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Westpac at a glance

* Established 1817

* Top 100 bank
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Consistent earnings and dividend growth

* Strong growth across all
businesses

* Performance driven by:
- Solid asset growth
- Sustaining margins
- Further improvement ~ 'Underying cash camings
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Revenue has been a key driver of growth
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Points of differentiation

* Focused strategy
- Core markets - Australia, New Zealand and near Pacific
- Right exposure to contemporary wealth management business

* Lowrisk
- De-risked income streams
- Leading asset quality and strong provisioning coverage

* Leader in sustainability

* Large, high quality customer franchise

* Superior execution capability




Core markets offer a favourable growth-return mix

Actual and forecast return/growth profile for major banking sectors 2002-04
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Acquisition strategy

No specific requirement to acquire customers
- Three regional bank acquisitions 1995 - 1998

Filled major strategic capability gaps
- Two wealth acquisitions in 2002

Opportunities will continue to arise in core markets,
with not all assets in the hands of their natural owners

Disciplined approach

- Aligned with strategic direction
- Strict valuation criteria

- Minimal franchise stress




An aligned, customer focused business model

Vision

“T{) be a great

 Australian Compaﬂg;

B A great place to work

B A superior customer
experience

® 1st quartite shareholder
returns

" A good corporate citizen

Strategy

How?

OQOutcomes

.:Cm.r.ef@rfo_up Objectives

2003
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_____________ Execution
N ® Our high performance
" Customer. - culiure:
. “Foecus /| "Quaitypeople
T e ® Effective people &
performance management
processes
®Values

®increase employee
commitment by at least 5%

®improve customer
satisfaction by at least 5%

® Achieve 7-8% EPS growth

B Top 5 corporate citizenship
ranking
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Business & Consumer Banking

® Australian retail banking and
wealth distribution

* Customer-driven
organisational structure

* Optimal geographic footprint
* 5.1 million customers

* Main bank customer share:

- 13% Consumer
- 20% Middle Markets
— 16% SME

* 13,841 staff
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Business & Consumer Banking — March 03
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¢ (Cash earnings up 13%

Operating income 2’5 24 .1, 97’5 /8.
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* Bad debtincrease Core @ammgs 979844
primarily due to dynamic :ﬁ:Bad debts
provisioning for rebuild of
equipment finance book

* Expense to income down
340bps
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Consistently capturing above system credit growth
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Market share has similarly increased
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Strengths and opportunities

Strengths

* Large customer franchise ¢

* Strong mass-affluent bias in
customer base

* Embedded sales and service °
culture

* Footprint aligned to Australia’'s
GDP growth profile

¢ Leading on-line customer
penetration

Opportunities

Below natural share in key
segments — particularly small
business and consumers in
their later life stages

Behind the leaders in
technology infrastructure

Excellent at growing the
business (acquisition) but
retention requires
improvement




Integrated program to build sustainable success

Ear!y 2003

ahgnment plammg |

e & quick W{ns .............

2003 2005

Detailed environmental
diagnostic

Mapped capabilities
and positioning against
optimum

ldentified 80 “quick
wins”

Redefine customer
experience

Reposition to exploit
key profit pools

Upscale retention
capability

Optimise distribution

Delivery of lifecycle
customer solutions

Advice and
coordination driven

distribution model

Deliver on ‘Ask Once’




Strategy is focused on profit pools

Australian Retail Banking Sector Profit Pool
Estimated Profile of 2002 NPAT ($m)

7,000 -
6,000

5,000 -

4,000 +

3,000 -

2,000 -
15%,

Cards Mortgage Parsonal Consumer Personal Short Tern Long Termn Leasing and  Business Total
Savings  Transactions Lending Lending Lending Eguipment  Transactions
Finance

Mkt 'S.hére 18.5% 18.0% 14.7% 14.0% 11.0% 16.0% 16.0% 6.0% 15.0%

Competitors |
;
]

8
Note: Market share figures based on outstandings, except cards which is based on NPAT estimates. Growth 18 for balances outstanding, for coming year : - Westpac
Source: Group Data Warehouse, Company reporis, Analyst reporis, Taylor Nelson, Roy Morgan, BAH Analysis B oo i o s s s s s i




