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P R E S E N T A T I O N

Matthew Stephan Miksic - Crédit Suisse AG, Research Division - Senior Research Analyst

Good morning. It's Matt Miksic, medical device analyst -- U.S. medical device analyst. I'm glad to welcome and introduce Rob Douglas, COO of
ResMed, who will go through a presentation and if there's time permitting, we'll have some Q&A at the end of the presentation. But Rob, thanks
very much for joining us.

Robert A. Douglas - ResMed Inc. - President & COO

Thanks, Matt. Okay. Thank you. I'm going to give a quick overview of ResMed and of our strategy and a quick recap of recent performance. At the
end, there should be some time for questions. So I'm happy to take questions from the audience, as we go through.

So I just skipped over the safe harbor there. Now in terms of ResMed, who are we? We are the leading connected health care company in the world.
And I'll explain a little more how this works. But we have the largest network of connected medical devices in the world. And we are using the data
that we generate from that connected network to revolutionize and greatly improve the treatment of patients with the chronic diseases that we
treat.

We've really been focusing on transitioning the company from a pure medical device company to a connected care company with a heavy focus
on technology, making use of data, making use of artificial intelligence and machine learning to improve outcomes for all players in the system.

And in terms of our overall what we've achieved, we're in a very good spot. We treat the key chronic diseases that affect modern mankind. In doing
that treatment, we're able to keep those patients out of hospital. And in keeping them out of hospital, we improve the quality of life of patients.
And because we're keeping them out of hospital and because we've got very cost-effective treatments, we can actually reduce the cost to health
systems of treating chronic diseases. It's a very good position to be in.

We have a well-developed strategy. Our 2025 strategy has an ambitious target of improving the lives of 250 million people by 2025. And in terms
of growth rates, currently, we'd have our measurements roughly were a bit over 100 million at this stage.

So we've got a really good growth trajectory ahead of us. We know a lot about sleep apnea, we know a lot about COPD, and we know a lot about
software solutions that can improve the effectiveness of how you deliver treatment out of hospital. And they're really our technology and our
found -- knowledge foundations on which we're going to build this 2025 strategy.

We have 3 main businesses that we talk about. First one is treating obstructive sleep apnea. The second one is treating chronic obstructive pulmonary
disease and other chronic ventilation disease -- ventilation issues. And the third one is our Software as a Service business, where we're really
operating -- providing the operating system for providers in out-of-hospital care settings, but we're a technology provider to those providers.

Our Sleep business is what we're best known for. We spend most of our time on this. That's the majority of our business. And our strategy around
Sleep is very much centered around the patient. And we think constantly about the pathway of the patient, how do you go from awareness of an
issue to seeking treatment, to getting diagnosed and then to getting on to long-term treatment for obstructive sleep apnea. And all of our strategy
thinking is triggered around that patient pathway. It's the best way to be thinking.
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Now sleep apnea is still a hugely under recognized and undertreated condition. Earlier this year, our team supported the publication in Lancet of
a meta-analysis of the well-known and well-done prevalence studies and match them to like-demographic countries. And we came up with an
estimate that over 930 million people around the world have obstructive sleep apnea. We have to roughly estimate how many are currently on
treatment, but we think it might be 20 million. And the difficulty of estimating it is how long the patient is staying on treatment and what's actually
happening in all these different countries.

You might say, okay, so there's controversy about how severe should sleep apnea be before it's treated. But just to recap, sleep apnea is basically
when you suffocate. And the Apnea Hyponea Index that I'm referring to on this slide is a measure of how many times per hour you suffocate. So if
you think suffocating 5x an hour or every 12 minutes is okay, then that's apnea of 5. If you think Apnea Index of 15, where you'd be suffocating
every 4 minutes, sounds severe. Actually that 5 to 15 is what we call mild to moderate -- mild sleep apnea. So we believe that -- really, most -- many
of those 900 million patients need treatment. Now there are many of them are in countries where the health system is not ready to treat them.
And that's going to be a long-haul for us to actually provide good treatment in a cost-effective manner to all of these patients around the world.
But in our developed markets, U.S. and the European markets, there's very strong infrastructure for treatment. There's very good reimbursement
and recognition in the health system that it should be treated, but we're still working on the case that it is -- we believe, that's a lower cost for a
health system to find and treat sleep apnea patients than it is for them to treat the consequences of sleep apnea when it hasn't been treated. And
those consequences are huge amount of tiredness, real problems in living your life, lot of motor vehicle accidents, a lot of comorbidities. And it
turns out that sleep apnea is prevalent in many cardiovascular diseases, it's prevalent in metabolic diseases, it's also prevalent in cancer as well. It's
actually a hypoxic process when you suffocate, your blood oxygen goes down. And those are the conditions that actually enables and supports
cancer as well.

