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Life insurer business model

Six simple drivers of profitability
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1.

Significant market opportunity

Large and growing market with structural tailwinds

$11bn market opportunity!

Structural industry growth drivers

Life risk

S18bn

Individual risk

S11bn

NOBLEOAK

Plan For Life, Life Statistics, September 2022.
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Who is NobleOak?

Australia’s fastest growing life insurer

market share

/U High growth life insurer gaining

{ \\ Significant market opportunity
\ )/ with structural tailwinds

Direct distribution model and
diversified growth strategy
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Strong financial discipline delivering
stable margins and profits

Unique culture and
customer-focused value proposition

Fully underwritten products with
minimal legacy exposure



Values-led approach

Focus on culture drives strong customer outcomes

Protecting Australians for over 144 years Our values are deeply embedded in our business
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Simple business model

Diversified revenue streams

Direct distribution

NobleOak-branded and
white labelled policies
distributed by NobleOak
and Alliance Partners

NOBLEOAK without personal financial
advice
Direct Channel
Tailored advised products,
Financially protect Australian lives and wealth — with integrity White-labelled policies
. : : ] distributed by
Delivering a full suite of Life Insurance products and services Strategic Partners

Strategic Partner Channel

neos

Administration business

D \.‘GENUS Administration of legacy

Life Insurance Services

Life Insurance porttolios




NobleOak’s direct advantage

Direct model enables closer client relationships and better customer outcomes

Benefits for NobleOak Customer Benefits for the customer

Own customer relationship ‘ Quality cover with minimal

Personalised service

v v exclusions

~/ Llower overheads </ Fully underwritten products

/ Higher retention NOBLEOAK «/ Llow premiums

</ Increased lifetime valuve ‘ / Omnichannel convenience
v/

Reinsurer



Omnichannel client journey

Modern digital platform delivers strong sales conversion and underwriting quality

& quote.nobleak.com.au & nobleoak mycovernet & nobleoak mycover.net

&, Need Help? 1300041 494
NORLECAK

LEOAK

____1ks Sarah, _ Monthly
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Step1of 4: About You

HEIGHT

IR
—Q“/— Life Insurance

What Is your height?

Your Premium 175cm-5'9" Congratulations Sarah, you're all done!

$4103 per month

Pay annually, save $23.45

S You will shortly receive an email with
your application.

We will be in touch in the next 2
business days with the results of your
application.

Caver Amount®

Australia’s most
awarded Direct Life
Insurer 2020

We believe Australians deserve better.

$ 1,000,000

*Indicative quate only

WEIGHT Please call us and quote your
application number if you have any

What is your weight? questions.

atures an 75 kg~ 165 1bs

Start a quote
) Income Protection

Call me back

Your total monthly premium is

®

. Customer receives Customer . . Customer or
O WIEIoAE CBEIET a quote online applies online, CL.Js.tomer IS BRI family member
Q IC[ElelalelplcN requests a quote generated after guided through Customer nofified of the prompted to submits a claim
QSMS via channel of answering initial an extensive receives updates outcome of their renew their via email or
0 Email D EEED questions questionnaire EIE LB 2l contact centre




Most awarded direct life insurer 2021-2022

Recognised for doing the right thing by our customers

Recent award wins

Platinum
Trusted
Service
Award
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Plan For Life Overall Direct Life
Insurance Excellence Award

2018, 2019, 2020, 2021
& Customer Service
2020, 2021, 2022

2016, 2017, 2018, 2019,
2020, 2021, 2022

%
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§ NOBLEOAK IS

Mozo
Life Insurer of the Year

2019, 2020, 2021, 2022

Grist Number 1 Sales
Contact Centre
2022

Insurance
2019, 2020, 2021, 2022

Feefo Platinum Trusted
Service Award

2020, 2021, 2022, 2023

MﬂnEy

MACAZINE

Money Magazine

Platinum Trusted
Service Award

feefo™*

2023

Direct Life Insurance Cover

of the Year
2022



Diversified growth sirategy

Multiple growth levers

Risk retention Organic growth Inorganic growth

Acquire further

_g Increase insurance risk Increase penetration and complementary businesses
= retentfion in a disciplined way target new customer segments andjor life insurance portfolios
Gradually retain more
2 risk above current levels: New products, distribution, Leverage experience successfully
o marketing investment and integrating new portfolios (e.g. Auto
X Direct Channel: 25-35% acquisition cost optimisation & General)

Strategic Partner Channel: <20%



Track record of strong, disciplined growth

Financial discipline delivers strong growth in premiums and profits

In-force premiums’ (Sm) Group Underlying NPAT (Sm)

m Direct Channel mStrategic Partner Channel
283.3
254.6

182.1
109.5
7.0
58
59.9
36.8 3.4
22.3 29
m B

FY17 FY18 FY19 FY20 FY21 FY22 HY23 FY17 FY18 FY19 FY20 FY21 FY22 HY23

Notes: 1. In-force premiums excluding Genus



HY23 financial highlights

Strong growth in premiums and profits continues

In-force premiums! Active policies’ Net insurance
premium revenue
( N[/ NN/ NN/ )

$283m $22m 111k $38m

+25% -46% +18% +25%
vs. HY22 vs. HY22 vs. HY22 vs. HY22

In-force premium New business . . )
( N/ \N/ \ 7 N\

2.5% 16.2% 6.4% $5.4m

+0.6ppls Maintained share +0.1ppts +19%
at Jun-22 FY22 vs FY21 at Dec-22 vs. HY22

\. J \\ / \ J \. J

1. Excludes Genus.
2. Areconciliation between Statutory NPAT to Pro Forma Underlying NPAT is provided later in this presentation. 14
3. As at 30 June 2022. Market share calculated by dividing NobleOak's total in-force premiums and new business sales by APRA’s Quarterly life insurance performance statistics.



