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Thursday, May 23, 2024

Time Lecture/Agenda Speakers
8:00-9:20 Opening Ceremaony
9:30-12:00 Life Insurance Business in Japan Mr. Kota Takano

International Affairs Coordinator
The Life Insurance Association of Japan

12:00-13:30 Lunch

13:30-16:00 Captive Agent (Life Planner) Channel and Its Mr. Yasuhiro Komoto
Training Management Adviser to the President
The Prudential Life Insurance Company, Lid.

Friday, May 24, 2024

9:00-11:30 Gibraltar's NPS Model Mr. Kotaro Akase
- Human Centric NPS Management - CVP (NPS Promoter)
The Gibraltar Life Insurance Co., Lid.

11:30-13:00 Lunch
13:00-15.45 participants’ Presentation ® Bangladesh, China, Korea, Nepal, & Pakistan

Monday, May 27, 2024

8:00-11:30 Cumrent State and Prospects of Insurance Mr. Shinya Yamaura
Shop Agencies from the Insurance Company  Team Leader
Perspective 1A Sales Training
The Gibraltar Life Insurance Cao., Ltd.

11:30-13:00 Lunch

13:00-13:30 Magic of Life Insurance (Video)

13:45-16:15 Bank Channel and Training Hirohito Shimotsuma
Corporate Vice President

The Prudential Gibraltar Financial Life Insurance
Co., Ltd,

Tuesday, May 28, 2024

9:00-11:30 New Product Development Trends in Japan  Mr. Yukizane Tanaka
Manager
Product Team
The Gibraltar Life Insurance Co., Ltd

11:30-13:00 Lunch
13:00-15:15 Participants’ Presentation @ Philippines, Thailand, Taiwan, and Vietnam
156:30-16:00 Closing Ceremony
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5lobal Share of Japanese Life Insurance Market
Others United States
29 50% 23.89%
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—wes Demographics @ (Advancement of Declining i i 9
Birthrate and Aging Society)

+In Japan, the dedining birthrate and aging sociaty are rapidly advancing. It ks forecasted that by 2025, the population
aged B5 or over will account for 30% of the total population
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The environment
surrounding insurance

~ ) Demographics @ (Extension of Average Lifespan)

»Both the averape lifespan and healthy lifespan have extended for both men and women aver the past 20 years. The pace of the
extension of the healthy lifespan is faster than thal of the average lifespan,

«The gap between the average lifespan and the healthy lifespan in 2019 was approximately 9 years for men and 12 years for women.

2 = . #Healthy fifespan: The average period during which individuals do not experience
Transition of average life span and healthy lifespan difficulties In Iiving a normal life due to health-related reasons.
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Number of Dementia Patients

| 2012 | 2020 2025 2060
4,620,000 {15% of the 6,020,000 | 6,750,000 8,500,000
population over 65 years old) (17%) (19%) | (25%)

R HA R IAIGE RS - IR & 5 2 LA » e HIEEH
K& 550 =it > PHHg— R 5,000 37T

Data on Long Term Care in Japan
i_Average-Care period ‘ Average Monthly Care Cost  Average Lump-sum Care Cost

| 5 years and 1 month l Approx. 550 USD Approx. 5,000 USD
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The environment
=== Promotion of the Income Asset Doubling Plan S
"~ (The virtuous cycle of growth and distribution through a shift from savings to investment)

=In November 2022, the government adopted the Income Asset Doubling Plan, aimed at realizing a “virtuous cycle of growth and
distribution.” This initiative entails redirecting cash and deposits held by househeld, which represent more than half of their
financial assets, towards investment, thereby fostering sustainable growth in corporate values. Cansequently, households stand

to benefit through the expansion of asset income.

oty b b 0N et A
N of The e ol Dereaiten . 21)

T e ————

Vsl e et o duree, LY

2,007 trillion yen
r/j
’/
M

7 1,1007 yen
P
‘ Cash and Deposits

Source: Procuced by S Babosd on Bank of fapin's data

Source: Financisl Senvices Agensy, QUICK Assal Msnagemant Review Committes Matsnal
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The environment
surrounding insurance

559 The New NISA System o

+ The firet pillar of the Asset Income Doubling Plan is the New NISA System, introduced in January 2024,
+ There was a NISA system kefore, but in the New NISA System, the scops of the system is significantly

expanded,
Key points of the New NISA System
v Itis possible to combine the accumulation
investment quota and the growth investment
quota.
v Annual investment quota was increased.
{Accumulation investment quota: 1.2 million yen;
Growth investment quota; 2.4 million yen; In total, “ﬁ::‘.mu mgﬂmm -“““;‘;}“W "?‘*Ig‘:’i'
it Is possible to invest a maximum of 3.6 million E
yen per year) e Changr, 0.4 milion 1.2 millon
v The non-taxable holding limit is 18 million yen in quots 1,2 milionyen 2.4 milion yan yan yen
total. (For the growth investment quota, the limit ' “18 ||:\
is 12 milfion yen. The quota can be reused.) Menaged travghlbook rlus balance
¥ The indefinite extension of the tax-exempt Non-taxable |  Method [reutilization of quotas ie Upte Upto
holding period holding limit possibls) 8 milion yen B mifion
v The permanent extznsion of the account opening 12 ven
period million yer
Tax-gxempt
o Indefinite Wyears  Syears

RARHEAN B E > IEHEE R G TEALEERED - Bk
PUEARE ~ R IR A R (BRI T NISA | -
v ] BRI R R B R AR S AR
VIR AR - (R 120 B H B REREH
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v R ARG Ry 1800 B HE - (i RREICAHTIIRE R 1200
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The envirgnment
surrounding insurance

Nonnalizatiorl of the Financial Policy

+The Intreducticn of the unprecedented monetary easing by the Bank of Japan in 2013 has led to @ prolenged pericd of low Interest rate policies.
- Sinca Dacamber 2022, the upper limit of long-term interast ratas has been gradually raised, and in March 2024, policy changes, imcluding the
removal of negative interest rates, were implemanted.

