
1 



Good morning everyone. I’m Rodney Cook, CEO of JRP Group plc. 

 

For those of you on the phone, I am joined by our CFO, Simon Thomas and 

our Deputy CEO, David Richardson. 

 

I’d like to thank Numis for the use of their conference facilities this morning 

and welcome all of you joining us today. We do appreciate your continued 

interest. 
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So here is today’s agenda. 

 

As usual, I’ll start by giving you a brief update on how we see the business. 

Simon will then go through the numbers in more detail, and David will talk 

about our capital position.  After that I will share with you some perspectives 

on the future, as well as some words on our exciting new brand. As usual we’ll 

conclude with your questions.  

 

Before we get into any numbers, and hopefully it will be for the last time, I 

should highlight that technically we are today reporting on an eighteen month 

accounting period which ended on the 31st December. But you will see that 

we have focused on our performance in the 2016 calendar year, and on 

historic pro forma calendar years, wherever possible. From now on we’ll 

report on calendar years like most others. 
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The main operating highlight today is the further improvement in new 

business margin which drove a 58% increase in operating profit to £164m. We 

indicated last month that we expected to exceed 6%, so I’m very pleased to 

announce the result, at 6.8%. This is more than double the previous year’s 

level and a little ahead of pre-Pension Freedom levels. Our addressable 

markets have been growing - but as you know we do not manage for market 

share – and we have executed a plan with real pricing discipline, as these 

results demonstrate. This jump in new business profitability drove the 58% 

increase in operating profit. 

 

While we only started the integration process in April we have already 

increased our 3 year synergy target from £40m to £45m per annum and we 

recently announced that we had achieved a run rate savings of £30m by the 

end of 2016, a year ahead of the original plan. This benefit will drop through to 

the bottom line during 2017, with more to come as we extract further savings. 

This has not been easy, and I want to thank all of my colleagues across the 

Group for their commitment to maintaining our outstanding customer service 

during this period. But the toughest part is over and the fruits are becoming 

visible.  
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I’ll talk in a moment about prospects for our core markets, but as we 

explained to you a couple of weeks back, the outlook for our Defined Benefit 

De-risking business looks attractive, including for the below £250m case size 

segment, which is where we focus.  

 

Meanwhile our addressable market for Guaranteed Income for Life, or GIfL, is 

growing as some companies put open market broking services in place to 

handle their maturing pension business, rather than utilising internal vesting.  

Some of you have spotted that our Corporate services business, which is now 

branded HUB Financial Solutions, has won or extended a number of 

mandates recently, including with Prudential, Royal London and Phoenix.  We 

are also a Pru panel member, and we hope to see more of these broking 

services come together during the year, and we are well positioned to be part 

of these. 

 

On a pro forma basis, the Group's Solvency II capital ratio at 30 June 2016 

would have been approximately 151%, including our hybrid debt issue in 

October. The ratio at 31 December 2016 is estimated to be unchanged at 

151%. This is pleasing given we wrote 2/3rds of our 2016 new business in the 

2nd half and the annual TMTP amortisation is fully taken into account. Such 

are the margins of prudence built into the Solvency 2 regime, and into its 

application in the UK, that we believe an SCR ratio of 151% is well in excess 

of any reasonable economic requirements to manage our business. The 

Board was comfortable with the capital ratio prior to the debt raise, so 

naturally they are comfortable at the current higher level.  The Board is also 

comfortable with its expected development over the 5 year business plan 

period. This confidence is confirmed by our decision to recommend a 6% 

increase in the dividend for the calendar year. 

 

The last thing I would like to highlight before we move on to our markets and 

the results, is our EV per share is up 8% at 219p.  

 

So overall a very solid year and an encouraging start for our new Group. 
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I want to talk once again about the huge opportunity that the DB de-risking 

market is creating for us. I know that most of you came along a couple of 

weeks ago to hear David and his team explain this, so don’t worry, I’m not 

going to take you through the whole story again. 

 

Instead I’ve picked out just four of the new charts that David presented which 

underpin our confidence in the growth opportunity. 

 

First, more and more schemes have closed to new members and/or benefit 

accrual, which often signals the start of the de-risking process.  

 

More money has been invested by pension schemes in liability driven 

investments, which is often the next stage. 

 

The bottom left chart shows how, according to Hymans Robertson, an 

increasing number of schemes will achieve financial self-sufficiency over the 

next decade, meaning they will have the wherewithal to de-risk more of their 

liabilities.  

