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Forward-Looking Statements

Safe Harbor Statement Under the Private Securities Litigation Reform Act of 1995

The matters contained in this presentation may be considered to be "forward-looking statements" within the meaning of the Securities Act of 1933 and
the Securities Exchange Act of 1934, as amended by the Private Securities Litigation Reform Act of 1995. Those statements include statements
regarding the intent, belief or current expectations or anticipations of LendingTree and members of our management team. Factors currently known to
management that could cause actual results to differ materially from those in forward-looking statements include the following: adverse conditions in
the primary and secondary mortgage markets and in the economy, particularly interest rates; seasonality of results; potential liabilities to secondary
market purchasers; changes in the Company's relationships with network lenders; breaches of network security or the misappropriation or misuse of
personal consumer information; failure to provide competitive service; failure to maintain brand recognition; ability to attract and retain customers in a
cost-effective manner; ability to develop new products and services and enhance existing ones; competition; allegations of failure to comply with
existing or changing laws, rules or regulations, or to obtain and maintain required licenses; failure of network lenders or other affiliated parties to
comply with regulatory requirements; failure to maintain the integrity of systems and infrastructure; liabilities as a result of privacy regulations; failure
to adequately protect intellectual property rights or allegations of infringement of intellectual property rights; and changes in management. These and
additional factors to be considered are set forth under "Risk Factors" in our Annual Report on Form 10-K for the period ended December 31, 2013, our
Quarterly Report on Form 10-Q for the period ended September 30, 2014 and in our other filings with the Securities and Exchange Commission. We
undertake no obligation to update or revise forward-looking statements to reflect changed assumptions, the occurrence of unanticipated events or
changes to future operating results or expectations.

About LendingTree, Inc.

LendingTree, Inc. (NASDAQ: TREE) operates the nation’s leading online loan marketplace and provides consumers with an array of online tools and
information to help them find the best loans for their needs. LendingTree’s online marketplace connects consumers with multiple lenders that compete
for their business, empowering consumers as they comparison-shop across a full suite of loans and credit-based offerings. Since inception, LendingTree
has facilitated more than 35 million loan requests. LendingTree provides access to lenders offering home loans, home equity loans/lines of credit,
personal loans, auto loans, student loans and more.

LendingTree, Inc. is headquartered in Charlotte, N.C. and maintains operations solely in the United States.
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Agenda

TIME TOPIC PRESENTER TITLE

Company Overview &

10:30 AM Market Opportunity Doug Lebda Founder, Chairman & CEO
11:00 AM Business Overviews Gabe Dalporto CMO, President — Mortgage
11:30 AM Product & Technology Nikul Patel Chief Product & Technology Officer
12:00 PM LUNCH

12:15 PM Client Panel Sam Mischner (moderator) SVP — Sales & Client Management
1:00 PM Consumer Marketing Fred Saunders SVP — Marketing/Brand Management
1:30 PM Financials Alex Mandel CFO

2:00 PM Group Q&A

2:45 PM Closing Remarks Doug Lebda Founder, Chairman & CEO
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Company Overview & Market Opportunit

Doug Lebda — Founder, Chairman & CEO




Company History

. Jan 15
Sept. 04 . Corporate name
Acquired Sept ‘11 changed to
Home Loan Center Sold dineT |
June ‘96 (“HLC”; principal RealEstate.com LendingTree, Inc.
LendingTree Feb ‘00 mortgage lender) from Tree.com, Inc.
founded LendingTree IPO Aug ‘08
44M , Tree.com June ‘12
July 98 Le|r\1ndai\r/\ Sl)'?ee spun out from IAC; Solo! HLC
LendingTree.com Acquirgd by Return ?o standalone bu§|ness
launched nationally AC public company to Discover
S56M
S726M
[ [ l [ [ [

1996 1997
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A True Online Marketplace

Matching Consumers with Lenders and Other Service Providers

Free Credit Scores /@
Tools & Resources

-

Access to Cost-Efficient —

CJ
Multiple Offers IEHU“"Q"'EE“’ Customer $

Acquisition

"

=meo

Retail Banks

Performance Marketing Machine
Exchanges Matching Platform

Other
Real-Time
Reporting & Analytics

=H0 =H0 =H0 =N0

Auto Dealers/
Lenders

o =H0 =0 =H0 =N0

=m0 =H0 =H0 =N0

\
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Where Consumers Shop for Money

THE Online Marketplace for
Consumer Loan Shopping

Offers for the exact amount requested (2)

Your Free Personal Loan Offers

Analogous to other marketplaces for Travel, Retail, etc.

Consolidated APR
Bank & Loan

6.78%
124 Reviews

Northwest Loans

11.55%

76 Reviews

Offers for amounts different than requested (4)

APR

9. 0/%

Hampton Lending

240 Reviews

Est. Payments

$1 52/mo.

Est. Payments

$158 imo.

Est. Payments

$2 34/mo.

Loan Amount

¥5,000

Loan Amount

¥5,000

Loan Amount

¥7,500

Hotel avg 3 star avg 4 star avg
$236 $285

©® 04:26:59 Daily Deal & hour deal. save 20%
-8 e

027 swvieon)
$419 $335
vgiight

Book Now, Py Latar

Very good! 4.2/5
(421 reviows)
$625 $258
‘avgight

The Paramount - A Times Square, New York Hotel Good! 3.6/5
HodkeA (6127 roviews)
$232 $217

avgight

wBook Now. Pay Lates

Cancativson

Excellent! 4.4/5

(G228
2una $262 $252
right

vy

CLT «- CHI — = BT
ot by price (ow 1o higm) 237 o 1579 mants now
Check Rates Southwest Airlines
o o fares i oy o1 Sensest com
$356 ~ \merican Airines
% e3sa GT o+ B:0Ba MKE
2880 ORD S8 CLT oo
Show detais
& @35 CLT  — 11308 MKE  Sh ot
2550 ORD - SSSp CLT  on oo
Seicct
Show dotails =
412 A, .
£X gosa cur - mara mow
t00p GRD -+ BIp CLT
[ seec ] Show aetais -

e ow Sort| BestMcn - | View I -
+

GET FESTIVE WITH UP TO 40% OFF
EIEEESEIRED = SHIPFING | LIMITED TIME EVENTS
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Working With Top-Tier Lenders...

...of all models...

