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29.77%
Interlagos Equity
Partners, S.A.

22.53%
BCP África,
SGPS, Lda.

19.80%
Sotto Financial
Group, S.à.r.l.

18.12%
Jasper Capital 
Partners –
Investimentos e
Participações, S.A.

9.78%
Other

ATLANTICO was incorporated on 31 August 2006, and started its activity in 
November of the same year, as an Angolan banking institution regulated by An-
gola Central Bank. On 3 May 2016, Banco Millennium Angola was merged into 
ATLANTICO. This merger enabled the integration of operations of both banking 
institutions, which together have more than 20 years of experience and have 
been acting as partners since 2008. As a result of this merger, ATLANTICO con-
solidated its universal character and strengthened its position in the Angolan 
banking market, joining the top 5 of Angola’s largest banks, as one of the largest 
private bank in financing Angolan Companies and Households, leading in digi-
tal innovation and focused on financial inclusion, creating a partnership’s eco-
system with international counterparties and promoting a more sustainable 
business environment.

Leader in digital innovation and 
focused on financial inclusion, 
creating a partnerships’ ecosystem 
with international counterparties 
and promoting a more sustainable 
business environment.

3.1. Institutional

Shareholders’ Structure
Banco Millennium Atlântico is mainly held by private Angolan shareholders.  
As at 31 December 2021, the shareholders’ structure was detailed as follows:
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Be an organisation focused in Talent development

Customer 
Driven

People 
Development

PHI culture “Lifetime Values”

Innovation

Agility

Be the best bank in Customer service

Talent Security

Client focused

Digital 
innovation

Information

1,503
Talents

100%
Retention of Talents 
with high potential 

37%
 Talents with career 

development Customers
4.5 (2017) vs. 0.5 (2021)

complaints per 1000 customers

E�ciency 
and accuracy

+ 2.3 million

3.2. The best bank to work 

Framework
The focus on the development of People, the Bank’s greatest asset, is a founding 
pillar of ATLANTICO. In the strategic vision for 2024 this pillar will be strength-
ened by ATLANTICO’s ambition to be the bank that best promotes its Talent 
and, therefore, be the best bank to work for in Angola. A group of Talents with 
great potential and highly motivated will be the guarantee the delivery of great-
er value, one of the critical success factors for ATLANTICO, also making it the 

best bank to work with, from the Customers’ point of view. Thus, Talent and 
Customer satisfaction will be the key indicators for measuring the success of 
ATLANTICO’s performance, with People remaining a critical factor of differen-
tiation, which raises the quality of the service, reinforcing the ambition of be-
ing a benchmark Institution and which, through its activity, transforms lives and 
makes the future happen.
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CUSTOMER DRIVEN
“Think, live and feel the Customer”
Anticipate, understand and satisfy the true needs of Customers, adding value and being a Partner in the achievement 
of their dreams and life projects.

PEOPLE DEVELOPMENT
“People are ATLANTICO’s greatest Asset”
People are a priority for ATLANTICO. They embody our culture and deliver our commitment to ATLANTICO’s Ecosystem, 
generating “Attitude with Value” with their skills. ATLANTICO transforms their lives, compromising them as agents of the 
development of People in ATLANTICO’s Ecosystem.

INNOVATION
“Thinking di�erent, simple and digital, anticipating the future”
The ongoing concern, the boldness to go beyond, the ambition to anticipate the future, which leads us to be pioneers 
in creating disruptive solutions to improve Customer’s experience, by simplifying it.

AGILITY
“Harmony of skills in delivering value”
Agility, in ATLANTICO, represents a proper way of being and thinking, detached from status quo. 
A constant availability and flexibility to work, in a multidisciplinary way, with new variables and methodologies, 
contributing for the creation of solutions for Customers’ equations.  

EFFICIENCY AND ACCURACY
“With responsibility, we create more value”
Ability to achieve goals within the agreed deadlines, with the highest quality, optimizing available resources 
and ensuring the careful compliance with the legislation, standards and procedures.

