ASX ANNOUNCEMENT

Domain Holdings Australia Limited
2019 Annual General Meeting and Trading
Update

Sydney, 11 November 2019: Domain Holdings Australia Limited [ASX:DHG] (“Domain”
or “Company”) is today holding its Annual General Meeting (AGM) in Sydney. The meeting
is being webcast at https://shareholders.domain.com.aul/.

Speeches & Presentations

Accompanying commentary and the presentations from Chairman Nick Falloon and
Managing Director and Chief Executive Officer, Jason Pellegrino are attached.

Trading Update

A trading update contained in the CEO presentation is set out below:

e Trading in FY20 year-to-date (1 July to 31 October 2019) (adjusted for divestments)
remains challenging, while improving from trends experienced in FY19 Q4:

— Digital revenue down around 8%, an improvement from FY19 Q4 which was
down around 11%.

— Total revenue down around 12%, an improvement from FY19 Q4 which was
down around 17%.

e Reported revenue includes the impact of increased revenue deferral arising from the
extended duration of Platinum listings. Excluding this impact, digital revenue was
down around 5% and total revenue was down around 10%. The percentage impact
from revenue deferral is expected to reduce over the course of the financial year.

e In the same period, total new market listings were down around 14% nationally with
auction volumes down 10% in Sydney and 18% in Melbourne.

e Buyer demand has continued to strengthen as evidenced by auction clearance rates
and house price growth, particularly in Sydney and Melbourne.

e Continued investment in growth initiatives (including product development,
marketing, and driving sales performance) is being supported by ongoing cost
discipline.

e For FY20 H1, Domain’s total costs (adjusted for divestments) are expected to reduce
around 10% including the benefit related to the introduction of AASB 16. Excluding
the benefit from AASB 16, total costs (adjusted for divestments) are expected to
reduce around 7%.

Ends

Media: Kate Carragher, +61 400 482 382, kate.carragher@domain.com.au
Investors: Jolanta Masojada, +61 417 261 367, jolanta.masojada@domain.com.au

Domain Holdings Australia Limited | Level 5, 100 Pyrmont Street, Pyrmont NSW 2009 | ABN 43 094 154 364 | www.domain.com.au/group

Page 1


https://shareholders.domain.com.au/
mailto:kate.carragher@domain.com.au
mailto:jolanta.masojada@domain.com.au

Chairman and CEO’s Addresses and
Presentations

Nick Falloon - Chairman:
Slide 1
Good morning everyone.

I would like to begin by acknowledging the Traditional Owners of the land on which we meet
today, the Gadigal people of the Eora nation. | would also like to pay my respects to Elders
past, present and future.

Welcome and thank you for joining us for Domain’s second Annual General Meeting. | am
Nick Falloon, Chairman of Domain.

| note that it is now 10:00am. | am advised by the Company Secretary that there is a
quorum present and | declare this morning’s meeting open.

I would like to introduce the members of the Board of Directors and senior executives.
Starting on my far left — Greg Ellis, Patrick Allaway, Diana Eilert, Managing Director and
Chief Executive Officer Jason Pellegrino, our Group General Counsel and Company
Secretary Catriona McGregor, Geoff Kleemann, Gail Hambly, and our Chief Financial Officer
Rob Doyle.

Our FY19 auditor, Chris George, is with us from Ernst & Young.

Shareholders were given the opportunity to ask questions in advance of this meeting. We
have endeavoured to answer as many of those questions as possible in Jason’s and my
addresses.

Before we move to the formal business, | will provide a brief overview of Domain’s
performance over the last year. | will then invite Jason to make his remarks.

As today is Remembrance Day we will pause for a minute’s silence if the meeting goes until
11:00am.

Slide 2

The 2019 financial year has seen solid progress in Domain’s strategy to drive long-term
growth. This was despite the challenging year faced by the Australian property market. To
put the environment in context, there were unprecedented declines in listings volumes in
high value auction markets in Sydney and Melbourne.