 

These thoughts drive our expectation that the market could roughly treble in  
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size during the next decade from 2015 levels, as shown in the bottom right 

chart. 

 

Now just in case any of you interpret this to mean that we are pursuing all out 

growth in DB sales volumes, let me make it crystal clear. We only get 

rewarded for profit growth, not volume, and profit remains our focus. But it is 

normally easier to grow profit if your markets are growing, such as in DB de-

risking. 
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Apart from the market opportunity, I hope what came over to you at the DB 

seminar was both the professionalism and execution capacity of our team.  

 

We have a substantial group of experienced individuals running industrialised 

processes. This has enabled us to deliver 119 transactions and we have 

achieved a market share of approximately 10% in the last couple of years. I 

believe we have led the £20-£150m transaction size sub-segment, with an 

average deal size of around £25m, and around 60% have been medically 

underwritten.  

 

Our vision is to be a leading provider of small to medium sized DB de-risking 

solutions. Our current target is transactions of less than £250m, whether the 

whole of a small scheme or, more often, a part of a larger scheme. Smaller 

deals work best with our IP – which includes lifetime mortgage origination and 

medical underwriting. There is every reason to believe that this segment will 

grow just as fast as the overall DB market.  

 

Finally on DB, we have tried to be a bit clearer about the size of our 

addressable market. The key take away from the table on the right is that we 

already have an addressable market of over £200bn, and possibly quite a lot  

6 



bigger.  

 

The £212bn figure in the three dark green boxes is our estimate of blocks of 

pensions in payment of less than £250m– in other words, the cases where 

the whole pension in payment block is of a suitable size for us today.  

In addition we expect to do partial buy-ins from larger pension in payment 

blocks. This accounted for around 25% of our business in 2016. So our 

addressable market also includes parts of the paler green boxes in the table. 

Although it is hard to forecast how trustees will choose to carve up larger 

schemes into manageable amounts, the fact that we are already getting a 

good proportion of our business form this area could imply a significant 

additional addressable segment. 

 

So although our addressable market may not be the whole £2trillion right now, 

or even the whole £800bn or so of pensions in payment, it is at least £212bn, 

and probably somewhat bigger.  
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This page is also one that you have seen before. Broadly the messages 

remain the same.  It’s a good story and it’s getting better.  

 

First, the GIfL market stabilised in 2016, as expected,  and our addressable 

market has grown. Following Pension Freedom becoming effective in April 

2015, consumer propensity to choose a GIfL rather than encashment or 

drawdown seems to be finding a stable level of just under half the pre-

Freedom GIfL market size.  

 

Having established this level, it seems likely that both demographics and the 

shift to DC pensions should gradually increase the market size from this new 

base. 

 

In the short term though, we are more excited about the shift in distribution 

patterns that we think is getting underway and will result in our access to 

customers increasing.  

 

The open market option, or OMO, collapsed from around 60% of total sales to 

around 40% after Pension Freedom, however during 2016, the OMO began to 

recover and rose 4% to 45%. The fall in the OMO was the exact opposite of  
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what the FCA was targeting. Since then we have seen several companies 

change their business models. This means a change from single tied 

manufacturing to setting up open market broking services, such as those 

provided by our HUB Financial Solutions business, in order to give their 

customers access to the external market.  

 

And by the way, companies are increasingly putting their Guaranteed Annuity 

Rate business out to tender too, further increasing the OMO opportunity. 

 

We are excited because we see no reason why the OMO shouldn’t increase 

beyond the 60% previous peak level as more and more captive models 

migrate to open market broking.  The Financial Conduct Authority continues 

to press for improved competition and consumer protection in the retirement 

income space.  So even if it takes a while for the total GIfL market to grow, 

our addressable market should grow.  

 

But again, allow me to reiterate that we are focused on growing profits not 

revenues. Growing our addressable market and then selecting the higher 

value risks that we want to write is clearly our focus. 
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Now for our last major market – Lifetime mortgages.  As well as being an 

important investment for our Retirement Income book, it is an attractive 

growth market in its own right.  

 

In the top left, you can see that in 2016, the market increased by 34% to over 

£2.1bn. There are good reasons to expect continued growth: 

First the demographics are favourable. This is an attractive product for the 

growing group of over 55 year olds.  

 

Second, this group hold property wealth estimated at over £2tn and rising, but 

many of them face reduced DB pensions and inadequate DC savings. 

Pension freedoms may also result in people exhausting pension savings 

earlier.  

 

Third, many of them will retire with debt, including mortgages, for which they 

have no other repayment vehicle.  

