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Background

Monoline unsecured lender with tied insurance company
(StanGen

Branch based face-to-face distribution network
Dominant unsecured loan provider in South Africa

Large lower LSMcustomer base

No advice-based financial products

Unrestrained growth of poor quality business
Unacceptable accounting policies

Placed into curatorship August 2014
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Curatorship and restructuring of African Bank
Separated from StanGen

New CEO and Board

Emergence of new strategy

Retained the brand

o J>o I To Do

A

v v s




The new strategy dpost 2016

— OUR VALUES —

TRANSPARENCY

INNOVATION

COLLABORATION

EMPATHY

PROFIT
CONSCIOUS

OUR CULTURE

To be a successful retail bank which offers a wide range of products and services to the consumers
of South Africa. We seek to provide value - more than our consumers expect of us. We promise
to live our purpose, “humanity through banking” in all that we do, and we are confident that we
can, because... we are you.

Position as ‘humanity through banking’; ‘we are you’
Offer more value than expected

Diversify product offering to become a retail bank
Widen customer base

Broaden channels

Partner where it makes sense

Strengthen balance sheet to improve competitiveness

>15% > 35% > 40 > 80%

1,25 million to Non-interest R300

0,
> 2,5 million million > 25% < 13%

OUR CUSTOMERS




Our core competencies

-
Extensive branch network 0388 branches t’

Expertise in Loans and improving expertise in Retail Deposits 1

Robust credit capabilities
Efficient collections operations dAfrican Bank and Residual Debt Services

Single Data Warehouse
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Engaged workforce




The journey so far

A New branch look and feel
(support for transactional
banking)

A GEO mapping

A Targeted customer base has
changed significantly since 2014 6 g
Disbursements to lower risk customer;‘
increased from approximately 60% to
80%

A Productivity monitoring |

A Right-sized workforce

A Transformed skillset to meet new objectives




The journey so far

A Addressedlegacy IT shortcomings

A Launched Retail Investment products

A 3 channels 81 back office

o Branch
o Credit Direct
o Digital

A Core transactional banking
currently operational in select staff O AfricanBank
pilot phase dmainly digital e
-
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A Omni-channel delivery early next
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year - this is a BIG deal BN ™y Syys

A Established MMI partnership




