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Discovery Life

Normalised
operating profit

+13%

to R5622m

Discovery Invest

Discovery Insure
Discovery Bank

Discovery Group Operating Performance
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Discovery Bank as a key contributor to the success of the Discovery
Group

Vitality UK Vitality Global Discovery Hypotheses for the
South Africa success of the Bank
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Discovery Bank Operating Performance

Clients Deposits Advances NIl + NIR Operating result

+42% +31% +20% +32% -15%-40%
to 825k to R16.67bn to R5.75bn to R933m to to
(R339m) (R154m)

Before NBAC

HI HI HI H1  HI
2020 2021 2022 2023 2024

HT  HI HT Hl HI HI HI HI HI HI HT HI HI HI HI HI  HI  HI HI HI
2020 2021 2022 2023 2024 2020 2021 2022 2023 2024 2020 2021 2022 2023 2024 2020 2021 2022 2023 2024
mam Accounts =—Clients

m NIl mNIR B NBAC m Loss before NBAC




Evolution of Discovery Bank |

ACCOUNTS

BUILD MIGRATION GROWTH

~8
Revolving

Credit

ACCOUNTS Frel

Vitality Active
Rewards 3.0

VISA  visa

ACCOUNTS

Banking \Ev Pay

Vitality
Travel

Demand, tax-free,

licence granted T visa o notice & fixed-deposit
Discovery Miles accounts
Public launch: Account
Registration as Designated Transaction Accounts, Excon Authorised
V’SA Clearing & Settlement Credit Card Accounts, Dealer licence
Software Bank and participation in Suites and and real time
implementation VISA Bankserv payment systems Savings Accounts Forex accounts

commencement  certification  certification

2017 2018 2019 2020 2021 2022 2023 2024



Full-service
Digital Bank

of the Bank



Comprehensive

‘ Access to a credit card and a superior transaction account
A full banking experience with access to exclusive benefits,

5 lifestyle rewards and more Add account
< ©piscovery Vit ) ©piscovery ) ©@piscovery ) @piscoery ) . o . .
o [ = Wide-range of savings accounts from demand deposits, notice
4 \{9 \\‘9 \Q/ ﬂ deposits and fixed deposits with market-leading and
é 13091234 321 4321 1309123 521 431 b el ) Transact > personalised rates
L o VISA VISA VISA ) Get rewarded while performing day E
Free account Less than R350k to R850k+ a R2.5 million to day banking zZ
for eligible DSY  R350k a year R850k a year or more
‘ clients year <
w
: >
Save and invest f,(,
. Demand Notice Fixed Deposit Tax-Free
. Improve your financial health, ‘
Real-time Forex account available on the bank app
allowing clients to convert currency, save and pay
> in foreign currency within seconds .
5 g Credit Card Account
w Get up to 559 nterest free
(a4 (24 credit and our rich jards.
o) a4
L =
(6
Euro Forex USD Forex GBP Forex Fore|gn Currency
‘ account account account ~t M ~ rie Y e
sactin Euros, Britist
Jollars in real time
o . . oge .
— Z - Flexible credit facility that is
Shared-value home loan W|thAa full ecgsystem of penef|ts Revolving Credit Facility 3 [a) available |mm§d|at§|¥ once
to purchase a home, protect it, power it and furnish the 3 o w approved with minimal
4 home Get instant fu ) n S (a4
< - - and repay it f (®) repayments
9 (a4 Revolving Crect
w
2 |
(o} Home Loan
I
your loan easily in
‘ New Switch Refinance nterest rates that

you control.




Discovery Bank Home Loan |

Solutions

Digital banking features

\E Pay

Digital payments Livé .

5 ?

