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DISCLAIMER 

This document is the transcript of the AXA Investor day held on November 14, 2017. The podcast of this 

presentation is available on https://www.axa.com/en/newsroom/events/investor-day-2017. In the event 

of any inconsistency between the transcript and the podcast, the podcast will prevail. In addition, the 

following transcript is unedited, and statements and figures therein are accordingly in all cases subject to 

those set forth in AXA’s most recently published quarterly or annual results.  

IMPORTANT LEGAL INFORMATION AND CAUTIONARY STATEMENTS CONCERNING FORWARD-

LOOKING STATEMENTS  

Certain statements contained herein may be forward-looking statements including, but not limited to, 

statements that are predictions of or indicate future events, trends, plans, expectations or objectives. 

Undue reliance should not be placed on such statements because, by their nature, they are subject to 

known and unknown risks and uncertainties and can be affected by other factors that could cause AXA’s 

actual results to differ materially from those expressed or implied in the forward-looking statements. 

Please refer to Part 4 - “Risk factors and risk management” of AXA’s Registration Document for the year 

ended December 31, 2016, for a description of certain important factors, risks and uncertainties that may 

affect AXA’s business and/or results of operations. AXA undertakes no obligation to publicly update or 

revise any of these forward-looking statements, whether to reflect new information, future events or 

circumstances or otherwise, except as part of applicable regulatory or legal obligations.  

In addition, this report refers to certain non-GAAP financial measures, or alternative performance 

measures, used by management in analyzing AXA’s operating trends, financial performance and financial 

position and providing investors with additional information that management believes is useful and 

relevant regarding AXA’s results. These alternative performance measures generally have no 

standardized meaning and therefore may not be comparable to similarly labelled measures used by other 

companies. As a result, none of these non-GAAP financial measures should be considered in isolation 

from, or as a substitute for, the Group’s consolidated financial statements and related notes prepared in 

accordance with IFRS. The Non-GAAP measures underlying earnings and adjusted earnings are reconciled 

to net income on pages A16 and A17 of AXA’s 1H17 results presentation. Other non-GAAP financial 

measures used in this presentation are defined in the Glossary set forth in AXA’s 1H17 Activity Report 

(pp. 83-88). 

This report is not intended, and should not be construed, to be an offer of any securities of AXA S.A. or 

AXA Equitable Holdings, Inc. or any other affiliated entity, or the solicitation of an offer to buy any such 

securities, in any jurisdiction. A registration statement relating to shares of common stock of AXA 

Equitable Holdings, Inc. has been filed with the U.S. Securities and Exchange Commission but has not yet 

become effective. Such shares may not be sold nor may offers to buy be accepted prior to the time such 

registration statement becomes effective in accordance with the rules of the U.S. Securities and Exchange 

Commission. 

https://www.axa.com/en/newsroom/events/investor-day-2017
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Andrew Wallace-Barnett 

Good morning everyone.  Welcome to AXA 2017 Investor Day.  Welcome to those of you who 

are on the telephone. Welcome to those of you who are on the webcast.  And of course, welcome 

to all you here in Paris with us in the room. 

As can see on page 3 of the presentation, and on the screen, we are going to cover a range of 

topics today which we believe to be of interest and importance to our shareholders.  

Thomas will introduce the day by sharing his vision for insurance and the ways in which we 

are simplifying and refocusing AXA to accelerate our transformation and foster growth.  

George will then lead us through the guiding principles and implications of the recent changes 
we have made in simplifying our organisation.  

George and Gérald will then provide us with an update on our US IPO, outlining the 

implications often IPO for the AXA Group and its shareholders.   

We will then take a coffee break, probably around 10 a.m.  

After the coffee break, Gérald will take some time to walk us through the links between 

operating free cash flow and Solvency II. We know this is an important topic for the entire industry.  

Gérald’s presentation will highlight the strong reliability and sustainability of AXA’s cash and 
solvency to generation capacity.  

Gérald will then lead us through an update of AXA’s progress toward the Ambition 2020 targets 
we shared with you last year.  

Finally, Thomas, Gérald and George will return to the stage for a Q&A session. At the end of 

that, Thomas will wrap up the morning with his conclusion.  

Those of you in the room will then be very welcome to join us for lunch.  

For the Q&A, we will be happy to take questions from those of you on the phone or on the 
webcast.  Please follow the instructions you have been given.  As always, we will give preference 

to questions coming from those of you here in the room.   

Just before Thomas makes his introduction, we would like to show you a brief film based 

around our brand positioning, which captures well the essence of the AXA story and is an 
important backdrop to many of the topics discussed today.  

[a video is shown] 
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Introduction 

Thomas Buberl 

CEO, AXA Group 

Good morning to all of you. I am extremely happy to welcome all of you here, to our Investor 

Day.   

I would like to start the day with my vision for the future of insurance.  Many of you have asked 

me a lot of questions, I have heard a lot of questions from employees, from clients, from 
distributors about: What will insurance be in the future? When will it be disrupted?  What is the 

role of the GAFAs in insurance?  How can you change a company with 100 billion in revenue?   

All these questions are very important, are very guiding for the future.  But I think that when 

we talk about the vision for insurance, we should not start at these questions; we should start at 

the fundamental needs of our customer.  You have seen some of them being expressed in the film.  

If you think about the drastic pictures we have seen from the changing climate, in the US, in the 

Caribbean, when you think about the horrible effects of cyber crisis, when you think about health 

costs rising three to four times the GDP, when you think about “new ways of work mean also new 
risks”, there are many areas where new answers are needed from insurance.  I personally believe 
that there is a new golden age for insurance, many new risks, many new needs that have not been 

met.  And when we look where we are as an industry today, we are not at the level where we can 
say we have really seized that opportunity.   

In the service rankings, we are often not in the first places.  When you talk to customers, and 

when you take your own experience as the client of an insurance company, trust is not always 
there the way it should be. We have, however, a great opportunity.  20% of our customers do claim 

with us today. For those customers, we need to make it easier, we need to make it more 
transparent, and we need to show more trust.  This is probably the easier part of the equation.  For 

the other 80% of customers, where we only give peace of mind today, we need to rethink our 

offering, because those people want help, those people want us to help them to avoid the next 

claim.   

To my mind, Service will be the biggest disruptor in our industry.  Service is important because 

we can wrap it around the insurance coverage and we can really help people and be in contact 
with the people.  That is also why 18 months ago, we have launched our Ambition 2020, which is 

very much under the guiding view of: “how can we become from a payer to a partner of the 

customer?”   

Because at the end often day, our business model is very different from the business model of 

the new digital giants.  In their worlds, individualism is the new king; in our world, social cohesion 
and social growth are the new and the old king, and will remain the king.  I do believe that we have 

a very different model and a model that is really there for the future and for the long term.  This 

model always has one thing in mind: how can we really empower our customers to lead a better 
life?  

What does this mean for AXA?   

Because we are starting from a very impressive base. We are today the most diversified insurer 
world-wide.  We are present in many countries, across many lines of business and when you look 

at all the countries, we are very often in the Top 1 to Top 5 positions.  So, a great base to start from 

with 107 million customers and the Number 1 brand world-wide.  This is an excellent base to really 

develop our AXA further.  How can we really implement focus and transform?  
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Today, we also live in a very complex world.  Being in 64 countries, being in all lines of 

business, being large, is also being complex and not having the agility to act fast.  Therefore, we 

are really taking decisions that you have seen yesterday, under the motto: “How can we simplify 

AXA to the maximum possible to accelerate, focus and transform?” You have seen yesterday that 

we announced some very profound changes.  

1. The first change is on geography.  We want to focus on fewer countries, we want to focus 
on those countries where we have scale and potential.   

2. Re-centering our portfolio more towards classic insurance businesses and less financial-

market driven businesses.  Why?  Because we do believe there is the opportunity to be far 

more in touch with our customer.  That also means we need to achieve the balance and 

improve the balance between financial and technical margin.   
3. A third big important decision of yesterday is the simplification of our organisation.  How 

can we significantly de-layer to be closer to the customer?   

4. And the fourth major decision of yesterday: how can we scale up our innovation system?  

And we have also communicated this morning that we want to attach 20% of our M&A 

budget to innovation.   

What does it mean concretely?  

Let’s start with the geographic focus. The question is always: how do you move from a 
company that is in 64 markets, to a very different view of the portfolio?  We have analysed our 

portfolio and looked at how we are positioned.  

The good message first: we are today based on ten countries that make 80% of the earnings.  

Those ten countries are also the ones that have Top 1 to Top 5 positions.  That is the base for being 
extremely diversified, extremely global and having scale on a global level.  When you take a step 

further, we have been looking at where are the countries where we are today very small, but where 

we still see large potential in terms of growth of the population and growth of the wealth of the 
population.   

We have identified six countries.  Those countries are: Brazil, Mexico, China, Philippines, 

Thailand and Indonesia.  Going forward, we want to focus ourselves on the 10 current engines.  
The focus there is really going back to growth.  We have not grown enough in these countries, and 

transforming the business models, in particular transforming the distribution model.  On the high-

potentials, the 6 countries I mentioned, there it is really increasing our positions through growth 

and reaching leadership positions.   Going forward, our M&A strategy will focus only on those 10+6 
countries.  That is a profound change to what we have been operating so far.  

Looking at the other entities, we obviously have a lot of smaller entities.  Those smaller 

entities, we need to do go forward doing two things: we need to reduce and rationalise the 

footprint, so you will see less than 64 markets going forward; but we also need to manage them in 

a different way.  We don’t need to transform those businesses the way we transform France, the 
way we transform Switzerland.  Those can be managed far more in a private equity type of style.   

This also shows you that we want to put an end to the flag policy that we have been operating 

for a long time.  Apart from the fact that you will see a rationalisation of the footprint, you will also 

not see another new country being opened.   

Fourthly, we have clarified some key strategic issues that we had around Commercial Lines 

business and around Investment Management. Commercial Lines are and will remain a very core 

entity for us.  We want to grow in Commercial Lines and we want to use AXA Corporate Solutions 

to really fuel the growth of Commercial Lines in the 10+6 countries.   

The same is true for AXA Investment Management.  It is a core entity and it will remain a core 
entity.  You have probably heard a lot of rumours about the future of AXA Investment Management.  
It is very clear now, we have decided to keep it. We have decided it will remain a core asset.  And 
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it is an asset manager that is very well positioned.  It is large enough, it is very efficient on the fixed 

income side and it is excellently positioned on the alternative side.  We also want to use AXA IM to 

really source the assets necessary for AXA.  

So, fewer countries, simplification of the portfolio.  First message.  

Second message: shift of the portfolio.   

This will be quite a radical shift of our portfolio.  AXA will have a very different profile going 
forward.  There will be less dependence on financial markets and a refocus on the core insurance 

business.  We want to grow in three preferred segments:  

• One is the Health business.   We do believe that, given the need that I have told you earlier, 

due to rising health costs, health insurance will become far more important.   

• We do want to grow in Protection because disability, and making sure that you can work 

as long as possible, and if not anymore, that you are being looked after, is certainly a 
market that grows a lot.   

• And the Commercial P&C side, and when I talk about commercial, I am talking about the 

smaller and medium entities, not about the large commercials, we see a lot of risk that is 

not being covered and we see a lot of new risks arising. Take the example from earlier: 
cyber-security: only 10% of the companies are covered today.   

These lines of business are already a very large portion of our portfolio and we have the very 

clear determination to grow in these preferred segments.  Why do we believe this?  These are the 

segments where by nature, there is the most customer contact.  You go more than once in your 
life to your doctor. As an entrepreneur, you ask yourself every day: what can I do better to 

improve?  So, there is a natural point of contact, where also moving from a payer to a partner is a 
natural evolution.  Due to the fact that you have the contact, it is also the natural point of offering 

additional services.   

And those additional service we have been testing for quite some time: we now know what 
works and what doesn’t work.  For example, in France today, we are one of the biggest providers 

of teleconsultation.  Every year, we are helping 5 million people that call to really avoid going to 

their doctor to queue up.  And those models work.   

When you look at risk consulting of large companies, we have been focusing ourselves on 

helping on earthquake exposure, developing models helping companies those business models 
work extremely well.  And, what is also important, by shifting the portfolio towards preferred 

segments and toward more services, those services will have a very different PE to the classical 

insurance business, since we talk about a much lower capital intensity. Those businesses are also 

the businesses that the most profitable and most growing ones.   

Due to the fact that AXA has got very large presence in those 10 countries, it has also got a very 

large presence with distributor networks, it is the natural point for accompanying our distribution 

transformation from an agent selling mainly motor business, to the agent moving very much to 

the more complex business.  If you look today into AXA France, you will see that the classical agent 

has moved away from the Motor business, has focused him or herself far more on commercial 
business, far more on the health business.  I do believe that in these areas, we see the biggest 

potential for innovation.   

