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Business Banking — a snapshot

Historically strong
franchise

Restructured to
drive longer term
profit growth

Already seeing
quick wins

Positioning the
Business for the
future

‘Old’ business banking traditionally a good performing
business, 1HO7 impacted by restructure and margin decline
Customer satisfaction above the other Australian majors
Good staff engagement

Lower propensity to switch

Historic under-servicing of ‘old’ Corporate Banking
Bringing the cash flow proposition to our business
banking clients

Calling rates have improved
Deal pipeline is strong with increased credit approvals
Drawdowns are increasing

Increasing sales force effectiveness
Streamlining the way we do business
Capturing the growth

Deepening share of customer wallet




Restructure to drive long term profit growth

Business Banking segment realigned to drive growth

P Lending growth
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The new structure has a more complete Business Banking proposition

‘Old’ Business Banking: ‘Old’ Corporate Banking:

Geographic reach Cashflow capability

Secured lending + Less focus on $10-40m turnover segment
330 Relationship Managers 50 Relationship Managers
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Franchise metrics remained strong through transition

period

Our staff engagement has been

Customer satisfaction above major peers*
Customer Satisfaction with Main Bank (%6)
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We are already seeing ‘“quick wins” from the new
structure with momentum rebuilding

Calling rates have improved
2007 Call Rates (Jan-07 index = 100)

400 7 Credit approvals are on the rise

Credit approvals (Week commencing 5 Jan index = 100)
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Our core customer proposition is the focus of our
growth strategy

We Learn More About Our Customers

e Understand our customers, their businesses,
industry & local market

Understanding « Understand linkages between our customer’s
businesses & personal wealth

e Passionate about their businesses

And We Respond Faster To Customer Needs
e Convenient and easy to use
Slsisiolelaslcinlcisis) e Simple /clear processes

e Return calls same day

e Fewer mistakes, problems resolved quickly




We are positioning the franchise well to capture growth

iIn FYO8 and beyond

Increasing sales force
effectiveness

Streamlining the way we do
business

Capturing the growth

Deepening share of
customer wallet

‘Relationship Manager of the
Future’ (sales processes, sales

management, training, coaching,
incentives, culture)

‘District of the Future’
(policy and process
simplification and automation)

Footprint (WA, Qld, Western
Sydney)

Embedding cross-selling (Risk
management products to mid-
market, Invoice Finance, etc)
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Additional information
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A quick recap on the first half

Business Banking performance
1HO7 vs 1HO6

‘Old’ Business

Lower than expected outcome,
Banki old’ ¢ i reinforces need to restructure
anking 5 oll(’pora € business to continue growing.
anking Significant improvement
(19) 5 expected in 2" half
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Significant increase from 0
just $6m in 1HO6, due to

3 larger IPs in ‘old’
Corporate (no systemic
issues), and CP writeback
in 1HO6 lowering the base

1HO6 Volume Margin Volume

Margin Expenses Prov Tax NPAT
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A quick recap on the first half

Good performance in volume Offset by increased margin
growth for ‘old’ Business Banking pressure
(Index 1HO6 = 100) (‘Old’ Business Banking Margin position)
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‘Old’ Business Banking New Business
Banking = Asset competition primarily from Variable

m Lending ™ Deposits and Fixed Rate Term Lending

e Other includes movement in wholesale rates
and accounting changes for fee income
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Credit quality remains sound, some losses in 1HO7 but no
systemic issues

Portfolio is well secured Delinquency trends steady~*
across different risk bands
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Credit growth still strong, but slowing customer numbers
are contributing to competitive pressure
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Solid Business Credit Growth
Forecast™
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Corporate Debt Service Ratios
at historically low levels™

(interest expense to gross income)
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Brokers a necessary part of doing business

Role of the Broker in the Lending
Value Chain

e Credit
Acquisition D_egl

Writing

Broker Bank /

Focus Broker
Focus

Ongoing
Servicing

Bank
Focus

Renewal

Broker/
Bank
Focus

Brokers capture approximately
33% of the market~

Micro SME
(<$5m™*) ($5m-$20m™*)
0 40%
35% 33%
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Corporate

($20m — $340m™*)

20%
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Customers choose brokers for
expertise & convenience before price~

i i i =30%
Exist. Relationship oot 24%
Referred by Act. |= 20%/0
21%
Too busy 4_ 19%

Get A Better Deal 27%
Wanted help
Referred by friend = 2007
= 2004

Recommendation

Volume and cross sell opportunities
(Business Banking Customer Portfolio)
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Deposit taking
Business Finance
Wealth Mgt

Cross sell opportunity:

 J 4
% = ”“Source: East & Partners

* Source: The Financial Research Company. ANZ Broker Channel
SME Study Research Report, 2004 & 2007 13



The material in this presentation is general background information about the Bank’s
activities current at the date of the presentation. It is information given in summary
form and does not purport to be complete. It is not intended to be relied upon as
advice to investors or potential investors and does not take into account the 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.

For further information visit

www.anz.com

or contact

Stephen Higgins
Head of Investor Relations

ph: (613) 9273 4185 fax: (613) 9273 4899 e-mail: stephen.higgins@anz.com
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