...across loan categories

S$16B+ Annual Loan Origina.tions(l)
Facilitated by lendingtree

P °
citibank Capifa/IOne’ - BNASB
| loanoepot {Wyndham
Lenders/ Quick Plrnalond b
uickKen imelLending Sehonic

Brokers Loans A PlainsCapital Company.. Financial
p2p & PrRosPERP S 20 T 2¢ OneMain
Specialty

Finance siLendingClub  &rateGenius (2 Springleaf

Student Loan 00e® :
Refi :(.DC.) SOFl CommonBond @

Small Business @ (7 Kabbage OnDeck>

Funding Circle

1) Annual run-rate based on lender-reported funding data and internal estimates.

8

Other

|

Personal Loans

Auto Loans

Home Equity

s
lendingtree


http://blogs.dallasobserver.com/unfairpark/primelending.jpg
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Providing Value to Both Borrowers and Lenders

Borrowers can save by comparison-shopping Lenders receive predictable, targeted, cost-efficient volume

Highly-Targeted “Filters”

canopys

$10,000 LOAN

FOR 36 MONTHS A

(1) ’ v Multiple Delivery Methods
4.74 :

PERCEMNTAGE POINTS
iz the awerage interest rate
difference between the
highest and lowest offer.

Reporting & Analytics
YOU

SAVE o -—

$4020.24 B $11,257.92

$3752.64 lenaingtiee ) oo

$312.72
$802.80

Series & werea 7 w3eres § wSeries 5 @Seres 4 mSeries 3 e

RATES FROM MOMNTHLY

27 LENDERS PAYMENT AMMUAL COST TOTAL COST

1) Source: LT press release (10/15/14) — “In the third quarter, borrowers with a ‘good’ credit rating (as measured by a credit score between 690 and 719) seeking a 510,000, 36-month personal loan who received offers from
at least two lenders experienced an average interest rate differential of 4.74 percentage points, or 474 basis points, between the highest and lowest offers presented to them in their My LendingTree accounts.”
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Consumer Finance: $12 Trillion Debt/Credit Outstanding

US Debt Outstanding
Consumer(? & Small Business®®)

® Consumer finance: the opportunity is massive

Other Small Biz
S0.3

= $12 Trillion in US Consumer Debt outstanding Credit Card *0-3
$0.7

® Early stages of fundamental shift from offline to online Autgotgans

® Today, our share of the overall market is small

* LendingTree facilitating ~1.2% of all mortgage Student Loans
originations(® P11
* |In other categories, we facilitate < 1%
Home Equity
$0.5

)
e lendingtree': ~1.2%"

1) Estimated share of mortgage originations facilitated by LendingTree based on lender-reported funding data, internal estimates and market data from Mortgage Banker’s Association.
2) FRB of NY — Quarterly Report on Household Debt & Credit, November 2014.
3) FDIC Statistics on Depository Institutions Report (C&I loans of S1.0M or less to U.S. addressees) as of 9/30/14.
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Consumer Finance: Mortgage Leadership & New Category Growth

Well-positioned to grow share across US Debt Outstanding
all lending categories Consumer® & Small Business(?
_ 0
§°10 lendingtree
® Lenders tell us: £ o |
Borrower acquisition is their key constraint to - " osea ‘
growth »8 o
$7 #2 Category
® Unique in driving customer acquisition across full
spectrum of loan categories $6
® Mortgage: +7x the #2 loan category »
$4
@ Alternative lending platforms driving growth/
innovation in previously underserved markets >3
* Personal Loans $2 v

. 1.1
*  Small Business Loans °

S1
* Student Loan Refinancing - - - - — ——
SO
Mortgage Student Auto Other Small Biz
(incl.
Personal
Loans)

1) FRBof NY — Quarterly Report on Household Debt & Credit, November 2014.
2) FDIC Statistics on Depository Institutions Report (C&I loans of S1.0M or less to U.S. addressees) as of 9/30/14.
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Market Share / Revenue Opportunity

10% share
= $2.0B+
revenue

S500M
S
= 2.2% share

2014:

$167M
Revenue

= Facilitating
Est. 0.8% share
of originations across
all loan categories

Source: Third-party and internal estimateas.
Assumes 51.9T annual industry originations\gcross Mortgage, Home Equity, Student, Auto, Credit Card, Unsecured/Personal & Small Business and current LendingTree economics.



Business Overviews

Gabe Dalporto — CMO, President—Mortgage




Strong Company Performance Since LendingTree Loans Sale

Revenue ($Mil) VMM ($Mil) Adj EBITDAW® ($Mil)
$180 - s167.4 | 43% 570 - $65.2 "25 1
$21.8
$160 - ) <60 - 6s8.6
$140 - - 4.1 220 1 518.7
S50 -
$120 - - 4.0 >4zl
$15 - $14.2
$100 - -39 $40 -
S80 - - 3.8 i
$30 $10 -
S60 - - 3.7
S20 -
$40 - - 36 ¢5 -
$20 - - 3.5 210 -
50 1 T T 34 SO -1 SO T ]
2012 (1) 2013 2014 2012 (1) 2013 2014 2012 (1) 2013 2014
[ Mtge Products — mmmm Non-Mortgage ® Total Company i Total Company

s Corp (2)

e 30-Yr Mtge Rt (3)

1) Reflects “Adjusted Exchanges” revenue, VMM and adjusted EBITDA, which are non-GAAP. For definitions and reconciliations of these measures, please refer to our Q4 ‘13 earnings press release dated 3/10/14.

2) Reflects certain marketing services revenue recorded in our Corporate segment.

3) Avg. of monthly Freddie Mac PMMS 30 Yr Fixed Interest Rate.

4) Adjusted EBITDA is a non-GAAP measure. Please see our definition of adjusted EBITDA and our reconciliation of non-GAAP measures to GAAP in our form 10-Q for the period ended 9/30/14 and in our other SEC filings.
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Continued Diversification

2012 — Revenue Mix 2013 — Revenue Mix 2014 — Revenue Mix

m Refinance M Purchase m Refinance M Purchase m Refinance M Purchase

i Other Lending (1) 1 Other Non-Lending (2) i Other Lending (1) 1 Other Non-Lending (2) i Other Lending (1) 1 Other Non-Lending (2)

Note, the classifications depicted above are for presentation purposes and do not correspond to the classifications utilized in our SEC filings and earnings press releases.
1) Includes the home equity, reverse mortgage, personal loan, auto loan, small business loan, student loan and credit card products.
2) Includes school (post-secondary) enrollment, home services, insurance and other personal credit products.
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Be #1 or #2 in All Lending Comparison-Shopping Categories

LendingTree: Where Consumers Shop for Money

Our Established Categories Our Emerging Categories

C Est.
ategory Market Share(?)