So there's constantly data coming out from the academic and science world around these relationships and trying to unpack the cause and effect
of all of it. But there's absolutely no doubt that if you treat sleep apnea, you can improve outcomes in these other areas as well.

We've got a broad range of strategies and a lot of the strategy in our Sleep business is product focused. And we do compete on having the best
products that provide the most comfortable treatment and the easiest-to-use treatment for patients. But we also compete on having those devices
connected. And we're providing software back to patients to encourage them and support them in how to use the device, and back to providers
to help them manage the patients.

And we've got plenty of data that shows if you use a connected device as a provider, as you set up your patients, you can get much better adherence
outcomes. Adherence rates can go from sort of 60% to 80%, and you can do that at lower cost. We have data showing that if you can get a patient
engaged with the app, and we have over 2 million patients using the app, called myAir that reports back to the patient every morning, how well
they slept. And if there's a problem it might say, "Oh, your mask might need adjustment, perhaps you should do something about that." We also
get significant improvements in adherence. We're working on data around long-term adherence. But these adherence numbers are better than
you'll find for typical high-quality medicines as well. So being connected has made sleep apnea treatment with CPAP a very accountable treatment.

We have a lot of research and development programs going on. And we're not believing we can make all the changes needed to get at the 900
million patients ourselves. So we have announced amongst other projects that we have going, a joint venture with Verily, that's worth noting here.
Verily, it's a joint venture. We're partnering with Verily, a subsidiary of Alphabet. We think they know a lot about online behavior and how to influence
online behavior. We know a lot about sleep apnea and how to treat patients. And we've got a very deep well of detailed data about sleep apnea
patients, well over 5 billion nights of sleep data, but it's very specific to sleep. And in order to make the changes that we want to and improve the
cases that we want around all-cause health costs, we need to do partnerships with this data. And we're actually partnering with many health
systems in a nonpublic way and Verily is one that is public.

And that part -- this joint venture has a couple of missions. One is to really work and see if we can really drive better performance in terms of getting
patients engaged and active to treat their sleep apnea. And in terms of the scale of our business, we don't need a very big improvement in terms
of getting patients to really actively seek treatment for this to become a very good project for us. And then on the other side of the research is to
really look at ways of how well from a system point of view to getting access and engaging patients better. How well can that improve outcomes,
both for the patients and then subsequently, cost for the health system as well.
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Now our second business is our Respiratory Care business. This is really focusing on treating COPD. And COPD is a terrible disease. It's associated
with smoking, but also just with air pollution. We think there's around about 400 million patients around the world with COPD. It's a chronic one-way
condition and interventions can actually improve the trajectory of how patients progress through this disease. But people will live with COPD for
10 or 20 years, struggling to breathe, feeling unable to move around, it really affects quality of life. It's a very expensive condition to the health
system. These patients are very susceptible to infections. And they end up in the emergency and need to have their breathing stabilized, infections
controlled and then sent back home.

Now we've got a very good business in treating COPD with ventilators and also emerging with oxygen therapy. And we've been in the ventilation
business for a long time. And this is long-term ventilation, so it's ventilation in the home. And we've got very good data that shows that if you are
a very ill COPD patient and you're really struggling to breathe, and you're on oxygen, if you add in a ventilator, you can actually prolong life by
almost a year beyond this. This is in a randomized controlled trial and also reduce the number of hospital visits, also improving quality of life through
that. So these interventions really make a lot of sense. But as I said, COPD is a chronic disease that lasts for a long time. And the way we think about
it is that you -- there's a standard reference -- a gold standard that talks about 4 stages of COPD. And as the disease progresses, you'd move on to
more severe stages, which more significantly affects your quality of life and reduces your ability to go through the normal acts of daily living.