This growing demand was met in 2016 by increased capacity as new entrants 

join the market, notably Legal and General, but others are expressing an 

interest too. 
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We have a proven ability to originate lifetime mortgages through a number of 

distribution channels, including directly or through 3rd party intermediaries, in 

addition to acquiring existing books of business. Our market share has 

dropped from 37% in 2015 to 19% in 2H 2016, but in a growing market we 

still had more than enough LTMs to back liabilities, and as Simon will explain 

in a moment, we achieved healthy spreads in 2016.  

  

We use LTMs in tandem with bonds and cash to fund our outgoings as seen 

in the ALM chart at the bottom. In the chart we have split out a typical GIfL 

liability represented by the top blue line, and a DB profile by the red line. The 

DB liabilities can have a much longer tail, typically due to benefit indexation, 

which is a good match for the LTMs at the long end. 

 

So we are delighted that the growth prospects for the LTM market suggest 

that we can continue to invest a proportion of our DB and GIfL business in 

this attractive asset class. It really is a symbiotic relationship. 
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As you have seen, we have been pursuing new business margin expansion 

rather than sales growth. But this is where our relatively young business 

comes into its own. Even though inflows didn’t grow on a pro-forma basis in 

2016, they still far exceeded outflows, and that is why reserves have 

continued to grow. As the left hand chart shows, net inflow progression has 

continued, illustrated by the darker pink bar. This was a major contributor to 

the reserve growth shown in the chart on the right, although obviously the 

merger created the jump at 30 June and falls in bond yields have also added 

to the growth in reserves.  

 

While being more selective in the risks taken, we are still growing our 

reserves, which will drive future profit growth.  
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So before I hand over to Simon I’ll pause to highlight the key financial figures 

for the calendar year. 

 

New business margins more than doubled, driving an 82% increase in new 

business profit. 

 

This disciplined risk selection in turn drove an impressive 58% increase in 

operating profit. 

 

Finally, our EV per share has grown to 219p, 8% above the level in December 

2015. 

 

So with that I’ll pass over to Simon to explain the detail, then David will cover 

our balance sheet and dividend plans.  
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Thanks Rodney.  

 

This slide shows the summary IFRS result and, as usual, Rodney has taken 

all the best lines - but let me repeat one of them.  

 

Our Operating profit grew by 58%, and underlying operating profit by 43%, 

both driven by the 82% increase in new business profit. 

 

Now, this is a real vindication of our disciplined pricing approach and is before 

any significant cost synergy impact.  

 

Clearly the new business profit growth is the eye-catcher, and I’ll go into more 

detail on this in a moment.  

 

But further down the P&L, the in force profit was slightly more than double the 

first half amount, experience variances were relatively small, there was no 

change in other group company trends and the increase in our reinsurance 

and finance costs shouldn't come as a surprise and is a direct result of the 

issue of our Tier 2 debt in October 2016. 
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Now, these are proforma figures & I’ll circle back on the below the Operating 

profit lines when we look at the Statutory figures later. 

 

 

So looking at our sales in a little more detail 
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Rodney’s already explained how we are comfortable with our selective pricing 

approach in 2016.  

 

Although this has driven a modest overall fall in sales, it has also driven 

margin expansion, which I’ll come back to. 

 

I’m actually very pleased to be able to report flat GIFL sales year on year. This 

feels like a market which is back on its feet after pension freedoms - even if it 

is still well below its former scale. 

 

The drop in DB sales - is obviously no surprise - after the rush to transact in 

Q4 2015  - ahead of the introduction of Solvency 2, which then led to a quiet 

first half of 2016 as we have previously flagged.  

 

Looking ahead …this market appears to be recovering too, with solid second 

half 2016 volumes and a promising pipeline in 2017.  

 

Interestingly, Q3 was bigger for us than Q4 in 2016, contradicting the 

perception that the market only really comes alive as the calendar year end 

approaches.   
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The other area to highlight is that mortgage sales were ahead of our historic 

25% of GIfL and DB target. So, although we did notice increasing competition 

later in the year, we still wrote slightly more than targeted.  

 

This is a first class problem to have, especially given the good mortgage 

yields we have been capturing.  

 

It’s also good to see the PRA talking about the appropriateness of companies, 

with strong risk management, having higher exposure to illiquid assets. 

 

Now focussing on the key New business margins 
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Obviously, given the small decline in volumes, the step change in new 

business profitability was driven by the margin.  