Growth cycle

Still early in the growth phase of our journey

INTRODUCTION

SALES

GROWTH

NOBLEOAK

TIME

MATURITY




Why NobleOak?

Digital challenger with a simple, differentiated model

Recurring revenue model with simple profit drivers

Benefiting from indusiry recovery and clear shift to Direct

Well positioned as a nimble challenger with a proven tfrack record







Important notice and disclaimer

CONTENT OF PRESENTATION FOR INFORMATION PURPOSES ONLY

Forward-looking statements

This presentation may contain statements that are, or may be deemed to be, forward-looking statements. Such statements can generally be identified by the use of words
such as 'may’, 'will', 'expect’, 'intend’, 'plan’, 'estimate’, 'anticipate’, 'believe’, 'continue’, 'objectives’, 'outlook’, 'guidance’, ‘forecast’ and similar expressions. Indications of
plans, strategies, management objectives, sales and financial performance are also forward-looking statements. Such statements are not guarantees of future
performance, and involve known and unknown risks, uncertainties, assumptions, contingencies and other factors, many of which are outside the control of NobleOak Life
Limited ACN 087 648 708 (NOL). No representation is made or will be made that any forward-looking statements will be achieved or will prove to be correct. Readers are
cautioned not to place undue reliance on forward-looking statements, particularly in the light of the current economic climate and the significant volatility, uncertainty
and disruption caused by COVID-19, and NOL assumes no obligation to update such statements.

No representation or warranty, expressed or implied, is made as to the accuracy, reliability, adequacy or completeness of the information contained in this presentation.

Past performance
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.

Information is not advice

This presentation is not, and is not infended to constitute, financial advice, or an offer or an invitation, solicitation or recommendation to acquire or sell NOL shares or any
other financial products in any jurisdiction and is not a prospectus, product disclosure statement, disclosure document or other offering document under Australian law or
any other law. This presentation also does not form the basis of any contract or commitment to sell or apply for securities in NOL or any of its subsidiaries. It is for information
purposes only. NOL does not warrant or represent that the information in this presentation is free from errors, omissions or misrepresentations or is suitable for your infended
use. The information contained in this presentation has been prepared without taking account of any person’s investment objectives, financial situation or particular needs
and nothing contained in this presentation constitutes investment, legal, tax or other advice. The information provided in this presentation may not be suitable for your
specific needs and should not be relied upon by you in substitution of you obtaining independent advice. Subject to any terms implied by law and which cannot be
excluded, NOL accepts no responsibility for any loss, damage, cost or expense (whether direct or indirect) incurred by you as a result of any error in, omission from or
misrepresentation in this presentation.

Preparation of information

All financial information has been prepared and reviewed in accordance with Australian Accounting Standards. Certain financial data included in this presentation is
‘non-IFRS financial information’. In particular, this presentation contains references to the following non-IFRS measures: Underlying NPAT and Underlying Gross Insurance
Margin. The Company believes that this non-IFRS financial information provides useful insight in measuring the financial performance and condition of NOL. Readers are
cautioned not to place undue reliance on any non-IFRS financial information including ratios included in this presentation. These measures have not been subject to audit
or review.



Important notice and disclaimer (continued)

CONTENT OF PRESENTATION FOR INFORMATION PURPOSES ONLY

Presentation of information
The financial data in this presentation is provided on a statutory basis but in a non-statutory presentation format (unless otherwise stated).

Currency: all amounts in this presentation are in Australian dollars unless otherwise stated.

Financial years: FY refers to the full year to 30 June, 1H refers to the six months to 31 December, and 2H refers to the six months to 30 June.

Rounding: amounts in this document have been rounded to the nearest reported whole unit (unless otherwise stated). Any differences between this
document and the accompanying financial statements are due to rounding.

Third party information and market data

The views expressed in this presentation contain information that has been derived from publicly available sources that have not been independently
verified. No representation or warranty is made as to the accuracy, reliability, adequacy or completeness of the information. This presentation should not be
relied upon as a recommendation or forecast by NOL. Market share information is based on management estimates except where explicitly identified.

No liability or responsibility
This presentation contains general information about NOL's activities at the date of presentation. It is information given in summary form and does not
purport to be complete.

To the maximum extent permitted by law, NOL and each of its subsidiaries, affiliates, directors, employees, officers, partners, agents and advisers and any
other person involved in the preparation of this presentation disclaim all liability and responsibility (including without limitation, any liability arising from fault
or negligence) for any direct or indirect loss or damage which may arise or be suffered through use or reliance on anything contained in, or omitted from,
this presentation. NOL accepts no responsibility or obligation to inform you of any matter arising or coming to its notice, after the date of this presentation,
which may affect any matter referred to in this presentation. This presentation should be read in conjunction with NOL's other periodic and continuous
disclosure announcements lodged with ASX. In particular, this presentation forms part of a package of information about NOL. It should be read in
conjunction with NOL's Appendix 4D, HY23 Financial Report and results announcement.

The information in this presentation remains subject to change without notice. Circumstances may change and the contents of this presentation may
become outdated as a result.
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