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The following disclaimer applies to this presentation. Please consider its 
contents carefully. By accepting this presentation, you acknowledge that you 
are receiving it on the basis set out in the following paragraphs. This 
presentation has been prepared by Airtasker Limited (Airtasker). 

Currency of information
The information contained in this presentation is current as at the date of this 
presentation or such earlier date as specified in this presentation.

Summary information
The information in this presentation is of a general nature only and does not 
purport to be complete.

Not an oer
This presentation is not a prospectus or other disclosure document, and is 
not an invitation or oer of securities in Airtasker for subscription, purchase 
or sale in any jurisdiction.

Third party information
Certain market and industry data used in connection with this presentation 
may have been obtained from research, surveys or studies conducted by third 
parties, including industry or general publications. Neither Airtasker nor any 
of its related bodies corporate, directors, employees, agents or advisers have 
independently verified any such market or industry data. 

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

Forward looking information
This presentation contains certain forward-looking statements that involve 
risks and uncertainties. Airtasker can give no assurance that these 
expectations will prove to be correct. You are cautioned not to place undue 
reliance on any forward-looking statements.

Forward looking information (continued)
Actual results may dier materially from those anticipated in these 
forward-looking statements due to many important factors, risks and 
uncertainties including, without limitation, risks associated with future 
capital needs and general economic uncertainty.

Airtasker does not undertake any obligation to release any revisions to any 
“forward-looking statement” to reflect events or circumstances after the 
date of this presentation, except as may be required under applicable laws.

Financial information
This presentation contains certain financial information. The financial 
information has been presented in an abbreviated form insofar as it does not 
include all the presentation and disclosures, statements or comparative 
information as required by the Australian Accounting Standards (AAS), the 
International Financial Reporting Standards (IFRS) (including the 
interpretations of the International Financial Reporting Interpretations 
Commiee) and other mandatory professional reporting requirements 
applicable to financial reports prepared in accordance with the Corporations 
Act. All currency is in Australian dollars unless indicated.  All financial 
information is audited unless otherwise indicated.

Non-IFRS financial measures
Airtasker uses certain measures to manage and report on its business that 
are not recognised under AAS or IFRS. These measures are collectively 
referred to in this presentation as ‘non-IFRS financial measures’ under 
Regulatory Guide 230 ‘Disclosing non-IFRS financial information’ published by 
the Australian Securities and Investments Commission (ASIC).

Management uses these non-IFRS financial measures to evaluate the 
performance and profitability of the overall business. Although Airtasker 
believes that these measures provide useful information about the financial 
performance of Airtasker, they should be considered as supplements to the 
income statement measures that have been presented in accordance with 
AAS and IFRS in Airtasker’s audited financial statements released on ASX and 
not as a replacement for them.

Disclaimer
No representation or warranty, whether express or implied, is made by any 
person as to the fairness, accuracy, completeness or correctness of the 
information, opinions and conclusions contained in this presentation.

You should carry out your own investigations and analysis of Airtasker and 
verify the accuracy, reliability and completeness of the information contained 
in this presentation. Neither Airtasker nor any of its related bodies corporate, 
directors, employees, agents and advisers accept any responsibility for any 
loss arising from anyone acting or refraining from acting in reliance on the 
contents of this presentation.

Distribution
This document has been prepared for publication in Australia and may not be 
released to United States S wire services or distributed in the United States. 
By receiving this document you are deemed to confirm, represent and 
warrant to Airtasker and its related bodies corporate and each of their 
directors, employees, agents and advisers that you agree to be bound by the 
limitations and conditions set out in this disclaimer. 

Disclaimer
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ABOUT 
AIRTASKER

SECTION ONE

3

Mo, with his steady roar, is the boss of the lawn. Reliable, no-nonsense and 
always on schedule, he keeps the grass in check and the yard looking sharp.

MEET THE TASKIESF
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We connect people who need work 
done, with people who want to work.

The world’s most 
trusted marketplace
to buy and sell 
local services.

4

OUR VISION
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Creating jobs isn’t a by-product of the 
work that we do: it’s our core purpose.

OUR MISSION

5

To empower people
to realise the full
value of their skills.