During the year we welcomed Nine Entertainment as a 59% shareholder following the
merger of Fairfax Media and Nine in December 2018. This strategic partnership provides
Domain access to valuable new audiences and marketing inventory. In Jason’s report he will
provide details of some of the initiatives underway. We see significant opportunity to
leverage the unique scale of Domain and Nine’s combined audience and data.
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Slide 3
For the 2019 financial year, excluding significant items, Domain reported:

e Revenue of $335.6 million, a decline of 6% largely reflecting the challenging market
environment;

o Earnings before interest, tax, depreciation and amortisation (EBITDA) of $98.0
million, a decline of 15%. A focus on operational efficiencies provided some cost
offset to the lower revenue;

e Earnings per share of 6.4 cents per share and a dividend of 6 cents per share;

o Net debt of $113.2 million which represents a leverage ratio of 1.2 times EBITDA.
Domain recently announced the refinancing of its debt facilities, extending maturities
for three to four years.

The company reported a statutory net loss of $137.6 million after taking into account
significant items. A non-cash impairment charge of $178.8 million was recognised against
intangible assets as a result of the lower listings environment particularly in Sydney and
Melbourne.

Importantly this charge is non-cash in nature and there is no impact on Domain’s banking
covenants. Domain’s balance sheet remains strong.

Slide 4

Domain’s vision is to build a customer-centric Australian property marketplace. Consumers
and agent customers are at the centre of Domain’s world-class product and services
ecosystem.

Domain’s purpose is to inspire confidence for all of life’s property decisions for buyers,
sellers, owners and renters, and to support agents in their critical role in the property
marketplace.

Slide 5

There are three objectives of Domain’s strategy to drive the long term growth of the
business. These are to:

e Grow the core listings business - by providing solutions to our agent and corporate
customers to help them grow their businesses;

e Grow new revenue in consumer solutions — by partnering with specialist businesses
to deliver direct to consumer services spanning home loans, insurance, utilities and
more;

e Simplify and optimise our business — by remaining disciplined in our cost
management and rationalising our portfolio so we can redirect resources towards
funding our next phase of growth.

Jason will provide detail on the progress that Domain is making in implementing these
objectives.

Domain Holdings Australia Limited | Level 5, 100 Pyrmont Street, Pyrmont NSW 2009 | ABN 43 094 154 364 | www.domain.com.au/group Page 3



In closing, | would like to thank my fellow Board members for their contribution to Domain.
Shareholders have benefited from their invaluable expertise and support since Domain listed
on the ASX.

I would also like to thank our talented people for their commitment and hard work in another
year of significant change and progress. | would like to acknowledge Jason Pellegrino and
the astute leadership he has demonstrated during his first year at Domain. The progress
Jason and his team have demonstrated makes us confident that Domain will emerge from
this period of property market cyclicality even stronger, and with upside benefits from market
recovery.

And finally | would like to thank all of you, our shareholders for your continued support.

Before | hand over to Jason we're going to show a brief video of our YourDomain TV show
which recently launched on Nine.

Jason Pellegrino — Managing Director and Chief Executive Officer:
Slide 6

Good morning everyone. It's great to have so many shareholders attending the AGM today,
and | welcome the opportunity to provide you with an update on the Domain business. At the
2018 AGM | spoke about the excitement | felt at joining Domain as CEO, and the immense
opportunity | could see for the business. A year on that excitement is undiminished,
notwithstanding the challenging cyclical period which the Australian property market is
experiencing. Over the past year we have been positioning the business for our next phase
of growth and Domain is better placed than ever to deliver on those ambitions.

Slide 7

Before | provide some insights into the strategies we are implementing to drive growth, | will
recap briefly the FY19 performance of Domain’s key revenue categories.

Residential is the largest contributor to Domain’s revenue and increased 0.5% to around
$173 million. This is a solid result in the context of lower listings volumes in key markets,
with Domain new listings declining around 12% nationally.

Media, Developers & Commercial revenue declined around 13% for the year with diverging
trends across the three businesses. In Media, as highlighted a year ago, we made the
strategic decision to transition to a programmatic advertising offering. While, as expected,
this new model delivers lower revenue, it is also much lower cost and has delivered an
improved margin. The Developer market reflected significant weakness in NSW and Victoria.
Market share gains were achieved in our emerging markets. Commercial Real Estate’s
momentum continued, with underlying revenue growth of more than 30% benefiting from
higher depth (or premium) penetration and product innovation.