Going back to what I said earlier: what can we do better for the 20% of customers that do have 
a claim?  What can we do differently and new for the 80% of customers that don’t have any claim 

at all? This is also the second piece of the M&A story: we want to focus the M&A on the 10+6 

countries and on those preferred segments.   

This also means to the country that we are going to decelerate on some of our businesses, 

that we do believe are not that strategic anymore.   
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This is in particular the traditional G/A savings business.  In order to change the profile of AXA, 

we need to grow much more in the preferred segments than in the ones that we believe are not so 

strategic anymore, and that also means that we will probably decelerate our growth and have 

negative growth rates.   

One clear example which we will talk about today of our determination to change the portfolio 

is certainly the partial listing of our US business, where you have seen we have filed for this IPO, 
the initial S1, yesterday evening.  The US is our second-biggest market but in order to change and 

move the needle, we need to start there and really re-shift the means of investment from those 

focused on financial markets business to the core insurance businesses where we want to grow 

and where we have the customer contact.  

In order to really move ahead, we need to scale up our innovation.  We have been building an 
innovation ecosystem which is very large.  We started with scouting in Silicon Valley, scouting in 

China, scouting in Tel Aviv to understand what is going on.  We then went to invest. AXA Strategic 

Ventures is our investment fund, where we invested in new businesses, always with the idea: how 

can we bring two things together?  Great ideas of entrepreneurs and scale of AXA.   

But that was not enough.  We went one step further and we asked: what can we do to really 

incubate ourselves?  Because it is better to really incubate here than having somebody else to 

cannibalise you.  Therefore, we founded Kamet. Kamet is our incubator, where we have 
entrepreneur teams, working on new ideas, and launching these new ideas.  That has been a big 

boost for us and also obviously a big point of friction, because the traditionalists and the 
innovators don’t always get on easily.   

We even went a step further and I said: what can we do on a global level? It is not only about 
start-ups that are the new world; it is also about other industries moving closer to our own 

industry.  If you look, it is a reality: many pharma companies, many of the GAFAs are moving 

towards our business.  The solution of tomorrow is not that they will cannibalise us and take over 
our business. The solution is that we find ourselves together at the boundary of those sectors.  And 

therefore, AXA Partners for us is extremely important to really leverage their potential for 
cooperating and partnering on a global level.   

To give you a few very concrete global levels:  

• Fizzy.  You have seen that we have launched a flight delay insurance based on blockchain.  

This is something radically new, because it is an insurance coverage that attaches to 

another product.  It is an insurance coverage product that is parametric.  There are only 
two answers: yes/no, zero/one.  And this is something where no hand is touching the 

process.  Everything is done automatically and is done on blockchain.  Nobody else has 
launched that yet.  

• If you go one step further and look at Qare. Qare is another tele-consultation that we have 

launched in London.  We have seen that there are many French expats in London.  We 

have also seen their desire to stay in London despite Brexit.  However, they love to go to a 

French doctor for two reasons: they can speak their own language, and those French 
doctors are much cheaper than the English doctors.  So we have developed a mechanism 

where the French expats, through video consultation, can get a very quick appointment, 

via video consultation, in their own language and for one-third of the price: that pleases 
everybody and this has really gone off. 

• If you take another example, on partnerships and AXA Partners, we are very concerned 

about the fact that there is new labours and social risks arising.  Today, 130 million people 

in the US and Europe are already working in non-traditional labour arrangements.  Those 

people need new coverages.  It is our conviction that we can offer those types of 
partnership and those types of insurance.  Therefore, Uber is one of those examples where 

we have really tested it out and there is plenty more to follow.  
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We know now what works in innovation; and we also know what doesn’t work.  The next step 

is now to scale it up.  Scaling it up also means to find a bridge into the traditional entities.  Because 

the addressable market for us, for these innovations is exactly 1 market: our 107 million 

customers.  Therefore, it is very important that we create that link and that in the next phase, we 

really go topic by topic to decide what is being built and what is being bought and how can we roll 

this out now to really scale it up.   

All of this can only work if we change the management of the Group: “simplify to accelerate” 

also means changing the way we work.  This is based on two fundamental convictions I have got:  

• One is yes we are large, yes we are many countries, but we can be much simpler.  What 

can we do to simplify ourselves and how can we leverage the talents, the potential we 

have on the market by empowering those people?  Therefore, when you look at the history 

of AXA, we have always been very strong in the financial management of our balance 
sheet.  The fact that we have such a strong and robust balance sheet is the fruit of that.  

Where we can still catch up is on the operational performance. Therefore, it is my 

conviction that we really need to put more accent on this one, that goes in hand with 

being closer to the entities, but it also goes with having the numbers that go with it, and 

we have made great efforts to develop a tool where today we have one single source of 

the truth of the numbers that are relevant for everybody and are also transparent for all 
the involved managers in order to discuss one single truth.  

 

• The second important topic is the full accountability in the local markets. I do believe that 
the further away you take a local decision from a local market, the worse the decision. 

Let’s focus ourselves.  Local entities should be fully responsible and empowered on the 

transformation of the local entity; the Group should really focus on making sure that the 
reputation is guarded and on making sure that we act on behalf of the shareholders.  This 

means essentially that the Group is there to allocate the capital and to really make the 
portfolio shift happening; it is not there to control the number of visits of an agent in 

Rouen.  This also changes fundamentally the way we will operate.  I have asked all of the 

local CEOs now, in those 10+6 markets, to develop their own equity story.  They need to 

prove to us now why should we invest in the country.  Why should we even invest more?  I 
can tell you it’s a very healthy process.  We have done this process with AXA US, we have 

done this process with AXA Investment Managers, and we will be doing it now with those 
9+6 entities that are still missing.   

One thing is clear: there is no compromise on customer service. One of our commitments has 
been and will be going forward, that by 2020, 100% of our markets will be at market average or 

above in terms of customer satisfaction.  We are working very hard on this.   

Going back to what I said earlier, we need to address two pieces:  

• How can we make the service for the 20% of customers that we do serve well today much 

better?   

• But the biggest leverage is, how can we increase the service for the 80% of customers 

where we only offer peace of mind?  Their experience is often quite a frustrating one.  They 

get a bill.  They manage to do everything not to claim, and as a benefit, they get another 
bill next year, which is most often higher than the one beforehand.  This is clearly what we 

want to attack.  Therefore, we also clearly want to increase in the performance grid of the 

managers the notion of customer satisfaction to a higher notch than we have it today.   

Focusing on 10+6 markets will also let us, let me get closer to the entities again.  There is a 

fundamental change in how we really determine the priorities by country.  There will be very few 
priorities – this is the benefit of simplification: clear message, few priorities, and it will be focused 

on growth again.  We have not been growing organically enough and we need to get back.   
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Therefore, when you look at the five large geographies, France and Europe is clearly about 

getting back to growth.  AXA France has already shown that growth in a mature market, with a 

leadership position, is possible, and gaining market share is possible.  If the French can do it, 

everybody else in Europe can do it as well.   

Therefore, the big question is there: how can we transform the distribution salesforce, how 

could we go away from a siloed sales force of agents, Direct, telephone, to a blended distribution, 
where those access points interact together, where they are there for the customer and not in 

competition to the customer.   

In Asia, it is a different ball game.  We have today very good positions with the joint ventures 

on the bancassurance side.  Our big focus there is to grow the agency salesforce.  How could we 

expand our footprint?  How can we come to positions that are all at scale through moving the 
agency distribution?   

And I am very happy that Gordon Watson is with us today, because he was the one recruitment 

for Asia, where we really have high hopes that agency distribution will grow.  Gordon, you have 

done it at the competition, and we also want to leverage your expertise here.  I would like you to 

say a few words: what is your view on AXA in Asia?  

 

Gordon Watson 

Incoming CEO, AXA Asia 

Good morning, I am Scottish, so I will speak slowly.  That was a special request.  

I think that in Asia, there is massive protection gap.  The reason I joined AXA was the last 45 
minutes you heard Thomas speaking about, is very clear and coherent what we want to achieve.   

When I look at AXA, I see innovation.  And with the massive protection gap in Asia, there is no 

one else I feel that can really maximise – if you listen to Thomas’ presentation, he used the word 
innovation I think it was about 14 times: innovation is part of the DNA and that is a huge 

differentiator.  

Also, AXA is the only composite insurer in the region.  AXA is the Number 1 global brand for 
nine years in a row.  It is my job to take that to the next level, to polish that brand, to make 
everyone in Asia really feel proud.  I want AXA in Asia to be the company that everyone wants to 

work for.  Two of my favourite words that you used were: simplicity and empowerment.  I think 

empowering the people when the decisions are made closer to the business is a very wise decision.  

So, empowering people to be all that they can be and AXA to be all that it can be in Asia.  

I really don’t want to say too much more, but I can’t wait to start, so thank you for the 
opportunity.  

 

Thomas Buberl 

CEO, AXA Group 

Thank you, Gordon.   

So, you see, we have high hopes and big plans for Asia.  The same is true for the US.  You will 

hear more later.  In the US, we really want to accelerate the growth, make sure that we improve 

the efficiency and also make sure that we optimise our capital.  

On the international side, that is very much around two things:  
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• How can we rationalise and reduce our footprint? We need to be in less than 64 markets 

going forward.  

• But, at the same time, how could we also develop in those areas the growth boosters of 

tomorrow?   

On AXA IM and AXA Corporate Solutions, those are core assets to us, those are engines to really 

fuel the growth in the entities, on the Protection side, on the Commercial Lines side.   

So, very few priorities, very clear, very focused on growth.  This is only possible with the 
leadership team that is also very much focused on growth and that shares that growth obsession.   

I am very happy to present to you today the new leadership new.  They are all here, make sure 

you speak to them.  I am very glad that I have got my final team together.  That is a team that is 

really consisting of many operators: operators that have a great track record in growth.  You take 

Gordon’s track record, you take Jacques de Peretti, you take Antimo Perretta, you take Mark 
Pearson – all people that have been operating in large markets with a long-term view on the 

business and have really shown that they can grow in these markets. I am very proud that we have 

this team together now and that we can really accelerate together.  

Thank you very much and I will now hand over to George Stansfield. 
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Simplicity and Empowerment 

George Stansfield 

General Secretary, AXA Group 

Thanks, Thomas.  Hi, everyone.  

Thomas spoke to you just before about the portfolio segmentation exercise that we have run 

over the last month, with a view to simplifying our corporate footprint and trying to focus our 

resources down on the 10+6 markets.  I wanted to spend a few minutes talking to you this morning 
about an exercise that we have run in parallel to that, which has been focused on simplifying our 

organisation, simplifying our operating model and our governance.  

Let me begin where I will end.  The net effect of that exercise is essentially two-fold:  

• it will result in a de-layered and simplified operating model for the Group that is focused 

on five geographies and a single corporate centre, which is quite different from the model 

we have been operating over the past years;  

• and it will result in a 25% reduction in our central function costs, which equates to about 

0.3 billion in annual cost savings, and that will be phased in over the next two years.  

If you look at Governance in this group across a long period – 30 years – we have known 

essentially three different models: a two-dimensional matrix, a three-dimensional matrix, and a 
four-dimensional matrix.   

During the Build phase of the Group, in the 1990s, we operated in a two-dimensional matrix: 

you had AXA SA listed as a holding company in Paris and a portfolio of operating companies 
underneath us.  I think it is fair to say that we were highly decentralised at that time.  We were 

doing lots of M&A deals, and after we acquired company UAP, in January 1997, we had more than 
a dozen listed subsidiaries beneath AXA SA.  We were so decentralised at that time that, from time 

to time, we use to ask ourselves the question: what makes AXA more than a mutual fund of 

insurance company values?   We never thought of ourselves that way because there was always 

an industrial logic to what we were trying to do and to build, but I think it was a fair question to 
ask.  

That changed around the beginning of 2000 when we entered a new phase.  In the early 2000s, 

we launched a series of minority buy-out transactions and we bought back all the minority 
interests in all of our operating subsidiaries around the world, with the notable exception of 

AllianceBernstein, which remains listed to this day.  Also in the early 2000s, we also built a lot of 
what I consider to be the back-bone infrastructure that converted the Group from sort of a “sum 
of the parts” to a global financial institution.  Here, I am talking about things like Group Risk 

Management, Group Investment, Group Compliance, Group HR: a lot of the processes we run there 
today, those things did not really exist in the 1990s.  They were built in the early 2000s, and that 

really converted us, as I said, from a from a “sum of the parts” into more of an institution – a global 

institution.   

From a governance point of view, we introduced a third layer into our governance structure in 

2006, after we acquired Winterthur, when we introduced Regions.   

