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Ladies and gentlemen, welcome to BOQ’s half year financial result for 2017. My name is Tanny
Mangos and I am the General Manager Corporate Affairs and Investor Relations.
Thank you for joining us today , in the room, on the phones and also by webcast.
For today’s presentation, Managing Director and CEO Jon Sutton will provide an overview of the
result. Chief Financial Officer Anthony Rose will run through the numbers and then Jon Sutton will
return to discuss priorities and the outlook for the period ahead. This will be followed by the
opportunity for analysts and investors to ask questions.
I’ll now hand over to Jon.
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Thank you Tanny and good morning.
Before I begin, our thoughts are with our fellow Queenslanders who have been affected by Cyclone
Debbie. Our team nationally and particularly in our home state of Queensland is working to
support our customers during this difficult time.
I’ll now begin with an overview of the result.
Our first half earnings declined on the prior corresponding period.
This was largely driven by revenue headwinds from a lower Net Interest Margin during an intensely
competitive market.
Pleasingly, the outlook for the second half looks more favourable with lending application volumes
having picked up strongly in recent months across all channels. Margin headwinds are also abating.
Our niche business segments continue to deliver. In the business bank, BOQ Specialist and BOQ
Finance performed strongly. We have also seen good growth across our target niche commercial
segments of retirement living, hospitality, franchising and agribusiness.
Furthermore, we continue to make good progress with our mortgage channel diversification
strategy. In particular, BOQ Specialist mortgages grew strongly and we have achieved better than
expected early take up of the new Virgin Money home loan product.
A key highlight of this result is the further improvement in our asset quality metrics which reflects
our dedicated approach to risk management. Additionally, the significant amount of work
undertaken to advance our risk management capability provides a pathway to Advanced
Accreditation. Although there are pockets of weakness across the economy, we are not seeing any
signs of deterioration in our loan portfolio.
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In a low revenue environment we have remained focused on tightly managing our
expenses. We are on track to deliver the 1 per cent underlying expense growth target
announced at our full year 2016 results. With a number of efficiency initiatives underway
across the group, we are stepping up this focus and see further opportunities.
Our capital and funding position remains strong on every measure. We are well placed for
any regulatory changes and have the flexibility to capitalise on the positive structural
changes that emerged during the half.
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I will now run through the key elements of this result on slide 4.
Cash earnings of 175 million dollars was down 2 per cent on the prior corresponding period, with a
2 per cent decrease in headline expenses offset by 4 per cent decline in revenue.
Cash earnings per share of 45.5 cents was down 5 per cent. Return on equity decreased 70 basis
points to 9.8 per cent which is a reflection of our elevated level of capital and lower interest rate
environment.
The dividend has been maintained at 38 cents per share.
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Let’s look at some of the drivers of the result on slide 5.
In the first half, our loan book decreased by 168 million dollars. Our disciplined approach to pricing
and actions taken to remain within the APRA investor lending cap contributed to the contraction of
the loan book. It is well reported how competition in the mortgage market was intense during this
period. We prioritised margin and credit quality over growth in this half.
We expect balance sheet growth to resume in the second half. The pipeline of mortgage
applications in the past six weeks has increased substantially across all channels. Furthermore we
are not currently constrained by the APRA investor lending cap.
Net Interest Margin reduced by 5 basis points over the half. This was largely driven by the highly
competitive pricing environment for mortgages and the widening of term deposit funding costs.
Anthony will address the details of the movement in his section.
The Net Interest Margin outlook for the second half is stronger. Term deposit spreads have
improved in recent months and front and back book pricing for mortgages is more favourable.
Cost to Income Ratio was 47.4 per cent which was impacted by the decline in revenue during the
half.
Loan impairment expense has reduced 25 per cent to 27 million dollars in what remains a benign
credit environment. This is a reflection of the improvement we have seen across the portfolio and
our disciplined approach to risk management.
