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Important Notice

The information contained in this presentation is for information purposes
only. The information contained in this presentation is not investment or
financial product advice and has been prepared without taking into account
the investment objectives, financial situation or particular needs of any
particular person. To the extent permitted by law, no responsibility for any
loss arising in any way from anyone acting or refraining from acting as a
result of this information is accepted by Medibank Private Limited ("MPL") or
any of its related bodies corporate. No representation or warranty, express or
implied, is made by any person, including MPL, and its directors, officers,
employees, professional advisors and agents (“Related Parties”) as to the
fairness, accuracy, completeness or correctness of the information, opinions
and conclusions contained in this presentation.

An investment in MPL securities is subject to investment and other known and
unknown risks, some of which are beyond the control of MPL. MPL does not
guarantee any particular rate of return or the performance of MPL securities.

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

This presentation contains certain forward-looking statements with respect to
the financial condition, results of operations and business of MPL and
associated entities of MPL entities and certain plans and objectives of the
management of MPL. Forward-looking statements can be identified by the use
of forward-looking terminology, including, without limitation, the terms
“believes”, “estimates”, “anticipates”, “expects”, “predicts”, “intends”,
“plans”, “goals”, “targets”, “aims”, “outlook”, “guidance”, “forecasts”, “may”,
“will”, “would”, “could” or “should” or, in each case, their negative or other
variations or comparable terminology. These forward-looking statements
include all matters that are not historical facts. Such forward-looking
statements involve known and unknown risks, uncertainties and other factors
which because of their nature may cause the actual results or performance of
MPL to be materially different from the results or performance expressed or
implied by such forward-looking statements.

Such forward-looking statements are based on numerous assumptions
regarding MPL’s present and future business strategies and the political,
regulatory and economic environment in which MPL will operate in the future,
which may not be reasonable, and are not guarantees or predictions of future
performance.

No representation or warranty is made that any of these statements or
forecasts (express or implied) will come to pass or that any forecast result will
be achieved.

Forward-looking statements speak only as at the date of this presentation and
to the full extent permitted by law, MPL, its affiliates, related bodies corporate
and Related Parties disclaim any obligation or undertaking to release any
updates or revisions to information to reflect any change in any of the
information contained in this presentation (including, but not limited to, any
assumptions or expectations set out in the presentation).

All figures in the presentation are A$ unless stated otherwise and all market
shares are estimates only. A number of figures, amounts, percentages,
estimates, calculations of value and fractions are subject to the effect of
rounding. Accordingly, the actual calculations of these figures may differ from
figures set out in this presentation.

The distribution of this presentation including in jurisdictions outside
Australia, may be restricted by law. Any person who receives this presentation
must seek advice on and observe any such restrictions. Nothing in this
presentation constitutes an offer or invitation to issue or sell, or a
recommendation to subscribe for or acquire securities in any jurisdiction
where it is unlawful to do so. This presentation is not, and does not constitute,
an offer to sell or the solicitation, invitation or recommendation to purchase
any securities in the United States and neither this presentation nor anything
contained herein shall form the basis of any contract or commitment. This
presentation may not be distributed or released, directly or indirectly, in the
United States.

This presentation should be read in conjunction with MPL’s other periodic and
continuous disclosure announcements lodged with the ASX, which are
available at www.asx.com.au.
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Agenda

1 Strategy Overview Craig Drummond
Q&A

2 Customer Reorientation David Koczkar
Q&A & Panel

Break

3 Healthcare Value Dr Andrew Wilson

Q&A & Panel

Wrap-up

Lunch

; medibank

For Better Health






Refreshed Executive Leadership Team

Craig Drummond Kylie Bishop John Goodall David Koczkar
Chief Executive Officer Group Executive - Group Executive - Group Executive -
People and Culture Technology and Operations Chief Customer Officer

Mei Ramsay Mark Rogers Andrew Wilson
Group Executive - Group Executive - Group Executive -
Legal, Governance and Chief Financial Officer Healthcare and Strategy

Regulatory Affairs

medibank
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Industry Challenge

Fundamental issue is healthcare costs continue to grow at a faster rate than wage growth

Aggregate gap between
claims and wages growth

1 - « Affordability is a shared

10 - +2.0%p-a. industry challenge

* Reform has a role to play

* Increasing pressures on the
Australian healthcare system

Growth (%)

* Must address growth in low
value care through reform and
collaboration

+0.7% p.a.