Our ventilation and our oxygen business has traditionally been treating the very ill patients. Earlier this year, we invested in another company,
Propeller Health, who are focusing on monitoring use of inhaled medicines, which is the standard of care for COPD patients much earlier in the
progression of the disease. And so our COPD strategy is in the throes of changing from being a product-oriented strategy to a specific section of
patients to really a patient platform strategy. And patients when they can enroll on our platform -- our Propeller platform and start monitoring
their usage of inhaled medicines and that monitoring data is actually then used for providers to help manage patients, but it's also used for the
patients themselves to help them self-manage.

Again, our early studies on this show that we get much greater adherence to the preventive medications, less utilization of the rescue medications,
consequently less acute exacerbations that end up with patients needing to go and visit the hospital. And it's much better outcomes for all players
in the health system. And we believe that having those patients engaged in that platform, then we'll be able to manage their pathway or see where
and when -- what are the right times to start thinking about introducing different treatments, aiming for much better outcomes for these patients.

This is very early days. This process -- Propeller, we only acquired early this year, and it still hasn't really got full commercial scale, but we've pretty
well solved all the technical issues there and most of the proof points that we need for that.

Now our third business is our Software as a Service businesses. These businesses are really -- as I mentioned earlier, really the technology providing
the operating system for providers of out-of-hospital care. We started off with a company called Brightree. That is a market leader in the electronic
health record and also the business management software for the home medical equipment industry. And obviously, the home medical equipment
industry is providing ResMed products, but it's also treating COPD. They're also providing mobility aids and several other areas. So you can imagine,
we have to have good firewalls between ResMed and Brightree's data in this, and our customers have trusted us to have those firewalls. And that
business is actually growing strongly and working well. And it originally started out as a partnership between ResMed and Brightree, looking at
data and looking at what are the best outcomes and how can we improve outcomes for patients at lower costs for providers going on there.

We then -- in Brightree, where we're focusing on home medical equipment industries, but also saw these other out-of-hospital care settings. And
remember, our ResMed strategy is all about technology and integrated care in out-of-hospital care settings. And so we've made a number of
acquisitions in that space. The first is -- the smaller one, HEALTHCAREfirst, an emerging business, providing the operating system for home health
and hospice providers. And then MatrixCare, which was -- had a significant business in skilled nursing, but was providing operating systems for
several different provider settings of out-of-hospital care.

And we're keeping these brands separate at this stage because they really -- they're really quite different businesses. And MatrixCare is a very strong
brand and Brightree a very strong brand in their particular niches. So we're operating MatrixCare and Brightree and HEALTHCAREfirst and now
operating in what we call a number of different vertical care settings: home health, hospice, private duty, skilled nursing, senior living and life plan
communities. And all of these have different business practices and need different solutions. But actually, in MatrixCare, we've got an underlying
platform that we're building all these solutions on, and we're able to track the data across those.
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We have different market share positions in each of those and some are more developed for us than others, and they all represent an opportunity.
And we'll continue to report on this as a portfolio of solutions that will have a pretty solid business for it.

Now all of these out-of-care -- hospital care settings do need to utilize home medical equipment. And so Brightree actually is an underpinning
across all of those. And there will be linkages into the Brightree business. I should add that all of these software solutions are API-driven, including
the ResMed Sleep ones as well. And a lot of how this -- the business and the relationships work here is through linking the APIs with the appropriate
players.

One announcement that we just made recently was talking about a relationship that we have with Cerner who are a leader in hospital EMR systems.
They want to focus on the hospital. And so we're -- with our out-of-hospital focus, we're a natural partner. And by getting the right API integrations,
we can make it seamless for patients. Because the important thing here is that patients get discharged between these different care settings, and
there are often the points of time when mistakes are made or data is lost or patients end up on the wrong treatment. So we think that by creating
the capability to improve this patient transfer and transfer of patient data, we're going to get much better outcomes. And then if we can make sure
-- for example, Brightree's able to enable providers to have the right medical equipment at the right place when a patient's discharged, we'd expect
to, again, to see better outcomes. And we won't see patients waiting in hospital until someone can be sure a home ventilator is being made available.

