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Thank you Chairman, and good morning ladies and gentlemen. 
 
The Chairman has just outlined some of the major factors driving the difficult 
business conditions we continue to face. 
 
I know, as shareholders, you have certainly seen the downside of this environment 
reflected in AMP’s share price, and in the broader share market. 
 
But in this rapidly changing and sometimes volatile environment, we also see new 
opportunities to create long-term value for shareholders. 
 
This morning I will update you on the actions we are taking to reshape AMP, and to 
position the company strongly for the future. 
 
Business performance 
Some of this is evident in our 2011 financial results, where you can see a new, 
stronger and more competitive AMP emerging with: a broader array of products and 
platforms that are highly rated in the market; a more diversified, balanced mix of 
business; a very potent domestic franchise now able to reach more Australians and 
New Zealanders with quality advice; and growing opportunities in selected offshore 
markets. 
 
In what continues to be a very challenging business climate, we had robust growth in 
banking and personal insurance, and in our new wealth management products, like 
our market-leading North platform and AMP Flexible Super – one of the fastest-
growing superannuation products on the market. 
 
This helped us achieve an underlying profit of $909 million in 2011. 
 
We’ve continued to manage our costs tightly, and both our capital and liquidity 
positions remain strong as we deal with ongoing market volatility, and in anticipation 
of more onerous prudential standards, as the Chairman mentioned earlier. 
 
Very importantly, our integration with AXA continues to track well, and our targeted 
international expansion through AMP Capital took a big step forward late last year 
through our strategic alliance with leading Japanese trust bank, MUTB.  
 
I’ll come back to both of these strategic initiatives in more detail in a moment. 
 
On the downside, investors are still very cautious, and you can see that caution 
reflected across the industry in very subdued cash flows. 
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Indeed, our first quarter cash flows, released this morning, show that trend has 
continued into 2012. 
 
They also highlight the importance of having a broad set of offers for customers, and 
clearly AMP Bank plays a critical role for us here.  
 
So while our net cash flows are largely unchanged on the final quarter of last year, 
we have captured more than $900 million in new bank deposits.  
 
This is a pleasing result, although it does create other challenges for us, because 
new business growth in banking, as in personal insurance, requires more capital to 
support it. 
 
Pleasingly, we’ve further strengthened our capital position since the end of last year, 
and at 31 March we held about $1.9 billion in total capital resources above minimum 
regulatory requirements. 
 
This includes an extra $380 million in capital contributed by MUTB as part of our 
alliance, and is after allowing for the payment of the 2011 full-year dividend in April. 
 
So, despite a challenging external environment our 2011 performance shows AMP is 
an efficient, well-capitalised business strongly positioned to deal with significant 
industry change and, importantly, to take advantage of the growth opportunities that 
change always brings. 
 
Strategic issues and our response 
So, let’s look at the five big drivers of change in our industry, and how we’re actively 
addressing these to ensure we navigate the future successfully. 
 
One of the most significant, of course, is the continued uncertainty from the aftermath 
of the global financial crisis.  
 
It is constraining client investment returns and industry profits and, at the same time, 
accelerating the shift of the world’s wealth from west to east. 
 
While recently we’ve seen some improving trends in world markets and better 
investment returns for clients, the Australian share market is still nearly 40 per cent 
below its high in November 2007, and Australian government 10-year bond yields are 
down by more than 300 basis points from their highs in June 2008. 
 
And volatility in investment markets continues. 
 
In response, we are very focused on the things we can control – like managing our 
costs tightly and working harder to retain our customers and clients – while, at the 
same time, taking advantage of the growth opportunities our merger with AXA and 
our alliance with MUTB are creating. 
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This market uncertainty is also feeding into a second big driver of change:  rapidly 
changing consumer attitudes. 
 
In our industry, it is the most significant shift we have seen in the past 15 years, and I 
suspect this is true of other sectors of the economy as well. 
 
Consumers are more risk averse and so require: 

• greater security and liquidity – and that has driven a big swing to cash, which 
is benefiting our bank; and 

• more information and control over their financial affairs as, understandably, 
they are less trusting than they once were. 

 
Consumers are also more “value” conscious than ever before.  
 
