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Overview of LifeHealthcare





LifeHealthcare (“LHC”) is a leading independent provider of high end medical devices in Australia and New 
Zealand across clinically specialised divisions



Full service offering providing tailored solutions for 
customers including one-to-one surgeon training, 
clinician training, tailored professional education services, 
product development and after sales care 

LHC focuses on specialty clinical channels and products 
such as Spine, Neurosurgery, Orthopaedics, Ultrasound 
and Coronary Intervention

Business model focused on global sourcing and provision 
of local solutions

Founded in 2006 from an integration of a number of long 
standing businesses, LHC has grown to be one of the 
leading independent medical device companies in ANZ 
with over 180 employees, including sales representatives 
covering all states of Australia and New Zealand



CAGR 10.3%
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

EBITDA ($m)1

Strong market presence, top 3 market share position in 
core channels in which LHC is present 

EBITDA %

FY11 FY12 FY13 FY15FY14

Note: 1 Proforma EBITDA excluding non recurring transaction costs

$113m 
-

$116m
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17.8% 17.6%

CAGR 14.3%
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Full Service Integrated Business Model

LHC provides a full service offering delivering tailored solutions for customers within the Australian and New 
Zealand healthcare market

Regulatory and 
Compliance

Specialised 
Staff

Clinician 
Training

After Sales 
Care

Manufacturer Clinician
Product 

Sourcing

 Dedicated team focussed on 
delivering emerging 
technologies to the Australian 
and New Zealand healthcare 
market

 Strategic sourcing delivers 
channel optimisation and 
protection against technological 
obsolescence

 Market leading sales representatives 
are employed by LHC and undergo 
rigorous training

 A typical LHC sales representative 
has significant medical or healthcare 
experience and a bachelor of 
sciences or similar tertiary 
qualification

 Full marketing and events 
management capability

 In certain therapeutic 
market segments, an LHC 
sales representative may 
be present in theatre 
assisting a surgeon with a 
procedure

 Delivery of capital service

 Dedicated professional 
education team facilitate world 
class training for surgeons and 
other clinicians

 Strongly supported by key 
partners

 Regulatory Affairs and 
Compliance team which seeks 
TGA and PDC approval on behalf 
of manufacturers

 Results in less management 
time required to launch new  
product
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Competitive Advantage

Market
Orientation

Agency
Management

Value 
Proposition
Alignment

Execution

Market
Knowledge

Customer
Connectivity

Value Proposition

 Scale of a multinational 
without being constrained by a 
single foreign parent company

 Rapid access to innovation

 Global reach, local tailored
solutions, best in class 
products

 Local ownership means you 
can always reach the decision 
makers

 Focused on the needs of only 
Australian and New Zealand
customers

 We act with speed and 
conviction

LHC’s competitive advantage is generated trough its’ high degree of market orientation and compelling value 
proposition 
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Therapeutic Channels

Spine/Neuro OrthopaedicsCardiology

Strategic 
Objective

Growth 
Strategy

∙ Continued focus 
on new surgeon 
expansion

∙ Penetrate MIS 
segment

∙ Strengthen spine 
capital enablers 
(Robotics)

∙ Optimise 
procedural 
revenue with 
Biologics portfolio  
development

Regenerative 
Biologics

Market Penetration Portfolio 
Development

Market Penetration /

Portfolio 
Development

Diversification

∙ Penetrate 
Complex Revision 
segment

∙ Broaden Complex 
portfolio

∙ Enter new 
segments 
(Extremities, 
Sports, Primary 
Joint)

∙ Explore 
acquisition 
opportunities to 
extend footprint

∙ Maintain #1 in 
Cardiac 
Ultrasound

∙ Expand POC 
Ultrasound 
applications in 
sub-specialities

∙ Convert 
competitor FFR 
share with 
Volcano IFR

∙ Broaden PCI 
portfolio

∙ Build Biologics 
expertise in Sales 
& Marketing

∙ Penetrate existing 
adjacent 
segments (Spine, 
Ortho, Lapro)

∙ Develop Plastics 
and Wound 
Healing Market

∙ Identify advanced 
regenerative 
technologies

Internal 
Drivers

People and Culture ∣  Market Orientation ∣  Operating Effectiveness

New Channel(s)

∙ Identify 
acquisition targets 
in attractive 
segments

∙ Make strategic 
investments in 
technology & 
channel 
infrastructure

∙ Implement LHC 
model to enhance 
growth

Diversification
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Strong Fundamentals and Capability

Industry fundamentals remain strong and the company continues to experience strong margins and stable 
EBITDA

 Demand for healthcare continues to be strong and driven by an 
ageing population, emerging technology and rising rate of chronic 
disease

 Innovation mandate, including the National Health & Medical 
Research Council Funding and Innovation & Science Australia Bio 
Medical Fund, will drive medical research and development in 
Australia

 Balanced revenue stream across capital, implantable and non 
implantable technology

 Sustainable strong margins and value created via sales 
infrastructure and strategic assets coupled with stable EBITDA

 Well positioned for growth in existing and new therapeutic 
channels

₋ Regenerative Biologics progressing well with NZ launch of 
RTI in April

Australian population aged over 65 (%)

