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U.S. Individual Life Product Market Share

Annualized New Premium ($Billions)
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Products

m Universal

I III Life
II Term
=N
® Whole Life

1977 1980 1983 1986 1989 1992 1995 1998 2001 2004 2007 2010 2013 2016

BRAF
Source: LIMRA's Individual Life Sales Survey and LIMRA estimates llmmm



U.S. Whole Life sales have increased more than
80 percent since 2006

Whole life sales
(Annualized Premium)
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Source: LIMRA's Individual Life Sales Survey and LIMRA estimates
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Cash Accumulation Products
Increasing Market Share

UL Sales by Product Type

m Cash Accumulation © Current Assumption/Other w Lifetime Guarantee
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Middle market owns the majority of permanent
life insurance policies

Market share permanent life insurance policies by household income

= Lower
Upper
= Middle

BRA "
Source: 2016 Facts of Life and Annuities, LIMRA le



Total U.S. Annuity Sales

Fixed annuity sales surpass variable annuity sales in 2016
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Source: LIMRA Secure Retirement Institute, U.S. Individual Annuities survey. le



Variable annuity sales have declined
42 percent since 2006

Annual Variable Annuity Sales
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2001 2002 2003 2004 2005 2006 2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 *2017 *2018

Dollars in Billions

Variable annuity sales decline to lowest levels since 1998

NEAZNA

Source: LIMRA Secure Retirement Institute, U.S. Individual Annuities survey.



Sales Projections for 2017 and 2018

Overall annuity sales will drop 10-15%
in 2017 and 2018

Source: LIMRA Secure Retirement Institute Analysis



The US life insurance ownership remains at Its
lowest level
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60 million U.S. households need more
life iInsurance...

4 8 0/ » Almost % of all households have a life
0 insurance need gap*. Over 60 million.
\
$ 2 0 O O O O + Average life insurance need per
» household.
\ 5

If it was easier — would they buy?

*Based on LIMRA Life Insurance Needs Model analysis EEAr
Source: 2016 Life Insurance Ownership in Focus - Households LIM’



6 iIn 10 US households would experience a negative
financial impact quickly if the primary-wager-earner died

One One Six Oneyear Two Five or Don't
week month  months years more know

How quickly consumers would feel the financial impact from the loss of the primary wage earner.

_ ENAZNA
Source: 2016 Insurance Barometer Study, LIMRA and Life Happens LIV



Individual life insurance
ownership by ethnicity

(Percent of households)
63%

Hispanic Chinese Asian African U.S.
American  Indian  American Population

Household income of $25,000 or greater
13 EEAZNA

Source: 2016 Life Insurance Ownership in Focus - Households



Consumers understand the value of life iInsurance

Millennials Gen X Boomer Senior

(18-35) (36-51)  (52-64) (65+)

Most people need life insurance 88% 88% 83% 82%

| personally need life insurance 78% 77% 63% 50%

| own life insurance 51% 62% 67% 65%

| own group life insurance obtained 68% 64% 53% 31%
through an employer or labor
union.

| own individual life insurance that 55% 65% 76% 84%
was individually purchased, and
was not received as a benefit of
employment.

Source: 2016 U.S. Life Insurance Ownership Study, LIMRA



What people say and do are entirely different things...

2010

U.S. households that say they
need more life insurance

U.S. households that say they
will purchase life insurance
with the next 12 months

U.S. households that actually
buy life insurance

Source: U.S. Life Insurance Ownership Studies, LIMRA

2016

U.S. households that say they
need more life insurance

U.S. households that say they
will purchase life insurance
with the next 12 months

U.S. households that actually
buy life insurance

LIMRA
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New LIMRA/Maddock Douglas study finds

18,700,000

PEOPLE ARE “STUCK SHOPPERS”

56% Millennials

49% Married
42% With Kids

Source: Get Real Already: Industry Innovation Through Authentic Language. LIMRA & Maddock Douglas, 2014



4 in 10 Millennials still want to buy face-to-face

Most Preferred Way to Purchase Life Insurance by Age

Age Group

Total Millennials Gen X Boomers Seniors

In person (outside of the workplace)
o . o 0, 0 0 0 0

through a financial advisor or agent >1% 42% arvh S5% 3%
Complete an online form

21 22 24 22 11
Through my workplace 1 15 14 7 3
Complete application (offline) and email it
to an insurance company/professional 6 10 6 5 3
Complete an application and mail it to an
insurance company/professional 6 4 S 8 8
Over the phone 5 7 4 3 5

LIVRA

Source: 2016 Insurance Barometer Study



Almost half of millennials say that they don’t buy life insurance
because they haven’t been approached by a life insurance agent.