Movement of 10-year JGB interast rate

T3 2014 2018 2008 2017 2018 218 2020 o oz 202 2004

{*1) Tha main componarss inciude " snr in v financial imarkel cpuralicn Largat from infefest rales 10 the quaniy of & lied." “eapansion
Gevemment bands,” “Incrameed purchases of sk 0860t such a8 ETFE and LAETTS," and ‘the confinuation of (his paicy unlil the achigvernent of 8 2% inflaion target
{72 Thes nugative inbevest (a0 Goieey 81678 10 BECTn 8 -0 1% micieal ruke i Tho “pelicy balancs” cf curment account dapasts it prvase financial incilution's holdf wilh the Bank of Jagan.
(73} Thig 15 Slae ko & Y curve control (YCE), which aims L sbesr o viid on 10-yesr JOB to arand 0% (20 285
(*4) Tha main componerts of fe poiicy change ntude he sl 1 ECICy THE o Uk 70 0,17, “cuaanton of purchimes of rish saents such an
ETFs end JREITS," “sbolisgtmant of YCL." amd 7 the yp# Corymitment aimin; 0 to aciiee & 2% b ot

- BRSSO A FIRECR CEMEGR) - SRmTENE B R
WS A R BRI R RS  BUAE - WA ETF
Al IREIT SRR - 1 10 fE1E AN EIFIREEIE 0% /£
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The emwironment

Topics surrounding insurance

/8 Trends in US Interest Rates

«As a result of the tapering (reduction of agsets purchased by the FRE), which started in November 2021, and the raising of the
policy interast rate since March 2022, interest rates on US Government Bonds have been rising sharply.

FRB policy interest rate (upper bound) trends US 10-Year Treasury Notes Yield Trends

L d —
13 2004 2005 2016 JNT F0NE 2016 260 W 14X 2003 MM 2013 2014 2015 2016 2017 2018 2040 220 2021 2027 O3 oM

© 2022 £ 4 H o HACEREE FSA ETTIEE] - MR BURCREE S HIEIRA
FFRIRA HEEHEBRSN  BAASNEEHEEBUR (FZTiERT) - 2024
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= Raising of the Standard Interest Rate for e i
Topics . N surrounding insurance
"W Foreign Currencies
+In April 2022, revis;og;ere made to the FSA notifications, efc., ex;cﬁ'lg the standard policy reserve requirement system
to include foreign currency-denominated policies (USD and AUD), in addition fo the existing yen denominated policies
+In April 2024, the standard interest rates for foreign currency-denominated level premium policies (USD and AUD) was
raised from 2.25% to 2.75%. In response, life insurance companies will take measures such as lowering the premium rates
for foreign currency-denominated level premium products.
® The method to calculate the standard interest rates for foreign currencies

policies Type 2 policies Others
est rate guarantee | (Single premium, interest rate guaraniee -
period: shorter than 20 years) (Leval pramiumilatc:)

Reference interest corporate bond yiehlgr:m g‘;‘; f&{:—: 10-year corporaie bond yield (bonds 10-year corporate bond yield (bonds
equivalent fo A-ating) equivalent fo A-rating) equivalent to A-rating)
Reference revision The fower of the past 3 months average and the past 1 manth average . lgx;hoe' ::’::{’18 T:‘:r:'u‘,‘o;"l‘":r:;:ﬁge
Revision frequency 12 times per year (1% day of every month) Once a year (October 1)
She Y
Revision trigger A difference of 0.05% or more (increments of 0.05%) A d:?:;:‘;::‘;%?g";;%om
fen 5 h . e Policies that will be issuad, or whose
q n Palicies that will be issued, or whose interest rate guarantee pericd will commence one 23
RiplicAEmEstod month later (on the first day of the following month) c':::m;‘:;g”;mm’f’(’fmﬂ'g

ta the Index ion provided by
~USD: 10-year bonds (IGUUAC10); 20-year bonds (IGUUAC20)
«AUD: 10-year bonds (BVCSAE10); 20-year bonds (BVCSAE20)

() 2025 £ EHE ESR HIRE

- HASREEEH 2016 8 - GAaEERIB A FIAYE EREIHIE LS H
BATHY D s HEE R AR ERE I EEZ(SMR) » LS DL &0 H (E
RN & (B 55 ) (Economic Solvency Regime, ESR)- ESR #lf& TEE T
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The environment .

Future Product Strategy Considering the L ok
@ Implementation of ESR

«In the background of life insurance companies aggressively intreducing variable insurance into the market, there
is a shift in consumer awareness "from savings to investment.” Additionally, it is considered that life insurance
companies in Japan are striving to address the planned implementation of ESR in 2025.

What is ESR? Anticipated future product strategy

As ESR is sensitive to interest rates, the development
of products guaranteeing long-term interest rates

ESR stands for Economic-value based Solvency
Rale. Itis used to: i § g

= exceeding conventional investable years will
become difficult.

