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Harriet Caruso & Stephen Myers
Sold: Phoenix, Arizona | Bought: Grand Island, Nebraska

When Stephen Myers was offered his dream job last summer in
school administration, he and his wife Harriet needed to relocate
quickly from Arizona to Nebraska before the new school year
started. This was a tall order: they needed to pack up and sell
their home of 30 years and find a new one 1,200 miles away.

As Harriet began browsing homes for sale in Grand Island, she
was paired with a Zillow agent to help her with their search.
During the process, the Zillow agent informed them about
Opendoor’s sell direct offering, which would allow them to
bypass the traditional process of listing, staging, and scheduling
open houses and showings. Best of all, they would be able to
close on their timeline, which was crucial given their tight
timeframe to relocate.

While Harriet was unfamiliar with this “new way to sell,” she
contacted Opendoor directly to inquire about an offer. Less than
24 hours later, Harriet received her initial offer and was
pleasantly surprised by the prompt response from the Opendoor
team. Harriet and Stephen put confidence in the process and
decided to accept the Opendoor offer, allowing them to shift
their focus to closing on their new home in Nebraska and
coordinating a long-distance move.

What impressed Harriet most about her experience with
Opendoor was the customer service. In her words, “everything
that they [Opendoor] said would happen did happen. Everybody
followed through.” With peace of mind knowing that their home
in Arizona was taken care of, Harriet and Stephen set out for
Nebraska and officially closed on their new home two days later.
Harriet said this gave her the ability to “leave the state with a
clear mind” and “begin my new life."
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You made our life easy. |
believe in humanity again
because you kept your word,
and you don't see that today!

- Harriet Caruso



Reflecting on the Past Year...

This past year was one of focus, execution, and results. We managed
risk, operated with discipline, and drove efficiencies across our
platform to position the business for a future of sustained, profitable
growth. We navigated a dynamic market, headlined by record low
home sales as high interest rates caused buyers to face affordability
concerns and the mortgage rate lock-in effect left sellers on the
sidelines. Despite this backdrop, we stayed focused on controlling
what we could control, and we made meaningful progress.

As the market showed signs of stabilization, we reduced our spreads
and increased acquisitions sequentially each quarter, tripling our
market share, adjusted for our buybox, from 1Q23 to 4Q23. Our new
book' of homes generated a Contribution Margin of 8.3% in 2023,
exceeding our annual target of 5% to 7%. We improved tooling,
technology, and processes that made our platform more efficient and
nimble, leading to an approximately 30% reduction in Adjusted
Operating Expenses from 4Q22 to 4Q23.

The progress we made in 2023 can be seen in our fourth quarter
results, where we outperformed guidance on all metrics:

° Purchased 3,683 homes, an increase of 17%
quarter-over-quarter and above our prior expectations of
approximately 1,000 homes per month.

e  Sold 2,364 homes and generated $870 million of revenue, a
decrease of 11% quarter-over-quarter and above our guidance
range of $800 million to $850 million.

e  Delivered Gross Profit of $72 million, representing an 8.3%
Gross Margin. Contribution Profit was $30 million,
representing a 3.4% Contribution Margin, ahead of our implied
Contribution Margin guidance range of 1.9% to 2.9%.

e  Recognized Net Loss of $(91) million and Adjusted Net Loss
of $(97) million. Adjusted EBITDA Loss was $(69) million,
ahead of our guidance range of $(105) million to $(95) million,
driven by Contribution Margin outperformance and ongoing
cost discipline.

Note: Adjusted Operating Expenses, Contribution Profit, Contribution Margin,
Adjusted Net Loss, and Adjusted EBITDA are non-GAAP financial measures. See
“Use of Non-GAAP Financial Measures” following the financial tables below for
further details and a reconciliation of such non-GAAP measures to their nearest
comparable GAAP measures.

1. New book includes those homes we made offers on in July of 2022 and after.

4Q23 Acquisitions

3,683

4Q23 Revenue

$870 million

4Q23 Contribution Margin

3.4%



...and the Opportunity Ahead

We enter 2024 with the same operating principles — focus, execution,
and results. We are managing the business to drive growth in a
sustainable fashion, acting on the lessons learned from prior years.
We benefit from a healthy book of inventory, and the work we did in
2023 positions us to accelerate acquisitions while delivering on our
target annual Contribution Margin range of 5% to 7%. We expect to
make significant progress toward our goal of returning to positive
Adjusted Net Income; however, as we sit here today, we don'’t
anticipate reaching the acquisition and resale volumes necessary to
reach positive Adjusted Net Income for a quarter in 2024. Our
framework to reach this goal at $10 billion steady-state annual
revenue remains intact, and we are confident in our ability to continue
on the path to profitable growth.