A
Source: U.S. Life Insurance Ownership Study (2016), LIMRA LI



The number of affiliated agents has
declined more than 40 percent

256,735

“‘|‘|||“||‘|144600

1973 1975 1981 1983 1986 1989 1991 1993 1996 1998 2001 2004 2007 2010 2013

Sources: NOT constant groups of companies, Census of U.S. Sales Personnel, LIMRA [1973-2010]

U.S. Insurance Sales Professions, LIMRA [2013 Agency-building and home service combined]



The Recruiting Gap
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O SELECTQUOTE LIFE ~ HOME FREEQUOTE ABOUTTERMLIFE ABOUTUS BLOG  OTHER INSURANCE Q SRk e Aggnt NO:;{
America's #1 Independent Term Life Sales Agency 1 = 80 O = 6 A/ O -9 2 1 9

Jay, 40, $500,000, 10-year term life policy
for less than $25 a month*

Be there. Even if you're not.

In 10 minutes our advisors could save you
hundreds on term life insurance.




# Betterment WHY BETTERMENT i

This is simply a smarter way to

INvest your money.

We manage your financial life so you can live better.

Betterment now
offering human advice

Access to licensed experts.

Wlth ItS rObO Financial advice over the phone.

ENAZN A



More consumers buying directly from insurers

Buyers are adapting to direct-to-consumer
life insurance initiatives

M Face-to-Face M Direct Channels

1998 2004 2010 2016.

BAF
- - LI
Source: 2016 U.S. Life Insurance Ownership Study, LIMRA



Majority of Americans want to use technology in
addition to a human advisor for financial guidance

A human relationship coupled with _ 540/
technology is ideal 0
Requires a human relationship [N 33%

Can be fully automated (e.g. based
on client demographics, lifestage, [N 11%
etc.)

Other 2%

EEAZN A
Source: Northwestern Mutual's 2016 Planning & Progress Study le



Emerging wealthy and high-net-worth investors
prefer “hybrid” investment advice

(a combination of traditional advisory services and low-cost digital tools)

v More satisfied
v More likely to seek help

/ LIMRA-LOMA \
cure

25 _ Ié:en%ment
Source: Insight: New Face of Wealth Management, Accenture INSTITUTE



Schwab combines robo with humans to
create hybrid advice model

With a $25,000 minimum, Schwab Intelligent Advisory will provide
clients a customized financial plan and ongoing live advice from
certified financial planners.

EEAPNA
Source: Investment News, Dec. 13, 2016 LIMM



. Raymond James to put
“Connected Advisor” robo
INn advisers' hands

Connected Advisor is focused on three key areas:

e Greater automation to help advisors more efficiently manage their businesses
and their clients’ basic investment management requirements so they can
spend more time on building relationships and more fully
understanding client needs.

* Increased collaboration through tools that support online communication
and information sharing between advisors and their clients.

* Enhanced sophistication of proactive financial solutions through the use of big
data to provide advisors with insights into their practices and their
clients’ needs.

EEAPNA
Source: Raymond James Press Release, Jan. 30, 2017 LI
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»The middle market was left behind

» HOA

HM Treasury

“Consumers without significant
Financial Advice Market Review . .
Fina roport wealth currently find it more
difficult to access advice or
support to meet their needs.”

- excerpt from final report

March 2016

/ LIMRA-LOMA. \
cure
P§eet1rement
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| ;*«» Regrets?

“The Financial Conduct Authority is
examining the possibility that commission
payments be allowed once again for
certain investment or pension products.”

Tracey McDermott
Acting Chief Executive
Financial Conduct Authority

. . . . . . ” MR -
Source: “Financial Conduct Authority considering return of commission payments, Rset?urﬁl
CLIICINC

* Financial Times, January 9, 2016 NSO L



NEW ADVICE MODEL
Forces & INFLUENCES ON CHOICE

Fee-Only Advisors Mlxed Model Commission-Based

Contact Centers/Virtual Advice |
Robo-Advisor

Influencers:
Family, Friends, Infernet, Social Media, B (ompany Websites — Web Searches

Medio/News, Advertising, Educational Programs [ s o Advertising, Cross Selling, Referrals

Personal
bias & ) D'lY |
experiences Online, Direct, Retai
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Historical Interest Rate Trend
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THE AGE DICHOTOMY

Competing for |




Millennials Drive the Sharing Economy

\ Task Rabbit

-
threadUP

Rather than buy,
Millennials share HEEI0Y LIMRA




Carpooling?

Need a designated driver? JlEI0] )\ [ERSIO)\Y | =T\ g | =l 24 =2

GET INSURED FOR AN HOUR (OR MORE) ON A FRIEND'S

‘S M LBO7 SEO

Download on th £10,000

4 App Storé

Borrowing a friend’s car?