@ Evaluate the assets and liabilities of insurance
companies oft an economic-value basis. ) ) i 3
@ Measure the_risk amount (required capital} under Based on this, it is expected that insurance companies
stress conditions. will focus on the development of:
@ Assess the sufficiency of capital (adequate @ _Pruter:_tian type products withllow CW and short
capital) to cover it. insurance period, such as term insurance and
medical insurance, etc.
@ Interest rate renewal type insurance that
renews the assumed interest rate at a
predetermined interval.
@ Variable insurancs that does not guarantee
assumed interest rates.
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Variable insurance

Wariable Insurance M-1

Product name: Variable insurance
Selling company: SOMPO Himawari Life Insurance Inc.  Launch date: May 8, 2023

iom Product illustration

Accamulabed Guing ¥ S g coumylaod sniegs 3

1. In addition to death protection, the product
provides protection against work disability and

| long-term care needs.

2. Itis possible to add the three dread diseases
premium exemption rider, which covers a wide
range of conditions. gl

3. The product provides the values of Insurhealth® |:

| (@ Based on the customer's smoking status and i
health condition, four "health stages” are set, and ||

~ N
kud tal daath henefit
Aecidental TAD benefit

incame pratection/Nursing are benefirs

/'\

E
2
El
=
£
&

a health saving in accordance with the health | o Daes herit
sta nthly saving every month. | | ] 6D benefit
@ |fthe predetermined health conditions set by the i 4 /
| company (such as no history of smoking for over |! ree
2 insurance pariod

| one year) are met within a specified period, a new i Tinsursnce pericd (Premium payment period)

| “health stage” will be applied.
# During the first insurance period, the minimum payment of the basic sum insured ir

:_" During the second Insuranse peried, there is no minimum g us uararlae |
# If the benefit payment is due to an unforeseen accident or specified nfectious
disease, 110% of the accumulated savings will be paid

I BRTHPECIREE K BEEESD - [FIRFIRAL
B TR EN R REE R RAYIRGE -
IR R EER I RRR - Tk S EE -
TR T Insurhealth AYE(E -
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Variable Insurance i

"Variable Insurance @-1

Produce name: Variable whole life insurance (Disaster addition type )
Selling pany: T&D Fi ial Life Company, Launch date: March 1, 2024

w Key features

1. Itis possible to select from two courses
¥ Assel growth course: It Is possible fo invest wide

® Product illustration (Asset growth course)
The basic sum insured
having death protection during the minimasm = T - -
guatanies pariad -
¥ Excess benefit course: It is possible to continue
2. The type of investment is determined based on
each 's af 1o
¥ The type of investment is determined pased on egeh
Customer’s investment approach following 30

T
4 5. <

i
|
1
i
|
1
intatview with them. (See next page for details.) T ; s
"4 Ttis possible fo iiize various services during the i el i
Investment period Dt vaie | ;

+ The product offers “services related to investmen!” eiale doannl
such as penodcal review(rebalancing of asset 1 £
abocation and “services/iders reated to insurance” JE Payment of the basic sum insured is guaranteed
such as 2 rider for transition b lona dem * W'r"m et s of e b P—
X There it no mininem paymen urtee sum insured after expiry |
garefdementia annuity payment and long-term care I minimmsen paymerd gaieanten: period

concierge, # I the peayment i due 19 an urdareseen accidend or 8 specied infrcious dssase,
e na ; - g the: o wmtar 110% of the actumsbated snvings is pd
vl 5 O pFOCpie. i ciied 1

awian b ot i
i Vo bl org-herm car iesuraroe e ¢ has bon dagoowed s dermerdi
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Recent Products (Recent Medical & Long Term Care Insurance)

oregnhancy Supporting Insurance

« Products that provide lump-sum payment for pregnancy and fertility
treatments such as in vitro fertilization

< Product Model>

o " h ~
For | Exernption Lt b 3 4 5™ and after
i peried: | 3365 4500 6,600

Pregnancy iRt gs0UsD ) | U85 | | Gsp | | usp | | Usp |
s "!’T”“.-"""" T ‘lﬁ|~Et|| . ?""121" N

For Fertility Jl Es(:emp;inn period: | 330 USD per treatment 660 USD per treatment

| years o R : I

Treatments Y I A 0000 | ||| ¥ )
s —

For Sericus Hiness
or Deceased

Lump-sum Payment: 2,000 USD

° WA ATE AR IR HIE T E R RSN | (9T - DURRIRSEE RIFEA > 718
RSNSOI INRARK -
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Long-term care/
dementia insurance

Product name: Dementia whole life insurance with dividend paid every five years (low-CV type) “Imakara Dementia
Insurance MCI Plus™
Selling company: Meiji Yasuda Life Insurance Company, Launch Date: January 2, 2021

u Key features ® Product illustration

Provide lifelong protection against mild cognitive ' .

impai t (MCI*) and i

- Provide protection against MCI, allowing the insured H H
to work on reducing MC| symptoms and preventing
its progression to demantia.

+  Provide protection against dementia to prevent the
progression of dementia symptoms and lighten the
burden on the family

MCI benefil

Premium payment poriod
“MCI A state between healthy cognition and dementia, where an individual SThere are no death benefit or GV
or their family observes a decling in cognitive funciion, yet mainining
a relativaly normal life is not excessively challenging
H Coverage
| Benefit Payment reasons Amount of payment
When dlagnosed with “organic dementia® for the first tme and Amount of dementia | Amount equivalent to the
Dementia benefit certified 85 needing lor ® at Level 1 or higher under the beneft i pramiums already paid, if the

public long-temm care ystem.