Now these markets, they're pretty fragmented markets, and there's a lot of customers in it, and there's common challenges across these settings.

We believe the trend is that out-of-hospital care is going to be more important. But these are very tough businesses for our customers to run.
They've got a lot of challenges in staff, retaining staff is a very big issue. So you do have high turnover rates, and then there's significant training
burden and additionally, regulatory burden. And so what's happening is we're finding staff whose mission they really just want to deal with people
and look after people, that's their strength. But they're having to spend 90% of their time on documentation. This is an area ripe for technology to
improve outcomes and improve patient care.

Now the SaaS portfolio is a scale of business. These software businesses that we've got are very attractive businesses. They generate strong cash
flow and really contribute well to the company, and they're in a growth -- they're in growth businesses on their own. We do have to execute well,
and we do need very good strategic and marketing settings to drive that. But we believe that the linkages with the rest of the business with -- of
ResMed's focus on chronic diseases and you need to understand that many of these care -- out-of-hospital care settings, they're very -- there's a
lot of COPD in those settings, there's a lot of sleep apnea in those settings. And so we haven't sort of got a plan around this, but it's a natural area
for us to want to be playing in. We're one of the few companies around that can say we really do have a focus in out-of-hospital care. And then we
really do take a view of a scale business. And these businesses really benefit from scale and growth.

The software businesses are all U.S.-based. And because of the -- so much of health care is local, particularly insurance, particularly policy settings
and practices, these businesses don't easily scale globally, but that will be a future mission for us as well.

So we just think that being connected really is a key factor. And I mentioned earlier our partnership with Cerner. Our mission is to really have
partnerships with many other players and providers. And it's quite a different industry when you're really talking about what are the best ways to
share data so that you're taking the data that the patient owns, using that with appropriate permissions to generate the information that you need
so that you can improve outcomes and improve the way -- really the way the health system works. That's a long-term vision, but will take time.

Now underpinning all of our 3 businesses is we are a digital business now. And it's a significant change to go through from being a pure device
company to a digital business, but we've got a very strong digital team. We've got a great Chief Technology Officer, who is out of the business,
been in our software businesses, been in our product businesses as well. And really, everything that our strategy teams think about and our
marketing teams think about are towards being a digital business. And a few examples of that. Our Sleep business. It's a great product business.
We've got the best mask design teams in the world. We've clearly got the best devices, but we also have the best software solution. So AirView is
a solution that our customers use to manage patients. It also provides integration with systems like Brightree and that's so that setting up patients
is seamless and smooth. And myAir is our patient application.
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The MatrixCare and Brightree businesses are totally data businesses. And we're really focusing on using AI and ML to generate insights out of the
data that's in there so that we can help our customers improve their business. And that's how we create value.

We have a very strong end-to-end view. I mentioned earlier that our strategy really is around the pathway of the patient. This graphic here is a
picture of the pathway from diagnosis therapy through to long-term management and billing and integrations, and we've got offerings across
that board. And again, it's how we think about filling out our portfolio of offerings and where we should be investing.

I've mentioned a few of these metrics, but we've got over 10 million connected devices out there. We've got over 2 million patients in myAir, our
software businesses have over 90 million connected patient accounts in their system as well. And the API calls are interesting. It just shows that
the -- it's not just that you're providing your own branded interface to the -- to your customers' workplace, but we're integrating with their existing
operating systems and making it seamless to use ResMed products through there.

I'll talk briefly about recent financial results.

A couple of weeks ago, we announced our Q1 results, very strong results. The fundamental opportunity that we have of underpenetrated markets,
means that we do have a view that we can achieve long-term steady growth. We take a view that the market growth in the blended markets that
we're in is sort of mid- to high single digits. We've been exceeding that.

We have been taking market share, and we'll continue to do everything that we can to drive market share and move -- provide better offerings
that create real value, but you don't grow it -- outgrow market share forever.