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Our niche strategy on slide 6 has continued to deliver positive results.
BOQ Specialist remains an outstanding performer. In this half, 1,300 new clients were added while
the commercial and housing loan books grew by 8 per cent and 27 per cent respectively on an
annualised basis.
In BOQ Finance we have been focusing on using data analytics to better define segment
profitability. Growth was achieved with an improved mix of higher margin business.
The premium funding business acquired from Centrepoint Alliance during the half has been
successfully integrated and rebranded under BOQ Finance. From day one, this acquisition has
been earnings accretive.
Our niche business banking segments have experienced annualised growth of 15 per cent across
our target sectors. We are adding further resources to build our capability in our niche sectors.
We have also been successful in attracting new clients and our business is more geographically
diverse.
The new Virgin Reward Me home loan product has gained traction with customers and mortgage
brokers. Application volumes have been ahead of our expectations, with 2,677 brokers currently
accredited. With 200 million dollars in loan growth during the half, this book is weighted towards
Sydney and Melbourne. The momentum in application volumes has continued in March with the
loan portfolio now over 250 million dollars.
This channel is attracting a younger, urban and more digital‐savvy customer.
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Turning to Asset Quality on slide 7.
We continue to see further improvement in our asset quality metrics. This is in part due to some of
the benign economic conditions and our focus in ensuring we have the settings to withstand the
cycles.
BOQ has maintained its process of validating 100 per cent of all mortgages. We continue to run‐off
lower quality business and replace it with much better quality business under our revised risk
appetite. BOQ Specialist and Virgin Money are also providing further diversification to our
portfolio.
Competition in the mortgage market has moderated. The behaviour of our peers is more in line
with the regulatory guidelines we implemented six months ago.
Despite the pockets of stress in central Queensland and northern WA, our loan book is performing
better than the market in these regions.
We currently have only two impaired assets over 5 million dollars.
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And now to expenses on slide 8.
We are on track to deliver on the guidance we provided at our full year 2016 results, for 1 per cent
underlying expense growth in FY17.
Headline expenses were down 2 per cent on the prior corresponding period, and only up 1 per
cent on an underlying basis. This was achieved despite absorbing a 6 million dollar increase in
amortisation expense and a 4 million dollar increase in expenses related to the Virgin Money
mortgage roll‐out. Excluding these items, expenses were down 8 million dollars or 3 per cent on
the prior corresponding period.
The 15 million dollar investment we announced in February last year to refine our operating model
delivered the cost savings within the targeted 12 month pay back period. We see further cost
reduction opportunities throughout the business which Anthony will elaborate on further.
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Turning to the balance sheet on slide 9.
BOQ remains very well capitalised on all measures.
Our CET1 ratio strengthened by a further 29 basis points to 9.29 per cent.
When combined with our peer‐leading ratings capital position and higher mortgage risk weighting
requirements, we are well positioned for any upcoming regulatory changes.
With our level of capital and healthy deposit to loan ratio of 71 per cent, we have the capacity to
fund asset growth in the second half without putting stress on our margins.
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Let’s look at the progress we have made against our strategic priorities on slide 10.
We have successfully launched the Virgin Money Reward Me home loan and significantly increased
the number of brokers accredited to distribute this product.
We have continued to optimise the branch network with more than 60 per cent of owner‐
managers transitioned to the new franchise agreement.
We have made good progress in utilising data analytics to optimise deposit pricing and investing in
higher margin segments.
We have delivered efficiency program savings targets and continue to identify further
opportunities.
Finally, conduct and culture remains a focus across the industry as a whole. At BOQ we are
continuing the roll out of ethics training to our employees.
I will now hand over to Anthony to run through the numbers in more detail.
Thank you.
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Thanks Jon.
I’ll start with an overview of the P&L, then go into detail on each of the line items and drivers
relevant to each.