Competitive Industry :

Refinance Mortgage #1 Business Loans Brand Ripe for Large
disruption
Purchase Mortgage #1
Credit Cards Brand Mature Large
Personal Loans #1
(2)
AN LEENE 2 Student Loans/ Brand Immature Medium
Refinance
Reverse Mortgage Top-5

(1) Among lead providers. Based on competitive intelligence and client feedback.
(2) Direct auto finance.
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Mortgage Out-Performed Industry 9 Consecutive Quarters

Industry Originations(?) (SMil) LT Mtge Products Revenue ($Mmil) Relative Market — Y/Y
120% - - 4.6%
$2,500 - $160 - 100% 95%
6 I~ - 4.4%
2,107 5140 i $134.1 S00, Nt \\\
$2,000 - 1,879 $123.1 ° e C42%
5120 - 60% | 51%
/ ) . 4.0%
- 350
$1,500 - 755 »100 40% heogl 30% o 3.8%
$76.2 17 16 [ .0/0
1,171 $80 - 20% ‘ 59 59%
. - 3.6%
$1,000 - $60 - 0% -
o o%) | I [ 3a4%
$40 - (20%) (17%
3500 - (40%) - (28%) - 3.2%
$20 - (42%) (45%)
(60%) - (52%) - 3.0%
S0 : : \ S0 : x Q4 Q1 Q2 Q3 Q4 Q1 Q@ Q3 Q4
2012 2013 2014 2012 (2) 2013 2014 12 '13 13 '13 13 14 '14 14 '14
B Refinance M Purchase B Refinance M Purchase M Loan Explorer mm Vtge Industry Originations (1)

mmmmm TREE Mtge Prods. Revenue (3)
------- 30-Yr Mtge Rt (4)

1) Survey of estimates from MBA, Fannie Mae and Freddie Mac.

2) Reflects “Adjusted Exchanges” revenue, VMM and adjusted EBITDA, which are non-GAAP. For definitions and reconciliations of these measures, please refer to our Q4 ‘13 earnings press release dated 3/10/14.
3) LendingTree mortgage products revenue, as presented in our earnings press releases.

4) Avg. of monthly Freddie Mac PMMS 30 Yr Fixed Interest Rate.
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How We’re Doing It

Expand
Mortgage
Market Share

Dominate
Purchase

IMPROVE Build
CUSTOMER Marketing
EXPERIENCE Machine

Consumer
Finance
Diversification

)
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Mortgage — Key 2015 Initiatives

Customized

Transform Banks and Expand
Lender Brand

consumer retail branch product
experience networks offerings

My
LendingTree

solutions for dominance
Purchase

)
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Personal Loans — #1 Provider of Customer Acquisition(!)

LT Personal Loans Revenue Selected Lending Platforms — Originations Growth
$2,500 -
$2,000 -
Re-launched $1,500 -
Q313
Added Lenders, $1,000 -
Tested Marketing
{ A \ $500 - I I
—mm N T’. ‘ . ‘ . $- .
Q1 Q2 Q3 04 Qa1 Q2 a3 o4 Ql Q2 Q4 Ql Q2
2013 2013 2013 2013 2014 2014 2014 2014 2013 2013 2013 2013 2014 2014 2014 2014
u LendingClub (2) B Prosper (2)
=iz = AVANT .
PROSPERP i LendingClub CREDIT 2% OneMain @) Springleaf

1) Source: Client feedback.
2) Source: Company disclosures/filings.
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Personal Loans — Borrower Uses of Funds

Debt consolidation + Card refinance = ~50%

Debt Consolidation

Car Financing

Other Business
Credit Card Medical Expenses
Refinance

Wedding Expenses
Home Improvement

Vacation
Major Purchase
Home Buying
Moving and
Relocation Green Loan

Source: internal data.
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Personal Loans — Key 2015 Initiatives

a \ = 4
® Connect consumers with lenders ® Deeper coverage in 580-640 FICO
however they want to be served

* Form leads

* Call transfers
* Click marketplace (rate table)

D

.

@ Direct mail

® Improved lender conversions

s
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Autos — Continued Growth in 2014

Industry Auto Loan Originations() LendingTree Autos Revenue
$600 -
+ 10%

$500 - + 15 96

$400 -

$300 -

$200 -

$100 -

S0
2012 2013 2014 2012 2013 2014

1) Q4 2014 Experian-Oliver Wyman Market Intelligence Report.
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Autos — Future Initiatives Focus On...

# Aligning with dealers ® Increasing lender coverage @ Specialty vehicle finance
to prevent “flipping” across the credit spectrum (RVs, Marine, Motorcycles)




Small Business Loans

/A

® Market size: ® Our competitive advantage:
* ~S$300B(1), 28M small businesses * Brand
\Va o

® Why it’s attractive: ® LendingTree stage:
* Fragmented, opaque market * Product: Launched Nov. 2014
* New disruptive players * Lender coverage: Good and expanding
* No large scale, origination-agnostic * Marketing: Initial tests

comparison-shopping platform

1) FDIC Statistics on Depository Institutions Report (C&I loans of 51.0M or less to U.S. addressees) as of 9/30/14.
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Small Business Loans — Key Initiatives

@ Bring transparency to business lending

* Clear comparison of rates and fees

* Total cost of borrowing (equivalent APRs)

® Deep coverage in every category
* Cash flow
* Invoice factoring 4
* Term loans

° SBA
® Improve lender conversions

® Scale across marketing channels

s
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Credit Cards

) @

® Market size: $680B" @ Our competitive advantage: # Why it’s attractive:
* Brand * No “branded” aggregator
in the space

O -

® LendingTree stage:

* Product: “direct” relationships with issuers (March ‘15)
* Sales: all major issuers on our platform or contracted

* Marketing: initial testing

1) FRB of NY — Quarterly Report on Household Debt & Credit, November 2014.
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Credit Cards — Key Initiatives

® #1 Goal: top-tier payouts based on volume and quality
® Rich, unbiased content and reviews

® Card sort algorithm for revenue optimization

® Rapid expansion of marketing channels

RA 00,
ARAER ) "ggguﬁo
SSSsg

Ay
e,

o"e L ..
BREERYYY ANy
Celn
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Student Loans

/A

® Market size: $1.1T71 ® Our competitive advantage:
* Brand
: ~
\4 N7
® Why it's attractive: # LendingTree stage:
* No “branded” aggregator in * Product: direct to lenders for
the space Refinance (Feb ‘15), New loans via

biz dev (direct pending)

* Sales: initial coverage in high FICO;
expanding into lower tiers

* Marketing: initial testing

1) FRBof NY — Quarterly Report on Household Debt & Credit, November 2014. !

