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Forward -Looking Statements

This presentation includes forward -looking statements. We have based these forward -looking statements
largely on our current expectations and projections about future events and financial trends affecting the

financial condition of our business. Forward -looking statements should not be read as a guarantee of future
performance or results, and will not necessarily be accurate indications of the times at, or by, which such
performance or results will be achieved. Forward -looking statements are based on information available at

the time those statements are made and/or management's good faith belief as of that time with respect to

future events, and are subject to risks and uncertainties that could cause actual performance or results to

differ materially from those expressed in or suggested by the forward -looking statements. Important factors
that could cause such differences include, but are not limited to those discussed in our annual report on Form

10-K, our quarterly reports on Form 10 -Q and other filings with the SEC. OpenTable is providing this
information as of the date of this presentation and does not undertake any obligation to update any forward

looking statements contained in this presentation as a result of new information, future events or otherwise.
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Our Challenge: Computerizing Restaurant Inventory
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A OpenTable was founded with the vision of delivering the convenience of online booking to restaurant reservations;

however, a number of characteristics of the restaurant industry made delivering that vision particularly challenging.

A Restaurant table inventory is highly fragmented, with tens of thousands of restaurant suppliers.
A Reservations ar e-amapapergesetvatiombogksinstead of electronic form.
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How We Solved The Problem
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To address these challenges, we made three big investments:
ADevel oped our Electronic Reservation Book (AERBO) to computerize the
A Built a national sales force to help restaurants replace their pen -and - paper books with our ERB
A Created OpenTable i a consumer destination website and suite of mobile apps where diners can book online reservations at
partner restaurants
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Our Strategy
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Our strategy is simple: We grow the OpenTable network by adding restaurants and attracting more diners. The
more restaurant selection we offer to diners, the more diners use the system. The more diners use the system,
the more value we offer to restaurants.



Company Highlights

Do Io  To  Po

OpenTable brings an inefficient, fragmented market online
We have a strong competitive position
The business model is highly predictable

OpenTable has a proven model, with operating leverage

that has yielded increasing margins

We are investing significantly to replicate our

success internationally
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A Table inventory is tracked in

pen -and - paper book

A Guest preferences are stored
In margins of reservation

book or managero

A Diners canodt mak
reservations online or

around -the -clock
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We Computeri ze Restaurantso Host
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Our proprietary software includes:
A Reservation Management (phone and online)
A Table Management
A Guest Management & Marketing

Our 10 ™ generation release provides:
A Platform to extend products and services
A Support for browser -based remote access
A Integration with iPad companion
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We Help Restaurants Fill Their Seats

AnWe woul dno6ét be able to providale t he

without I ts benefits. We

woul dno

restaurant without OpenTabl e

Kevin Garry, General Manager| L 6 Ar t|INew York City

NOpenTabl e has all owed us to strear
all kinds of wayséit saves us $.:
David Steele, Co -owner| Flour + Water | San Francisco

N T h e rne d@lser service out there that has the

marketing reach that OpenTable has . ©

Eric Blinderman , Co-owner] Mas (la grillade ) & Mas (farmhouse) | New York City
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We Have A Simple, Recurring Revenue Model

North American ERB Economics

Approx. $600

revenue per
ERB restaurant
per month

Monthly ERB Subscription Fee Pay -for - Performance Per Seated
Diner Fee @
A Includes touch -screen computer system,

24/7 support, and software upgrades A $1.00 from OpenTable website/mobile

A Most popular bundle $249/month A$0.25 from restaurant

A Add-on products and services available A $7.50 from 1,000 -point listings

(1) In addition, we charge a one-time installation fee that averages from $200 to $700 depending on market.

(2) Excludes costs associated with Dining Rewards Program. v-
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The Value Proposition Is Compelling for Restaurants

By filling more seats, restaurants increase profitability

Average Check Per Diner @ $42.50
‘ ’ Variable Cost ©@ 35%
Contribution Margin Per  Diner $28

OpenTable boosts restaurant profitability by
delivering incremental diners at low cost

Per Diner Incremental Contribution Margin Per
Fee Diner Rate © Incremental Diner
$1 100% $27
$1 50% $26
$1 25% $24

(1) 2011 OpenTable Restaurant Survey
(2) National Restaurant Association and Deloitte & Touche, ARestaurant Industry Operations Report: 2010 Editiono
(3) 2011 OpenTable.com tracking data indicate that the majority of bookings from the OpenTable website and mobile apps represent incremental business for the restaurant
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OpenTable Connect Expands Addressable Market

A Designed for restaurants that are primarily
] ] Reservation Intensive
walk -in but accept reservations

A Web -based product does not offer the Primarily Walk-in

operational benefits of the ERB Connect

A Pricing is entirely pay -for -performance: Walk-in Only

A $2.50/diner from OpenTable.com

A$0. 25/ diner from restaurantos site

Restaurant Segments
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We Eliminate the Hurdles of Phone Reservations

12:30 PM
Voicemalil 715 PM
Put on Hold
Need Dinner
11:00 AM Reservati
No Answer No Availability
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