The bottom line result has been driven by a lower revenue outcome during the period. Net Interest
Income was down 3 per cent on the prior corresponding period with the loan book contracting 1
per cent and margin compression of 5 basis points in the half. Non Interest Income was down 6
per cent, which meant total income was down 4 per cent on the first half of 2016.
Operating expenses were well managed, down 2 percent on the prior corresponding period and
credit quality performance was very good, with a 25 per cent reduction in loan impairment
expense.
EPS contracted 5 per cent as a result of the reduced earnings and shares issued under the dividend
reinvestment plan.
Return on average tangible equity was down to 13 per cent, about half of which was a result of
reduced earnings and the other half a function of dilution from higher capital levels.
So in summary, the expense management and asset quality metrics are pleasing and we do expect
better revenue momentum in the second half of the year, which I’ll discuss in more detail a little
later.
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Turning to the loan portfolio at an aggregate level and we did see a contraction in the half,
primarily due to the housing loan book.
In this half, we prioritised margin and credit quality. This has been an intensely competitive period
not just in lending but also in retail deposits. I’ll expand on this as we go through the presentation.
As you can see from the chart on the bottom left, QLD concentration has reduced down to 47 per
cent of the total lending portfolio.
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Focusing on the housing book – and I am now referring to slide 14.
BOQ Specialist has continued to generate good mortgage growth and we have seen a stronger
contribution from Virgin Money mortgages since the offering was launched in May of last year.
BOQ Specialist delivered growth of around 400 million dollars while Virgin contributed 200 million
dollars. Both of these channels have helped to diversify the housing portfolio with a higher
proportion of business coming from New South Wales and Victoria.
The branch network has continued to see net run‐off with settlement volumes not at a level
sufficient to offset the natural amortisation occurring in that book.
We saw only 50 million dollars in growth from the BOQ broker channel during the half, compared
with an average of around 500 million dollars from this channel in the four prior half‐year periods.
This was the biggest driver of the portfolio contraction during the half.
The drop‐off in settlement volumes from the broker channel is clearly evident in the chart on the
top right.
We spoke at our full year results last year about the steps we had to take to manage under the
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regulator’s 10 per cent cap on investment lending growth. This did create issues for us in
the broker market and our return to growth has taken longer than we would have liked
for a number of reasons.
Firstly, there has been a lot of regulatory focus on serviceability calculations and ensuring
living expenses are appropriately considered as part of any lending application. We have
been very diligent in this space, taking a prudent approach to these assessments and
ensuring we are meeting the regulators expectations. It’s fair to say there have been
some different policies in use across the industry, and variability by borrower type,
geography, income levels, etcetera. In many cases we have found that we were willing to
lend a lower maximum amount than our peers, particularly in the Sydney and Melbourne
markets where the strongest growth has been. As a result, we found ourselves off the
consideration set for many brokers.
Secondly, our application processing for broker generated loans has been more onerous
for a couple of reasons. We still complete validation of 100 per cent of loan applications.
This is a time‐consuming process. It involves reviewing the customer’s application and
ensuring that the income and expenses declared and used in the assessment can be
verified from supporting documentation and is consistent with activity on an applicant’s
bank statements.
We have also still been in the process of rolling out the second phase of our retail lending
origination system, with the second drop of code for this system landing in December.
This will enable up to 70 per cent of applications to be processed through the new system
over time. We are still working to improve other elements of the end to end lending
process, to ensure we become easier to deal with for brokers, branches and customers
alike. By the end of this calendar year we should be in a much stronger position in this
regard.
Lastly, we have made a conscious decision not to move our pricing point to the sharper
end of the market. Given the pressure we had seen on the funding side of the book, we
were not willing to pull the price lever to generate growth. We believe this was the right
approach.
We have seen much more promising application levels in the past six weeks. Application
levels have been running over 30 per cent higher in the last 6 weeks than the average for
the first 4 months of the year. The increase in applications appears to be partially driven
by credit and serviceability standards of our peers being brought more into line with
where we have been operating for some time. This more level playing field improves our
ability to lift new business volumes and gives us confidence of returning to a reasonable
level of mortgage growth in the second half.
