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FY25 H1 Marketplace progress

‘Only on 
Domain’ 

1. National Average across residential depth ‘for sale’ listings.  Percentage of additional views across all subscription tiers from Audience Boost compared to non-Audience Boost views (Domain Internal Data, July-December 2024). Social channels and 
performance vary across subscriptions. 2. Ipsos iris Online Audience Measurement Service each quarter average from FY23 Q4 (April - June 2023) to FY25 Q2 (Oct - Dec 2024), Age 14+, PC/laptop/smartphone/tablet, Text only, Domain Group Resi 
(includes Domain.com.au + Allhomes) (000’s). 3. Ipsos iris Online Audience Measurement Service FY24 H1 (July 2023 - Dec 2023) average compared to FY25 H1 (July 2024 - Dec 2024) average, Age 14+, PC/laptop/smartphone/tablet, Text only, Domain 
Group Resi (includes Domain.com.au + Allhomes), Audience (000’s). 4. Ipsos iris Online Audience Measurement Service FY24 H1 (July 2023 - Dec 2023) average compared to FY25 H1 (July 2024 - Dec 2024) average, Age 14+, 
PC/laptop/smartphone/tablet. Text only, Domain Brand Group including Nine property pages & Realestate.com.au, Visits (000s). REA site visits 130.7 million, Domain Brand Group site visits 33.1 million on Average for H1 FY25.
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•

•

•

•

•

•

•

Group Trading Performance

1. Excludes significant items.  2. In FY24 H1 excludes Domain Home Loans (DHL) which has been classified as a discontinued operation. 3. Adjusted net profit represents the net profit after tax, after adding back 
amortisation on assets arising from purchase price allocation.
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Segment Results

1. Excludes significant items. 2. In FY24 H1 excludes Domain Home Loans (DHL) which has been classified as a discontinued operation. 
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Domain’s strategy evolution
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Foundational investment to support future scale
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Driving innovation and value add through 
automation and efficiency

•

•

•

•

•

•

•

•

F
or

 p
er

so
na

l u
se

 o
nl

y



AI is powering ‘Only on Domain’ experiences
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‘Only on 
Domain’ 

Delivering to our purpose by adopting robust ESG practices

FY25 ESG priorities and initiatives
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Domain’s Revenue Drivers
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Key 
Result Drivers

Revenue $M

Revenue as % of Total

Residential
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Delivering quality audiences efficiently at scale

1. Ipsos iris Online Audience Measurement Service each quarter average from FY23 Q4 (April - June 2023) to FY25 Q2 (Oct - Dec 2024), Age 14+, PC/laptop/smartphone/tablet, Text only, 
Domain Group Resi (includes Domain.com.au + Allhomes) (000’s). 2. Ipsos iris Online Audience Measurement Service FY24 H1 (July 2023 - Dec 2023) average compared to FY25 H1 (July 
2024 - Dec 2024) average, Age 14+, PC/laptop/smartphone/tablet, Text only, Domain Group Resi (includes Domain.com.au + Allhomes), Audience (000’s). 3. Roy Morgan, Sep 23 - Sep 24, 
Domain Titled Magazines + Domain Digital L4W, realestate.com.au L4W, 12 month average, looking to buy in the next 12 months compared to the national average population. 4. Ipsos iris 
Online Audience Measurement Service FY24 H1 (July 2023 - Dec 2023) average compared to FY25 H1 (July 2024 - Dec 2024) average, Age 14+, PC/laptop/smartphone/tablet. Text only,
Domain Brand Group including Nine property pages & Realestate.com.au, Visits (000s). REA site visits 130.7 million, Domain Brand Group site visits 33.1 million on Average for H1 FY25.
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FY25 H1 market environment

1. 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. 
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Continued yield growth

1. Average Revenue Per Listing includes residential depth and subscription revenue excluding rent and deferred revenue for Sale Listings. 2. Adjusted for dilutionary impact of relative listings coverage winback activities
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Stable depth penetration reflects uplift in depth 
contracts offset by bounceback in free listings on RLC1 activity

1. Relative Listings Coverage
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Residential product and commercial innovation

•

•

•

1. National Average across residential depth ‘for sale’ listings.  Percentage of additional views across all subscription tiers from Audience Boost compared to non-Audience Boost views (Domain Internal Data, July-December 2024). Social channels 
and performance vary across subscriptions. 
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Key 
Result Drivers

Revenue $M

Revenue as % of Total

Media, 
Developers & 
Commercial
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Mixed trends across three verticals

• Mid-single digit revenue decline reflected 
ongoing challenging market environment due 
to higher construction costs and interest 
rates

• Declines in new project volumes, particularly 
in NSW, impacted yield

• Some offset to new project volume declines 
provided by extended listing duration with 
lower yields

• Solid revenue growth of 14% despite challenging 
market backdrop. Continued outperformance of the 
broader display advertising market which declined 
~5%

• Leveraging Domain’s high quality consumer 
audiences with focus on categories that meet 
consumer needs through the property journey

• Building deeper partnerships with fewer, larger 
advertisers, with strength in the finance, insurance 
and utilities categories

• Stable revenue reflected a softening 
environment in Office and Retail verticals. 