.
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Student Loans — Key Initiatives

® Expand lender coverage across credit spectrum
® Test and scale marketing
® Launch direct platform for “in school” loan-

® Automated My LendingTree savings alerts

.
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Product & Technology

Nikul Patel — Chief Product & Technology Officer




If money is a commodity,
why is shopping for it so hard?

)
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Getting a mortgage has been compared to
getting audited by the IRS

s
lendingtree



Comparison-shopping for mortgages saves
the average consumer ~514,000

Source: Company press release, 1/20/15. Between 10/1/14 and 12/31/14, consumers who received multiple 30-year
fixed rate offers experience an average interest rate differential of 0.312%. Applying that differential to the average
loan amount for prime borrowers of $223,314 results in an average savings of $14,602 over the life of the loan.
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These problems span all “money” categories

A 8 = ~ 5 B

Mortgage Personal Loans Auto Loans Student Loans Credit Cards Business Loans

s
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36

The LendingTree Solution

® Comparison-shopping

Offers for the exact amount requested (2)

Consolidated
Bank & Loan

7.16%

124 Reviews

Northwest Loans APR

11.55%

76 Reviews
Offers for amounts different than requested (4)

Hampton Lending APR

9.07%

240 Reviews

World Bank & Loan APR

14.86"

92 Reviews

National Bank

16.26%

139 Reviews

World Loan Group APR

Est. Payments

$1 ZZ/mo.

Est. Payments

$1 88/mo.

Est. Payments

$234/mo.

Est. Payments

$241 /mo.

Est. Payments

$335/mo.

Est. Payments
»

Loan Amount

%5,000

Loan Amount

$5,000

Loan Amount

¥7,500

Loan Amount

7,200

Loan Amount

$10,000

Loan Amount

.
lendingtree



The LendingTree Solution

® Trust and transparency

iy prodkacds arvalably i By lendiaeg eaedoed welh . Bead o

| v o mestew |

950/0 of our customers would recommend this lender. (122 of 128)

DON HOOVER IS THE BEST!I? ﬂﬂ-’i: n inh
TR WN O e ansemanprad this Sader

Tt e ol andugh ol G 10 Sedtritd hive helpiul & atonthvg IDon wird. it Buying o Srgl hiend, Higwad
Sty Sy kol wihir wi NG KT B0 wilkd Wity Bateal i IRoroughly Sdwanng 31 ouf quidiond, Emal
£ phaod cali vidd Sariryi foturnisd quitkly, Himads the pedddid wiry imod lof vl & ool ul 1o dodadn
nar Pesrbt alol sooner] | will defintely use hirm again @ nooded: and hanve porsonally necommendiad Bim i
Loy & frionds. THANE YOU DONS! From ES & Liz B!

i B Lad <A e Bl rovirr bntpter? | ven |[ e |

£

Perfarming Even For The Little Guy e B oven
Wit ol D v, | ikcommampod this lader

W necondly porchased & soond horns i A Evien Dhough th peacg was relladnrely small, National Bank
ol o ILgenlieny Agers perforrmed oo thoush we wone thew reos] mporised cusiorr, Colly wire rebuemed
procnpdy, Paperaark wad peopared and eoddy on scheduly, The ralo and comby foll within a wery accoptable
eangd. Crofrall i wark 3 profusaional seed woll mdeagod preons, Thask yem

H‘I’.'I":MT [Eten Cove, MY} Hnmurﬁnrmﬂﬂ.‘-'.

R W W W O 470f5 128 Reviews

nk iy

mmmmmmmllmﬁmhwﬂHrdmwd

Trending Topics
—— R
cridil soores debl
cabl conschidalion
doam payment -
[ = TR ]
ks refinanicn
Lisrudfing Tras
morfgags loans
wsngags weraary wa [0
GEID afinancing
RS MOAQage
SEE MR
sludert loans va
kcan
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The LendingTree Solution

® Ease of transaction

3.625 % RATE
3.720 % APR

30 Years Fixed
National Bank

3.625 % RATE
3.723 % APR

30 Years Fixed
World Bank

3.500 % RATE
3.666 % APR

30 Years Fixed
CDBC Bank

3.750 % RATE
3.776 % APR

30 Years Fixed

.
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Trends & Transformations Are Driving Our Product Vision

® Innovations in Mortgage

s
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Local Lender: Charlotte, NC
(/04 69-041( \.\
Jack Mortgage : 3
Wi W W 2 Reviews View Detalls Q: \ '
Write a review

&
z
jack. morigage@lendingtree.com &
Bank of the Carolinas ] gage@ 9 ‘9\?‘ &«\Q‘L—\
11115 Rushmore Drive
Charlotte, NC 28277 Cuogle Eas
o Map data ©2014 Google

Adding a local lender choice
expands our market and
increases the conversion rate for our network
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Keeping Involved Parties In-Sync to Improve Conversions

Home Buyers

Mortgage Lenders Real Estate Agents

B
lendingtree:

® Pricing Engines ® Lead Management Systems ® Loan Origination Systems

s
lendingtree




Analytics-Driven Supply & Demand Management

A SERVICE OF LEMDIMGTREE

cnnnng- Walln M&dirnatal | | Acme Mortgage - ]

Dashboard Campaigns Capacity Pricing Funding Billing Reports

@ Help [ Filtered by: A1 ~ ] |D2QEQD15—DBM5ED15 Missed by price BN Missed by capacty NEEEE Won

Cluick Match Definitions
Fixed Filters Definitions
About Canopy

1212 1212

bo8

608

303

02.28 02.27 02.28 03.1 03a.2 03.3 03.4 03.5
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Trends & Transformations Are Driving Our Product Vision

@ Innovations in Mortgage

®@ Shift to mobile

s
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More than 50% of our traffic is mobile

(as of April 2014)

‘
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Mobile Engagements

Estimated Property Value
$2274
$0
$2,438

$3.413 .