Agent Services revenue increased 15% underpinned by yield growth and the consolidation
of Homepass following the increase in Domain’s ownership during the year. Excluding
acquisitions, revenue increased by 10%.
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Consumer Solutions & Other revenue increased 10%, a slower rate of growth than in FY18.
Momentum slowed at Compare & Connect, which was responsible for the bulk of Consumer
Solutions’ revenue, with a further impact from our strategic decision to sell the business in
Q4. Underlying revenue from start-up businesses Domain Loan Finder and Domain Insure,
whilst still modest, more than tripled in size.

Print revenues declined around 30% reflecting the continued structural shift to digital,
exacerbated by cyclical market conditions. Print is particularly exposed to high-value auction
and developer markets in Sydney and Melbourne, which were especially impacted by the
market downturn. Markets that experienced a lesser property downturn demonstrated lower
rates of print decline. Ongoing cost initiatives and lower print volume contributed to a 29%
reduction in print expenses year-on-year.

I'll now discuss in more detail the three pillars of Domain’s strategy that Nick outlined in his
address, and the initiatives we are implementing to drive growth.

Slide 8
The first pillar is to grow the core listings business.

Nick spoke earlier about the unprecedented listings volume declines the property market
experienced in FY19 in Sydney and Melbourne. To put this in perspective, property sales as
a percentage of Australia’s dwelling stock were at their lowest point in more than 20 years,
and the chart on the left demonstrates the point. The dark blue line shows national market
listings trends for FY19 against the previous two years. As you can see, the trends in the
second half of the year were particularly weak.

The green line shows the first four months of FY20. While the listings weakness in the
second half of FY19 has persisted, we are starting to see the gap versus last year close
somewhat.

The chart on the right of this slide shows Domain’s FY19 yield performance compared with
the volume declines that resulted from property market weakness. The growth in yield
demonstrates the strength of Domain’s business model. Pleasingly, this yield growth was
driven by a healthy even mix of depth (or premium) uptake and price increases based on the
value we deliver to agents and vendors.

And we still see considerable room to grow yield.
Slide 9

This slide shows Domain’s depth or premium product penetration by geographic market for
the first four months of FY20 versus last year.

The green bar shows the penetration of our highest value Platinum product. The stacked
blue bar shows Gold and Silver products.

Domain has continued to deliver growth in depth products, reaching record levels of
penetration. The number of paid depth contracts with agents increased in all states in FY19
and this trend has continued into FY20.
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We remain confident about the considerable opportunity for depth penetration to grow.
Slide 10

To drive this growth in depth, we are implementing distinct localised strategies across our
Residential markets. We have segmented markets into three categories of Established,
Expanding and Emerging based on their relative competitive positions. As you can see on
this slide, the profiles of these markets show considerable variations to each other.

This approach has allowed us to begin to customise at the local market level the levers of
audience, agent coverage, pricing and product upsell. Looking forward into 2020 we plan to
take this customised approach to an even greater level with the adoption of our new pricing
tiers. We are using the power of our data internally and responding to agent feedback to
deliver a commercial framework that reflects the needs of agents and vendors and the
dynamics at a suburb by suburb level.

This commercial model has been refined based on in-market testing and agent consultation
to improve accessibility for premium products for lower priced properties. We will also
provide insights to allow agents to better understand their markets and the vendors they
represent.

Slide 11

Domain has a long history of partnering with Agents to deliver rich data and unique insights
through our trusted agent tools Pricefinder, Homepass and MyDesktop.

For FY20 we are even more focused on how we can help agents prosper through providing
solutions that address their key challenges and opportunities. We are extending and
improving our data offering to agents to help them extract value from their own assets. This
involves helping agents convert a greater proportion of their own databases into new listings,
and supporting them in spending less time on admin tasks and more time on nurturing
relationships. We believe the opportunity for agents to find vendors is far greater than the
opportunity for vendors to find agents, a market which we already service through our agent
finder product. We have broadened the trial of this new agent lead miner product and are
now actively serving up an encouraging number of leads to our pilot group. We expect to
move from test phase into a commercial offering in 2020.

