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Important notice
The information contained in this presentation is general information 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 related bodies corporate, directors, officers,
employees, professional advisors and agents (“Related Parties”) as to the fairness,
accuracy, completeness, reliability 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, such as general economic conditions
in Australia, exchange rates, the market environment in which MPL operates and
inherent regulatory risks in MPL’s business. MPL does not guarantee any particular rate
of return or the performance of MPL securities.
Past performance information in this presentation is given for illustrative purposes only.
It is not, and should not be relied upon as, 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
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”, “aspiration”,
“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 are not guarantees or predictions of future performance
and are based on information, expectations and assumptions as at the date of this
presentation regarding MPL’s present and future business strategies and the future
political, regulatory and economic environment in which MPL will operate.

Such forward‐looking statements involve known and unknown risks, uncertainties and
other factors. The nature of such factors 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. 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.
To the full extent permitted by law, MPL and its 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 in Australian dollars unless stated otherwise and all market
shares are estimates only. Some figures, amounts, percentages, estimates, calculations of
value and fractions are subject to rounding. Accordingly, the actual calculations of these
figures may differ from figures set out in this presentation. Further, some balances subject to
rounding may not add consistently throughout 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 securities, or a recommendation to subscribe for or acquire securities, by or
on behalf of MPL, its related bodies corporate or any other person in any jurisdiction
including 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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PHI industry participation growth remains strong
Positive industry trends seen prior to COVID have accelerated

•

Industry participation growth expected to be higher than pre-pandemic levels
over medium term
•
-

•
-

Future participation growth will be supported through:
Strong bipartisan support for the role of private health
Continuing shifts in customer attitudes towards health
Population growth
Affordability is still key to maintain growth:
Retention supported by the convergence of wage growth relative to premium increases
Continued low premium increases depend on:
- Prostheses (c. $900m cumulative savings over 4 years5) and other reforms
- Increasing adoption of new care models and focus on prevention
Ongoing commitment by industry to return COVID savings to customers

Industry policyholder growth – 12 months to December2
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Shift in customer attitudes towards PHI continues:
- Improving proposition given concerns about public hospital wait times
- Seen as more affordable and better value1 supporting improved retention
- Consumers continuing to invest in their health and wellbeing
Six consecutive quarters of industry policyholder growth:
- Rolling 12-month policyholder growth increased from 2.68% in Sep 21 to 2.79% in Dec 212
- New-to-industry and younger cohorts major contributors – positive signs for industry
sustainability
- Significant improvement in lapse

•

•
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Industry premium increase, wage growth3
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1 IPSOS – Healthcare & insurance Australia 2021. December 2021
Wage growth
2 APRA quarterly private health insurance statistics
3 Department of Health. Average annual price changes in private health insurance premiums. Updated December 2021
Australian Bureau of Statistics. Wage price index (12m growth to December). Updated February 2022
4 Forecasted annual change of wage price index for December 2022 and 2023 from RBA’s Statement on Monetary Policy – February 2022
5 The Hon Greg Hunt, Minister for Health and Aged Care, 17 March 2022. Reforms to deliver lower prices for medical devices and lower private health insurance premiums (Media release)

2023

Premium increase
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Strong momentum in our core business
Customer
support

Resident PHI

•
•

April 22 premium increase (3.1%) deferred for 6 months
Next wave of customer support to be confirmed before 30 June 22
Total COVID support package to date c. $463m

•
•

Continued high level of customer advocacy (sNPS >40) across both brands
On track to achieve policyholder growth1 of 3.1% - 3.3% in FY22:
- FYTD resident policyholder growth of +42.9k or 2.3% as at 30 April 22
- Fourth quarter typically strong leading into EOFY
- Subdued downgrading continues, further supporting retention
We continue to gain market share in a highly competitive market:
- 27.36% as at 31 December 21 (+5 bps in 1H22, +14 bps in CY21)
Further growth opportunities:
- Target markets include corporate and regional customers
- Improved retention, particularly in ahm
- Productivity and cost discipline provide opportunities to invest for growth

•

•

•

Overseas PHI

•
•
•

Claims
•

Overseas portfolio joins have recovered quicker than expected, with strong
growth among working visa, visitors and students
Working visa joins for March highest on record
Investments during the pandemic – looking to grow share

YTD net resident policyholder growth
(‘000, as at 30 April 22)
+2.3%
1932.0
ahm

+9.5

Medibank

1917.2

+5.3

+16.0

1,889.1

Policyholders
as at June 21

+12.1

Policyholders
as at Dec 21

Policyholders
as at Apr 22

No change to our underlying claims outlook:
- Continue to monitor rehab referral rates for signs of permanent change
- Health inflation not expected to materially impact claims growth
Deferred claims liability to cover claims catch-up

1 Assumes slowing industry participation growth in FY22 relative to FY21
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We are uniquely positioned to meet emerging health trends

Consumer centricity in health

2017

The shift to prevention

2018

Customer need
• Personalised and integrated
care
Our points of difference
High advocacy and trust
among our 3.7m customers
• Digital and personalised
experiences
•

The rise of new care models

2020

Customer need
• Help to manage chronic
conditions and underlying
health risks
Our points of difference
Our Live Better offering
• Suite of prevention
programs
•

Create a stronger and more
sustainable health system

Customer need
More choice, value and quality
care in lower cost settings

•

Our points of difference
Recent investment in
Medinet and new partnership
with Healthe care
• Building on our existing
businesses in telehealth,
primary care, short stay and
home care
•