“I’ve been on Airtasker for years, and it’s been a 
game-changer for my mobile mechanic business. When I first 
started, it helped me connect with customers I never 
would’ve reached on my own, and quite quickly too. Over 
time, those jobs turned into regular clients, and the positive 
reviews built my reputation. Now, a big part of my work comes 
from Airtasker, and it’s great because I can choose what 
tasks I want to take on, and at what price too. The flexibility 
has been amazing especially in a trade where there can be a 
lot of emergencies too.Talal E.

“Airtasker changed our lives. Even with full-time jobs, we 
couldn’t get ahead. By taking on extra cleaning tasks, we 
saved $60,000 in 12 months and bought our first home in 
Pakenham. It was hard work, but worth it — and now we’ve 
started our own cleaning business to pay o the mortgage 
even faster.”

Corey L.

$720M+in the pockets of Australian TaskersF
or

 p
er

so
na

l u
se

 o
nl

y



Open Community
Built on transparency and 
accountability to enable trust with an 
eicient light touch operating model.

Infinitely Horizontal
Unifying a fragmented local services 
industry and creating entirely new 
service categories. 

● Super fast responses
● Huge range
● Great value

● Instant work
● Pricing control
● Complete flexibility

For Customers: For Taskers:

Unique Value Proposition

6
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Airtasker is uniquely 
positioned as a 
global platform for 
local services

COMPETITIVE LANDSCAPE

*US/UK markets only. Not operating in AU.

Local servicesRemote 
outsourcing

Advertising model

Ecommerce model

Airtasker community model
Free to join. Customers choose who they work 
with based on ratings, reviews and verified 
qualifications.

Taskrabbit curated supply model 
Workers pay an upfront fee to join and Taskrabbit 
selects which workers can access jobs.

1

2

1

2

7

Source:  The Local Services Market - Market Report, Frost & Sullivan, July 2024
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Revenue model tightly 
aligns Airtasker with 
Tasker success
How does Airtasker make money?

● Free to post a task and receive oers.
● Free to access tasks and create quotes.4

● Fees are charged when Customers and Taskers 
experience marketplace value (at the point of 
connection, task completion or in certain cases 
task cancellation). 

Win-win business model

● Low risk for Taskers. Unlike advertising models, 
Taskers can access jobs with no upfront fees.

● Wide range. No upfront fees means Customers 
access the greatest range of services.

● Strong gross margin. Light touch model delivers 
95%+ gross margins.

1. Gross marketplace volume (GMV) for Airtasker only. GMV represents the total price of all tasks booked 
through the Airtasker marketplaces before cancellations and inclusive of price adjustments between 
customers and Taskers, bonuses paid by customers to Taskers, fees payable by customers and Taskers 
to Airtasker, and any applicable sales taxes.

2. Revenue comprising the Airtasker and Oneflare marketplaces.
3. Based on FY25 financial data.
4. On the Airtasker marketplaces.

Sales tax 
2.3%

Revenue
21.6%

Paid to Users
76.1%

Insurance
0.7%

Merchant fees
3.5%

Gross profit 
95.8%

GMV 1,3 Revenue 2,3

8
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FY25 Overview

91. As at 30 June 2025.

Guidance Result

Full year Group positive free cash flow +$1.2m 
positive free cash flow

Airtasker marketplaces deliver double digit revenue growth +18.3% 
Airtasker marketplaces revenue growth

Airtasker Australia continues to generate suicient cash to fund 
UK and US expansion after covering global head oice expenses

+$15.2m 
cash generated in Australia (after covering global head oice expenses)

Accelerating momentum and revenue growth
trajectory in UK and US markets

Airtasker UK Airtasker US

$21m 
GMV ARR 

+111% 
revenue growth

$7.5m 
GMV ARR

+422% 
revenue growth

$19.1m1 in cash and term deposits on balance sheet combined with 
$27.9m1 of prepaid media assets available to be utilised
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FINANCIAL 
RESULTS

SECTION TWO

10

As the leader of the Taskie pack, Chief points 
everyone in the right direction to get anything done.

MEET THE TASKIESF
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1. Excludes Oneflare marketplace.