Last month marked Opendoor’s 10th anniversary. Ten years ago,
selling your home in minutes with a few taps online was just an idea.
With the world around us becoming more and more on-demand and
digital, we saw the traditional home transaction as one of the last
major pain points for consumers in our rapidly changing economy.
Over the years, we have put our ideas into action. We built the largest
e-commerce platform for residential real estate. The certainty of an
Opendoor cash offer has resonated with over 250,000 customers, and
sellers have given us an average Net Promoter Score of nearly 80 over
the last three years. We expanded to 50 markets nationwide. We
navigated a global pandemic and a once-in-forty-year interest rate
shock. We partnered with some of the largest industry participants —
including Zillow, Redfin, Realtor.com, Lennar, Pulte, eXp Realty, and
thousands of real estate agents — who find value in providing our
product to their customers. And we are committed to creating a
destination where all sellers start their journey regardless of how they
want to transact, whether that’s providing sellers with our cash offer,
helping them list on the MLS, or connecting them directly with buyers.

We've done all of this while delighting customers, building a more
resilient business, and catalyzing change in U.S. housing. Our
accomplishments would not have come without countless dedicated
team members and the support of our shareholders. Today, we stand
alone in not only what we offer, but also the scale at which we are
able to do so. And we're just getting started.




Business Highlights

We have proven over the last decade that our differentiated cash offer
attracts sellers to our platform. We currently have well north of a
million registered sellers, or customers who have requested an offer
from us but have not yet sold their homes. This growing base of users
represents a powerful future opportunity to re-engage with potential
sellers.

Increasing Advertising Spend

In 2023, we reduced our advertising spend to $75 million from $200
million in 2022, a decline of over 60%, as higher spreads made paid
marketing less efficient. We shifted our spend to more efficient
channels and brand media strategies, which preserved our aided
brand awareness and increased consideration - the percentage of
sellers who would consider using Opendoor — by 13%. We believe that
ramping advertising in 2024 will allow us to grow our base of
registered sellers and stay top of mind through re-engagement.

Additionally, we remain focused on optimizing the efficiency of
advertising spend through creative marketing, improvements in brand
awareness, and cost-saving initiatives. An example of spending
creatively was our regional Super Bowl campaign that showcased it’s
so easy to sell to Opendoor, you can do it during halftime. The
campaign was teased nationally to gain cache and culminated with a
livestream of a homeowner completing a virtual assessment during
halftime and subsequently receiving a cash offer, which aired during
the third quarter in Atlanta.

Expanding Partnership Channels

Acquisitions from our partnership channels continued to increase
during the fourth quarter, up 35% sequentially and up over 140% since
1Q23, and we expect these channels to be a volume tailwind in 2024.
Our exclusive partnership with Zillow is now live in 45 markets, up
from two markets just a year ago. In October, we announced a
national exclusive partnership with eXp Realty, the largest
independent real estate company in the world. And in 4Q23, we
extended our national exclusive partnership with Redfin for cash
offers. These partnerships have enabled us to become the cash offer
solution for the residential real estate market, enhancing the selling
experience of our partners’ platforms, while providing us with a
source of acquisitions with an attractive fixed cost: a true win-win.

Super Bowl Campaign

Opendoor

Watch the ads and live Halftime
Showing here.
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Business Highlights

Driving Higher Conversion through Lower Spreads

Our spreads are an important lever in managing seller conversion on
our platform. Spreads are also an essential risk mitigation tool, giving
us the flexibility we need to navigate different macroeconomic
conditions. At the beginning of 2023, we operated with elevated
spreads given home price uncertainty. As the year progressed, we
observed home price stability, which, combined with cost savings and
pricing accuracy improvements, enabled us to reduce spreads.
Spread reductions increased conversion, which in turn resulted in
higher home acquisitions each quarter, including reaching the highest
level of acquisitions in 4Q23 since 3Q22.
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Financial Highlights

We exceeded the high end of our outlook for revenue, Contribution
Margin, and Adjusted EBITDA in the fourth quarter. As we enter
2024, we are focused on rescaling our volumes, generating
positive unit economics, and operating with strong cost discipline,
all while providing a magical customer experience.