• Stronger sale listings were offset by lower lease 
listings

• Price increase took effect during November 
2024 and is expected to contribute in H2.
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Key 
Result Drivers

Revenue $M

Revenue as % of Total

Agent 
Solutions
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(agent)

Resilient subscription performance

• Solid performance reflecting 
platform investment to enhance 
the user experience

• Higher subscription revenue 
across all states, with standout 
performance from title search 
revenue

• Continued revenue momentum 
with solid subscription performance 
and strong growth in contracts 
revenue

• Ongoing strength in contracts 
revenue due to increased agent 
adoption and improved listings 
volumes

1. Point-of-sale
 

• AIM impacted by lower gross 
revenues in New Zealand

• Engage delivered strong revenue 
growth, benefiting from subscriber 
momentum arising from the RTA and 
Pricefinder integrations

• Progressive state-by-state launches 
over the course of FY24, with launch 
in Victoria late in FY25 H1

• Strong uptake by customers pairing 
depth subscriptions with LeadScope 
to help find their next listing
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Key 
Result Drivers

Revenue $M

Revenue as % of Total

Domain
Insight
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Unlocking the power of property data

• Research on housing affordability, cost of living, 
and sustainability of homes

• Platforms, workflow tools and analytics enabling 
Governments to make more timely and accurate 
decisions relating to valuations

• Equitable, consistent and efficient basis for 
Government revenue collection and investment

• Market research to drive brand awareness and 
organic audience

• Comprehensive & timely property insights to 
power consumer portal preference

• Delivers intelligent price estimates and 
predictions into solutions for agents 

• Leading AVM to support faster and more 
efficient lending, while lowering risk

• Extensive and timely property insights and 
signals to power marketing and customer 
nurture effectiveness, with the right message 
at the right time

• 4M+ more price estimates available for 
consumers on Home Price Guide pages with 
ongoing investment in AVM, taking coverage to 
more than 9 out of 10 Australian residential 
addresses

• Continued Net Promoter Score (NPS)  
improvements in agent tools benefiting from 
ongoing investment in SVP and AVM

• Strong growth in market intelligence revenue 
and solid AVM contribution largely offset the 
strategic decision to exit data supply to a 
competitor 

• Ongoing AVM performance improvements 
driving new brands and increased client usage 

• H1 YoY revenue growth impacted by 
phasing of contract implementation. 

• H2 YoY benefits expected from higher 
implementation and subscription fees, 
including from the renewal of the Victorian 
Government Valuer General contract
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Key 
Result Drivers

Revenue $M

Revenue as % of Total

Print

8.1

8.7

FY25 H1

FY24 H1

F
or

 p
er

so
na

l u
se

 o
nl

y



•

•

•

Print delivers incremental 
exclusive audiences

1. Roy Morgan, Oct 23 - Sept 24, Domain Group Print L4W (Domain NSW / VIC, Domain Prestige National, Domain Review (VIC), Allhomes), 12 month average. 2. Roy Morgan, Oct 22 - Sept 23, Domain 
Group Print L4W (Domain NSW / VIC, Domain Prestige National, Domain Review (VIC), Allhomes), 12 month average compared to Oct 23 - Sept 24, 12 month average. 3. Roy Morgan, Oct23 – Sep24, 
Domain Group Print L4W (Domain NSW/VIC, Domain Prestige National, Domain Review (VIC), Allhomes), 12 month average, Looking to buy in the next 12 months (New or Established House, Flat, 
Apartment or Unit) compared to the national average. 4. Roy Morgan, Oct23 – Sep24, Domain Group Print L4W (Domain NSW/VIC, Domain Prestige National, Domain Review (VIC), Allhomes), 
compared to Domain.com.au L4W & Realestate.com.au L4W, 12 month average.
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02
Current Trading
Environment & 
Outlook
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•
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•

FY25 Outlook
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Group
Financials
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Reconciliation of statutory (reported 4D) 
to trading result FY25 H1

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

F
or

 p
er

so
na

l u
se

 o
nl

y



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.
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Domain cost reconciliation and structure
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Domain’s FY25 investment in growth
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Significant items
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Cash flow (statutory)
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Debt facilities
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Balance Sheet (Statutory)
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FY25 H2 Outlook
F

or
 p

er
so

na
l u

se
 o

nl
y



04
Q&A
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Appendix
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DHL Discontinued Operations
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