 

In fact proforma margins in Calendar year 2016 of 6.8% were more than 

double the 3.3% achieved in Calendar Year 2015, and better than either 

company had achieved since pension freedoms. 

 

The drivers were similar to those we discussed in September: 

• Firstly, we benefited from the market-wide GIfL price increases that took 

place in Q4 2015  - which have generally stuck, with pricing discipline being 

maintained in the market 

 

• Secondly margins were helped by unusually attractive mortgage yields, 

which have been assisted by falling risk free rates which improved the 2016 

performance and finally 

 

• You may also recall that low new business volumes -  depressed 

Partnership’s 2015 margins due to cost overruns, which did create a slightly 

flattering comparative.  
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Now I just want to reiterate that the mortgage spreads in 2016 were unusually 

high, particularly in Q3 following the Brexit impact on risk free rates 

 

Looking ahead, I’d say that in 2017, we’d expect to see a more normal 

mortgage spread  - however, we believe that the NB margin will benefit from 

our cost synergies and, from what I can see today, that should maintain the 

margin at around the mid 6%s  

 

We will, of course update you with progress over the year  

 

Now turning to our In force  
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Our full year in force profit figure is slightly more than double the £37m figure 

we reported for the half year, and the margin has remained broadly steady at 

about 55 bps on gross opening actuarial reserves 

 

The full year figure of £75m was higher by about 6% over the prior year - this 

growth was broadly in line with the growth in opening reserves of about 5% 

 

Looking ahead, to 2017, I’d expect the IF earning to fall to around 50bps  - 

mainly as a result of corporate bond spread tightening that happened in the 

second half of 2016 …and the influence of interest rate falls that have inflated 

the opening reserves by c £1bn  

  

Finally, I just wanted to look at our statutory result. 
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This is the statutory result showing 18 months of JR and 9 months of PA, 

compared to the prior 12 months result for JR alone 

 

I want to highlight the below the Operating profit line items 

 

These include 

 

Non recurring expenditure of £21m  - which looks to have increased – 

however on a run rate basis - this has actually fallen  - as this amount is for 

the full 18 month period and includes PA -  

 

This expenditure includes the S2 projects, which were still in full flight  - 

particularly in the 2H of 2015 and accounts for more than half of the £21m, 

together with new product development and the costs of raising our Tier 2 

 

The Investment & Economic profit line has seen a significant pick up – this is 

mainly a result of a combination of the impact of a number of factors – these 

include.. 

 

The impact of falling interest rates on our surplus assets, which leads to an  
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investment mark to market profit 

 

As I mentioned when discussing the IF, the tightening of credit spreads over 

the year, which has led to a release in this line of c £30m 

 

In this line we also see the unwind of the best estimate level of defaults and, 

as we experienced no defaults in the period, this amount is released here. 

 

Below that we have the merger integration costs of £41m – this mainly 

includes the cost of redundancies, property and project costs.  

 

This compares to the run rate saving of £30m at the end of December 2016 

 

In the next line we have the amortisation of intangible assets  - most of which 

have been newly recognised in relation to the acquisition of Partnership. 

 

Here we have gone through a full fair value exercise on the PA balance sheet, 

including harmonising our accounting & reserving basis. The intangible assets 

recognised, as part of that process, include the Partnership VIF and other 

intangibles. 

 

This line in the P&L account reflects the amortisation of those assets  with the 

in force being amortised in line with the run off of the VIF and this represents 

the largest element of the £25m. 

  

So that’s all from me – I’ll now hand over to David 
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Thanks Simon  

 

I’m going to focus on capital and dividends, before Rodney wraps it up.  
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First of all, we are very happy to report that our SCR coverage ratio rose from 

134% at the end of June to 151% at year-end.  

 

Clearly this was helped by a 17% benefit from our hybrid debt issue in 

October. But the underlying stability of the position is encouraging too, given 

the amount of business we wrote during the second half of the year and the 

gyrations of financial markets during the exceptional geopolitical upheavals, 

which took place. I will take you through the moving parts shortly. 

 

Although the figures in the lower chart are not all up to date, since the 

reporting season is still underway, I also want to highlight that our leverage 

ratio remains conservative and is right at the lower end of the range compared 

to our sector peers.  So we still have significant hybrid debt capacity, whether 

you consider the regulatory capital limit of 50% of SCR, or market norms as 

shown here. 