The SME Segment is large and attractive

* The Australian economy is | Market mﬁ pm! fer fr‘iam:ia!
dominated by the middle serv;ces o
market and small business Mi"z} L -_::;;- w)

* Total profit pool available  Mark

- Middle market $426m
- SME $1,481m

$1,0004

Definitions’ No. of
employees

Small medium business(SME) 0-20
Middle market 21 - 200
Corporate 200




Opportunities identified by segment and geography

Agribusiness

SME

Middle
Market

Total

Source | Waesipac analysis

Estimated industry profit poo! ($m) s

Estimated Westpac profit ($m) = Estimated share of pool %




Major programs in place to tap opportunities

K e y p p(’)ﬁuﬁ itﬂ es _______________________________________________ |

Sales Reach

* Improve customer
acquisition capability

Distribution RedPower

* Strong relationships
but weak share of
wallet across existing
customer base

Manufacturing | Pinnacle

Wealth Sunrise

* Customer satisfaction
levels below par




Sales - Reach program

A cross product, cross geography, end-to-end sales and information

management re- engmeermg pmgram mciudmg CRM

capabilities across all channels
and segments

lead

P!ans and abjectweas I Performance
________________________________________________ - | above current -
L Y model
« Relationship platform delivered to Rranch referral 6.0X

111 managers conversion rate
« Core training delivered
« Pilot underwa
*y Outbound team
« FY2003 - deliver end-end leads actionin 1.5X
capabilities within SME market 9
segment
* FY2004 - roll-out SME Success rate per 2.4X




Distribution - S-Pilot project

Part of the RedPower program, S-Pilot seeks to develop an
enhanced branch based acquisition and servicing capability

Pr@gre S sa nd p !ans LI LT

Performance
above current.

« FY2003 design and test two new
face-to-face roles - Business Finance
Manager & Banking Service
Representative

» FY2004 roll-out SME capabilities
across entire branch network

+ Key Focus:
- Increase sales opportunities
- Improve customer satisfaction
- Link with Reach

Activities
Referrals
Interviews
Sales

Conversions
Referral to interview
Interview to sales
Referral to sales
Average deal size

small rise
2X
4X

2X
2X
4X
2X




Embedded customer experience culture

® . . ] . -
ISSION I a great service arganisation the customer only has to ask once.

‘To be the No.1 service organisation
in the financial services industry by
September 2005’

* Ask Once is part of the Westpac
DNA

* Capability in place to deliver




A disciplined approach to identify customer
experience improvements

Problem?




Initiative — ‘Ask Once’ coordinators

Impact of introducing ‘Ask Once’ coordinators into selected branches

ENQUIRIES | PROBLEMS | COMPLAINTS |
-
Positive
_____________________________ 59%
improvement
Negative

‘Ask Once’ Control

‘Ask Once’ Control

Source: ANOP. July 2003, Ask Once Branch Pilot survey (n=170) ‘Ask Once’ Control




Initiative — Customer service commitment forms

% of Comp!a f‘its referred by bramhes to other. areag af the baﬂk ar’e 30
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Source: Customer Service Commitment (CSC), Initiative Progress Review — 6 August 2003




Initiative — Westpac Academy

* Westpac Academy is

changing the way we train
and develop our people

Key focus areas -
customer experience,
leadership, e-learning

Customer experience
module is training 11,000
staff by Dec 03

97% agree the insights they
received have been applied

91% agree the insights their
team received have been
applied

85% agree the training has
improved customer
experience




Customer satisfaction is improving
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What distinguishes Westpac?

* Straight forward and focused strategy, well executed
* Conservative risk profile
* Leader in sustainability

* Business & Consumer Banking — a key driver of growth
- Strong momentum across the business

- SME opportunity beginning to deliver

- Leading the major banks in improving customer experience
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Disclaimer

The material contained in this presentation is intended to be
general background information on Westpac Banking
Corporation and its activities.

