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Insurance can drive business value, yet there is a gap between
market expectations and what a traditional setup allows for

From
(traditional setup)

Complex
“We need to speak the language of the insurer
and navigate a complex landscape”

Slow
“6 months to change an insurance proaduct or

create a new one”

Static

“One master policy that applies to all products”

Not having insurance on the radar
“I'm not sure it is relevant for me”

To

(market expectation)

Insurance as a service
“Focus on our business and customer with
specialist support on insurance topics”

Speed
“We want fast implementation, product creation
and real time iterations to boost performance”

Dynamic
“Customize offering, dynamic pricing and decide
own commission”

Insurance top of mind as strategic value driver
“Leverage insurance as a way to boost topline,
improve NPS and increase customer loyalty”

Fueled by customers that
expect offers that are:

On demand
Relevant
Personalized
Simple to buy / use
Easy to understand
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Embedded insurance represents a $2.5 trillion global
opportunity that will cannibalize traditional insurance

Global GWP ($Bn, Non-Life and Life insurance)

2500
Net New Growth

2000 (El 2.0 enables greater
insurance penetration of
GDP)

1500

1000
Value at Stake
(El 2.0 takes share

500 from existing
distribution channels)
0

2022 2023 2024 2025 2026 2027 2028 2029 2030 2031 2032
mEl 2.0 Potential Net New Industry Growth

1% . 4% . 16% Share of total global

Insurance spend

Source: The future of embedded insurance, Simon Torrance
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For European P&C this translates into a $181bn opportunity

Property & Casualty Insurance distribution — Advanced Europe

Estimated market share of GWP, by different distribution method
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Source: The future of embedded insurance, Simon Torrance
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Banks are uniquely positioned to pull 4 main levers critical for
developing successful embedded insurance propositions
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Deep dive on 4 real life use cases

1. Bring an existing product to the next level

2. Boost conversion through an omni-channel approach
3. Target new customer segments through innovative propositions
4. Avoid falling behind on competition
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Bring an existing product to
the next level

Fully digital and automated parametric flight delay
and cancellation insurance
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Distribution
Embedded insurance with purchase journey
integrated into banking app
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Coverage
Late departures or late arrivals
Policies from €1.99
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Cover options

Kickstart after 15 minutes of delay - pro-active
informing policyholders and/or doing payouts
€0.20 - €0.50 for every minute delayed

Up to €100 payout

Claim payment
Provided via wallet or directly integrated into partner
payment platform
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Boost conversion through an omni-channel approach

Online-to-offline-to-online journey for better conversion on more complex products

Online

Content nurturing & in-time
promotion by Bank on
insurance offerings

Ufe
Life insurance coverage gap

Three key points
you might not know

>
- &5 Generali Life (Hong Kong) Limited
» Life Insurance and Savings Plan
Premium payment term
. asshortas 2 years
Checkitoutnow  Double your wealth! =

Expectto double return
every 10years!

Prospects are assigned to the
best-matching insurance
agents (lead allocation and
management system in place)

Make a call appointment with

Generali Insurance Advisog a

©

Call details confirmed!

The following Generali Insurance
Advisor will contact you at the
appointment date and time

M intment

all time
LionHarvest Deferred Annuity

XX1234

Progress Tracker

Call Completed

1Mar 2022

Call Details Confirmed

1Mar2022

Request Submitted

28 Feb 2022

- ointme 1Mar 2022, 0900 - 1200
— fer : Cantonese

Chan Tai Man

Offline

Online

Consultations taken offline in many forms (calls, chat, face-to-
face) with individual insurance agents or physical events

Prospected are qualified and pushed along the sales funnel by
agents, tracked by a Leads Management App / Advisor App

< Payment

wo 7,000

0: 120,000.00
t:30,000.00

941 il -
Hello, Jeams

AcountBalance @ Monthky Soending

1HeD) oKD}

2,248.00 2,248.00

FET
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Birthday coupons to

create urgency

Data sharing for

application via in- app

approval, as well as
integrated payment

Generali Life (Hong Kong)Limited
saction number N13434368833899999

<«

Generali Policy

In-force

LionHarvest Deferred Annuity

Policy No.: 67883999399399393931
Effective Date: 4 Nov 2021 - 4 Dec 2022
Insured: Jaisy Yang/#A3Z

View

Pending for review

Z-Save Pro Insurance

Policy No.: 67883999399399393931
Effective Date: 4 Nov 2021 - 4 Dec 2022
Insured: Jaisy Yang/#AX

Policy 360 & renewal
reminder in bank app

Fidamy



* INTRODUCING

‘NACK

BY INCOME

A mobile application that embeds the purchase
of micro-insurance into your lifestyle.

= Perform a daily activity

./ Amicroinsurance policy is issued and the
5%  premium is charged to your payment mode

55] Build up your coverage from as low as $0.30

‘?7 Manage your own protection portfolio

How does a day with SNACK look like?

TAP FOR MORE
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 #0COVER |

Mara information ot
W hpsi/wackbyincome vg/toq

Animation not visible in PDF
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Target new customer segments
through innovative propositions

SNACK: Lifestyle micro insurance ecosystem

App embedding insurance (life, accident, critical illness, investments)
into customer’s lifestyle — creating tailored protection portfolio

Accumulation of sizeable insurance coverage through bite-sized
contributions

Policy triggered by completing pre-defined activities (e.g. step count),
via data integration with other apps

Large partner ecosystem (online and offline) to drive traffic, offer ‘free’
coverage (linked to purchases) and other discounts

Key outcomes

90K+ active users, and millions of policies issued to date

Average user age <30, significantly lower than typical life insurance
* 45+ ecosystem partners to drive traffic and engagement
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Avoid falling behind on
digital banks

Majority provides insurance as a native part
of their service towards customers and/or as
add-on. Typically included in specific
banking package customer is using.

For some, the transaction needs to go
through the bank in order to be covered.

Products in scope include:

» Purchase protection

» Refund protection

» Ticket cancellation

* Personal liability

* Travel insurance: Cancellation, medical
emergency, travel documents, luggage,
valuable goods, winterspor




Next step: Build, buy or partner?

Partner

... heed to buy the

right assets.. ... partner needs to be

sufficiently proven and

... innovation is hard, financially stable ...

esp. in a large corporate and

§ for non-core capabilities - ; ... but not too much as it
... and ensure they can e L

may then mean that you

continue to operate : 2 ;
R el are behind on innovation

... at the right price ...

Irrespective of the chosen path: in order to succeed there needs to be a
deliberate strategic decision with full operational support
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