OUR VALUES FOR LIFE
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GEOGRAPHIES

AREA 

Luanda
83%

Other provinces
17%

31%

7%

Business
Support

Business

Control

58%

The best bank to work for
With the mission to be the best bank to work for, in 
2021, ATLANTICO continued to invest in training and 
recognition of its teams, having achieved an impor-
tant goal in terms of retaining high potential talents.

Commitment to People
The way in which the Bank organises its teams is 
crucial to achieving the intended objectives. In 2021, 
ATLANTICO had 1,503 Talents distributed by the 18 
provinces of Angola.

In terms of geographical dispersal, 83% are distrib-
uted throughout Luanda and 17% are located in ser-
vice points outside Luanda, ensuring the mission of 
ATLANTICO. 

With regard to the distribution of Talents, the Busi-
ness areas continue to be larger than the Support 
and Control areas.

Hours of training

High potential Talents

Retention of  
high potential Talents

12,353

228

100%
10 YEAR TROPHY DELIVERY

CHESS TOURNAMENT CERTIFICATE DELIVERY
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The team is young, gender-balanced and essentially made up of Angolan employees, of whom 84% are of the  
Y generation. The ATLANTICO team is therefore characterised by a strong sense of Mission, Restlessness, Inno-
vation and Openness to the digital world.

35
years

AGE GROUP AVERAGE AGE

GENDER NATIONALITIES

50%
Women

50%
Men 99%

NATIONAL

1%
FOREIGNERS

57% 31-40 years
29% 20-30 years
14% >40

Applications received13,675

New admissions21

Applications received  
via website100%

In 2021, the third edition of the ATLANTICO Intern-
ship Programme was launched, which gave the op-
portunity to eight recent graduates from leading 
national and international universities. For a period 
of four months, the trainees got to know and experi-
enced several ATLANTICO Teams, linking theoretical 
knowledge with work experience.

Attracting Talent  

RECRUITMENT IN 2021

A team characterised by a strong 
sense of Mission, Restlessness, 

Innovation and Openness to  
the digital world.
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Commitment to knowledge
The year 2021 was marked by a continued focus on the transformation of  
internal skills, strengthening ATLANTICO values and culture through digital and 
on-site training, which will be reflected in the daily results in terms of Delivery 
with Value. 

Commitment to ATLANTICO families
With a strong sense of responsibility towards Talents, in 2021 ATLANTICO boosted 
a set of activities that provided a better quality of life, balance and well-being. 
Highlights include participation in digital chess tournaments and activities related 
to World Health, Productivity, Sight and Heart days.

35%
Mobility

within Teams

65%
Mobility 
between Teams

TYPES OF MOBILITY5%
On-site

95%
Digital

TYPE OF TRAINING

Commitment to the future
In a culture based on meritocracy, ATLANTICO promoted the career devel-
opment of 662 talents in 2021, providing multidirectional career development  
opportunities, sharing knowledge, experiences, cultural diversity and the crea-
tion of synergies.

As a result of the Bank’s structural transformation, 92% of the Talents were  
involved in mobility processes, showing positive results in the Bank’s dynamics. 

Hours12,353

Talents1,101

INVESTMENT IN TRAINING
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3.3. Leader in digital transformation

ATLANTICO’s focus on the development of innovative and digital solutions and 
the use of information enabled it to significantly improve Customer experience.

272021 ANNUAL REPORT – BANCO MILLENNIUM ATLANTICO

3. ATLANTICO



The year 2021 was marked by regulatory needs and the strengthening of fraud pre-
vention methodologies, with special focus on the security processes inherent to pay-
ment systems, and the focus on innovation as an accelerator of financial inclusion. 

In this context, the dematerialisation of the Multicaixa card PIN is highlighted as 
a process, not only for simplifying the Customer’s journey, but also for removing 
the need to deliver a physical letter with the associated PIN. Cardprotector is 
also one of the processes worked on, ensuring Customers additional security in 
the management of their physical card, with the possibility of setting daily limits, 
as well as blocking/unblocking this payment instrument. 

Regarding the security of the branch network, the focus was on improving the 
allocation of Multicaixa cards, providing this journey with requirements and ver-
ifications prior to their activation.

From the point of view of traders with an ATLANTICO account, it is worth men-
tioning the possibility of subscribing to and promoting withdrawals (cash in) 
through the use of Multicaixa cards and automatic payment terminals (TPA).