$396,353
$346,353
Instant Mortgage

ote :
Quotes Annual Income (Pretag  +9

%« Compare Your
Current Offer Down Payment $al

Mortgage Rate

Monthly Debts @




Trends & Transformations Are Driving Our Product Vision

® Growth in non-Mortgage loan/credit categories

s
lendingtree




- g

Auto Loans Student Loans
(S ] 5
Personal Loans Credit Cards

/95
)ﬁ\ Excellent ﬁ

Mortgage Free Credit Score Business Loans

o
lendingtree
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Trends & Transformations Are Driving Our Product Vision

8@ Innovations in Mortgage
@ Shift to mobile

@ Growth in non-Mortgage loan/credit categories

® Moving from transaction to relationship

s
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Our Killer App: Free Credit Score With a “Brain”

795) + G

Rich Data Analysis

s
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Access to Rich Credit Data Allows Us to Calculate Savings by Product

/95

Excellent

Lender 1 / y App Push Notifications
TRELEE Lender3
Your Free Offers

uuuuuuuuuu

71 9% $1 22/mo, $5,000
Reviews

76 Review:
APR Est. Payments Loan Amount
8.24% *188me. ¥7,000

A = = a g

Mortgage Auto Loans Credit Cards Personal Loans Student Loans
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My LendingTree User Growth

Daily New Users Cumulative New Users

3rd 200k
in 44 days

Scaling paid
marketing

2nd 200k
in 72 days
1st 200k
P

Jun-14  Jul-14  Aug-14 Sep-14 Oct-14 Nov-14 Dec-14 Jan-15 Feb-15 Jun-14  Jul-14  Aug-14  Sep-14  Oct-14  Nov-14 Dec-14 Jan-15  Feb-15

)
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Jane Smith

® Janeis a 30-year-old nurse with a
house and 2 kids

® She has $15,000 in credit card debt

.
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Jane Smith

® Jane shops for a personal loan

. Offers for the exact amount requested (2)
at LendingTree.com and . q

onsolidated
Bank & Loan

Est. Payments

receives attractive offers from 7.16%  $122mo. %5,000

124 Reviews

4 different lenders Northwest Loans

Est. Payments

11.55%  $188/mo. %5,000

Offers for amounts different than requested (4)

Hampton Lending APR Est. Payments

90.07%  $234mo. $7,500

240 Reviews

World Bank & Loan  APr Est. Payments

12.86% $247mo. $7.500

92 Reviews

National Bank

Est. Payments Loan Amount

16.26%  $335/me. $10,000

.
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Jane Smith

® Jane selects a lender and
completes the transaction

® The $15,000 loan is in her
account within 24 hours and
now she saves S85/month in

payments

EEN . 8
o m National Bank lendingtree

Enter your information below Get your custom offer today!

To view your loan offer, please enter:

Last 4 digits of your
Social Security Number

K = XX = 1234

Your Zip Code 94107

The APR displayed on LendingTree is only an estimate.
To view your actual APR, click the button below.

=)

Next Business Day Funding™ Low Interest Rates No Prepayment Penalty

.
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Jane Smith

® She also gets her credit score
100% free — every month

Your Credit Score

\795 | Bxcellent

6 Factors That Determine Your Score

Ly
Payment History “ “ 0 Late Payments
Depth of Credit = 4Types /10,5 Years
] 77% Available
As Expected
Recent Credit = 2 Inquiries in 6 months

Less than 15%

.
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Jane Smith

Actions
® Jane gets an alert that her mortgage T ————— O 781
from 2009, at a 5.75% rate, can now — i
be beat by one of the lenders on the e sy
LendingTree network 79 5 R

Check your email account
_ _ _ Excellent /% We sent a welcome ema
® Refinancing will save her S$90/month

Consolidate your debt

Recent Activity

Credit Cards




Jane Smith

® Jane compares her loan options and
researches lenders using LendingTree

® She connects with a loan officer directly to

work with her on a loan

Loan Officer Profile

@ Calvin Stufferfield
o et

About Me

Webte: waver NatOAN D

LendingTree Network ...

Customer Reviews

Knows 3 TON about houses!
VB3
A N Sevice i

s
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New My LendingTree

Providing Leverage to Paid Marketing

Your Active Credit Accounts

Type

f  Mortgages Save up to $673/mo 1
Aut Dans Save up to $217/mo 2

) Driving Repeat Visitors

Delivering Engaging Customer /795

& Experiences

Excellent

Building on Data & Analytics

i > .
SR - I
3 )4y ; 2x 3 =2+ 2+ 2050 1)
W TT

V3x

s
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Lunch Break




Client Panel

Moderated by:

Sam Mischner — SVP, Sales & Client Management




Client Panel

PROSPERP loan>epot @V“dham

Ron Suber, President John Lee, EVP-Chief Analytics Officer Jeff Douglas, CEO
CREDIT Primelending
A PlainsCapital Company..
Adam Hughes, COO Gene Lugat, EVP — Mortgage

@ BNASB A rateGenius

Funding Circle NORTH AMERICAN SAVINGS BANK
Brad Heritage, Director — Business Development Jessica Rowe, VP - eCommerce Chris Brown, President & CEO

s
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http://blogs.dallasobserver.com/unfairpark/primelending.jpg
http://blogs.dallasobserver.com/unfairpark/primelending.jpg

Consumer Marketing & Advertising

Fred Saunders — SVP, Marketing/Brand Management




Our Brand is a True Marketing Advantage

s
lendingtree
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Our Strategy is to Cast a Wide Net Across Channels

Social Media
Marketing

Messaging on Search Search Engine

the Home Page

mmd My LendingTree g Marketing Optimization

Television
Advertising

CRM/ Email Call Center

—> Direct Mail

Marketing Marketing

)
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Two Elements of Successful Marketing

By
lendingtree

ART + SCIENCE

s
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Understanding How Consumers Really Feel

# Skeptical about banks, lender motivations and incentives
® Don’t know or understand the ‘how’ and ‘why’ of getting a loan

® Overwhelmed by the whole process

s
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ldentifying How LendingTree Is Uniquely Positioned to Help

LendingTree Can Save Consumers...

4
Ps o\

Money Time Credit
* Side-by-side comparison of rates, «  Shop multiple lenders all at the same - Safeguard consumers’ personal
fees across multiple lenders time, online information
* Proactive savings alerts to help *  Fill out one form, one time; - Soft credit pull does NOT impact your
consumers “find” money not multiple applications credit score

s
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Articulating Our Mission

N 4

Empowering consumers to save money

on any loan through

fast, easy comparison shopping

s
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Leveraging an Iconic, Consistent Platform

CUT DYWN oS
YOI%R RATE (=) - @B

L Lower your momh'y payments Iendingtree.com b 100% Free Credit Score lendingtrée

[
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Stay Focused On What Drives Consideration

Confident they’ll
get a good deal

Fair

Trustworthy

I Aug-Dec, 2014
B July-Dec, 2013

N/ = Significantly higher than Jul-Dec 2013 at the 90% confidence level.

Q.11: Please read each statement below and indicate how well you think each describes [First company]. Please base your answer on anything you may know or have seen
or heard about this company.