Source: Australian Bureau of Statistics (latest projection data as at 2012)

65-84 85 and over

11%
14%

15%

19%

21%

Australian Healthcare Spend on Chronic Disease ($bn)

1990 2010 2016 2030 2050

40 55
82

123

2002 2012 2022 2032

38%

49%

50%

Source: Australian Institute of Health and Wellbeing (www.aihw.gov.au)
Note: Total healthcare expenditure in 2032 of $246bn of which chronic illnesses 
included in the chart above amount to $123bn. The chronic illnesses included 
are: cardiovascular, respiratory, dental, neurological, cancer, endocrine & 
nutritional, diabetes 
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Private Health Insurance Review
Current government has indicated it will provide $2.2m funding towards private sector prosthesis reform with no 
anticipated impact to the Prosthesis List in 2016 

 Industry Working Group on Prosthesis Reform (“IWG”) 
established to deliver competitive pricing of devices, 
whilst ensuring patient access to technology

 Request for information from the IWG suggests an initial 
focus on five prosthesis categories of Cardiac Rhythm 
Management, Intra-ocular Lenses, Primary Knee 
Replacement, Primary Hip Replacement and Cardiac 
Stents

 Budget released in May indicated the government will 
provide $2.2m over three years from July 2016 to 
establish the Private Health Sector Reform Committee  
and expand PLAC to further develop prosthesis reform

 Announced no cut in August 2016 Prosthesis List (“PL”) 
however expect cuts in initial focus areas to take place in 
either February or August 2017 PL

Implications for LHC

 Approximately 65% of revenue is via competitive 
procurement with remaining 35% of revenue derived 
from the PL across Spine, Orthopaedics, 
Neurosurgery, Biologics and Bariatric devices

 Analysis of LHC pricing for all PL products indicates a 
4% variation between private and public markets on a 
weighted average basis

 LHC does not currently compete in Cardiac Rhythm 
Management, Intraocular Lenses or Primary Knee 
Replacement and does not supply Primary Hip 
Replacement or Cardiac Stents on a material basis

LHC revenue breakdown (%)

Capital 
Equipment

(30%)

PL 
Reimbursed 

Implants 
(35%)

Non 
Implants

(15%)

Source: LHC forward projected revenue

Non PL 
Reimbursed  

Implants
(20%)
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Outlook
LHC anticipates full year revenue will be in the range of $113m to $116m with EBITDA margins remaining consistent 
with historical performance

 LHC has been successful in securing key capital 
equipment tenders through Q3 FY16

 Everest XT launch and improved contribution from the 
top 15 surgeons has driven modest organic growth in 
implants however surgical volumes remain soft

 Margins remain stable through ongoing management of 
product mix and procurement strategies

 Improved EBITDA quality as a result of stable expense 
profile and leveraging investments in people and 
working capital across the full year

 Cash positive for H2 FY16 with improved working capital 
ratios
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Disclaimer

The material in this presentation has been prepared by LifeHealthcare Group Limited ABN 72 166 525 186 (“LifeHealthcare”) 
and is general background information about LifeHealthcare’s activities current at the date of this presentation. The 
information is given in summary form and does not purport to be complete. Information in this presentation, including 
forecast financial information should not be considered as advice or a recommendation to investors or potential investors 
and does not take into account investment objectives, financial situation or needs of any particular investor. These should be 
considered, with or without professional advice when deciding if an investment is appropriate. Persons needing advice 
should consult their stockbroker, solicitor, accountant or other independent financial advisor.

The release, publication or distribution of this presentation in certain jurisdictions may be restricted by law and therefore 
persons in such jurisdictions into which this presentation is released, published or distributed should inform themselves 
about and observe such restrictions. This presentation does not constitute, or form part of, an offer to sell or the solicitation 
of an offer to subscribe for or buy any securities, nor the solicitation of any vote or approval in any jurisdiction, nor shall 
there be any sale, issue or transfer of the securities referred to in this presentation in any jurisdiction in contravention of 
applicable law. Certain statements made in this presentation are forward-looking statements. These forward-looking 
statements are not historical facts but rather are based on LifeHealthcare Group Limited’s current expectations, estimates 
and projections about the industry in which LifeHealthcare operates, and beliefs and assumptions. 
Words such as "anticipates”, "expects”, "intends,", "plans”, "believes”, "seeks”, "estimates”, and similar expressions are 
intended to identify forward-looking statements. These statements are not guarantees of future performance and are subject 
to known and unknown risks, uncertainties and other factors, some of which are beyond the control of LifeHealthcare, are 
difficult to predict and could cause actual results to differ materially from those expressed or forecasted in the forward 
looking statements. LifeHealthcare cautions investors and potential investors not to place undue reliance on these forward-
looking statements, which reflect the view of LifeHealthcare only as of the date of this presentation. The forward-looking 
statements made in this presentation relate only to events as of the date on which the statements are made. LifeHealthcare 
will not undertake any obligation to release publicly any revisions or updates to these forward-looking statements to reflect 
events, circumstances or unanticipated events occurring after the date of this presentation except as required by law or by 
any appropriate regulatory authority.




