
ωGood afternoon and thanks for coming along today. 

ω My name is Geoff Summerhayes, CEO for SuncorpLife. 

ωLǘΩǎ ŀƴ ŜȄŎƛǘƛƴƎ ǘƛƳŜ ŦƻǊ ƻǳǊ ōǳǎƛƴŜǎǎΤ ŀƴŘ 

ω I am delighted to be here. 

ωWe have achieved a considerable amount in the last 12 months.

ω Simplifying and re-shaping the business as a life insurance specialist.

ω There is much more we can do and today I want to outline our strategy.
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ωFirst, let me start by addressing the role of SuncorpLife within the broader Suncorp

Group. 

ωSuncorpLife is a core business for the SuncorpGroup. 

ω It is a unique business operating in an industry with significant growth 

potential; and 

ωWe have a clear strategy.

ω Today I will outline a plan to build on our strategy as a life insurance specialist, through 

a simple, customer focused business model to:

ω Lead the IFA market

ω And build a direct distribution business of scale

ω All within the context of a focus on enhancing profit, improving ROE and growing 

embedded value.     

ω As a core part of the Group, there is significant upside to be realised for our 

shareholders as we execute this strategy over the medium term. 
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ω Now to a slide that you have seen before. 

ω It presents the Group business model and speaks to the logic of our business.

ω ²Ŝ ŀǊŜ άƻƴŜ ŎƻƳǇŀƴȅΣ Ƴŀƴȅ ōǊŀƴŘǎέΦ

ω The strength of the Group lies in the combination of three unique businesses, all of which 

ŀǊŜ ŎƻǊŜ ǘƻ ǘƘŜ DǊƻǳǇΩǎ strategy.

ω²ƘƛƭŜ Ƴȅ ŦŜƭƭƻǿ ŘƛǾƛǎƛƻƴŀƭ /9hΩǎ ŀƴŘ L ƘŀǾŜ Ŧǳƭƭ ŜƴŘ-to-end accountability to generate 

value, there are capital, scale and cost savings available to SuncorpLife because it is part 

of one company.

ω Today, I will tell you how we will capture this opportunity, over the medium term, as a 

niche life insurance specialist that offers:

ω Exceptional growth potential in an attractive segment

ω True independence in a changing and consolidating market

ω Unique access to insurance customers through leading brands, that we own and 

control, and, finally

ω By capitalising on Group scale to drive down costs and improve efficiency.

ω Let me expand on these competitive advantages.



ÅWe are operating in a market with exceptional growth potential.

Å Double digit industry growth underpinned by under-insurance:
Å Total market size of $8.1bn in in-force premium
Å The IFA segment is $4.2bn, where we are a scale player 
Å Direct premiums are $1.3b, and are expected to double in the next five years 
Å Group Risk market at $2.6bn is also growing strongly, but on narrower margins

ÅWe have three advantages: 
1. Firstly, independence in a changing market. Asteron is a leading IFA brand in a 

market that is consolidating rapidly, with the disappearance of the Aviva, ING and 
potentially AXA brands. 
Å IFAs are actively seeking to partner with independent specialists in a 

financial services landscape dominated by the Big Four banks. 
Å Coupled with regulatory change, this creates a fantastic opportunity for our 

business.
2. Secondly,access to customers and leading brands. The Group provides access to 

an unrivalled 9 million customer relationships, who are already predisposed to buy 
insurance from our leading brands.
Å At Suncorp, unlike the Big Four banks, our people come to work every day 

with insurance as part of their DNA.
3. Thirdly, as a life insurance specialist we benefit from the collective Group strength

including scale economies and access to capital to fund growth.
Å This is not the case for most of our life insurance competitors.  

Å All of these add up, to a sustainable competitive advantage, in this market. Success in 
converting this opportunity will mean this business is worth more to Suncorp than to any 
other.

Å Over the next three years we plan to use all of the fire power at our disposal to win this 
battle.  
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Å{ƻ ƭŜǘΩǎ ǊŜŎŀǇ ƻƴ ƻǳǊ Ǉƭŀƴ 

Å This time last year, we had emerged from the GFC, having 

1. stabilised our business; 

2. delivered credible results; and  

3. outlined our plan to re-focus as a life insurance specialist with three key 

strategies: 

Å Build distribution reach and capability, to respond to subdued new 

business performance 

Å A focus on customer retention, in the face of anticipated economically 

driven lapses and claims pressures

Å And an ongoing commitment to simplify an overly complex business and 

a mandated program to reduce costs

ÅtŀǊǘ ƻŦ ǘƘŜ DǊƻǳǇΩǎ ǎǘǊŀǘŜƎȅ ƛǎ ǎƛƳǇƭƛŦƛŎŀǘƛƻƴΦ Lƴ ǘƘƛǎ ŎƻƴǘŜȄǘΣ ǿŜ ŀǊŜ ŎƻƴŘǳŎǘƛƴƎ ŀ ǎǘǊŀǘŜƎƛŎ 

ǊŜǾƛŜǿ ǘƻ ŘŜǘŜǊƳƛƴŜ ƻǇǘƛƳŀƭ ŀǎǎŜǘ ƳŀƴŀƎŜƳŜƴǘΣ ƻŦ ǘƘŜ {ǳƴŎƻǊǇ DǊƻǳǇΩǎ ƛƴǾŜǎǘƳŜƴǘǎΦ 

Å No decisions have been made at this stage; and 

Å A further update will be provided in due course. 

Å Now let me outline how we have delivered on our promises. 
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ω Our strategy is clear. We are on track and have made excellent progress.

ω Firstly,building distribution reach and capability

ω We have strengthened and grown our presence in the IFA marketby building the 
Asteron brand, through innovation in product and service. Examples are:  

ω The Asteron Life and wellbeing program where we are rewarding healthy 
lives with premium discounts. This innovation is re-positioning our offer, 
which in time, will improve lapse and claims experience.  

ω Focused resources to target dealer groups winning all tenders we have 
competed in this year.

ω At the half year in-force premium was up 6% and new business up 9%. We 
anticipate significant improvement in the year ahead.  

ω We have commenced building a direct distribution business with new offers 
launched to Suncorp, GIO and APIA customers. We also benefit from key learnings
from our successful direct life business in NZ, AA Life.

ω We have re-engaged in the Group Risk market, invested in building specialist skills, 
recruiting key capability; and 

ω Re-engaged with consultants including AON, Mercers and JLT, and have 
commenced tender activity. 

ω However, we will only participate where economics are sound.

ω On customer retention we have: 

ω Defended our in-force business as strategic asset

ω Achieved in-force premium growth despite lapse pressures.

ω Successfully managed claims duration, through process improvement. 
Despite economic pressures, we have managed claims well with some 
improvement in Income Protection experience.
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