We have started breaking out our SaaS business as a material business, it's about 13% of our overall revenue. And you can see also here, we're a
very global company and our businesses spread around the world. We have a long history of disciplined financial growth. I mentioned with the
chronic conditions that we treat and the thinking about patient pathways, there are actually roadblocks at every step of that pathway. And we
work on fixing those roadblocks. But if you remove one roadblock, you don't actually change the overall patient throughput. You've got to
progressively work on many fronts through there. And that really is the reason why we see long-term steady growth for the business. And we can
continue with that growth to earn leverage out of the business, and aim to -- our ambition is to drive our bottom line faster than the top line through
there.

So we are in a very attractive market, it's hugely underpenetrated. We're doing the right things for patients, the right things for providers and the
right things for health systems. And we've got a value proposition for all of those, that should lead us to continue our long-term growth and
continue to deliver the solid financial results that we've been delivering. And I think with that, I've got a few minutes left with questions. So questions,
if there are any?

Q U E S T I O N S  A N D  A N S W E R S

Matthew Stephan Miksic - Crédit Suisse AG, Research Division - Senior Research Analyst

I can ask maybe a follow-up question. Yes, it's Matt Miksic from Crédit Suisse. One of the things that we see across our universe that's certainly
affecting growth for some of the companies that we cover.

And adoption and adherence are sort of, like, enabling technology, underlying technology, platforms like mobile technology, communications,
cloud, et cetera, as well as just sort of better, smaller, faster, sort of Moore's Law sort of effect as it affects the underlying components of your devices
and that in the way that you can -- as you described, pulling information and sort of aggregate and communicate with patients. The other is at
least in the U.S., a shift in reimbursement and payer, I'll just call it maybe attitude towards technology that can take a chronic patient and keep
them from sliding further into a stage where they'll be more expensive to treat. And you talked a little bit about -- I think both of those, maybe if
you could give us a sense of where and have you started to see the impact? How -- where are you in the sort of baseball innings of sort of opportunity
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for -- on the technology side? And then maybe if you could talk a little bit about what sort of response and changes in attitude you've seen on the
payer side?

Robert A. Douglas - ResMed Inc. - President & COO

Sure. I'd say I'm more cricket than baseball, but I think it would be right to say we're in like innings 1 or something like that. And what we've done
is put in place the technology and components to show -- to connect the devices and to interact with patients and interact with providers. We
then have the small -- smaller studies that we're able to do really like A/B testing, I wouldn't call them randomized studies showing that if you use
these systems, you get these better outcomes. And that is compelling to providers and -- because they can see that pretty quickly.

The discussion with the health systems are a little harder because you then need the all-cause health costs and then you need the data partnerships
to do that. And we have those partnerships, but many systems aren't that keen on publishing the data.

We are able to do them in some countries, where there are centralized health systems and the governments are amenable to it. We have had
positive health technology assessments done by NICE in the U.K. for sleep apnea treatments as well. And in fact, that was positive even before the
latest technology was available.

So for us, I think it's still a work in progress. Our Propeller business has published more than I can count, small -- smaller studies of pilots done,
showing the better outcomes that you get in the monitored patient group from the others. And it's still a work in progress. That's really our next
strategic thing to turn that into standard of care and have the health systems want to engage in it. But I agree with you, I think that -- it's a fertile
ground and it's a much more receptive area now.

Some of the stuff that we can do now quite easily given the 5 billion nights of data and the 10 million patients, we can do observational studies
on what are the types of things that improve outcomes in sleep. And we can do ends of 100,000, 200,000. We've even done one of a million. And
so then you're saying, well, would you rather -- would you trust end of a few hundred thousand for an observational retrospective observational
study? Or do you want a randomized control study, which is going to be a few hundred and cost you 100x more than the other study and take
many years? So I actually think we're going to see an acceleration of acceptance of those types of real-world data and large-end studies coming
through. But I think for us, that's also a part of our mission. We've got to have those discussions. We've actually -- one of our areas of internal
investment is in the capability to have those discussions at that level. And it's been quite a different trajectory from where we've traditionally been
in the past. So I think I've covered both the technology and the...

Matthew Stephan Miksic - Crédit Suisse AG, Research Division - Senior Research Analyst

Very good idea. I'm just looking to see -- I think we're just about out of time, but thanks so much.

Robert A. Douglas - ResMed Inc. - President & COO

Thank you, Matt. Thanks, everyone.
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