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STRONG FINANCIAL PERFORMANCE IN A CHALLENGING ENVIRONMENT

to R1 162m Positive embedded value 

lapse variances

Includes Discovery Invest

H1 2017 H1 2018 H1 2019 H1 2020 H1 2021

New business
Strong new business performance 

in the market
Exceptional lapse experience

COUNT EV

81.0%

90.2%

H1 2020 H1 2021

100%

2020 AVERAGE OF 5 

BIGGEST 

COMPETITORS

DISCOVERY 2020 

MARKET SHARE

12%

30%

Discovery Life market share compared 

to the 5 biggest competitors*

*Retail affluent protection

Six months to December 2020



DEC-19 JUN-20 DEC-20 ADJUSTED FOR 

CLAIMS UP TO 

MID-FEBRUARY

DEC-20JUN-20DEC-19

182%182%

172%

125% of 

SCR target

R4.1bn
Assets available

to meet liquidity

needs

c.R3.25bn

R2.8bn

R4.1bn

Strong capital position maintained throughout the 

pandemic
High levels of liquidity coverage 

ROBUST POSITION EVIDENT IN STRONG CASHFLOW, CAPITAL COVERAGE AND

LIQUIDITY



OUR STRATEGIC RESPONSE TO THE PANDEMIC

Keep every staff member safe

Maintain connectivity

Live out our values

Ensure business continuity

Ensure products are fit-for-purpose

Keep people healthy and active

Ensure strong operating profit with appropriate and conservative COVID-19 reserve

Minimise the impact on liquidity and solvency

Protect the capital plan

Maintain financial strength and resilience

Support the healthcare system

Strengthen the healthcare system

Play an outsized role

COVID Alert 
SA app

DISCOVERY 
talks

COVID-19 
information 

hub

Support
our country

Protect
our people

Protect and support 
our clients

Vitality
at Home

COVID-19 
concessions 
till Dec 20

Wellbeing
at Home

Oximeter 
benefit

COVID-19 
Business 
Support

GP initiated 
virtual 

consults

SA vaccine 
programme 

support
Connected 

Care



Premium relief options Accelerated innovation

in cover kept in force

individual applications approved for one of the 

four premium relief options

Four market leading options helped 

provide the most vulnerable groups 

with cover flexibility and 

sustainability

Market-first

covering the acute impact of

COVID-19 and similar diseases

Rollout of 

to service 

underwriting requirements

New

underwriting 
capability

find and alert

eligible claimants, based on

distributed to high -risk clients

paid for claims on 

policies during 

premium relief

Total claims on 

policies with premium 

relief

Largest claim paid on 

a policy with 

premium relief

*Internal research based on Individual Life data

SHARED-VALUE ASSETS LEVERAGED IN DISCOVERY LIFEõS COVID RESPONSE

of premium relief policies are back 

to paying premiums

Premiums covered through 

Premium Relief with full cover

in force



SOUTH AFRICAõS SECOND WAVE ALSO MORE SEVERE BUT RAPIDLY DECREASING

Higher morbidity

Admission rates

Fewer out-of-hospital claims

Acute medication utilisation

Shorter average length of stay

OH admissions discharged with oxygen

Higher exposure 

Discovery Life claims paid*
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Daily new infections Avg daily new infections

Avg daily new deaths

1.5x 
peak wave 1

Higher socio-economic classes hit harder

DL and DH Deaths

*Individual and Group Risk gross claims

South Africa daily new infection trends

SAõs second wave more serious than first, 

and started in holiday season
Comparison between waves using Discovery data

the first day without a COVID-19 claim since the second wave

16 March 2021



0.28% 0.33% 0.39%

85% 70% 59% 51%

90% 74% 62% 54%

95% 78% 66% 57%

IFR

Excess deaths 

directly 

attributable to 

COVID-19

https://www.samrc.ac.za/reports/report -weekly-deaths-south-africa

Deaths =  [ Population infected ] x [ Infection Fatality Rate ]

Consistent with SANBS study on the prevalence of COVID-19 
antibodies ςc52% donors tested positive

ḈPopulation infected = [ Deaths / Infection Fatality Rate ]

RSA (natural) excess deaths and reported confirmed COVID-19 deaths 
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UNDERSTANDING IMMUNITY