GROWTH

In the fourth quarter, we delivered $870 million of revenue, above
the high end of our guidance range of $800 million to $850 million,
representing 2,364 homes sold. Revenue was down 11%
sequentially, as expected, due to typical seasonal declines in
volumes. Revenue for the full year was $6.9 billion, down 55%
versus 2022. As a reminder, beginning in 2Q22, we proactively
widened acquisition spreads and reduced marketing spend amidst
a once-in-forty-year macro shift to manage our risk and inventory
health, resulting in lower acquisitions, and in-turn, lower resale
volumes in 2023. Overall, we sold 18,708 homes in 2023, down
52% versus 2022. We continued to make progress on selling
through our old book? of inventory and now have less than 75 of
these homes not in resale contract as of year end. As such, this
will be the last quarter we break out the impact of the old book on
our financial results.

On the acquisition side, we purchased 3,683 homes in the fourth
quarter, up 17% versus 3Q23, marking the highest level of homes
acquired in the year. Notably, our acquisitions in the quarter were
up 7% versus 4Q22 despite average new listings being down 7%
within our buybox. Throughout the year, reductions in our cost
structure and improvements in pricing accuracy were partially
passed through to customers via spread reductions and also
allowed us to increase our target annual Contribution Margin range
by 100 bps to 5% to 7%. With more attractive spreads, we saw
increases in conversion and acquisition volumes, which led to
market share growth on an acquisition basis for every month in
2023. For the full year, we acquired 11,246 homes, down 68%
versus 2022.

2. 0ld book includes those homes we made offers on in June of 2022 and prior.

4Q23 Revenue

$870 million

$2,857

$3,120

$1,976

4Q22

4Q23 Homes Acquired

3,683

3,427

1Q23

1,747

4Q22

1Q23

2Q23

2,680

2Q23

$980

3Q23

3,136

3Q23

$870

4Q23

3,683

4Q23



Financial Highlights

UNIT ECONOMICS

4Q23 FY2023

4Q23 Contribution Margin

3.4%
i [ J
(D.ol.lars in Old Book New Book Total Total

millions)

Homes Sold 130 2,234 2,364 18,708

in Period

Revenue $52 3818 $870 $6,946

Gross Profit / o o o o

Margin $2/3.8% $70/8.6% §72/8.3% 3487 /7.0%

Adj. Gross (Loss) o o o o

Profit / Margin $(9) /7 (17.3)% $§75/9.2% $66 /7.6% $55/0.8%

Contribution

(Loss) Profit / (32(3] ?)f $42/51% $30/3.4% Sg%’;’

Margin ’ :

GAAP Gross Profit was $72 million in 4Q23, versus $96 million in
3Q23 and $71 million in 4Q22. Adjusted Gross Profit (Loss), which
aligns the timing of inventory valuation adjustments recorded
under GAAP to the period in which the home is sold, was $66
million in 4Q23, versus $84 million in 3Q23 and $(92) million in
4Q22. For the full year, GAAP Gross Profit was $487 million, versus
$667 million in 2022. Adjusted Gross Profit was $55 million for the
year, versus $1,086 million in 2022, reflecting the losses we
realized as we sold through the old book of homes in 2023.

Contribution Profit (Loss), which accounts for the direct selling and
holding costs incurred on the homes sold during the quarter, was
$30 million in the fourth quarter, versus $43 million in 3Q23 and
$(207) million in 4Q22. Contribution Margin of 3.4% came in above
our implied guidance range of 1.9% to 2.9%, and compares to 4.4%
in 3Q23 and (7.2)% in 4Q22. As expected, Contribution Margin
declined sequentially for two reasons. First, in response to slowing
market-level sell-through rates, we implemented home-level price
drops to maintain inventory clearance targets. Second, sales on
the tail homes from the old book continued to be a drag on overall
performance, delivering $(12) million of Contribution Loss in 4Q23.
Year-over-year margin trends reflect the reversion to a healthier
book of inventory and resale mix.



