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Australia and New Zealand’s 
largest online tradie marketplace 
and SaaS1 provider, creating 
effortless solutions that help 
tradies streamline and grow their 
business and delight their 
customers.
1. 1. Software-as-a-Service (SaaS) 2



Effective investment drives 
strong brand awareness

Efficient operating model 
delivers strong EBITDA margin 

and improved cash flow

Maintained strong balance 
sheet
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Business model delivers 
resilience and growth

Significant strategic progress 
with transition to subscription 

model complete

Continued investment in 
people and technology

FY22 highlights



$5.5m
MRR1

Up 5%

$58.2m
Recurring revenue2 Up 11%

$61.9m
Total revenue
Up 11%
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1. Monthly Recurring Revenue @ June 2022 (includes GST).
2. FY22 revenue represents Statutory and Pro Forma revenue. 
3. Gross profit margin includes total revenue less cost of sales (consumer and tradie SEM spend and merchant fees).
4. Pro Forma EBITDA before significant items
5. Pro Forma NPAT
6. Average Annual Revenue Per Unit (i.e. Tradie ARPU) is the annual operating revenue divided by the average of the opening and closing number of total hipages tradies and paying Builderscrack tradies for the period. hipages Group ARPU of $1,707 is the blended result of hipages’ ARPU of $1,789 and Builderscrack’s ARPU of 

$883 for the 7 months post-completion.

Revenue Profitability Key drivers

85%
Gross margin3

(FY21: 85%)

$10.7m
EBITDA4

EBITDA margin 17%

$(0.9)m
NPAT5

34.6k
Subscription tradies Up 11%

$1,789
hipages ARPU6 Up 16%
(Up 11% to $1,707 for hipages Group)

1.63m
Job volume
Up 6%

Strong balance sheet with closing cash and funds on deposit of $13.2m and no debt

FY22 financial highlights



Total 
Addressable 

Market 
$136b

Tradie 
business 

spend 
$97b1

1. Tradie business spend in Australia only 5
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Tech uplift Upgrade technology platforms, enabling product innovation, engineering efficiency and engineering at scale

Business transformation Deliver efficiencies for self-sustained growth

Tradiecore Create amazing technology to enable tradies to optimise their businesses

Data Leverage data to personalise our customer offering and enable data-driven decision making

Partnerships Enable new & existing partners to efficiently integrate with the hipages ecosystem, delivering incremental revenue

Consumer journeys Delight consumers with tailored journeys to meet their needs

Marketplace growth Accelerate new tradie MRR growth by reimagining how tradies discover & join hipages

Continuous tradie nurturing Drive platform engagement via continuous tradie nurturing

Lead claim experience Improve the end-to-end experience for tradies and consumers to build trust and fulfil the promise to consumers

Tradie profiles directory Create authentic connections that are valuable to both sides of the marketplace
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hipages 3.0 - the next evolution of our strategy



Capturing consumer intent
Bespoke consumer journeys to drive higher ARPU and lower churn
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Enhancing the product to drive user adoption
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New features delivered

● hipages lead integration

● CRM (click to call, text and email)

● Job scheduling

● Self-service options

● Personalised documents and job attachments

Strong user engagement

● Now live on iOS and Android

● Six-month free trial for all hipages subscribers

● Over 15,000 jobs created in FY22, 86% via hipages lead 
integration

Up next

● Payments solution available in H2 FY23

● More data enables better insights for tradie customers
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Strong financial performance

• Strong EBITDA growth and cash flow

Emerging category leader

• Market-leading top-of-mind awareness among New Zealand 
homeowners

Investing for growth

• Growing the team with key hires in marketing and sales to 
accelerate  growth

New pricing model and product functionality

• Introduction of new tiered pricing model based on job value creates 
fairer outcomes and increases average yield per job

• New profiles functionality provides additional value for tradies

Supporting tradies during lockdowns

• Builderscrack provided support and free access to its premium 
subscription service



Registrations
Jobs
Credit notes

• Exited Q4 with good momentum, with registrations improving and credit 
notes1 normalising as marketplace balance returns

• Rising inflation and interest rates expected to further balance 
marketplace, driving growth due to countercyclicality of business model

• H1 revenue growth rate to be similar to H2 FY22, reaching mid-teens in H2

• Churn to remain elevated above pre-COVID levels before normalising in 
H2

• EBITDA margin to be slightly ahead of FY22, with H1 impacted by timing of 
marketing expenditure

• Continue to invest in technology, with higher level of capitalised 
development spend to continue in FY23-24, before reducing in FY25

• Continued rollout of Tradiecore functionality and further strategic 
progress to build out ecosystem

• Clear path towards sustainable free cash generation while investing to 
execute growth strategy and maintaining a strong balance sheet
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FY23 outlook

1. hipages issues credit notes to tradie subscribers as a retention tool in certain instances including where tradies may request to descend to a lower package due to being too busy.

Marketplace activity



Q&A



Important notice

The material in this presentation has been prepared by hipages Group Holdings Limited (ASX: HPG) ABN67 644 430 839(“hipages” or the Company") and is general background information about 
hipages’ activities current as at the date of this presentation. The information is given in summary form and does not purport to be complete in every aspect. In particular you are cautioned not to 
place undue reliance on any forward looking statements regarding our belief, intent or expectations with respect to hipages’ businesses, market conditions and/or results of operations, as although 
due care has been used in the preparation of such statements, actual results may vary in a material manner. Information in this presentation or subsequently provided to the recipient of this 
information, whether orally or in writing, including forecast financial information, should not be considered advice or a recommendation to investors or potential investors in relation to holding, 
purchasing or selling securities in the Company. Before acting on any information you should consider the appropriateness of the information having regard to these matters, any relevant offer 
document and in particular, you should seek independent financial advice.

The financial information should be read in conjunction with the basis of preparation set out in the Company’s accounts.

Forward-looking statements

This presentation may contain forward-looking statements which are statements that may be identified by words such as “may”, “will”, “would”, “could”, “expects”, “intends”, “anticipates”, and 
other similar words that involve risks and uncertainties. These statements are based on an assessment of present economic and operating conditions and on a number of best estimate assumptions 
regarding future events and actions that, at the date of this document, are expected to take place. No person who has made any forward-looking statements in this document has any intention to 
update or revise forward-looking statements, or to publish prospective financial information in the future, regardless of whether new information, future events or any other factors affect the 
information contained in this document, other than to the extent required by law. Such forward-looking statements are not guarantees of future performance and involve known and unknown risks, 
uncertainties, assumptions and other important factors, many of which are beyond the control of the Company.

This presentation also contains references to certain intentions, expectations and plans of the Company. These intentions, expectations and plans may or may not be achieved. They are based on 
certain assumptions which may not be met or on which views may differ.

To the maximum extent permitted by law none of hipages, its subsidiaries, or its respective officers, employees, agents or consultants nor any other person accepts any liability, including, without 
limitation, any liability arising out of negligence, for any loss arising from the use of the information. 
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Disclaimer