The third phase began in 2010 when we introduced Global Lines: this added a fourth 

dimension in to our matrix.  We introduced Global Lines coming out of the financial crisis.  Between 

2010 and 2017, we began to build substantial commercial and operational functionality in the 
layers above the operating companies.  Here, I am talking about things like marketing, like 
distribution, like claims: we hired experts into the layers at the Global Lines, into the Regions, in 
all cases above the operating companies.  
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When we finished the portfolio segmentation exercise that Thomas referred to before in the 

beginning of 2017, we took a step back and looked at the four-dimensional matrix that I just 

described, against the segmentation and our desire to focus down on the 10+6, and what we saw 

was a substantial gap:  

• a gap in terms of the complexity of that four-dimensional matrix against the simplicity 

that Thomas referred to, and that will be one of our guiding principles going forward;  

• a gap in terms of the issues around clarity and accountability, which in a four-dimensional 
matrix can become a touch confusing;  

• a gap in terms of our ability to make quick decisions and make them closer to the client;  

• and a gap in terms of the cost of operating a four-dimensional matrix of that complexity 

against what we think is sustainable for the next phase of the Group.  

And we built a new model, really on four basic principles:  

• It is a model that is adapted to the strategic segmentation and, when we looked at the 
different segments, they have very different needs from a corporate centre and support 

point of view, from a governance point of view.  The current engines against the small 

entities: those are very different things, they need to be managed in different ways, they 

need to be supported in different ways.  

• It is built on the principle of delayering and simplifying, trying to take decisions as close 

to the ground as we can.  

• It is built on the principle of investing in the countries, rather than in the layers above the 
countries, for a very simple reason.  If you do not have the right people with their hand on 

the wheel, in the market, you do not cure that problem by hiring in people in layers above.  

• Finally, it is built on the principle that the operating companies are the principle axis of 
the new system.  They are the centre of gravity in our system and the corporate centre will 

have a more focused role.   

The result is a system based on five geographies: France, Europe excluding France, Asia,  US, and 
International. 

It’s a Corporate Centre that will have a re-focused and more limited mission than we have had in 

the past.  It will be focused around three essential missions:  

• Risk and Control, which has been sort of our core missions from the beginning, kind of 
forever;  

• Shareholder Representation, which is about assessing the operating performance of our 

subsidiaries around the world and their strategic positioning;  

• and Corporate Management, which is about capital allocation, M&A, managing our brand, 

and managing our Group senior executives around the world.   

We believe that this model will vastly simplify interactions between our operating companies 

and the corporate centre.  It will help clarify accountabilities; it will help us make decisions more 

quickly and closer to the ground.   

This slide is just a graphic representation of what I was mentioning.  The operating companies 

become the centre of the new system.  The Corporate Centre is focused on Risk and Control, 

Shareholder Representation and Allocation of Capital. So that is a much simpler model than what 

we have been operating, and certainly much simpler than the four-dimensional matrix that is in 

place today.  

In terms of timeline, we really began to focus on this at the end of 2016.  We launched a formal 

initiative at the end of April.  It took us six months to drill into the organisation to ensure we had 

our arms around all the numbers, all the cost and all the headcount in the different layers of our 
structure.  We announced in October, internally, we began a social consultation, we announced 
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the plan for the future – the new model that we want to implement.  We are in the process of that 

social consultation right now here in Europe, we expect to come out on the other side of it in early 

2018, hopefully before the end of January, at which point we will implement this model and 

operate it, going forward.  

We do not stop there.  We will keep in place a transition team, that will be focused on how we 

are operating this model over the next twelve months, after implementation to ensure that we get 
the impact that we are looking for, because there is always a tendency, when things are this 

complex, for people to go back to what they knew, there is a tendency to rebuild layers that we 

are going to take out of the organisation in this restructuring.  

From a financial point of view, as I mentioned before, this will result in a 25% reduction in our 

central functions cost, which equates to about 0.3 billion in annual cost savings that will be 
phased-in over the next two years.   

That is what I wanted to say to you about governance.  We can talk during the Q&A, at the end, 

about any questions you might have about that.  It has been a very substantial effort.  It took us 

quite a number of months to design the new model.  We see very clearly where we want to go now.  

When we are through the social consultation, we will implement and begin to operate the new 

model.  
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US IPO Update 

George Stansfield  

General Secretary, AXA Group 

So, we wanted to shift gears now, and with Gérald, talk to you about the US IPO.  And let me 

begin.  I will focus on IPO process and scope, and Gérald will talk to you about some of the pre-

IPO structuring transactions that we are going to undertake, and then some of the key 

implications for the AXA Group.   

We discussed with many of you at dinner last night and I think many of you have seen that AXA 

Equitable Holdings, which is the US holding company that we intend to IPO next year, filed what 

is called an S- 1 registration statement with the SEC last night.  That document is about 600 pages 

and I will give you a bit of colour on what is in there: it is a comprehensive view of the business of 

the company.   

Despite the fact that the document is filed and public, and you can all get it off the SEC 

website, we are still in the SEC-mandated quiet period.  We remain in that quiet period until we 

come out the other side of the SEC process, and the registration statement is declared effective, 
which we don’t anticipate happening until Q2 of next year.   

So, we are severely restricted in what we can say about AXA Equitable Holding and its 

business.  There is a lot of information in the document; I would encourage you to take a look at 
the document, but today we will focus very much on the impacts of the transaction on AXA Group, 

and some of the restructuring transactions that we will undertake prior to the transaction.   

On the right-hand side of that slide, there is a summary of the different sections in an S-1.  The 
S-1 is the most comprehensive form of registration statement in the US system.  It is for an initial 

public offering.  The document in total, as I mentioned, is close to 600 pages.  There is a description 
of the business, the financial position of the company and the strategy.  And it has been a 

substantial amount of work to prepare the document over the past months.   

In terms of segmentation of the business presented in the document, we presented in four 

segments:  

• Individual Retirement, which accounts for about 78% of the full-year 2016 operating 

earnings, and is the wealth accumulation and protection business, mostly annuities; 

• Group Retirement, which is 11% of the operating earnings; 

• Investment Management and research, which is AllianceBernstein, representing 11%; 

• And the Protection Solutions which is life insurance and employee benefits, with a very 

negligible amount of overall operating earnings. 

That is the segmentation in the document. The document is obviously prepared on US GAAP.  

The document that was filed will be updated as we go through the process with the SEC.   

I would just mention another key fact that the company has what they call 4,700 affiliated 
advisors, which are more or less tied agents, which sell primarily for the Company.  There are 200 

Bernstein financial advisors, and access to 150,000 distributors through third-party banks, 

brokers, and other parties with which we have distribution arrangements.  

In terms of timeline, the overview is laid out on the slide. We announced the intention to 

undertake this transaction back in May.  At that time, we told you that we would file the initial 

registration statement with the SEC before today.  We did that last night, at 10:30 PM Paris time.   

We now enter a process with the SEC, which we expect to take 4-5 months.  That would be the 

normal time scale for a process like this.  We will go through several rounds of comments with the 
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SEC. The SEC has teams that are rather well-versed in this; given some other recent transactions 

on the US market, we would expect to get several hundred comments on the document, and we 

would hopefully come through that process some time in Q2 2018, when the S-1 will be declared 

effective, which would be the point at which we would actually launch the process.  

We have had extensive discussions with the New York Department of Financial Services.  It 

was somewhat fortuitous in terms of timing, because the New York Department was just 
concluding what they call a quinquennial examination in May of this year.  The quinquennial is a 

regular examination they do on all insurance companies, licensed in the State of New York. That 

was very fortuitous because we announced the launch of this transaction in May, and were able 

to get to clarity on a number of issues with the New York Department of Financial Services at the 

time of the conclusion of the quinquennial.  That went relatively smoothly, and the discussions 
were quite constructive.  But it was due in large part to the fact that the New York Department was 

already deep into the company in the quinquennial, and that was very favourable in terms of the 

overall timeline for this transaction. 

So with that, maybe I would turn it to Gérald, to talk to you about the pre-IPO restructuring 

transactions and impacts on Group.   

 

Gérald Harlin 

Chief Financial Officer, AXA Group 

Thank you, George.  Good morning.  

So after you just heard from George, I present now the pre-IPO and IPO implications for the 
AXA Group. 

My objective in this section is to present the three key IPO restructuring transactions.  As you 

will see, the three steps will be:  

- First, financing and internal loans repayment;  

- Second, the recapture the Variable Annuity business and capitalisation, i.e. simplify the 

structure and strengthen the capital of AXA Equitable;  
- Next is the sale of AB units from the AXA Group. 

Part A corresponds to the financing and internal loan repayment.  So first, as you can see, we 

have the 1 billion capital enhancement to AXA Group's US holding company; that was already 

announced when we announced the IPO on May 10th. The second operation is 4.4 billion of 

external financing, because the US will reimburse internal loans as you will see in a second.  This 

is something that will be done and implemented before the IPO.  The third step is the internal loan 
repayments of 1.8 billion, meaning that all loans with the US will be repaid.  

Part B, as you can see on the left-hand side of the screen, deals with the recapitalisation of US 

operating entities and the recapture of the Variable Annuities business.  So the first step is the 

capital strengthening of AXA Group's US operating companies by 2.3 billion, before year-end.  And 

the second step is a recapture of AXA Re Arizona VA Business.  That is the second step: the 

recapture of the Variable Annuity business, located presently in AXA Re Arizona, by AXA Equitable. 

Part C deals with the sale from the AXA Group to AXA Equitable Holdings of 18% of AB for a 

price of roughly 1.1 billion.  That is what you can see in the middle, Part C.   

As a whole, we could say that – and that is what we can see on the right-hand side – for AXA 
Group ex. US, it’s 2 billion cash positive.  That means that the addition of Part A + B + C means 2 

billion of cash for AXA Group ex. US.   
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As a whole, the pre-IPO transactions will: first, simplify the US financial structure with all 

internal loans being unwound; second, it will strengthen the capital structure for US operating 

companies; and last, roughly speaking, we could say that it should be neutral on AXA Group 

Solvency II capital.   

This brings me now to the consequences for the AXA Group in the US.  First of all, I mentioned 

it, the recapture of the Variable Annuity business which is currently reinsured by AXA Arizona.  It 
has been discussed, of course, with the New York Department of Financial Services.  As you know, 

it will position AXA Equitable quite well for the future NAIC framework, because this type of captive 

reinsurance for Variable Annuity business most probably will be revised, and it will reduce the 

liquidity needs from the captive reinsurance.  So, I should say that the reinsurance company AXA 

Re Arizona will be used tomorrow only for the traditional Protection business, but no more for the 
Variable Annuity business.   

Let’s have a look at the capital levels after the recapture and capitalisation.  We could say that 

the Group’s US operating companies will benefit from a CTE98 VA capitalisation, which is quite 

strong.  For non-Variable Annuity businesses, we should have an RBC (risk-based capital) ratio of 

350%, which means that, as a whole, we should have 500% of combined RBC ratio.  

Let us move now to the key implications for the Group.  I would like to remind you that this 

IPO is a key step for us to accelerate our transformation, towards more balanced risk between 
financial risk and technical risk, while keeping our Ambition 2020 financial targets.   

Let’s start with the hedging strategy.  The target hedging strategy will have two fundamental 
objectives.  

• The first, which is not new, is to protect the economic value of the Variable Annuity 

business.  That is something that we have been doing up to now, so no change on that 
side.   

• But on top of this, we will add a new layer of hedging that means that we will protect the 

statutory capital in order to have a CTE98 level that I mentioned before under most 
economic scenarios, and to maintain a CTE95 level, even in extreme scenarios.  Concretely 

and that is what you can see just in the middle, it means that we will hedge more equity 

than we did before, and as far as interest rates are concerned, no specific change, 

meaning that we will keep upside when interest rates will go up.  

Concretely, it means that the impact of the additional hedging will be relatively marginal at 

the scale of our Group, which means that there will be limited impact on AXA Group IFRS 
statements. 

So, post-IPO, we will have resilient VA cash flows.  Here, we present the lifetime discounted 
inforce Variable Annuity cash flow: so it is variable annuities, and it is lifetime, which means it is a 

full actualisation discounting of the future cash-flow.  I should say it is discounted at a rate of 4%.   

We do it under four different scenarios, corresponding to the four bar charts that you can see 

on this slide.  What are these four different scenarios?  

• First, it is a base case.  It is an expected equity return of 6.25%, corresponding to our own 
management case, interest rates correspond to today’s forward curve i.e., 2.8%.  This 

corresponds to the ten-year T-bond, 2.8% at the end of 2017 and 4.9% at the end of 2027.  