2007-2011 2012-2016

Source: APRA Operations of Private Health Insurers Annual Reports 2006-2016
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Medibank Today

Established health insurer that has underinvested for future growth

Dual-brand strategy
- Medibank
and ahm

Health cost

Strong
leader

financial position

Shifting investment
from infrastructure to
customer outcomes

Market share
in decline

Embedding major
IT transformation

medibank
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Strategic Priorities for FY17

Strengthening the core by reorienting to our customers, actions underway are
expected to deliver approximately $40m in annual benefits by 2020

Strengthen - Settle new « IT embedding and upgrades ($15m) T
At B URsystem Adding 60 contact centre staff...incl. 24/7 web chat ($6m p.a.)
Re-design , Product investments (e.g. dental $40m over 3 years) Opex
customer experience
Digital reoriented to customer
Improve product value
Digital acceleration T
- Refurbishing 16 retail stores ($6m)
ERP program ($40m) Capex
Continue + Pursue value-based - Contracting and network optimisation
to improve purchasing agreements PIP enhancement
healthcare Continue PIP program
value
Expand « Out of hospital support - Incremental investment in health services ($8m)
le"fSto_mer Health and wellness - Holistic health and wellness program that recognises loyalty and
orrering partnerships rewards engagement
medtbank
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Strategic Priorities Beyond FY17

Unlock Medibank’s potential to drive growth and competitive positioning

Strong purpose - For Better Health

S'GEL

Deliver superior Optimise our Leverage
integrated care

customer service product suite our scale

+ Easy to deal with and * Return value to our + Utilise our unique data * Leverage infrastructure
enable channel of customers via product and insights and capabilities into
choice investments new populations

* Empower customers

+ Employees empowered * Insight led propositions through data sharing * Prevention through
to help customers that improve choice, o health and wellness

flexibility and fit to » Personalisation and o _

e Trusted and reliable - customer needs predictive analytics * Substitution through in
we do what we say .S ior health home care
we'll do « Two brands focused uperior healthcare

on key segments value - collaborative, * Support through

* Proactive and providing differentiation partnership va!ue- healthcare concierging

personalised based purchasing

engagement

Maintain strong financial position

medibank
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Milestone Objectives
Within 3 years

Customer

* PHIO complaints less than market
share (within 12 months]
* NPS best in class against major peers

 Market share stabilised

10

Financial

* Maintain net margin above major peers

* Maintain ROE above cost of capital
major peers

* More than double Complementary
Services operating profit

and

medibank
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FY17 Health Insurance Outlook

Revenue slightly below expectations but operating profit broadly in line

Four months to 31 October 2016

* Revenue slightly below company expectations

* Premium revenue growth of 1.3%

Health Insurance operating profit for FY17 expected to be broadly in line with
FY16, excluding the claims provision release of $20 million (i.e. c.$490 million)

medibank
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Summary

Strong purpose -
For Better Health
which has engaged
our stakeholders

Right team building
a culture of
accountability

Primary executive
focus for 2016/17
is to strengthen the
core PHI business -
this will take time

Substantial
reorientation to

Action underway to
unlock Medibank’s
potential to drive
growth

place our customers’
interests first

12
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~ Reorientation

David Koczkar

Group Executive -
Chief Customer Officer
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Customer Team

David Koczkar

Group Executive -
Chief Customer Officer

Milosh Milisavljevic Jonathan Spiers Luke Fishley Mark Brownfield
GM Strategy & Insights DGM PHI Portfolio GM Diversified DGM Customer Channels

_ . Franca Venetico
Fiona Le Brocq Chris Carroll Director Customer

GM Medibank Marketing GM ahm Experience
Transformation

‘))) Speaking today

medibank
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Current State

Medibank brand decline has not been offset by ahm growth

Market share (resident policyholders):
Top 5 vs. rest of industry

30%

25%

20%

15%

10%

5%
N b N NG N b
o o W o W o

medibank ﬂL“‘
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Rest of Industry’

£

O HCF

nib
hbi -

"Rest of industry represents the aggregate of all private health insurers in Australia excluding the Top 5

Source: Operations of Private Health Insurers Annual Reports

16

Declining share in a slowing
market

Increased aggregator
penetration

Non-traditional competitors
Limited differentiation

Medibank brand health and
experience

Underperformance in key
segments

medibank
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Underlying Portfolio Priorities