Prepaid utilities Smart Servicing

Revolving
Credit
Facilities

i ==Ne

15% - 30%

=
=
Smart Vault

&)

Digital onboarding

Up to 100% home financing with a seamless digital application process and personalised rates
Up to 50% off initiation fees

Comprehensive building and contents cover, and home loan protection in the event of death
or defined medical conditions

A market-first interest rate discount of up to 1% that rewards clients for managing their money well
and protecting their investment

Access to alternative energy solutions for back-up power needs, and additional credit
to cover home expenses

Discounted premium home furnishing and accessories in the Home Retail Partner Network

Access to state-of-the-art digital banking features and servicing to apply, switch and refinance through
the Bank app and receive a preliminary offer in under 10 minutes



/ice digital banking model

Full-service offering High-touch service Exceptional service levels

)

\\\

ne
Mobile app ratings
(iStore and Google
Play Store)

Full-service app &
website with all
functionalities of a
bank branch

Live Assist

49 CBR score

Personalisation with
smart notifications

and next best [ | JD 4.9 CBR score
actions

Unique digital
banking features
e.g., Smart Vault

7 7 ) Award
( \ . . -y P~ winning app
m ) ' Relationship bankers sl @lllerar
_,! Call centre ) el :
e ATUMBUSTERSE S service

woconty. BEST CONSUMER
SOLUTION




of the Bank

Shared-value
Behavioural
Banking Model

Vitality Money

Il Financia | Behaviours




correlations

Customer Value

Vitality money interest rate
boosts and discounts

>R90Mm

In interest rate

Value received per client

>28X

higher value

boosts and discounts received
Deposits 28,6

3 < > o>
& & & & ' Q§<\O°

O\
Credit
1,0
50
1,0

Q}oz Q)(OO/\’QJ (’}42‘ Oéb .@((\O(\b None/Blue  Bronze Silver DiGa?‘I::’ ./-.d

Blue

Correlations in healthy behaviours

Bronze Silver Gold

Better health management

Diamond

»
»

Blue
Bronze
Silver
Gold
Diamond

Business Value

Credit loss ratio

o
>99% >5Xx
lower credit Higher LTV
loss ratios
100
2
25
1
10
5
0
Blue Bronze  Silver Gold  Diamond None/Blue  Bronze

Silver

Lifetime value per client

Gold /
Diam ond



Discovery Miles | Universal Shared-Value Rewards Currency

1

[ Best in category

How to earn rewards

How to spend rewards

q Personal Baby General q q
Groceries care essentials Fuel card spend Retail Travel Prepaid Cash out Transfer
Up to 20% Up to 0.67%
Bank 1 Up to 30% Up to 30% Up to 30% Up to 1.15% n/a
Bank 2 - 2% 2% Up to 0.9% Up to 1.5% n/a
Bank 3 Up to 15% Up to 15% - Up to 17% Yes* Yes Yes* No Yes
Bank 4 - - - - Up to 1.25% Yes Yes Yes Yes =S
Bank 5 = = = Up to 1.1% Up to 1.11% Yes Yes Yes Yes No
Pay loans,
Bank 6 Up to 20% Up to 20% Up to 5% Up to 21% Up to 1% Yes Yes Yes redeem as -
savings only
Bank 7 Up to 2% - - Upto04% | Upto01% p'cg:lypay ; ; : ;

* Discounts on select products only and for limited periods
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Digital
Banking
Platform




Seamless onboarding in

Register Face detection Account offers

Let's get you registered $ : s — Let's find the perfect account for
ﬂ | 8 W it you.
Lethabo

To recommend an account that is
| . > . | 4 S % personalised to suit your banking needs, we
Kokoya Detection starting, hold still 3 P will need to know a little more about you.

South African ID Number * ; ; "i . What do you want to apply for?

7306260133081 /

L (O Iwantto apply for credit

Cellphone Number * 7 A = g - A credit card or transaction account with an

+27995562145 overdraft

O | want to open a transaction account for
day to day banking

A transaction account with no overdraft

(O lwant to open a savings account

You can add a savings account at any time at
no extra cost

Register your name, Take a selfie for Drop a pin on your address Select the most suitable
ID number and ID verification through for address verification product and card colour
cell phone number the Department of using geolocation for the client's need

Home Affairs




Digital Banking and

N\
Peer to Peer 0
IR Additional banking features Unlimited
Smart payments virtual
vy payshap'ii' L GAF?h;ﬁN PAY  fiteit pay ce rd >
. . Contacts | Health | vitality
. . Ve Vitality Discovery Pay PayShap Tap to pay
Vitality Pay ,vz pay \
Credit Account features

m 0
8 - 0 s v
(_80% [20%) Wv v &

single credit facility Revolving credit facility Virtual card Instant account E a Sy E q ul t [S3S)