The information is supplied in summary form and is therefore
not necessarily complete. Also, it is not intended that it be
relied upon as advice to investors or potential investors, who
should consider seeking independent professional advice
depending upon their specific investment objectives, financial
situation or particular needs.
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Cash earnings
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All businesses contributing
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e of Group

Institutional |
- Bank

' Excluding significant items




Significant momentum across the group

Key Messages

+ Quick wins achieved, traction on customer experience

« Strategies in place to capture value across profit pools

 Transformation program delivering

+ Leveraging off the Australian business model

* Projects delivering improved customer experience

« Efficiencies supporting cost targets

« Integration on plan and ahead of budget

« Group-wide benefits beginning to be tapped

« Performance sustainably enhanced

« Structured investments adding value across the group

« Strong pay-out ratio set to continue

« Sound capital structure with opportunities to further enhance




Business and Consumer Banking (BCB) — March 03

Cash earnings up 13%

Expense to income
down 340bps

Bad debt increase
primarily due to
dynamic provisioning
for rebuild of
equipment finance
book

"EH@Q % M@vgt

Operating mmme 2124 1 975
Cperaﬁng expanses (1 145) (1 131)%-;;--. S
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BCB achievements - year to date

* Business-unit led initiatives contributed 13% to cash earnings
- Pricing review
- Disciplined cost management

* Branch and small business initiatives in place
- quality of referrals up

- customer satisfaction is up

* Lending process project (Pinnacle)
- credit card scorecards upgraded

- single customer view within collections

* CRM project (Reach) — early results
- leads converted to opportunity 78%
- cross-sell 23% of contacts, contact to sale 9%

* Customer experience
- queues and credit cards being addressed

* Westpac Academy
- 14% of staff have participated in the training




What the market is asking

* What is behind the strong growth in lending?

* What is happening in the mortgage book, and how are
you managing the broker channel?

* How is Westpac going to differentiate itself from its
peers on customer service?

* How are Westpac's wealth management acquisitions
progressing




Loan growth and market share in key products

Annual % Change 1H02 to 1HO03

Average interest earning assets 10%
Housing 17%
Corporate - net loans & accept. 16%
Non-housing ferm loans 27%
Total deposits 15%
Housing 18%

Business lending 1
Retail deposits

1 Exciudes impact of rebuilding ex-AGC equipment finance book.




Growth in small and medium enterprises (SME)

* SME lending increased 10% over the year to March
03, excluding the reacquisition of the business finance
portfolio. Initiatives boosting growth have included:

- Industry specialisation - 6 industry packages
now in place and more planned

- Lifecycle packages — specialist business options
tailored to each business’ lifecycle stage

~ Rolling out CRM to business bankers

- Reconfiguring use of branch model for business
bankers

- Forpast 3 years, number 1 in customer
satisfaction compared to peers

+ (ash earnings from the re-build of the equipment
finance portfolio in 1H03 - $13m

* Eguipment finance growth not a contributor to risk
adjusted assets growth

* Growth achieved without compromising credit
standards

* Business acquired from other financial institutions is
subiject to rigorous review and higher approval
authorities

Equ;pmenz Fmance poz'tfolzo (Origmal balance $5 ’ibn)
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busmess book. . '

May-02 Jun-02 . Sep-02 . Mar-03 . Sep-03 ' Sep-04 -

Small

bUSmess bank chosen if sw;tchmg EREEREEEARS
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%-*_5 ] e
1z
e | i .CE’:A_ Sz :'
(12001

Source: Greenwich Associates




Piloting new capabilities serving SME customers

T Keyissues faced

Better serving SME customers
in branch?

Delivering a cost effective
servicing model

Improve acquisition capability?

Improving service/ problem
resolution for small business
customers - providing a ‘name’,
‘face’, ‘place’ relationship (i.e.
institutionalised service model)?

Improve small business cross
sell and retention?