On the other hand, the Bank has invested in the development of processes us-
ing RPA (Robotic Process Automation) technology, including the automated 
mechanism for confirmation of interbank SPTR and OPE transactions received, 
regulated by SWIFT. This process allowed not only to comply with the SLA of 
confirmation of transactions received, but also to promote its digital operation, 
focusing operational teams on processes of a more analytical nature. 

The conceptualisation of new security mechanisms for the Internet and Mobile 
Banking channels has also been the priority, reconciling a more fluid and trans-
parent experience in the use of transfers and payments, in which strong authen-
tication mechanisms were included.

In terms of innovation, and as an accelerator for financial inclusion, ATLANTICO 
consolidated its commitment to the simplified banking segment, by providing 
withdrawal and deposit operations (cash in and cash out) through its network of 
banking agents and the functionality to open an account using any type of mo-
bile phone, through the *400# Agiliza platform. This functionality has allowed 
the user to be dynamic and autonomous and to open their account directly,  
including consultations, transfers, payments and top-ups.

The centralisation and consolidation of data embedded in an Enterprise Data 
Warehouse (EDW) has been one of the projects developed by ATLANTICO, 
through a dedicated team. The treatment and advanced analysis of data, which 
aims to achieve constant knowledge of Customers and their needs, enhanc-
ing the Customer-Bank relationship, is one of ATLANTICO’s strategic pillars, in 
which technology plays a preponderant role. 

As part of the Disruption Lab (Powered by ALANTICO), during 2021, we  
increased the number of workflows/journeys supported by the iOLA digital as-
sistant on ATLANTICO’s institutional website, to better meet the needs of our 
Customers. Currently, iOla is integrated with the Bank’s Facebook Messenger 
and has an 81% degree of autonomy.

ATLANTICO consolidated its commitment 
to the simplified banking segment, 
by providing withdrawal and deposit 
operations through its network of 
banking agents and the functionality  
to open an account using any type  
of mobile phone.
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Additionally, and focusing on the ambition of being the best bank in the Cus-
tomer experience, the Disruption Lab developed a set of initiatives from the user 
experience perspective, with the aim of improving the Customer experience in 
the following processes:

Process Objective Impact

ATLANTICO Directo - 
Digital ABC

Reduce the time and steps  
to open an account digitally

Fast and instant  
account opening

ATLANTICO Directo - 
OPE

Addition of icons, testing  
of functionality and 

identification of upgrades

Simplified and  
appealing journey

ATLANTICO Directo - 
Payments

Rethinking the circuit (identify 
bugs and create new rationales)

Simplified and  
appealing journey

Intranet (netPhi)
Identify pain points, prototype 

and suggest new interface
Improved user experience

Institutional website
Identify pain points, prototype 

and suggest new interface
Improved user experience

With regard to STARMARKET, the Bank entered into a strategic partnership 
with DHL, which allows us to optimise the current process of importing goods 
by parcel and make the new export service for national products available, in 
an agile and economical way. This way, the Bank will contribute to promoting 
the name of Angola abroad, with the delivery of national products in more than 
20 countries. 

The use of shared workspaces has gained more interest from startups, small 
businesses and digital nomads despite the restrictions resulting from Covid-19, 
which make full occupancy impossible. In this regard, the co-working space 
housed approximately 24 co-workers with several businesses focused on mar-
keting and branding, environmental care and preservation, real estate, insur-
ance, franchises, among others.

In addition, the Bank initiated its first mentoring project developed by Disrup-
tion Lab that aims to support, for six months, entrepreneurs in transforming 
ideas into MVP (Minimum Viable Product), through bootcamps, workshops, 
mentoring sessions, feedback sessions and workspaces with all the benefits in-
cluded for its participants, contributing to their networking, and providing the 
necessary working conditions for the development of their projects. In this first 
edition, out of a total of seven projects, three met the requirements. 

In order to promote interaction between senior professionals with proven expe-
rience in their field of work and entrepreneurs with business ideas to be devel-
oped, we created a network with more than 30 mentors who have been, through 
the Disruption Lab, in collaboration with entrepreneurs, at national and interna-
tional level.