—_ —! insured meets one of the
pairment’ for the first ime, i payment reasons within 2 years
" for tha Frst bme Amount of MG Benefit | g omn o licy issue

When diagnos:

MCI benefit or when cartfisd 88 ‘specified dement

PRSI (MCI)CRIE » IR RN 7 11 2 oy 2R S
Pl Ry “EREMAEE o WHEE R A LRI IRE R
FETHY 1 4R DA E R RIRIER: - JRALR G 0reE - THPRCERNAN
[EhE (MCI) FIZL%EHE > $2E MCI (RS > 302 (% ABESE5 ST
8 MCI JEARRF 10 LA R Ry O FHEE

et e B T A AN ) R

BIFUR RS IBM HASLEIFS AR - (EOETREE
H - DS A2 T PRV SR TS P EE R B A SRR Ay &
SATH R ) > ERIEEIPAZER - e BRI
REAVEFAL -

RIS TS ) RS T

—IAETE | BB R SRR TIRE T EERAVARTS - B S B A B
STRIZEA M E A4S S KERE AR “MMSE (*3) 43
B R EFEREEE - BRI ES > LERIEAITIE
N E bR SR R

® MCI = R BRI BE Z PRy — TR AR - (8 A B St N R EIRRAITIEE T (EORFFH S R A4
JENHE AR RHTHRERME -
7SR R A A B B B R T AL VAR TR A BT S VSR RO D RE IR AR A5 T > A R AR B BT BRR Y

BRI -
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= HAHEERERE GBI - /iR - SRTER)

ARZHE gt > 4ET T Sk EE(Life Planner ,LP) |~ T (REE PG EER B
(Insurance shop agencies) | f " $R17#8E&(Bank Channel) | =7ff H AZG{THYEES 3%
[ Rk > ZhfEalian T

(—) EFREMR(Life Planner ,.LP)*

1. Pr{E(E AF5(Prudential Life, POI) BILSZRE RGBS & EBENES
b AR EIRT4TAE “Life Planner” (LP) - RS BFSHE R R =g g2 P BT -
It POT HIRZ Lo S5 R

2. LP |3 - % 2 4E CIP(Career Information Program ) | 4RERAZ
() FTP» TiE& FIRETE K ~ (REgRE A - &R - BAERE KR

BT ~ PREEARTS - IREEEHDRIZS -
(2) ITP ZEEAEHEEIRAY A g (TS & TR &R -
(3) BTP » =4k B PR i BT - BEE ORI TR K RARAZ /R K
HIRhET K B E S R S
(4) OJT : TR ol SR P B

Training program after joining the company
-24'" month
t_ ond 1
e 5% - 16" months
First month Training Initial Training Program Basic Training Program On-the-job Training
Program
r coy - EEE
Induction 2days |- ITP ¥k BTP 0.5 day
training = Completion Completion
% training ceremony
-« 4 " (8 month) {26™ month)
Agency ﬂ/mnhl?vs" p
A [ ] ® Sy
AR A . Structured Training Program
12 Unti! around the 20 of the month following the month of employmant; “2: After completion of FTP = 4% month

3. LP Model
(EILERMEFR % - REP NS R OrE A EHT > sEftF ek
PRz AR -

Q) iEEORF = E PR E R S RERER

QIREAES b FE K ETHE NSRS (Life Planning Plus)

()2 FF NS IR LA M IR EE AR S T 2

O "B, BVEEREIERE T A E it aEeR A, A T e A TR

8 & F f%$tifsT 2 T Captive Agent(Life Planner) Channel and Its Training | E§#f -
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O)NIEE A bt S At R E
(DRI E — S R o e T RS

Long-term relationship with customers under the “LP model”

Appropriate policy review based
on changing needs
{Lie Planning Plus)

High quality
policy based
an the needs

Policy
service

Policy
issuance
Thorough need-based sales H
focusing on death protection D )]

~ Deliver death benefit with
certainty by using all the
possible methods

« Support for "solution”™ for
estate planning with other
than life insurance

Can gain high
satisfaction from
surviving
families of
customers foo

Support "households” for long period of time
together with customers for their “life events”

Eirst Life Planning ) i Poli g :
( : Policy of Claim to the next generation”
i - payment (Second Life Planning)
ol generation : ( Ending_Life Planning)

High policy
persistency rate by
maintaining high
customer satisfaction

From preparation for “early death”
to protection which considers “how
to live remaining life in prosperity™
and “how to leave behind an estate

Provide protection
to respond fo
super aging
society

4. LP BYRERIE -

() BOIR TR SR SR S 28 LI A B R =R

(C=C > Contribution=Compensaton){"J#H & °

(2) 5ERk CIP FIISRER & TH LP 1% - 555 8 ATk B CAYE M IEEH — (#5 H
B> —REBEEERERAS > S MEEFEERHE

Management Course

[ Agency Manager I

[ Sales Manager

Two career paths LP can choose from

Sales Professional Course

) w[ Executive LP ]

e
” /
,-[ Senior Consulting LP I
= =[ Consulting LP )
I|
'{ Senior LP }
—

I

LIFE PLANNER |
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(Z) PRIGFESHSERS B (Insurance shop agencies)’

