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Postbank Vision & Mission

IS to offer simple, affordable and lent banking solutions for our

the lower end o

Postbank’s Mission Is

“To provide cost effective financial services to appropriate market segments using
simple processes and a diversified channels and infrastructure, through effective
and profitable partnerships ensuring that we serve through a skilled and motivated
workforce with the support of an aligned leadership team.”




Two Worlds of the SA Economy

The Second
Economy

Main Target
Market:

» Groups / SME
 Women

e SM1-5

e 12 million un-
/underbanked

TOP 8%
> R8000
p.m.

18 % R2500
— R8000
p.m.

100%

S

Mainly Urban

UPPER CLASS
(>R8000)

MIDDLE CLASS
(R 3500 — R8000)

LOWER MIDDLE CLASS
(R2500 — R3500)

Mainly Rural

- POOREST OF THE POOR

SOCIAL
GRANTS

STANDARD BANK
FIRST NATIONAL BANK
ABSA
NEDBANK, ETC.

0%

Financial Services
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Postal Savings Banks Offerings — International Best Practice

Savings &

. Deposits, Debit Cards, EFT, Payments
Transactional

Loans Home Loans, Other asset financing Loans, General

Insurance Household, legal, travel, car, tractor, stock, etc

Micro-lending Individual , SME/SMME, Agriculture, etc

Pensions Registration, payout, deposits

A

Unit Trusts , Fixed Term Deposits,

Investment Pension Funds, Mutual Funds

Funeral policies , Education polices, Credit Life,
Life cover, Annuities etc

Assurance

A

Red = Current Offerings



Postbank Products - Banking

W

(. SAVINGS
PRODUCTS

- Bonus save
\. - Smart save
- Bakgotsi

- Govt payments

- 3" Party Payments
(Utility Bills, etc)

- Domestic MT

« PAYMENTS & _ -
MONEY International MT

TRANSFER

*TRANSACTIONAL
PRODUCTS

- Flexi card
- Mzansi flexi card
- Pension Flexi card

- Maxi save

- Term save
- Term Save plus

“WESTMENT




Postbank Products — Other non-Banking

MICRO- LOANS
(BAYPORT)

- SAPO provides front-end services

- Lending is focused on lower LSMs

- Commission earned for successful and
unsuccessful applications

- Profit share
- Rental for the kiosks (own resources

e CIT Outsourced
* No immediate
plans to do Forex

AGREEMENTS/
STRATEIC
ALLIANCES

UNIT TRUSTS

(UC CAPITAL)
FUNERAL PRODUCTS (Umbono)
(SAFRICAN) - Commission
.. based on products
- Commission based on the sold

products sold




Postbank Business Results

Business results

ISSUE —"To what
extend do we
‘share’ our (SAPO)
network with other

Treasury

Financial
Institutions
Banking Non Insurance Credit
products banking products products
products
Community
banking
Branch banking
E-channels




Postbank / SAPO ‘Partnership’

« Cash Management currently handled entirely by SAPO as Postbank does not
have any branches of its own

— Number of 100% Postbank branches still to be defined — possibly based on
transaction ratio (Financial vs Post)

« Cost Accounting & Risk Management is provided by SAPO, but will change
after Corporatisation
* Pricing model used — Internal transfer pricing based on ABC model
— Current model possibly not reliable and include inefficiencies
— WSBI is currently assisting Postbank with a review of the transfer pricing
« Main ‘advantage’ of Postbank/SAPO partnership is branch network
 Main ‘challenge’ with SAPO branch network is skills gap — to be address with
SLA
e Multi-Channel strategy
— Mainly reliant on SAPO for ‘origination’

— Diversification of channels (Cell, Internet Banking, POS, ATM, etc) to improve
customer service (convenience) and reduce cost of delivery



Postbank / SAPO ‘Partnership’

 Regulatory Issue with Postbank a fully owned subsidiary of SAPO
— DOC shareholder of SAPO
— DOC also shareholder and supervision of Postbank



Thank You