)
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. -
The Iconic lendingtree Brand

® 68% brand awareness # S1+ billion lifetime investment

Aided Brand Awareness(!)

100%
F angtree
80% % N
(o]
68%
64%
60%
40%
22%
0,
20% 13%
8%
L I >
0% E—
Wells Fargo IEHI:III'IQIFEE“’ Quicken Loans Zillow Bankrate Lower-My-Bills Google Advisors

Source: LendingTree Consumer Research Study conducted by S. Radoff Associates, LLC, February 2015. 1,722 online surveys. Prospects defined as creditworthy current or prospective homeowners who are in
the market for either a primary mortgage or refinancing.
1) Awareness and familiarity of selected companies within category defined by companies that offer mortgages online.

s
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. -
The Iconic lendingtree Brand

® 68% brand awareness @ S1+ billion lifetime investment

Aided Brand Awareness(!
100%

IF - ngtree
80% rf e \

& Brand Strength allows digital marketing to perform
o significantly better in CTR, Conversion and
Revenue/Lead

20%

T -
O% |

Wells Fargo IEI'II:III'IgI:FEE‘ Quicken Loans Zillow Bankrate Lower-My-Bills Google Advisors

Source: LendingTree Consumer Research Study conducted by S. Radoff Associates, LLC, February 2015. 1,722 online surveys. Prospects defined as creditworthy current or prospective homeowners who are
in the market for either a primary mortgage or refinancing.
1) Awareness and familiarity of selected companies within category defined by companies that offer mortgages online.

)
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Purpose-Built Marketing Team

R

&

# Over the last 3 years, we have ® Applied best-in-class practices ® Test, learn, scale,
completely revamped and personnel to every optimize...test again
marketing at LendingTree marketing channel

s
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Display: Test, Learn, Scale, Optimize

® Wide-scale testing

@ Reinforcing visual brand

Looking to Refinance?

Terms

== Rl 1/0rtgage Rates Hit 2.81% APR <aefimance s>
Select Loan Amount $225,000
e —

| o wv’u CaloUhste My Payrmeet RERPOY
$225,000 [y e R

Laan? $50.000

New Monthly Payment Looking to Refinance?

What You Owe

RATES AS LOW AS

— 0.99%
Mortgage

ekt Do e m Rates Hit

2.78%
APR

©

Select Loan Amount

$200,000

lendingtree L
Calculate Payment

S/ 15 | 30 . Wi = i
il o | - o © lenangtree v

&3 monthe PALLY 124
€O Moty 1393 097

Mor('gage Ralés.H it $ 2 2 5 v O O O
2.78% APR Clkk Your State

New Monthiy Payment

30 Your Toaed am LA
5 Your Pond 2N LI AR
N v 1N Lramare
Nefrurce SZA0 en Wi

l-nry?amw

® Massive iteration and implementation
of control creative

® Take winner and optimize

"""" Consideringa  Morgage ates e
Mortgage Rates e | Customize Your personal Loan?  2,79% AP
| . Loan Search WAL VOURCOAN TOR s by 4 Martgage
2.88% S .

...... e —

$225,000 |
e - cam—| - | . LT {OMN AT oyt
‘ 7 - 43 $150,000
$10,000 °©
= | Cawin oyt |
erorgs v “ﬂ_-

0 Year Mortgage

Cmnns W Pamenn ) "‘—‘_’"‘—‘{

Mot R0 Mortgege Rates } cOﬂSMngJ bl
2 800/0 Personal Loan Compare
A |55 Pl 5 00% | Mortgage offers
' . 39%% in Minutes
AR

2R ? 2 T At D) Vb e

—_
$10,000

F0-Year Refrnance
Rates Orep Below

4.00%

o w0y

$200,000

o w A\" Lookin Some | Mocpige foces |
$15,611 : = 2.80%
T | . P 2 PR S0 ARM
52000 $1 k),()! 1 4 $10.0¢ | Salect Lown Anount

What's Yours?

$2000

Frrsonal Los

o
=m0
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SEM: Dominate Keywords, Grow Impression Share, Positioning

® Achieve dominant position in our categories Google  morgage
Web News Maps Images Books More ~ Search tools

# Be ahead of platform changes (ad extensions, reviews, TR .
ratings, etC) — boost ad real estate Mortgage Calculator - LendingTree.com

www.lendingtree.com/Mortgage-Calculator ~
47 %k k¥ rsting for lendingtree.com

Get Quotes From Top Lenders And View Rates, Fees, Monthly Payments

® Partnership with Google to test new qualifiers, Nasrhizmiiedbi el e

Calculste Your Payment Refinance Savings

improve quality scores, new trends (shift to mobile) e T

Mortgage Calculator -Free - Bankrate.com
mortgagecalculator.bankrate.com/ ~

® Testing real-time bidding solutions to execute multiple Sas Your Monthy eyt wi Ous Accuras Morae Caloulalies

Free rate information - Financial Information - Objective and Unbiased

b|d Cha nges per day Banirate has 1,884 followers on Googla+

Calculate Your Payment - Mortgage Calculators - New Home - Refinance

Mortgage Loan Calculator - QuickenLoans.com
www.quickenloans.com/Calculator ~ 8 (877) 242-4970 FREE

. Custom implementation Of bidding algorith ms to Get Your Mortgage Rate Quote from America’s #1 Online Lender Today!
. . . Current Mortgsge Rates - Should You Refinance? - Buying a House?
maximize profit for all products and keywords

Mortgage Calculators - LendingTree
https://'www.lendingtree.com/mortgage-calculators ~ LendingTree
Explore your mortgage home loan options by using a mortgage calculator at
LendingTree. Determine how much you can afford in a mortgage home loan

Mortgage Calculator

www.mortgagecalculator.org/ + Mortgage Calculator.org

Use this free mortgage calculator to save money on your home loan today. Includes
amoritization tables, bi-weekly savings, refinance info, and helpful tips

.“ 4

.
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Paid Social Media Marketing

®@ Extensive targeting and testing:

* Lookalike modeling, oCPM (Facebook), retargeting, interest targeting, platform targeting

tumbilr:

LendingTree
Sponsored - @

Looking to upgrade your credit card? See the Top Credit Cards of 2015.
See offers & apply!

Top Credit Cards of 2015

We do the leg work to provide you with the top cards to choose from.

SHOO.LY Lonry Moes,

facebook

§ LendingTree
Sponsored - @&

Rates start at 2.67% APR 5/1 ARM - $904/month for $225,000.
Personalized mortgage offers.

——

Refinance Rates Hit

2.67% APR

) $225,000 for $904/month

2.67% APR Mortgages!
We do the hard work so you don't have to. Compare up to 5 offers in minutes.