 

Our economic capital level stands at a healthy 216% at year-end.  We have 

now fully harmonised the economic capital basis across the merged Group.  It 

reflects our unbiased assessment of the amount of capital required to absorb 

1 in 200 year risk events and still fully meet policyholders’ liabilities.  It is  
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significantly higher than our Solvency 2 capital ratio as it reflects our true 

economic view.  It does not contain the more onerous elements of Solvency 

2, for example the risk margin.  It focusses on the true economic value of 

assets, such as Lifetime Mortgages, rather than the synthetic structuring 

required to qualify these assets for matching adjustment under Solvency 2.  I 

think it emphasises Rodney’s point earlier that at 151% SCR coverage we 

stand well above any reasonable economic requirements to run the business. 
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I want to reiterate our confidence that the measures we are taking, including 

cost synergies, changing use of reinsurance, improved risk selection, pricing 

discipline,  and so on are making a real difference to our marginal capital 

requirements to write new business.  

 

The graph on slide 19 explains the development in our Solvency 2 surplus 

over the second half of 2016.  There is a lot of information here so I will step 

through each component and share our view on how we expect each to 

develop in the future. 

 

The Tier 2 hybrid debt increased the capital position by £250m gross of 

expenses.  Deal expenses are swept up in “Other” 

 

In-force surplus over the period was £51m.  This represents the gradual 

release of all the prudent margins Solvency 2 requires you to hold, including 

risk margin and SCR, over the six month period on business in-force as at 

30th June 2016.  This figure allows for six months’ amortisation of TMTP.  For 

the avoidance of doubt, this means the release of prudent Solvency 2 

margins, including the SCR, was significantly in excess of the TMTP 

amortisation over the period.  To project this item into the future you can  
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broadly double it and assume it grows by around 20% pa over the next few 

years.  The exact development will depend on the rate at which we write 

future new business and is also impacted by a range of variables which can 

impact the balance sheet; we illustrate some of the sensitivities on the next 

slide.   

 

New business strain over the period, loaded for post-synergy cost levels, was 

£42m.  On approximately £1.2bn of new business, that represents a strain of 

3.5% of premium.  This figure benefitted from higher than normal lifetime 

mortgage spreads.  As previously explained at our Capital Markets Day in 

October the amount of new business strain is subject to a number of variables 

such as customer rates on GIFLs and DB, spreads on LTMs, risk-free rates 

and other economic variables.  However we continue to expect our new 

business strain to be more typically a mid single digit % of premium fully 

loaded for post-synergy expense levels. 

 

We’ve made great progress on achieving those expense savings, however we 

have not fully achieved them yet and over the period there was £18m of cost 

difference versus the long run target. In addition there was £19m of strain 

from integration costs.  We expect both of these items to be eliminated during 

2018. 

 

The dividend and interest cost run rate will be higher than shown here given 

that the second half year captures an interim rather than final dividend, and 

given the coupon on our new hybrid debt. For 2017 full year interest costs are 

expected to be £32m pre-tax, which you can then net down for tax in your 

projections 

 

Finally, H2 2016 also benefited from favourable financial market effects, most 

notably a rise in risk-free rates. This contributed to “Other”.  To give a sense 

of the impact of these effects, they are not at a level where they trigger a 

transitional recalculation, however if we had recalculated the TMTP at 31 

December it would have reduced the surplus by c. £40m, reducing the capital 

coverage ratio by 2-3%. 

 

Putting this together, our current expectation remains that the business will be 

capital neutral in £ terms by the end of 2018.  The coverage ratio is expected 

to reach its low point in 2019, starting to improve around 2020.  Of course 

there are lots of variables which will impact the actual capital ratio 

development over time however the Board remains comfortable with our 

capital strength both now and as it is expected to develop over the 5 year 

business plan period.  
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This chart sums up the sensitivity of our capital position to the key risks that 

we are exposed to. 

 

We can withstand small falls in interest rates.  A 50bp fall from end 2016 

levels leaves the SCR coverage ratio at a comfortable 138%. 

 

We have positioned our overall investment portfolio so that the SCR coverage 

ratio is broadly neutral to changes in risk-free rates after recalculation of the 

transitional.  This protects the balance sheet against significant falls in risk-

free rates.  We have shown here the impact of a TMTP recalculation following 

a 50bps fall.  To be clear, this does not automatically trigger a recalculation of 

the TMTP but it does allow you to understand the dynamics.  The TMTP will 

be recalculated at the end of 2017 regardless of what happens over the year; 

the PRA has stipulated that it should be automatically recalculated every two 

years.   