Slide 12

Our commitment to supporting agents is reflected in the recent launch of Domain’s new
agent portal, Domain for Agents. This initiative leverages our rich data to create a single
entry point for agents to access our valuable products and services. It enriches the value
agents can provide to their customers by providing a wide range of market, listing, vendor
and enquiry insights.

Slide 13

As part of our strategy to support agents, I'm thrilled to announce the acquisition of Real
Time Agent, an Australian point of sale platform that digitises key steps in the property
journey including agency agreements, auctions and contracts.
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The Real Time Agent product suite includes Real Time Authority, Bidtracker and Real Time
Contracts.

For agents, the products save significant admin time - up to four hours per transaction - and
reduce back-office costs and paperwork, as well as improving accuracy and compliance.

At the same time, they streamline the selling and buying process for consumers. Vendors
and buyers are able to sign documents digitally, improving record-keeping and increasing
transparency.

For Domain, this accelerates the streamlining of the online and offline property process and
our strategy to solve agent and consumer challenges.

The power of these tools has propelled Real Time Agent to grow to service more than 4,000
agent customers and achieve a 98% customer retention rate. The platform has processed
more than $40 billion in property transactions in only three years. We look forward to helping
to grow and scale the business and get these incredible products into the hands of agents
across Australia.

Slide 14
Turning to the second pillar of our strategy - to grow new revenue in consumer solutions.

Just as Domain helps agents to address their key challenges and opportunities, we are
equally focussed on consumers and the ways in which Domain can inspire confidence for all
of life’s property decisions, whether buying, selling or renting. We deliver consumers tailored
solutions; trusted information; leading innovation and a lifetime connection.

Slide 15

| spoke last year about our plan to extend our relationship with consumers from the relatively
short property search period, measured in months, to the decade-long ownership cycle. That
idea is becoming a reality with the launch this week of Domain for Owners. This new feature
will provide relevant insights to homeowners to build a lifetime connection with Domain. It
includes a personalised dashboard of properties, relevant content and calculators, and
ongoing alerts with more product in development.

Slide 16

Our relationship with Nine provides opportunities to expand Domain’s reach and
engagement with consumers through showcasing Domain’s property expertise across Nine’s
broadcast and digital assets. You've seen the example of the Your Domain TV show; other
initiatives include Domain providing property features on the Today Show, Nine News and A
Current Affair. There is also powerful digital integration with homepage takeovers and a
Dream Homes strap on Nine.com.au.

Slide 17

Our Consumer Solutions businesses operate across the markets of home loans, insurance
and utilities connections. We see significant potential to create consumer value in these
adjacent areas and for revenue growth and diversification in these large markets adjacent to
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our core listings business. They are strategically well placed to build on Domain’s large
audiences, rich data assets and trusted brand.

Domain Loan Finder's home loan broking service, in partnership with Lendi, has a strong
foundation and is growing rapidly. Operating metrics including unconditional approvals and
settlements experienced significant growth in FY19 and we’ve seen that continue into the
first quarter of FY20. Domain Loan Finder’s offering is resonating with consumers, with
recent reviews giving the business an impressive 4.8 out of 5 star rating.

Domain Insure provides insurance services for home, contents and landlord. The business is
now entering its next stage of development, moving from a white label offering to an agency
model. We see the opportunity for Domain Insure to transform the consumer experience of
insurance just as Domain Loan Finder has transformed the consumer experience of home
loans.

In the utilities connections vertical, we made the strategic decision to sell Compare &
Connect to focus on developing a higher margin model. We see lead generation as the right
model to leverage our strong relationships and engagement with major energy companies.

Slide 18
Our third strategic pillar is to simplify and optimise the business.

During FY19 we implemented a number of focused initiatives to help drive Domain’s next
phase of growth.

A disciplined approach to cost meant we were able to reduce underlying expenses
(excluding Consumer Solutions) by 5%, notwithstanding continued investment in product.

The introduction of a new organisational structure, supported by a strong leadership team,
aligns the business to the strategic pillars of core listings and consumer solutions.

