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Metropolitan today

Metropolitan

Diversified 
distribution

Service 
excellence

Holistic product 
basket

System 
transformation

• 3 200 tied advisers
• 165 independent brokers
• 330 tele-agents
• Affinities and affiliations (new)
• Direct

• Service excellence brand 
affiliation

• Ask Africa Orange Index 
industry winner

• Internal focus:
  Replacement of 

legacy systems

• Life cover
• Funeral
• Hospital plan
• Discretionary savings
• Retirement savings
• Annuities and capital protection

4

M
et

ro
po

lit
an



338

610

393 433

668

305

 -

 100

 200

 300

 400

 500

 600

 700

 800

83 89 110

253 244

154

1.6%
1.8%

2.3%

4.3%

3.4%

2.1%

0.0%

0.5%

1.0%

1.5%

2.0%

2.5%

3.0%

3.5%

4.0%

4.5%

5.0%

 -

 50

 100

 150

 200

 250

 300

• Unrecovered distribution costs 
following deterioration in quality of new 
business

• Expenses outgrew revenue

• Persistency experience deteriorated

• Strengthened persistency basis

• Covid claims impact in F2020 and F2021 
normalised in F2023

• Migration data cleanups impacting 
earnings negatively

-54%

R’million Normalised headline earnings

-37%

VNB and VNB margin
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Strategic context

F2018 F2019 F2020 F2021 F2022 F2023

F2018 F2019 F2020 F2021 F2022 F2023



5-point plan

R600 million NHE

5% PVP margin1. Product commerciality
2. Sales: workforce 

management
3. Improve business quality
4. Align cost base to revenue
5. Migration and automation
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5-point plan progress

Align cost-base to
revenue

Migration and 
automation

Improve business
quality

Sales workforce
management

• Savings realisation 
on track to meet 
targeted outcome

• 6-month delay of 
migration to 
impact expected

• Tax free savings 
solution migrated 
to new OIPA

• New products on 
OIPA

• Service 
transactions via 
our WhatsApp and 
digital channels

• Improvement in NTU 
rate

• Premium collection 
rate improvement

• The 3 core focus 
areas for 
workforce 
management are 
interrelated aiming 
to create a 
distribution 
rhythm:

1. Manpower
2. Worksite 

management
3. Activity 

management

Product
commerciality

• Funeral reprice

• Commission on 
first premium

• Benefit 
restructuring

• Market access fees
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Market dynamics 
and key 
considerations 



Market trends

Social

Political climate Regulatory intensification

Data investment and Payment 
Proliferation

High unemployment

• Muted public sector growth
• Potential coalition government complexities and 

inefficiencies in public sector decision-making and 
implementation

• Economic stress and downturns felt immediately at 
emerging market level putting pressure on disposable 
income. Insurance competes with necessities as share of 
wallet shrinks. 

• Negative impact to client acquisition and retention. 
• Potential decline in persistency and AUM as disposable 

income pressures compound.

• Slower than expected youth market penetration on 
current business model outcomes compounded by an 
aging client book and unemployment rates.

• Business to consider developmental opportunities for 
employment and talent retention.

• Higher focus and understanding on generational 
transitioning and ability to innovate new approaches 
and products. 

• Retirement industry reforms: 2 pot-system to bring 
outflows and liquidity risks for fund administers, 
including system development complexities.

• Employment Equity Amendment Bill: tightening of 
Financial Sector targets and compliance.

• Conduct of Financial Institutions (COFI)- impact to 
advice practice.

• Reducing reliance on disconnected services and 
processes over time – digitalisation.

• Cost of data expected to decline over time through 
competition and regulation.

• Changing consumer digital interaction expectations.

Impact of load-shedding

• Impact to national points-of-presence and business 
operations.

• Metropolitan to consider renewable and sustainable 
energy sources to secure business continuity.
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Ambition and 
strategic focus 
areas



To achieve a consistent and 
sustainable 5% new 
business profit margin 

Ambition
IMPACT STRATEGY “
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Objectives and 
measures of success



Objectives and measures of success
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OBJECTIVES MEASURES OF SUCCESSFOCUS AREA

Optimised value
• Optimise the cost base

• To have a stable and scalable PAS with supporting environments

Client-led 
solutions

• Successfully execute on the crafted Metropolitan Value Proposition

Reduce the Metropolitan 

cost base by R150m by 
F2027

Increase client value whilst 
sustaining VNB margin at 5% 

in F2027.

Improve current CSat of 79% 
to 84%+ by F2027.

• Optimise and simplify solutions to meet changing client needs and 
ensuring value for all stakeholders

Client 
experience

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

Business 
development

• Optimise existing market access

• Group collaboration

• Commercial partnerships

Diversified 
distribution

• Enhance and scale alternative channels (brokers / tele / A&A / direct)

• Optimise and grow tied agency with emphasis on workforce management

Increase alternative channels APE 
contribution to 25% by F2027 

Direct contribution at 5%

Improved adviser retention and 
productivity

Increase public and private sector 
penetration to over 20%.



Why we will win



Why we will win

Leverage

Grow

Efficient

Enduring Success

Client
Our RIGHT to win

Leverage existing Group-wide 
relationships and technology

Business development as a key 
competitive driver

Optimising our existing channels 
and scaling our new channels

System transformation underpinned 
by a digitalised chassis
Consistent management of our cost to 
revenue ratio

Client-led value proposition and a suite 
of innovative products

Continue as an Industry leader in service 
excellence and client experience

Distribution cadence

Stable profitability

Optimising our competitiveness as a 
future-forward brand

High-performance culture

Disciplined execution
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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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