Medibank consumer portfolio is key to our turnaround

. Further segment-orientated product
medibank 9 P

For Better Health Product remediation, brand reposition, changes and introductions, experience
B initial customer benefit investments iImprovement, bed down core systems
upgrade

m&g&ﬂgﬂk Proposition relaunch (e.g. INC range), Continued sales growth and capability
Corporate health and wellness offer expansion build

ahm | Aggregator product mix changes and Continued sales growth, strengthening
Li“fi"f"ij@ remediation, lapse reduction direct channels

medibank .
For Better Health New overseas student portal Overseas student sales growth, workers
Overseas cover distribution development

medibank
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Delivering on Customer Needs

Two brands targeting different customer needs

Purpose For Better Health

Vision Our customers’ partner in health and wellness

Promise We have a relentless focus on ensuring our customers have the
confidence we will be there in times of need. We will do this by being
transparent, anticipating their needs and delivering consistently.

Brand

Proposition

18
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Simple, Affordable,
Useful

Healthier, Effortless
& Proactive

medtibank
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Short Term Focus

Moving quickly to bed down DelPHI and fix customer pain points

Methodically f;féeti:r?] igstomer
address issues and
complaints

Was impacted with tax
statement, a process is reducing system
in place to fix pain points issues

Customer

experience

VL] s Gl Focus on bedding down system and retiring mainframe

ownership

Speed to Product development time halved, and segmented campaign
market execution enabled

Efficiency Contact centre and retail average handling time reduction by >10%

" medtibank
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Putting our Customers First

Focused on improving product, experience and engagement

* Cover that suits needs

* Out-of-pockets for
hospital / extras

* Price of premium

20

Relevant, clear, e Relevant and
consistent information personalised content
and advice

Ease of claiming

: * Recognition and rewards
Improved experience

and digital self-service

Retention and cover
reviews

medibank
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New Products, Better Value

Leading new products launched for Medibank and ahm

‘»’10 % back on a

dental check-up

2 medtibank

For Better Health


https://www.youtube.com/watch?v=uAZFuUDrkoU
https://www.youtube.com/watch?v=uAZFuUDrkoU
https://www.youtube.com/watch?v=BTkIXgdtdM0
https://www.youtube.com/watch?v=BTkIXgdtdM0
https://www.youtube.com/watch?v=rUvk83Uwtj4
https://www.youtube.com/watch?v=rUvk83Uwtj4

Changing the Customer Experience

Six customer journeys that underpin customer experience

Getting started

New to fund

Using extras

Going to hospital

Review cover

Making contact

0O066000

Purchasing health insurance

On-boarding with Medibank
[first 45 days)

Visiting an ancillary provider
and making a claim

Planned or unplanned visits to
hospital and making a claim

Reviewing how well cover
meets needs, and changing if
required

Contacting Medibank for any
other reason

Priorities to
improve experience

» Digital reoriented to
customer

* Medibank app relaunch
* 24/7 online servicing

e Call centre investment
and up-skill

* Complaints handling

* Proactive interactions

medibank
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Engagement, Recognition and Reward

Engaging with our customers in health and wellness

/ e \ Live Better with Medibank

Inspiring you to create a healthier, happier lifestyle

Health tips, offers and more from Medibank
Having trouble viewing this email? Click here 10 view online

medibank ®

For Better Health

Why you're better off with
Medibank

liveebetter
. \

Welcome to Live Better

Live Better is our way of sharing articles and exclusive
offers that have been selected with your health and
wellbeing in mind. We'l also keep you posted on new and
exciting initiatives designed just for our members, and
even helptul ways to help you make the most of your
Medibank membership. Enjoy.

T

Do more with your membership

® Setup direct debit >
% Check your limits >
7@ Find a provider N
L3 Update my details >

15% off selected sunnies at Sunglass Hut

Up to 20% off selected infant-feeding pr

/ 25% off Fitbit trackers & Aria scales

medibank
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Getting it Right for our Customers

Our customers will tell us when we’ve got it right

Product Experience Engagement

* Integrated propositions that » Effortless interactions and * Broad health and wellness
lead the market in value and easy digital self-service offers that support better
combine health and wellness . : health outcomes and
In a segmented way ° Proactive retention and cover customer needs

changes

« Bestin class recognition

* Integrated PHI and provider and rewards

experience

* PHIO complaints less than market share
« NPS best in class against major peers

* Market share stabilised

medibank
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Q&A

David Koczkar
Group Executive -
Chief Customer Officer

Jonathan Spiers
DGM PHI Portfolio

Mark Brownfield
DGM Customer Channels

Chris Carroll
GM ahm

Franca Venetico
Director Customer
Experience Transformation

medibank
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Healthcare and Strategy Team

