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FORMULA

Actively Match Provide
Engage With Top Top Hello Pemistry
Students Teachers Content Nadial 3 Chemical Bonds

Best Learning
Who are Dt snby
Outcome

NOON ACADEMY
Intro

A journey of 5 pivots to reach

A journey of 5 pivots to reach ‘Ajoumey of 5 pivots to reach
' epiphany .

" epiphany * epiphany

2013 2007 2017
PIVOT 3
FVOT) PIVOT 2 k
Content 1:1 tutoring 1:many on-demand

; Product What probl What did we le:

Product What problem were What did we learn Product What problem were What did we learn = we :dtifng7am . to i.:.“"re -
we solving? we solving? to improve? )

Video-based content Access to quality

along with practice content

sets

Human interaction is essential to

Gather friends and Scale
1:1 on-demand Accessibility and 1:1 tutoring model is not scalable
keep students engaged

instantly start a class
tutorin affordability of on demand Convenience of
2 private tutoring Students prefer to study with learning with peers Students involvement is needed to
peers scale teachers

Teacher quality matters a lot to
students

1:1 model is highly transactional due Maintaining a teacher-student bond is
to lack of a continuous important
student-teacher relationship

11 study is lonely




A journey of 5 pivots to reach
A " epiphany

Product What problem were
we solving?

Live mass tutoring Access to quality
classes teachers at scale

and

A major pivot to a completely
group-centric app

student engagement increased as well...

2019

PIVOT 4
1:n tutoring

What did we learn
to improve?

Scaling a teacher comes at the expense
of attention towards each student

Communication needs to be possible
beyond live class

Byus: 71 mins

A journey of 5 pi

Product

Group based, social
learning

ivots to reach
" epiphany

What problem were
we solving?

Lack of personal attention in
large classrooms

Study boredom

Listening to a teacher passively
doesn't retain attention

2019

PIVOT 5
Groups

‘Why this works?

Learning as part of a community is
more effective and fun

Engagement is higher when
students can discuss, debate & ask

Social learning is scalable,
monetizable and sticky

This is because students enjoy and learn well in

L

Our Solution
Fun and interactive learning
with peers

Where students can discuss,
debate and ask
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A journey of 5 pivots to reach
5 ' epiphany

203

Video_based
content slong
with practice

Human ntersction
essential to keep
students engaged

2017

PIVOT 2

n large classrooms.

Study boredom
11 tutonng madel i
not scalable.

Students prefer to x
study with peers g ciallearming s walable
11 model s highly moneuzabie and
transactional

e c

What have we
achieved so far?

= @B 253 acs wrne g S
H1-'21 reamng
Generation Z attention span

compared to millennials




Growth took-off since we shifted to group-based learnin

Overall 62 5%
KSA 18%
Eqyptd9%
Pakistan'122%
India: 169%
Iraq15%

N
LANCHED

H1-2018 H2-2018 H1-2019 H2-2019 H1-2020 H2-2020 H1-2021

... While teachers were enabled to scale up faster

Average students per session Breakout participation rate* by session size

2021 <100

Session size (number of students)

Growth took-off since we shifted to group-based learning...

5,000,000

Case Example: Noon enabled a Saudi Math teacher to scale
outreach and earnings in less than x months

Noon empow rs by t

Fahad Altamimi.
Saudh teacher

O— 16M

To

sessions students
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Student engagement soared, notably better
for 'social’ students.

jay per

A major pvot 1o a completely
group-centnc app
Avg. number of active days per
week* (that has increased ~15%
since we pivoted)

Avg. number of active days per
week social students**

2018 w9 00 201 of Education apps***

Overall Students Social Students**

How does ‘social
learning’ work in
our product?
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How noon's social learning works? How noon'’s social learning works? How noon'’s social learning works?

Attend live sessions

; Answer questions and clear doubts
Figure out the right answer with X3 Which of the following does with help from others
companions... reflect and debate ok fteck rak St ovagoration?

and teach what you learnt to get
recognition

How noon'’s social learning works? Noon has already become the top education platform in MENA
region’s biggest markets

X million X million
Compete with other teams

X million
and get rewarded for valuable

TURKEY
Leaderboard
contributions to the community -t -

X million

What is our business
model and how do
we monetize?

W Market size
(K12 students)




Noon has already become the top education
platform in the Middle East’s biggest markets

2013 2018 2020

PAKISTAN

Market size
a2

Registered
and guest
students

YTD active
students

noon

Unique paid users surpassed 41,000 students and
we also have a very healthy repurchase rate

Students have made 2+

# Paid Users (through platform)*
purchases

ey 4099

23
2208
2 Average number of purchases
per paying student
1eos
- I

=111
- " an 01 Feo 001 Maen Ape 2021 Average number of paid

teachers per paying student

s

We started monetizing a proportion of these markets
in H2'20 and initial GMV traction is very promising

Cumulative GMV

Our monetization model is to charge commission on paid
groups, plus a lead fee if student joins via our platform