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Moving to the commercial book on slide 15. BOQ Specialist and BOQ Finance have contributed
solid growth relative to the markets that they operate in.
BOQ Specialist grew by 8 per cent annualised over the half and we would expect it to grow faster
in the second half consistent with its historical seasonality.
BOQ Finance has improved its business mix with 11 per cent annualised growth in the higher
margin structured product offerings. The traditional broker originated equipment finance portfolio
declined, which is a more competitive and lower return segment for us.
We completed the acquisition of the Centrepoint Alliance insurance premium funding business
during the half, which has added around 120 million dollars in loan balances. This business
complements BOQ Finance’s existing product offering and is a natural extension of our niche
segment strategy.
The BOQ Commercial book has contracted slightly over the half. We continue to see a reasonable
pipeline of opportunities that meet our risk versus return hurdles. As we have said previously, we
don’t expect growth in this portfolio to be linear. In the half we did see a small number of large
customer paydowns driven by some large asset sales that impacted momentum.
As Jon has already mentioned, we have continued to make good progress in our target niche
segments, with strong growth being delivered in these sectors.
Once again, you can see the improvement in diversification here, with Queensland concentration
down to 39 per cent in the commercial book.
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Turning to funding on slide 16, and we have taken the opportunity to improve the mix of the book
given the lower asset growth we’ve seen during the half.
As many of you would be aware, we have had the highest dependency on term deposits compared
to our peers. When I go through the margin walk shortly, you will see the impact this has had on
Net Interest Margin over the half. We also historically have had the highest pricing premium over
our peers on term deposits. We see this as a clear opportunity for us to improve and we have
been very focused on building capability over the last six months that will support our ability to
narrow the gap over time.
We do see opportunities from utilising data analytics to optimise our term deposit pricing and
reduce our reliance on the higher cost segments of this market. We’ve had some success in
achieving this through the half but recognise there is still much more for us to do in this space.
We have continued to see strong growth in mortgage offset accounts. Although this is an
expensive form of funding, it does signal an improvement in gaining main financial institution
customers.
And very importantly, with the lower asset growth this half, our deposit to lending ratio has
increased from 68 per cent to 71 per cent and is now comfortably above our 65 per cent to 70 per
cent target range. This gives us operating leverage to grow the balance sheet without placing
undue stress on net interest margin, now that conditions have become more favourable
competitively for us to grow.
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Looking now at net interest margin, and on slide 17 we’ve tried to provide some insight into some
of the external factors that significantly impact this metric.
The two charts at the top are an update to the charts we provided last half, which demonstrate the
reduced return that is being achieved on our capital and low cost deposits. These balances have
historically been reinvested at the prevailing 5 year rate as part of a replicating portfolio that sees
1/60th of the portfolio roll off and reinvested each month. The declining 5 year rate has meant a
gradual decline in returns on this portfolio.
Given the shifting outlook for interest rates, we have recently moved to a 3 year investment horizon
for this portfolio, in order to capture the benefits of a rising rate environment sooner. I’ll provide
more detail on what this means for our margin on the next slide.
The bottom two charts demonstrate the significant increase in the cost of term deposits over the
last two halves. As you can see from these charts, term deposit spreads peaked in late last year but
have been improving since that time. Given the profile of this chart and lag effect on the portfolio,
we have seen the impact wash through our margin in this half. The improvement in the profile
since late last year however means we expect this to unwind in the second half if current new
business spreads prevail.
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Getting into the specifics around our margin outcome for the half – and I’m now on slide 18.
Starting with the asset side of the balance sheet, and there was a net 2 basis point benefit in the
half from asset pricing and mix. We felt the usual headwind from the front to back book pricing
dynamic that continues to prevail across the industry, with an impact of 4 basis points this half.