L HASE—ZREISHT 2000 FRAL - €887 A 81— EGEE B
EFHTSHITAAER] > LABRGEUS S 2(walk-in shop)fe it = L&)
EFTEEsORbE R A R 7K T R BTSSRI PR - (e R A
MEmMmTIREER (ESEEnTREFESHREEGEM) © L
HET o o5 B (T P PR (L R B st e 55 DA RE AR = 4 -

i &
Changes in the number of shops &
(Murmber of shepa)
00
3,055
3,000
Aogant 2027 @ Avgust 2023
2,500
2,000
1,649
1,500
970
1,000
500 246 5
. & | ==
Over 100 Shops 10-99 Shops 39 5hops 0-2 Shops Whole
* The data was compded by Yang Feseasch nedtuls L, based en 22 companies for which fhe rumter of shops was avallable 8 of August 2022 and Augut 3023

2. JESHIEE AT T N 2 Y B BT AT - B I 2 A B0
PrbgIE S - 2 T O RS DARIE B 2 2k By - I
RELFRA TR B RRt - PR S S AU AR AL -

3. Prb G BE R F A

ZIR(EEERENER - DU S o e f L &R > BTN E
BT RS - BB 2 S BB HE > 2
G e BRI E AR ROEITIEE - AN ERE B E TR K
P& 1) B =5 R B & S SR

4. PRl E s s

JE B R R e B AR -

i a TR R EHEN RS RS o R
BT OE Sl Ll

tfepr B Ar B TS S ZE M -

S & F 8L, ® T Current State and Prospects of Insurance Shop Agencies from the Insurance Company
Perspective | fifj# -
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BT BG A IROK [ R ShAges -

o e Y B K

PEAt AR - R PSR HFOR M A e E T AIER
a7, AT e E R AFE A - BRI ALY
TR T e B A PR R IR A P B0 2 1

AR OREE A E] > TR ORI & BRI A e85t - IsRE
R I FE A AT R -

6. Orbed SHHYE HHEER

sk N B AR S | (EE IR AT R SR R R S YY)
Tl o 5 S A E T AR -

ZIE  PERG P S R (B A R

FR& A ¢ A 84% 5 R R AERS A -

DR © ASORMR A = B 1T a L s Orbe 5 A ~ HoAth
1738 (Plansris - TEMERF) WEASH - SO EGREERE
PRAGTT NI S —RAE]

7. PrREEIESHEIATS

EERORPER N FIZERS K

Prba S SR BB S8 RE 1 R G REET & P SR (I RERR SK <A
SelF e i B PR SER

pefiEE T RATEEERE ) BETIS R ELFENE -

e A P B R IR R OK
HiCRE T R an B R AL - B8N H ORER RIS R B S — ik
AT - I NG R ARSR B P AR R BRI s S AR B AR

R GR S RV B RS
TR mn#iE > BR T ASIREAE E RSN BRI E S
FOFEFFEL -
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) SHTRBERCRES EMERMBAFAE PGH)”

1. HAREE ASZPONE EARLEE A Z(GIB)Y&ER A Prudential
Gibraltar Financial Life Insurance (PGF Life) * PGF HY 3 SR g A s 171
b A EE o

2. HAH 2002 FHARBERTTIRIRIR > & T 4 (EFSEAVARPRE S - 2022
FRAGH B ahy - 2005 SEFARCRGES S o BAEE R > 2007 2
T RO B PRIEE AL RS i - 2012 FEFERRPRER S SR THOFE I E HITR I -

Forfr 2002 2 2007 FERATHBES TR K R AR 0 2007 SR EEEFAER
RAISRITIHEE -

Transition of Deregulation in Bank Channel "l’"/; PG F Eﬁ%
—

# After the lifting of ban on sales of investment trusts by banks in December 1998, the ban on sales of insurance products have also been
gradually lifted from 2002 onward.

= Transition of Lifting of Ban on Insurance Sales in Bank Channel

f
| Oct. 2002 Dec, 2006 Dec. 2007 Apr. 2012
Partial Tift Relaxation of measures
artial lifting Full |iftil19 to prevent adverse
) effects
Individual Annuity ! Single Pay WL WL / Term Insurance / Medical Insurance / 4 ‘Eimj}e Pay WL
(FAIVA) Single Pay Endowment | Nursing Care Insurance / Car Insurance, etc. Single Pay Endowment
/Excluded from the products subject to
borrower restrictions
¥ = " i P
E Rapid expanalanr:fthank channel 3 E Aggressive sales mainly by megabanks
markel ¥ . S e

Release of Savings Products

Release of Protection Products

3. PGF §4ESRE

HASR Tt S & NS be - BBRERE S - 7 PGF ARERFORIE
b RS F A & b A HAE R IR TR S B -

PHEFE 50 BRLL LA REFRIIE S - IWRERFR KL T E
FERIE] )~ TIRRARE )~ R T AFORIERR K o M E RICE R
KEHHAEE -

B NI A E R EENE P L W RS EIR T 2%
FE&ERMimEEr IR P RN

ER RSB > BT ORBE P mnase o — (8 S A (AR B 5 8
B WEAEES  DENEEEE AJICE » [FERTA
THHEREZEET] -

0 & %R e e T Bank Channel and Training | E§#R o
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HGE RIS » BV SCE TR R - ST A8 e N I3 RE

T B R R R 4 ) e R
BT BAFIEI -

PGF Life’s Differentiation Strategy (@ PGF &

Many of the customers in their 50s or above, with whom banks have many contact
points, are facing the issues of Nursing Care, Inheritance, and Annuity.

