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ASX ANNOUNCEMENT 

Macquarie Australia Conference 2022 

Commentary and Presentation 

Sydney, 3 May 2022: Domain Holdings Australia Limited [ASX:DHG] (“Domain” or 

“Company”) will today deliver a presentation at the Macquarie Australia Conference.  

Presentation commentary and accompanying slides are attached. 

The presentation contains a trading update, the details of which have been extracted below: 

Trading Update 

• Trading in the FY22 March quarter (1 January - 31 March 2022), saw: 

‒ Digital revenue increase 25% 

‒ Total revenue increase 24% for the quarter. 

• Residential depth revenue increased 31%, with controllable yield growth of 13% 

benefiting from higher depth penetration and pricing. 

• The results of Domain’s transformation to date underpin our confidence to continue to 

invest in our Marketplace strategy, while retaining our disciplined investment approach, 

and commitment to ongoing margin expansion. 

• FY22 ongoing cost guidance is unchanged from the update provided with our half year 

results in February 2022, with expenses expected to increase in the low-teens range 

from the FY21 ongoing expense base of $195.5 million.  This excludes the impact of 

the JobKeeper and Zipline expenses which are included in FY22 H1 trading expenses. 

Ends 

Authorised for lodgement: Catriona McGregor, Group General Counsel and Company Secretary 

Contacts 

Media: Sarah Macartney, +61 433 949 639, sarah.macartney@domain.com.au 

Investors: Jolanta Masojada, +61 417 261 367, jolanta.masojada@domain.com.au 
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PRESENTATION COMMENTARY 

 

Jason Pellegrino – Chief Executive Officer and Managing Director: 

Slide 1 
 
Good morning everyone, and thanks for joining CFO Rob Doyle and me at the 2022 Macquarie 
Australia Conference.  
 
I’d like to start off by acknowledging the Traditional Custodians of Country throughout 
Australia, and their connections to land, sea and community. 

We pay our respects to their elders past and present, and extend that respect to all First 
Nations people. Today we are on the land of the Gadigal people of the Eora Nation, and it’s 
great to be back in person after the challenging circumstances of the past two years. 

Slide 2,3 
 
This is the agenda we will follow during this presentation. At the 2020 and 2021 conferences 
I spoke to you about Domain’s evolution to a Marketplace strategy. Today I want to provide a 
deeper dive into each of the four business units of our Marketplace and how our strategy is 
contributing to Domain’s results. I will then provide a trading update, after which Rob will join 
me to take your questions. 
 
Slide 4 
 
Domain has maintained the pace of our business strategy evolution through the volatility of 
the past three years. This is testament to the creativity and hard work of our team which has 
maintained its focus on innovating for the future, and building Domain into a fundamentally 
better business.  
 
Slide 5 
 
Domain’s purpose to inspire confidence for all of life’s property decisions is the driving force 
behind the creation of our property Marketplace. Our goal is to continually increase the value 
we bring to our customers and consumers, and support them at more points of their property 
journeys. Since our presentation at last year’s conference, we have added growth drivers in 
Agent Solutions, with the recent acquisition of Realbase, and in Property Data Solutions with 
the acquisition of IDS. Importantly these acquisitions also strengthen the value of our core 
listings business. 
 
Slide 6 
 
The reason we are so committed to our Marketplace strategy is that it is building a higher 
quality, higher margin business.  
 
Through the different phases of the property market, we have maintained the appropriate 
balance of cost discipline, and investment in innovation, to best position the business for the 
future. 
 
As a result, Domain’s controllable yield has expanded from 6% to 17%. Our first half digital 
EBITDA margin increased to more than 48% from 34.4%. And our business has become 
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increasingly digital, with print’s revenue contribution declining from 18% of total to just 6% over 
the same timeline.  
 
Slide 7 
 
At last year’s conference I spoke of the opportunity our Marketplace strategy provides to grow 
Domain’s addressable markets. While the scale of the bubbles on the slide are indicative only, 
our acquisitions of Realbase and IDS have expanded the opportunities available within Agent 
and Property Data Solutions, and show the significant incremental revenue potential of 
continuing to expand Domain’s ecosystem. 
 
Slide 8 
 
Also at last year’s conference I spoke about the ways in which Domain’s Marketplace 
approach is a strategic differentiator. Our mantra of “Better Together” seeks to maximise the 
value of each of our solutions through close collaboration. Today I’ll go into detail on each of 
the unique strategies we are implementing, and the value they are delivering to Domain’s 
business performance. 
 
Slide 9 
 
Within Core Listings our differentiated, targeted micro market strategy is driving growth in 
controllable yield. We segment our markets at the zone level into established, expanding and 
emerging, and customise our approach based on each zone’s market volumes, audience and 
agent coverage. 
 
Our flexible pricing strategy is also supporting growth in controllable yield by ensuring a 
sustainable mix of price and depth, with price differentiation based on property value bands 
and flexibility in depth tier pricing relativities. 
 