This was more than offset, however, by a 6 basis point benefit from repricing that occurred
through the course of 2016 and early 2017. The total benefit of the repricing was actually more
like 8 basis points but the prior half had the benefit of some repricing timing differences that were
not present in this half.
On the liability side, I’ve talked about the spikes in term deposit spreads that occurred in May and
August last year, which significantly increased the portfolio spread for our term deposit book. This
impact was in the order of 13 basis points from the second half of 2016 to the first half of 2017.
Given the high proportion of our funding from term deposits, this resulted in 3 basis points of NIM
compression during the half.
The other element I covered on the previous slide was the return on our replicating portfolio, or
the investment of our capital and low cost deposits. Due to the drop in returns experienced on
this portfolio, we saw a 3 basis point impact on net interest margin. Given the changes we made
to reduce the investment time horizon of this portfolio to 3 years, the returns on this portfolio are
expected to have a further 2 basis points of negative impact to margin in the second half, however,
there is not expected to be any impact on margin from the returns on this portfolio in 2018 – that
is if you assume that interests rates track the profile implied by the current yield curve.
The last bucket we have on the chart is 1 basis point which is attributable to the higher level of
liquid assets we were carrying during the period. This is really just a denominator effect in the
margin calculation. We tend to carry more conservative liquidity over the holiday period and have
prefunded some larger wholesale debt maturities during the period. We would expect this to
unwind as our liquidity levels normalise.
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Thinking about the outlook, the one constant at the moment is the front to back book
pricing dynamic, which is currently driving 3 to 4 basis points of NIM degradation each
half. We expect this dynamic to continue, however recent industry pricing changes point
to a potential for the gap to narrow. Whether that can be sustained for any length of
time is the open question.
The repricing that has been implemented to date is expected to provide a further benefit
in the second half of approximately 4 basis points. We also expect a benefit of around 1
basis point from the cashflow finance business acquired during the first half, which is mix
related.
You’ll note we haven’t seen any impact from hedging costs this half, given the
stabilisation of the cash to bills spread.
That leaves the funding cost and mix bucket. The chart on the previous slide provided an
indicative forward profile for our term deposit book, should new business spreads for us
stabilise at 60 basis points. As you could see on that chart, this outcome would drive a 14
basis point reduction in our term deposit portfolio spread from the first to second half of
2017. This would effectively reverse the experience we encountered in the first half.
Some recent pricing changes in savings account rates will also provide an additional basis
point of margin improvement. We also expect about a basis point of benefit in wholesale
funding costs if current conditions are maintained.
The net result of this is that we believe the impact experienced in net interest margin in
the first half will reverse in the second half. We expect margin to return back to the level
we achieved in the second half of 2016 ‐ which was 1.90 per cent. As always, things can
change quickly. We remain focused on managing margin on both sides of the balance
sheet.
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Turning now to non interest income on slide 19. We’ve said in prior periods that this is a
challenging line for us and we need to pedal hard to try and keep it flat.
That has been particularly difficult this half. Banking fees in general continue to reduce as customer
preferences necessitate a shift to low or no fee products.
After several periods of above expectation trading profits, the trading result was lower by 5 million
dollars on the prior half. There was also a reduction in Banking income of 3 million dollars relating
to changes to an outsourced portion of the Bank’s ATM fleet where a commensurate reduction in
expenses was recognised.
The St Andrew’s insurance income was flat on the prior half, with the impact of changing business
mix to wholesale lines and a decreasing proportion of single premium business. This has seen
earnings declining in recent periods, with the trend now flattening out. The insurance market is
undergoing significant industry change and heightened regulatory requirements create uncertainty
to the outlook.
We continue to target a flat profile in this line item for the second half, with work to do to achieve
that and with very few levers available to drive non interest income growth at this point in time.
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Looking at expenses on slide 20, we have delivered a good result which is in line with the guidance
we provided last year.