The Bank initiated its first mentoring 
project developed by Disruption Lab  
that aims to support entrepreneurs  
in transforming ideas into Minimum  
Viable Products.
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3.4. Industrialised business model

ATLANTICO is committed to an industrialised business model to scale its activity
and provide its Customers with the best banking experience in Angola. Its busi-
ness model is based on the following fundamental principles, enhanced by the 
current context:

WHERE

AS PREFERED

ALWAYS

SERVE ALL
CUSTOMER
SEGMENTS

INCREASE
BANKING
LEVELS

INCREASE
THE QUALITY 

OF THE
CUSTOMER BASE

REMOTE MANAGEMENT AND SALES DIGITAL CHANNELS

BANKING AGENTS OMNICHANNEL EXPERIENCE

SIMPLE, FLEXIBLE
AND DIGITAL
PROCESSES

TAILORED AND
EXPERIENCED
MANAGEMENT

CUSTOMER
AUTONOMY

(SELF-BANKING) 

FULL AVAILABILITY (24/7)

ALL
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The industrialisation carried out in our retail machine has been decisive for the consolidation of ATLANTICO 
as a universal and digital Bank, allowing the following milestones to be achieved with quality:

INITIATIVES MILESTONES 31 DECEMBER 2021

“5 in 1” digital onboarding
Simple, flexible and digital experience for
account opening, Multicaixa allocation and
access to digital channels.

+ Customers
> activity
> satisfaction

2.3 million Customers

~900 active Customers

0.54 complaints per 1,000 Customers

ATLANTICO 24h
Availability of self-banking and high-availability
banking services (ATM and deposit machines).

> coverage
+ self-banking processes
+ autonomy

64% branches on 24/7

40% self-banking core processes

78% self-banking deposits

*400# Agiliza
Scalable digital platform and capillarity network  
of banking agents, delivering financial services.

+ Digital Customers
+ customer service centres
+ onboarding mobile

32% digital active Customers

2,503 Customer service centres

+ 100 thousand mobile account openings

Remote management and sales model
Remote tailor-made management that allows you
to serve at scale and with greater proximity.

+ Remote management Customers 25 thousand Prestige Digital Customers

Differentiating SME’s model
Specific and differentiated approach and value
proposition for SMEs.

+ active SME
> engagement 

17 thousand active SME

+ 14% SME resources

Digitalisation of core processes
Automated, paperless and self-banking.

+ digital processes 62% digital core processes

Bancassurance
Fortaleza Universal insurance offer available
in banking channels.

> Bancassurance turnover
+ insurance policies     

2,384 million Kwanzas in insurance premiums

227 thousand insurance policies
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3.4.1. Customer service centres
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CORRESPONDENT BANKS 

PARTNERS

ANGOLA

CHINA

INDIA

Countries with correspondent banks

Countries where ATLANTICO has commercial relations 

SOUTH AFRICA 

NAMIBIA

NIGERIA

CAPE VERDE

TURKEY
EGYPT
UAE

PORTUGAL
SPAIN
ITALY

UK
BELGIUM

SWITZERLAND
SWEDEN

GERMANY

BRAZIL

CANADA

USA

Global coverage
of our clients’ operations

27 correspondent banks 

in 4 continents

3.5. Partnerships’ ecosystem
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The year 2021 was marked by the mass uptake of Covid-19 vaccination and the 
recovery of the world economy despite the intensification of the pandemic. 
In view of these facts, ATLANTICO maintained its strategy of (i) leveraging 
international business, focusing on boosting the relationship with its corre-
spondents, to meet the needs of its Customers in terms of payments in foreign 
currency, and (ii)  promotion of the trade finance business,  where has affirmed 
its leading role in the export component. 

The ATLANTICO correspondence network is comprised of 131 banks, with the  
recent partnership of two banking institutions, one in Cape Verde and  the other 
in the United Kingdom. ATLANTICO trades directly with 27 banks, which main-
tain an active relationship with the Angolan market.

