - . . R
Development h Pelin Ayan likes "@'YENT ASIR CV TASARIM YARISMASI” FINANCE DIRECTOR (M) " Sandra Gabier 8 248ep
Sop 2008 -present  Senior Manager Corporate Development (Ft NGRS oday - Show source: Wichael Page International (Deutschian ﬂ XING AG 31
(2 ysars, 1 month (Manager/Supenisor)) il il - Anwltin/Anwalt @ NinaHeil © 25ep
NG A B i £om Gansemarkt 43, 20354 Hamburg, a i(:a::ﬁ WMartin Meyer wil be aflending the "UXBuchelub Hamburg 7. Trel fvatiamwatt - ﬂ tina el =
day
Industry: Intemet Germany > more > more
Publicly held corporation, 201-500 employee € +49-40-419131-0 *| Annika Helling hat Tipps fr den 5. Spieltag abgegeben
Today - SPOX Bundesiiga - Tippspie!
¢ +49-162-240 7598 Expand your network @ x

Aug 2007 - Aug 2008 Local time: 10:52 AM

(1year, 1 month)

Managing Director (Geschaftsfithrer) (Full ti
President))

VoxGen GmbH, hitp:/fwww voxgen.com
Industry: Information Technology & Senvices, Voice User Interface Design, User-Centric
Design, Audio-Erlebnisse, Mehrwertdienste, Mobile Business Models, Sprach-Applikationen,
Sprack L TTS, ASR, , Customer Care, Call-Center, eGovernment,
Automotiv, Sprachportale, Voiceportale, VoiceXML, IVR, CTI, VoIP, SIP, Voice Business
Privately held company, 11-50 employees

First nam:

Industr

bessere Ergebnisse durch gute Laune” by Deutsche Lufthansa AG
Today

)(" Jackson Bond likes the update "Angenehmeres Betriebsklima mit Partr

MEMBERS YOU MAY KNOWY

Axel Letmade

Gesa Enmsen O
Wistenrot Bausparkasse ﬂ Wierosoft Deutschiand GmbH

'@ Jom Tekaat @
"B, Cruner=ar AG £ Co kG

Stefanie Kraus 8

Visitors to your profile
Y Pudlicis Health Gmok

Michel Rosinski 8
deermedia

Click on employee fist in Company Profile

Wark Pelk
AntTrail Gmaryy
Click on own conta

Detlef Bohme
mabilcom

Click on own contactsibookmarks

Director Strategy, Bus.Dev., Marketing & Sales > more

Sep 2001 - Aug 2007

(6 years

Managing Director, Founder (Owner, Senior Executive (CEQ, CFO, President))
8hertz Technologies GMbH, htp:www Shertz com

Industry: Information Technology & Senices

Privately held company, 11-50 employees

Hon-XING member
Wisitor to your public profile
Google: Search for “patrick moller

‘ : . ,  Tool for marketing, jobs & recruitment
Business lead generation

JOBS THAT MAY INTEREST YOU (250)

ite Corporate F
S$8C Consult, Kéln

Sprecher Unternehmensverantwortu...
Tchibo GmbH, Hamburg

2 d

SEARCH ESSAGES ONTACTS GROUPS EVENTS IPANIES BEST OFFERS
43 days 32 days
Bookmarkjob  Remove Bookmark job  Remove
Company ¢ "
Powersearch 2 canseman  Director Corporate Development (... Senior Consultants und Projektle...
XING i HING AG, Hamburg CTecon GmbH, Deutschlandweit
Hamburg
Germany 24 days 77 days
Members whose "wants" match my "haves" [=] | search XING Unternehmensprofile @m el | y Boskmark b Femove ! Boskmark b Femove
Results 1-10 out of 300 Natiche Tipps rund um die Unternenmensprosie suf XING Cra9404
249404 »more
<< Badl Contactus
<emack |Next>= ||l |2 |3]4]5 |30
Name, Company Matches
Nelson M. Pefi Powersearch Company updates (12) | Aboutiis company | Employees (4) | Folowers (635) | JOBS IN MY NETWORK (
IMC Integral Management Consultancy | Ex. Search | Interin 110 12 company updates B
My profile hits My contacts | Next>> | KB | 2 ! Praktikant/In Qualitatsmanagement Technischer Produktmanager

Jochen F. Gloz &
IMC Integral Management Consultancy

Michael Tolan &
World Class Group

EEIFE-S

3 Marnbers who recentlywsdted my peofia
» Members whoss prodle | illed recenty

» Whats new in your neswork

» Contacts who racently changed company or posiion

XING members
» Mammbers youmay now.

