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IN 2020 WE REFOCUSED STRATEGY TO IMPROVE LONG-TERM 
GROWTH PROFILE

To become the most admired financial 
services group in Africa

Data and digital transformation

Continuous development of our culture

Innovation

Partnerships

Our vision Executed through our clusters

Our strategy

Becoming an
African champion

Building a
fortress position
in South Africa

Accelerating 
growth outside
of South Africa

Strengthening our 
position where we 
operate outside
of Africa

Enabled by

How we are embedding 
strategy in our business

• Integration – expand product 
offering and improve cross-sell

• Digitalisation – improve client
and intermediary experience
and efficiency

• Empowerment – contribute to 
inclusive economic participation 
and support Fortress SA strategy

• Culture survey – readying our 
people and culture to operate 
differently ensures we remain a 
future-fit organisation

• Partnerships – exploit growth 
opportunities and gain access to 
underpenetrated market segments 
across the continent and where 
we operate outside Africa

Retail Mass

Risk & Savings

Glacier

Corporate  

SA Life
& Savings

Emerging 
markets

Fintech

Group
office

Investment
group Santam

SanlamAllianz

Asia
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OUR STRATEGY TO 2030 IS TO END UP WITH A MODERN CUSTOMER FOCUSED GROUP WHICH 
LEADS NON-BANK AFRICAN FINANCIAL SERVICES AND ENTRY-LEVEL INDIAN FINANCIAL 
SERVICES

• From a core South African business to a business with three core pillars – South Africa, Pan-Africa and Asia
• Pan-Africa and Asia expected to be the strongest growth drivers 

South Africa

Pan Africa Asia

South Africa

Pan Africa Asia
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FOCUS IN EACH OF OUR THREE CORE REGIONS 

South Africa 

Pan-Africa

Asia 

• Entrench Sanlam’s leadership in the South African industry – scaling up our 
operations, explore new growth segments through our partnerships and Sanlam 
Fintech, focus on cost efficiency and value creation opportunities that transform 
customer and employee experience and artificial intelligence (AI) integration 

• Expanding our asset management and wealth management offerings globally 
– clients can now invest up to 45% of their wealth outside of South Africa

• India is the worlds fifth largest economy and fastest growing emerging 
economy  – Sanlam has a leading niche position through our partnership with the 
Shriram Group, touching the lives of over 20 million people

• Strengthening our position – increasing our shareholding to >50% in the Shriram 
insurance entities (subject to regulatory approvals) 

• Our strategy to double down in Africa is in place, with SanlamAllianz on the 
ground and integrating – we believe this growth engine in Sanlam may well rival 
and possibly surpass the South African mothership over time

• Africa’s medium to long-term GDP growth outlook is strong - Africa’s population 
is expected to reach 1,4 billion by 2026 and we are optimistic that African countries 
will be among the top 20 economies globally in the next three decades

Building 

a 

leading 

emerging 

markets 

financial 

services

business
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HOW WILL WE ACHIEVE GROWTH IN SANLAM LIFE AND SAVINGS 
(SLS)
Four Strategic themes

M&A
Activity Holistic 

client 
engagement

Technology

Rewards

 Since 2020, R12bn of M&A in 
South Africa

 Important that our fortress 
position in South Africa is 
strengthened

 Vest and amplify growth 
across the business 

 Despite Sanlam dominance, 
average cross-sell of solutions 
remains stubbornly low

 Stronger focus on driving client 
service and aiming to cater for 
the client holistically 

 Drive towards consolidated 
data strategy – single digital 
ID

 Cost efficiency through 
increased sharing and 
elimination of duplication in 
technology

 SLS is partnering with SFT in the 
development and integration of the 
Rewards programme in our offering.

 Encourage cross selling (particularly 
non-intermediated solutions).  Widen 
reach.  Improve persistency



CUSTOMER CENTRIC SERVICE IS ABOUT ADDRESSING THE 
FINANCIAL NEEDS OF OUR CLIENTS

Offering Client Services

Servicing client policies

Providing financial plans

Filling gaps

Offering client centric solutions

Health insurance

Savings and Investment

Disability insurance

Retirement

Credit 

Own death

Family death

Asset Insurance 

Education 

Inheritance

Addressing Financial Needs
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SANLAM – INTERMEDIARY PARTNERSHIP IS ESSENTIAL TO 
DELIVERING EXCEPTIONAL CLIENT SERVICE

Enhancing internal operations to better support our BlueStar partners

Partnerships : Our partnerships and empowerment credentials will increase our scale, footprint and reputation across the 
country and the African continent 

Digital Transformation: Increasing our efforts around digital transformation to provide brokers with technologies that 
create efficiencies and ease of policy management. All investments in technology are aimed at enhancing our 
relationships with advisers 

Strong collaboration culture: Continue to place value on building strong & trusted relationships with our advisors and 
thoroughly support them in navigating the changing business environment 



New head of Sanlam Direct Launch of BlueStar (for which he 
received a CEO Award)

Long service award

New CE of Distribution Business

Thank you Jaco 
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