FY25 revenue highlights
Group Revenue Airtasker International Revenue

$3.5m 
up 144.3% on pcp; 5 yr CAGR 87.7%

$52.6m
up 12.8% on pcp; 5 yr CAGR 22.4%

Airtasker Marketplaces Revenue1

$45.0m
up 18.3% on pcp; 5 yr CAGR 18.6%

11
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1. Free cash flow included proceeds from the issue of shares to the value of $10.4m in FY20, $37.6m in FY21 and $3.8m in FY22.
2. Operating cash flow included proceeds from government grants  to the value of $1.0m in FY21. 

Positive Free Cash Flow1 Positive Operating Cash Flow2

+$1.2m 
steady on  pcp

+$4.4m 
up 43.9%  (up $1.3m) on pcp

FY25 cash flow highlights

12
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● Significant increase in marketing investment to $43.1m across 
Airtasker marketplaces through a combination of $16.0m cash 
and $27.0m non-cash marketing delivering record GMV.

● Airtasker marketplaces1 revenue grew 18.3% on pcp, to a record 
$45.0m supported by organic growth in Australia and 
international markets.

● An improving trend with 2H25 revenue growth of 21.7% on pcp 
versus 1H25 growth of 14.8% on pcp.

● Airtasker marketplaces GMV grew 9.5% on pcp, to a record 
$208.7m, driven by the above the line marketing campaigns.

● Monetisation rate2 improved 8.0% on pcp, to 21.6% due to 
ongoing product initiatives, the cancellation policy introduced in 
FY24 and ongoing platform revenue yield management.

Airtasker marketplaces GMV & revenue1

1. Excludes Oneflare marketplace.
2. Monetisation rate represents Airtasker’s revenue in a given financial period, expressed as a percentage of GMV in the same period.

Airtasker revenue accelerates: up 18.3%

13

⬆18.3
%FY25 

revenue on 
pcp
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●

Airtasker Australia GMV & revenue

Australian revenue re-accelerates: up 13.4%

14

⬆13.4
%FY25 

revenue on 
pcp

● Significant increase in marketing investment to $10.3m through 
a combination of $4.3m cash and $6.0m non-cash marketing 
delivering record GMV.

● Launched above the line brand marketing with oOh!media 
(outdoor) and ARN (audio) in Sep-24, driving a 15% increase in 
unprompted brand awareness.

● Airtasker Australia marketplace revenue growth 13.4% on pcp, to 
$41.6m, contributing 79.0% of Group revenue. 

● Airtasker Australia GMV up 5.3% on pcp, to $190.8m, turning 
around the 4.6% decrease in FY24.

● Australian monetisation rate improved by 7.7% on pcp, to 21.8%.
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15

Australian market generates $15.2m cash 
after covering all global head office costs

FY25
($m)

FY24
($m)

Variance 
($m)

Variance 
(%)

Australian Marketplaces

Revenue 49.2 45.2 4.0 8.8%

Expenses 14.6 14.2 (0.4) (2.8%)

Australian market cash flow2 34.6 31.0 3.6 11.6%

Less: Global head oice expenditure1 19.4 18.2 (1.2) (6.6%)

Australian market cash flow
(after covering global head oice expenditure) 15.2 12.8 2.4 18.8%

UK and US cash investment3 14.0 11.6 (2.4) (20.7%)

Group cash flow 1.2 1.2 - -

1. Global head oice operating expenditure and innovation investment as disclosed in note 4 of the FY25 financial statements, adjusted for material non-cash items.
2. Represents EBITDA for the Established Marketplaces Segment as disclosed in note 4 of the FY25 financial statements, adjusted for material non-cash items.
3. Represents EBITDA for the New Marketplaces Segment as disclosed in note 4 of the FY25 financial statements, adjusted for material non-cash items.

● Australian marketplaces generated cash flows of 
~$34.6m in FY25 (up 11.6% on FY24) after covering:
○ Australian sales and marketing;
○ Customer service operations; and
○ All other direct Australian operating costs.

● After covering all global head oice cash expenditure1, 
Australia generated cash flows of ~$15.2m in FY25 (up 
18.8% on FY24) demonstrating increasing operating 
leverage.