Expect majority of excess deaths to be 

due to COVID -19
Expect 51-57% population infected



(1-Immunity) x P(contact) x Risk index COVID-19 Wave =

Herd immunity

Reinfection rates

Vaccines

Behaviour

COVID-19 variants

Community prevalence

Resilience index

FACTORS THAT INFLUENCE COVID-19 WAVES



Incremental deaths under the medium scenario

Scenarios assume IFR = 0.39% and 1/3 reinfection
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Projected deaths vs 

second wave deaths 

Feb-Jun

0x

0.6x

0.2x

Second wave 
run-off

Super spreader at 
Easter, with 
reinfections

Super spreader at 
Easter, with 
reinfections, but with 
vaccine rollout

Jul-Dec

0.2x

0.4x

0.3x

Total 

expected 

deaths

16.6k

92.5k

44.4k

THE LIKELIHOOD OF A THIRD WAVE
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R807m
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83

31-Dec-20 January Claims 1st-18th

February claims
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at mid-February

R1 741m

R1 064m
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Lowest since inception

Lapse rate

Death claims

(actual vs expected)

Counter to higher 

claims through this 

period has been 

significantly lower 

lapse experience

Exposed Life benefitsê

Death claims in the 1st and 2nd waves

on 127 lives

on 386 lives
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Highest since inception

Clients have 

recognised the 

value of keeping 

their cover in place

COVID-19 CLAIMS EXPERIENCE PEAKED IN JANUARY 2021, AND HAS RUN DOWN 

MATERIALLY AS AT MID-FEBRUARY

Significant provision utilisation during the 

January peak, has abated during February
Total provisions in excess R1bn remain even 

after allowing for Jan and Feb claims

Amplified relevance of shared -value life 

insurance through the pandemic 



None Blue Bronze Silver Gold Diamond

=

*Gross of reinsurance

20 - 29

30 - 39

40 - 49

50 - 59

60 - 69

70 - 79

80+

Death claims by age group
(per 1000 lives)

Death claim payouts by occupation

Business Owner

Manager

Director

Doctor

Consultant

Engineer

IT

Broker

*Individual Life

Health and Vitality engagement carrying over to Life claims

None Blue Bronze Silver Gold Diamond

* Health-integrated clients

None Blue Bronze Silver Gold Diamond

*Normalised per 1000 lives

1.58

2.29

0.96

0.39

Unknown

Obesity =

30+

Overweight =

25 - 29.9

Normal weight =

18.5 - 24.9

COVID related deaths by BMI category
(per 1000 lives)

1

Total claims

paid to date *

Life Cover

Severe Illness

Income Protection

Life COVID-19 mortality rate by

Vitality Status*
Only clients with at least one comorbidity Only clients over age 60

INDIVIDUAL AND GROUP LIFE COVID-19 CLAIMS: SUPPORTING BENEFICIARIES



Leveraging Shared-value model and 

entrenching positive outcomes revealed 

through the COVID-19 period

Continued product innovation

Accelerating digital innovations to 

support ease of doing business

NEW BUSINESS STRATEGIC FOCUS AREAS

ÅProvide clients with cutting edge products that adapt to 

their needs 

ÅEncourage diversification of clientsõ financial portfolio

ÅProvide enhanced offshore risk planning solutions

ÅImprove the ease of doing business with digital innovations, 

improved service and continued system improvements

ÅGrowing our distribution footprint and improving adviser support

ÅEnsure clients are aware of and can experience the positive 

outcomes of the Shared-value model

ÅSupport clients and provide enhanced value from their life 

insurance product



Č Virtual Underwriting

Č AI Quote

Č Vitality Premium Leveller, Double PayBack, 

Bank Integrator

Č Visibility of financial rewards on

mobile app

Č System enhancements

Č Discovery Estate Preserver and

Discovery Wills and Trust Services

Č Ensuring upcoming regulatory and 

compliance deadlines are met: POPIA

Current trends

Leveraging technology

and data

Digitisation

Operational efficiency

and cost management

Navigating the risk vs. 

opportunity landscape

Managing regulatory 

pressures

95% of insurers expect an 
increase in the use of 

advanced analytics over the 
next three years.

https://www2.deloitte.com/content/campaigns/uk/insurancetren
ds/insurancetrends/insurancetrends.html

Estimated premiums 
underwritten by AI:

2024: $20.0 billion
2019: $1.3 billion

Source: Juniper Research

45% of insurers believe that 
rapidly evolving customer 

needs and expectations will be 
the top challenge for the next 

three years.

https://www2.deloitte.com/content/campaigns/uk/ins
urancetrends/insurancetrends/insurancetrends.html

άLƴǎǳǊŀƴŎŜ ƛǎ ǎƘƛŦǘƛƴƎ ŦǊƻƳ ƛǘǎ 
traditional roots of providing 
customers with a product that 
protects against loss towards 

an increasingly proactive, 
ǇǊŜǾŜƴǘŀǘƛǾŜ ŦƻŎǳǎΦέ

https://www2.deloitte.com/content/campaigns/uk/insurancetren
ds/insurancetrends/insurancetrends.html