Financial Highlights

For the full year, Contribution Loss was $(258) million with a
Contribution Margin of (3.7)%, driven by the sales of homes
acquired prior to the housing reset. Notably, the Contribution
Margin on our new book of homes was 8.3%, demonstrating the
success of our more recent acquisition cohorts. Given the vast
majority of our resales will be from these homes next year, we
expect to return to our 5% to 7% target annual Contribution Margin
in 2024.

NET LOSS AND ADJUSTED EBITDA

(Dollars in millions) 4Q23 4Q22 FY2023 FY2022
GAAP Net Loss $(91) $(399) $(275) $(1,353)
Adjusted Net Loss $(97) $(467) $(778) $(574)
Adjusted EBITDA $(69) $(351) $(627) $(168)
Adjusted EBITDA Margin (7.9)% (12.3)% (9.0)% (1.1)%
GAAP Operating Expenses $(187) $(342) $(873) $(1,598)
‘é‘fg:t::so”eraﬁ"g $(99) $(144) $(369) $(693)

GAAP Net Loss was $(91) million in 4Q23 versus $(106) million in
3Q23 and $(399) million in 4Q22. Adjusted Net Loss was $(97)
million in 4Q23 versus $(75) million in 3Q23 and $(467) million in
4Q22. For the full year, GAAP Net Loss was $(275) million versus
$(1,353) million in 2022. Adjusted Net Loss was $(778) million
versus $(574) million in 2022. As a reminder, Adjusted Net Loss
aligns the timing of inventory valuation adjustments recorded
under GAAP to the period in which the related revenue is recorded.
In 2023, we burdened Adjusted Net Loss and Adjusted EBITDA with
$455 million in inventory valuation adjustments, over 99% of which
was related to our old book homes. These adjustments, which
were recorded prior to 2023, were applied to Adjusted Net Loss
and Adjusted EBITDA as we sold through the homes and were the
primary difference between the GAAP Net Loss and Adjusted Net
Loss metrics for 4Q22, 2022, and 2023. Over the course of the
year, as we've made progress in selling through our longer-dated
homes, our inventory valuation adjustments as a percentage of
inventory have reduced significantly in size, and we expect these
adjustments to remain at normalized levels going forward.

2023 New Book Contribution
Margin

8.3%



Financial Highlights

In addition, Adjusted EBITDA and Adjusted Net Loss excludes $216
million of gains included in GAAP Net Loss related to purchases of
a portion of our convertible notes at a discount to par.

As a reminder, in the second half of 2022, we reduced marketing
spend, excess operational capacity, and fixed costs. However, we
continued to make investments in areas necessary to rescale
acquisition volumes in 2024, including technology and tooling to
improve the efficiency of our operations. Adjusted Operating
Expenses, which we define as the delta between Contribution Profit
(Loss) and Adjusted EBITDA, were $99 million in 4Q23, up from $92
million in 3Q23 and down from $144 million in 4Q22. This
sequential increase was expected as we continued to rebuild
inventory in the fourth quarter, and compares to our guidance of
$120 million. For the full year, Adjusted Operating Expenses were
$369 million, down 47% from $693 million in 2022, demonstrating
the cost actions taken across the business.

Adjusted EBITDA was $(69) million in 4Q23, ahead of the high end
of our guidance range, compared to $(49) million in 3Q23 and
$(351) million in 4Q22. This outperformance was driven by the beat
in our Contribution Profit and Adjusted Operating Expenses
metrics. For the full year, Adjusted EBITDA was $(627) million,
compared to $(168) million in 2022.

INVENTORY
(Dollars in millions) Old Book New Book Total
Real Estate Inventory $44 $1,758 $1,802
Inventory Valuation Adjustments $(10) $(17) $(27)
Real Estate Inventory, Net $34 $1,741 $1,775

We ended the year with 5,326 homes, representing $1.8 billion in
net inventory, which was up 35% from 3Q23 and down 60% from
4Q22. As we have continued to sell down our aged inventory and

4Q23 Adj. Operating Expenses

$99 million

$144

$100 $92 $99
$78

4Q22 1Q23 2Q23 3Q23 4Q23
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Financial Highlights

increase acquisitions, less than 2% of the net inventory balance as
of year end is from the old book, which is down from 6% at the end
of 3Q23. Additionally, as of the end of the year, we were in contract
to purchase 2,114 homes, up 27% versus 3Q23 and up 109%
versus 4Q22.