Enhancing ‘SMFE’ in the Branch Network

Financial
Centre

BFM

Place Business Finance
Managers {(BFMs)} in
financial centre to
gather business leads
from 6-8 surrounding
branches

Add Banking Services
Representative (BSR)
role with business
sales/servicing
capability in each of the
branches

Provide Tiered
relationship
management model
based on customer

value and needs




Housing market — state of play

* Established house prices have
risen sharply over last two years

* First home owners are now a
smaller proportion of new lending

* Household gearing has increased
moderately

* Affordability not stretched

* In Westpac’s portfolio over 70% of
borrowers paying in excess of
scheduled repayments

.%
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35% e
%4 T
%

égﬁ%.’_ E
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"20%
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— 22%
b 20%
i T 18%
) - 16%.
L 14%.
e T T B 1.2_%.
. ==Ratio o financial assets (hs) .. . L 10%
.~ Ratio to financial and dweiling assels (ths) | 8%,
—_— T 8% _'
8!89 90!31 92.‘93 T'94/88 © 96/97 T 88/99 00101 02[03

Affordabiitty

- interest payments as a percent of i income.
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Drivers of housing credit growth

* Housing credit growth expected to  Drivers of household formation =~~~ o
return to decade average in year W . ]

* Housing credit growth will, on ;z T b
average, continue to grow ahead of g,_,_g_'j_ ~ [ 27
T e

nominal GDP, supported by: _c,_4.__-
- Continuing positive population 0.0 At 25
Q{OW’Eh 1990191 1992103 1994195  1996/07  1998/99 2000001

- Decrease in average household T
nge $bn H :
- A higher proportion of earnings §;;.j-_ —New dweilmg imestment R
investment as standards of N DU, L
living increase

* Alterations and additions now

accounting for a substantial 0
proportion of dwelling investment

DEC*?QHII 99033 {3&0'.8? . {}ec~9.¥ Dac~95 - L




Housing credit — growth expected to slow

it




Characteristics of Westpac’s mortgage portfolio

* [nvestment loans grew 20% Australtan Mortgage Portfolto P ortion
but only represent 33% of ’;‘; ffﬁzt;?n
Australian portfolio 80 o

* Average LVR of new loans m
61%

* 20% of portfolio mortgage 60
insured 2

* Lending criteria tightened for ~ *
specific ‘hot spots’ -

* Delinquencies continue to =
track at record lows 10-

* Growth supported by a 5_:{__5;;,'_' _ | — ._
reduction in run-off from 23% H0g 02 A0S

to 18%




Mortgages - broker introduced loans

* 30% Of ogutstanding mortgage Bmk@!‘lntroducedLoans D
portfolio is broker originated {Proportion of total’ by number) -
* In April 03 brokers introduced 26%  4e
of new loans by number and 29% R
of new loans by value 304

* Average size of loan is up to 15%
higher than branch originated
loans

* Strict accreditation and monitoring
processes in place for all brokers

* Same underwriting standards
applied to all applications, and
more rigorous validation process

* Broker introduced loans behave
no differently to branch introduced
oans

T Australian Retail housing




Housing portfolio quality

* Average write-off less than 3 Hm&smg Partfoﬁm 90 day dezmuem;es
basis points 150 T

* Delinguencies remain at historic
lows

* 100% mortgage insurance where
loan to value (LVR) ratio > 80%

* Insurance required for loans >
$1.3M and LVR > 70%, and for
inner city apartments with LVR >
70%

* Behaviour of investment book
and broker introduced loans

track owner occupied portfolio Unemployment rate — 2% ptrise | $3.3m
* Stress testing provides additional Total write-offs (Jamt tmpact)’i.;:_'_'__'_'_:. -..:':.$?_1_@g§ _-
evidence of sound book quality Total write-offs bps® | "10.1bps’

1 Total write-offs on residential mortgage producis
should all factors coincide.




Investment lending for inner city apartments

- Significant new supply
coming on stream

- Vacancy rates between 3% inththn —
and 50/6 Brisbane 0 1o 196 | - 12"

- Property yields between

3% and 4.5% . .
Total Housing portfolio ——
* Average LVR 59% composition

e Sftress testing with 30% 756
decline in value and
significantly higher probability
of default suggest less than
$10m loss

[nner city owner
occupied

Owner
‘Occupied - _
Inner city
investment

Equity
access




In Consumer, mid life stages are the biggest opportunity

 Products 11%%% SR

Cradit Cards

Morigage e

Personal Savings

Consumer
Transactions

Personal Lending

""'$280M____ '"'$é.68_____r__;___"'“-- "'$1.GB_§_‘ ""'Ssooi.\__zg__"" .
11% Tl 13% TN 15% I 1% 1 14%