Noon take rate from student’s payment
to the teacher (on paid groups)

Teachers brings their
own students

Noon-led students
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Unique paid users surpassed 32,000 students and
we also have a very healthy repurchase rate

Students have made 2+

# Paic Users (tvoush platform)*
purchases

Average number of purchases
per paying student

Average number of paid
teachers per paying student

This allows for cross selling to be a great source of
value for both teachers and noon

Post first purchase, paying students who

SERNOR of gyl Suaients came through the teacher

Through teachers
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Going forward however, Noon will continue to have free live The social product is pushing Noon to take the shift from
company-driven to community-driven operations

experiences as an acquisition channel for paid groups
Company-driven Community-driven
Tool Content Tutoring approsch e
LIVE streaming with Videos and practice questions LIVE tutoring with eer learning 'M“‘
friends/teachers 2 teachers* nnibalize typica . ) i ) )
Competitions with peers ; . s Ering Ui owe
Teaching / Cormmiry— v ORA LIVE study groups tutoring and content

communication tool (doubt s0ving) with poers offerings

Noon dictates who will teach whom covery and growth

t the price and determine the offering

Personalized cohorts i isi
L What is our vision

« Courses with Advanced students

+ Courses with more committed students (2x more live sessions) e e
3 going forward

® Quality control by student input and tea

This shift will accelerate growth, as well as unlock Noon sees a huge opportunity in disaggregating
educational content from YouTube

new markets and segments
Noon empowers teachers and Content ¥
scales winners via Al sharing s q

Community-driven
Approach

0 e ‘
s ’, RS et Students think noon is* + Teachers are NOT eaming enough Noon caters to students and

LT it > e s at YouTube teachers’ needs better:
*» Students can find and

Operation heavy Better curated o stk
3 - ; teract with study mates
Localized « Agnostic to geography, curriculum and ] Have better teachers v
N Students help bring » Teachers can interact, help,
and get inspired by other

language
ntent own noon
Content owned by noo ) »
Teachers and communities own hore peers

. teachers

localization
No content creation t t r
nter the orn of Gen Z Students have used YouTube to learn something and become more knowledgeable

At the heart of this shift is a user-led growth journey

Company-driven
Approach

Enabled by product and Al
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Noon aims to impact 100m+ students... Growt and generate US$ 2.5 billion in GMV
Drivers S$ 1billion in revenue by 2025

July-Dec 2020 Jan-march 2021 Jan-Dec 2025 Bt
6 months 3 months 12 months

1494000+ 1080000* 100000
RO OR0090 ROOA0D Annual courses at online

Conversion rate 2 an average of $320

Average transaction
value

i e How are we geared

KSA: ~ $200

— o up and what help do

Take rate Eorpt: ~$30

I . we need?

repeat purct

We are doubling down on talent and have built a great team We are doubling down on talent and have a great team with We are looking for partners who can help
with strong track record strong track record get us to the next level

has extensve expenence of Top product and tach leaders from Our Ops leadars have extensive

Our le.
bulding great companes in the past social platforms recently joined us a3 we expenence i leading tech roles within
opened our London office respective countnes Edtech expertise

Experience in building ‘social’

companies

Global outreach and network
amazon

Portfolio of “product-led”
startups
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... standing out even higher for students who used social learning
features

Average min/day per student* Average active days/week*

Engaged with peers Connected, engaged, &
while learning from curious while studying
top teachers the right content with
the right peers L W

APPENDIX

Overall Students

.. while groups help teachers scale faster Pakistan is at an inflection point with all signs pointing We are doubling down on talent and have already built a great
to a very promising market team

. o [5 :
@ Large population: High prevalence of torturing culture and spend: Q ,,j \ i I & ‘, Q
) . Astz Almassd '~(d, u-a At oo

e \—

Our Solution o « " 3 = v

Tools and the platform to
teach well and to scale

Increasing size of middle class: Growing internet penetration:

How much a youtuber
makes per view




Our Leadership

NoonN

Mohammed Aldhalaan
Co-founder & CEO

»=@  Ben

Aziz Alsaeed
Co founder & COO

Newcastle .
Lty -

Yasir Khan
CTO

Murgan Stanley @"""‘

Umair Chishti
GM Pakistan
AMoRmun INSEAD

S Lomgurn

l’l

Q
“

Our Investors

V2
E

Tarek Ghazouk
GM Egypt

wareem U

L

Muath Alkhalaf
GM Sauds

UCsB

Ankit Sood
GM of India

Bill Musharaf
VP of Expansion

Man

tord
vevmers D Khar Academy

2
e
L

VP of Strategy

areem

Head of Projects

Uber i \:t.-‘- ‘n|\u Y

Vinay Deshineni
Head of Growth

QYea0 Lo

Head of marketplace India

Uber
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Head of marketplace Egypt

I' Microsot INSEAD

Sayed Faraz ali
Heoad of marketplace Pakistan

— -
Chief Architect

Walmart =<

Lorraine O'Keeffe
Director of people

50
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