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The Impact of Digitalisation (on Critical lliness)

— with Insights from Gen Re’s Dread Disease Survey



AT %ﬁ::mg Historical Development of Gen Re’s DD

survey
No. No. No. Lives

Markets Companies Claims In-force
1 1990-1994 3 4,600
2  1993-1997 3 7,000 3 million
3 1996-2000 3 31 16,000 4 million
4  2000-2004 6 48 263,000 41 million
5  2004-2008 10 95 750,000 = F0m
6 2008-2012 7 82 ~1,000,000 ~100m

7  2012-2015 4 39 ~1,200,000 ~110m




A Monitoring of biometric risks (German market)

Mortality Pool

¢ 162 million life years / 657,000
deaths

« 28 companies deliver portfolio
information on an annual basis

* Annual analysis of data going back to

B_£ 1994/96
=~ || ® 52 million life years / 107,000

claims

* Presentation and reports for the
participating companies

<] Annuity Pool

| ® 92 million life years / 160,000




A e o1 Scope of the Survey -

Observation Period: 4 years
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01/2012 12/2015

Cl policies in-force at any time

during 2012-15

Cl & death claims
occurred (2012-15)
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e 100 million
e 1.12 millio

8
¢ 3 million
e 33,300

Overview of the Four Markets
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e 2 million
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Hong Kong \
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K Companies
 Lifeyears
e Claims
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r

“All the insurance players will be InsurTech but

some InsurTechs have chosen to be insurers.”

- Matteo Carbone Key Opinion Leader on InsurTech
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Online Insurerace

Platform/Broker

Impact of Digitalisation
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A Fg Impact of Digitalisation

What is
InsurTech?

What is Insurance
Digitalisation?




Fe0e  IMpact of Digitalisation ~

Sales K Big Data e Internet Of Things\

Pricing
Data Analytics

Reinsurance K /

InsurTech & Insurance Digitalisation }

» Distribution Al e Unmanned Driving
e Policy Application e BlockChain  Unmanned Aircraft
. Uno!erwriting —] e Cloud computing ¢ Automobile

+ Claim _ e Mobile Payment Networking
 Client SerV|C_e e \Wearables

* Product Design o :

. * Genetics
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r

“InsureTech = organisations where technology will

prevalil as the key enabler of the achievement to
strategic goals.”

- Matteo Carbone Key Opinion Leader on InsurTech
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InsurTech and Impact Matrix

Sales & Application & : Client Design&  Data .
Marketing Underwriting Claim Service  Pricing  Analytic Reinsurance
Big Data * * e * * *
Al * % % “
BlockChain %
Clouo! % % & N N
Computing
Mobile * % " n
Payment
Wearables * * e + *
Genetics * ¥ e

% : (Widely) applied

¥c: Early/experimental stage 12



A $oone Impact of Digitalisation

Online Insurance Business Pattern

* Individual consumer is major online
target client B2C
» Individual Critical lliness Products
could become an important and

B2A2C

Y

/4

popular online product

/-

B2B??
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Online CIl Products around Asia
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Online CI Products around Asia

Impact of Digitalisation

-

Hong Kong

Banking Borrowing '
HSBC 4» S B Servies | GakBleams | W
N e

HSBC Cancer Term Protector

Cancer iz onz of the most commen eriticsl ilinezees in Hong Kang with new casee
prepared with a combined Cancer and Life Ineurance Falicy from HEBC Life

HSBC Cancer Term Protector provides you sdditions| finenciel rescurcss should ye
the unfortunste event that you pass swsy.

Thie ie & term lfe insurence plan with no esvings slement undenwritien by HSBC L
“Source: Overview of Hong Keng Cancer Statistics of 2014, Hong Kong Cencer Re
Key festurea

= Achoice of coversge up to HKD2,500,000°

= H you get Early Stege Cencer® or Carcinoma-in-situ ['CIS'2. scoees up to 20% of
more premiume.

= H you get Cancers= or pase awsy®, 1003 of your Sum Ineured will be peid®

= Premium payments ars fixed for the firet 10 yesre and will be adjusted every 10
* Life cover up 10 8ge° of 80

= Get s quote and pply online in lese than 5 minutes

Read the Msjor Exclusions
For more deteile, plesse refer to Produot Brochure [PDE]

Online Term
Cancer
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A Fg Impact of Digitalisation

How to develop a
- popular
- sustainable

- client-friendly
- online
Cl Product?
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Among the 3 factors:
Flow Rate is the King and
the Heart of Online
Insurance success.
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Flow Rate

N

b

—

 Flow rate - the no. of people passing by within a given time
interval, e.qg. per day, per month
« Measured by - UV/PV/No. of user/No. of active user etc.

18



China Top 1000 APPs Monthly Active Members

Impact of Digitalisation

(May 2018)

<«  aPp BEBEARMR) ¢ © WHHISRE((%)
1 Bs 90,967.8 1 0.5%
2 M aow 53,105.8 | 06%

=SS 51,8751 | 21%
4 a HfiE= 466280 1 1.9%
5 O mfusms 46,4486 1 0.1%
6 e 457125 1 3.2%
7 @ st 38,3149 | 2.2%
8 O pEw 376174 1 0.6%
9 WIFF RS 358369 | 22%