¥ Maemeers you shoud mow ESIN
¥ Msnters who joined receey

» Mammeers who l0ggecn recenty

» Random memosrs in my arsa

» Memsers telongng o e same crganications
» Mamsers who stended he 5ame rmersite:
¥ WaMDars Whoss Wants” math my asss™
¥ Wam2ers whess Tares” MaKh My Wants™
» MaMBATS Who Enow 5averalof my comacts

¥ Members inthe same grouss as | am

Standard und Plus.Profil jetzt noch prominenter in der Suche

VIVISOL Deutschland GmbH, Neufah

Today

2m

Beispiel warden Mnen unter dem Suchbegrif Marketing” hun neben alien Migliederprofilen auch

Unternehmen, Gruppen und Jobs mit dem jeweiligen Suchbegn anzeigt

Fus-

Unternehmensnamens gefunden. sondern auch Ober dis SEcwort, die e nter “Produkte und

Dienstleistungen” sufinrem Prof hinterlegt haden,

Add an imvtation message

Invite contacts from your email address
book to join XING

Fox Mobile Group, Berlin

Today

a

oy taroun » Uembers who receniydicted on my company homepage. » Contacks wil abiriday soan : [ O Bookmark job Bookmark job
¥ » Members who " ¥ Confacts who just had a birhday o Darstellung in den Suchergednissen. Ab sofor wird nun auch das Firmenlage
GCentury Hotel, Doha e e S hochgeiaden) neven dem Uniemehmens einagin de globalen Suchergebni 5 more
Untemenmen
nteressenten
David, J. L. VERMEULEN
5CGroup International Corp My matches Ubrigens: e anG
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Large Potential For Further Member & Payer Growth )
Addressable Market DACH: Market Size Estimate 2015 XING
Population age Adjustment for ?od;f(::;iennt Adjustment for
20 - 59 internet usage g target occupations
population
54 million gl
—r , 87% 47 million Addressable
6.2 ! 76% 38 million market
) N i 4.7 d
41 l86%4 ; ) 5
35.4 83% >1% 19 million
29.6 g " .
L51%‘ 24—
15
Total population Population online Working / formerly working Working / formerly working
age 20-59 age 20-59 population online population online
age 20-59 with relevant occupation

m20-24 m25-54 =55-59

Source: United Nations World Population Prospects 2006, United Nations Economic Commission for Europe - Statistical Division, European Commission Long-Term Labour Force
Projections 2005, OECD's Committee Information Service, CEDEFOP Future Skill Needs in Europe Forecast 2008, Sal. Oppenheim estimates

XING's total addressable market in DACH (2015) is estimated

at 19 million users

16



Jobs & Recruiting Business (DACH) at a glance )
Massive native potential for XING, >€200m addressable market XING
Market volume job boards DACH Our opportunity to succeed
in €m

= Career advancement one core
~800 motivation to use XING

» Millions of talents on platform,
best profile database in DACH
(and ES and TR)

~570
= >75.000 recruiters already
on XING
Thereof >50% = Reach most attractive “latent
addressable market ”
for white-collar. job seekers segment through push
advertisements recommendations

DACH 2010e

m Online m Offline

Source: Company estimates

Many HR executives reckon XING to be the Next Big Thing in Recruiting

17



Advertising — Market and Opportunity XING )

German Online Display Ads: a ~€3bn market

German speaking online display Our opportunity to succeed
advertising market 2008-2010e
gross-growth estimates

in €m

» Targeting - detailed

information on
23% customers available

» Quality - high-profile
community attracts
strong brands and
quality advertisers

= Real opportunity:
Converting advertising
into content that users
appreciate (exclusive
offers, jobs, providers,
contextual etc)

2008 2009 2010e

Despite market size, only secondary business since other models provide more

user value and monetization potential. Limited investments to expand business.