The Domain portfolio has been optimised with the sale of Compare & Connect and Star
Weekly to pursue higher margin models. At the same time we are increasing our
commitment to agent services with a further investment in Homepass and today’'s
announcement of the acquisition of Real Time Agent.

Last year | spoke to you about the opportunity for Domain to use data to solve real user
problems and build loyalty and scale. We are leveraging our rich data capability to build
valuable consumer experiences and agent solutions. This capability also supports a smarter
internal decision making process on where to direct investment, product development and
marketing spend.

Slide 19
Turning now to the current trading environment and outlook
Slide 20

Trading in FY20 vyear-to-date (adjusted for divestments) remains challenging, while
improving from trends experienced in the fourth quarter of FY19:

Domain Holdings Australia Limited | Level 5, 100 Pyrmont Street, Pyrmont NSW 2009 | ABN 43 094 154 364 | www.domain.com.au/group Page 8



e Digital revenue down around 8%, an improvement from the fourth quarter of FY19
which was down around 11%.

e Total revenue down around 12%, an improvement from the fourth quarter of FY19
which was down around 17%.

Reported revenue includes the impact of increased revenue deferral arising from the
extended duration of Platinum listings. Excluding this impact, digital revenue was down
around 5% and total revenue was down around 10%. The percentage impact from revenue
deferral is expected to reduce over the course of the financial year.

In the same period, total new market listings were down around 14% nationally with auction
volumes down 10% in Sydney and 18% in Melbourne.

Buyer demand has continued to strengthen as evidenced by auction clearance rates and
house price growth, particularly in Sydney and Melbourne.

Continued investment in growth initiatives (including product development, marketing, and
driving sales performance) is being supported by ongoing cost discipline.

For the first half of FY20, Domain’s total costs (adjusted for divestments) are expected to
reduce around 10% including the benefit related to the introduction of AASB 16. Excluding
the benefit from AASB 16, total costs (adjusted for divestments) are expected to reduce
around 7%.

Slide 21

Thank you for your attention. I'll now hand back to Nick.
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CHAIRMAN'’S ADDRESS

Domain’s FY19 Financial Performance

$335.6m $98.0m 6.4c
REVENUE* EBITDA* EARNINGS PER SHARE*
S$(137.6)m 1.2x 6¢C
STATUTORY NET LOSS NET DEBT/EBITDA* DIVIDEND PER SHARE

*Trading performance excluding significant items
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CHAIRMAN'’S ADDRESS

Domain has a world-class customer-centric product and
services ecosystem
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CHAIRMAN'’S ADDRESS

5

Strategy building Domain as a customer-centric
Australian property marketplace
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Grow the core
listings business

Grow new revenue in
consumer solutions

Residential Agent
Services

Developers Commercial

Home Insurance
Loans
Utilities Cross
Referrals Sell

RELATIONSHIP

Simplify and optimise
our business

ififl

Efficiency Effectiveness
I K
Portfolio Data
Focus Platforms
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CEO’S ADDRESS

Domain’s FY19 performance across five revenue categories

CORE DIGITAL

CONSUMER
SOLUTIONS & OTHER

PRINT

Revenue % total Revenue $m

Key result drivers

7

RESIDENTIAL

A
172.5 1733
+0.5%
FY18 FY19

- Significantly lower listings
volumes in key markets

« Higheryield from increased
depth (premium) penetration
and pricing

* 0.5% depth revenue growth
(82:18 depth:subscription split)
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MEDIA, DEVELOPERS
& COMMERCIAL

54.1 \ 4
2%
FY18

FY19

@

Strong commercial revenue growth
Developer performance

reflects Sydney and Melbourne
market conditions

Media business transitioning to
higher margin model

AGENT SERVICES

322 VN
+15.1%

FY18 FY19

* Growthinyield

* Increased ownership
of Homepass

 Further integration of agent
services offering

* Revenue impact from slowing

Compare & Connect growth
and divestment

+ Strongearly revenue growth

from Domain Loan Finder and
Domain Insure

26.9
24.4 - 771 v
+10.0% -29.6%
FY18 FY19 FY18

Cyclicality in Auction and
Developer markets
Disciplined cost management
Sale of Star Weeklytitles
supports margin improvement