TL28.2

o7 [l wxv 128.3 1 60.5%
w076 [ exv 128.4 1 9.9%
w075 [ siomees 128.4 | -9.3%
1074 & mzE e 1286 1 5.1%
1073 X jrEmesn s 1287 1 20 8%
w2 [ resmne 1287 1 2.6%
1071 Pl U 1288 1 9.3%
1070 6B JE=EE 1291 1 3.8%
1069 @I Owhat<r 1292 1 1.5%
DataSource:

https://qianfan.analysys.cn/refine/view/rankApp/rankApp.html
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2 best-selling online CI
products due to the

enormous daily flow rate
from online giants
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Impact of Dlgltallsatlon
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More Examples to show the power of flowrate .
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2018-07-13

BRERR

504,304 policies sold
within 2 years,

generating a total of
RMB150 mn

(AUD 30.2 mn) premium
to Zhong An Online

Set up a record in

Alipay Insurance
Platform: on 11 Nov.
2016 20,000+ policies
were sold within 1 day

22



A ne  Impact of Digitalisation

Application Rate

= Factors affecting Application Rate
= Client Segmentation and Positioning
e Product Features
= Pricing and Average Policy Size
= |llustration Design
e Promotion Event
= Insights from the Gen Re DD Survey can be used

23



Insights from Gen Re’s DD Survey <=

CN Regional Difference — A/E Ratio, All Causes, Male

Life expectancy at birth, 2010

Mongolia

Source: National Bureau of Statistics,
China Statistical Yearbook, 2012

24



AR iﬁrwe Impact of Digitalisation

What are popular product features in online Cl Business

* YRT outperforms long-term CI product

« Simple and straight-forward outperforms
complexity

* Integrated CI outperforms fragmented CI (to
prevent anti-selection)

25
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Pricing and Average Policy Size

* Pricing is key to the profitability of online CI
business

g T .nlblk i
« Sufficiently and accurately t‘:‘d{i%

Caution when relying on data collected ! !
from wearables Ave. Policy Size =

 Average Policy Size is important for
Application Rate

 Way to estimate the approporiate average
policy size




e gepe IMmpact of Digitalisation

Completion Rate

* Final shot before GOAL
 Factors affecting Completion Rate

v Questionnaire too strict or too long? Easy to
understand?

v Need to fill in endless personal information?
v' Policy Premium easy to pay via online?
v' Other (Quality of the Internet Connection)

« PM has a strong desire to make policy application
most friendly and comfortable to users

27
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Disruptors kick off
transformation

Transformation of data,
systems and culture required

Skills to be acquired
throughout the
transformation:
— start — in small steps
— experiment style — learning in
focus groups

— understood / accompanied /
supported by Management

Conclusions for successful transformation ==’

o
e
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RiSK TNSIGHTS®

Your Data, Systems and Culture — Contents
GEt FuturE-Fit People and Culture 1
Data 2

by Karin Neelsen, Gen Re, Cologne, and Andres Webersinke,

Gen Re, Sydney e :

Mo

DEAP — Decision Analytics Project
30



Prudential agents

es

unhappy over
digital plans

They fear direct sales online will hit income, but insurer says no

impact on benefits

The Straits Times 1
Prudential Singapore’s journey to-
wards digital distribution and
transformation has hit a roadblock
as its agents’ unhappiness over a
recent slew of changes bubbles over.

Industry sources told The Straits
Times that 350 of some 600 un-
happy agency leaders sent a formal
petition about a month ago to the
British insurer’s Asia headquarters
in Hong Kong, and to its London of-
fice, to protest against the selling of
popular products and savings plans
online.

In an exclusive interview with ST in
Hong Kong, Singapore chief execu-
tive Wilf Blackburn said the direct
sales digital platform, launched in
March last year, currently offers five
protection products.

The plan is to make most of Pru-

17 Jul 2018 Claire Huang Hong Kong Correspondent

dential’s products available online
in the next two to three years.

Mr Blackburn indicated that agents
are still expected to provide the
same after-sales service for prod-
ucts sold online and will receive the
same level of commission.

“For us, the digital platform doesn’t
compete with the agents,” he said.

“It's only existing customers who
have access to buy on the digital
platform. We encourage the cus-
tomers to talk to the financial con-
sultants rather than make decisions
on their own, so the financial con-
sultants are not being cut out at all.
If their customers buy without in-
volving the agent, the financial con-
sultants still get all the benefits
any- way, so they don’t lose out fi-
nancially from it.”

T
-l

AGENTS DON'T LOSE OUT Prudential’s direct sales digital platform currently offers five protection products, and the insurer plans to make most of its products available |
next two to three years.

In most cases, Mr Blackburn said,
customers who want to buy prod-
ucts online end up going back to
their agents, so there are many in-
stances where the agents benefit.

The key, he stressed, is that the in-
surer’s overall digital strategy is
meant to complement the role of
agents.

Traditional life insurers with a large
number of agents are particularly

sensitive and resistant to direct dig-
ital distribution channels for fear of
greater competition. This is because

the products are mostly s
to customers without any
sion.

Another sore point is Pru

31
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GenRe.

Thank You

and in particular to Steven Tan (Gen Re China)

Andres Webersinke
webersine@genre.com

Visit genre.com for more info.




Keep up with
latest industry trends...

Visit genre.com/perspective

Follow us on:

@ linkedin.com/company/gen-re 0 twitter.com/Gen_Re




Proprietary Notice -~

The material contained in this presentation has been prepared solely for informational purposes
by Gen Re. The material is based on sources believed to be reliable and/or from proprietary data
developed by Gen Re, but we do not represent as to its accuracy, its completeness or its up-to-
dateness. In particular, this information does not constitute legal advice and cannot serve as a
substitute for such advice.

The content of the presentation is copyrighted. Reproduction or transmission is only permitted
with the prior consent of Gen Re.

Proprietary and Confidential | © General Reinsurance Life Australia Ltd.