Source: OVK Online Report 2/2010 18
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Significant product launches with )
promising early impact XlNG

Building Blocks Impact as of how

Strengthen Basics G rOWth .

= New Design
* New features

(e.g. ,to do list") Member e a-
gross adds " Invitations m

New services

= Messages to contacts for Uni
basic members nique m

= Improved search inviters
= XING plug in for MS
Outlook Social Connector

Activity:

Mobile Innovation

= Mobile handshake

= Mobile website . Messages
Logins t sent t
PR & Marketing
Off i
Stfensive Contact Status "
I messages

= PR campaign 4 ( adds
* TV spot ..

KPI's (DACH: 16.09. -15.10.) compared with period before product offensive (01.09 - 15.09.) 20



Member net adds Member base DACH
in 000" in m

Q309 Q409 Q1'10 Q2'10 Q310 Q3’09 Q4'09 Q110 Q2'10 Q3'10

» Strongest member growth (+194k) since Q2'2009

» Continuously strong #1 in DACH
= XING usage 10x higher than next competitor in Germany”

* Source: Comscore August 2010 21



DACH: Payer base up 12%

Payer gross adds

in 000
57
55
™ e 2
42 43
p—

e e A d A d

Q3'09 Q4'09 Q1'10 Q2'10 Q3'10

Payer base
in 000"

704
688

677

655

629

03’09 0409 0110 0210 0310

[International Payer base: 29k]

Q3 net payer adds (16k) up vs. previous quarter (11k)

22



DACH: E-Recruiting: )
Revenues increase by 84% yoy XlNG
e ﬁ”g""” o S

in €m customers in Q3’10

More than 300 in total

:L'\ ni L‘ nial = neckermann.de
o PARSHIP.de
. SG I. GRO U P Die Online-Partneragentur
THE CARBON COMPANY
SIEMENS
Strom @ MLP = WOODWARD
)
0 . 9 9 gol .;ehern uindtha;delg c.;rit;s
| e |
HOCHTIEF
INTERSHOP"
mec:!iasaleixglzgﬂr.\?igcl:?ar - G ] Ei SS Lutz

PG

FRESSNAPF‘@

O]

hellmann

Worldwide Logistics

Q3'09Q2'10Q3'10

Distribution partnership with leading job portal
in Switzerland www.jobs.ch

23



DACH: Advertising:
YoY growth of 51%

Advertising revenues Comments
inm
O 70 I = CPM 4x compared to
v January 2010
0.85 0.85
* New ad formats
0.56 » Total number of company

profiles reached 200,000

Q3'09Q2'10 Q3'10

Q3 display ad revenues impacted by seasonality

Decent qoq increase in Q4 expected

24



International business )
Over 1m members in both markets XlNG

A
TURKEY SPAIN ‘&

1,419
1,292  poom
1,188
1,077
3101 +38%|
+25% +y0y i L
+20% yoy
yoy
Q3'09 Q4'09 Q1'10 Q2'10 Q310 Q309 Q409 Q110 Q210 Q310

Significant member base in both markets

Future focus: driving activity

Source: company data 25
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XING AG - Acquisition of amiando AG (pec. 9, 2010) )
Executive Summary XING

XING AG acquires amiando AG

= Objective: to form a fully integrated service provider for the promotion

and fulfillment of business related events

amiando AG is Europe's leading platform for event management and ticketing

» 1,600 paying organizers - ~€1.5m revenues in 2010e

» Full service to event hosts (i.e. Reg. forms & ticketing, participant management, payment handling,
marketing tools, event data management & CRM, etc.)

Events are a key element of the XING platform
= > 150,000 user generated events p.a. (DACH)
= > 750,000 event participants p.a. (DACH)

The XING/amiando AG events business is a significant revenue opportunity

= Jointly we can build and market very attractive solutions for organizers and attendees
= Covering the most attractive parts of the value chain (fulfillment, event promotion, post-event)
» Significant market size

Purchase price: initial payment of app. €5.1m + second payment of up to €5.25m

on March 31, 2013 depending on nhumerous conditions to be met

27



amiando AG )
The online event registration and ticketing tool XlNG

== 55 00 = NOT A MEMBER? SIGH UP HOW! LOGIN

amiando ®

Pricing Signup

Founded: 2006

Headquarter: Munich, Germany Features

Focus on what matters most: your event.