• So, we have a positive scenario, which we call market appreciation, which is 
corresponding to an equity return of 10%, rates moving up from 2.8% to 4.9%.  

• Then, we have two negative scenarios.  First one, with a market shock corresponding to 
an immediate 25% shock on the equity market, then a recovery at 6.25% per year, with 

rates being quite low, because rates would start at 1.8% and finish 10 years later at 2.1%, 
so more or less flat. 



 

 

16 

 
 

AXA 

Paris, November 14, 2017 

• And the financial crisis, which is even worse, corresponds to a drop of 40%, an immediate 

shock of equity of 40%, then recovery at 6.25%, and the interest rate scenario is the same 
as the market shock: 1.8% in 2017 up to 2.1% in 2027. 

What we can say and what you can see here are the net present value: 12 billion for the 

management case, 18 billion for the market appreciation, 10 for market shock, 8 for financial 

crisis. 

What does this show?   

It shows first that we have extremely resilient Variable Annuity cash flows.  We have an 

effective down-side protection. Even in a very strong financial crisis, which is the extreme right 

scenario, you can notice that we have a downside which is limited to 4 billion, i.e. 12 billion which 

is the best case, minus 8 billion which is the financial crisis case.  We keep upside, and we keep 

upside sensitivity in case of positive scenarios.  It is 18 minus 12.   

As a conclusion, what is the impact for our Group and for AXA?  

• I could say that post-IPO implications for AXA Group are positive on cash, meaning 

that we should have 2 billion as I explained from the IPO transactions, before any 
potential proceeds from IPO.   

• We should have resilient VA cash flows, across a range of different scenarios, that is 

what I just explained in my previous slide.   

• Next, 40 to 60% payout ratio, by payout ratio I mean dividend + eventual share buy-

back.   That is targeted by AXA Equitable, and it will be effective in 2018. So it will start 
in 2018. 

As far as Solvency II is concerned:  

• it is neutral on AXA Group’s solvency ratio;  

• we should have, as I said, an improved balance between financial and technical 
margin for the Group. 

As far as IFRS are concerned, limited impact from change in VA hedging strategy.  Second, 

Ambition 2020 targets are re-affirmed, in the context of the IPO.   

I propose you to have a coffee break and then we will resume our IR Day Session.   
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Andrew Wallace-Barnett 

Welcome back after the coffee break.  We are going to do something now which I call a little 

bit of an IR Day presentation for the “geeks”, which is all of us: a very important subject for not 

only AXA, but for the industry.  And, what we hope to with this next session with Gérald is to bring 
some clarity and some insight into the relationship between cash and Solvency II, and how the 

two emerge.   

Following that, as I mentioned, Gérald will do an update on Ambition 2020 and then we have 

plenty of time for your Q&A, which will be Thomas, George and Gérald.  And, I hand over to Gérald. 

 

Cash and Solvency II 

Gérald Harlin 

Chief Financial Officer, AXA Group 

Thank you, Andrew.  You say that it is a presentation for geeks, but I do not have the age of a 

geek.   

So, the objective of this session is to, I would say to, clarify the links between the cash-flows 
and Solvency II operational returns.  Please take it like an educational session.  But I believe it will 

be key in order for you to better access the quality and predictability of our future cash flows.  I 

have been discussing this topic different times with some of you and I know that this is quite an 
important issue in the industry.  I hope that it will be a way to really move the discussion forward.  

So, I have three objectives here:  

• The first one is to give you a clear visibility on future cash flows and make the link with our 
Ambition 2020 targets that we presented in June last year. 

• The second objective is to connect free cash flow and Solvency II operating returns. It is 

an important point and we could say that, with the almost-disappearance of the 

embedded value, there is a lack of clarity, and I hope it will bring some more clarity.   

• And the last objective is to link to dividend and capital management.  

Let’s start first with our future cash flows.  

Here, what you see on the screen corresponds to lifetime – Life and Savings – cash flows 

starting in 2016, i.e., the first year of our 2020 Plan.  You can see the different bar charts. What is in 

dark green corresponds to the inforce, and what is in light green corresponds to the new business 

cash-flows, assuming that the new business will remain flat, at 2016 level, which is quite a 

conservative assumption.   

The chart: the way it is built, it is built by blocks of five years.  Each bar chart corresponds to 

five years.  Let’s focus first on the first one, covering 2016 to 2020.  The first point, and it is quite 

simple, is that the first bar chart corresponds to cumulated cash flow of 16 billion between 2016 

and 2020, for the five years.  In other words, 16 billion for Life, taking into account the fact that last 

year, we posted cash flows from P&C Asset Management and Banking, which is mostly the 

adjusted earnings, with a small adjustment for the capital requirement of 3.2 billion.  This makes 

us comfortable and confident to re-assess the fact that the free cash flows that we expect between 

2016-2020, cumulative Group operating cash flow of 28 to 32.  That is the first point; it is a fact. 

Then, I propose to analyse a bit more in detail the Life & Savings profits over the last years.  
Let me go to this slide.  You have the cash flow, in line with what I presented before.  What is 
interesting is to see that the total of these future profits amounts to 90 billion euros, for Life.  These 
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90 billion euros: first element, quite interesting, is to look at the breakdown between Protection & 

Health, Unit-Linked and GA Savings.  You can notice, but it is not fundamentally different from our 

earnings breakdown, but 65% of Protection & Health of these 90 billion of future cash flows which 

are un-discounted, calculated under our management case, 65% correspond to Protection & 

Health.  20% on top on unit-linked. GA Savings represents only 15%.  You should take also into 

account, just for you to keep in mind, that in Protection & Health, we benefit of course from the 
future technical profits, whereas in G&A savings, it’s only margins – interest-rate margins.  And the 

technical profit, if you refer to what we posted one year ago, in 2016, it was 1.6 billion, pre-tax.  

Just to give you an idea. 

I repeat that these 90 billion are calculated on inforce, undiscounted future profits under the 

management case being more or less the base case where you are expecting equity return of 
roughly 6% and interest rates more or less on the forward curve.  Next is to move from Life & 

Savings inforce undiscounted future profits to Life & Savings inforce risk-neutral discounted future 

profits – it is 35 billion.  The difference between the 90 and the 35 billion mostly corresponds to a 

risk-neutral scenario, the fact that you are projecting your future return at rates which are quite 

low, and the discount effect at a level which is this risk-neutral scenario, risk-neutral framework.  

35 billion.  

Next – and that is quite interesting, I believe – is the move from 35 to 13.  I remind you that the 
13 corresponds to the Life & Savings inforce future profits, included in the Solvency II AFR.  What 

is the difference between the 35 and 13, which is quite sizeable, at 22 billion?  This corresponds to 
three elements, mostly:  

• First, the time value of options.  

• Second, two other elements, which correspond to the prudence of Solvency II: the 

boundaries of contracts, and you know that we have a lot of boundaries of contracts 
applying, for example, to our Swiss Protection business; and the second is the Solvency II 

market value margin.  Keep in mind that we have roughly 7 billion of market value in Life 
– the fact that we have a significant part of our business, which is Protection & Health, 

means by definition more market value margin.   

So, that’s it.   

I could say that the first element that we can draw, lessons that we can learn from these chart, 
is 13 billion of Life inforce future profits in total AFR, out of 58 billion of AFR. That means that the 

future profits in AFR are extremely small: 13 billion.  

The second is: what about the 77 billion that you see here, just in the middle, the difference 

between the 90 and the 13?  I would say that this corresponds to future profits which are not 
reflected in AFR, but which will emerge over time, and with two components: a first component 

corresponding to 22 billion that would correspond to the release of the prudential buffers, look at 

what I said and you can read it between the 35 and the 13, that the Solvency II boundaries of 

contracts and the Solvency II market value margin; and the second element, 55 billion out of the 

77 billion corresponds to the release of risk premium and discount effect.  

Let’s focus now, if you don’t mind, on 2016.  A zoom on 2016.  We start again with this 90 billion, 

the same 90 billion corresponding to the inforce un-discounted future profits.  

Indeed, you remember that I said that the 90 billion has two components:  

• A first component, 13 billion which corresponds to the profits included in AFR.  We can say 

out of the 13 billion part of these 90 corresponding to the profits in AFR will flow into cash, 

0.9 billion.  So, you have 13 billion; 0.9 billion corresponds to the operating free cash flow.  

No impact on change in Life & Savings AFR.  Why?  Because it is already in end-of-2015 
AFR, because the AFR takes into account the future profit.  
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• The second component, which is quite important, corresponds to the release, for 1 year, 

of the 77 billion that I presented before.  This corresponds to the release of prudential 
buffers and risk premium and unwind of discount effects.  So, you can see that both for 

cash but also for Solvency II, it is a significant element and it is something which were not 

in the opening AFR.   

The next is a new business strain, -1.3 billion, which both affects the Life & Savings operating 

free cash-flows, as well as the change in Life & Savings AFR.  Then, you have the value of the new 
business, that means that, during 2016, we wrote new business that will have future profits that 

will flow through AFR. This corresponds to 2.8 billion.  These 2.8 billion will feed the 90 billion of 

what this 90 billion will be at the end of 2016, because it will progressively in the future increase 

the operating free cash flow, taking into account the fact that most of these 2.8 billion correspond 

to Protection & Health.  In total, you have cash for Life of 2.9 billion – I remind you that it is 2016 – 
and the change in Life & Savings AFR amounts to 5.1 billion.  

A few remarks: this is highly predictable, and this is important for the future cash flows, so the 

implication of this, for the future cash flows, is that it will be highly predictable, because a 

significant part is coming from protection.  We have a market-leading proportion of Protection & 

Health, and there will also be some future prudential margins that will be released.   

The second remark that I wanted to make is that this new business contributes to the future 
cash emergence over the next years, and this explains most of the difference between 2.9 and 5.1, 

because doing protection mostly means that we have a lot of future profit, even in a risk-neutral 
framework, which doesn’t appear yet in the free cash-flows, but will appear tomorrow, in the next 

years, in the future cash-flows.  That is mostly the difference between the 5.1 and the 2.9. 

Let us move now to, on top of Life, we have the P&C.  The objective is to have full reconciliation 
between total operating free cash-flow and 2016 change in AFR.  You can see here – you recognise 

the figures that I just presented before: the 2.9 and the 5.1.  Then, you have the P&C and Asset 
Management and banking operating free cash flow of 3.4 billion, 2.8 on the change in AFR.  There 

are some differences and, for those who are interested, I would be quite happy to share it with 

you: we could say that most of the difference is coming from capital gains. Why?  Because, as you 

know, AFR is calculated on a mark-to-market basis, whereas operating free cash-flow, it’s at the 
time you sell the securities, you realise your capital gains, that you get the cash-flows, so it’s in the 

opening AFR position for AFR and it’s not for free cash-flows.  That’s mostly the difference.  

Next is the change in P&C required capital, which affects the operating free cash-flow. 

Next is the holding costs.  I remind you that the way we report on operating free cash-flow, 

but you are used to it, is before holding costs, whereas for change in AFR, by definition, it is net of 
holding costs.   

So, in the end, 6.2 for cash flow, 6.9 for change in AFR and these 6.9 billion correspond to 19 

points (that is what we published at the end of 2016), + 19 points of Solvency II operating return in 
full-year 2016.  You can see that the figures are not very different.  We could say that by definition 

it does not compare fully, because one is a pre-holding cost, and the other post-holding.  But 

nevertheless, I could say that the biggest difference is really what I showed before i.e., that is we 

benefit from the future profits in the Life Business, and this is highly predictable, and it mostly 

explains the +19 points of Solvency II operating return.  

So, all of this makes us very confident in the delivery of our targets.  That means that the Group 

operating free cash-flow,  28 to 32 which I explained to you, of which we have a 16 billion in Life, 

which makes us quite confident.  For the rest of the business, it depends on technical factors, 
mostly the combined ratios, and you will see later on, I will tell you more and update you on where 
we are.  But, extremely confident in the 28 to 32 billion cumulative 2016 to 2020 cash-flows. 
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Second remark: the cash remitted to the Group.  We committed on 75% to 85% of operating 

free cash flow, we confirm it, I should say that it is before potential US IPO proceeds. 

What does this mean, to draw some conclusions?  That means that we are confident that we 

will achieve these two targets.  It means that it will translate into reliable and attractive dividends, 

that we have sufficient resources to fund growth and innovation, and lastly, the US IPO proceeds, 

that will be reinvested in the preferred segment or return to shareholders.  The US IPO proceeds, 
as I said, are on top of the 24 to 27 billion, so they will be – as we said, you remember that when 

we announced it in May this year, when we announced the US IPO we said that the proceeds will 

be reinvested, by preference in preferred segments, but it could be also returned to shareholders 

by share buy-back.  That’s mostly it for this this educational session.  

