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Important information

Summary information only

This presentation contains general information about the Australian Agricultural Company Limited and its consolidated entities (“AACo") and its activities current as at the date of this
presentation. It is provided in summary and does not purport to be complete.

You acknowledge and agree that you will rely on your own independent assessment of any information, statements or representations contained in this presentation and such reliance will
be entirely at your own risk.

Disclaimer

AACo and its related bodies corporate and associated entities and each of their respective officers, employees, associates, agents, auditors, independent contractors and advisers, do not make
any representation, guarantee or warranty, express or implied, as to the accuracy, completeness, currency or reliability (including as to auditing or independent verification) of any
information contained in this presentation and do not accept, to the maximum extent permitted by law:

a) any responsibility arising in any way for any errors in or omissions from any information or for any lack of accuracy, completeness, currency or reliability of any such information made available;
b) any responsibility to provide any other information or notification of matters arising or coming to their notice which may affect any information provided; and
c) any liability for any loss or damage (whether under statute, in contract or tort for negligence or otherwise) suffered or incurred by any person as a result of or in connection with a person or persons

using, disclosing, acting on or placing reliance on any information contained in this presentation, whether the loss or damage arises in connection with any negligence, default or lack of care or from
any misrepresentation or any other cause.

Forward-looking statements

This presentation may contain forward-looking statements. All statements other than statements of historical facts included in this presentation are forward-looking statements. Forward-
looking statements may include, without limitation, statements relating to AACo’s financial position and performance, business strategy, plans and objectives of management for future
operations. Forward-looking statements involve known and unknown risks, uncertainties and other factors (many of which are beyond AACo's control) and which may cause actual results to
differ materially from those expressed in the statements contained in this presentation. Some of the important factors that could cause AACo’s actual results, performance or achievement to
differ materially from those in any forward-looking statements include (among other things): levels of demand and market prices, climatic conditions, the impact of foreign exchange
currency rates on market prices and operating costs, political uncertainty and general economic conditions in Australia and overseas, the ability to produce, process and transport goods and
livestock profitably, the actions of competitors and activities by governmental authorities. No representation, guarantee, or warranty (express or implied) is given as to the accuracy,
completeness, likelihood of achievement or reasonableness of any forecasts, projections or forward-looking statements contained in this presentation.

Except as required by applicable regulations or by law, AACo does not undertake any obligation to publicly update or review any forward looking statements, whether as a result of new
information or future events.

This presentation should not be relied upon as a recommendation or forecast by AACo.

No offer of securities
Nothing in this presentation should be construed as either an offer to sell or a solicitation of an offer to buy or sell AACo securities in any jurisdiction.
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AACo has transformed from a pastoral company to a beef company

Building our brands is the next stage of transforming and growing our business
Boxed beef sales of $267.6 million now comprise 77% of revenue

AACO's new Livingstone Beef processing facility is operational

AACo has established customer-focused supply chains to drive production and improve
margins

Safety performance continues to improve
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Our Goals

Organisational alignment

Build an authentic Australian brand

Secure processing capacity

Enhance cattle procurement capabilities and strategies
Optimise production activities

Exploit our know-how and genetics

Continual safety improvement




ALIGN

* Since first being communicated at the AGM in 2014, implementation of the improved business structure is now
complete. The new structure provides better operational and financial transparency
* Focus has shifted toward integration and optimisation of these supply chains
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mil kg lwt

The business continues to increase activity in its higher value-adding Grainfed operations

Sales

Both volume and pricing of our boxed beef sales continues to increase on the
back of strong global demand

Wagyu sold

Wagyu sold

Shortfed/Other

Shortfed/Other
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Finished Cattle Purchaes
Live Cattle Purchases
Internal Transfer from Grass

M Production

Sourcing

Production has increased, albeit at a higher cost

Internal transfers from the Grassfed segment has more than doubled as we
have realigned our supply chains

External live cattle purchases have increased slightly. Pricing increases reflects
strong live cattle market

3 months to 3 months to
June 30 2015 June 30 2014
Finished cattle purchases mil kg cwt 4.8 3.5
Finished cattle purchases S/kg cwt 5.11 4.16
KG produced mil kg lwt 9.1 6.3
Cost of production S/kg Iwt 3.20 2.78
Live cattle purchases mil kg lwt 6.2 5.1
Live cattle purchases S/kg Iwt 2.93 2.67
Internal Transfer from Grassfed mil kg lwt 11.8 4.9



Throughput in the Livingstone Beef processing facility continues to ramp-up

Sales

Offtake from the processing facility has been well received by our customers.
While trim prices have backed off the highs seen in 2014, they remain well
above historical averages and are expected to be supported by ongoing herd
rebuilding in the US

3 months to 3 months to
June 30 2015 June 30 2014
Meat sales* mil kg sw 1.6 n.a.
Meat sales S/kg sw $6.15 n.a.
*excludes by-products and hides
US Imported 90CL Beef Indicator
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Throughput (head/day)

Cost of conversion

Processing costs continue to decline as throughput in the facility increases.
We are focussed on removing bottlenecks and achieving optimal single
shift throughput

Based on current market conditions and the levels of throughput currently

being achieved, Livingstone is making a positive contribution to the Group
results

Livingstone Beef Throughput to Date
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Sales Sourcing

Prices for live export sales are strong however delays in export licences to + The decreased volume of production compared to the prior comparable period
Indonesia has constrained volume in the period has partly been a result of moving cattle into backgrounding at lighter weights
as we integrate the Grassfed supply into the Grainfed operations
The recent Indonesian quota allocations validates our diversification strategy
+ Increased unit costs for cattle purchases reflect broader strength in live cattle
Internal transfers to both the Grainfed and Northern Beef business segments markets in the period

have grown significantly, reflecting the strategic shift towards higher value-
adding opportunities

3 months to 3 months to 3 months to 3 months to
June 30 2015 June 30 2014 June 30 2015 June 30 2014
External live sales mil kg Iwt 3.8 5.7 KG produced mil kg Iwt 18.6 21.1
External live sales S/kg lwt 2.15 1.70
Cattle purchases mil kg lwt 1.9 3.9
Transfers to Grainfed mil kg Iwt 11.8 4.9 Cattle purchases $/kg lwt 1.82 1.62
Transfers to NB mil kg lwt 3.1 -

Australian saleyard and live export cattle prices
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Realignment of business to drive improved quality of earnings

The strategy currently being implemented is predicated on the
need to improve both the quantum and consistency of
earnings

As such we have sought, to the maximum possible extent, to
divert live sales to add more value through our supply chains
and eventually be sold as boxed beef

The switch away from volatile domestic live sales, towards the
export of branded boxed beef, is expected to reduce both the
seasonality of sales and price volatility seen in recent years

Coupled with ongoing supply chain optimisation and strategic
supply and processing arrangements, we believe earnings will
stabilise and increase over time
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Boxed Beef vs. Live Revenue Split by Month
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Transformation to a globally-focussed beef company now complete
We have realigned our business to allow for better management and reporting

We are focussed on the integration and optimisation of our supply chains to drive
improved financial outcomes

The ramp-up of our Livingstone Beef facility continues

The key priorities in FY16 seek to increase our revenues through branding strategies and

reduce costs through improved supply chain integration and innovative production
initiatives
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