Ve Health SREAITE
\Vﬁ Pa \
Health Pay y Investments and forex

m Paymer:nats"in over Dollar, Pound, Euro Real-time transfers Integrated share
“ 60 currencies savings accounts with zero fees trading I nvest
backed
Secure storage Other features 0
credit
& pe It :
Smart Vault Smart Search Relationship Live Assist Upg in
banker seconds
Smart search Ul =ervice
24/7 offering




of the Bank

Unique Data
Assets and
Al Capabilities

Clients

wenagemen,

Society

§ S
. %0, o 3
¢ &
g S Ny
X Y
25 =
< ¥
°Y
dnge gehav'®



dataset allows for a sophisticated

understanding of behaviour

Risk
Diagnoses & predictions Health
medication records

Pathology &
radiology

Transactions

. Property
Episodes of ownership
care .
Incentives .
utilisation Savings

habits

Response

Data to rewards

Retirement

Clinical ;
savings

Science Financial
Incentive
partner Debt
preferences
Incentives
Age . Audited mortality
Mortality & healthcare & causes
utilisation
Chronicity Healthcare
. laims & qualit
Demographic EEIMBECREILY
Wellness & R
- 'opulation
Gender Behavioural 2

segmentation

Machine
learning T
and Al

Hospitalisations

Exercise &
Device data

Location

Socio-economic HealthyFoods
status
Travel Vitality
Smoking age
status

\

1‘
a

of
ol

i

Enriched transaction data

Types and categories

Spend types (ATM, debit orders, transfers, payments, ...)
Categories, sub-categories and brands

Reward spend

Percentage of spend at partners by category
Reward maximisers and reward earning opportunities, Healthy spend

Methods of spend

Online vs instore
Discovery Miles, Digital wallet, virtual cards, physical cards
Type of card (debit, credit, primary, secondary,...)

Geography

Geolocation and regions
Work hours, after work, weekends
Domestic vs international

Implied segmentation

Luxuries vs Necessities, Affluence, Loyalty, Digital preferences

" ow

"Jetsetters”, “Tech savvy”, “Partner loyalists”,...



Data and Al short-term strategy and applications

@ cnablers
Behavioral Theory

Applications

Behavioural
fingerprints

\4

HYPER
PERSONALISATION

\
FRAUD AND SECURITY ‘

-~

SERVICING AND

W [

OPERATIONS

ACTIONS AND QUANTILE REGRESSION

INDICES AND SIMILARITY SEARCH  PROMPT

O Document
\\4 store

e =

O o Next best
-o0— actions

Generating
personalised
messaging through
optimal channels
and timing

Vector
/ search

Fraud Protection
Using the geo data as well
as personalised transaction

environment and

behavioural profiles for

clients
SN VYOIvowT g WY
Proagt[ve ?ervrl]cmg Agent assist for ease Streamlining
to drive further of service operations and
engagement creating efficient

business processes
informed by data



Discovery Bank client servicing

M ?
Discove ry Bank's Al Client context and data used to provide Context retention and personalised
call centre co-pil ot accurate and verifiable responses messaging based on client preferences

| am traveling to Scotland, which account should | use to make payments when | am away? .. what are the card colour options that Discovery Bank offers?

\Q/ While traveling to Scotland, the ideal account for you to use to make payments is the \9/ Discovery Bank offers a variety of card colors corresponding to their suite of banking products.

multicurrency Discovery Bank Card associated with your full banking suite. With the The card colors typically represent different product tiers and are associated with various

multicurrency card, you can pay for anything using money from your US dollar, British pound, or benefits and rewards. Based on the information provided, here are the card color options that

euro account. This feature is particularly useful as it allows you to make payments in the local Discovery Bank offers along with their related products:
s currency (British pounds for Scotland) and potentially avoid exchange rate fluctuations and 1. Discovery Bank Gold Suite/Card: A level that includes both transaction and credit card

additional fees associated with currency conversion. o accounts with benefits and rewards suitable for this tier.

Mixtal 8678
Endpoint

2. Discovery Bank Platinum Suite/Card: A tier above Gold, offering better interest rates and

additional rewards.

Unique client insights available at the click of a
button

Here is a heatmap of where you typically spend:

what card colour should | choose if I earn R500k a year?