With regard to Trade Finance activity, the year was marked by regulatory 
changes related to the procedures for importing and exporting goods, in which 
the arrangements for payment through transfers are given priority, thereby re-
moving the limits previously set and generating little stimulus to documentary 
transactions (credits and collections), which were previously preferred in the 
import process. It is worth, noting that the Angolan system recorded a 13% re-
duction in the issue of import documentary credits and ATLANTICO recorded 
a contraction in the issue of instruments to support imports, with the market 
share in the issue of documentary credits standing at 5% in 2021. 

The promotion of exports was one of the key areas of focus throughout the 
year, with meetings having been held to monitor the portfolio of exporting 
Customers, to identify new potential exporting Customers and to strengthen 
support to exporters through the implementation of the discount solution on 
abroad, supported/guaranteed by documentary operations, for the purpos-
es of treasury support and better satisfaction of their needs. This positioning 
resulted in a market share to 35% in export documentary credits and to lead-
ership in export documentary remittances, with a market share of over 99%. 

Trade payments recorded strong growth, with payment orders issued by the 
Bank reaching USD 2,404 million, representing a market share of 10% and a 
157% growth over the same period. There was also a notable growth in incom-
ing payments, as exporting Customers have received funds preferably from 
ATLANTICO. Accordingly, the amount received was USD 2.6 billion, which al-
lowed us to achieve a market share of 12%, a growth of 195% compared with 
the previous year.

Import operations5%
Market share

Export operations40%
Market share

Payments issued10%
Market share

Incoming payments 12%
Market share

TRADE FINANCE
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Among the solutions for the trade finance business, with a view to improving the 
services rendered to Customers, ATLANTICO implemented the Financial Trade 
Innovation (FTI) platform, which supports the integral management of trade 
finance instruments, for better control of the business.

With the growing development of exports in the non-oil sectors, ATLANTICO 
maintains its commitment to serve these export sectors as a key driver to con-
tribute to the country’s economic development, ensuring the diversification of 
export destinations. The Bank continues to provide a package deal for exporting 
Customers in order to meet their main needs and allow them to promote their 
export activity.
 

USD 50 million:
Long-term financing investment projects  
for exporting SME

USD 50 million:
For Trade Finance operations

EUR 30 million:
Export credit agency’s secured credit facility

USD 5 million: 
Credit covered guarantee facility for SME

FINANCING LINES

INVESTMENT BANKING: MAIN AREAS

Advisory services in mergers and acquisitions (M&A), company valua-
tion, definition of optimal financing structures, support in identifying 
investment partners, among others.

Financial advisory services to the valuation process of a target company 
of the telecommunications sector, stating the equity value inherent to 
the transaction.

Financial advisory services to the process of valuation and identification 
of investors for a company in the cement sector in Angola within the scope 
of the privatisation process under state participation.

Support in structuring financing operations, setting up banking syn-
dicates and in financial restructuring processes.

Advisory services for structuring and raising debt for relevant players 
in the Angolan market, whose projects fall within the scope of 
several industrial, agricultural and service sectors (production and 
processing of coffee, cocoa, palm oil, beer, sausage production, 
production of tools made from plastics and telecommunications).

Solutions and products that are identified as alternative financing arran-
gements, through advisory services for the structuring and placement 
of short, medium and long-term corporate debt on regulated markets 
and advisory and financial intermediation in the process of placing initial 
public offerings.

Leadership of a multidisciplinary international consortium, made up of 
a renowned international investment bank, to support the State in the 
privatisation process and advise private investors, both national and 
international, in the acquisition of assets and companies placed by the 
Instituto de Gestão de Activos e Participações do Estado (IGAPE) for 
sale, with emphasis on the financial intermediation for the first phase of 
the privatisation of ENSA - Seguros de Angola, S.A.

CORPORATE 
FINANCE

2021 ACTIVITY

2021 ACTIVITY

2021 ACTIVITY

STRUCTURED 
FINANCE

CAPITAL 
MARKETS

In addition to these solutions, the Bank also provides short-term financing by 
subscription to treasury loans, called foreign rebates and foreign allowances. 

In order to enhance its multi-geographic business, boosting credit facilities 
and promoting investment, ATLANTICO, through its Investment Banking solu-
tions, is a benchmark in this business segment, with a track record both in 
supporting international investment in Angola and Angolan investment in in-
ternational markets.
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