Customer's potential issues ] ‘ PGF Life's solutions I

N 1'-, Financial burden on canegivers
[ e | Division of progertyflegal division after the death |
| Rkt of a person in need of nursing care |
. >
—_ _
/ N Preparation of funds for tax payment at time of Physical Human
( Inherit inheritance, ot aspects X aspects
\ ance | Preparation of tunds for tax payment. elc. after the Product Sales support
\ J survivor's death (Sac: ik . ;
f \ Preparation of retirement funds
|\ Annuity | Ongolng Inflatien risk even after Annulty Payment
\ / Btarts

4. PGF $R{THESHIRRRTE ST

FHREETE 50 pRELL EHVREE - SRITHLEHFIR AT 2%
filhh > Rz R A\ G I R YA R R 22 -

2 R S AR AR TR A (A R S b Pk sRITIEE S P A
@ﬁﬂ’wﬂzﬁ%%ﬁ QNEF IV ERNS I PNEESES, SV
IR SRR TR R TN ~ BEroiE A I HYAR S FEH)

Bank Channel’s Growth Potential #» PGF %1

# Savings are concantrated In households of people aged 50 or over, which are PGF Life's main customers. The population of this age group is
expectad to increase in the future,
- -aIIICt this age group wII fll:c%Iwch:!]onqunflnhnrlhn:oand longevity risk in tha futurs, bank channal that has many contact points with such
Stomars ha  signif ficant roar m f rgrcut
N Funl'a pro]wiionolnmlaﬂm by.age iim llurlt!tslzeoflnmrﬁ:nufsucmsbn = Flmlrl yrujl:ﬂonofponnllﬂunwnﬂ
. group in Japan business {projection) o dementia
: i ol et st B # of people wf dementia
2 o :
1§ [ R
b k% 1.3 - ——— B0 i % of pecple w/ dementia among people
; eciaod o + 1800 over 85
: 120 i — o | ! i
: i : ~ i £ 34.3%
i sow oo O 1400 35.0%
: : = ' - ;
100 i —a [ T 27.8%154 0.0% |
i | S B £ 1200 25.4%. H
1 | : =3 BN 016 | 200
45% | 1000 20.6% - 553
20 | I k! 180%. o 3
| - j 5 15,008 0% 2
ey Dossy ! £.900 220 15.0%
IR T —— | E &3t :
i L ! £ 800 525 10.0% |
ATt e t g 462 i
40 T | i 5.0%
i 45 T | £ 400
" j H i i 0.0%
I :
l ! i e =5.0%
g :.;m 00 28 a0 T E ol A
& i i i 3 &
: == oz e PSP P E P
1e] Prepechon By MTSE Line baead on "Propschd population based Soures) Prpecinty POF i based on ~Paguleion o suwnnqm T —— wmrp.-
::L:mwmmmlﬁwﬂ.mmwm '\wll\:l‘nmlww n (emated i F Y3 u ),w l-ul.'ld w’huwdwducmuoﬂh: ‘Prevalence
Furaisl, Mindulry ol inibrhal Aftsir snd Communicstonn Patcy arean and 1EpUnsE Iol\:h.nhnmmyd.n

e
;zem sauen Ry NGNS Insstne of Popuiigon and Socl Securty ud..-u..-m T g —
aseaech mmmmmmwampmhnwu it
TESEAT 0N heh. Sibor s
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5. PGF Life HY3/lI4k 4%

HNERS PR 1 PGF A EHIESRIT1T BH#EI TR - NP AEESHE
AR o A A s (A A TS5 - ZE B0 4E B s
BT S5 e T LA B R L Y B 31 D5 =

PGF Life's Training System (Training for Bank Personnel) -!_u

= Branch training by WS/C

Individual training at their ‘ ‘ Consultationon | | ©JTthrough their
| presence at business
| assigned branches cases I mestings

m Training by training specialist

Key training contents Category

UTREEEE - Sales process training e
; s s . W LLERAE |~ Training for instructors
::"s‘:: 4 nnedlusm“g the ability to drive Jjob level ~ Training for new personnel

Category

in
proposals

Market- -
specific ol e b it
training - Consulting for corporate customers

Communic ~ Presentation skills
ation ~ Business communication

# Going abroad to learn about £, Teaining fo axparance tha

Mid-term P elderly
program - | = Training for selected top
Open college | performers

BERESC P2 1 PGF RHIREE A B 2 SRTHERE IRES  hBhsH B IRk
rah > EfTEFRAE FERTRK - RERIRE AN B THE,
T B P PR R > SRR ERE ST - B
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VO ~ BEZISHEE 2 Bi(Net Promoter Score; NPS) &

(—) NPS (Net Promoter Score)/&RAZ Sk S TR - W galEE R | IFHERE
B~ IR F o AEFHSERSSIEEER FA S K
B2 N B R ES B S [e) S ML o

(Z)NPS LLO 2 105157 > 0 B ATRE » 10 RIFE HRE - B BUEfE 6 LU T »
FTORAEF > T8 By TIL > 9~10 Bk s - " HEREE ) LRI T ST
F ) SEEFTSEIREET R NPS - BlgAZmE S AAHEL - NPS BEAE
SRR B -

IR - RIE "00, MEmIERAREIE?
sig) | gl 8 7 6 5 4 g 2 1 0

WEE b 2T

Promoter  Passive Detractors

NPS =#EE % - HF¥E%

(=) EHEAIFIA NPS A&k 8 12%) B i NPS & HHI (&
FSGRERE S

1. NPS #{ Bk A EIEIZE M - WA FZREE KPL > & FIRSS e i
SfF Ry PRUEERE - (HE I Lt ARSBRENEH RS TEES:
- BEESOL AR SRR ASE
- BEZREL NPS - {H FHIZREE 2B BRI STSH BRI TEN A B B0

