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Hi Nigel and Team,

Thank you again for taking the time to meet with us and explore the reasons why
providers are holding back on new accommodation investment. It was a great
discussion — and | wanted to briefly recap the two practical solutions we touched on
that could help address the underlying barriers.

1. RAD Bridge Liquidity Facility (RBLF) - See attachment

Providers face daily liquidity challenges as more residents choose partial RADs
or DAPs. Our RBLF model gives providers immediate access to working capital
by dynamically bridging RAD shortfalls in real time. This approach directly
supports the Review’s aims of strengthening provider viability and stimulating
capital reinvestment — without changing the regulatory framework. It returns
confidence and provides greater certainly for the Finance Teams to investin
large, capital-intensive projects. (The boards can ’t sign-off on these long-term
projects with the current trends around RAD collections and outgoings)

2. Admissions Tech & People Solution - “Mirus Admissions Companion
(MAC)”

We also spoke about the importance of capability at the front line. Many
admissions staff are caring professionals first, not salespeople or analysts. Our
MAC program combines a structured workflow and CRM with mentoring and
education, building confidence, consistency, and better pricing conversations
with families. The outcome has been higher agreed prices, stronger occupancy,
and measurable uplift in team morale and performance. (We’ve had to step
back from delivering these programs for now, as we’ve redirected our efforts
toward updating our technology for the new operating environment. We’re
entirely self-funded and not supported by grants.)

Together, these initiatives address two critical levers highlighted in the Review —
liquidity and capability — both essential to restoring confidence for providers to



reinvest in accommodation and quality improvements.

Happy to share data from the pilots or arrange a short follow-up briefing if useful to

your analysis.

Best regards,

Founder and Partner
robert.covino@mirus.group
1300 738 145

Mirus Australia

Suite 18 / 26-32 Pirrama Rd, Pyrmont NSW 2009
1300 738 145 | mirusaustralia.com
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Enabling Dynamic Liquidity for Aged Care Providers through a Real-Time RAD Bridge Platform

Subject:

Purpose

To brief the Minister on a technology-enabled funding solution designed to improve liquidity and reduce
financial stress among residential aged care providers by dynamically bridging RAD shortfalls at the
point of new resident admission.

Issue

Residential aged care providers are experiencing increased liquidity pressure due to declining RAD
inflows, as more residents elect to pay via DAPs or make partial RAD contributions. This creates a
mismatch between provider obligations (e.g. RAD refunds, operating capital) and inflows, oftenon a
daily basis. Conventional credit facilities are not tailored to aged care operations and introduce
unnecessary delay and complexity.

Proposal

Mirus Australia proposes the development and deployment of an Agentic underwriting platform for the
RAD Bridge Liquidity Facility (RBLF), tied to live admissions data captured in our Mirus Metrics system.
This will enable automated, low-friction credit assessment and access to bridging capital for any partial
RAD collected by a provider, in real-time and in alignment with the RAD Guarantee Scheme.

Opportunity

This initiative offers the Department a way to support innovation in aged care capital management
while ensuring the Commonwealth’s RAD Guarantee remains the underlying safeguard. Specifically, it
enables:

* Rapid provider access to working capital per resident admission

* Reduced reliance on high-cost DAPs for residents and families

* Increased RAD take-up, improving provider liquidity without burdening public funds
e Aplatform approach that can scale nationally with minimal regulatory disruption

Policy Alighment:

This approach aligns with the Department’s strategic objectives, including:
- Supporting financial sustainability in aged care
- Encouraging digital transformation and real-time data use
- Strengthening consumer choice while preserving provider viability

Next Steps:

We seek Ministerial support to:

- Formally brief relevant officers in the Pricing Review, Financing Reform, & Aged Care Taskforce teams
- Explore regulatory alignment opportunities under the RAD Guarantee Scheme
- Identify pilot providers to demonstrate the RBLF platform model at scale

itted,

CEO & Founder
Mirus Australia
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RAD Bridge Liquidity Facility

Enabling Dynamic Credit to Strengthen Aged Care Provider Liquidity

Background

The liquidity landscape across residential aged care has become increasingly volatile as more
residents and families elect to pay partial RADs or shift toward Daily Accommodation Payments
(DAPs). This trend, while aligned with consumer choice principles, presents a growing risk for
providers who rely on lump-sum RAD inflows to manage working capital, refunds, and
reinvestment into care environments.