I expect that you will have many questions, but I propose to move to the Ambition 2020 update 
and then we will have, with Thomas and George, our Q&A session. 
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Ambition 2020 Update 

Gérald Harlin 

Chief Financial Officer, AXA Group 

I am sure that you remember, this is the slide that we showed and we presented on June 21 

2016, and I am sure that you remember the five drivers.  

Let start on the left-hand side. So this is the environment driver, which corresponds to the 

interest rate headwinds. I remind you that, 16 months ago, when we presented it, rates were in 
negative territory and we had, I would say, two different assumptions, and we said that in the end, 

underlying earnings per share could show a compounded annual growth of 3 to 7 depended on 

the interest rate assumptions, because in the most negative case, it could represent a drag on our 

earnings of 5% per year.  

Here, we have in the centre, the four drivers which are under our own control: efficiency, 

growth, technical margin and M&A.  I propose to come back on each driver and to see where we 

are 18 months after we started this Ambition 2020 journey.  

Let’s start again; a few elements on interest rates.  Here, you can notice that yesterday, the 

ten-year Bund was at 41 basis points, which is quite a sizeable increase, because it is an increase 
36 basis points compared to June 21. So, I was not right: I told you just before that we were in 

negative territory; some part of the curve was in negative territory, but the ten-year was slightly, 
slightly positive, at 5 basis points.   

As you can see on the top left graph, we are not yet on our base scenario, but we are clearly 

above the unfavourable scenario.  I remember that at that time, some of you asked us: “guys, don’t 
you believe that your unfavourable scenario is still too favourable?”  I believe that things have 

changed since then, that people are a bit more optimistic on the interest rates.  By optimistic, I 
mean that people believe that the probability of going back to negative territory is quite remote 

today, especially with the improved growth in Europe.  Nevertheless, we are more positive, and 

we believe that we should progressively remain and go back to the base scenario.  It doesn’t mean 

that we consider that the rates will go up much more than the base scenario.  Let’s keep the base 
scenario as our best assumption for the time being.   

As far as the US, which is in the lower half of the slide, we are clearly in line with our base 
scenario, we are today at 2.4%, which is a sizeable improvement, compared to 18 months ago, 

because it is +69 basis points.  I should add two elements.  I am sure that some of you remember 

that we said that we built this plan assuming that the equity markets would stay flat.  Indeed, it 
has not been the case, because the equity markets went up sharply I could say, which is good for 

the unit-linked business, and the EuroStoxx 50 improved by 20% roughly, so it is good news.  At 
the same time, I should say that this is compensated by bad news, which corresponds to the FX 

rate, because as you know that the Euro improved a lot compared to the situation 16 months ago.  

So, I could say that all these 2 factors – equity, FX – more or less compensate each other today.  
We will see, but we assume that going forward, it will be the same.   

As far as efficiency is concerned – let’s move to the other drivers –, on efficiency, we achieved 

0.5 billion in 2016 and in the First Half of 2017, so it means 0.5 billion over the first 18 months of 
our plan.  It’s 0.5 out of 2.1 billion.  I remind you that since we started our plan a bit later, it was 

quite normal to have only 0.3 in the first year, but we posted 0.2 billion for the First Half of the year.  

At the same time, the savings mentioned by Thomas and presented by George, from linear central 

functions will allow us to accelerate the delivery.  For the time being, we could say it will accelerate 
the delivery.  That means that savings will come sooner that what we thought 1.5 years ago.  That 
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means that we are quite comfortable in order to confirm our 3% underlying earnings per share, 

compounded earnings growth coming from efficiency.  

Let’s move to growth now.  

On growth, as we explained about two weeks ago, when we presented our nine-month 

indicator, we could say that the contribution from preferred segments is good.  Let’s start first with 

Health revenues.  In line with our strategy, Health and Commercial Lines are our privileged 
segments, as well as Protection. Health revenues are at +5, where the ambition is between 3 and 

5%, which means that more or less, we are on the high end of this Ambition 2020 target.   

For Commercial Lines, revenues +3, so it’s in line and we always have a strong focus on 

Commercial Lines, as mentioned by Thomas in his introduction.  For Protection & Health, revenues 

are + 1.  We had a low start – we must confess that it was a low start, but we have some headwinds.  
I won’t go back on these headwinds; we shared it with you over the previous presentations: year-

end 2016 and half-year 2017 presentations. We keep our Ambition at 2-3% globally.  And for Asia, 

underlying earnings are +6% and our Ambition remains +10 to +12%.  As a whole, the +2% that we 

expected to derive from global growth will be achieved.  That means that we are absolutely 

confident today, we have “+”, we have “-“, but as a whole, we will achieve it.  We will do this +2% 

UEPS growth coming from growth.  

Let’s move to technical excellence.  

On technical excellence, we have Property & Casualty, we have Protection & Health and you 

remember we made some commitments on combined ratios and loss ratios.  Let’s start with the 
loss ratios.  In P&C, we had a commitment at 70%.  In First Half 2017, we were at 70.1, so we are 

there yet.  So, that means that we are already on-track as soon as H1 2017.  

As far as Protection & Health is concerned, in line with my previous remarks I would say, we 

had some impacts from exceptional in France and the US.  We were at 83.1% in the First Half, we 

have an ambition at 80, but we are confident that we will do it and that will improve to 80% the 
Protection and Health combined ratio by 2020.  In the end, it means that we confirm the +2% from 

technical improvement, from these technical improvements from both Property & Casualty and 

Protection & Health.   

In terms of combined ratio, I remind you that we gave two commitments: 94 to 95 for P&C, 93 

to 94 for Protection & Health.  I remind you that the 94 and the 95 correspond to 2 to 1 point of 

prior-year reserve release.  I remind you that in the First Half, we had only 0.7% reserve release.  

Last year, 1.2%, so that is it and we could say that we have been quite conservative.  

Conclusions, now.   

I would say that we are well positioned for our Ambition 2020 target:  

• the macro environment is in line with our central case – I should say is “back in line” with 

our central case, and there is much more comfort on that side than 16 months ago;  

• On efficiency, the leaner central functions will help accelerate delivery on our efficiency 

targets;  

• next, we are confident that we will reach our growth and technical targets;   

• and last, clear capital allocation strategy, meaning that we confirm our M&A budget of 1 

billion Euros before any IPO proceeds, meaning that we confirm the 3-7% expected 

underlying earnings growth per share over the planned period, and – just, I remind you – 
in First Half 2017, we posted +5%.  

I thank you and now I propose you to move to Q&A. 
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Q&A  

Thomas Buberl 

Thank you very much, Gérald.  We now come to the Q&A Session.  Before we get into it, I 

wanted to talk about the IPO, in order to prevent any frustration that you will have in any minute.  

As George said, we are not allowed to talk about the IPO other than what we have shown you 

today.  So, we would really like to stick to this because we need to do so from a legal perspective.  
You know the IPO is very important to us, we do not want to jeopardise under any circumstances, 

the IPO or delay in the PO, so please respect that we will try our utmost to answer your questions, 

but we would never go beyond this legal boundary.  Who would like to start with his/her question?  

Let’s start with Nick, I think; I’m sorry, I can’t see very well in here.  

Nick Holmes, Société Générale 

Two questions.  The first is on payer to partner: I wondered how far you want to go with this.  

Do you want to acquire hospitals, garages, P&C motor products?  What is the scope?   

And then, a question on the recapitalisation of the US, not on the IPO, but with the 

recapitalisation will you consider changing the 300% equivalence ratio that you have, which is 

now looking conspicuously high, compared to some peers?  

Thomas Buberl 

Thank you, Nick.  I suggest that Gérald treats the second question, maybe we will do the 

second question first, and I will do the payer to partner question. 

Gérald Harlin 

Yes, about the recapitalisation of the US, I could say that from an economic point of view, it 

doesn’t change.  That means that we reinforce the capital of the US company.  And your question 

about the 300%, maybe: we will see.  I could not tell you yet.  There could be a logic behind it.  But 
we will see and we will update you. In the end, what this means is that we have a capital position 

in the US which is quite strong, which is stronger than before.  And I insist on the fact that the re-
capture is good news, because most probably, as we said, the NAIC will put an end, or penalise 
this type of internal reinsurance.  

Thomas Buberl 

On payer to partner, obviously, as you say, the space is very large and we have taken the last 

1.5 years to understand that space, and to understand what works and what doesn’t work.   

Going forward, we would like to focus ourselves in three areas: one is clearly the area of 
Health, one is the area of the SME, and the third is the area of the personal assistance.   

This would mean our efforts of either building or buying services will be only focused in these 

three areas.  We have gone through the analysis and are still continuing it: where do we need to 

build and where do we need to buy?  So this is where we want to focus ourselves.  

To your concrete questions, to hospitals: we always have to be very careful what is a hospital. 

Benoît Claveranne and myself have just come back from Colombia, where we have a large 

operation that does have some hospitals, but also medical centres.  If you ask me going forward, 

no, I don’t want to invest in hospitals.  But medical centres, where you can do the triage, both in a 
digital way, with tele-consultation, but also in a physical way, is certainly something we need to 
look at, but then the question always comes: do you need to do it yourself, or can you also partner 
with somebody and do it together?  
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Let’s stay at the same table and move, next to Nick, I can’t see unfortunately.  Maybe you could 

say your name and the company, so everyone knows.  

Colm Kelly, UBS 

Thank you for taking my questions.  I appreciate the restriction vis-à-vis the US IPO.  In terms 

of the 2 billion cash release pre-proceeds, when we think about the cash remittance target at 

Group, is that included in that number, or is the 2 billion also incremental?  What are the plans for 
the use of that 2 billion?  The proceeds obviously are earmarked for M&A re-investment.  Is the 2 

billion in cash release also earmarked for the same use?  Also, in the US, in terms of the different 

tax assets and the potential for that to change, in terms of US tax reform: would that have any 

implication in terms of your RBC ratio for that business?  

Secondly, given that China is a core part of the strategy and growth, and the change in foreign 
ownership limits in China: can you maybe articulate plans regarding increasing the ownership 

stake of that business?  What we can expect, to the extent that you can?  

Finally, leveraging technology and innovation is core to achieving Ambition 2020 targets.  I 

suppose the key challenge is articulating metrics that investors can track in terms of inputs.  So, 

what kind of metrics are you looking to put forward that investors can track to show progress, and 

also what are the key milestones that we can track in terms of the progress of that business?  
Obviously, earnings and revenue growth are outputs, rather than inputs, so it’s more input metrics 

than outputs.   

Thomas Buberl 

Thank you.  So, I suggest we do the first question for Gérald, on the US pieces, second question 

for George on China, and I will take the third one, on the metrics. 

Gérald Harlin 

Your first question was about the 2 billion cash release.  Yes, there is a cash release, but at the 

same time it doesn’t mean that it will be on top of the cash, because you know that we have 

existing debts, internal debts, and so on.  So, you are familiar with this.  

The second question is about the US and the tax rate.  We had been assuming that the tax rate 
would stay more or less where it is today: on a net basis, it’s roughly 25%, net of DRD.  We believe 

it was more cautious to assume that it would stay where it is today.  

George Stansfield 

On the China question, I think we are still going on the regulations that have come out earlier 

this week.  We have a joint venture with ICBC on the Life side, with Tianping on the Non-Life side, 
we have an asset management venture in China, we have got ongoing discussions in those joint 

ventures right now, and in particular with ICBC about governance.   

And this change may factor into those discussions.  It is a little too early to tell.  At the moment, 

we hold 27.5% of the venture with ICBC.  We have a call on another 12.5%, but it is still short of the 

majority, so I think we are still discussing what the change could mean.  In China, there is always 

a bit of ambiguity about how it will actually be implemented and when, so it’s still early days there. 

Thomas Buberl 

On the third question, around the KPIs.  Let us remind again what is the transformation is 
about.  The transformation is about: being more in touch with the end-customer; being able to 
increase the share of wallet with the customer; and also being able to serve the customers in a 
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non-siloed way – not agents direct and telephone, but across channels; and fourthly increase the 

service revenue for the customer.   

I think there, you’ve got your four KPIs:  

• How often am I in touch with the customer?  

• What is my cross-selling ratio or share-of-wallet ratio?  I would focus that very much on 

the new customers, because there, you can see much of a bigger change;  

• how many digital agencies do you have that are really integrating this?  

• Then, what is your service revenue per customer?   

If you want to know how this works, to the majority exactly, you should ask Jacques de Peretti, 
who sits here.  He has implemented most of this already in France, and in the yearly targets that I 

have set with Jacques, those three KPIs are already a reality.  

Let’s stay at the same table. 