E m p I Oyees: 24 fu | |t| m e + 1 1 i n te rn S amiando helps you with all the smaller aspects of event organization: website, It's free to get started!

promotion, participant registration, online payment, ticketing and more
That way, you have more time for your core responsibilities. Sign Up Free

Phone: 0800-AMIANDO (0B00-2642636 -
tall-free)
E-mail: offers@amiando.com | Support Hotlines

o~
Sell tickets online

Create online event registration forms
Promote events and sell more tickets
Manage and keep track of attendees
Complete payment processing

Product advantages

YRR

More than 30,000 happy customers

{f'i} smsrEs  TechCrunch @ News Corporation TNOKIA — +epx

(onnecting People

28



amiando AG
04 European market leader in event fulfillment XlNG )(

Proven success

Paying organizers in 000s Revenues in €m

1.60

1.15
0.77
0.49

0.28

2008 2009 2010e 2008 2009 2010e

29



XING Events:
>130k events, >47k paid events with >690k participants

XING’

# of paid events m # of events
HN-Special: "Erfolgreicher Einsatz von Social Media im Marketing-Mix" in DACH in 000s in DACH in 000s
144
Overview | Description || Guestlist 130
Share on: & Twitter 438 Participants [«]
The guest listis only visible to XING members. 76
Start: Tu, 25 Jan 2011, 07:00 FM Group: ( 60
J Yes 35 (+5) show 47
Location: Mercure Hotel Hannover Hmﬂover P Maybe 84 show
Mitte (6.Etage), Postkamp
10, 30159 Hannover, Fosted by: Carsten Meiners X No 917 show
Germany == Lnanswered 12331 show
Organizer: KING | Hannover Metworking
Participants: 40
L + Export event to iCal 2008 2009 2010
Description:

Liebe Freunde des gepflegten Metworkings,

1«

Export event to Outlook

es freut uns sehr, dass wir unsere erfolgreiche Vortragsreihe im neuen Jahr gleich mit einem absoluten
Highlight zum Thema "Social Media / Online Marketing” starten kénnen.

B # of participants in DACH in 000s

Hotels near this event
Dirk Rockendorfist "Head of eBusiness™ ... Show full details

amia ndo ook directly with our partner HRS. < HRS 750
Will you participate in this event? - - remium Members get corporate rates. 693
Yes = | will buy a ticket | Mo | Maybe mtegratlon
@ Your name will appear in the XING guestlist once you have paid for your ticket(s).
L3B0 ?
1. Cart » 2. Purchaser and ticket data » 3. Method of payment » 4. Check and buy & 402
] 3
Category Number Still available Price Amount Orgengarten %&
S
Vortragsveranstaltung 0 Iz‘ 14 £29.00 £€0.00 %4, / %
&, Mordstadf
a’“’-ﬁ'&. N Oststadt
Fee €0.00 e
Mitte &, 55
Ticket price (incl. VAT) € 0.00 P %
€ o
2. Map data @2010 Tel&Atlas
TICKETING BY
e sy S — T 2008 2009 2010

Questions regarding the ticket purchase? Click here.

Why events on XING work:
» Perfect" target group

» Unique targeting capabilities
= High relevance of business graph




XING and amiando AG will cover the most )
attractive parts of the value chain XlNG

oIndividuaI e Photos
‘g'raglgsirzér e Summaries
Content Jesmall * Ticketing SIEIE FiEEE OUAEE WELLIE
Provider Professional «Payment oTargete(_i Lead ¢ Digital Su_pport
Organizer Generation e Presentations
¢ Big Professional eFollow Ups
Organizer *CRM

~80% of fees

~7% of fees ~10% of fees (leads)

Total of ~20%

Potentially ~3%

I e e e e e R

amiando AG today amiando AG today

- e e e e e o o e e e e e e e e e e e ===

XING today

- o e e e e e e R e ] e R M e e M M M R M M M e M e e e e

Potential future XING/amiando AG positioning

31



Key parameters of the deal

XING’