The increase in amortisation and increased impact form the Virgin Money mortgage roll‐out have
been absorbed as we said they would. We’ve been successful in delivering the run‐rate required to
deliver on a 12 month payback of the 15 million dollars we invested last year. In fact, with the
initiatives we now have underway, we expect to deliver well in excess of the 15 million dollar in
savings we were originally targeting, although much of this will be reinvested in the business,
including through additional efficiency initiatives that give us confidence of continuing to improve
our operating efficiency over time.
We remain comfortably on track to achieve the 510 million dollar operating expense target for the
full year, with the premium funding business acquired in January expected to add around 4 million
dollars to the previous guidance.
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Moving to asset quality and we have seen further improvement across most metrics this half.
Loan impairment expenses has reduced to 13 basis points on the overall portfolio.
Reduction in impairment expense was evident in the Commercial and BOQ Finance portfolios.
There was a 3 million dollar increase in the impairment charge in the retail portfolio compared to
the prior half. We have seen some higher loss given default rates in the areas that I’d categorise as
being in the tail risk category. These are related to the regions in central QLD and northern WA
where corrections in property prices have been the most severe across the country. We are talking
small numbers and we are very comfortable with our relative positioning in these locations.
Impaired assets have reduced another 9 per cent on where we ended FY16, whilst recognition of
new impaired assets was down nearly 30 per cent on the prior half.
We have only two impaired assets greater than 5 million dollars, with no new impaired assets
recognised above 5 million dollars identified in the past two halves.
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The arrears charts on slide 22 also provide a picture of good portfolio health, with the normal
seasonal uptick still well below the levels seen this time last year in the Commercial and BOQ
Finance books.
The Housing portfolio has been fairly flat, with no issues emerging in that portfolio to keep us
awake at night. Pleasingly, we have seen very little seasonal arrears increase in the portfolios that
we would normally expect to see at this time of year. Given our history, 90 day mortgage arears in
the low 40s is a very pleasing result and compares favourably across the sector.
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Moving to capital on slide 23 and as Jon mentioned, we remain well capitalised on any measure.
S&P’s risk adjusted capital measure is becoming an increasingly relevant metric given the S&P’s
negative outlook for the sector, and the impact of the relevant capital band in determining their
rating outcomes. At over 13 per cent, BOQ sits in the ‘strong’ capital ratio category while the
major banks sit in the ‘adequate’ category with RAC ratios below 10 per cent.
Regardless of the outcome of the Basel Committee’s deliberations, and APRA’s interpretation of
unquestionably strong, we remain confident that BOQ is extremely well placed to adapt to any
new requirements.
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While the benefits and ultimate pathway to achieving advanced accreditation remain unclear, we
have continued to make good progress towards being a better‐run bank.
We remain committed to improving our risk management capability and stand ready to make a
decision on whether or not to accelerate any investment toward advanced accreditation, when
and if the potential benefits from doing so become clear.
With that, I’ll hand back to Jon to wrap up.
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Thanks Anthony.
I’ll start by looking at the external environment, before moving to the outlook for the rest of the
year.
The industry is facing increased scrutiny from community, politicians and regulators. People expect
more from their banks, particularly in terms of trust.
At BOQ, we have been proactive with the establishment of an Ethics Committee in 2015 and the
roll out of Ethics training to our staff. We are also leading the charge in our support of the Banking
and Finance Oath. I’m proud to report BOQ has the largest percentage of signatories to the Oath
of any bank.
Conduct reform across the industry is vital. The ABA’s six point plan sets out a series of actions to
be taken by the sector to make banking easier and more transparent for customers. As part of this,
we have recently appointed a Customer Advocate. The industry as a whole is making tangible
improvements across a number of areas. BOQ continues to progress on each of the six point plan
initiatives and is on track to deliver these by the required dates.
We also welcome and support the ABA’s response on Tuesday to the Code of Banking Practice.
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It will take time for the industry to rebuild trust. Even though BOQ is in a strong position,
there is always more to do.
