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Australia
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We fought the wrong battles over departing 
revenue streams.

We Lost.

Can we now go from being the disrupted to 
becoming the disruptor?

The Thesis



The Focus

I Just Want To Say One Word To You. Just 
One Word.

Are You Listening?

“Transactions”

Exactly How Do You Mean?

“The Graduate”

5



6

http://www.realtor.com
http://www.realtor.com
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Rationale: Leverage 60 mil+ monthly WSJ Digital 
Network audience funnel, for starters

Route: Acquisition of Move Inc.,  September, 2014

Cost: $950 million

Early Results: 43% y-o-y growth in UV’s in first year
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https://www.proptiger.com/
https://www.proptiger.com/
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Rationale: Bring global real-estate resources/expertise. 
Indians among the most prolific second-home buyers in 
Australia, UK, Singapore and USA. Already providing 
premium home listings to MansionGlobal and supplying 
50,000+ India listings to Realtor.com

Route: Acquired 25% stake in November 2014.

Cost: $30 million, and a route to future majority ownership.

Results: Consolidate India’s nascent digital real-estate sector. A 
very long-term play, as more Indians begin their real-estate 
search online.



10 MansionGlobal.com

http://www.mansionglobal.com
http://www.mansionglobal.com
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Rationale: Identified global gap for a one-stop marketplace 
for premium homes; Leverage WSJ/Times of London/Sunday 
Times/Australian “mansions” content

Route: Incubated @NewsCorp; operated by @DowJones

Cost: In-house team of 20

Results: Launched in English, Chinese and Spanish in May 
2015; 800,000 monthly unique visitors; 80-100 new leads 
monthly; at 80% of 2015-16 revenue goals with six months to 
go.
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Getnewsmart.com

https://www.getnewsmart.com/
https://www.getnewsmart.com/
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Rationale: Leverage daily WSJ content into an 
aspirational, self-paced learning experience, potentially 
build future audience funnel

Route: Incubated @NewsCorp, operated by @DowJones
since August 2015

Cost: In-house team of 4

Early Results: Citigroup signed up as first corporate 
client
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Other Acquisitions

$25 million

$176 million
(Upfront + Earnouts)

N/A

$455 million
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What We Didn’t Do
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“If we want things to stay as they are, 
things will have to change.”
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