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Thank you Jim, and let me add my welcome to our shareholders, policyholders and guests 
here today.  Bonjour et bienvenue à tous.  
 
As you know, Jim Sutcliffe will be retiring from our Board today, following 8 years of 
distinguished service, the last 5 ½ as Chair.   Under Jim’s chairmanship, the company has 
thrived, it has been recognized for its strong governance practices, and the Board has 
broadened and deepened its capabilities.  And we are very fortunate in having Bill Anderson 
to succeed Jim as Chair.  Jim, thank you for commitment and enthusiasm, and Bill, we all look 
forward to working with you in your new capacity. 
 
This morning I'll speak to our business performance and then spend most of my time on the 
ambition we have set for the next leg of our journey.  It won't surprise you to hear that that 
ambition is all about our Clients.    
 
2016 financial performance  
Let’s start with quick look back at 2016. Underlying Net Income grew to $2.3 billion and 
Return on Equity was 12.2%.  Over the past five years since we created our Four Pillar 
strategy, Underlying Net Income has grown at 16% compounded annually, driven in part by 
strong sales growth.   
 
These results have fueled a continued strong dividend payout and a five-year Total 
Shareholder Return of 28% per year compounded annually that has outperformed the global 
industry.  Along the way, we have de-risked the company, built scale, and invested in new 
growth platforms.  More fundamentally, we have changed the culture, and I’ll come back to 
that in a minute. 
 
First quarter results  
Yesterday we reported our first quarter results, with Underlying Earnings of $573 million or 93 
cents per share, and an ROE of 11.5%. Assets Under Management grew to $927 billion.  We 
were also pleased to announced a 1.5 cent per share increase in our quarterly common 
shareholder dividend, bringing it to 43.5 cents per share.  We’ll provide more detail on the 
quarter at our Investor Call this afternoon. 
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Today we have excellent market positions in all four of our business pillars with strong growth 
prospects.  We now have enough scale, heft, and momentum to compete and win in each of 
our chosen businesses, and here's what's driving our progress. 
 
In Canada, the investments we’ve made in organic growth have been driving strong sales that 
are now starting to emerge into net income. This includes Defined Benefit Solutions—our 
pension de-risking business, Client Solutions -- our direct-to-plan member sales and service 
channel, and Sun Life Global Investments -- our mutual fund business.   
In addition, over the past few years we’ve accelerated the buildout of Individual Wealth, 
grown the Sun Life Advisor Network, and invested in digital technology to support our Clients. 
 
In the United States, our integration of the employee benefits business we acquired last year 
is on track and is achieving the synergy and accretion targets that we set.  The acquisition has 
added top talent and capability to our U.S. business which means we can do more for our 
Clients and drive further growth.   
 
Our International insurance business has also grown, helping high net worth Clients with life 
insurance protection that recognizes their unique needs. 
 
MFS once again delivered strong long-term investment performance for its Clients and AUM 
grew to US$441 billion at Q1, though we experienced net outflows in part reflecting the shift 
to passive investing.    
 
MFS has delivered strong performance where 79% and 96% of MFS funds beat the median 
returns in the industry as tracked by Lipper over five and ten year periods, respectively. 
 
Sun Life Investment Management, our alternative real estate and specialty fixed income 
manager, is three years old now.  We’ve gone from zero to $56 billion of AUM in these three 
years, and have set a goal to reach $100 billion by the end of 2020.  
 
In Asia, we have nearly tripled net income over the past five years and increased our market 
share.  The future is bright in Asia, driven by the astonishing growth of the middle class; by 
economic growth; by the investments we've made through acquisitions; and by the 
investments we've made in distribution talent and new digital capabilities.     
 
2017 is a special year for us in Hong Kong – it’s now 125 years since we started business there 
in 1892.  I’d like to give a special thank you to our longest-standing Hong Kong Client, a 
gentleman who bought his policy with us in 1957, who is now age 94, and has enjoyed 60 
years of protection and peace of mind.  
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Our U.K. business again contributed strong earnings for the year and continued to find ways 
of providing even better service to our over 600,000 Clients, with 98% of those Clients saying 
they would recommend Sun Life to others. 
 