Customer need
Reform is critical to reduce
waste, improve efficiency and
healthcare value

•

Our points of difference
Our capabilities and strong
relationships across health
which will support the changes
needed to strengthen the
system

•
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Driving synergies between our core business and health
Further differentiating our customer experience – creating more value for shareholders
Better value cover
•
Customer
offering and
benefit

•

Direct business
benefits

•
•

•

•

Continued differentiation of products
and provider networks
Further integration of health services,
with prioritisation of Amplar’s services
to Medibank customers

•
•
•

Sustainable market share growth
Improved retention and downgrading
Expanded relationships and insights to
support additional customer value

•

•
Future growth
drivers

Value and accessibility of health (e.g.
Members’ Choice Advantage network)
Flexibility and improved choice (e.g. My
Choice Extras)

Health and wellbeing

•

•
•

NPS for extras users

Examples
of broader
business
benefits

Incentives and rewards for healthy
actions via Live Better Rewards
Expert support to avoid
hospitalisation or re-admission
(e.g. Better Knee Better Me)

•

Scale-up of current health and
wellbeing programs
Development of new health and
wellbeing offerings
and prevention programs

•

Diversifies earnings through
Medibank Health
Increased engagement in broader
health propositions
Long-term reduction in preventable
claims

•

Lapse rate for Live Better 25-45 years old cohort
34

New care models

•
•

•
•

•
•

Improved experience
(e.g. virtual health)
Greater choice and accessibility
(e.g. homecare)
More affordable healthcare
(e.g. no gap short stay)
Connection of services to put the
patients in the centre
Scaling the offerings
Provider partnerships expansion
Diversifies earnings through
Medibank Health
Long-term benefit outlay savings
Further differentiation of PHI
offerings
Rehabilitation claims ($ average)

8.1%
6.7%

23

c. $9,000
c. $2,800

Non Members' Choice
users

Members' Choice users

Non Live Better
Live Better Rewards
Rewards members
members

In hospital

At home
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Putting customers at the centre of their health
Example: Preventing, managing and treating osteoarthritis
•
•

Customer
needs

•
•

Benefits
from our solutions

Future
opportunities

Access to the right health support that is personalised and connected
c. 2.2m Australians with osteoarthritis:1
- Surgical knee and hip replacement claims (c. $200m) among Medibank’s top annual claims categories
Awareness of alternative options to surgery - low uptake of preventative treatments (< 30% of people on total
knee replacement surgery waiting list)2
Timely knee replacement surgery (public waiting lists > 6 months)

Customers
• Access to connected, multi-disciplinary prevention program
• More choice, value and control
• Improved value from PHI covers, especially extras
Medibank
• Reduces benefit outlay over time:
- Preventative program reduces the need for surgeries
- No gap short stay - halved the number of bed days per episode
• Supports PHI acquisition and retention as a market differentiator
• Diversifies earnings through Medibank Health
Health system
• Frees up resources for more acute needs
• Reduces waste and improves experiences
•
•
•
•

Scaling of Better Knee, Better Me
Better Hip research trial and pilot launching June 2022
Further promote and develop solutions to address customer health needs from their feedback,
e.g. Live Better users with back pain issues
Expand our no gap short stay network to reach more members

1 Australian Institute of Health and Welfare - Osteoarthritis. Updated August 2020
2 Ackerman, I. N. (2006). The pre-operative status of people undergoing primary total hip and knee replacement surgery
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Supporting customers along their osteoarthritis journey
With our broad and unique capabilities
Health and wellbeing
Live Better
•

Promote health and
wellbeing through
digital content, events
and rewards

•

Eligible customers
rewarded for utilising
Members’ Choice
Advantage network

•

Integrated into our
extras covers

Find a Provider Tool

Better Knee, Better Me™
•
•
•

No gap short stay
for joint replacement

Health system navigation & support

Preventative program

12-month personalised program
Virtual consultations with a
physiotherapist or dietitian
Participants provided with tools
and resources to self-manage
between consultations

•

Enable members to search for details
of our Members' Choice providers,
Members' Choice hospitals and
GapCover specialists

Medibank Health Concierge
•

•

Surgeon-developed best
practice standards

•

No gap patient experience
across an entire episode of
care

•

Integrated into a wide range
of hospital covers

Pre & post hospital support to help
customers prepare for or recover from
a hospital stay or treatment

Rehab at home
•

Post discharge care if
clinically indicated

Better value cover
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FY22 outlook update

Customer
relief

Continue to assess claims activity and any permanent net claims savings due to
COVID-19 will be given back to customers through additional support in the future
April 22 premium increase (3.1%) deferred for 6 months

No change

Next wave of customer support to be confirmed before 30 June 22

Policyholder
growth

Claims

Management
expense

Growth

FYTD resident policyholder growth of +42.9k or 2.3% as at 30 April 22
Aiming to achieve 3.1-3.3% policyholder growth1 in FY22, including continued
growth in the Medibank brand
Underlying average net claims expense per policy unit is forecast to be c. 2.3%
among resident policyholders in FY22

FY22 Health Insurance management expenses are expected to be c. $530m
FY22 productivity target of $15m in Health Insurance management expenses
Targeted inorganic growth for Medibank Health and Health Insurance
remain areas of focus

1 Assumes slowing industry participation growth in FY22 relative to FY21

On track

No change

On track

No change
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