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Segment name: Vision and Purpose

Where we are headed

To be the trusted and preferred lifetime financial wellness partner with a reputation
for empowerment, innovation and excellence

OUR PURPOSE

Why we exist

To enhance the lifetime financial wellness of people, their families and their
communities through empowerment and education

OUR CONTRIBUTION
Our part of MMI’s R35 billion cumulative EV earnings target in 2019

RS billion

Vision and Purpose

Building the foundation — F2016

implementation
2016 and beyond




F2016 strategy implementation
Strategic focus areas and Internal objectives

OUR STRATEGIC FOCUS AREAS

The way we compete

Client-centricity Excellence
CHANNEL NEW CLIENT VALUE REBUILDING THE CHANNEL
DIVERSIFICATION PROPOSITION New model — attract, retain,
Franchise & FSP model Aspirers and Strivers: produce
Telco initiatives in Africa Dignity Life Goals
(MM collaboration) Money Management ENABLING THE CHANNEL

Market Access
NEW OMNI-CHANNEL

OPERATING MODEL MOTIVATING AND
Branch of the Future DIRECTING EMPLOYEES
Telephonic channels New Employee Value
Proposition - We've got
Game

OPERATIONAL EFFICIENCIES
Project 600
Existing book migration

F2016 excellence initiatives




F2016 excellence initiatives
Rebuilding the channel — structure and focus

S—SAID
Wm Consolidate and optimise channels

F2016 excellence initiatives
Rebuilding the channel — attract and retain advisers

. I WHAT WE
1 SAID
Grow adviser force to 4,200 advisers by end F2016
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F2016 excellence initiatives /\
Rebuilding the channel - productivity

70%
|7 improvement in
S —SAID average weekly
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F2016 excellence initiatives
New Employee Value Proposition — We’ve Got Game!
. I WHAT WE

l SAID Develop an Employee Value Proposition that will position us as the
® ® ® employer of choice in Emerging Market Financial Services
MVEVER

Metropolitan

WHAT WE
DID

We launched
our new
Employee Value
Proposition on
the 2" of
November




F2016 client-centricity initiatives




F2016 client-centricity initiatives
New Client Value Proposition — Dignity Life Goals

® I WHAT WE
ﬂT SAID
00
MVEVER

F2016 client-centricity initiatives
New Client Value Proposition — Dignity Life Goals
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F2016 client-centricity initiatives
New Client Value Proposition — Dignity Life Goals

2

G YO
\FILLING YOUR Negp, o APERLESS PROCES

V!

ARRANGING
CUNERAL SERVICES

We will tell you
which documents
are required, if any

—

g v THE FUNERAL EVEV \

 / L / % g‘mt Excerpt from a
< : P lient’s U

= g Guide and Plan

e S0 YOUN ESRY: (ow-u;mm &r - ﬁ | - G

¥

“a-%mo s Lane ] T m

(TAN PAYS.

F2016 client-centricity initiatives

New Client Value Proposition — Dignity Life Goals

The Advice Tools

Setting up your dignifieq
funeral plan
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F2016 client-centricity initiatives

The new omni-channel operating model — living client-centricity

N

The omni-channel
will result in a more
efficient and
effective client-
experience

® | WHAT WE

Changing
infrastructure —

new position,
new enabling
technologies

Changing roles
and culture —
combining sales
and services

Branch of

the Future
—the Financial
Services e-
Tailer

Changing
processes —
happy path

processes (hide
the wires)

Changing client
experience —
respecting time,
educating and
empowering

F2016 client-centricity initiatives

The new omni-channel operating model — Branch of the Future




F2016 growth initiatives

F2016 growth initiative
Channel diversification — Franchise Model

The opportunity

Registered FSP’s operating in the Emerging Market

T

Broker -
34 2
Funeral/Motor -n---n
Underwriting 2
Manager

() Numbers in brackets denote FSP’s already doing business with Metropolitan
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F2016 growth initiative
Channel diversification — Franchise Model

The opportunity

500,000,000
450,000,000 -
400,000,000 -
350,000,000 -
300,000,000 -
250,000,000 -

200,000,000

150,000,000 -

50,000,000 /

0

F2015 APE from FSP's  F2015 forecast APE from  Market potential APE
FSP's

Strategic enablers




F2016 strategic implementation
Enablers

OUR ENABLERS

A strong and trusted Brand
Leading client and market insights and data analytics
capability
Collaborative and client-centric culture
Superior talent
Focused, committed and courageous leadership

Effective client-centric operating model architecture
Ability to proactively lobby, influence and adapt to
regulations

Work in progress

F2016 strategic implementation
A refreshed Brand — visible through a new web presence

- € () https//www.metropolitan.co.za/#/home
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CONTACT US GET ADVICE

YOUR FUTURE
LEGACY

We offer you the means
to say goodbye with dignity.

o cncaaro

BUILD SECURE GROW
your financial wellness.

ENJOY

your financial wellness. your financial wellness.

your financial wellness.
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Thank you

L

MMI HOLDINGS
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