Our Four Pillar strategy has set a strong foundation.  So what lies ahead?  As we announced at 
our Investor Day in March, we’ve set our sights on a new target:  to become one of the best 
insurance and asset management companies in the world.  We see this goal as ambitious but 
achievable, and we'll mark our progress on the following five criteria: 
 

• Each of our business pillars is viewed as one of the best in its market 
• We earn top quartile performance scores from Clients  
• Known for having a disproportionate share of our industry’s top talent, wrapped in an 

engaging culture 
• Continue to deliver top quartile Total Shareholder Returns over the medium term 
• We deliver on our purpose  

 
A new journey - a step change in Client relationships  
Let me spend a minute on our purpose, helping our Clients achieve lifetime financial security 
and live healthier lives.  We touch the everyday lives of so many Clients and their families.  For 
example, last year in North America we paid about 2 claims every second--24 hours a day, 365 
days a year.   These were claims for life insurance and critical illness, for disability income, 
prescription drugs, paramedical services, dental, vision and other benefits.  Claims that helped 
people afford the health care they need, helped them get through to the next paycheque, 
helped them regain their health and return to work, or helped families adjust to the loss of a 
loved one.   
 
Under the heading of Lifetime Financial Security, through Birla Sun Life Asset Management in 
India, we now manage over $40 billion of Client assets, helping some 3 million Clients in India 
save for their kids’ education, for homes, and for retirement.  In an economy where people 
are shifting away from real estate and gold as the primary stores of value, people are finding 
mutual funds from reputable firms like Birla Sun Life, and the advice that underpins it, as 
increasingly valuable.  
 
So we have a big impact on the lives of our Clients, and one of the best parts of my job is 
hearing directly from Clients.   
 
Some of the stories are truly heartwarming, and this includes Julie Mills who is featured in our 
Annual Report.  She’s an Emergency Room physician from Colorado who injured her hip and 
who lost her job after multiple surgeries failed to relieve her pain.  She says that’s when she 
realized how important it was to have disability insurance.   
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Her Sun Life coverage not only provided financial protection so she could pay her bills, but our 
vocational rehab counselors helped Julie get back on her feet, and 3 years later she moved to 
a new job in Idaho.  We were really touched when she said “I just can’t believe what Sun Life 
has done for me. They are forever in my heart.”  
 
Now some of the stories are disappointing, where we missed a beat and let someone down. 
Here we must do better.  
 
To achieve our ambition, we must make a step-change in how we serve Clients.  This is not 
just about building better digital tools—it’s far more fundamental.  Placing the Client in the 
centre of everything we do means obsessing about every detail of the Client experience; 
understanding our Clients better, and anticipating their future needs before they do; putting 
their needs ahead of ours; making it easier to do business with us and resolving their 
problems faster; and creating an overall experience that is truly magnetic.   
 
Starting this year, 25% of our Annual Incentive Plan awards will depend on progress with the 
Client experience.  
 
Digital enablement 
Digital is a key enabler of this Client journey. Our mobile tools make it easier to answer 
questions on benefits coverage, file a claim, find and rate a health provider, check your 
retirement balance, and add a new contribution.  If you are a Sun Life Client, and you haven’t 
downloaded and started using our mobile app, I’d encourage you to download it.   
 
To build lifetime relationships, we are using data and predictive models to ping our Clients, to 
reach out, and helpfully nudge them at relevant moments with relevant ideas.  
 
Here are a few examples using our Digital Benefits Assistant technology:  
We know that Alex, a member of a Sun Life group plan, is a new father and that he also likes 
contact through his mobile phone or on the web.  So we send him a message, a nudge we call 
a ‘Bright Idea’, about signing up for insurance to protect his family.  We nudge him a second 
time and provide easy ways for him to follow up, including click to chat with our Client 
Solutions Centre.  
 