CEO’S ADDRESS - GROWING THE CORE LISTINGS BUSINESS

Domain is driving higher yield despite listings volume declines

FY19 EXPERIENCED UNPRECEDENTED LISTINGS VOLUME DECLINES.... ... HOWEVER DELIVERED STRONG YIELD GROWTH

Total national market new ‘for sale’ listings* Residential volume and yield (sale only)
60,000 - (% ch YoY FY19 vs FY18)

55000 -
50,000 -

45,000 -

40,000 -

35,000 -

30,000 -

e 7016/17 e 2017/18 com—?018/19 em——2019/20
25,000 T T T T T T T T T T T
July Aug Sept Oct Nov Dec Jan Feb March Aprii May June

*Source : Australian Property Monitors
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CEO’S ADDRESS - GROWING THE CORE LISTINGS BUSINESS

Domain is driving higher depth (premium) penetration with further
upside opportunity

DOMAIN RESIDENTIAL DEPTH PRODUCT PENETRATION (% OF NEW “FOR SALE AND RENT” LISTINGS)
JULY-OCT 2019 VS JULY-OCT 2018

B Gold & Silver
m Platinum

FY19  FY20 FY19  FY20 FY19 FY20 FY19 FY20 FY19 FY20 FY19  FY20

Total NSW VIC QLD SA WA
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CEO’S ADDRESS - GROWING THE CORE LISTINGS BUSINESS

Localised market approach to drive core listings business growth

Market Segments Established Expanding

Continue to grow consumer Targeted investment to Continue to develop market
Objective engagement and strengthen grow audience reach and position via cost-effective
market position accelerate depth coverage marketing and sales activities
. Vs major - - -
Audience competitor! 90% 75% 50%
Agent % with depth o 9 %
coverage  “all” contracts ~75% ~40% ~25%
Pricing Platinum ~$2,000 ~$600 ~$200
isting
Product Platinum ° 9 °
upsell penetration ~60% ~20% ~10%

Note: 1. Based on Domain’s established markets viaemma™ conducted by Ipsos Australia, people 14+ for 12 months ending October 2018 to January 2019, 14+ Nielsen Digital Panel data calibrated to Digital
Content Ratings, monthly average for October 2018 to January 2019. Comparison includes Domain and Allhomes unique audience (unduplicated vs Realestate.com.au unique audience).
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CEO’S ADDRESS - GROWING THE CORE LISTINGS BUSINESS

Domain provides solutions to agents that address

their key challenges and opportunities

¥

Find and win the Market and sell the
next listing

property quickly for the
best possible price

o o=

Olﬁ

Rich data andunique Powerful multi-channel
insights marketing platform
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Run an efficientand
profitable business

Q

Agent tools

Differentiate their
brands and attractand
retain talent

TN

Large and exclusive
audiences




CEO’S ADDRESS - GROWING THE CORE LISTINGS BUSINESS

Domain for Agents: Everything an agent needs under one roof

One central location

Domain for Agents provides a single entry
point for agents to access everything they
need to find and win listings and have
confident conversations with vendors about
Domain products, market insights and news

12 2019 ANNUAL GENERAL MEETING

Pricefinder, Homepass and
MyDesktop

New product pages showcase the latest

releases, innovations and integrations to

support upsell and cross-sell across the
agent product suite

Insights Hub

Domain for Agents also features a logged-in
property insights hub that leverages Domain’s
rich data. New and upcoming features include: an
agent dashboard, appraisal funnel, real-time
listing insights, vendor and buyer enquiry insights



CEO’S ADDRESS - GROWING THE CORE LISTINGS BUSINESS

Acquisition of Real Time Agent

« Domain has entered into a binding agreement to acquire Real Time Agent for $24.8 million
+ Real Time Agent is a point of sale platform that digitises key steps in the property sale process
The acquisition accelerates Domain’s strategy of working closely with agents and consumers to provide solutions to their challenges

Recording of

auction bidders, Benefits for Agents _
bids and results *  Reduces 80% of admin work
in real time

