
Investor
Presentation
2024 Half Year Results
14 February 2024



Disclaimer



Agenda
01

02

03

04



01
Introduction
& Overview



•

•

•

•

•

•

•

Group Trading Performance

1. Excludes significant items  2. Excludes Domain Home Loans (DHL) which has been classified as a discontinued operation. :3. FY23 H1 does not correspond with the FY23 H1 Results Presentation which included 
amounts now classified as Discontinued Operations 4. Adjusted net profit represents the net profit after tax, after adding back amortisation on assets arising from purchase price allocation



Segment Results

1. Excludes significant items and impairment on discontinued operation 2. FY23 H1 does not correspond with the FY23 H1 Results Presentation which included amounts now classified as Discontinued Operations  



H1 Residential revenue drivers

FY23 H1 FY24 H1

. * Ipsos iris Online Audience Measurement Service September to November 2023 Average compared to June to August 2023 Average, Age 14+, PC/laptop/smartphone/tablet, Text only, Domain Brand Group including Nine property pages, 
& Realestate.com.au Brand Group, Property search category excluding Domain Brand Group, Homes and Property Category, Audience (000s). 

http://realestate.com.au/


Creating a Property Marketplace to inspire confidence 
in life’s property decisions



1. Controllable yield refers to price plus depth on new ‘for sale’ listings only, reflects like-for-like performance, and does not include the impact of geographic market mix or revenue deferral 2. Average Revenue Per Sale Listing includes residential depth and 
subscription revenue excluding rent and deferred revenue 3. . Ipsos iris Online Audience Measurement Service November 2023, Age 14+, PC/laptop/smartphone/tablet, Text only, Domain Brand Group including Nine property pages, Homes and Property 
Category, Audience (000s)

Delivering to our Marketplace Strategy



Domain is creating a virtuous circle using proprietary 
data to power differentiated experiences

*Ipsos iris Online Audience Measurement Service November 2023, Age 14+, PC/laptop/smartphone/tablet, Text only, Domain Brand Group including Nine property pages, Homes and Property Category, Audience (000s)
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Commitment to delivering sustainable value to all our stakeholders

•

•

•

•

•

•

•

•

•

FY24 H1 ESG Priorities and Initiatives



Domain’s 
Revenue 
Drivers

Residential Media, Developers 
& Commercial Agent Solutions

Domain Insight Consumer Solutions Print



Residential



Robust controllable yield performance

*Like-for-like depth revenue is adjusted for extra week in FY19 and impact of revenue deferral arising from new depth contract duration in FY20



Continued progress in micro market strategy

*Revenue per listing is for new ‘for sale’ listings only and does not include the impact of revenue deferral
 

Volume %            Revenue per listing % ch

 FY23 Q1  FY23 Q2  FY23 Q3  FY23 Q4  FY24 Q1  FY24 Q2

National Sydney/Melbourne



Residential product and commercial innovation

•

•

•



Continued Strong Growth in National Depth Penetration



Over the past five years the Marketplace strategy has 
built a higher quality, higher margin business  

*Average Revenue per Sale Listing includes residential depth and subscription revenue excluding rent and deferred revenue



Delivering quality, engaged audiences

1. Ipsos iris Online Audience Measurement Service November 2023, Age 14+, PC/laptop/smartphone/tablet, Text only, Domain Brand Group including Nine property pages, Homes and Property Category, Audience (000s) 2. Ipsos iris Online Audience 
Measurement Service September to November 2023 Average compared to June to August 2023 Average, Age 14+, PC/laptop/smartphone/tablet, Text only, Domain Brand Group including Nine property pages, & Realestate.com.au Brand Group, Property 
search category excluding Domain Brand Group, Homes and Property Category, Audience (000s). 3.Roy Morgan, Oct 22-Sep 23 compared to Oct 19-Sep 20 Domain Print (Domain NSW/VIC, Domain Prestige (National), Domain Review (VIC) & Domain Digital 
L4W) & REA Digital L4W, 12 month average, bought residential property in the last 12 months compared to the National average

http://realestate.com.au/


Media, 
Developers & 
Commercial



Improving performance across three verticals

• Continued challenging market 
environment due to higher interest 
rates and construction costs. 

• NSW/ACT more resilient with 
Queensland and smaller states 
experiencing significant declines

• Extended listing duration with lower 
yields providing some offset to new 
project volume declines 

• Revenue growth in excess of 30%, 
benefiting from the strength and 
quality of Domain’s audience.

