
 Page 392                                                        90/29/2008 

Appendix K: STRATEGY MAP Absa Brokers 2003-2005 
(Absa Brokers: 2003) 
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GROW HEADLINE 
EARNINGS 

1.3  RISK 
MANAGEMENT 

1.2  GROW INCOME 

1.1  DIVERSIFY 
INCOME STREAMS 

1.4  ENHANCE COST 
EFFICIENCY 

   CUSTOMER PERSPECTIVE 

                                                          FINANCIAL PERSPECTIVE 

-Maximise current 
income from Group 
source 

-Protect the   Client 
Data 
-Maintain a FIAS 
license 

-Outsource context 

CLIENT 
CENTRICITY 

2.1  BUILDING 
LIFELONG CLIENT 
RELATIONSHIPS 

2.2  CREATE AND 
SECURE FINANCIAL 
INDEPENCENCE 

-Fulfill client expectations 
-Educate on: 
   -Compliance; Product offer 
   -Channel of choice; Product        
    comparator 
-   Client Retention

   INTERNAL RESOURCE PERSPECTIVE 

3.1  ENSURE 
COMPLIANCE 

3.2  ENHANCE 
SALES/SERVICE 
PROCESS

3.3  EFFECTIVE 
UTILISATION OF 
TECHNOLOGY

4.4  BUSINESS 
PERFORMANCE 
MANAGEMENT

3.4  
CONVERGENCE 
OF PRODUCT 
THROUGH OPEN 
ARCHITECTURE

-Integration of distribution 
channels  
-Alignment of input units with 
delivery channels 

-Establish and manage performance: 
*  human  *  business 

-Differentiate between core and 
context 
-  -  Establish integrated business 
planning 

-Establish Client Relationship 
Management Environment 
-Create Information 
Management Process 
-E-enablement process 

    RESOURCE PERSPECTIVE 

4.1  LEVERAGE 
HUMAN CAPITAL 

4.2  CREATE A 
CLIMATE FOR 
ACTION THROUGH 
ALIGNMENT

4.3  LEVERAGE 
STRUCTURAL 
CAPITAL

4.5  EMBRACE 
BLACK ECONOMIC 
EMPOWERMENT

-Instill culture of 
personal leadership 
-Develop core 
capabilities 
-Remuneration, 
incentives and reward 
-Create environment 
conducive to embrace 
technology 

-Establish a client centric 
culture 
-Establish a compliance 
culture 
-Develop a shared 
understanding of strategy 
-Enhance internal 
communication 

-Develop technology 
solutions 
-Establish project 
management principles 

-Manage Black 
 Economic 
 Empowerment 
 Plan 

-Identify External 
Sources 
-Create income from the 
cross marketing of bank 
products 
-Stimulate the 
marketing of AFS 
products 
-Create revenue from 
existing knowledge 

-Establish advice as product 

-Create and maintain 
compliance policy 

Develop financial 
       solutions


