Boulogne-Billancourt, 23 October 2007

TOTAL REVENUE TO 30 SEPT. 2007: +45.6%

MEETIC, the European leader in online dating, today announces its turnover for the third quarter to
30" September 2007.

a Third-quarter and 9-month turnover

Consolidated 30" 30" Change % 30" Change %
turnover September September Consolidated September Proforma
at 30" September 2007 2006 2007 vs. 2007 2007 vs.
(Historical) Historical (Proforma) Historical
(in millions of euros) 2006 (1) 2006
Third-quarter 29.4 20.9 +40.7% 29.4 +40.7%
9 months to
30" September 82.6 56.7 +45.6% 84.3 +48.6%
of which:
Internet 77.7 52.0 +49.5% 79.4 +52.6%
Mobile 3.4 3.4 +0.7% 3.4 +0.7%
Other 15 1.3 +10.3% 1.5 +10.3%

(1) - The proforma income statement to 30" September 2007 includes the consolidated figures of the Meetic group, as well
as the figures of DatingDirect as if the company had been integrated within the Group at 1% January 2007.

For the third quarter, Meetic recorded revenue of 29.4 million euros, meaning that growth remains
buoyant with an increase of +41% on the same quarter of 2006.

Growth over the first 9 months of the year was +46%, or +49% proforma. Organic growth was+22%
over the period.

94% of revenue was recorded in Europe, 6% elsewhere.

a Internet revenue

Internet revenue made up 94% of overall revenue, and totalled 77.7 million euros, up by close to 50%.

The effects of the Group’s new business model, associated with the gradual deployment of its Meetic 2.0
offer throughout the main European countries, marked the third quarter.
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The largest effect was the evolution of the product mix in favour of lengthier subscriptions (6 months),
which resulted in:

e anincrease of 48,000 subscribers over the quarter. Indeed, longer subscription periods, which
reduce the average churn, combined with the seasonal effect (the third quarter is traditionally
a dynamic one), allowed the Group to increase its number of subscribers to 572,175 at 30"
September 2007 from 402 369 a year earlier.

» faster growth in deferred revenue than in actual revenue.

It should be noted that the client value of a subscriber having signed up to a long-term offer remains
higher.

Marc Simoncini, CEO of Meetic, states: “We are very satisfied with the evolution of our model
associated with the deployment of our new versions across Europe. This new rapidly-evolving model
is permanently monitored and analysed on each of its markets (monthly ARPU, subscription rate for
premium options, activity and behaviour of subscribers, product mix, Churn, etc.). The Group is
focusing its efforts on monitoring and optimising these parameters in order to further increase the end
value generated by our subscribers.”

About MEETIC, the European online dating leader (www.meetic-corp.com)

MEETIC manages nine services (Meetic, Meetic Mobile, Ulteem, Superlol, Lexa, ParPerfeito, DatingDirect, Cleargay and
eFriendsNet) and markets two highly complementary economic models on the dating market, one based on internet use, the
other on mobile phones. MEETIC is established in 15 European countries, as well as in Asia and Latin America, and is available
in 15 languages. From inception, the group has pursued a clear leadership strategy focusing on quality, innovative marketing
and perfect technological expertise. MEETIC works hard to optimise service quality and to satisfy every possible expectation of
its European subscribers. In 2006, MEETIC posted sales of €78.8 million and net profit of €10.1 million.
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2007 annual turnover:
12" February 2008 (after market)
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