The Problem

¢ RAD shortfalls are creating daily liquidity constraints for providers, particularly in high-
volume and regional operations.

o Curent credit assessment processes for accessing bridging finance are manual, delayed,
and often reliant on traditional bank products, which are not well-aligned to the
operational dynamics of residential care.

o Providers lack access to a system that ties credit availability directly to real-time
admissions activity, resulting in funding lag, delayed admissions, or increased reliance on
high-cost DAPs.

The Opportunity

Through the Mirus Metrics platform, which already tracks over 90,000 residential beds, there is
the capability to:

e Detect new resident admissions and RAD trends daily, across a wide cross-section of the
sector.
o Use this live data to trigger low-friction credit assessments that dynamically determine the
RAD shortfall per resident at the point of entry.
e Deploy an Agentic underwriting engine that aligns with existing aged care funding
structures and compliance rules (including the RAD Guarantee Scheme), thereby enabling:
o Faster provider access to working capital
o Lower-cost resident alternatives to DAPs
o Greater system liquidity without compromising regulatory safeguards

Illustrative Process workflow of the RBLF:
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RBLF Workflow
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Policy Alignment
This initiative aligns with the Department’s broader reform objectives to:

* Promote financial sustainability and innovation in aged care funding mechanisms

o Enable more responsive provider operations in a license-free and resident-directed
admissions environment

o Encourage use of real-time data and digital transformation to improve system
responsiveness and consumer outcomes



MAC Effect

A Case Study




CRM design and built with aged care, for aged care.

Generate more leads,
track your pipleline and
improve customer

satisfaction. . Implementing a CRM

! has a direct
improvement to

revenue of up to 25%

N

MIRUS

Got a question? Contact us now.




Best practice process equals better decision making

Enquiry
v Ceniral location foral prospect
informafion.

v’ Reakime viibliily across the organisafion

Evaluation

v’ Colaborate with cross
functional teams to
create a holstic profile of
a prospeciive client that
covers, personal, and
social preferences, and
financial stuation.

Quote and contract

v Version control of key documents

Shortlist v Quotes and contracts automatically tailored to
prospect profile including RAD/DAP calkculations
4 Cenfralsed view of and MPIR forresidential aged care

complete admisiors pipeine
v Fitter and sort fields to order prospect by

best fit Reports

v Checkist fo track key activifies
v Visualsations to help you understand pattems,

trends and support your business decsions
v Capture customer feedback

Got a question? Contact us now

v Viewallleads with ransparency across business and service ines
Cenfralise communication for consistent customer experience
v Colaborate with cross-functional admissions feam in your business
v Track financial impact of your waillist and sold products
Utiise data to support business decisions

N

MIRUS

AUSTHALIA
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@ Client Strengths & e This 600 bed metropolitan provider faced
Chal]enges increasing competitive pressures and a significant
future capital spend

X Admissions role undervalued

X Lack of negotiation confidence
X Inconsistent messaging to
customers

v’ 98% occupancy

No tracking/reporting of lost

v $199+ Average Daily customers

Subsidy

x  Significant capital funds required
for new build and refurbishment

i‘E: v’ Strong leadership

- v Engaged staff
999 x Ongoing reduction in core |

customers

BEDED

MIRUS

Mirus Australia®© 2018

- Got a question? Contact us now. Commercial in confidence




» Marketing strategy

» Room prices
aligned to capital
strategy

+ Value propositions

Got a question? Contact us now

Solution: Process °

Marketing

A consistent, best practice process that was

repeatable and frainable at each site

Preliminary qualification

Consistent data
collection

Facilitate collecting

resident information (e.g.

ACAT, Centrelink)

Start selling the value of
the product

» Engage and listen
to qualify best fit:

» Care and extra
service needs

+ Financial profile
» Social profile

=

Complete RAD / DAP
calculations to
generate offer

Inform applicant
around fees and costs

Generate offer to
applicant

Negotiate pricing and
payment options for
available beds/rooms




Solution
Process...continued
Ongoing Management
» Proactively manage waitlist * Issue contract » Monitor Centrelink status
and customer expectations » Create resident record and » Reconciliation of Means
« Manage the sales pipeline complete admission Tested Care Fee (MTCF)
paperwork and accommodation
+ Finalise admission record supplement
and pass to clinical team » Monitor annual and lifetime
caps
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Got a question? Contact us now




Solution: People

2.
1.
Person-

. : Centered
Financial Sales
Principles » Person centric

approach to sales
» Empathy and
» Impact of reforms engagement
» Financial concepts » Demonstrating
» How bed prices values/brand

are set

Got a question? Contact us now.

e 5 module program to empower admissions
consultants to have the skills and confidence to
sell their product
5.
4 Admissions
' : Champion!
Business P
3. . Development
Admissions =
Process ; - -
: » Sourcing quality leads
Using Tech » Engaging the
» Field and capture ~ community
enquiries » Developing a
» Ma nage customer » Implement contact marketlng Strategy '
campaigns strategy
» Optimise waitlists ~ » Qualify customer

» Prepare quotesand suitability

contracts

N
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AUSTHALIA




@ Solution: Technology e Aged Care CRM Admissions Companion to
measure and track KPIs, manage customers
through an admissions process and trend
reporting.