_—

\9/ Based on your annual gross income of R500,000, the most appropriate Discovery Bank Collection
for you is the Platinum Collection. According to the income requirements provided in the

documentation:

¢ The Gold Collection is for those earning less than R350,000 a year.

Supported by a
¢ The Platinum Collection is for those earning between R350,000 to R850,000 a year.
andburg - B ¢ The Black Collection is for those earning more than R850,000 to R2.5 million a year.
sophisticated data Randb o

d d // . ¢ The Purple Account is for those earning more than R2.5 million a year.
g ° - " Since your income falls within the Platinum Collection range, this collection's card and associated
in fros tru Ct u re accounts are tailored to meet the financial needs and rewards structure suitable for your income
level. If you wish to upgrade your card color to reflect the Platinum Collection, you can do so
through the Discovery Bank app by following the instructions provided in the documentation for

Rt i | e n O b /e d by key ' - [ changing account color. Remember to enter your gross monthly income accurately when

o
o=
“w
-

In!\m(nlon in Banking

Discovery Bank uses the Databricks Data . b d ' . .
ﬁﬂ“ﬁmﬁmﬁﬁimﬁ In teg ro tl O nS pron;ptefd in the app to see the products you qualify for and to complete the upgrade process if
you aesire.

Sociey through data, machine learning and Al

0 mapbox
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Ecosystems

Fitness



Ecosystems accessible through the

Bank app ecosystems

@Discovery D)}

Opzert
y 8
N v

S00M23A321Y 1300 1234 4321 4321 9123443214321
—_u 06/24

Health Invest

PURCHASE.

T
SR o
% ) x 12345678912

VISA

Signature

PROTECT.
Vitality @

Vitality Vitality Healt! Vitality Drive

Diamond Silver

POWER.

LIVE.

MCLICKS

75% 50% 75% 50%

EOOK View View Class Confirm VES)

DIEEEYET Facility Profile  Schedules  Your Booking Payment

Access 1,005 of
destinations world-wide
Flights

LOUNGE
W omin Ll [ @iy

75%

HealthyFood discount

The Lounge
partnership with SAA

/ Booking.com
progress for October / STAY ing.corr

Foreign Currency Access millons of
prop ricui

COMING SOON




Significant engagement with

Travel Seamlessly at a discounted rate
from our wide partner network
Flights
Book flights, get the best price >
for all airlines and destinations. Flights booked Lounge visits
Oncovery Mies Accommodation
i Book accommodation on the Bank
ving website www.discovery.bank.
GEDEEDEED  10%. MILES
S i 20 . Cumulative flights since the Cumulative lounge visits since
§ gf{: h":tec_rm : launch of Vitality Travel the launch of the lounge
" ave o on the
www.discovery.bank.
The Lounge S
VITALITY
| FITNESS
! \ Upcoming trips
Monday, 02 May 2022
British Airways
Accommoda’tion bo
Arrive: Kir
Inter!
Ecosystems
members flying per sSSP OzZzHSSOHOZ PO WL ITHLON
T e Y s day with Vitality Travel |

Capabilities

GPay S| =2

Payments Servicing




Discovery Bank |

Growth across all
segments and high
client satisfaction

Client and
account growth

Accounts e Clients

J19
D-19
M-20
0O-20
M-21
A-21
J22
J22
N-22
A-23
S-23



High-gquality Growth

1200

1000

800

600

400

200

Average
BETWASEIETS
IR NRNIRNEEN BN EENERN I
POB IS g SO

Source of
New Business

New Business
Product Mix

New business by number of
Discovery products

B Trans PAYT
Credit & Suite

Savings only

Trans Bundled July 2023 — December 2023

2500

100%

90%
0 2000
80%

70%
1500

60%

50%
1000
40%

30%

0% 500

10%

0% -

6§8§8§5§6§8§8§5§6§8§ “0 m] W2 m3 m4+

Accounts =—Clients

Clients and Accounts ('000)