● The cash flow generated by the Australian 
marketplaces enabled proactive investment into UK 
and US expansion whilst generating $1.2m of Group 
free cash flow in FY25.

INCREASING OPERATING LEVERAGE
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Airtasker UK GMV & revenue

UK hits $21m GMV annualised run rate

161. The foreign currency translation rate applied corresponds to the rate prevailing at the end of the month in which the transaction was completed.

$21m
Annualised 

GMV run rate

● The follow-on investment of £4.0m ($7.8m1 ) from Channel 4 
in Nov-24 accelerated momentum in above the line brand 
marketing and supported market expansion from London to 
Birmingham and Manchester.

● Revenue up 111.1% on pcp, to £1.4 million ($2.9 million).

● GMV up 67.1% on pcp, to £7.5m ($15.0m).

● Achieved $21.0m GMV annualised run rate at Jun-25, ahead of 
24 month market development milestone.

● Top of funnel posted tasks increased 55.7% to 260k, 
highlighting growth in marketplace demand.
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Airtasker US GMV & revenue

US hits $7.5m GMV annualised run rate

171. The foreign currency translation rate applied corresponds to the rate prevailing at the end of the month in which the transaction was completed.

$7.5m
Annualised 

GMV run rate

● Completed media deals with TelevisaUnivision, iHeartMedia, 
Sinclair and Mercurius which provided US$21.8m ($32.6m1) in 
media capital in Aug-24/Nov-24.

● Above the line brand marketing investment launched Sep-24 
in Los Angeles followed by expansion to Las Vegas and Austin.

● Marketplace momentum building with revenue growth of 
421.7% on pcp, to US$360k ($559k).

● GMV up 244.0% on pcp, to US$1.8 million($2.8 million)

● Achieved $7.5m GMV annualised run rate at Jun-25, ahead of 12 
month market development milestone.
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FY26 Outlook

181. As at 30 June 2025.

👊 Airtasker Australia to deliver solid double digit revenue growth. 

👊 Exploring strategic repositioning of Oneflare for a return to long term growth.

👊 Australian marketplace generated ~$15.2m in free cash flow in FY25 
-  cashflow generation (ex Oneflare) to increase in FY26.

👊 Airtasker UK and US markets accelerate growth trajectory 
- potential to make targeted investments to further accelerate growth.

👊 $19.1m1 in cash and term deposits on balance sheet combined 
with $27.9m1 of prepaid media assets available to be utilised.
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GROWTH
STRATEGY

SECTION THREE

Charlie is the life of the party. The bubbliest bucket in town, he’s ready to 
splash into the action and loves to turn any task into a fun time. 19

MEET THE TASKIESF
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Invest in Airtasker brand and core platform 
experience and maintain market leadership

Growth strategy:

Deliver profitable growth in Australia to 
generate free cash flow

Leverage platform and invest in new markets 
turbocharged by media partnerships

1

Core platform investment Profitable growth Scale in UK and US

20

2 3
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+5.3%
Airtasker Australia GMV 

growth (FY24: -4.6%)

$190m+
Record Australian GMV 

21

Media partnership strategy 
delivers growth re-acceleration
In FY25, we successfully executed on our brand investment strategy 
alongside media partners oOh!media and ARN leading to a strong 
increase in brand salience (unprompted brand awareness) and a 
re-acceleration of both GMV and revenue in the Australian market.

We’ll continue to maintain brand investment momentum in FY26 as we 
realise the potential of the enormous $75 billion TAM1 in Australia.