• Successfully partnering with Domain 
Insight to design integrated client 
packages that incorporate customised 
data insights

• Finance, insurance and utilities 
categories are delivering strong 
performance

• Strong revenue growth of 24% 
supported by listings growth and 
significant uplift in depth penetration

• Listings growth in both sale and lease 
across all states, with particularly strong 
performance from Queensland and NSW

• New pricing model introduced in 
January 2023 supporting continued new 
depth contract adoption, with depth 
penetration reaching a new record



Agent
Solutions



Resilient Subscription Performance

• Solid performance benefiting from 
platform investment and new IDS 
pricing integration

• Poor Queensland property 
environment impacted subscription 
and transactions (title searches) 
revenue in that state

• Strong subscription revenue trends 
driven by new customer acquisition 

• Contracts revenue delivered 
exceptionally strong growth, 
benefiting from increased agent 
adoption and higher volumes per 
agent reflecting Sydney and 
Melbourne recovery

• Solid results from core campaign 
management platform benefiting from 
listings recovery in Sydney and 
Melbourne.

• Continued subscriber growth at Engage, 
benefiting from RTA and Pricefinder 
integration

• AIM gross revenues impacted by cost of 
living pressures. Lower cost of sales, and 
expense measures from accelerated 
Domain integration underpinned 20% 
higher Realbase profit

(agents)

*Point-of-sale



Pricefinder’s integration with the IDS 
pricing model has increased coverage 

to 90% of residential properties in 
Australia with enhanced accuracy

Next phase of integration 
supports agent efficiency when 

creating digital proposals

Next phase of integration reduces 
manual workload for agents when 

creating an agreement

Driving ‘Better Together’ integration 
to support the Agent workflow

• Progressed from beta to full monetisation

• Q1 launch in NSW, ACT, Queensland, WA and NT

• Q2 launch in SA

• Utilising AI to deliver highly relevant data to agents

• Average of 113 days from prediction to listing



Domain
Insight



• Market-leading data business 
providing land and property 
valuation, insights and analytics 
services into the Government 
and Financial Institution sectors 

• Platforms, workflow tools and 
property analytics allow 
Governments and Corporates to 
make more timely and accurate 
decisions regarding land and 
property valuations

• Western Australian Land 
Information Authority project team 
delivering on schedule

Providing actionable and customer centric solutions

• Property data platform with 
extensive data, insights and 
reporting tools

• Multi-decade history of 
comprehensive and accurate 
property data provided to financial 
institutions, developers, 
government, professional 
institutions and consumers

• Lower revenue contribution reflects 
strategic decision to terminate a data 
supply agreement with a competitor 

• Automated and real-time property 
valuation models and in-depth 
property research capability 

• Comprehensive real time 
property information and 
analytical tools reduce costs, 
streamline processes and 
minimize risk

• Strong growth in valuations 
revenue reflecting both new 
client wins and increased share 
of volume from existing clients

(non-agent)



Consumer
Solutions



Domain has a valuable platform to deliver 
Marketplace solutions to Consumers



Print



Print delivers incremental exclusive audiences

1. Roy Morgan, Oct 22 - Sep 23, Domain Group Print (Domain NSW / VIC, Domain Prestige National, Domain Review (VIC), Allhomes)), 12 month average 2. Roy Morgan, Oct 22 - Sep 23, Domain Group Print (Domain NSW / VIC, Domain Prestige 
National,Domain Review (VIC), Allhomes), Domain Digital L4W, 12 month average compared to National average 3. Roy Morgan Single Source, April 21- Mar 23, n=65, 863, NEO IP owned by The Honeywill trust 4. Roy Morgan, Oct 22 - Sep 23, Domain Group 
Print (Domain NSW / VIC, Domain Prestige National, Domain Review (VIC), Allhomes), Domain Digital L4W, REA digital L4W, 12 month average. Showing print exclusive audience compared to the Domain and REA digital L4W audience



02
Current Trading
Environment & 
Outlook



•

•

•

FY24 Outlook
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Group
Financials



Reconciliation of Statutory (Reported 4D) 
to Trading Result FY24 H1

* Adjusted net profit represents the net profit after tax, after adding back amortisation on assets arising from purchase price allocation



Reconciliation of Statutory (Reported 4D) 
to Trading Result FY23 H1

Note: FY23 H1 table does not correspond with the FY23 H1 Results Presentation which included amounts now classified as Discontinued Operations

* Adjusted net profit represents the net profit after tax, after adding back amortisation on assets arising from purchase price allocation



Domain Cost Reconciliation and Structure

Note: FY23 H1 does not correspond with the FY23 H1 Results Presentation which included amounts now classified as Discontinued Operations



Significant Items



Cash Flow (Statutory)



Debt Facilities



Balance Sheet (Statutory)



Summary and Outlook

12% uplift in paid listings, with 
recovery in Sydney and 

Melbourne

15% increase in controllable 
yield

10% uplift in Spring UA versus 
Winter, outperforming peers

Continued strong depth 
uptake and pricing supports 
longer term targets for 12% 
through-the-cycle growth

Early signs of improvement 
outside of Sydney and 

Melbourne

Ongoing focus on engaging 
with a quality, high intent 

audience



04
Q & A
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