HENE RN ERIESEIE > ARARIERITE P

(1) (ERRZH T BB S —4RAVEIE - RGN E A BHY
FEST > AR RIS ANIEET 2 RAE - MRFERE TS —4RIR -

Q) RAEFENHCERRSHE > AT E LT TG 58Sy NPS -
JINREE B B P -

3) Efeth B AESE —RAVBL ST R (EIA A ERYSEEW
ARG 4 I BTR & B AR
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2. NPS HYERHEEZRFEEE  {HIERERRAT NPS 53 By s BN A A 5
PREVHEER ST AR INEE - (NI - &6 NPS [FElf > A FEIEE
FEPRHUE 2 26 BEVTRTE - 7 BESEHE NPS Ry A B a2 @ P gt ok
FNTERIRTIFEREDIRE - A28 NPS 5 BE AR — (AR B4 Uty B G A8
fH -

However, there are few companies that achieves full results with NPS

&

12%

achieved
or exceeded
the expectations

that were set 8 8 OA)

e — failed to deliver,

= e producing less
—————
- than 50% of the expected
T results

(P9)Gibraltar’s NPS Model SR 47 BRI - DL By AR NPS &1

Saurce: Gain ik by rarvwy 2028

RHANTT FHE R NPS IREHNZRAER TPy ~ THEBR ) & TIHEEEE
“HEAGZE - UEFROERER > B (EEEEFEA LR
e T LA ERITER R -

Human Centric NPS Management &

Exceed expectations

rd 3
By answering NP5 R /
Communicate your (O\R’Q‘ L ]
expectations. { &
Improve the services offered, d .,

© ! Customer
It will be possible to have a
more emotional experience.

Fostering a customer perspective
mer

~. o _\.. Rﬁg |r_nmediatelydeliu usto

Find areas for improvement from
| Agent customer feedback and lead to
! personal growth.

Sales Manager

Fostering Commitment
You can get hints for agent training
from customer feedback. Lead to
higher team productivity.

RS ES » T AR EfEE PEVEIR - BEEE PRI -
REZFFHEEE > e/ EES RRmIEEE E -
BRI B PRV - BIERVIE I B ORES - MR
Bl FR T A H S BRI -

WeEPHEER P ERTE - AE S EIRAEETT -
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2~ RIS RER

|1l

~ B BRI IR

ARSENEZ T > &~ o~ H > 5 - FEREGADZEE R
% TEERIEAZ 2B G2 EVIER ~ Pmsa AT TRt iR A SR
{E NCIEYTANTFIEREE » i EERTHE ~ St ~ Jeiam ~ SEREFERIRZ F]
FERIERE T 5G] - ERTIGHEREA ~ (R 2 BRI AIZEE T8
SHE > DU TR CRER A S AT T8 5 5

FEAA RIS DU ~ A EHSS RS B AR [F AR - HE AR o
M~ B [ — R OAIE —ZESE - (B R Freeae i SR Al 2 B A [E -
AR G A G ENTh R A SRR S - tiglEEC
TEARZRAVIES b NZAERIRBERAES - BORIRATHGERY - (L
B FERIZRFE (e ot ep - SRR A e B bR (R E e B C -

- EEIFHER T Bk HI= A

AR 77 #(Net Promoter Score; NPS) » T 71 i ZE 2 W~ FEF
Gh > BIEEETEAEAMER > fEEAZR L - BATNPS (VER » EIEE
EEEIRIVEM T E » MEVERSENEEENINEESR  AF5EL
EHRE > T EZNIRRASIS A TENSE - I E N B B
firiZe &t  ANSHEEERA R SRS » S — SRR T IS8
SRR - RE T HHIR AR BRI E IEAYIIEE -

A H RS A EA NPS fHlRs - A2 LUEXK S 7 BUs R B R IB e 8
R B RELEGEE BRI MBS R - AT ERTEFE
BRI R EEGE L - o AFRERIIN TR FEVEZ - A RESR
KB B IEREGEE Ry B GR b AR S (B, - JB/) NPS e Rz -

~ SRITEEERATIRESHVEE RS

PRISE EATEESCI 5 A\ F A (PCF) HEPVESRTTHEES - (HAERIILAPRIEAY
P Ay BR RO TR b - PIEAME AP E 2T ~ FFEFHEK - HiR
E R SR IR SRS S B AEIRZEA] -

PGF $HTEAE 50 pRLL LA REBIFIVEF » ZEEFRK R T EESE TR
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RIAE] )~ e TAEFREFRR ) #ERICERREIn A EE - LR
ARG TR 28 (R e 5 B PR > SR TR P A TRRHIRZEM -
PGF #& 45 T2 % &R - BB RS IR & P R H/NZ - B> AT
RAEBERREENEF - SRS HHREEmnsce —EEH
ERS BB E > EGEREST  REHEEEEEE AIE > FE
HRIT R TIHEIRE Z BT -

ARNFE BRI AR TS B 107 HABNEREF T EARA AT EREE > 5
FTREME % PGF B3RS - R EME 2 BIEATisiE= - /A SRS I S B
AYBEE I S AN FIRVER TR B R TR HEIAS S Y B AR an - SR IC
ANECEFETHESE AR AIRERICE S E RN R T e - 1271
AR SRAT AR O B ORI Y P A AR

~ SNERERER ~ BSR4 AR R RIR R Y EE SRS

AR o ZE st Sl bRV IR o G S RETIRERII NG
OREE > TR K H A Orbg SR LA SRRy S (R - S BAY AR =
ERAN VIR ER B E G (40 Rt i BB ~ Bl fepr -
BiE ) > BURINGIRE - PSSR RRR M Oria Ry s - CEEREL
HgEs - TRE AN B E bR E S H AT E SRR 5 [ -