+13.4%
Airtasker Australia revenue 

growth (FY24: +8.6%)

CORE PLATFORM INVESTMENT

1.     The Local Services Market - Market Report, Frost & Sullivan, July 2024.

+15%
Unprompted 

brand awareness
in FY25F
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22

Enhance trust signals across profiles and oers to enable greater 
customer confidence and sales funnel conversion:

ID verification (implemented for all Taskers)

SERR1 tax compliance (implemented for all Taskers)

Top Oer status rolled out for selected oers

Continue to invest in trust and 
improve sales funnel efficiency

21.6%
Monetisation rate

(up 1.6 ppts in FY25)

CORE PLATFORM INVESTMENT

1. Sharing Economy Reporting Regime.
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Address platform leakage and 
improve purchase frequency

23

1. Airtasker survey (N:3390),  February 2025

Significant opportunity to address leakage and increase purchase 
frequency by enabling customers to rebook Taskers they’ve 
previously hired by addressing:

● Fee structure - low cost model 
● Incentives - to reward rebooking behaviour
● Feature awareness and usability

New rebooking fee structure launched Aug-25:

Customers pay a flat $5 rebooking fee and 
Taskers pay 1.9% service fee.

93% of Customers rate their Airtasker experience 5 stars

73%1 of Customers said “yes” or “maybe” that they will repeat the 
same or similar task again within the next 12 months

83%1 of customers said they would hire the same Tasker again

CORE PLATFORM INVESTMENT
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Leverage AI to enhance user 
experience and productivity

24

Airtasker is well positioned to benefit from AI due to:

● Defensibility underpinned by physical, local network 
eects and proprietary data set (user reputation data)

● Opportunity to create jobs powered by human skills as 
AI-powered and autonomous solutions disrupt existing 
jobs (eg. autonomous vehicles)

Airtasker Airtasker Airtasker

driver

We’ve collaborated  with OpenAI to allow customers 
to book a Tasker through an Operator agent.

We’re rapidly prototyping and launching AI-powered 
assistants to make it easier to post a task

+364%
Increase in ChatGPT 

referral traic
(Jan to Jun-25)

CORE PLATFORM INVESTMENT
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Going turbo in the US and UK…

Going turbo: Scaling in UK and USF
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We have a proven model 
to build profitable, cash 
generative marketplaces
In FY25, our Australian marketplaces 
generated ~$34.6m of cash flow:

1. Revenue relating to the Established Marketplaces Segment as disclosed in note 4 of the FY25 financial statements.
2. Calculated as the dierence between revenue and EBITDA for the Established Marketplaces Segment as disclosed 

in note 4 of the FY25 financial statements, adjusted for material non-cash items.
3. Cash flow represents EBITDA for the Established Marketplaces Segment as disclosed in note 4 of the FY25 financial 

statements, adjusted for material non-cash items. 

Revenue1 $49.2m

Expenses2 $14.6m

Cash flow3 $34.6m
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SCALE IN UK AND US
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Opportunity to leverage software platform to 
replicate profitable marketplace economics

Software platform and 
head oice infrastructure

Airtasker AU

$19.4m2 
investment

Airtasker UK Airtasker USA

$34.6m1 
cash generation

Australian marketplaces generate cash flow in excess of 
software platform and head oice infrastructure investment

New markets

(ASX:ART)

$11.0m
media investment

£7.5m
media investment

US$21.8m
media investment

Opportunity to leverage our scalable software platform, 
turbocharged by local media partnerships

1. Represents EBITDA for the Established Marketplaces Segment as disclosed in note 4 of the FY25 financial statements, adjusted for material non-cash items.
2. In FY25 invested $19.4m in operating the software platform and head oice infrastructure that enables the global marketplaces.

27

SCALE IN UK AND US
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Our city-level marketplace1 goal is to reach a GMV ARR2 of $25m in 3 
years from launch. In the UK, we launched with media in October 2023 
and in the US we launched with media in September 2024.

At $25m GMV ARR, a city-level marketplace generates an approximate 
$5m revenue ARR (at 20% monetisation rate3) with strong gross profit.

Given that city-level operating expenditure is predominantly marketing 
investment, at the 3-year mark Airtasker has the option to:

1. Grow with no further investment required:  Recycle gross profits 
into marketing activities to maintain growth trajectory.

2. Further accelerate:  Further accelerate growth trajectory by 
investing new capital into marketing activities.

3. Generate dividends:  Optimise the city-level marketplace for cash 
generation and pay a dividend.

281. Based on a city with a population of approximately 10 million such as London or Los Angeles.
2. Annualised run rate.
3. Monetisation rate represents the marketplaces revenue in a given financial period, expressed as a percentage of gross marketplace volume  in the same period.