We have acted swiftly to meet these changing consumer preferences by developing 
relevant, value-for-money new products like AMP Flexible Super and our new Multi 
Asset Fund, and by continuing to grow AMP Bank, where profits were up 45 per cent 
in 2011 over the previous year. 
 
We are also investing actively in the self-managed superannuation sector, where we 
now have significant capabilities, like Multiport, and in our partnership with SuperIQ, 
which we are very excited about. 
 
At the same time, consumer behaviour is also being impacted by technology, 
particularly digitalisation and mobile devices. 
 
This new technology is opening up different ways for us to engage more actively with 
our customers more often, and in a much more relevant manner. 
 
Our merger with AXA provides a great opportunity to rationalise systems and 
simultaneously invest in new technologies, so we can bring the benefits of these 
technologies to our customers, and to our planners and advisers. 
 
The fourth change driver – the aging of our community – is arguably one of the 
greatest opportunities we have ever had. 
 
As an industry, we have done well helping people accumulate wealth, and climb the 
mountain towards retirement. 
 
Indeed, an independent report released last year1

 

 shows that, despite the global 
financial crisis, over the past 15 years the median return for growth funds has 
averaged 4.1% per annum above the rate of inflation. 

                                                      
1 Chant West July 2011 
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That’s a significant result by any standard, and certainly meets the original 
expectations of those who established our world-class superannuation system some 
20 years ago. 
 
Yet the experience of many retirees over the past few years has been very different. 
 
And that is because their retirements coincided with a big market downturn. 
 
Retirement savings are, of course, impacted by both long-term average returns and 
the timing of those returns.  This is often called “sequencing risk”, and it requires 
careful management, particularly for retirees. 
 
We know the needs, risk appetite and aspirations of people in retirement are very 
different to those who are accumulating wealth. 
 
We also know that, over the next decade, one and a half million Australians will reach 
the age of 65 – the largest retirement wave in our nation’s history. 
 
Despite the global financial crisis, these retirees will have significantly more 
retirement savings than any generation before them, but often little experience or 
active involvement in managing those savings. 
 
These people will need new solutions to help them, including financial advice 
relevant to their circumstances. 
 
As a merged group with a much broader advice network, AMP is particularly well 
placed to provide that support.  
 
When we do that job well, we will create significant opportunities for our business, 
and – very importantly – Australian families will live better lives, which, in the end is 
what AMP is all about. 
 
Finally, regulation is also a key driver of change in our industry.  
 
The lift in the superannuation guarantee contribution from nine to 12 per cent over 
the next decade should have very positive benefits for the industry and, more 
broadly, for our country.  
 
Although, there is growing concern in our industry that the amount of change 
impacting the superannuation system over a very short timeframe is creating a cost 
burden that could diminish these benefits, for the industry and for customers. 
 
As the Chairman outlined, we want to be part of an industry that ensures the full 
benefits of our world-class retirement savings system are delivered in full to every 
Australian, through a sound policy framework that considers the long-term 
ramifications of all regulatory change. 
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We remain very actively involved in working with the Government and regulators on 
the very large amount of regulatory change affecting our industry, our millions of 
customers and our 900,000-plus shareholders over the next 12 months or so. 
 
This ranges from the future of Financial Advice and Stronger Super changes, to new 
prudential capital standards, the tax changes to superannuation announced on 
Tuesday, and the new APRA levy. 
 
While we don’t expect the recent budget changes to have a material impact on our 
business, what we are concerned about is the impact continuous changes can have 
on consumer sentiment and confidence in the superannuation system. 
 
Our aim is to ensure we have a system that ultimately delivers better outcomes for all 
Australians, including improved access to financial advice, and a more efficient 
industry that is not weighed down by costly over-regulation, and which – very 
importantly – maintains confidence in superannuation as the preferred vehicle for 
long-term savings. 
 
Shaping the new AMP 
I’ve spent some time this morning running through these major drivers of change 
because they provide helpful context for the strategy we’re pursuing to build a new 
AMP – one that is fit for the future and ready to capitalise on the opportunities we see 
ahead. 
 