32% of Gen-X clients research 
and purchase life insurance 

entirely online.

https://www.capgemini.com/wp-content/uploads/2019/11/Life-
Insurance-Trends-Book_2020.pdf

By 2024, 33% of premium 
volume will come from brand 

new propositions.

https://www2.deloitte.com/content/campaigns/uk/insurancetren
ds/insurancetrends/insurancetrends.html

TRENDS IN THE INDUSTRY REAFFIRM OUR STRATEGY

https://www2.deloitte.com/content/campaigns/uk/insurancetrends/insurancetrends/insurancetrends.html
https://www2.deloitte.com/content/campaigns/uk/insurancetrends/insurancetrends/insurancetrends.html
https://www2.deloitte.com/content/campaigns/uk/insurancetrends/insurancetrends/insurancetrends.html
https://www.capgemini.com/wp-content/uploads/2019/11/Life-Insurance-Trends-Book_2020.pdf
https://www2.deloitte.com/content/campaigns/uk/insurancetrends/insurancetrends/insurancetrends.html
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Increased globalisation The value of diversification

WHY OFFSHORE RISK PROTECTION IS IMPORTANT

ZAR-USD GBP-USD

Relative volatility of currencies in emerging and 

developed markets

1.0%

0.6%

2014 2015 2016 2017 2018 2019 2020 2021

South Africans diversifying their portfolios

2014 2015 2016 2017 2018 2019 2020 2021

Daily 

volatility 

people migrate 

internationally every year

30

35

40

45

50

55

60

65

70

75

1970 1975 1980 1985 1990 1995 2000 2005 2010 2015

KOF Globalisation Index ðSouth Africa

Neutral cashflow 

into South Africa



DOLLAR VIDEO

Dollar Life Plan video



Bespoke and 

best-of-breed 

cover

Incentives

and

rewards

Cost 

effective

Variety of 

business and 

ownership 

structures

Discovery Life



Bespoke and 

best-of-breed 

cover

Incentives

and

rewards

Cost 

effective

Variety of 

business and 

ownership 

structures

Discovery Life 

International



Expanding access and flexibility

Automating the new business process to 

ensure ease of doing business

Leveraging shared-value to create enhanced 

certainty and financial rewards

Unlocking opportunities across all client 

segments 

01

02

03

04

Discovery Life 

International



LEVERAGING SHARED-VALUE TO CREATE ENHANCED CERTAINTY AND 

FINANCIAL REWARDS

Minimum discount of 

15%
increasing to

21%
based on Vitality 

engagement

01

3 periods of exchange rate discounts

extending for 3 years each

1%

0.5%

0.25%

0.75%

0%

Yearly Discount 

Accumulation

*Replacing the Exchange Rate Protector



LEVERAGING SHARED-VALUE TO CREATE ENHANCED CERTAINTY AND 

FINANCIAL REWARDS

Blue Bronze Silver Gold Diamond
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INTRODUCING

01

up to

PayBackson the Dollar Life Plan

Continuous and frequent rewards 

through PayBacks

every 5 years

until 65

PayBack Guarantee 

of up to 15%

Clients can opt to

accrue their PayBacks
and have them paid out in

one lump sum

at age 65

Where this option is selected, the 

PayBacks will grow at 

US CPI

*Replacing the Dollar PayBack Fund



Working age Retirement age

VHC 65+

Up to

10%

VRLD3

VRLD2

VRLD1

01
LEVERAGING SHARED-VALUE TO CREATE ENHANCED CERTAINTY AND 

FINANCIAL REWARDS

now available on

DOLLAR 

LIFE PLANS

Improving client access to Vitality so that they can 

leverage the shared -value model

For improved

premium sustainability in retirement

now 

available on

DOLLAR 

LIFE

PLANS



Clients can pay from an 

offshore bank account 

or a Discovery Invest 

International 

investment

Clients can

now pay

annually

in advance

Key person cover

Contingent liability 

insurance

Buy-and-sell agreements

02 EXPANDING ACCESS AND FLEXIBILITY

AVAILABLE IN ALL BUSINESS 

ASSURANCE STRUCTURES:

Owner

Life 

assured

Premium 

payer



02 EXPANDING ACCESS AND FLEXIBILITY

now 

available for

Dollar Swap Option now gives access to the 

Vitality Exchange Rate Protector

when Purple clients convert

Return of clientsõ offshore 

trust fees

Returned after five years



03 UNLOCKING OPPORTUNITIES ACROSS ALL CLIENT SEGMENTS

Incentives

and

rewards

Cost 

effective

Variety of 

business and 

ownership 

structures

Bespoke and 

best-of-breed 

cover



03 UNLOCKING OPPORTUNITIES ACROSS ALL CLIENT SEGMENTS

Up to 21% 

discounted 

exchange rates

Cost

effective
Up to 42% upfront 

and ongoing 

premium discounts

The most cost-

effective premium 

in the market



03 UNLOCKING OPPORTUNITIES ACROSS ALL CLIENT SEGMENTS

Dollar Cash 

Conversion

Incentives and

rewards Up to 50% 

PayBacks

Dollar College 

Funder Benefit



03 UNLOCKING OPPORTUNITIES ACROSS ALL CLIENT SEGMENTS

Access to the best 

medical treatment 

in the world

Bespoke and 

best-of-breed 

cover

Access to the most 

advanced medical 

devices globally

Higher      

maximums



03 UNLOCKING OPPORTUNITIES ACROSS ALL CLIENT SEGMENTS

Key person

Contingent liability

Buy-and-sell

Variety of 

business and 

ownership 

structures

Available to 

Offshore trusts and 

companies



AUTOMATING THE NEW BUSINESS PROCESS TO ENSURE EASE OF DOING 

BUSINESS
04

More comprehensive application 

to ensure all information is

collected at one time

Refined application

Multiple attachment 

upload functionality on 

Smart Advice

Document submission 

enhancements

Underwriting and risk 

assessment done in 

parallel

Simultaneous operations



Lock in an exchange rate of 

for three years when adding 

Vitality Exchange Rate Protector 

Available between

End May ð31 August 2021

R10.90/$ NEW DOLLAR LIFE PLAN OFFER

with 6 years 

of additional lock in 

at discounts of up 

to 21% thereafter
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VITALITY COACH VIDEO
Vitality Coach video



Coaching Discovery Life clients to reach their Vitality status goals

Best-in-class engaging 

onboarding journey 
Ongoing, personalised 

engagement

Extensive omni -channel,

real-time support for queries

Welcome call to new Discovery 

Life clients

V Download the Discovery app

V View projected financial rewards

V Activate Active Rewards and 

HealthyLiving benefits

V Book a Vitality Health Check

Clients will also receive 

sustained follow ups through 

WhatsApp messages and emails

Nudge existing unengaged clients and 

provide high -touch assistance to

Selected clients offered a

Health Check at home

Activate Vitality benefits such as 

HealthyFood

Do assessments, health checks and 

participate in fitness activities

Maintain and increase premiums 

discounts

Discovery Service bot for Vitality queries

Vitality Coach

Discoveryõs app 

Discoveryõs website 

WhatsApp



WORLD-LEADING BENEFITS ACROSS OUR PRODUCT SUITE

Bank Integrator Global Education Protector Child Protector Benefit

Diamond

Gold

Silver

Bronze

Blue

òNeobanks& 

Specialisedplayersó 

category for 2019 

#1 Worldõs most innovative life 

insurance product in 2018

Fund your childõs tertiary 

education by leading a healthy 

lifestyle 

Truly global education 

coverage 

Highest child illness cover 

in the market

Access to the best 

treatment globally

Comprehensive,
full body coverageBase Life Fund

Cover purchased for whole-of-

life

Up to 26% at no initial cost

Up to 26% at no initial cost

Upfront discount of 

up to 15%

Increased cover for no 

initial premium



BANK FEE

PAYBACKOFFER

Get back up to

of your qualifying

Discovery Bank fees

for three years

Available between

BANK FEE PAYBACK OFFER



Available between

of your childrenõs

Minimum Guaranteed 

funding of up to

CHILDPROTECTOR &

GLOBAL EDUCATION OFFER

CHILD PROTECTION OFFER



Bank Fee PayBack Offer Child Protection Offer

SUITE OF LIMITED OFFERS PROVIDING UNMATCHED VALUE

Minimum guaranteed funding of up 

to 50% of your childrenõs tertiary 
tuition fees

Get back up to 100% of your 

qualifying Discovery Bank fees for 

three years

R10.90/$ New Dollar Life 

Plan Offer

Lock in an exchange rate of 

for three years 

New business New business New & existing business

Dollar Life Plans Smart, Classic & Purple Life Plans Essential, Classic & Purple Life Plans

End May ð31 August 2021 5 April ð30 June 2021 5 April ð30 June 2021



ADVISER SUPPORT

TECHNICAL FLYERS BROCHURES UPDATED TOOLS DIT SUPPORTDASHBOARDS

Comprehensive sales 

dashboards showing 

an overview of clientsõ 

portfolios

Provides specific 

details on each special 

offer

Product brochures to 

share with clients, 

illustrating our 

comprehensive cover

See projected 

premiums, cover,

Paybacks, and more

Training and

support available on 

the DIT portal