As of December 31, 2023, 18% of our homes had been listed on the
market for more than 120 days versus 21% for the broader market
as adjusted for our buybox. We have seen a significant
improvement in this metric from December 31, 2022, when 55% of
our portfolio had been listed on the market for more than 120 days,
given our success in selling through our old book of longer-dated
inventory.

OTHER BALANCE SHEET ITEMS

We ended the year with $1.3 billion in capital, which includes $1.1
billion in unrestricted cash and marketable securities and $161
million of equity invested in homes and related assets, net of
inventory valuation adjustments. This compares to $1.5 billion in
capital as of the end of 3Q23, which included $1.2 billion in
unrestricted cash and marketable securities and $182 million of
equity invested in homes and related assets, net of inventory
valuation adjustments. The decrease in capital is primarily driven
by the use of $90 million in unrestricted cash to repurchase $129
million of our outstanding 2026 convertible notes at a substantial
discount during the quarter, reducing future debt obligations.

As shown below, total shareholders’ equity decreased by $53
million in the quarter to $967 million as of December 31, 2023.

$1,250

$(13) $6 $23

$1,000

$967

$750

$ 500

$250

9/30/23 Adj. EBITDA Interest Expense Decrease in Gain on Debt 12/31/23
Shareholders' Net of Interest Inventory Extinguishment &  Shareholders’
Equity Income Valuation Other (3) Equity

Adjustments

3. Other category is largely comprised of stock-based compensation expense
capitalized for internally developed software, depreciation and amortization, and
equity securities fair value adjustment.

4Q23 Homes Under Contract to
Purchase at Quarter End

2,114

2,114

1,661
1,390

1,011 1187

4Q22 1Q23 2Q23 3Q23 4Q23

4Q23 Total Capital

$1.3 hillion

4Q23 Cash, Cash Equivalents, and
Marketable Securities

$1.1 billion
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At quarter-end, we had $8.1 billion in non-recourse, asset-backed
borrowing capacity, comprising $3.8 billion of senior revolving credit
facilities and $4.3 billion of senior and mezzanine term debt facilities,
of which total committed borrowing capacity was $2.8 billion.

HOUSING MACRO

Last year, we navigated the impact of a once-in-forty-year move in
interest rates, from a low of approximately 3% in 2022 to a high of
nearly 8% in 2023. These dynamics resulted in hesitation by both
buyers and sellers, with overall home sales declining nearly 20%
year-over-year and reaching their lowest level since 1995. As we look
ahead, the real-time metrics we track are continuing to show
constrained supply and demand, which is resulting in home price
stability. Several macroeconomic indicators have been trending
favorably, including a healthy U.S. labor market and moderating
inflation. However, given continued interest rate volatility, we remain
focused on preserving flexibility in setting spreads to operate against
a range of macroeconomic outcomes in 2024 to balance overall
growth, margin, and risk.

GUIDANCE

We expect the following results for the first quarter of 2024:
e  Revenue is expected to be between $1.05 billion and $1.1

billion

° Contribution Profit* is expected to be between $40 million and
$50 million

e  Adjusted EBITDA*is expected to be between $(80) million to
$(70) million

° Stock-based compensation expense is expected to be
approximately $35 million

4. Opendoor has not provided a quantitative reconciliation of forecasted
Contribution Profit (Loss) to forecasted GAAP Gross Profit (Loss) nor a
reconciliation of forecasted Adjusted EBITDA to forecasted GAAP Net Income
(Loss) within this shareholder letter because the Company is unable, without
making unreasonable efforts, to calculate certain reconciling items with
confidence. These items include, but are not limited to, inventory valuation
adjustment, holding costs, and equity securities fair value adjustment. These items,
which could materially affect the computation of forward-looking GAAP Gross
Profit (Loss) and Net Income (Loss), are inherently uncertain and depend on
various factors, some of which are outside of the Company’s control. For more
information regarding the non-GAAP financial measures discussed in this
shareholder letter, please see “Use of Non-GAAP Financial Measures” following the
financial tables below.