1. Acquisition of 100% of the shares of amiando AG

2. Purchase price:

1.Payment upon closing: app. €5.1 million
2. Second payment of a maximum amount of €5.25m payable by March
31, 2013 if numerous milestones are met including:
= Current amiando management team (founders) stays on board for
at least 18 months after closing
» The new “events” entity generates revenues of €12m in 2011 &
2012 (cumulated)

» The new “events” entity achieves a cumulated positive result in

2011 & 2012

4. Timing

= Full Consolidation as of 1st January 2011

32
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Executive Summary )
Q3 Highlights XING

Improved profitability:
« EBITDA: 4.46m (32.4% margin), up 52% yoy

Strong growth of non subscription revenues

E-Recruiting:
* DACH revenues up +84% yoy, (82% yoy globally)
* Continuing path of accelerating growth

Advertising:
* DACH revenues up +51% yoy, (46% yoy globally)

Subscription:
e Stable increase in payer base
* DACH revenues up 13% yoy, (11% yoy globally)

Product:
* Major platform improvements with highly encouraging early results

2010 - The year of profitable growth

34



Significant increase in operating

performance in Q3

Q2’10 Q3’10 Q3'09
VS.
Q2’10
Abs. Abs. Rel Abs. Rel
. Tota| . reve n uel .................... 13 8 ............... 133 ............... +4% ................ 11 7 ............. + 18 %
Costs -9.3 -9.5 -2% -8.7 +7%
EBITDA 4.5 3.7 +19% 2.9 +52%
Margin 32% 28% +4%pt 25% +7%pt
Depreciation -1.3 -1.2 6% -1.5 -11%
Financial Result -0.0 0.0 0.0
Taxes -1.0 -1.2 -15% -1.1 -10%
Net Result 2.1 1.3 +56% 0.3 +513%

1 Including other operating income

EBITDA-Margin up 5t consecutive quarter in a row

35



Quarterly revenues continue to grow )
EBITDA €4.5m; margin 32% XING

- Global figures -

Revenues EBITDA

In €m In €m
In % of total revenue

13.8

13.3
12.6

11.7 11.9

Low mark
Q2'09 with
23.1%margin 4.5

Q309 Q409 Q110 Q210 Q310

36



Continuing strong growth in e-recruiting & advertising XING )/

- Global figures -

Subscriptions E-Recruiting Advertising

In €m In €m In €m

Q309 Q310 Q309 Q310 Q309 Q3'10

XING community and web 2.0 context powerful

assets to enter and exploit adjacent markets

37



Personnel costs Q3°10: €4.4m; 32% of revenues

XING’

- Global figures -

Personnel Comments
in €m
in % of revenue

47 4.9
4.5 43 ' 4.4 = Q2 impacted by
negative one-off from
reorg
38% - Sss;p;nvzagt]eed obfzg from
38% N % % =
—  36% ) D @’ @ release of personnel-
related accruals
* FTE's qoq flat
—k | | | | |

Q3'09 Q409 Q110 Q210 Q310

38



05

Marketing expenditures ;{
First XING-TV campaign ever started in Sep’2010 XlNG

- Global figures -

Marketing Comments

in €m : .
in % of revenue First XING TV Campaign

= SEM

» Display campaigns
» Affiliate programs
= Cooperations

Q309 Q409 Q110 Q210 Q310


http://vimeo.com/14761395

Other operating expenses in Q3’10:
€2.8m; 21% of revenues

- Global figures -

Other operating expenses Comments
in €m
in % of revenue

Cost line includes:

3.1
2.9 5 2.9 2.8 = External services

» Legal, audit, consulting
= Payment processing

= Server hosting

» Rent & other costs

25% —
0 /\
N—" 23% 23% ) (23%)
=1 ) (21

—L 4 = 4 = 4

Q309 Q409 Q110 Q210 Q310

40



Cash Flow Statement

Operating cash flow €4.0m in Q3'2010

- Global figures -

in €m
Q3'09 Q409 | Q1'10 Q2'10 Q3’10 Q3’10
VS.
Q3’09
EBITDA 2.9 3.0 3.3 3.7 45| +1.6 +0.8
Interest/Tax/ESOP 00 403 +03 +0.1| -1.3] -13  -1.4
A .
Net Working +1.4 +11 +56 +1.2| +0.8| -06 -05
Capital
Operating _ _
L +4.3 +4.4 +9.2 +5.0| +4.0| -0.3 1.0
Investment - 15  -11  -1.4  -11] -12| -03  -0.1
Operating
Investment - 0.0 0.0 -0.7 00| -04 -04 -0.4
Acquisitions
Financing incl.
Share Buyback 0.0 1.0 0.0 0.0 0.0 0.0 0.0
Other 0.0 -0.1 0.0 0.0 0.0 0.0 0.0
Free Cash flow +2.8 +4.2 +7.1 +4.0| +2.4| -0.4 -1.6

€1.5m tax payments in Q32010

41



Balance Sheet

)/
Low invested capital! XING

in €m 2010 2009
_________________________________________________________ RTINS  ( T

Abs Abs. Abs. Abs Abs
Assets .................................................. 908 ............. 886 .............. 849 .............. 807 ............... 821
Operating assets 17.1 17.0 17.0 19.6 21.3
Acquisitions / International 16.9 17.2 17.5 17.9 21.7
TAX A/R 0.4 0.5 0.5 0.4 0.5
Cash 56.4 53.9 50.0 42.9 38.6
Liabilities 90.8 88.6 84.9 80.7 82.1
Equity 58.3 55.9 54.3 52.7 55.7
Deferred Income 20.1 19.6 18.7 16.2 14.8
Liabilities 5.3 5.7 5.8 6.4 6.5
Tax Liabilities 7.1 7.4 6.2 5.4 5.0
Other 0.0 0.0 0.0 0.0 0.0

» Negative net working capital
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XING AG IR stats )
Market Cap: ~€220m / €56m cash / no debt XlNG

2010e 201le 2012e 2013e Average Trading Volume per day (XETRA)

Total revenues 54.3 64.9 72.8 85.2
»  EBITDA 16.3 21.3 24.7  29.4 135t 24006
a g Margin 30% 33% 34% 35% 17456
8 T Depreciation (5.2)  (5.8) (6.3) (8.3) 14247
NS eprr 111 155 185  21.1 s 27
8 S Margin 20% 24% 25% 25% 7301 7029 sesa 8214 5996

Net income 75 109 13.0 14.6 3813 3801

EPS in € 1.45 2.09 2.50 2.83

Free cash flow 11.8 13.7 15.6 18.4

Jan 10
Jun 10

Jul 10
Aug 10
Sep 10
Oct 10
Nov 10
Dez 10
Jan 11

Feb 10
Mrz 10
Apr 10
Mai 10

Deutsche Bank, m Burda Digital GmbH 29.6%

Ana |ySt cove rage Hauck & Aul?ﬁ;asr:;: m Allianz Global Investors 5.1%
HSBC Langfrist TGV 6.5%
Ennismore 5.2%
Shares 5,291,996

B HVB 3.4%

m Cyrte Investments 5.0%

TecDax ranking end of December 2010

B Treasury Shares 2.1%

Rest 43.1%

Market Cap. 35

Turnover 44 Free float according to Deutsche Bérse: 68.3%
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),
XING share price since IPO in Dec’06 (as of Jan 31, 2011) XlNG

180%

160%

140% J

120%

¥ Y,

"r'
0 [y n‘ N : '
100% 1y
| Y R S
o 2 WPl 4 ﬁ/ﬂv

b | M
v /,,m/"
0% M
20% L 1 1 1 1 1 1 1 1 1

Dez. 06 Mai. 07 Okt. 07 Mrz. 08 Aug. 08 Jan. 09 Jun. 09 Nov. 09 Apr. 10 Sep. 10

—XING AG TecDAX —SDAX -——DAX

+31% +16% -8% +7%
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Investor Relations

),
Contact Details XING

Follow us on twitter:
http://twitter.com/xing_ir

l|nsti( tional
nvesior
2010 Europe's Best Investor Relations

2nd Rank Business & Employment Services,
Buy Side, Patrick Maller

stitutional
nvesior
2009 Europe's Best Investor Relations

2nd Rank Business & Employment Services,
Sell Side, Patrick Moller

Patrick Moller

Director Investor Relations

XING AG
Gansemarkt 43
20354 Hamburg
Germany

Tel.: +49 (0)40 419 131-793
Fax.: +49 (0)40 419 131-44

(Please use this number to submit “WpHG notifications”)