Total pipeline of your prospects'
© progress broken down by facility.

Pipeline funnel

Great Care Croup . .I = Crear Care Group .- =
Empire Rose Retirement Village -l ] Empire Rose Rati r:wegr‘; —I—
illa

Great Community & Home | —— Great Community & Home N

Creat ILUs - Great ILUs --

Kensei Aaea Care Cervre [
Kensei Aged Care Ceote NN

Polo Prince Retirement Villaga _ _ Polo Prince Retirement
Village -I

Silver Knight Nursing Home _ | |
Silver Knight Nursing Home -
Sunzero Retirement Villaga I | ]
Subzerc Retirament Village _
o 5 10 15 20 25 30 35 40 a5 50 55 &0 65
Enquiries = Evaluations + Short list e 10 20 30 40 50 &0
Evaluations + Short list
@ Open Enquiries @ Enquiries added last 7 days Evaluations @ FEvaluations added last 7 days @ Shortisted
@ Shortlisted last 7 days @ No start date ® 60+ days to start ® 060 days to start M

MIRUS
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8 Results: Increased e Consultants were able to sell their product for
Agreed Prices greater value.
Agreed Price
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o
@ Results: Marketing e Facility 6 showed that a greater proportion of their

Insights prospective residents were choosing other
facllities based on price as well as a greater
proportion failing to qualify for admission based
on finances.

Reason Prospect Declined Offer Reason Prospect Did Not Qualify
100% 100% =
90% - -
80% . 80%
I 70%
60% L . 60%
40% 0%
40%
20% 30%
11:l
0% - 10%
RAC1 RAC2 RAC3 RAC4 RACS RAC6 0%
Other M Service No Longer Required RAC1 RAC2 RAC3 RACA RACS RAC6
Location M Quality
M Price M Financial M Care Departed M Other M
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Got a question? Contact us now.
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@ Results: Informed e Allsites maintained their targeted supported
Decision resident ratio. Facility é in particular realigned their
service to take advantage of the higher
accommodation supplement
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°
@ Estimating Means & e What can aresident afford¢ & What are my beds

Understanding really worth?
Value

It is important to refer all of your prospective residents to financial planners.

. Everyone entering aged care needs to know what their options are and what will best suit their needs
financially based on their situation.
However, even though you're not a financial planner you still need to be able to demonstrate the value of your
service and negotiate the best outcome for your facility.

*  You can provide powerful information to help a prospective resident chose your facility for a price you have
proven to be good value.
Using a repeatable process to evaluate all prospective resident's means should be completed to qualify any resident.

. Beyond just supported or non-supported, you should be able to help a non-supported resident understand
what they can afford in a RAD, DAP, Combination or DAP drawdown.

. Many people seeking residential care may think they can't afford it but there are a number of ways for you
to achieve a target agreed price with a smaller lump-sum payment.

N

MIRUS
12 Got a question? Contact us now. ~ommercial in confidence AUSTHALIA




® Key Take-aways

*  Providers will have to look at other sources of revenue and examine their costs and level of
services being provided

* Prepare for a free-enterprise system where the consumer will pay for services they want in the
best facility they can afford:

m  Know who your market is

m Price your services appropriately based on the cost structure

m  Maximise income from non-government sources (Accommodation and optional/extra services)
m Investin technology

m Look at processes and costs at all levels of the business

m Base service delivery on what is achievable in terms of revenue

N

MIRUS
Got a question? Contact us now. AUSTHALIA




Let’s keep planning supporting you.

N

MIRUS

AUSTRALIA

Natanya Full
e Natanya.Full@mirusaustralia.com

Shannon Sanderson
Shannon.Sanderson@mirusaustralia.com

Got a question? Contact us now
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Increased Agreed Prices

MIRUS

AUSTRALIA

Consultants were able to sell their product for greater value.

Agreed Price

$600,000
$550,000
$500,000
$450,000
$400,000
$350,000
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$250,000
$200,000
$150,000
$100,000
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o FACIlITY 1 s Facility 2 Facility 3 Facility 4 s Facility 5 es—Facility 6