1Q24 Revenue Guidance

$1.05to
$1.1 billion

1Q24 Contribution Profit* Guidance

$40 to
$50 million

1Q24 Adjusted EBITDA* Guidance

$(80) to
$(70) million

12



Financial Highlights

We remain focused on re-scaling the business in a sustainable fashion.
Looking ahead, we expect to benefit from advertising, partnerships, and
spread tailwinds, coupled with improved overall Contribution Margin,
while navigating ongoing macro uncertainty. Our framework to achieve
positive Adjusted Net Income has not changed: we believe we will reach
this goal at a steady-state annual revenue of $10 billion, or approximately
2,200 acquisitions and resales per month at the higher end of our target
annual Contribution Margin range of 5% to 7%. We expect to significantly
reduce Adjusted Net Losses this year as we meaningfully ramp
acquisitions year-over-year within our target annual Contribution Margin
range, while leveraging our fixed costs. However, as we sit here today, we
don't anticipate reaching the acquisition and resale volumes needed to
reach positive Adjusted Net Income for a quarter in 2024.

Finally, we expect monthly home acquisitions to accelerate through the
first quarter, inline with typical seasonality, with home acquisitions
expected to be up over 100% year-over-year in 1Q24. Additionally, we
expect to see an increase in contract volume late in the quarter, which
would translate into a sequential increase in home acquisitions in 2Q24.

CONCLUSION

We have been steadfast in our vision over the last decade: to be the
place where all sellers come to start their selling journey. Everything we
build is in service of creating a magical, seamless end-to-end seller
experience that meets sellers where they are and firmly establishes us as
the clear market leader in a simple, certain sale. Our products,
technology, and operations will enable us to reinvent one of life’'s most
important transactions and allow customers to transact with confidence
and control - all at the tap of a button.




CONFERENCE CALL INFORMATION

Opendoor will host a conference call to discuss its financial
results on February 15, 2024 at 2:00 p.m. Pacific Time. A live
webcast of the call can be accessed from Opendoor’s Investor
Relations website at https://investor.opendoor.com. An archived
version of the webcast will be available from the same website
after the call.

February 15,2024 at 2 p.m. PT

investor.opendoor.com

LIVE WEBCAST

Carrie Wheeler, CEO

Gl

9 Christy Schwartz, Interim CFO
| W@;&@Wg}
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Forward-Looking Statements