It is a strategy that assumes many of the shifts we are seeing, both around the world 
and at home, are likely to be more structural than cyclical. 
 
To be very clear, we’re not running the business waiting for things to return to what 
they used to be – we are running the business for the environment we face today. 
 
A major plank of our strategy for success in this environment has been our merger 
with AXA which, as I mentioned earlier, is tracking well. 
 
The essential value of this merger is that it provides many more opportunities for 
AMP to grow than we would otherwise have. 
 
Among other benefits, it brings scale, which means we have an enhanced capacity to 
invest to build a stronger, more competitive and more relevant business for both our 
customers and shareholders. 
 
We’re making very good progress on our three key integration objectives. 
 
Indeed, last August we upgraded the cost savings we expect to achieve, and we are 
currently delivering those savings faster than we expected. 
 
By the end of 2011, the number of financial advisers we partner with had increased 
from the time of the merger, while numbers across the industry actually fell. 
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These advisers tell me they see real value in partnering with the largest non-bank 
wealth management company in Australia. 
 
Indeed, in an independent survey released just last week2

 

, three of our AXA adviser 
groups were in the top four licensees with the highest adviser satisfaction in the 
country. 

This is a great outcome, particularly when you consider that it was achieved in a year 
of major integration work. 
 
Pleasingly, in the first quarter of this year, Charter Financial Planning, the largest 
financial planning group in our AXA network, delivered the best net cash flows of any 
of our planner groups. 
 
At the same time, the alliance we established late last year with Japanese trust bank 
MUTB is part of our strategy to participate in the shift of global capital flows from west 
to east. 
 
This alliance is significant in a number of ways. 
 
It is a low-risk strategy to expand internationally through AMP Capital by developing 
partnerships with prominent local financial institutions like MUTB, who know their 
markets well and have significant market access. 
 
In many ways, it mirrors the business model we have successfully built in Australia 
and New Zealand. 
 
Indeed, the MUTB alliance, in addition to our other Japanese partners, means we 
now have very significant access to the second largest savings market in the world. 
 
And we have already developed our first new product for that market, a global 
infrastructure bond fund, which will become available to Japanese investors next 
month. 
 
The alliance is also a very public recognition of AMP Capital’s investment capabilities 
by a very large and very respected global banking and investment house.   
 
Creating shared value 
While we are actively reshaping AMP for the future, we are doing so with a very clear 
understanding that the value and purpose of what we do remains constant. 
 
No business survives for more than 160 years if it doesn’t continue to create value for 
its customers, its owners and the broader community. 
 

                                                      
2 CoreData Licensee Research 2012 



7 
 

We know that what we do – helping people secure their financial futures – really 
matters. 
 
And when we do it well, the people and families who depend on us live better lives.  
Not too many businesses can say that. 
 
In an era when faith in business has declined, it is critical that we both acknowledge 
and honour this responsibility. 
 
Indeed, in a recent speech, AMP director Peter Shergold outlined how AMP creates 
a form of shared value for the people we serve. 
 
We do this by helping Australians and New Zealanders take responsibility for their 
own financial security, and for their families’ financial security. 
 
We also create shared value in ways that aren’t often thought of: 

• by shifting the burden away from publicly-funded retirement savings; and  
• by investing our capital in building our nation’s infrastructure. 
 

These are all good things for Australian families, for the broader community and for 
our country. 
 
Conclusion 
To sum up, 2011 was indeed a landmark year for AMP. 
 
The ongoing evolution of our business was accelerated by both the AXA merger and 
the strategic alliance with MUTB. 
 
In tough markets, I’m pleased with the resilience our business has shown, the 
prudent approach we’ve adopted to maintain a strong balance sheet and the 
progress we’re making on the AXA integration. 
 
At the same time, we are working hard to adapt early and effectively to a rapidly 
changing market environment, and to capitalise on the growth opportunities that will 
flow from this. 
 
Ultimately, our goal is to build a stronger, more competitive business that is very well 
placed to meet the changing needs of more customers and clients, both here and in 
targeted markets offshore. 
 
And in doing so, create and deliver long-term value for you, as the owners of AMP. 
 
Thank you very much. 
 
[ends] 