Learn More
LENDINGTREE.COM/REFINANCE

Linked[T}].

twitter

LendingTree
Sponsored - @

Is your business experiencing irregular or seasonal cash flow? Need a loan
but don't have perfect credit? Our alternative lenders underwrite based on
other factors like bank deposits and credit card transactions.

®

Small Business Loans
Make it your best year yet.

If you've been in business for 2+ years and have <$100k annual revenue, you may
qualify. Our lenders offer a speedy application process with less paperwork and
higher approval rates than traditional banks. Get funded in as little as 24-48 hours.

LENDINGTREE.COM Learn More

s
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Business Development: Powering Third-Party Websites

A Home Mail Search News Sports Finance Weather Games Answers Screen Flickr Mobile

YAHOO!

HOMLS

A personalized
news stream

\
Get the App

Find A Home
Must-See Homes
Home Finance
Ideas & Projects

Recommen Games

More games »

of the week and struggling to find enough time for your current responsibilities, do you have time
for landscaping, painting, home improvement, emergency repairs, tree trimming, driveway shov-
eling and that random thing on the roof falling off? If you don’t, do you have enough money
saved to pay somebody else to take care of it for you? Some experts say to budget 1% of your
home’s value for maintenance, but that doesn’t take into account the time it will take throughout
the year.

One of the best parts about renting is that number you call when something goes wrong. You
head off to work and when you come home, everything is taken care of. Things will change as a
homeowner. Put together a plan to address issues like this.

An alternative to consider: If you don't mind some loss of privacy and control, buying a condo
might be an alternative that builds equity — and qualifies for a homeowner's tax deduction — but
provides some help with maintenance of lawns and such (for an HOA fee, of course). See In-
vestopedia's "Does Condo Life Suit You?"

The Bottom Line

You’re in your 30s. Now is a great time to buy a home. But before you sign dozens of times on
the endless stack of mortgage documents, make sure that owning a home is right for you and
your family at this time in your life. For more information on the home-buying process, especially
if you're new to it, see Investopedia's "10 Steps For First-Time Home Buyers.

Overnight Mortgage Averages . Find a Personalized Rate Today

Purchase Refinance

Zip Code
Loan Type Today +/- Last Week 94546
30 yr fixed 3.658% 4 3.750% Loan amount

$250000
15 yr fixed 2.966% 2.967%

Credit Rating

5/1 ARM 2.906% 2.879%
760 (Excellent)

Get Rates

Disclaimer

More v

N vail

13 Celebs And Their Siblings No
One Knew About

Sponsored Answers Today

Photos: An Old West town hand-built
over 30 years by one couple

movisanie
2y

9 Amazing Things You Can Do with
Sugru

Homeowners - Want to Make Your
Bank Mad?

Partnerships

Yahoo! Homes
CNN

AOL

15+ others

Powered by:

LendingTree

s
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CRM: The Right Experience at the Right Touch Point

3

8 Lead cultivation/nurturing

Email

# Cross-sell/up-sell

® Incorporating new products QE m D
Direct Mail Text
#® Expanding CRM beyond email

I o

Call Center App Push
Notifications

s
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Television: Wide Testing, Weekly Optimizations

£

Real Life. Drama.

A [ TD., ==ena M9

Co= = 1 o [=IWEIIN==$=4 INVESTIGATION BC

DISCOVERY"

bio. GAC /ey

B | B |CETTT 0} i CPV Index
\MERICA = —mms— B cost per visit
tbs A N

' OUTDOOR

CHANINEL .

262
189
166
{91 149
ccccccc ; 126 128 130
Travel Channel ] 04
m 75 77 79 79

« Ih‘h‘l 45 47

M TREEN

.
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The Industry’s Best Marketing Machine

[
lendinglree’ Industry-leading brand awareness

. Best-in-class talent in across marketing channels

Leading-edge technology and
marketing campaign optimization

Te.

{ Data-driven results, web analytics, form
I . . . .
I optimization, marketing channel performance

A
-

—

b
S
S ——
pp——
!
e
Y
e
pE—
L

—
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L
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e
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p——
5

: g
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® >\ B
/ f r T \\.
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Financial Profile

Alex Mandel - CFO




How We Make Money

Lender Economics of Customer Acquisition

Example: Mortgage

Price # of Leads Total Funded Loan Cost per
per Lead X Purchased Lender Spend Volume Funded Loan

« $1-5100+ (Lender Conversion) * 50-150 bps

® Other loan categories follow similar paradigms

* CPFL ranges vary across loan categories and lender operating models

s
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Operating Model

Revenue

- Working media expense

- Non-media expense

= Variable Marketing Margin
- Cost of Revenue?)
- Selling & Marketing(®

- Product Development(2)3)

- General & Administrative(2)

= Adjusted EBITDA

1) Reflects the three months ended 12/31/14.
2) Excludes non-cash compensation.
3) Net of capitalized software development expense.

% of Revenuel?

100%

58%

2%

40%
5%
6%
4%

11%

14%

* Match Fees

* Closed Loan Fees

* Hybrid

e TV * Paid Search * Social Media
* Radio * Organic Search * Partnerships
* Print * Display * Email

* Ad Serving Agency Fees

Creative Production

Free Credit Scores
(My LendingTree)

Credit Scoring
Credit Card Processing

Lead Verification
Licensing

Personnel

Personnel
Outsourced Development Work

Corporate Personnel
Professional Fees
Technology Infrastructure

Office Expenses
HR & Recruiting
Taxes & Insurance

4) Excludes certain adjusted items. Please see Tree.com’s “Definition of Adjusted EBITDA” in our form 10-Q for the period ended September 30, 2014.
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Quarterly Financial Performance

Revenue & VMM (S Mil)
750 : : . o> 3 Co_e\’s :

s Launched : 1 30/0 4

. National . :
545 . Brand Campaign : $43.9 :

. : $42.1 :

S : : 100%
$40 : : :

v 374 7. . :

: ° %37.3 $36.4 :
S35 E E s

: : : 80%
$30 : : :
525 5 : { -
S20 : . :

: : 40% % P

N 38% 37% 40% :

: : $17.5 40%
o : : $16.7 -

: H 5152 [ $158 :

] $13.5 | $13.7 : :
$10 :

: : : 20%

$5 : : :

. : : : 0%

Q3'12 Q4'12 Q1'13 Q2'13 Q3'13 Q4'13 Q1'14 Q214 Q3'14 Q4'14 Ql1'1i5

. \/MD I Revenue —t—\/MM%

Adjusted EBITDA()

