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The Murapol Group is one of the largest and most experienced residential develo-
pers in Poland, operating in the industry for nearly 24 years.

Since 2021, the Murapol Group has also been developing
operations in the complementary sector of building units
for institutional rent (PRS) under the Design&Build for-
mula.

A geographically diversified investment map cove-
ring 21 Polish cities, a vertically integrated business
model, high standardization, a product offering

in the popular and premium popular segments, an
abundant land bank, as well as a two-stage land
acquisition model, are the Murapol Group’s main dif-
ferentiators ensuring high efficiency of its projects and
relevance in the market.

On December 15, 2023, shares of Murapol SA debuted
on the Main Market of the Warsaw Stock Exchange.



Murapol
in numbers

24

years present
on the residential market

456

buildings erected

21

cities with Murapol Group
developments®

54.7

thousand units sold from the
beginning of operations until
December 31, 2023®@

19.3

thousand units possible to build
thanks to its land bank®

~500

employees®

Leading position in the
Polish market

The Murapol Group has been
present on the residential real
estate market in Poland sin-
ce 2001, making it one of the
most experienced resi-
dential developers

in the coun-

try. From

the be-

ginning

of its

operations

until Decem-

ber 31, 2024, it

has completed 92

multi-phase  deve-

lopments, which inc-

luded 456 buildings with
approximately 31,800 units.

In 2021, the Murapol Group es-
tablished a strategic coopera-
tion in the PRS sector (under the
Design&Build formula) with LifeSpot,
a PRS platform owned by the funds
managed by the Real Estate Group
at Ares Management, a leading glo-
bal manager of alternative invest-
ments.

Thanks to its sales and handover re-
sults, the Murapol Group is among
the top residential developers
in the country year after year. In
2020-2024, it sold a total of 18100
units, including 4,000 to PRS and pri-
vate student dormitories (PBSA), and
transferred 16,600 units to customers,
including 2,400 to PRS

In 2023, the Murapol Group main-
tained its direction of sustainable
growth, backed by stable sales and
retail handovers, supported by the

todz

The Murapol Group’s

offering is focussed

on compact 2- and 3-room
apartments, with an average
area of about 44.7 m?2 These
units generate great enthusiasm
among customers,

which is reflected in the high
pace of sales.

realization of PRS design&build inve-
stments for the benefit of the com-
pany’s main shareholder portfolio.
Numerous competitive advantages,
including a well-established market
position, a product offering aimed at
a wide range of customers and a pro-
ven business model, also proved suc-
cessful during the volatile economic
climate of past years.

In 2024 total net sales in both seg-
ments (retail client and PRS)amoun-
ted to 3,862 premises. Additionally in-
cluding paid reservation agreements
and after eliminating cancellations - to-
tal sales of the Murapol Capital Gro-
up amounted to 4,023. At the same



time, it handed over 2,915 premises to
buyers.

Absorptive segment,
geographic diversification...

The Murapol Group’s offer is located
in the broad and most absorptive
segment of the residential real es-
tate market, i.e. the popular (af-
fordable) and popular premium
(affordable premium), which, in the
opinion of the Management Board, is
relatively resistant to fluctuations in
macroeconomic factors. It is domi-
nated by 2- and 3-room units, with
floor areas ranging from 35 to 55
sgm.

Most buyers finance the purchase
of an apartment from the Murapol
Group with a mortgage. The excep-
tions were 2022 and 2024, when cash
transactions prevailed due to high
interest rates and limited credit ava-
ilability.

The Murapol Group is also the most
geographically diversified residen-
tial developer in Poland. Its invest-
ment map (understood as invest-
ments completed, under construction
or in the pipeline) covers 21 cities,
both the largest agglomerationsin
Poland, including Warsaw, Krakow,
Wroctaw, the Tri-City, the Silesian ag-
glomeration, Poznan and todz, and
smaller cities such as Bielsko-Biata,
Bydgoszcz, Lublin and Torun.

Thanks to its geographic diversifi-
cation, the Murapol Group reaches
a wide range of customers and can
benefit from the growth of not only
the largest, but also local residential
markets.

Torun

..and one of the largest
land banks

Another competitive advantage of the
Murapol Group is its large land bank,
which is systematically renewed

and expanded, and which (as of
December 31, 2024) allows for the
construction of about 19,300 units.