Looking at the economy more broadly. NSW and Victoria continue to be the strongest
state economies.
There have been signs of some improvement in the WA economy, supported by stronger
commodity prices.
Queensland has been performing a little better than WA reflecting the more diversified
nature of the economy. Tourism, agriculture and education have been positive for
Queensland, as has rising exports.
Economic conditions remain mixed between the Queensland regions. The unemployment
rate in the South East remains well below the state average. While conditions remain
tough in central QLD, there are signs that this might be drawing to an end.
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Turning now to our priorities on slide 27.
We are continuing to strive towards our vision to become Australia’s most loved bank.
Our focus on niche segments that value a more intimate customer relationship remains
unchanged.
In the second half we will continue to expand the distribution reach for Virgin Money’s Reward Me
home loan. We see a lot of growth potential for this business, with sustained credit card balance
growth of over 15 per cent for the past 3 years demonstrating the power of the brand.
We will continue to find smarter ways to attract and retain deposits. Not by just offering the
highest price in the market, but by using more sophisticated data analytics.
We will drive additional benefits from a number of efficiency initiatives underway across the group,
to ensure we are always finding better ways to do things.
Our diversity and ethics programs will continue to be rolled out. We remain focused on setting a
high standard in the quality of our people and how they conduct themselves.
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In summary, we have delivered a credible result in a difficult revenue environment. We expect
revenue growth to resume in the second half with an improved outlook for net interest margin.
We have seen a 30 per cent improvement in mortgage application volumes in recent weeks, which
will lead to a return to growth in the second half.
By the end of the calendar year, both BOQ and Virgin will be launching new and improved
customer facing websites. These websites are not only designed to enhance the customer
experience, but will provide opportunities to grow and improve customer uptake of products and
services.
Our strong capital and funding position means we have the capacity and flexibility to capitalise on
the positive structural changes which appear to be turning in our favour. Our Common Equity Tier
One ratio of 9.29 per cent compares very favourably with peers, particularly when adjusting for our
higher mortgage risk weightings.
We have strong relationships with the regulators and will continue to maintain our risk and pricing
discipline.
Efficiency remains a key focus. We are committed to delivering on the 1 per cent underlying
expense target. We have embarked on a transformation program to find further productivity
efficiencies across the organisation.
Even though it has been a tough environment, we are at a turning point. Our increased mortgage
momentum, outlook for revenue growth and capital optionality all provide a strong framework to
deliver on our full year targets.
Thank you for your time. Now let’s move on to the Q&A to be led by Tanny.
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Disclaimer
This is a presentation of general background information about Bank of Queensland Limited’s (BOQ’s)
activities at the date of this document. It is in summary form and does not purport to be complete. It should
be read in conjunction with the BOQ’s other periodic and continuous disclosure announcements. All figures
are presented on a cash earnings basis unless otherwise stated.
The information contained in this presentation may include information derived from publicly available
sources that has not been independently verified. BOQ does not warrant the accuracy, completeness or
reliability of the information contained in this presentation or any assumptions on which it is based.
This presentation is not financial product advice and does not take into account the investment objectives,
financial situation or particular needs of any individual investors. These should be considered, with or without
professional advice, before deciding if an investment in BOQ is appropriate.
This presentation may contain forward-looking statements about BOQ’s business and operations, market
conditions, results of operations and financial condition, capital adequacy and risk management practices
which reflect BOQ’s views held as at the date of this document.
Forward-looking statements are not guarantees of future performance and involve known and unknown risks,
uncertainties and other factors, many of which are beyond the control of BOQ and which may cause actual
results to differ materially from those expressed or implied in such statements. Readers are cautioned not to
place undue reliance on any forward-looking statements. Actual results or performance may vary from those
expressed in, or implied by, any forward-looking statements. BOQ does not undertake to update any forwardlooking statements contained in this document, subject to disclosure requirements applicable to it.