I’ll turn now to illustrate some of the benefits of these differentiated core listings strategies. 
 
Slide 10 
 
The growth that Domain has delivered in recent years would not have been possible if we had 
focused only on our traditional established markets. The segmentation I have just described 
has supported targeted strategies to grow across expanding and emerging markets, as well 
as continued strengthening in our established markets. This slide shows a case study of long- 
term depth penetration trends in two states - Victoria and Queensland - which have 
experienced very different historic challenges. Victoria historically prioritised inner-city 
markets, while the Queensland business was established only relatively recently. The power 
of our micro market approach is reflected in strengthened positions in established inner city 
zones, while supercharging the expansion in middle, outer and regional zones.  
 
Slide 11 
 
The benefits of our differentiated core listings strategies across every state are illustrated on 
this slide. In FY22 to date, Domain has delivered year-on-year growth in platinum and overall 
depth penetration in every state to reach a new record. In less mature markets like South 
Australia and WA, our focus on delivering the most appropriate depth tier has seen rapid 
growth in take-up of our gold and silver tiers. 
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Slide 12 
 
While increasing depth penetration is one element of growing controllable yield, we are also 
focused on delivering a sustainable mix of appropriate price increases. Our pricing strategy is 
supported by the increasing value Domain is delivering to agents.  As highlighted on the slide, 
over the past four years Domain has delivered 69% growth in listing views and a 182% uplift 
in enquiries.  And while there has been some benefit from the listing recovery in 2021, this 
growth has far outpaced listings growth over the period.  As a result, Domain is delivering 
meaningfully higher views and enquiries per listing, a direct measure of the value we provide 
to agents and vendors.  
 
Slide 13 
 
The combination of depth penetration and price increases is reflected in the expanding 
controllable yield Domain is delivering. In FY22 Q3, controllable yield increased 13%, a very 
pleasing outcome considering the strong base of comparison a year ago. As a consequence, 
depth revenue increased 31% for the quarter. 
 
Slide 14 
 
Turning now to Agent Solutions where our differentiated strategy is based on our track record 
of trusted partnerships. This provides Domain with a unique platform to launch new products 
and services to help agents grow their own businesses.  Our approach has been to integrate 
these solutions into the agent workflow and is resonating with our customers.  In the most 
recent quarter, Real Time Agent has seen the number of paying subscribers increase 55% 
year-on-year, while MarketNow funded 11 times the number of properties versus the same 
quarter a year ago. 
 
Slide 15 

Domain’s agent solutions are designed to deliver value at each step of the agent property 
journey. The acquisition of Realbase supplements our current capabilities, plugging existing 
gaps in digital proposals and campaign management, and adding a differentiated social 
marketing product to Domain’s Social Boost offering. Realbase strengthens Domain’s position 
as the leading provider of a comprehensive end-to-end agent workflow platform. 

Realbase has a strong market position, with around 40% of properties sold in ANZ marketed 
on its platforms, and opportunity to grow penetration in less mature states. The business is 
the number one campaign management platform, and has high growth products in the digital 
proposals and social media categories. 

Realbase has a strong and profitable financial profile with FY22 revenue growth of 21% 
forecast, along with margin expansion. The business has a demonstrated track record of 
innovation, building new products adjacent to its campaign management platforms. 

Slide 16 
 
Realbase is the ‘shopping cart’ for the real estate industry. Its platforms Realhub and 
Campaigntrack provide a ‘mission control’ for managing property marketing, and this slide 
shows how the different elements of its offering interact with each other. The core campaign 
management platforms are integrated with more than 400 major suppliers to the property 
industry.  Engage’s digital proposals deliver on-brand proposals across all digital platforms in 
minutes, supporting agents to convert leads into listings.  The product is customisable and 
complementary to the agent’s own brand, and incorporates real time alerts and notifications 
so agents are aware of how and when potential vendors are utilising their proposals. 
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AIM’s digital and social offering seamlessly manages the creation, distribution and 
optimisation of targeted digital ads and social media marketing campaigns. It is 
complementary to Domain’s Social Boost offering, broadening the potential audience and 
generating more listing views. 
 
Realbase’s Content House creates video, photo, floorplan and other property and agent 
related content which automatically feeds into all campaign materials. Sprint’s Print and Sign 
offering creates artwork and supports printing, installation and tracking of market-leading print 
and signboard solutions for the property industry.  
 
Slide 17 
 
I want to spend some time showing how Realbase’s platforms eliminate repetitive manual and 
data entry work to allow for greater efficiencies for agents and agencies. The platform 
dashboard provides an overview of all current and previous listings, and a toolbar providing 
access to a broad variety of workflow tasks. 
 
Slide 18 
 
The detail of each individual property listing includes an upcoming task list, campaign 
summary and spend, as well as all relevant property information including floor plans and 
photos. 
 