Michael Huttner, JP Morgan 

I have three questions, and I am kind of stealing from somebody else some of them, so I 

apologise for that.  We know you still have a system of awarding employee shares, which you then 

neutralise via buy-backs.  This seems a bit cumbersome : why would you not abolish the shares 
after the award of new shares, so that we don’t have to worry about it every year, or every other 

year?  That would be my first question.   

The second question is: on your Slide 6, if I look at the pie, and I see France, Europe, US, Asia 

and Other.  We discussed that a lot of “Other” is due to shrink, so that is some of the 26 countries.  
The US will shrink, effectively.  You have announced an IPO and who knows what happens after 

that, so how confident can we be that, out of this “reduced pie”, you can still achieve you target 

of 3 to 7% UEPS growth?  

And lastly, I always get very excited about disposals, so I was wondering if there is already 

anything happening, anything that you can announce tomorrow, to keep us happy?  

Thomas Buberl 

So, Gérald, do you want to take the first two questions, and I will take the third one? 

Gérald Harlin 

I just would like to remind you that as far as the free shares are concerned, they are hedged 
on a systematic basis, which means that, we announced it and we took the commitment: it was 

exactly two years ago, when we presented Solvency II.  It was in December 2015.  We said that we 
would neutralise the dilution coming from these free shares, same for the stock options.  And 

presently, all the free shares are hedged.  As far as the stock options are concerned, a significant 

part of the stock options, including those not yet vested are hedged, so means that most of the 
dilution is completely managed.  

The second question is about the “Other” countries: you know that they represent a small 

part.  First of all, it does not mean that all these 26 countries will be sold.  Not at all, but what we 
said is that we will rationalise it.  There will some that will be sold, there will be others that will be 

managed for more profit, like a PE company.  Just to give you an idea: what is at stake?  What is at 

stake is, in terms of AFR, I believe it is quite interesting to see the amount: it is roughly 4 billion of 

AFR, out of 58 billion.  I believe it gives you a good idea, and you got the contribution to earnings 

that gives you a good idea, but the objective is really to improve the profitability of those and 
others could be sold.  
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Thomas Buberl 

Let’s quickly complement on the second question.  Yes, the IPO is clearly a step of a partial 

withdrawal, we have clearly announced on the 10th of May that we want to quote a minority.  These 

proceeds have clearly been identified to re-deploy in those 10+6 markets, in Commercial Lines, 

P&C, Health and Protection.  

Next question?  Let’s move to the middle table, there.  

Andy Sinclair, BOFA Merrill Lynch 

Three questions if I may.  The first one was on the Ambition 2020 targets.  You give an update 

on most of them, but not really where you are versus your M&A target.  Just wondered if you could 

give us an update of where you are on deployment of that so far, and how much underlying EPS 

growth has been generated over the period so far from M&A.   

Secondly, on those targets in performance, Asian growth is behind target by a distance.  How 

much of this is due to FX, versus how much is underlying?   

Thirdly, just wondering if you can help me reconcile the width of the capital ratio range going 

forward, 170 to 230, one of the wider ranges and the payout below 50%.  As you reduce the stake 

in the US, how do you think about this going forward?  

Thomas Buberl 

Gerald, do you want to take all three?   

Gérald Harlin 

So, on the M&A target, we did obviously a few very small operations.  At the same time, in line 
with Michael’s previous question, you noticed that this year, we had roughly 1 billion share 

buyback corresponding to the cancellation of the dilutive effect of these free shares and stock 
options.  For the time being, that is where we are.  That means that we still consider that we will 

do 1%.  1% was quite a modest over the plan period.  Over the next 3.5 years, I am quite confident 

that we will do it.  

Your second question was about FX?  

Andy Sinclair, BOFA Merrill Lynch 

Asia. 

Gérald Harlin 

Yes, I believe that, as far as Asia is concerned, we have a significant part coming from Hong 

Kong, and we have been penalised by the recent drop, so don’t consider that a significant part is 

coming from the FX out of the actual achievement in Asia, because there has been a positive in 
2016 followed by a negative in the First Half.  So, let’s be extremely cautious, so we have maybe a 

small impact, but really small. 

The capital ratio: no, we will stick to it.  I said, and maybe it’s an opportunity for me to clarify 
one point: I said in the presentation on the IPO that it would be Solvency II-neutral.  Of course, the 

IPO in itself will increase the Solvency II ratio, but at the same time, we assume that the proceeds 

will be re-invested, just because we don’t want to have idle cash.  We confirm the fact that it will 

be between 3 and 7%, meaning that more or less after this re-investment, it will be more or less 

neutral.  This being said, it confirms that the 170 to 230 is still relevant.  
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Thomas Buberl 

Next question: we move to the table in front.  

Farooq Hanif, Crédit Suisse 

Going back to the management layers, it always looks great on paper, when you take out a lot 

of costs and a lot of people – well, great from a sort of financial point of view – but, working in big 

organisations as I have, when you take out a lot of costs, sometimes you lose the person whom 
you didn’t think he or she was doing that.  You can create a lot of risk management problems, 

product pricing... If you are getting rid of so much of a structure that you have had for a decade, 

how do you manage that risk?  It must be a big risk.  That is Question 1.  

Question 2: in terms of the Life & Savings new business element to the AFR, you used to talk 

about pay-back periods, and when you want to get that value.  Do you have any update on what 
your thinking is about how quickly you want to get that?  Those are my two questions.  

Thomas Buberl 

Farooq, thank you for your two questions.  I would say that the first one is answered by George, 

the second one by Gérald.  

George Stansfield 

So, on your first question: that is one of the reason it took us six months to go through this 
process.  Because we were quite focused, and the regulators as well – the ACPR and the other 

regulators around the world – on what happens to the control functions, the Solvency II, the four 

key control functions, including risk management, compliance, actuarial.   

Here, we had a pretty clear visibility over the key people in the different layers.  Most of them, 

we had talent lists that we developed long before we got into announcing this.  And we are quite 
comfortable on the whole that the core control functions are stable or will slightly increase, so in 

the Solvency II key functions, we have not been looking hard at that. The areas that reduce are 

largely commercial functions, marketing, distribution, a lot of the expert capacities that we built 

at the global lines or the region, so this was and is one of the key risks in doing something like this.  

We are pretty comfortable with where we are today.  Of course, you never keep 100% of the 
people you want to keep, but we have been quite successful in retaining the people that we want 

to retain.  I mentioned before: we will have a team that will continue after we come out of the 

consultation for the 12 months that follow that will be monitoring those things.  Overall, we are 

pretty comfortable on the risk and control side of the equation that we won’t drop any balls. 

Gérald Harlin 

Presently, our Life business has a good level profitability. As you know, NBV margin is roughly 

at 40%, the IRR is around 14, between 13 and 15%, which is great and means that we are creating 

value, obviously, without discussing for a long time about the cost of capital, without any doubt, 

it is above.   

At the same time, it is obviously: we are working and will work with Alban on ways to reduce 

the payback. It’s in our plan to find ways in the design of the products, to slightly improve the 

payback. It’s an important point.   

Thomas Buberl 

Let’s stay at the same table.  
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Johnny Vo, Goldman Sachs 

Just a couple of quick questions.  Just a philosophical question: you are moving from a 

centralised to a decentralised model, and I guess you are allowing more autonomy in the 

individual units, but what are the 3 or 4 KPIs you are using to measure these units now, is it cash, 

is it market consistency?  

The second question regarding the debt of 4.4 billion in the US.  Is this going to be all new, 
issued external debt, or is there some hypothecation of debt from the Group to the unit.  Therefore, 

what does it mean from a debt to equity perspective, and what are the implications from a ratings 

perspective?  

Thomas Buberl 

Thank you for your two questions: let me take the first one, then Gérald takes the second one.  

As you have seen in the presentation that George gave, there were three key words that 

symbolised the new model: “freedom in boundaries”.   

“Freedom”, meaning you have local accountability for implementing your transformation 

plan and we should only do one task in one place, once.  “In boundaries” means that there are 

very clear boundaries around it, and that not everybody can do what he or she wants and those 

boundaries are clearly about what George said before.  The regulatory risk and audit aspects, but 
also around the question of capital allocation and investment allocation.   

We will look, going forward, much more closely at where we are allocating our capital and also 

where are we allocating our investments.  This also goes in line with what I said earlier: this is 
decentralisation without being blind, because we today have a large database of all the local 

numbers.  We have one source of the truth, where we can jointly see where a country is, and where 
we will also increase those performance discussions.  

So, I introduced a year ago the so-called CEO Dialogue, that we have a couple times in the 

year, where we let the entity come and where we discuss all the numbers – and this is also in line 
with the task that I have given to all the CEOs to write their own equity stories, to pitch to us why 

we should continue to invest, and in which projects we should invest. So, “freedom within 

boundaries” is the logic of that new model, and not uncontrolled decentralisation.   

Gérald? 

Gérald Harlin 

Yes, Johnny, answering your question about the 4.4 billion, this will be a real external 

financing.  Why an external financing?  Because you know that the US should be stand-alone.  Keep 
in mind that it will be rated, so an internal financing would have less value.  So it will be an external 

financing.  To answer your question about the debt to equity ratio, yes, it will increase.  We are at 

an extremely low level, roughly 25-26% today.  It will move to 29, 28 to 29.   

Keep in mind that the same time we have 2 billion.  Previously, you remember that we posted 

and we reported on a net basis.  We moved to a gross basis.  Why?  Because it was in line with our 
competitors, but in terms of quality, I believe there are no doubts that the 2 billion will be there.  

Thomas Buberl 

I think it’s John, next. 

Oliver Steel, Deutsche Bank 

It’s Oliver, actually.  
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Thomas Buberl 

I’m sorry, it’s very hard to see.  John will be next. 

Oliver Steel, Deutsche Bank 

Three questions.  The first is on protection revenues.  Protection revenues have grown by 1%. 

So far, you are targeting 2-3% growth.  I am wondering what the sort of driver is to get you up to 

the 2-3%, over that five-year period.   

Secondly, sticking to protection actually, on the Protection combined ratio, or more 

specifically, the loss ratio: if you strip out the exceptional items in the US and France in the First 

Half, your Protection combined ratio had not actually changed from the start of the period, just 

you are very confident about achieving the target.  I am wondering what it is that has held back 

the underlying improvement so far, and what drives that improvement coming through, going 
forward.  

The final question is, as you say, only a small proportion of your new business profit actually 

goes into the owned-funds.  What are you doing to improve that proportion going forward?  What 

are some of the policy design changes you are looking at?  Perhaps any guidance would be useful. 

Thomas Buberl 

Gérald? 

Gérald Harlin 

About the 1% and what we should do to move to +2-+3.  I believe that we are progressing quite 

well in countries. You remember that we had some headwinds on the top line, these headwinds 
being for example in Switzerland.  You remember this because we had, in 2016, a very large 

contract, so we have this capacity.  We normally should grow.  We also had some headwinds 
coming from Germany, where we had some surrenders of contracts.  I don’t consider that it’s a 

global trend.  Being at 1% is not a trend that we should keep and we are doing everything to be at 

between 2 and 3 in terms of top-line growth.   

The next point is the combined ratio.  That means that we are, globally speaking, improving 
it.  We had again some headwinds. In order to achieve it, don’t miss that if we restate the 83% that 
I just showed from these headwinds, knowing that we want to go to 80% in 2020, it’s not a big 

improvement.  On top of this, keep in mind that we will reduce our costs, so that means that the 

expense ratio will improve as well.  So that is why I strongly believe we will do it. 

Thomas Buberl 

Now John, next to Oliver? 

Oliver Steel, Deutsche Bank 

You never answered my third question about the contract boundaries of new business.  

Gérald Harlin 

Ok, the contract boundaries of new business: we are penalised by these contract boundaries 

of new business.  That means that all the premiums – periodic premiums, regular premiums – that 

we get in Switzerland on our Group pension business don’t benefit. It’s in our reported NBV, for 

sure, but it’s not in the AFR, so that means that it will flow through the regular contract, so that is 

it.  
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 But that is also quite one good point, and it is good news because it will feed the AFR.  And it 

is the confirmation that the AFR will grow more than the normal new business value, if you see 

what I mean. 

Of course, we would prefer to have AFR including boundaries, but as you know, we didn’t 

achieve it.  Who knows in 21, when we will revise Solvency II and the Directive, but it’s a long time.  

Jon Hocking, Morgan Stanley 

I have got three questions please, starting with Asia and the footprint - here, you’ve got four 

out of the six high-potential units are in Asia and the only one that you have got as an engine is 

Hong Kong and then, there are two smaller entities that include Singapore and Malaysia.  I 

wondered, given that you have got two large regional competitors on the Life side in Asia, I just 

wondered how you felt about the balance between sort of country focus and getting deeper in 
individual countries and having a regional footprint, particularly with Singapore, which is 

emerging as a wealth management hub, being as a smaller entity.  Is that one of the smaller 

entities we might expect you to invest in and try and grow?  So, that is sort of a broad question on 

the Asia footprint.   