(saves on average 4 hours in admin time per transaction)
» Improves efficiency, compliance and record-keeping
* Reduces back-office costs and paperwork
» Improves efficiency and accuracy for compliance

Benefits for Consumers

» Streamlines the selling and buying process

* Increases confidence through offering key real-time information,
such as auction activity and property demand

« Sign documents digitally, saving time and improving record-keeping

Digitises the sale Digital binding . .
contract with agreement Benefits for Domain
automatic delivery between » Accelerates Domain’s strategy of supporting agents to build profitable,
tovaeizr:r‘:zge’ ar‘]’j';d‘;r:ts sustainable and resilient businesses
purchaser g * A natural fit with Domain’s suite of trusted agent products

» Proven high value products:
o Taken up by 4,000+ agents, with a 98% retention rate

o Processed $40bn+ in property transactions on the platform in only 3
years

o Broad coverage of 60% of Victoria’s auctions each week
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CEO’S ADDRESS - GROWING NEW REVENUE IN CONSUMER SOLUTIONS

Domain inspires confidence in consumers
for all of life’s property decisions

245}

Transparency and Independent content Immediate, relevant Confidence at every
depth of market and and advice and actionable stage of their property
pricing information experiences journey

{@}@‘

Tailored solutions Trusted information Leading innovation Lifetime connection
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CEO’S ADDRESS - GROWING NEW REVENUE IN CONSUMER SOLUTIONS

Introducing Domain for Owners : Providing relevant insights
to home owners to build a lifetime connection

Personalised dashboard Relevant content and calculators Alerts
Domain for Owners allows property Address key home owner challenges including the Ongoing alerts related to
owners to track their home and properties changed value of a home since purchase, the current tracked properties

market environment, recent neighbourhood trends,
and current home loan opportunities
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CEO’S ADDRESS - GROWING NEW REVENUE IN CONSUMER SOLUTIONS

Building consumer brand awareness and engagement
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CEO’S ADDRESS - GROWING NEW REVENUE IN CONSUMER SOLUTIONS

Consumer Solutions building on rich data assets and large audiences
with high purchase intent

60%-owned home loan broking service, 70%-owned insurance services for home, 100%-owned residential utilities
in partnership with Lendi, with 30+ lenders contents and landlord. Joint venture with Envest. conne‘::tion lead generation servi
including the ‘Big Four’ Australian banks Domain does not assume claims risk. g service

Strong foundation -
Domain Loan Finder gaining momentum.
Scaling operations and deepening
product integration

Transitioning -
Domain Connections developing a higher
margin model through service expansion
and increased focus on lead generation

Emerging -
Domain Insure transitioning from
white label to agency model”

Unconditional approvals Settlements Customer reviews*

. 4.8/5

*Source : productreview.com.au * Underwriting agency model provides Domain with delegated authority to sell insurance products on behalf of multiple insurers, with greater control over the customer proposition as well as the sales
and claims experience. Domain Insure does not assume claims risk, which remains with the underwriter.
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CEO’S ADDRESS - SIMPLIFYING AND OPTIMISING THE BUSINESS

Focused initiatives to drive Domain’s next phase of growth

Disciplined Investment New Organisational Structure

-5%

« Cost discipline notwithstanding o « Strongleadership team with Chief
continued business investment 2 Commercial Officer and Chief
Consumer Officer roles
» Underlying expenses reduced O 5 O ) o
5% YoY” in FY19 JaYaYa) « Structure aligned to core listings
FY18 FY19 business and consumer solutions

Portfolio Optimisation Increasing Data Capability

« Increased ownership of Homepass » Enriching consumer experiences

« Sale of Compare & Connect « Providing value-added agent solutions
« Sale of Star Weekly  Leveraging business intelligence

. . to enable smarter internal
« Acquisition of Real Time Agent decision-making

AExcludes Consumer Solutions
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Current Trading Environment and Outlook

FY20 Outlook

20

* Tradingin FY20 year-to-date (1 July to 31 October 2019) (adjusted for divestments) remains challenging, while improving
from trends experienced in FY19 Q4.

