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Really Works

Giulio Azzolini, CEO of Listing<-




My mission In the Italian market

WE ARE HERE]
Listing+ .
===
Italy’s first A complete Globally
MLS system ecosystem connected
Introduced the American MLS + CRM + Al ‘.-MLS GDX

MLS model to the Italian market =~3000 agents connected First in Georgia Real Estate
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Italy Is a residential market

Italy residential transactions

Q12026
+4.4% vs Q12025

=@-= Annual residential transactions
== Q12026 trend

800k - - y
766,757 -~
€124 billion
719,578 _ _ _
709,591 Estimated residential
_— market value in 2025
2023 2024 2025 Q12026

Source: OMI / Agenzia delle Entrate. Q1 2026 shown as YoY trend, not as full-year value.

Source: Agenzia delle Entrate (OMI) & ABI — Residential Real Estate Report 2026
Q1 2026 shown as YoY trend, not as full-year value



The home Is the center of gravity

Source: ISTAT — Permanent Population and Housing Census 2023 (Occupied dwellings 2021-2023); Banca
d’ltalia & ISTAT — The wealth of Italy’s institutional sectors 2005-2024

9 O/ of Italian families live
. O in a home they own

+2.8%

General growth of Italian households’ net

wealth YoY (2024)

+1.9%

Growth of non-financial assets, driven
by residential property values




Renting moves people and money,
but ownership Is the ultimate goal

b )
e >
!
)
agys O " ™ '
1.3 million 1S
’
Residential units involved ’
In registered rental contracts in . '
2025 *

Source: Agenzia delle Entrate (OMI) & ABI — Residential Real Estate Report 2026, Rental Market



Beyond the villa: the condo opportunity

10%

Other residential categories Higher-
end homes, villas, !
historic properties, rural etc...

Italy has around

35.6 million

residential units in stock

Ordinary categories

A2, A/3 and A/4
O

90%

Source: Agenzia delle Entrate (OMI) — Cadastral Statistics 2024, Building Cadastre



The demand is there

Rome is #1 among major
Italian cities with

+45%

. of international enquiries YoY

USA is the #1 country of origin for international
property enquiries in Italy, holding almost

25%

of total enquiries

Source: Gate-away.com — Report 2025, The Geography of International Buyers Is Changing
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The ltalian agent is a mediator

ITALIAN “A mediator is the person who brings two or more
AGENT parties into relation for the conclusion of a deal, without
being bound to any of them by relationships

. . of collaboration, employment or representation.”
SELLER pP— . —1 BUYER

b » “* Y 4 ‘ \ “The mediator is entitled to a commission
N __~T | from each of the parties if the deal is

| ! | concluded as a result of their intervention.”

Source: Codice Civile Italiano — Articles 1754—1755 (Mediator and Commission)



The property at the very center

The power of the transaction is perceived to be connected
to the property itself and to the professional who

controls access to that property.




Two opposite logics
=

1 _ <Real estate agents >
2 _ (Referral sources >

3 _ (Clients >

*Not a statistical ranking: a simplified reading of two professional cultures, based on market experience.




Two opposite logics

*Not a statistical ranking: a simplified reading of two professional cultures, based on market experience.



The right approach matters

¥ HOW CAN YOU
J TACKLE THE MARKET?

51% 49%

» COURAGE

to see the opportunity beyond the friction

\

N 4

Listings shared with the network on ) PATI E N C E
Listing+ in 2025

to build trust before expecting change

Source: Data Center 2025 — MLS Activity



. The
~of an ltalian transaction.



When interest becomes real

o Leg.ahﬂ'a'mework
 Documentation

* Local professionals
* TIming




The transaction's journey

The Italian transaction journey

From interest to ownership

O

O

Commercial phase

Interest, visits, negotiation,
exchange of documents

O

Purchase proposal

Written proposal, acceptance
and conditions

O

Preliminary contract

Binding agreement to sign
the final deed

Final deed

Ownership transfer
before the notary




THE BRIDGE IS ALREADY THERE.
NOW THE REAL WORK IS
LEARNING HOW TO CROSS IT!
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