This shareholder letter contains certain forward-looking statements within the meaning of Section 27A the Private Securities
Litigation Reform Act of 1995, as amended. All statements contained in this shareholder letter that do not relate to matters of
historical fact should be considered forward-looking, including, without limitation, statements regarding: current and future
health and stability of the real estate housing market and general economy; volatility of mortgage interest rates and
expectations regarding the future shifts in behavior by consumers and partners; the health and status of our financial
condition and whether we will be able to rescale our business in 2024; anticipated future results of operations or financial
performance, including our 2024 outlook and our ability to achieve Adjusted Net Income breakeven and other long-term
performance targets; priorities of the Company to achieve future financial and business goals; our ability to continue to
effectively navigate the markets in which we operate; anticipated future and ongoing impacts and benefits of acquisitions,
advertising, partnership channel expansions, product innovations and other business decisions; health of our balance sheet
to weather ongoing market transitions; our ability to adopt an effective approach to manage economic and industry risk, as
well as inventory health; our expectations with respect to the future success of our partnerships and our ability to drive
significant growth in sales volumes through such partnerships; business strategy and plans, including any plans to expand
into additional markets, market opportunity and expansion and objectives of management for future operations, including
statements regarding the benefits and timing of the roll out of new markets, products or technology; and the expected
diversification of funding sources. Forward-looking statements generally are identified by the words “anticipate”, “believe”,
“contemplate”, “continue”, “could”, “estimate”, “expect”, “forecast”, “future”, “guidance”, “intend”, “may”, “might”, “opportunity”,
“outlook”, “plan”, “possible”, “potential”, “predict”, “project”, “should”, “strategy”, “strive”, “target”, “vision”, “will”, or “would”, any
negative of these words or other similar terms or expressions. The absence of these words does not mean that a statement
is not forward-looking. Forward-looking statements are predictions, projections and other statements about future events that
are based on current expectations and assumptions and, as a result, are subject to risks and uncertainties that can cause
actual results to differ materially from those in such forward-looking statements. The factors that could cause or contribute to
actual future events to differ materially from the forward-looking statements in this shareholder letter include but are not
limited to: the current and future health and stability of the economy, financial conditions and the residential housing market,
including any extended downturns or slowdowns; changes in general economic and financial conditions (including federal
monetary policy, interest rates, inflation, actual or anticipated recession, home price fluctuations, and housing inventory) that
may reduce demand for our products and services, lower our profitability or reduce our access to future financings; our real
estate assets and increased competition in the U.S. residential real estate industry; our ability to operate and grow our core
business products, including the ability to obtain sufficient financing and resell purchased homes; investment of resources to
pursue strategies and develop new products and services that may not prove effective or that are not attractive to customers
and real estate partners or that do not allow us to compete successfully; our ability to acquire and resell homes profitably; our
ability to grow market share in our existing markets or any new markets we may enter; our ability to manage our growth
effectively; our ability to expeditiously sell and appropriately price our inventory; our ability to access sources of capital,
including debt financing and securitization funding to finance our real estate inventories and other sources of capital to
finance operations and growth; our ability to maintain and enhance our products and brand, and to attract customers; our
ability to manage, develop and refine our technology platform, including our automated pricing and valuation technology;
ability to comply with multiple listing service rules and requirements to access and use listing data, and to maintain or
establish relationships with listings and data providers; our ability to obtain or maintain licenses and permits to support our
current and future business operations; acquisitions, strategic partnerships, joint ventures, capital-raising activities or other
corporate transactions or commitments by us or our competitors; actual or anticipated changes in technology, products,
markets or services by us or our competitors; our success in retaining or recruiting, or changes required in, our officers, key
employees and/or directors; any future impact of pandemics or epidemics, including any future resurgences of COVID-19 and
its variants, or other public health crises on our ability to operate, demand for our products and services, or other general
economic conditions; the impact of the regulatory environment within our industry and complexities with compliance related to
such environment; changes in laws or government regulation affecting our business; and the impact of pending or any future
litigation or regulatory actions. The foregoing list of factors is not exhaustive. You should carefully consider the foregoing
factors and the other risks and uncertainties described under the caption “Risk Factors” in our most recent Annual Report on
Form 10-K filed with the Securities and Exchange Commission (the “SEC”) on or about February 15, 2024, as updated by our
periodic reports and other filings with the SEC. These filings identify and address other important risks and uncertainties that
could cause actual events and results to differ materially from those contained in the forward-looking statements. Forward-
looking statements speak only as of the date they are made. Readers are cautioned not to put undue reliance on forward-
looking statements, and, except as required by law, we assume no obligation and do not intend to update or revise these
forward-looking statements, whether as a result of new information, future events, or otherwise. We do not give any
assurance that we will achieve our expectations.
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Definitions

Use of Non-GAAP Financial Measures

To provide investors with additional information regarding the Company’s financial results, this shareholder letter includes
references to certain non-GAAP financial measures that are used by management. The Company believes these non-GAAP
financial measures including Adjusted Gross Profit (Loss), Contribution Profit (Loss), Adjusted Net Loss, Adjusted EBITDA,
Adjusted Operating Expenses, and any such non-GAAP financial measures expressed as a Margin, are useful to investors as
supplemental operational measurements to evaluate the Company’s financial performance.

The non-GAAP financial measures should not be considered in isolation or as a substitute for the Company’s reported GAAP
results because they may include or exclude certain items as compared to similar GAAP-based measures, and such
measures may not be comparable to similarly-titted measures reported by other companies. Management uses these non-
GAAP financial measures for financial and operational decision-making and as a means to evaluate period-to-period
comparisons. Management believes that these non-GAAP financial measures provide meaningful supplemental information
regarding the Company’s performance by excluding certain items that may not be indicative of the Company’s recurring
operating results.

Adjusted Gross Profit (Loss) and Contribution Profit (Loss)

To provide investors with additional information regarding our margins and return on inventory acquired, we have included
Adjusted Gross Profit (Loss) and Contribution Profit (Loss), which are non-GAAP financial measures. We believe that Adjusted
Gross Profit (Loss) and Contribution Profit (Loss) are useful financial measures for investors as they are supplemental
measures used by management in evaluating unit level economics and our operating performance. Each of these measures is
intended to present the economics related to homes sold during a given period. We do so by including revenue generated
from homes sold (and adjacent services) in the period and only the expenses that are directly attributable to such home sales,
even if such expenses were recognized in prior periods, and excluding expenses related to homes that remain in inventory as
of the end of the period. Contribution Profit (Loss) provides investors a measure to assess Opendoor’s ability to generate
returns on homes sold during a reporting period after considering home purchase costs, renovation and repair costs, holding
costs and selling costs.

