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wOM Bank as Old Mutual ecosystem anchor é@

South African retail ecosystem OMBANK

New Old Mutual
relationships
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gross outflows

1 Ofthe FY 2025 number, R26.7m of points were redeemed into OM Bank accounts. Redemptions into OM Bank since 1 August 2025 of R103m 2



Converting existing relationships into banking profits R

Recurring insurance flows and embedded distribution are harder to replicate at scale

Three ecosystem layers

Partners

&

Rewards

Insure | Bank | Invest

Deposits

Funded accounts

Salary and payment
flows

Primary relationship

Lending

New credit products
Quality and mix

Risk-adjusted growth

Revenue

NIR from activity
and Credit Life

NIl from disciplined
lending

Insurance economics

OMBANK

Profitability

Credit discipline

Operating leverage



ILLUSTRATIVE

Highlights - Group ecosystem opportunity set R

OMBANK
Opportunities What it means for OM Bank?
~R18bn annuity payments per year Partial capture of flows generate deposits and ®
R54bn over 3-year period transactional activity
R146.3bn gross outflows
Life & Savings claims payments (3yr average: FY23-25 . . .
° ey 3y o ) Modest penetration is required to support the o
break-even deposits target
R140.5bn gross inflows
Life & Savings: savings & investments (3yr average: FY23 -25)
R301bn home loans Modest penetration is required to meet break-even
Held externally by Mass, PF and Wealth customers targets
1 billion in Rewards points redeemed into OM Builds customer loyalty, supports acquisition,
Bank since 1 Aug 2025 engagement and transactional activity
Why this works?
Trusted brand EX|st|ng cust.o mer Established distribution Existing group flows
relationships
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Delivery proof-points R

Demonstrating progress using consistent KPIs at every reporting period OMBANK

Customers Net income Costs Results from operations

Who is banking with us? How do we generate revenue? Costs to run the operations Franchise economics

© Total customers growth @ NIland NIR ©® Average cost-to-serve © Results from Operations

® New-to-Group

® Credit loss ratio ¢ Cost-to-Income ¢ Returnon Equity

©® Unique to Banking Cluster

© % of active customers ® Total deposits
© Gross loans
© Average loan per customer

©® Average deposits per customer

©® Risk adjusted ARPAC

© Disclosed KPIs
® Management KPIs

© Steady-state KPlIs
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Old Mutual Banking R

From establishing the right to win to contesting the banking profit pool OMBANK
H1 2026 delivery FY 2028 targets
1
Grow active 742k - Bundled rewards and pricing adjustments
customers and OM Bank customers 2.5m - 2.8m - Extend value-added services
NIR FY2025: 284k - Enhance non-advice funeral proposition
2
R1.4bn2 - Launch fixed deposit product
Grow re.ta|l ol 2Elle S R8bn - R10bn - Leverage OML distribution network
deposits FY2025: RO.3bn - Reposition MFC savings proposition
3 R16.4bn - Scale new credit offerings: Credit cards and Secured lending
Gros; loans (investment-backed loans and home loans)
i R23bn - R26bn
Scale Iendlng FY2025: R16.4bn - New credit offerings to constitute 20% to 30% of the loan
’ ’ book (currently at 9%)
4

Cost optimization
to deliver RFO
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(R611ImM)

RFO

H12025: (R310m)

RO - R200m

1 OM Bank customers will exceed 1 million by the end of September

2 Retail deposits were R1.6 billion as at 31 August 2026

- Achieve cost synergies through Banking Cluster integration

- Leveraging the new banking technology platform and Al
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