The second question, given what is happening with the US IPO and AB: in time, will the 

geographic footprint and the “mandate” of AXA IM expanded in any way?  That’s the second 
question.  

Then finally, in terms of getting rid of the two functional business lines, how do you actually 

drive some of the things that you have innovated at scale into the business units?  You’ve got the 
transversal entities.  Is everything which is innovative and service line, does that actually fit into 

the transversal entities, or how do you actually share the successes from, say France, and get them 
embedded in other business units?  Thank you.   

Thomas Buberl 

So, let me try and give an answer to these three questions.  On the first one in Asia, let’s get 

the classification right again.   We have got on the current engines, Hong Kong and Japan.  We 
have got certainly on the High Potentials – and John, you are right – China, Philippines, Thailand 

and Indonesia. And we’ve got three in the international:  Singapore, Malaysia and India.  

When you look, in Hong Kong and Japan, we are very strong today.  In Japan, we are small 

and we are strong in our segments of Life and Health.  There, it is clearly a question of growing the 

footprint and focusing again ourselves on the Health business and on the Commercial Lines 

business in Hong Kong.   

On the second, which is the High Potential, as I said earlier, we have today an excellent 

footprint when it comes to bancassurance relationship.  And it is very different to bancassurance 

agreements that other companies have.  We in fact have joint ventures, which means we are 

together for the long term.  Based on those joint ventures, we have always in all countries, started 

an agency business, started a non-Life business and in some countries, also started a Direct 
business. Going back to what Gordon said earlier, this makes us different in terms of being the 

only composite insurer in that region, and you see also a lot of cross-fertilisation potential.   

Our biggest challenge in those four countries is: how do we grow the agency salesforce, and 
how do we grow the activation of the agency salesforce?  Because on the joint venture in China, if 

we take that as an example, with ICBC we are today very strong on the bancassurance channel, 

but the agency salesforce needs to grow more, and the activation needs to grow more.  That is 

true for most other countries.  In Thailand, we are very strong on the agency salesforce, but 

certainly in Indonesia and in the Philippines, we want to progress on this one, and that is the 
primary mandate of Gordon and his team, to really get us growing on this one.  
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The second question was on… yes, sorry, the mandate for IM. 

The US and IM have actually very little relationship today; it is very much a relationship 

between AB and US.  That is what we also want to strengthen.  IM’s mandate will not change due 

to the IPO.  IM’s mandate today is three-fold.   

First one, we want to serve the AXA balance sheet: serving the AXA balance sheet by having an 

efficient machine to deliver good solutions on the fixed income side, to be in some active equity 
areas, and to be very strong on the alternatives, because we need to generate yield.  This mandate 

will not change, and also going forward, in the strategy of IM we want to considerably increase the 

development in the alternatives.   

The second mandate that IM has is: how can we copy this model to smaller players in the 

market who don’t have the scale and the expertise to deliver those solutions, so smaller 
institutionals.   

And the third mandate AXA IM has is how do we market alternative assets expertise in 

particular to wholesale retail, because that is today in the market the biggest shortage.  So the 

mandate does not change and it is very clear focus for IM going forward, certainly since we have 

declared it is a core business.  

On the third topic, which is around innovation: I fully agree that you could have the impression 
that by not having the global business lines anymore, we would lose momentum.  I would say to 

you this is not true.  Because what did the global business lines do?   

First, they were steering the businesses.  I said to you earlier that we are not giving up on this.  
On the contrary, in Gérald’s team, there will be a new team called performance management that 

will pick up the pieces of the Global Lines when it comes to operational performance, based on a 
very new database called Power BI, where we also see the business in very different cuts, in one 

source of the truth.  

The technical excellence piece, which is around the question, what are the underwriting 
standards, what is the right model, Gérald was elaborating beforehand on the live model, volume 

versus profitability, payback, cash: this part will go to Alban, and will be combined with the Chief 

Risk Officer.   

And then, you have the third part, on innovation, which will go into the innovation ecosystem. 

So, if you take parametric insurance, parametric insurance has been developed within the global 

line P&C.  This will move to the innovation ecosystem, because we now know how it works and we 

will accelerate the development, and scale it up.  It is important that for the innovations in 
particular, you have a global balance sheet. And the global balance sheet on the corporate side is 

now in AXA Corporation Solutions, reporting directly to me, and the service hub is in AXA 

Assistance, which will be part of the innovation ecosystem.  So, long answer, to a simple question: 

we will not lose anything.  

Let’s move over to Andrew I think it is, Andrew Crean.  The tall British gentlemen in the back. 

Andrew Crean, Autonomous Research 

Thank you.  I’m Irish actually. 

Thomas Buberl 

I’m sorry.  From a French perspective, that’s mostly the same.  

Andrew Crean, Autonomous Research 

I had three questions: firstly, a year or so ago, when you were thinking about M&A, I think you 

were thinking about P/Es roughly 15 times on your investment.  As we move forward, and markets 
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have changed, and a good amount of your reinvestment you want to do into innovation, could 

you talk about the perspective P/Es are likely to be that you want to re-invest in?   

Secondly, when you talk about market conditions for the 3-7%, you observe that risk-free 

rates had improved a bit from the worst-case scenario.  But corporate bond spreads have 

narrowed further and you do invest mainly in corporate bonds.  So, could you say what your 

expectation was 1.5 year ago was for corporate bond spreads, within the context, when you set 
up Ambition 2020? 

Thirdly, I think in the S1, it says that the operating earnings for 2016 were 1.325 billion, then 

you gave a figure of 1.315 billion, i.e., just 10 million less, on a pro forma basis.  I assume that pro 

forma is to allow for the 4.4 billion of debt and the 2.3 billion of additional cash.  It looks like a tiny 

adjustment for those two things.  I wonder if you are allowed to say anything on that.  I perfectly 
understand if you can’t. 

Thomas Buberl 

 So, thanks Andrew on your three questions.  I guess, on the third one, we will have difficulties 

to answer given what I said earlier.  Let me take the first question; Gérald will do the second 

question.  

I fully agree with you: the M&A market is, at the moment, not an easy one.  You see very little 
movements.  What we have done ourselves, we as I said earlier want to focus our M&A activities 

into those 10+6 countries, on the traditional insurance side, and then into the innovation 

ecosystem.   

We have analysed all the potential interesting companies that we would go after.  What is 

important in those 10+6 companies, certainly in the 10, we already have large operations, where 
we have a very high potential for synergies, so it will help us when it comes to the valuation.   

In the innovation ecosystem, you will find very different P/E multiples, depending on where 

you look at.  One thing you should be assured about is that we will be very cautious about the re-
investment, and we will not overpay. This should also give you comfort, because in the 

announcement of 10th of May, we have clearly said that we want to reinvest the proceeds of the 

IPO of the US into our preferred segments (Health, Commercial Line and Protection), in the 
preferred countries (10+6), but not at any cost.  If we don’t find the right targets at the right price, 

we are extremely happy to do share buy-backs on AXA, because we do believe this is an interesting 

alternative.  

Gérald Harlin 

Yes, on your second question, Andrew, about the market conditions of corporate bonds, I 

would say that over the last 16 or 18 months, the net is nevertheless positive.  Why?  You are 

absolutely right that, while interest rates were improving, we had a decline in the spreads which 

is quite sizeable, but at the same time, we have been investing, and again thanks to AXA IM, in 

high-quality illiquid assets. We can afford it, you know we have more than 200 billion invested in 
high-liquid sovereign bonds.  And we are investing in CLOs, and by CLOs I mean AAA / AA CLOs, we 

are investing in loans, in commercial loans, in mortgage – so all these kinds of investments which 

means that in the end, we can keep a level of, I would say, I can expect this year to be at around 
2%, so it is not marvellous.  But nevertheless, we were not so much hit by this.  

Thomas Buberl 

At the same table, I can’t unfortunately see, next to Rob.  
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James Shuck, Citigroup 

My first question was around the cost savings.  The 2.1 billion you are targeting, I think at the 

time, you said that you were looking to invest 3 billion in order to achieve the 2.1.  Can you give us 

an indication of how successful or how much you spent of that 3 billion?  What it is your hit rate in 

terms of projects you are investing in, how many are failing, how many have been successful?   Any 

stories behind that would be helpful.  

Secondly, it’s another US question I’m afraid, the RBC ratio that you show is 500%.  Do we 

interpret that as a target level that you want to remain at?  I am particularly thinking about things 

like potential DTA write-down through admitted assets, which could come through, and if so, do 

you defend the 500%, and also the NAIC proposals, which are still outstanding, even looking 

beyond the re-capture of the entity?   

Finally, third question, just wanted to drill down a bit on the two points of growth within the 

8% target that you have, because what we have heard a lot about today is new structures and new 

plans, payer to partner, and all of those sorts of things.  It all sounds incremental.  When I come 

back to those 2 points of growth, that’s kind of unchanged.  Are you able to give any flavour behind 

that earnings growth?  What are the moving parts behind it?  How much of drag are you seeing 

from the run-off of the traditional G/A book?  What are the new areas of growth coming through?  

Are you suggesting that, as the model shifts, that two points should be higher? 

Thomas Buberl 

Thanks James. Unfortunately, your Question 2 is a no-go area for us. Let’s focus on 1 and 3.  
I’ll do 1, and Gérald will do 3.  

On the investments, it’s absolutely true what you said: we did announce those 3 billion in 
investment.  And those investments are also necessary investments, because when you think 

about the transformation, you are talking about automation of the processes, you are talking 

about selectively replacing systems, you are also talking about completing redesigning your IT 
and you have seen that we were one of the very few and first ones to move to the Cloud and 

obviously, you are also talking about investing in this new area of services.  

We have a very tight process when it comes to project management, so smaller projects will 
be done in the entity, under the supervision of the local management team. Larger projects will 

have an international process called AR Gate, where we have a staggered AR Gate process, where 

we look at the investment, look at the investment case at each point of the project.  So, with this, 

most of the time, we arrive at driving the projects in a productive and efficient manner.  But it is 
also clear, as it always happens in life, that there are mistakes, that there are failures of projects.  

The important thing is to realise it early on and to make a post-mortem and share this to make 

sure that others can learn from what they should not repeat again.  

Gérald Harlin 

As far as the G/A Books are concerned, we never said that we would put all these G/A Books 
into run-off.  Honestly, it would be a mistake.  One good example is France: look in France, we are 

the best in class in terms of percentage of unit-linked, we should be at 45% where the rest of the 

market is at 30%, but at the same time, we have net outflows in terms of G/A book of business, 
which means that we have the capacity to give and to grant to our clients some G/A products 

which are attractive and which help them to do more in terms of unit-linked business.   

To broaden your question, I would say if you take the first nine months of the year, we posted 

APE at 1%, which is not satisfactory.  At the same time, it means that we had obviously some 

countries where we were not there, so we had France at 7%, a good example of the success, 
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combining and not putting absolutely into run-off G/A business, but doing a lot of unit-linked but 

also a lot of Protection – we are extremely successful in Health, as you know.   

And other countries, like take the example of Italy: in Italy, with MPS, we had more than a slow 

start, and it’s just starting now, so it’s recovering now.  So, we have good hopes that in the end, 

we will have the capacity to recover, but at no time will we put into run-off our G/A business.  It 

could be the case.  Look, that’s what we did quite successfully in Belgium, because we believe that 
it was the right choice, and the right decision in order to go out of these guaranteed rates.  But, in 

other countries, it will help us improving our profit.   

Just one figure: today, the G/A business is 15% of our gross return premium, which is quite 

small, but in some countries, it can help us to do more. Last but not least, look at Asia.  In Asia, it 

is through riders that we can achieve some more Protection.  

Thomas Buberl 

More questions?  In the middle, there?  

Blair Stewart, BOFA Merrill Lynch 

If you can understand Andrew Crean’s very strong Irish accent, hopefully you can understand 

mine.   

Thomas Buberl 

We are getting used to the Scottish accent, now, with Gordon.   

Blair Stewart, BOFA Merrill Lynch 

Quite right.  You have been telling me for years that you didn’t have enough Scottish people 
in the business.  

Ok, first question is on the cash remitted to Group: the 24-27 billion target. Gérald, can you 
remind me how the US was treated within that, originally?  Because the US was just paying back 

debt, rather than a cash remittance as such.  Was the US included within that, and if not, then the 

US will remit cash in the future, so how does that affect the target?  