Email.: patrick.moeller@xing.com
Website: http://corporate.xing.com/english/investor-relations/
http://www.youtube.com/user/XINGcom
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XING’'s current revenue streams

XING’

» Paid in advance
Subscription business = 733k Payers

= >90% activity rate

= Recruiter memberships

E-Recruiting = Click Price Job Ads
= Fix Price Job Ads

= Best Offers

Ad fisi = Enterprise Groups
Vertisin

g » Display Advertising

= Company Profiles

= Paid-Events
= XING Seminars

Others

* Per month

» 3 months: €6.95*
» 12 months: €5.95
» 24 months: €4.95

= £€49,95/€39.95/€29.95
(3/6/12 months)*

= €0.69 per job click
= LOGO: €395 / DESIGN: €495*

= Set up fee & rev. Share

= Set up & regular fee

= eCPM

= €24.90 (Standard) / €129 (Plus)”*

= Provision to XING
= Provision to XING
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Disclaimer XING :

This presentation was produced in February 2011 by XING AG (the "Company") solely for use as an information source for potential business partners
and is strictly confidential. It has been made available to you solely for your own information and may not be copied, distributed or otherwise made
available to any other person by any recipient. This presentation is not an offer for sale of securities in the United States. The distribution of this
presentation to you does not constitute an offer or invitation to subscribe for, or purchase, any shares of the XING AG and neither this presentation
nor anything contained herein shall form the basis of, or be relied on in connection with, any offer or commitment whatsoever.

The facts and information contained herein are as up-to-date as is reasonably possible and are subject to revision in the future. Neither the Company
nor any of its subsidiaries, any directors, officers, employees, advisors nor any other person makes any representation or warranty, express or
implied as to, and no reliance should be placed on, the accuracy or completeness of the information contained in this presentation. Neither the
Company nor any of its subsidiaries, any directors, officers, employees, advisors or any other person shall have any liability whatsoever for any loss
arising, directly or indirectly, from any use of this presentation. The same applies to information contained in other material made available at the
presentation.

While all reasonable care has been taken to ensure the facts stated herein are accurate and that the opinions contained herein are fair and
reasonable, this document is selective in nature and is intended to provide an introduction to, and overview of, the business of the Company. Where
any information and statistics are quoted from any external source, such information or statistics should not be interpreted as having been adopted or
endorsed by the Company as being accurate.

This presentation contains forward-looking statements relating to the business, financial performance and results of the Company and/or the industry
in which the Company operates. These statements are generally identified by words such as "believes," "expects," "predicts," "intends," "projects,"
"plans," "estimates," "aims," "foresees," "anticipates," "targets," and similar expressions. The forward-looking statements, including but not limited to
assumptions, opinions and views of the Company or information from third party sources, contained in this presentation are based on current plans,
estimates, assumptions and projections and involve uncertainties and risks. Various factors could cause actual future results, performance or events
to differ materially from those described in these statements. The Company does not represent or guarantee that the assumptions underlying such
forward-looking statements are free from errors nor do they accept any responsibility for the future accuracy of the opinions expressed in this
presentation. No obligation is assumed to update any forward-looking statements.

This presentation speaks as of September 2010. Neither the delivery of this presentation nor any further discussions of the Company with any of the
recipients shall, under any circumstances, create any implication that there has been no change in the affairs of the Company since such date.

IMPORTANT NOTICE

Pro-forma results

Results contained in this presentation are partly based on unaudited pro-forma financial results that the Company derived from its preliminary and
past financial statements for the indicated periods in order to make these periods comparable and show non-recurring costs.

Cautionary note regarding preliminary results and pro-forma financial results

This presentation contains preliminary results and pro-forma results. The preliminary results may change during their final review. While the
Company believes that its pro-forma financial results are reflective of its recurrent trends and the on-going status of its business, there can be no
assurance that its pro-forma results will accurately reflect these trends and status and therefore, its investors are urged not to rely solely upon the
pro-forma results when making their investing decision and the pro-forma results should always be reviewed together with its actual financial results.
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