\ /

Source . Wesipac analysis \ y A
Estimated industry profit poot {($m) P

Estimated Wesipac share of pool % > #

Total Banking




Consumer - maximising value from profit pools

Early 2003

2003 2005

Extend hours to meet
customer need

Renew focus on
customer retention

Internal cost savings

Increase product
penetration

Meet more customer
needs at first contact

Develop solutions that
evolve with customer
lifecycle

Align distribution to
better capture profit
pools

Integrated distribution
model

Strengthen link
between banking and
wealth creation




Projects to improve customer experience

Strategic

Westpac Brand
Launch new communications positioning

People and Performance (Align)
Several initiatives covering KPIs, redeployment, Change Management,
Learning & Development

Joint Transformation Programs
Reach, Pinnacle and Redpower

Operational

Complaints Handling - capture, resolution, analysis & tracking

Runs on the Board

Customer Experience Specification work

Tactical

4th Leaning Map across all business units and partners

Westpac Academy Customer Experience Module

Network initiatives - Ask Once coordinators in Branches and Call Centres




Wealth position—represented across value chain

Access to
7.5m
existing
customers
and through
External
Financial
Advisor
(EFA)
channels

700
Waestpac
planners &
advisers

Over
15,000
EFAsS

Leading
wrap and
corporate
super
platforms

Broad
product
range

Proven
servicing
capability

Manage
funds where
comparative
advantage

Use external
managers
elsewhere

Outsourced
partners for
funds admin

Centralised
back office
servicing
centre




Integration synergies ahead of expectations

virtually complete 1404
| Synergies estat valuation ~Aug 02

* First major systems | Udat synrgisost-Nov iz

migrations (margin lending & | Updated synergies est~May 03
banking services) on time and 10 { o
on budget

* Corporate super and back
office systems to be migrated
through September and
October

* $47.7 million or 94% of 2003
synergies now “locked in” (at
end July 03)




Performance turnaround: Australian equities

Sagstﬁa Rathgchaid Austrahan Equi’iy S@Cmr Trust \fs S&P/’ASXSOO Ascumuiamn Index::}:':
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Diversified business: performing well

R New bus1ness...-.;;_-_-_-_-_;_
Produt | Market _ Rank Market | Rank
L Share VU o Share o L
Corporate Super .................. 5 7% T 8 .................................... : 1 8.4% 2 P

Sources:

Retail - ASSIRT Jun 03

Wrap and Master Trust - ASSIRT Jun 03 Market share report
Corporate super - Dexx&r Jun 03

Life and risk - Dexx&r Mar 03

Margin lending - BT loan book verses RBA industry total, Jun 03




Diversified business: continued Wrap strength

* Wrap pf(}d ucts are the Number 1 WRAP_fo_rmﬂ_ows ----------------------------------------------------------

fa Ste St g rgwi ﬂg S@Ct@f in 5:__ L __________________________________________________________________________________________________________________________________________________________________________________________ ;_

EEE LR L L L L L L T

l..

* 6 new badges added
since August 2002

* Continued new flow
strength - June quarter
inflow of $626 million and
continued in September

__sés‘?’;_@@? @.”?’..@@?x\\?_97'?_x\\?_@‘?_x\;\’?’_.@9;::%’?’:-::_5_*‘7‘::-::-: -----------




De-risked earnings and increased disclosure

* Removed embedded value accounting for wealth
management

* Sold lower growth, higher risk finance business (AGC)
* Conservative capitalisation/amortisation policy
- Removed capitalisation of outsourced transactions

- Expensing restructuring costs
- No software currently amortised over more than 3 years

* Partially hedged offshore securities portfolio

* Significantly enhanced credit and other financial
disclosures




Composition of portfolio

* Morigages represent 39% of total
commitments and 56% of funded
lending

* B7% business / corporate portfolio
exceeding investment grade

*  Other consumer includes credit
cards, personal lending and margin
lending

Cav

Mar~0'¥ Se;»ﬂ'! Miar~02 Sep~ﬂ2 Mar~03
= Busmess ! inst}tuﬁonaim Consumer Mortgages U Gther Consumer

Other consumer. portfotto
(Tota Westpac Group 1) "

o - Business /
institutionat.
38%

fCorporatelBusmess portfoizo 2.