The second question is really around capital allocation priorities: really just thinking about, 

there are a lot of statements from yourself in terms of “trust me, we are not going to do anything 
silly”, there are a lot of liquidities being invested, lot of retained earnings to be invested, so 

Thomas, can you maybe share your thoughts about the hurdle rates for M&A, and the hurdle rates 

that your regional CEOs will have to impress you with, particularly with regard to, or in comparison 

to buying your own shares back, which much give you a very high hurdle rates, probably in the 

teens.  

The final question is on the capital range.  I don’t know, Gérald, can you maybe share some of 

the science behind the 170 to 230 range, and why that science will not change post-US.  

Thomas Buberl 

Thanks, Blair.  Gérald, I suggest you answer all three questions, because on the M&A and re-

investment, I have been very clear with Andrew on the high level, but on the hurdle rates, maybe, 

Gérald, you can go more into detail.  

Gérald Harlin 

Yes, your first question, Blair, was about the US.  You remember that back two years ago, I got 
the question, and said, you can expect to have 0.6 or 0.8 billion.  It was true – last year, it was more.  
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Why?  Because you remember that we sold the two buildings, and it was 1.5 billion euros, 

something around this.  And for the future, we will see.  But I could say that, taking into account 

the relative size of the US, it was relatively small.  That is what I can say.  Then, you judge.  You 

make your own judgement.  

About the capital allocation priorities, what’s the hurdle rate for M&A?  The hurdle rate for M&A 

means that you create value, so I will not give you exactly what I will use in terms of discount rate 
in order to make our own estimate.  But if your question behind it is, today, with very high 

multiples, from time to time it does not make any sense, then yes, from time to time, it does not 

make any sense.  But we have been up to now extremely disciplined, and we will stay disciplined.   

In other words, it means that you should not miss one point: look at what Thomas said.  He 

said, from now on, we expect to invest in current engines and high-potential.  In these countries, 
we have synergies.  So, that means that, starting from high multiples, we could imagine to be at 

quite reasonable levels, I mean, levels that will be accretive, so long as we would have significant 

synergies – which is the case in these countries.   

And which is not the case if we would like– which is not the case – to expand our footprint.  

Not at all.  That is what I can tell you.  But we are extremely vigilant on that side, because prices 

are extremely high these days, and that is also the reason why we have been quite clear, saying 

for the re-investment of the IPO, we might use at least part of it through future buy-back.  

About the capital range, what is the science behind it?  I would say that there is not so much 

science, but you know that it could create some volatility, and we believe that we want a certain 
stability in the way we manage, in the way we manage our capital.  I remind you also that we have 

some flexibility on the dividend: normally the dividend should benefit from any increase in 
adjusted earnings or underlying plus capital gains; second, we could expect that, we were at 48%, 

whereas our pay-out ratio is between 45 and 55, so we have room for improvement on that side.  

So that is it. Beyond, if there would be any update, but in the foreseeable future, we don’t have 
any intention to update it.   

Thomas Buberl 

Question, there.  

Ralph Hebgen, KBW 

Actually, before I say anything, can I not comment on my accent, please?  

Thomas Buberl 

You have a beautiful German accent.  

Ralph Hebgen, KBW 

Naw! 

Thomas Buberl 

Beautiful. 

Ralph Hebgen, KBW 

Ok, that encourages me to actually ask my question after all.  Thomas, you were speaking 

earlier about the fact that you have been asking the ten core markets to develop an equity story.   

I am intrigued to hear this and would to have, perhaps, some additional colour of what 
constitutes a good equity story.  What are the metrics you might be looking at?  Is it potential 
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growth?  Is it ROE?  I don’t know.  Of course, there is an important second part of this question: 

what would constitute a poor equity story, and what would you do in such a case?  Are there more 

IPOs, potentially, on the cards?  

Thomas Buberl 

That is a very good question.  To make a long question simple, a poor equity story would be 

to change nothing.  I consider a good equity story, an equity story where you basically go through 
the same process that we have gone through as a Group, that you ask yourself: how are you 

positioned in your market, where are you different, and where can you not make a difference?  

What does it mean for your portfolio of lines of business?   Where are you strong, where are you 

weak?  Are you taking the same logic of having current engines, having potentials, but also having 

the international segment on a local level, where you have areas that that you want to divest, 
where you have areas that you want to run off.  

Then, based on that decision, to really give us some good clarity on how can you create a 

growth story, based on this portfolio approach.  Also, what are the investments required to fund 

the growth story, in the traditional insurance space, but also in the innovation space.   Because, 

again, remember what I said earlier.  Innovation is not something à côté, on the side, it is 

something that we develop on the side, but the addressable market is the 107 million customers 
that we have got.  So, this will constitute a good equity story.  I know that it is very difficult to get 

it right in the first place.  Mark Pearson has done the exercise with us.  It is also an exercise, I think 

internally, where you can really make the internal people responsible and take them on a very 
exciting journey.  I know it will take some time to develop it, with a couple of iterations.   

Do I need to make more IPOs?  I hope not.  And I am not intending to.   

Anymore questions in the room?  

There is one here.  I think it is Michael, again.  

Michael Huttner, JP Morgan 

I was very excited this morning and last night.  I thought the cost cuts would be extra.  I thought 
there would be extra growth.  What I hear is that the cost cuts – the 0.3 billion is part of the 2.1, so 

acceleration is nice, but it is not extra.  And what I hear is that there is actually no extra growth; we 
are just sticking to the targets.  Am I right in thinking that, yeah, it’s great, we have more certainty 

on your targets, but there is actually nothing for us to get excited and to revise our numbers. 

Thomas Buberl 

Look, this is the glass half-empty; I would give you the version of the glass half-full.  We have 
started a very concrete ambition, focus and transform last year.  This is a long-term plan of five 

years.  We wanted to use this event today to give you comfort that we are well on the journey, and 

also accelerating.  Remember, the title was “simplify to accelerate”, so taking some effects that 

we would have thought come a little bit later come a little bit earlier.  Today is not after 1.5 years 

the time to increase the targets; today, after 1.5 years is the clear message is we have thought 
about this well, we have started well, we are now in the acceleration phase, and I hope it will not 

be the last time until we see you until 2020.  There will be many more interactions until 2020.  And 

due to the fact that I come from the German culture, with a very let’s say “prudent” approach, I 
would really like to keep it there to leave some room for later, until 2020. 

Farooq?  And then, after Farooq’s question, if you get a microphone, we should also have a 

look if there are questions on the telephone.  There are None?  Ok, fantastic.  Good, Farooq.  
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Farooq Hanif, Crédit Suisse 

Hi there.  Just going back to your ambitions in traditional insurance, and your key markets in 

terms of M&A.  I was just thinking: health insurance is very concentrated, so you are big in some 

key markets, but not on others.  Commercial P&C, you are kind of everywhere-ish.  Protection is 

also something that is just growing in markets.  Would I be right in thinking that there is a real 

focus on health, in terms of going into the new markets, or existing markets, in terms of M&A focus, 
or are you looking at everything? 

Thomas Buberl  

No, I mean we are focused on 10+6 countries, and in those 10+6, on Health, Commercial and 

P&C and Protection.  Obviously, when we are thinking about health in a new market, where we are 

not present yet, which is part of the 2016, it is clear that we need to either start something or buy 
something, but we can leverage certainly the big global footprint that we have got, because in six 

markets of the 16, we are very strong in health.  Yes, you might say that health system is very 

different across countries, that is true, and the private part is always the correspondent to the 

public part, but the law of the health business when it comes to waste and abuse, when it comes 

to fraud or when it comes to procurement is always the same.  So, yes, we will be looking at organic 

and at buying, and in some countries, the organic is the only route, because the segment doesn’t 
really exist on a large scale.  If you take, for example, Italy and Spain: in Spain, you have a very 

large self-paying market in Health.  It is slowly developing and there are very few players.  So, we 

have to look at it market by market.    

Any more questions from the room?  Andrew?  And Andrew is the last question, because I am 

looking at the time, and we would also like to have a nice lunch with you.  

Andrew Crean, Autonomous Research 

Gérald, thank you very much for some of those details on inforce.  I was just wondering: in the 

journey from 35 billion in force, discounted down to 13, I think you gave three things: one was the 
time value of options, one was contract boundaries, and the other part was risk margin, which I 

think was 7 billion.  Can you divide the other two?  

And the second question: we are all waiting for buy-backs.  How should we judge when you 
are likely to initiate those, other than the neutralisation ones you have done so far?   

Thomas Buberl 

Gérald?  

Gérald Harlin 

Yes.  The time value of options, I should check.  But I told you that out of the 20-22, we had 7 

billion of market value margin.  I remind you that we have 10 billion of market value margin, but 

the three others are in P&C, and the time value of option guarantees, it’s a few billion, but I will 

come back to you with a precise figure.  You will get it in the EV report; I don’t have it with me, but 

we can check it just after, offline. 

Thomas Buberl 

On the share buybacks, and the question of when are we making the decision: it is early days, 

but we are also in no rush.  We are not committing ourselves now to say, if we get Amount X at Day 
Y, we are going to reinvest by Day Z.  We are now going through the phase of the IPO, you have 

seen that this is well on-track. At the same time, we are going through the phase of really 
understanding, where do we want to concentrate our M&A efforts, what are the potential targets, 

we are in the process of understanding that and when we come to the conclusion of the two 
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streams, how much capital will we have, what are the opportunities at reasonable prices, we will 

then make a decision: are we going to reinvest it in M&A, or are we going to reinvest it in our own 

stock?  

Gérald Harlin 

It’s 7 billion, the TVOG.  

Thomas Buberl 

Very good.  Thank you very much for your question.  I would now like to come to the 

conclusion.  
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Conclusion  

Thomas Buberl 

CEO, AXA Group 

First of all, I would really like to thank you for coming here yesterday evening and this morning.  

The dialogue with you is always very important for us, and certainly, the questions for me is 

extremely important, and for the whole team, because it really helps us thinking further and 

developing.   

When you look at it, what have we touched this morning?  We have touched three main things.   

The first one is, I fundamentally believe there is significant growth potential in insurance going 

forward.  We are entering a new Golden Age because we have many new risks, we have many new 

situations that are uncovered, and we can still make a big difference in customer service, focusing 

on making the 20% of customers that we already serve, serving them better and inventing a 

proposition of services for the 80% that only receive peace of mind from us today.  

This is very much in line with the fact that service will be the big disruptor in the insurance 
industry, and we want to be at the fore-front.  This has the means to move from a payer to partner 

in line with our ambition.  What can we do?  How can we empower people to live a better life?  This 
is our obsession and growth will be coming from there, and growth will be coming from the 107 

million customers.  In order to do that, we are sticking to focus and transform, but in order to get 
Focus and Transform implemented, we need to simplify AXA to accelerate.   

We have communicated yesterday and illustrated today four key changes:  

• The first one is, we will focus on fewer countries, 10+6 and not 64 anymore, and we 

will focus our transformation and M&A efforts on these countries. 
 

• Second thing, we will shift our portfolio away from financial market dependency to 

core insurance risk, focusing on Health, Protection, Commercial Line P&C in those 

10+6 markets, which means we want to get closer to our end-customer and really get 
into a proper end-customer relationship.  That will also mean that by finding a better 

balance between financial and technical margin, that we will decelerate the growth 

on the segments we don’t consider as absolutely core and strategic. 
 

• Thirdly, we are significantly simplifying the organisation away from a three-layer 
concept, to a one-layer concept, closer to the entities, closer to the customer, with 

very much a focus on operational management and local accountability.   

 

• Fourthly, scaling up the operation, we have tested a lot.  We know what works and 

what doesn’t work, it is now about scaling up, buying and building and leveraging the 
107 million customers, to really grow the fee income on our customers. 

Given this, we confirm the strong progress on Ambition 2020 that we have shown this morning.  

Again, I would like to remind you that the ambition has been set for 5 years.  We have set it last 
year, we have started very well, we are in the middle of the range half-year this year with 5% 

underlying earnings per share growth, we are sticking to our strong operating cash flow 

statement, and you have seen today that there is lots of more fantasy and potential beyond 2020 

on these cash flows that is not recognised in Solvency II.   

On the return on equity, we are even above the range on 12 to 14, with 14.7%, having a very 
strong balance sheet that is the absolute sacred cow for AXA.  We confirm those targets, we wanted 
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to also give you today a very clear indication: yes, we are 1.5 years into the ambition, we feel very 

confident, and we have made now the big decisions to really accelerate on this transformation 

with the new leadership team, and I am extremely confident that we will deliver this ambition and 

that AXA can really make a difference and be one of the most focused, simple and innovative 

insurers going forward.  Thank you very much for coming.   

I would like now to enjoy the lunch with you, and continue the discussion that we have had 
during this session.   

Thank you very much.  

 

 
 

 

 

 

 

 

 

 

 

 