AN FI AR HE B B A K RS se e - B SRS — 2 PP
P& EAESRBS B AIESE AR B L 38 JHATIEIGRERTR - EREARHY
{EAVEEE B > Fr@IR KB EE = O BRI NR IR RIS SRR & 1F - 0k
NEINERNE FEA - A E SRS E A RENUKERRE -
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5# > Bﬁ% (New Product Development -Spillover-effect insurance products)

ANEEAREESE TSGR TH T mE ) T FREToEE
2 TINGORER ) SRR o AR R EPRBEEED S N R S AT AR =BG
PREEAVRE A ~ Fha A FIH TR AL RIEWIIES > DU R BIZ S 1L
A REREAE BN prEEGE S HYERD - AN KRR T

Spillover-effect Insurance Policies

Spill-over policies, also known as wellness reward programs or health incentive programs, are a type of

insurance policy that rewards policyholders for engaging in healthy behaviors..

Spill-over policies aim to encourage policyholders to adopt healthy behaviors, contributing to reduced

healthcare expenses and promoting overall societal health levels.

By rewarding policyholders with premium discounts, increased policy amounts, and health cashback to

promote preventive care and overall well-being.

A key feature that distinguishes

spillover insurance from

traditional insurance is its /
incentive mechanism.

NEW PRODUCT DEVELOPMENT /
4

SNE IR BB SR T B R AT o EERRSIERIR A wliat BA NG
S (R B G R e AR P i

N R EREUR ST ORI Y £ R & R > AR HA SRR - SN PR BLE B IR BT
SENOORER ~ PR RIS H A B AR B PR B A A RS E B B CHIMEEE -
EHY N OR BRI I > WA 2R (R (e R, - FARFEHELA ~ 1R HE (R
IRiERGEAEIEFEE -
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The categories and benefits of spillover insurance

* There are a wide variety of spill-over policies * The benefits of spillover insurance:
available, and they are becoming increasingly
popular among insurance companies. Here
are a few examples in Taiwan

Improved
Step-linked Health check- Strengthene B policyholder
spillovereffect linked spillover- d customer health
product effect product relationships
Diabetes "
exclusive Health rewarding Enhanced loss ratios
insurance product social for
product awareness insurance

companies
Designated
Cancer Checkup vaccination and
Spillover Policies  checkup spillover
policy
B

HEW PRODUCT DEVELOPMENT

EIEING IR B EE A AL - 7 B A AL (R AU A (A Y

- EERERPERE AR T B ZRP B AR AT LIEZ RETT

ISR E Y — SRt A] -

- (R R R SRR E RS - RSN RN B4 sREE DA f#

B A fIn] DUERS—LE (LA - BIAIfR BRI E R E R ER B S (R E

" INGRPRERT RIS R R

1 BB R | EAETEIE B R E B ES N R EAE TR -

2. [REMREBEAFHRAR « A RERP RIS - ARSI A RErEREE -

3. EiERFEER | BRI ETGIRIERE S REIRITER - ARIHYRES R R
fEARTHIEIE -

4. Wt E R SN ORE IR Ry A M AN - TR T AP SN AR A0S
FAEEMEAYEE -

5. IIsR% Btk * SNmIRE(eER PR AT LR > A F A B ATBE - 2l
& T AR R R ©
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Spillover Policies Continue to Gain Momentum in Taiwan

* Spillover insurance policies are one of * The development of spillover insurance

the important development trends in policies wil
Taiwan's life insurance industry in recent innovative.

years and have great development

| be more diversified and

The growth of Products and Premium

potential. 250

Spillover-effect Insurance Development in Taiwan 200

Year 2018 | 2019 | 2020 | 2021 | 2022 | 2023 150

=1

Compani 6 8 8 9 11 13 100

Products 12 28 54 101 159 206

5]

0

10.6 | 60.1 | 205.3 | 668.2 |1,228.5(1,129.0 0

{thousands) 2018

W Products

NEW PRODUCT DEVELOPMENT

155.6
109.16
H
2.84
8.16
New Contracts -1f2 . - | I
2019 2020 2022

207.48

2021 2023

B New Contract Premium(NTD, Billion)

S R B MIE I (20172020 474)) - THEHBESZRE A 4T -

R B A RBRR E)

RS HRfE - T EL B A B TCE A RIS R & BT SR - (RS
GHETEOR - TEH 2021 FEEH A SBE RS RE KB -
(BECBhEMEE > BOBHsLIRE - HEEW 2021 £ERTHAERE © )

(B NGREs » RSN REEL AR AT IN R A

1. 2020 F2% covid-19 HYFEE - REFH AR P2 U - FEElE - R/
[ NCIPAAES ZNS NV EEE E SOV U NSNS B
2. REMSHGREESNEBELLTAVRESETFEES#Z NS HING IR

=3

B o

3. GETHREEL RS  AIHMIEPECTRAEENREEMAE - KEH

BB R sk B s B AR TR -

4. [EF} - ZERERECRESERR A SHEE NG RE - iRt BAGHIERT R
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Examples of Cross-industry ecosystem

Health Protection Circle Platform Cathay Life FitBack App

Rich contents are presented in an easy-to-understand
way, offering a one-stop shop search engine for all
types of health information meeting different health
requirements.

Encouraging participants to walk more to adding more diverse
health and rich cross-industry collaboration
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