60% -

f_zo_% 1

80%-

40% -

a%. _ - _ ——— - e
L Mar0t - Sep-01 - Mar-02 - Sep-02 . Mar-03
mAAAtoAA-@A-!-toA»%BBEHoBB& i BB+ o B4 1 <8

1 On balance sheet funded lending - 31 March 20063

2 %, of Total Exposure - 31 March 2003




Stressed exposures lower - provisions increased

Categones of stressed exposures oy | Specific provisions | impaired assefs. . -

as a % of total commitments

AGC stressed Edans
[J Watchlist & substandard R
% 90 days psst due well secursd

Impazred_ o -
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Reduced concentrations and focusing on core markets

Top 10 exposures as a % of || Total Exposure by Region® e

| Nzi| Europe 8 | Asiaing |
Pacific | Americas | Japan | T 0F

35% _

Invest grade /| 59,999 | 16,230 | 8g99| ~ 267| 85495

BB+toB+ | 33418 | 6772|705 7 sa| apere

S _ |l securea | Lo e I [,
1.5% 7 B ||| consumers | TUACC | AL B RN Ittt

Unsecured _i.._'jjjjjm»;«_z._ 4 ;'{}03_' Y LTET2
oonstunIers .. e LT T T O S

As at 31 March 2003

3 Includes mortgages for housing, investment property loans, equity access loans
and margin lending.

4  Credit cards and personal loans




Forward indicators in good shape

* Business delinquencies e e
less than one third of w o
levels recorded 4 years R
ag(} 10_ .....

* Consumer delinquencies N
retug‘niﬂg t@ m(}re n(}rmag o ‘2998 . 1999 9000 .“”'209‘2 -.....'2002 .“”;IH{}?:

E@V@ES Consumer Unsecurecﬁ 90 day deimquenc;es

j- -l- !nciudmg AGC

23 A | -ﬁ-Exc udmg AGC

104 0N
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Basel |l — the story so far

* Basel l involves the development of more sophisticated and comprehensive risk measurement
for banks globally including credit, market and operational risks.

* Third stage of detailed global benchmarking now complete (Q1S3) resulting in @ model which
sees no overall reduction in capital held by the global banking system but some recalibration
required across regions and banks

*  Preliminary findings suggest Australian banks have less risk than offshore counterparts

*  Any potential reduction in capifal from implementation of the accord, contingent upon
agreement with APRA and the rating agencies

QiSS Resu!ts expected percentage change in nsk wezghted assets baseci on the nsk ......
measurement me’thadaiogy adopted - standardised, foundation or, ad_vanc_ed _The_mqre rsgomus
the methada!ogy, the greater the potential reduction in risk assets

e [ SR T Standard’SQd Fgunda‘hgn Advanced
o :_ﬁ_ (310 Graup *g Banks'* LA 1%'-..]":: _________ L 3%, DRSS L Py LVARNIN
S Australian Banks _(averagé) e e lag ] e38% ] .............

ERRRE Group 1 banks include large diversified and internationally active banks with Tier 1 capifal exceeding Ewro 3bn -




Basel Il highlights the low risk of balance sheet

Py Westpac has more Qf itS :4(}% S ..... - ...........................
balance sheet in assets . m =
with a high average
reduction in risk weight
than the average Group 1
banks ___O% Gorporate.- Morigage.

530% ]

@2(}% .

f(}%-

* Across asset classes, 20% -
Westpac has a lower |
average risk weight
(except for other retail)
than Group 1 banks 1N
reduction in risk assets o L

Group 1 banks are large, diversified and internationally active with
Tier 1 capital in excess of Euro 3bn
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Economic environment

* Strong momentum in Australian

economy:

- Solid domestic demand
- Buoyant housing sector
- Business sentiment strong

In the year ahead, economy will
be boosted by an improved
rural contribution and higher
exports, offset by a slowing
housing sector.