Dr Andrew Wilson

Group Executive — Healthcare & Strategy

Natallle sl David Simpson Dr Linda Swan el Lllbsy
GM Provider Network GM Health Benefits Chief Medical Officer GM Group Strategy &
Management Innovation

poerDerbyshire | | mopeccageu | | wstnecan
ea rategy ivisiona opulation
Government Ev) LUTIDEF (Gl Health Delivery Networks

‘))) Speaking today

medibank
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Healthcare Costs

Affordable, quality healthcare an ongoing challenge

Ageing and chronic disease Medical gaps and transparency

3 .
é | “: !
g e
H , i
g ML i
,-J Aﬁ CH :
P
dlfabetes i |
Satunate "“ "'a‘ll W o 1
d\rmt Srrosmigroon | Lo M i i
heart problem ”ﬂlgaf ] !,'313..3 PR E
e, InSu E ;‘I HAETH T L * .
:"‘::; § [ f ; 3 % @ " ] [1 "
heathcas e s Surgaors by sepuration volma

Unwarranted variation
and low value care

Capacity expansion

Complication Rate
% of PWO separations with a complication

Hospital Group

% Sepswwlh Enmpli

28

Medical technology
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PHI Review and Other Regulatory Reform

Regulatory reform needed, but pace and extent of change less certain

PHI Review

Product
simplification
and
standardisation

Private
patients in 2nd tier
public regulation
hospitals

Transparency
of healthcare
costs and
quality

Lifetime
health cover

Risk
equalisation

Premium
setting

29

Australian Government

Broader Regulatory Landscape

) Medicare Benefits Schedule Review
Australian Government

Department of Health

Australian Government Primary Healthcare Advisory Group

Department of Health

Prosthesis List Advisory Committee

Department of Health

‘ll Il’ Options paper for pricing and
funding for safety and quality

IHPA

medibank
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Strategic Focus

Delivering value in healthcare

Improve health

®

Enhance patient

®

Reduce costs

experience outcomes
Reducing the Improving the patient :
per capita experience of care Implr;z\;llr;g the

cost of healthcare (including quality and

satisfaction) of populations

medibank
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Hospital Contracting

94% of hospital outlays in dollar terms contracted for FY17

Proportion of hospital outlay contracted

FY17 FY18 FY19

93.9% 71.4%

Contracted

35.1%
Contracted

Contracted

m Contracted = Remainder m Contracted ™ Remainder m Contracted = Remainder

* Indexation rates negotiated

* Audit rights secured and enhanced

* New quality and value based clauses agreed and implemented
* Increasing indication of a more collaborative relationship

medibank
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Patient Outcomes and Experience

Evidence that hospital acquired complication and readmission clauses are contributing to
better quality and health outcomes

Hospital group 1: Hospital Acquired Complication rate per 1000 separations

Average HACs / 1000 admissions: 22.0 : Average HACs / 1000 admissions: 14.2

A
[ |

A
{ I |

Jan-Mar  Apr-Jun July-Sep  Oct-Dec  Jan-Mar  Apr-Jun iJuly—Sep Oct-Dec  Jan-Mar  Apr-Jun  July-Sep  Oct-Dec
2013 2013 2013 2013 2014 2014 | 2014 2014 2015 2015 2015 2015

30.0
25.0
20.0
15.0
10.0

5.0

0.0

Hospital group 2: Hospital Acquired Complication rate per 1000 separations

Average HACs / 1000 admissions: 28.8 , Average HACs / 1000 admissions: 17.8

\
[ |

\ :

[ |

30.0 g
25.0 !
20.0 |
15.0 i
10.0
5.0 §
0.0 i

Jan-Mar  Apr-Jun July-Sep  Oct-Dec  Jan-Mar  Apr-Jun iJuly—Sep Oct-Dec  Jan-Mar  Apr-Jun  July-Sep  Oct-Dec
2013 2013 2013 2013 2014 2014 | 2014 2014 2015 2015 2015 2015
Introduction of HAC clause in July 2014

35.0

Source: Medibank claims data

32

medibank

For Better Health



Patient Outcomes and Experience

Transparency initiatives — a key foundation, encompassing partnerships with peak bodies
and providers