Adjusted Gross Profit (Loss) and Contribution Profit (Loss) are supplemental measures of our operating performance and have
limitations as analytical tools. For example, these measures include costs that were recorded in prior periods under GAAP and
exclude, in connection with homes held in inventory at the end of the period, costs required to be recorded under GAAP in the
same period. Accordingly, these measures should not be considered in isolation or as a substitute for analysis of our results as
reported under GAAP. We include a reconciliation of these measures to the most directly comparable GAAP financial
measure, which is gross profit.
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Definitions

Adjusted Gross Profit (Loss) / Margin

We calculate Adjusted Gross Profit (Loss) as gross profit (loss) under GAAP adjusted for (1) inventory valuation adjustment in
the current period, and (2) inventory valuation adjustment in prior periods. Inventory valuation adjustment in the current period
is calculated by adding back the inventory valuation adjustments recorded during the period on homes that remain in inventory
at period end. Inventory valuation adjustment in prior periods is calculated by subtracting the inventory valuation adjustments
recorded in prior periods on homes sold in the current period. We define Adjusted Gross Margin as Adjusted Gross Profit
(Loss) as a percentage of revenue.

We view this metric as an important measure of business performance as it captures gross margin performance isolated to
homes sold in a given period and provides comparability across reporting periods. Adjusted Gross Profit (Loss) helps
management assess home pricing, service fees and renovation performance for a specific resale cohort.

Contribution Profit (Loss) / Margin

We calculate Contribution Profit (Loss) as Adjusted Gross Profit (Loss), minus certain costs incurred on homes sold during the
current period including: (1) holding costs incurred in the current period, (2) holding costs incurred in prior periods, and (3)
direct selling costs. The composition of our holding costs is described in the footnotes to the reconciliation table below.
Contribution Margin is Contribution Profit (Loss) as a percentage of revenue.

We view this metric as an important measure of business performance as it captures the unit level performance isolated to
homes sold in a given period and provides comparability across reporting periods. Contribution Profit (Loss) helps
management assess inflows and outflows directly associated with a specific resale cohort.
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Definitions

Adjusted Net Loss and Adjusted EBITDA / Margin

We also present Adjusted Net Loss and Adjusted EBITDA, which are non-GAAP financial measures that management uses to
assess our underlying financial performance. These measures are also commonly used by investors and analysts to compare
the underlying performance of companies in our industry. We believe these measures provide investors with meaningful period
over period comparisons of our underlying performance, adjusted for certain charges that are non-recurring, non-cash, not
directly related to our revenue-generating operations, not aligned to related revenue, or not reflective of ongoing operating
results that vary in frequency and amount.

Adjusted Net Loss and Adjusted EBITDA are supplemental measures of our operating performance and have important
limitations. For example, these measures exclude the impact of certain costs required to be recorded under GAAP. These
measures also include inventory valuation adjustments that were recorded in prior periods under GAAP and exclude, in
connection with homes held in inventory at the end of the period, inventory valuation adjustments required to be recorded
under GAAP in the same period. These measures could differ substantially from similarly titled measures presented by other
companies in our industry or companies in other industries. Accordingly, these measures should not be considered in isolation
or as a substitute for analysis of our results as reported under GAAP. We include a reconciliation of these measures to the
most directly comparable GAAP financial measure, which is net income (loss).

We calculate Adjusted Net Loss as GAAP net income (loss) adjusted to exclude non-cash expenses of stock-based
compensation, equity securities fair value adjustment, and intangibles amortization expense. It excludes expenses that are not
directly related to our revenue-generating operations such as restructuring and legal contingency accruals. It excludes (gain)
loss on extinguishment of debt as these expenses or gains were incurred as a result of decisions made by management to
repay portions of our outstanding credit facilities and the 0.25% convertible senior notes due in 2026 (the "2026 Notes") early;
these expenses are not reflective of ongoing operating results and vary in frequency and amount. It also excludes non-
recurring goodwill impairment. Adjusted Net Loss also aligns the timing of inventory valuation adjustments recorded under
GAAP to the period in which the related revenue is recorded in order to improve the comparability of this measure to our non-
GAAP financial measures of unit economics, as described above. Our calculation of Adjusted Net Loss does not currently
include t