— Digital revenue down around 8%, an improvement from FY19 Q4 which was down around 11%.
— Total revenue down around 12%, an improvement from FY19 Q4 which was down around 17%.
Reported revenue includes the impact of increased revenue deferral arising from the extended duration of Platinum

listings. Excluding this impact, digital revenue was down around 5% and total revenue was down around 10%. The
percentage impact from revenue deferral is expected to reduce over the course of the financial year.

In the same period, total new market listings were down around 14% nationally with auction volumes down
10% in Sydney and 18% in Melbourne.

Buyer demand has continued to strengthen as evidenced by auction clearance rates and house price growth,
particularly in Sydney and Melbourne.

Continued investment in growth initiatives (including product development, marketing, and driving sales performance)
is being supported by ongoing cost discipline.

For FY20 H1, Domain’s total costs (adjusted for divestments) are expected to reduce around 10% including the
benefit related to the introduction of AASB 16. Excluding the benefit from AASB 16, total costs (adjusted for divestments)
are expected to reduce around 7%.
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SUMMARY INFORMATION

This presentation contains summary information about Domain Holdings
Australia Limited (Domain) and its activities current as at 11 November 2019.
The information in this presentation is of a general background nature and
does not purport to be complete. It should be read in conjunction with
Domain’s other periodic and continuous disclosure announcements which are
available at shareholders.domain.com.au.

NOT FINANCIAL PRODUCT ADVICE

This presentation is for information purposes only and is not financial product
or investment advice or a recommendation to acquire Domain securities and
has been prepared without taking into account the objectives, financial
situation or needs of individuals. Before making an investment decision,
prospective investors should consider the appropriateness of the information
having regard to their own objectives, financial situation and needs and seek
legal and taxation advice appropriate to their jurisdiction. Statements made in
this presentation are made as at the date of the presentation unless otherwise
stated.

PAST PERFORMANCE

Past performance information given in this presentation is given for illustrative
purposes only and should not be relied upon as (and is not) an indication of
future performance.

FUTURE PERFORMANCE

This presentation contains certain “forward-looking statements”. The words
“expect”, “should”, “could”, “may”, “predict”, “plan” and other similar
expressions are intended to identify forward-looking statements. Indications
of, and guidance on, future earnings and financial position and performance
are also forward-looking statements. Forward-looking statements, opinions
and estimates provided in this presentation are based on assumptions and
contingencies which are subject to change without notice, as are statements
about market and industry trends, which are based on interpretations of
current market conditions. Forward-looking statements including projections,
guidance on future earnings and estimates are provided as a general guide

only and should not be relied upon as an indication or guarantee of future
performance. Actual results, performance or achievements may vary
materially for many projections because events and actual circumstances
frequently do not occur as forecast and these differences can be material.
This presentation contains such statements that are subject to risk factors
associated with the industries in which Domain operates which may materially
impact on future performance. Investors should form their own views as to
these matters and any assumptions on which any forward-looking statements
are based. Domain assumes no obligation to update or revise such
information to reflect any change in expectations or assumptions.

The inclusion of forward-looking statements in this presentation should

not be regarded as a representation, warranty or guarantee with respect to
its accuracy or the accuracy of the underlying assumptions or that Domain
will achieve, or is likely to achieve, any particular results.

GENERAL

Neither Domain, nor its related bodies corporate, directors, officers,
employees, agents, contractors, consultants or advisers makes or gives

any representation, warranty or guarantee, whether express or implied,

that the information contained in this presentation is complete, reliable

or accurate or that it has been or will be independently verified, or that
reasonable care has been or will be taken by them in compiling, preparing
or furnishing this presentation and its contents. To the maximum extent
permitted by law, neither Domain, nor its related bodies corporate,
directors, officers, employees, agents, contractors, consultants and advisers
expressly disclaim any and all liability for any loss or damage suffered or
incurred by any other person or entity however caused (including by reason of
fault or negligence) and whether or not foreseeable, relating to or resulting
from the receipt or use of the information or from any errors in, or omissions
from, this presentation. The statements and the information in this
presentation are subject to change without notice. No person, including
Domain and its related bodies corporate, directors, officers, employees,
agents, contractors, consultants and advisers accepts any obligation to
update this presentation or to correct any inaccuracies or omissions in it
which may exist or become apparent.