Although the Murapol Group’s de-
velopment projects are usually built
outside the strict city centers, they are
located in well-connected locations
with local access to educational and
urban infrastructure, in prospective
and developing neighborhoods.

The two-stage land acquisition mo-
del developed by the Murapol Group
assumes payment of part of the price
(approximately 10-30%) in the form of
a deposit or advance payment upon
conclusion of the conditional prelimi-
nary sales agreement, and payment
of the remaining part (approximately
70-90%) is made upon conclusion of
the agreement transferring ownership
of the property and upon fulfillment of
certain conditions, such as obtaining a
building permit.



Wroctaw

Efficient vertically
integrated business model

What sets the Murapol Group apart
from developers listed on the WSE is
the most vertically integrated busi-
ness model. It assumes concentra-
tion within the Group of all compe-
tencies necessary for the execution
of development projects, from land
acquisition, through architectural and
engineering design, project budge-
ting, procurement of construction
materials and general contracting, to
marketing and sales activities.

Over the years, the Murapol Group
has acquired unique know-how in
design and technology solutions. BIM
(Building Information Modelling) tech-
nology enables precise estimation of
pre-estimates, which translates into
the creation of optimal budgets for
each investment and high cost con-
trol. In addition, it allows to avoid con-
ceptual errors, determine the exact
scope of work and materials needed.
The Unit94 system developed by the
Murapol Group, ie. 94 standardized
universal tasks for each investment,
translates into precise planning and

MURAPOL GROUP’S VERTICALLY INTEGRATED BUSINESS MODEL

Land acquisition >

Design >

Construction

high efficiency in budgeting and se-
lection of subcontractors.

The business model developed by the
Murapol Group ensures its high effi-
ciency and cost control, which allows
it to maintain margins within the orga-
nization.

The Murapol Group describes its way
of operating as Plug&Play - it can ef-
fectively transfer proven solutions and
standardized projects to almost any
location and effectively increase
the scale of its operations.

Marketin
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and sales

* approx. 30 professionals®
+ Land acquisition
at relatively low prices
« Payment of a significant portion of

the price deferred until a building
permit is obtained

* Own architectural and engineering
studio of approx. 160 specialists®

» Standardization of buildings to
reduce costs while maintaining
optimal quality .

budgeting

* In-house material wholesaler

(1) Employed on contract and B2B basis, as of December 31, 2023. 2) As of December 31, 2024.

* Team of over 210 people®
responsible for general contracting offices

» Standardized process
divided into 94 tasks

* Network including 23 sales

» Strong sales and marketing
team of approx. 130 people®

In-house team responsible for * Approximately 55% of sales

made through own distribution
channels®



Gdarnsk

Strategy focused on
sustainable growth

The Murapol Group’s goal is sustaina-
ble growth and maintaining a strong
position in the real estate development
industry. It plans to continue growing
and scaling its operations in Poland.

The Murapol Group intends to continue
its strategy of geographic diversifica-
tion of its operations in Poland. To this
end, it is constantly replenishing and
expanding its land bank and plans to
acquire new development sites in exi-
sting cities, as well as outside the loca-
tions where it currently operates. It is
considering Olsztyn, Rzeszow or Szcze-
cin, among others.

The Murapol Group intends to imple-
ment its activities and ESG Strategy in
the coming years and report in accor-
dance with regulatory conditions in Po-
land and the EU.

Experienced staff and
shareholder support

A key factor in the Murapol Group’s
success is the competence and
experience of its management
team and the knowledge and

experience of its management
team and the knowledge and
commitment of its employees.
The Murapol Group has built a team
of over 500 professionals with the
knowledge, competence and expe-
rience to manage all stages of de-
velopment projects.

The management team of the Mu-
rapol Group has significant industry
experience acquired in the course of
many development projects in Po-
land, and has comprehensive know-
ledge and practice in such areas as
coordinating the formal and

legal aspects of real estate
acquisition, managing

investment

processes, as well

as financing, sales,

marketing, compliance

and corporate gover-

nance, or capital market

operations. The Company's

Supervisory Board includes

partners and directors of

Ares, a leading global

alternative investment

manager, and Griffin

Capital Partners, one

of the largest and

rapidly growing private

equity investors in Central and
Eastern Europe, active in the real
estate sector. The Supervisory Bo-
ard also includes two independent
members. The members of the Su-
pervisory Board have extensive in-
dustry and managerial experience.




Management Board of Murapol S.A.

Nikodem Iskra, President of the Management Board
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