(5 Mil)

S7

$6

$5

S4

$3

S2

S1

Q3'12 Q4'12

©0000000000000000000000\0000000000000000000000000000000000000000000080060000 o

$5.9

©00000000000000000000000000000000000000000000000000000000000000000000000000

$5.8

14%

40%

35%
$6.0

30%

25%

20%

14%

15%

10%

5%

©0000000000000000000000000000000000000000000000000000000000

0%

Q1'13 Q2'13 Q3'13 Q4'13 Q1'14 Q2'14 Q3'14 Q4'14 Q1'15

I AEBITDA

—— AEBITDA%

1) Adjusted EBITDA is a non-GAAP measure. Please see our definition of adjusted EBITDA and our reconciliation of non-GAAP measures to GAAP in our form 10-Q for the period ended 9/30/14 and in our other SEC filings.
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Unpacking Growth: Mortgage vs. Non-Mortgage

Revenue (S Mil)

$50 : @ Total revenue +20% in 2014 vs 2013
2013 =S$139.2M 2014 = $S167.4M * Mortgage Products +9%

$45 E $43.9 .

Non-Mortgage Products +114%

N $41.3
5 $40.0 . . . .
$40 #@ Productinnovation and diversification
$37.4 $37.3 $36.4
- : * New and re-launched loan & credit categories
$3.7 :
35
° *  Product enhancements for consumers and lenders
230 g8 @ Strategic brand investment to maximize lifetime
value
$25
® Marketing machine + analytics optimization
$20
S15

Q1'13 Q2'13 Q3'13 Q4'13 Ql'14 Q2'14 Q3'14 Q4'14
B Mortgage B Non-Mortgage M Corp/Other (1)

1) Reflects certain marketing services revenue recorded in our Corporate segment.
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Non-Mortgage: Innovation & Diversification

Non-Mortgage Revenue (S Mil)
Personal Loans
PeLrsonaI Student >$2M revenue
oans Jan.
>$1M Small Loah tan.
. Refi
$12 ) revenue Biz  30%
: (July) Loans l $10.7
. Student
$10 Loans l $9.3 l - 25%
: l 7.5
>8 Personal . > L 0%
Credit Loans ’
s6 | Reverse Cards 258
Mortgage l $4.4 . oo
$4 l l $3.7
$2.8

- 10%
$2 6

50 . L 5%
Q1'13 Q2'13 Q3'13 Q4'13 Q1'14 Q2'14 Q3'14 Q4'14

E Non-Mortgage Revenue —— % of Total
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Mortgage: Outperformed the Market

Mortgage Revenue vs. Industry Originations

(Y/Y % Change)

100%

75%

50%

25%

0%

(25%)

(50%)

(75%)

30%

|

Rate Table

Q1'13

National
Brand
Campaign

Mobile
Forms

Q2'13

1) Survey of estimates from MBA, Fannie Mae and Freddie Mac.

Q3'13

B TREE Mtge Products Revenue

95%
75%
. I

(20%)

51%

Q4'13

Loan
Officer
Directory

Local
Intros

1]

(42%)

eceee

Ql'i4

Bran

Lapped

Campaign

d

|

5%
|

T

Mobile
App

(45%)

Mobile
Traffic
>50%

Q2'14

B Mtge Industry Originations (1)

Lead
Quality
Initiative

l

(3%)

Pre-Qual

Q3'14
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Selected Balance Sheet Items

(S Mil)
Cash & Equivalents $83.6 $86.2
Restricted Cash & Equivalents 21.9 18.7(3)
Accounts Receivable 13.8 13.6 ® Working capital of $81.0M)
Total Current Assets 121.1 119.7 e Increase of Sl7.6|\/|, or $1.46
PPEE 26 >3 per diluted share, during Q4
Goodwill 3.6 3.6
Intangible Assets 11.6 11.1 (] Significant NOLS(Z)
Total Assets $142.0 $139.9
* S30M Federal
Accounts Payable $2.3 $1.1 * $301M State
Accrued Expenses & Other Current 23.6 255
Current Liabilities of Discontinued Ops (4) 31.8 12.1
Total Current Liabilities 57.7 38.6
Total Liabilities 62.7 43.5
Shareholders’ Equity 79.3 96.4
Total Liabilities & Shareholders’ Equity $142.0 $139.9

1) Defined as current assets minus current liabilities.

2) Asof12/31/13.

3) S$12.1M of restricted cash due to be released in December 2015.

4) Includes loan loss reserve of 528.4M and 58.8M as of 9/30/14 and 12/31/14, respectively.
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Guidance Summary

Q1 2015 FY 2015

Revenue $46.0 - S48.0 Revenue(® $192.5 - $200.8
Y/Y Growth 15% - 20% Y/Y Growth 15% - 20%

VMM S $19.0 - S20.0 VMM S $76.0 - $80.0
Y/Y Growth 25% - 31% Y/Y Growth™ 17% - 23%

Adj. EBITDA $6.0 - S7.0 Adj. EBITDA S27.0 - $29.0
Y/Y Growth 34% - 56% Y/Y Growth™ 24% - 33%

s
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Market Share / Revenue Opportunity

10% share
= $2.0B+
revenue

S500M
S
= 2.2% share

2014:

$167M
Revenue

= Facilitating
Est. 0.8% share
of originations across
all loan categories

Source: Third-party and internal estimate
Assumes 51.9T annual industry originations &¢ross Mortgage, Home Equity, Student, Auto, Credit Card, Unsecured/Personal & Small Business and current LendingTree economics.



Long-Term Model

% of Revenue

20141 2015 Guidancel?  Long-Term Model
Mortgage Revenue 80% ~70% ~50%
Non-Mortgage Revenue ~30% ~50%
Variable Marketing Expense 61% 60%
Operating Expense 26% 26%

14% 20% - 25%

1) Reflects the twelve months ended 12/31/14.
2) Reflects mid-point of current FY 2015 guidance.
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Investment Highlights

THE marketplace for consumer loans
Providing value to consumers & lenders
Leader in largest loan category — Mortgage

At forefront of high-growth lending categories
lconic lenulngtFeem brand

Cutting-edge marketing & analytics
Continuous product innovation

New My LendingTree — personalization platform

Sound financial model

s
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Group Q&A




For more information please contact:

Trent Ziegler
VP — Finance & Investor Relations
trent.ziegler@lendingtree.com
704-943-8294

Alex Mandel
Chief Financial Officer
alex.mandel@lendingtree.com

Doug Lebda
CEO and Chairman
doug.lebda@lendingtree.com
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