J-19
J-20
J-20

J-21
J-21
J-22
J-22
J-23
J-23




The product suite is relevant across

Distribution Channel Client Age Personal Income
Discovery Bank growth in monthly sales has been Discovery Bank appeals to all age groups Discovery Banking products and features are
sustained across all channels while slightly skewed towards younger clients relevant across income levels
Discovery Connect
15 000
7500 ,/\_/-’v/\/\/\ 30%
32%
321 021 3-22 A-2 J-22 O-2 3-23 A-23 123 0-23 J-2¢ S 4% PASI
Self-Assisted
10000 19%
5000
14%
0 13% ° 0
3-21 0-21 322 A-22 3-22 O-22 3-23 A-23 J-23 0-23 124 12%
Intermediated
5000 5%
2500
18-29 30-39 YAQRYAS) 50-64 65+ <350k  350k-600k 600k-850k 850k-12m  >12m
321 0-21 3-22 A-22 322 O-22 1-23 A-23 123 O-23 1-24

Data as at Dec 2023



Discovery Bank |

None

Excellent
quality of risk

Value generated by
Vitality Money Status

Blue Bronze Silver Gold and
Diamond



High-guality risk profile attracted by leveraging integration
and Shared-Value

New Business Shared-Value risk
Risk Profile

Value of integration Credit quality ctratification

Risk distribution by
DSY vs non-DSY clients

Credit loss ratio by
Vitality Money status

NN NN oA MMM N
coEragagRANds g
N CEAr e
0000000200000
Very high risk SNSRARNANRNRRRANR
High risk n>>Pwzn33>PHUVZ
B Medium risk E ELR LR MR HR VHR
B Subprime Near prime e Blue == Bronze
m Low risk m Discovery ®Non-Discovery B Prime " Prime plus e Silver e Gold
B Super prime ——Diamond

B Exceptional low risk




Shared-Value model has driven increasing net interest margin

25%

20%

15%

10%

5%

0%

Growing
advances yield

Increasing but below
market arrears rates

13%

10%
M_/ 8%
5%
3%

0%

NEVA
0O-21
J-22
A-22
J-22

0-22

J-23
A-23
J-23

0O-23

o 0%

e O 9%
8%

7%

6%

5%

\\\/\_\//' %

3%

2%

1%

0%
RENNNNMMMM
ISR BN SR N
< Z oL 5 €« z u s K« zZ
Stage 3 (NPL)

ececeeRepo rate

Stage 3 TTC average
Cresezaee Stage 3 average big four banks

Cost of funds managed
below the repo rate

Growing net interest margin
and income

Net interest margin

10%
- w
6%
4%
. 2%
0%

/
J-21
J-22
A-22
J-22
0-22
J-23
A-23
J-23
0-23

O-21

Net interest income

45%
3-year CAGR

NEVA
O-21

J-22
A-22
J-22
0-22

HI H1 H1 HI HI
2020 2021 2022 2023 2024

J-23
A-23
J-23
0-23

Cost of funds




Discovery Bank |

High
engagement levels
and resultant revenue

Client engagement
over time

e C0ld @ P |atinum
e B|ack

N —

01 2 3 45 6 7 8 9101 12

Months on book



NIR growth driven by increasing activity

NIR per client for Discovery

NIR per client by duration NIR composition Total NIR growth
vs other banks P y P 9
Core NIR per client (excl. client acquisition 0
costs, rewards, treasury and corporate 38 /O
NIR) 100%
- — - Big fouraverage 250% S‘yea r CAGR
90%
Fee income
200% 80% (Monthly, ad hoc
and fee income)
70%
150% 60%
50%
100% 40%
30% Interchange and
50% VAS commission
20% income
10%
NASANNSRNCRNRONNNRONRR % 123 4567 89107012
B T O S U ORI 0% H1 H1 H1 H1 H1
3938085685853 %08588 Months on book
Tw0zaorPu2I357g00zZ0 2020 2021 2022 2023 2024




Discovery Bank |

Discovery SA
operating system

Integration
and growth

‘ Discovery
Health

. Discover . Discovery

Life Bank

||||||



Value of the Bank as the operating system for the

Integration opportunity
remains high

Proportion of clients with more than one Discovery product

30%
@ Discovery
25% Health
20%
15%
10%
@ Discover . Discovery
5% Life Bank
.Discove._
Invest.
0% o & b |Discovery
© O D P o
S S S

New distribution channels for
Group Products

12:44 o = 63

< Calculate estimated rates
MN:

7N
B oo N
ﬁt\

Monthly repayment
% Vltallty‘Money 0.25%
Diamond Vitality Money status

Bank
Black Suite

Insure

ﬁ Building & Contents insurance (). 259,
+ Diamond Vitality Money
status

Life
Life insurance + Diamond
Vitality Money status

&

Enriched indices for pricing

Discovery Insure case study

Geolocation
@ = Geolocation cluster
= " Work and after-hour
- travel distance

=y Fueland
@I transport-related spend

Bureau data and

— online spend

Distance Index Distance AVE -
Claims Score Fitted

]
(0 Mv‘\
g S Yoaa
3 w @OV
(7] €
(a)] ‘T
(O]
45678910111 1415 88888388838888¢
WOrdOOFNMENOEE @
5 mEERE,EE o
Predicted distance band 5
Distance Score z

Predicted distance —8— Observed Average

Actual distance Fitted Average




Discovery Bank |

Sustainable funding
model, scalability
and profitability

Cost
to serve

e [ixed costs per client

Variable costs per client



The Bank is for the launch of new lending products

High growth in deposit
and advances

High-quality deposit profile

Deposits , ‘
e e o o doposi
43% 3-year CAGR 70%
60%
8 50%
g
0]
O 0 0 0~ =T NN N N ™M ™M ©
= - NN NN NN N NN @
| ! h 0 0 | 1 ! 1 I O 40%
D 0 s o 2 <P oz <0 é '
© \
C .
Advances %’ 30%
X
15% 3-year CAGR b
B 20%
10% ' \«|
"
%
100% 120% 140% 160%

J-19
D-19
M-20
0-20
M-21
A-21
J-22
J-22
N-22
A-23
S-23

Average duration relative to blue

an S

Strong funding position

Advances to deposits ratio

J-19
D-19
M-20
0-20
M-21
A-21
J-22
J-22
N-22
A-23
S-23




Bringing the Bank to

180
160
140
120
100

80

40
20

Operating income — Expenses

Operating result (Rm)

2% CAGR
60% CAGR
R EEERE R REREE R R
NLSCSNHhqquOOZANLSITSNDNHhCUONOZANA
NIl + NIR (Rm) =——=Operating expenses (Rm)

Medium-term real growth targets

NIl + NIR

Operating expenses

New business
acquisition costs

1800

1400
1200
1000
800
600
400
200

NBAC per new client (R)
1% CAGR

J-21
S-21
N-21
J-22
M-22
M-22
J-22
S-22
N-22
J-23
M-23
M-23
J-23
S-23

N-23

New business acquisition costs

Profit / (loss) before tax

Forecast

Jul'23 projected profit (loss)
before NBAC

Actual profit (loss) before
NBAC

e ] Ul|'23 projected profit (loss)
after NBAC

Jul-23

Nov-23
Jul-24

Mar-24
Nov-24
Mar-25

Jul-25
Nov-25
Mar-26

Jul-26
Nov-26

Profit before tax

Mar-27



Discovery Bank |

Growth

Full-service
digital bank generates growth
across all segments with high
client satisfaction

Accounts e C|ients

i~ N N M M
O’JgggngNQNNK}mN
NnZsnz>XPZsnzs0oZ

clients by FY26

Shared-Value
behavioural banking
model

Shared-Value behavioural
banking model attracts the
highest quality risks and improves
financial behaviour

None Blue Bronze Silver Gold and
Diamond

CLR and advances growth

Digital banking
platform

Digital banking platform creates
scalability and opportunity for
market-leading cost-to-income

and ROC ratios

e[ xed costs per client
Variable costs per client

J-22
M-22
M-22

J-22

S-22
N-22

J-23
M-23
M-23

J-23

S-23

N-23

Return on equity

Data and Al assets

Unique data assets and Al
capabilities enable hyper-
personalisation to increase
engagement and client
experience

s GO0 em—Pgtinun  e— o ck

P

01 2 3 4 5 6 7 8 910 1 12

Months on book

Democratising

Discovery SA
operating system

Ecosystems and platforms solidify
the Bank's capabilities as the
operating system for the SA
Composite and increase
integration

@ Discovery
Health

@ Discovery
Bank

uuuuuu

and

across Discovery Group