New city-level marketplace goal: 
$25m GMV ARR and cash positive in 3 years

SCALE IN UK AND US
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Airtasker UK reached GMV ARR of $21m in Jun-25 
at 21 months from launch date (Oct-23)

Airtasker US reached GMV ARR of $7.5m in Jun-25 
at 10 months from launch date (Sep-24)

In FY26, Q1 and Q2 to maintain GMV levels during seasonal 
low period with further acceleration in Q3 and Q4.

29

Growth momentum building:
UK hits $21m and US hits 
$7.5m run rate in FY25

SCALE IN UK AND US

F
or

 p
er

so
na

l u
se

 o
nl

y



● Our custom built playbook for launching new marketplaces 
(nicknamed “SHPAB”) enables us to invest in local growth tactics 
that generate predictable marketplace traction.

● In parallel, we invest in the Airtasker brand (notably through our 
media partnerships) to generate brand awareness that supports 
sustainable long term momentum.

● Our suite of brand partnerships in the US and UK are creating 
incredible value through local market expertise and networking 
opportunities as well as powerful media distribution…

30

Custom playbook delivering results 
alongside long term brand investment

Brand awareness in London, UK

Brand awareness in Los Angeles, USA

+24%
 Brand awareness

in FY25

+114%
 Brand awareness

in FY25

SCALE IN UK AND US
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NEW: Argos retail partnership launch!

Airtasker reaches a huge new audience of 
consumers at point of purchase of a new product 
that requires assembly, installation or mounting.

● Over 1,200+ stores across the UK
● Almost 1 billion website visitors per year
● Owned and integrated into Sainsburys retail 

network (second largest retailer in UK)

31
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Annexures

33

F
or

 p
er

so
na

l u
se

 o
nl

y



1. Excludes Oneflare marketplace.

Airtasker marketplaces1 UK USAustralia1

Quarterly financial metrics

● Above the line brand marketing investment commenced Sep-24 (1Q25) for Australia to drive GMV and revenue growth.
● Fiscal 2Q/3Q (spring/summer) strongest quarters in southern hemisphere.
● AU: FY25: Revenue up 13.4% on pcp, to $41.6m; GMV up 5.3% on pcp, to $190.8m. 5 year revenue CAGR 16.9%.
● Above the line brand marketing investment commenced Oct-23 (2Q24) for UK and Sep-24 (1Q25) for US, to drive strong growth in GMV and revenue. 
● Fiscal 4Q/1Q (spring/summer) strongest quarters in northern hemisphere.
● UK FY25: Revenue up 111.1% on pcp, to $2,898k (£1,440k); GMV up 67.1% on pcp, to $15.0m (£7.5m).
● US FY25: Revenue up 421.7% on pcp, to $559k (US$360k); GMV up 244.0% on pcp, to $2,782k (US$1,789k).

34
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Quarterly financial metrics

35
1. AU GMV excludes the Oneflare (‘OF’) marketplace.
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1. Excludes Oneflare marketplace.

Airtasker marketplaces1 UK USAustralia1

Quarterly operational metrics

● Product investment in marketplace reliability/sales funnel eiciency reduced cancellations, drove record completed tasks and together with continuous yield management improved monetisation rate.
● Airtasker marketplaces: FY25 booked tasks up 7.3% on pcp to 836k (FY24:779k booked tasks). FY25 monetisation rate improved 8.0% on pcp, to 21.6% (FY24: 20.0%).
● AU: FY25 booked tasks up 3.4% on pcp to 761k (FY24: 736k booked tasks). FY25 monetisation rate improved 7.7% on pcp, to 21.8% (FY24: 20.2%).
● UK: FY25 booked tasks up 71.4% on pcp to 59.8k (FY24: 35.0k booked tasks). FY25 monetisation rate improved 26.7% on pcp, to 19.4% (FY24:15.3%).
● US: FY25 booked tasks up 102.1% on pcp, to 13.7k (FY24: 6.8K booked tasks).FY25 monetisation rate improved 52.4% on pcp, to 20.1% (FY24: 13.2%).
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Quarterly operational metrics

37
1. Airtasker marketplaces only.
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