Slide 19 
 
The platform provides a summary of all new or existing marketing quotes for a property 
campaign, while the shopping cart provides access to all products available from around 400 
suppliers integrated into the platform, including signboards, brochures, mailcards, digital 
marketing, newspaper advertising, agent and office marketing and content.  Essentially 
everything for property, agent, office and corporate brand marketing solutions.   
 
The order screen allows products to be added to marketing quotes and edited for additional 
information and due dates. 
 
Slide 20 
 
And finally, the design online tool allows agents to auto populate specific property information 
ready for print, in correct specifications. Designs can be automatically provided to any print 
supplier.  
 
Slide 21 
 
Domain’s strategy is to create an open platform that provides agent choice, integrated into 
their workflow. In keeping with our long history of partnering with agents, our open platform 
approach is designed to allow agents to operate as they choose. Integrating third party 
technology partners greatly increases the utility to agents, and the long-term value of our 
platform 
 
Slide 22 
 
Turning to Consumer Solutions, our differentiated strategy is anchored around our digital first 
approach which differs materially from the legacy bricks and mortar solutions available in the 
market.  We provide consumers with digital platforms, their preferred means of interaction, as 
evidenced in Domain Home Loans’ market-leading customer reviews. Importantly, our digital 
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interaction with consumers means that we are able to connect with them at relevant stages of 
their property journeys, meaning our solutions are strongly linked to intent.  DHL has continued 
to improve its conversion metrics, and delivered an 83% uplift in settlements during the third 
quarter.  
 
Slide 23 
 
We see exciting opportunities to scale DHL’s proven strong unit economics through increased 
integration into different elements of Domain’s Marketplace, including through property 
reports, the Home Price Guide, sale listings and broader marketing campaigns.  
 
Slide 24 
 
Our Property Data Solutions are able to leverage our multi-decade track record of timely and 
accurate property data. We are creating actionable customer centric insights for agents, 
consumers, government, financial institutions and corporates. 
 
Slide 25 
 
We are delivering a broad range of products and solutions to these four key customer 
segments.  
 
In the government segment, the acquisition of IDS provides a major step forward in accessing 
the government and financial institution markets. IDS currently provides access to 28% of 
Australia’s statutory land valuations market, and is on track to achieve its plans to deliver 50% 
coverage by 2023. Encouragingly, we are seeing earlier than expected preparation for tender 
activity in major jurisdictions, which could accelerate the timeline even further.  
 
In addition, IDS is making progress in growing ancillary Government revenues from the sale 
of data and analytics underpinned by our Automated Valuation Model (or AVM) technology to 
augment statutory valuations revenue. The unique datasets, now available to IDS as part of 
Domain, means that in time these ancillary revenues could match the value of the core 
statutory valuation platform.  
 
In the financial institutions segment, IDS recently secured a major bank contract, and for the 
first time in its history Domain’s AVM technology will service all four of the major banks.  
 
In line with our marketplace model, this improved valuation capability will be reflected in other 
customer groups including consumers, agents and corporates. Our position in the agent 
segment has strengthened with the recent acquisition of Realbase, which takes Domain’s 
coverage of all Australian property transactions to around 50%. And Domain retains a very 
strong position with consumers, with a unique digital audience of 8.4 million. 
 
Slide 26 
 
In conclusion, I want to reflect on the road ahead for Domain and our multi-year vision for our 
property Marketplace. 
 
A key motivation for me to join Domain was the importance of the category to Australians, 
reflected in our collective obsession with property, as well as Domain's unique opportunity to 
make people's experience with property better.  The last two COVID-impacted years have 
significantly accelerated consumers' technology adoption, and their expectations for their 
digital experiences. The property industry is racing to catch up - consumers want more and 
the industry needs to deliver more.  Domain’s broad range of products and solutions means 
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that we can provide a powerful bridge between the two groups, and help solve some of their 
complex and important challenges. 
 
These drivers only increase the opportunities for Domain. Our property Marketplace strategy 
is growing our addressable markets well beyond core listings, expanding our ability to service 
more consumers and customers at more points of the property ecosystem. 
 
We’re excited about the opportunities ahead for our “Better Together” solutions.  

 
Slide 27 
 
Turning now to the current trading environment. 
 
Slide 28 
 
Trading in the FY22 March quarter (1 January – 31 March 2022), saw: 

• Digital revenue increase 25% 
• Total revenue increase 24% 

Residential depth revenue increased 31%, with controllable yield growth of 13% benefiting 
from higher depth penetration and pricing. 

The results of Domain’s transformation to date underpin our confidence to continue to invest 
in our Marketplace strategy, while retaining our disciplined investment approach, and 
commitment to ongoing margin expansion. 

FY22 ongoing cost guidance is unchanged from the update provided with our half year results 
in February 2022, with expenses expected to increase in the low-teens range from the FY21 
ongoing expense base of $195.5 million.  This excludes the impact of the JobKeeper and 
Zipline expenses which are included in FY22 H1 trading expenses. 
  
Slide 29 
 
That concludes the formal part of the presentation. Rob will now join me and we’ll be happy to 
take your questions. 
 
 
Ends 
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