Hospital quarterly reporting Surgical variance reports
Total ALOS % Rehab % ICU
Procedure Age | Total o8 Trend % Rehab Trend % cu Trend medibank
A yor | e A'I;'(;i %Rehab RSP T : srirhtai
153 00% . k %
Hip Replacement 65 69 87 106 8 200%  37.0% 0.0%  49% [.0% —-}
00%  00%  00% g
57 0 ‘
147 , . .
Knee Replacement 65 69 | 102 104 80 7 30.0%  40.8% 0.0%  26% D.0%
00%  00%  00%
60
Hysterectomy 52 52 23 33 0.3% 0.0%  1.2% D'E% 0.0% ‘i
20
. p 1 —]
A _ Surgical Variance Report
Spinal Fusion 8 82 57 105 | 73, 53 27.0% 0.0%  256% DO%
w 00%  O0% ﬁfn General Surgery
o @ 03 o o @ 0 o4 of @ a3 o
% Transfer % Same Day
Procedure Age % Transfer Trend Procedure Age % Same % Same Trend
Age  yp % Transfer MPL Ale ol Day Day MPL
_——-.-——*-—-ﬂ
o % 0% Giw  1000%
Colonoscopy 80 B OTA%  9TT%
5% 5 0.00%  3.24%
Cholecystzctomy ’ " uo0%  oob%  00;e  000%
Hemia 62 50 T3%  189% 333%

0% 0% 56%
et
Colonoscopy 80 0% 0% —

B7.5%
DOD%  000% D00%  0.00% 0.0%
Eye Procedures T BME% 9% 4%

a1 @2 Q3 Q4 Q1 Q2 Q3 o4
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Payment Integrity

Initiatives expanded across portfolio continue to contribute to reducing error and waste,
and so helping affordability and value

60.0%

50.0%

40.0%

30.0%

20.0%

10.0%

0.0%

34

Average Error Rate

Error rates in coding of a selection of the most complex
hospital admissions by hospital (90 onsite hospital audits)

Source: Medibank claims data

medibank
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Supporting Customers’ Health

Medibank as a health partner in our members’ health journeys

Improving health outcomes in three key ways

1. Preventative activities 2. Substitutive activities 3. Support activities

Preventative activities are Substitution initiatives deliver Heath support initiatives
Patient predominantly secondary care that would have otherwise are light touch support and Evaluati
identification and tertiary in nature, aimed been undertaken in an reassurance offerings aimed a:: U?OI‘::;S
and at members with higher health inpatient setting in the comfort at members with real ref'npements
stratification needs at risk of potentially of a member’s own home. time health needs. :
preventable admissions This improves patient
and/or readmissions. experience, often improves

outcomes and is delivered
in most cases for less than
half the cost of an
inpatient admission.

S[(_)phlls(tjl_cated adn_al)_/tlc]s Research and development Qualitative insights
Enablers including predictive
Epidemiological approach Health economics Portfolio management

medibank
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Supporting Customers’ Health

CareComplete continues to expand with evidence showing positive impact on the health of
chronic, complex and high risk patients

CCLYG)) POINT « Initial pilots provided to
The right direction for your health S 5 ' 5 0 0 pa t | e n tS

Integrated care program targeting people who
experience chronic & complex conditions.

» 1,400 GP clinics and 2,600
GPs participating

Integrated * Programs co-funded by
care MPL, State Governments

Care(@)rirsT Care N TRANSITION and other PHIs

Behaviour change focused Program integrated into the
model supported by hospital discharge process that . T+ ;
telephonic & online addresses the care needs of Initial evaluation results

education & navigation. : _ those most at risk of unplanned are encoura g in g
Chronic Discharge readmissions to hospital.

Disease assistance . .
Management * National rollout is

progressing

Health Promotion for Healthy Populations
(no target healthcare needs)

medibank
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Delivering Value in Healthcare

Best in class healthcare value, experience and outcomes

Value Experience Health outcomes

* Better health outcomes * Integrated PHI and provider * Expansion of
through value based experience CareComplete
purchasing * Proactive health system * Expansion of out-of-

* Transparency with providers navigation hospital health services
and members « Differential customer and advice for Medibank

* Regulatory reform experience with providers customers and other

populations

medibank
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Summary

Strong purpose -
For Better Health
which has engaged
our stakeholders

Right team building
a culture of
accountability

Primary executive
focus for 2016/17
is to strengthen the
core PHI business -
this will take time

Substantial
reorientation to

Action underway to
unlock Medibank’s
potential to drive
growth

place our customers’
interests first

41
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Thank you
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