 

Our principle risks otherwise remain property and longevity. Credit spread 

expansion is actually slightly positive for us in the world of Solvency 2 since it 

reduces the SCR, which is the denominator in the ratio 
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Those of you who attended our capital markets day may recall that our 

principal exposure to property risk relates to our No Negative Equity 

Guarantee commitment on Lifetime Mortgages. We already provide for a 10% 

drop in property values, and the table shows the cost of a further 10% fall. So 

an aggregate 20% fall from current property prices would still leave the SCR 

coverage ratio at a comfortable 138%. 

 

As for longevity, trends are actually favourable currently, judging by the 

population statistics and analysis carried out by the CMI Bureau. The 5% 

uniform reduction in longevity shown here would represent a material shock 

given the credibility of our accumulated mortality IP.   

 

In addition, as recently announced that we have increased our DB longevity 

reinsurance cover to 75% for standard underwritten business, and we have 

also recently increased cover to 75% for GIFL business too (please refer to 

the appendix slide 34 for our current reinsurance arrangements). So over time 

our longevity sensitivity will proportionately fall as more years are added 

under the new reinsurance terms.   

 

The overall picture is one of a robust balance sheet, with plenty of scope to 

absorb stress scenarios and still support the growth of the business. 
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We’re obviously pleased that the board is proposing a final dividend of 2.4p 

per share. This is slightly more than the 1/3 : 2/3 split we would have 

suggested, and confirms our confidence in the capital position and its outlook.  

 

This means that total payments to shareholders for 2016 will be 3.5p, up 6% 

compared to JR’s 3.3p payout in 2015. This is the first increase since the 

Budget surprise three years ago. 

 

The payout ratio is not something we intend to change significantly in the 

short-term, however, the dividend has always been intended to be 

progressive, and given continued earnings growth and a satisfactory capital 

position there may be more to come in future.  
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Thanks David 

 

I’ll just wrap up with a couple of slides, before we move into Q&A. 
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By now you must all have noticed our new trading brand – Just, which we 

started rolling out at the beginning of this year. 

 

We have created a visual identity that stands out from other financial services 

companies – a fresh, modern brand that can appeal to a wide range of 

audiences. 

 

But as many of you will know that’s only part of the story – that’s the wrapping 

paper – it’s what we do inside that makes the difference.  We‘ve always done 

things differently and aspire to be recognised as a ‘beacon’ of good practice in 

financial services by many more people – so you can expect more of that 

behaviour from our businesses.   And at the heart of our brand is a strong 

social purpose, to help many, out of the millions of people who face 

challenges in later life. 

 

I’m also pleased to share with you that we have brought together our two 

services businesses, TOMAS and Just Retirement Solutions to form HUB 

Financial Solutions. 

 

As you heard me say earlier HUB FS provides business services to many  
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companies in the UK including the life sector, banks and to their customers.  

We also provide services to around a quarter of FTSE100 pension scheme 

trustees and their members.   These services include software development, 

regulated advice and guidance all the way through to complete outsourced 

solutions and access to products from Just and other providers.  We have 

brought together our strong Group capabilities within HUB to enable our 

corporate customers to access the open market to ensure they meet new 

regulatory standards and give their customers better deals.   

 

HUB is an exciting business and is becoming increasingly important in 

growing the Group’s addressable market for Just’s products and it enables us 

to be more selective in the risks we choose to accept. 

 

This is an exciting time for our business and the response to our new trading 

brand Just has been very positive. 
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This leads in nicely to our investment thesis.  

 

[1] We are growing profits in markets that are growing and economically 

attractive. 

 

[2] We have a sustainable competitive advantage within these attractive 

markets, driven by our medical underwriting and mortgage origination 

capability.  We are using this edge to improve returns rather than gain market 

share.  

 

[3] These margin improvements, merger cost savings, but also the changes to 

risk selection we are making, notably via our updated reinsurance model are 

improving our return profile and capital utilisation. This is why at our capital 

markets day last October, David was able to talk about future increases in 

capital generation.   

 

[4] And finally we are driving growth in profits by delivering the benefits of this 

excellent merger ahead of schedule.   

 

So to sum it up, the merger has given us an exciting opportunity.  We are  
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capitalising on this to build a strong, healthy and sustainable business in order 

to deliver value for both our shareholders and provide great value for our 

customers. 
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With that, who wants to ask the first question? 

 

[questions from the floor] 

 

Operator are there any questions from those who have dialled in? 

 

In that case I’d like to thank you all again for your interest, and I hope to see 

you again soon. 
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