Here is Tina who is eligible for a retirement savings plan administered by Sun Life at her 
workplace.  We know she’s already enrolled for the group benefits coverage we also provide, 
but we notice she’s not part of the savings plan and therefore not getting matching 
contributions from her employer.  She’s leaving money on the table.  We nudge her by 
sending a “Bright Idea” that makes it easy for her to enroll with a few clicks.  
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Making it proactive, personal and convenient adds up to keeping them longer as Clients – a 
strengthened relationship to last across their lifetimes.  
 
In the U.S., we are using data and analytics to stream certain routine or lower risk short-term 
disability claims that can be paid more rapidly.  This will speed up almost half of these claims, 
which benefits both the Client and for us. 
 
Talent & Culture  
It’s of course our people who drive the success of our strategies and our financial 
performance.  We are attracting and developing great talent in Sun Life and wrapping it in a 
winning culture that emphasizes collaboration, collective ambition, and treating Clients and 
colleagues with dignity and respect.  We are also developing top young talent through our 
Rotational Leadership Development program with bright university graduates, and through 
our Millennial Think Tank.  And when we go outside for talent, we apply a simple rule:   every 
single hire we make, must upgrade the average.  
 
One way we measure progress is through employee engagement, and in our most recent 
survey, employee engagement increased to 85%, placing us in the top quartile among global 
financial institutions. 
 
We're transforming how we work at Sun Life.  We are changing our office space to provide 
opportunity for more collaboration, and agile work processes that build and innovate in 
sprints and scrums, in weeks not years.   
This includes our new global headquarters at One York Street in Toronto’s South Core which, 
by mid-summer will house about 2,000 employees in our Corporate office and Canadian 
businesses. 
 
Financial Discipline  
Underpinning our plans is financial discipline, enduring financial strength and a strong capital 
footing, as well as first-rate risk management. We are committed to our medium term 
financial objectives and reaffirmed them at our Investor Day and again today:  8-10% average 
annual Earnings per Share growth, 12-14% Return on Equity and a strong dividend payout 
ratio of 40-50% of net income. 
 
Building sustainable communities  
In addition to the commitments we make to shareholders and Clients, we are also committed 
to building sustainable, brighter and healthier communities and we’ve been recognized for 
this as one of six Canadian companies, on the Global 100 Most Sustainable Corporations 
list.  Our sustainability strategy has four parts.   
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The first is Organizational Resilience, which includes placing our Clients at the core of 
everything we do and building a talented and diverse workforce.  The second is maintaining 
strong governance, risk management practices and ethical behaviour.  
 
Third is taking actions to measure and reduce our environmental footprint, including through 
our real estate investments.  And fourth is supporting the vitality of the communities in which 
we live and work.   
 
For example, we have committed more than $17 million in support to diabetes prevention 
since 2012.   At the local community level, we are long-standing supporters of the United 
Way, and I have the honour of chairing the United Way Campaign for Toronto and York 
Region this year.  We frequently respond to emergency need, this week contributing to the 
Red Cross appeal in support of Canadians affected by the spring floods.  We also bring the arts 
to communities, making events and programs more accessible to those who otherwise could 
not afford them.   
 
Last year, we launched the Sun Life Musical Instrument Lending program at three libraries. It’s 
been a big hit – and we’re expanding the program across the Canada as Sun Life’s gift in 
celebration of our great country's 150th birthday.  
 
Close  
To wrap up, let me go back to where I started. Since we launched the Four Pillar strategy in 
2011, the Company has come a long way, and we’re pleased with our progress – but not yet 
satisfied.  As we pursue our goal to become one of the best insurance and asset management 
companies in the world, I am absolutely convinced that this will improve life for our Clients, 
and they in turn will do more business with us, stay longer and refer more family and friends.  
Sun Life has a tremendously exciting future. 
 
Thank you to all of you, our shareholders, our policyholders and Clients, our advisors, and our 
employees.  Life truly is brighter under the Sun! 
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