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Health today



• > 30 million beneficiaries in Africa 
and India

+19%

Beneficiaries at financial year end
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Touching lives of families in South Africa and beyond

2,609,515
2,576,983

2,633,307
2,671,162

2,769,029

2,876,885

2,982,446

3,061,684

 2.3m

 2.4m

 2.5m

 2.6m

 2.7m

 2.8m

 2.9m

 3.0m

 3.1m

F2017 F2018 F2019 F2020 F2021 F2022 F2023 Current 
base



Where we have come from

Era Client Value Proposition

Pre 2017 • Scheme • Admin and managed care

2017 to 2024 • Employers and scheme members

• Sustainable health benefits and improved health outcomes
• More Health for More People for Less “MH4MP4L”
• Offering value to members in a regulatory environment 

that does not allow for risk rating
• Repositioned Multiply (Incentivised Wellness) as part of 

the Health value proposition

2025 to 2027 • Employers and scheme members

• “More Health 4 More People 4 Less (MH4MP4L)” enables 
“We build and protect our clients’ financial dreams”

• Improving people’s health through optimal design and 
relevant consumption management supported by 
incentives
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Where we have come from
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* The current base represents double the 1HF2024 earnings, rounded to the nearest R100 million. 
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+27%

Profit growth



Where we have come from

NHE growth
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* The current base represents double the 1HF2024 earnings, rounded to the nearest R100 million. 

+15% CAGR
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Diverse business with wide spread of clients

Health

INTERNATIONAL 
| AFRICA

RESTRICTED 
SCHEMES

PUBLIC SECTOR

OPEN MARKET
Scheme Health Insurance

Managed careDesigning for health and incentivised wellness Administration
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Market dynamics 
and key 
considerations 



Market trends and impact

Market need for affordable solutions

NHI implementation uncertainty Distribution

Labour bargaining influence

Corporate collaboration

• Signing of NHI Act into law creates uncertainty 
for all stakeholders. 

• Need CMS to support industry with regulatory 
framework for sustainable affordable solutions.

• EB to collaborate with Health to grow the 
employed but uninsured market. 

• Creating a Health focus in distribution.

• Work with unions to find suitable solutions.

Entry of non-traditional players
• Increased competition in the low-income market.
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Ambition and 
strategic focus 
areas



More health for more people for 
less will be our way to build and 

protect our clients’ financial dreams.
WINNING 
ASPIRATION

“

”

LONG-TERM
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To grow a streamlined Momentum 
branded value proposition in selected 
markets, locally and outside our borders, 
while leveraging existing capabilities to 
achieve PPPs with different government 
entities at scale.

AMBITION
IMPACT STRATEGY “
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Profit growthClient growth

Ambition in numbers

MH4MP4L as part of building and protecting our clients’ financial dreams
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2027 2017 2024

+15 CAGR%

+26% CAGR

MH4MP4L as part of building and protecting our clients’ financial dreams

 -

 500,000

 1,000,000

 1,500,000

 2,000,000

 2,500,000

 3,000,000

 3,500,000

 4,000,000

2017 2024 2027

#Members #Beneficiaries

+20%

+20%

F2027 F2024 F2027



Strategic focus areas
What we will focus on in the next 3 years (F2025-F2027)

Open market 
growth

Public sector 
sustainability

Alternative 
growth

Universal Health 
Coverage

Focus on gaining market 
share for higher margin 

Momentum branded 
solutions

Secure our future with 
diversified public sector 

clients

Leverage current 
capabilities to win in 

adjacent business 
models and in new 

markets

Find sustainable 
solutions for more 
health for more people 
for less – a sustainable 
solution to NHI

OneHealth

Position Health as a 
single business 

operating at scale

1 2 3 4 5

Digital transformation using data and insights

• Improve architecture of our digital solutions to enable standardising client solutions
• Invest in AI supported data and insights to manage clinical risk
• Triage primary healthcare through Hello Doctor to create appropriate access to care and cost-effective clinical pathways
• Improve the Mobile and Chat experiences for all stakeholders using new BOT and AI capabilities and further enhance omnichannel self service
•  Align the broker experience for Health on VIA to other product houses to improve broker efficiencies for sales, distribution and service
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Objectives and 
measures of success



Objectives and measures of success

OBJECTIVES MEASURES OF SUCCESSFOCUS AREA

Unlock full potential 
of our businesses

Harness synergies of 
collaboration

Optimise our cost base Invest aggressively 
in advice

Selectively expand our 
addressable market

Design simplified and 
impactful client experiences

OneHealth

Public sector 
sustainability

Open market 
growth

Alternative 
growth

• Optimise existing and alternative channels with appropriate resources and technology 
to achieve growth

• Group collaboration in the employer market

• Sustainable public sector partnership model 

• Growth into other public sector markets

• Growth through vertical integration in provision of healthcare at scale

• Participation in healthcare outside South Africa in collaboration with Group’s Africa 
segment

• Single, labour-aligned business on one platform, single brand, and aligned client value 
proposition 

• Optimisation of corporate portfolio
R230m savings by F2027

National reach of pharmacies

Growth beyond SA

350 000 new families by F2027

37.5% Multiply attachment by F27

New municipal and other public 
sector markets

18

He
al

th



Why we will win



Better health outcomes at lower 
cost

Sustainable affordable solutions

Our RIGHT to win

Momentum Corporate collaboration Our ability to execute
client delight

Relationships with employers, channel and labour are the bedrock of our success

Focus on digitising all aspects of our business
20
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Disclaimer

In this presentation, Momentum Group (“M Group” “the Group”), its subsidiaries and, where applicable, its joint ventures and associates are referred to as “we”, “us”, 
“our” and the “Company”.

Forward-looking statements

The information provided during this Investor Conference is for informational purposes. The presentations and discussions may include forward-looking statements, which, unless indicated 
otherwise, reflect the Group’s expectations as at 23 July 2024. 

These statements may also relate to our prospects, developments and business strategies. Words such as “believe”, “anticipate”, “intend”, “seek”, “will”, “plan”, “could”, “may”, “expect” 
and “project” and similar expressions are intended to identify such forward-looking statements but are not the exclusive means of identifying such statements. These statements and 
forecasts involve risk and uncertainty as they relate to events and depend on circumstances that occur in the future. There are various factors that could cause actual results or 
developments to differ materially from those expressed or implied by these forward-looking statements. The Group’s external assurance providers do not review or report on the forward-
looking statements in this document. 

Actual results may differ from our expectations. The Group cannot guarantee that any forward-looking statement will materialise and, accordingly, readers are cautioned not to place undue 
reliance on them. The Group’s external assurance providers do not review or report on the forward-looking statements in this document. The Group disclaims any intention and assumes no 
obligation to revise any forward-looking statement, even if new information becomes available, other than as stipulated by the JSE Listings Requirements and other applicable legislation 
and regulations.

As this event is being held during a closed period, we are restricted from commenting on our F2024 financial performance, F2025 forecasts, or any other material non-public information. 
We ask that attendees respect this limitation and refrain from asking questions that could lead to the disclosure of such information. For comparative purposes the published results for the 
six months to 31 December 2023 have been annualised. This should not be construed as to any guidance as to the results for the financial year end, 30 June 2024. As the business becomes 
aware of its likely financial performance, or any potential deviations from any prior guidance provided, this will be disclosed to the market in accordance with the JSE Listing requirements.
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