Interest rates expected to rise
March quarter 2004

| un 03

2.9%

Aust GDP

2.7%

Unemployment

6.1%

CPI

2.7%

Cash rate

4.75%

1. Westpac Fconomics estimates




Credit growth

M a rket
estlmates

Source: RBA




Operating revenue parameters

« Credit growth expected to fall from
recent experience of 10-13% to 7-11%
growth per annum

» Margins

- Prior guidance suggested 10-12
bps erosion per annum

- Last 2 years performance has been
more modest

- Medium term erosion to continue,
potentially in a narrower band 5-10
bps

« Non-interest income growth will
continue to be volatile given, income
derived from wealth management,
transaction fees and financial markets

« Overall operating revenue growth
potentially 5-8% in most scenarios

Australian credit growth == T
REI . R R ...._g_s_t_imates

0 T T T T T T T T

L7779 818385 87 89 o 63 65 67 99 0103

Marglns T S SR SRR RSN

30{

25 L TN NN et I

20 — T T L L T T T
" 19961997 1998 1999 2000 2001 1H02 2HO2 1HO3 -
% ——Reported Margin - =———Adjusted Margin (Note 1) =

1 Adjusted for the impact of sale of AGC and affect of bill financing




Expense outlook

In a normal year we face Annuai gmwth in expe_rzs_es _____ P

- 4%, Sa{a{y increases el

- 2.4% increase in other prices S0 ISR B R TR TR
(50me much hgghe{) e M e W m
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+ Expense pipeline targeted at ]
sterilising organic cost growth " fH99 2H99 1HOD 2HOD 1HO1 2HO1 1HOZ ‘2HOZ 1HO3
and creating headroom for

investment Efficiency pzpesme $m weazz FYO4F | FYOSF

. 1999-2003 track record is 2.3% Outsourcing “5 123 132
CAGR (QX M& A) Org Simphﬂc&?i&)ﬂ ?3 ?7 ?7

Wealth mtegrataon e
« Forward outlook is for same i_endmg pz‘ocesses

factors - but outcome likely to be Other cost m;tgat;ves
higher, say 2-4% p.a. Cumugam tc}tai




Other factors

v _f:_ff_i_ﬂ':_:_ Medsum Tea"m

Guzdance

Recem
Expenence

25 35 bps af
gmss loans and
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Unchanged naar
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Capstal Ee\zeis cicsssse ta Optimal
| some. further oppor‘tunaty flc)wmg
from Basel |l implementation

# Adjusted for AGC sale impact




Medium term earnings scenarios

Assuming stable macro-economic environment, medium term drivers
of earnings would lead to following outcomes in most scenarios

L;keiy Ranges (%)

Eﬁterest Emame LRSI IR 5“8 I
N mwiﬂterest Eﬂcame e [ 5“9 R
Gperat ﬂg Reveﬂue BTSSRI IR 5-8 L
Expeﬂses T g g
Bad de bts LT TR Y IR 25 25 bps SRR
Tax Rate 1o The L IR
F’QS’[&T&X Cash Eam ﬂgs | 6 ;"1 0

Surplus capital generation can leverage cash earnings up by
1 — 3% in cash EPS terms

NB: This is not 2004 earnings guidance




First half 2003 — actual capital outcome

* QOrganic growth opportunities exceeded expectations without eroding
returns. This, combined with a higher payout to shareholders, resulted in
no excess capital being accumulated in H1 2003

Pf@i;mmary
2003
est mate

H'E 2003
aciuai

Cﬁmm@ nts

}S’crcng cash mtums cn @qusty
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pian pammpatian
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(annuaiised)
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Investor relations contacts

Westpac’s Investor Relations Team

Andrew Bowden

Hugh Devine

Suzanne Evans

61 2 9226 4008
andrewbowden@westpac.com.au

6120226 1047
hdevine@westpac.com.au

612 0226 3143
suzanneevans@westpac.com.au

For further information on Westpac
including:

* Annual reports

* Financial result announcements
Presentations and webcasts
Corporate history
Key policies

Please visit our dedicated investor website

www.westpac.com.au/investorcentre

Address
Level 25
60 Martin Place
Sydney NSW 2000
Australia
Fax

61 2 9226 1539
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