Get insurance
only for the time

you need it!

TTVAY.



ON-DEMANE INSURANCE FOR THE

THINGS YOU LOVE

tly when you want = antirely fron

EASILY COLLECT DETAILS ABOUT YOUR THINGS
& PROTECT JUST WHAT'S IMPORTANT TO YOU




86%

CEOs who believe technology will completely
reshape competition in the industry or have a
significant impact over the next five years.

-Source: PwC's 20th CEO Survey



Insurance companies using Amazon’s Echo to

connect consumers with agents

“Alexa...

...tell Insurance Advisor I'd like
to find an agent in my area.”

...ask Insurance Advisor what total
vehicle loss is.”

...ask Insurance Advisor what types
of insurance Safeco offers.”
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My Points HEALTH SCORE (o=
" _— y °
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4.2
To-Do List Health Records Tracked
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o
Keep Earning
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8 Glasses a Day 10 Day Streakt “
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Take the Stairs Dot give upt
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Trigger Example

One trigger may create multiple possible offers depending on carrier
product availability:

Life
M;T;m"mme Child permanent life
education insurance

— Seclion 529 college
B funding plan
Spousal IRA
Voluntary benefit ife
event option

‘Wider lifetime
financial analysis

Social sharing
for lead gen and
viral growth

N Life.io.

Builds engagement

Identifies cross-selling
opportunities

Generates referrals from
friends and family

HEAPR



e U, i. 1,250 PTS —
M V'("d'{',” Hi, Errorsix r
VSOO528755

An exclusia program for john Hancodk e insuance austomens 2,250 PTS needed to achieve SILVER °'

“mm SETEPUERTED SETREWHRDED |

Complate VHR Review Vitality Age & Health Results Redeem Fithit Earn More Points
How to earn more points GETTING TO GOLD
Here are some of the simple
Increasing your Vitality status is easy with different ways of eaming points! things you can do 1o achieve a
We are with you every step of the way... Gold Vitality Status.
GOLD STATUS

vitality Check @ 7,000 points

BMI Measure 125 points

[Record healthy blood
pressune and ghicose
2,000 points

Complete 1 standard workout
each week for a year
. 1,040 points

Complete online nutrition
and well-being classes

500 points
O

SIVER STATUS
FreeTimeVER 1000 points 3,500 polnts
R P 250 points

’ ‘ Annual fiu shot and

Physical Activi dental screening
. v t\f . &00 points

Light workouts

Don't use tobacoo and
record a healthy BMI
. 2,000 points

Online Activity e
450 points :rlwy;ﬁ:: Review

Nutrition Courses

BROMZE STATUS

@

\

Prevention
Flu Shots 400 points

S & COMDITIONS  PRIVACY STATEMENT
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Transamerica launches
voice ID for their hel




Agents engaging with their clients via social media

‘_""\, Jennifer Ward
J.? June 30, 2016 - @&

2 4th Of July- Jersey shore weekend weather forecast! Please remember for
Jennifer Ward roadside assistance call 1300-ALLSTATE for our 24 hour service! Have a safe
(Allstate Insurance Agent) and happy 4th from the Jen Ward agency!!

hitps:/fiweather.com/weather/iweekendWUSNJ0374:1:US

Timeline About Friends Photos
* k *

DO YOU KNOW JENNIFER?

To see what she shares with friends. send her a friend request.

@ Intro "%\ Jennifer Ward
v une 30, 2016 - @&

i :A\genk <t Natale 4th Of July- Jersey shore wed

= Studied at Albright College roadside assistance call 1800

and happy 4th from the Jen
Add details about you to your -
. Add Defails

hitps:/iweather. com/weather/

Photos

ENAZN A



Top reason

consumers shop for
life insurance

cite life event

ENAPNA

Source: LIMRA 2011 Buyer Nonbuyer Study



“®1 million in coverage approved within 15 minutes...”

Simple./Honest. Human.

Look out for the people you love, even after you're gone.

"Quilt is fresh and user-friendly, but more importantly their service is extremely customer-focused." - Lisa from West Palm Beach

In partnership with Generation Life (a 50-year-old insurance company
that was recently acquired by Swiss Re), Quilt is targeting under-insured
population of millennials can have the coverage they need.

EEAZNA

LIVh



Ladder sold $100 million in coverage in first
100 days*.

“We’ve found that the faster
we get a quote In front of
someone, the more likely

they are to buy.”
- Jamie Hale, Ladder CEO

60% of its applications occur outside normal
business hours

* . . . .
only available in California - .’M

Source: Nearly 40% of adults don’t have life insurance — these startups are trying to change that, le
MarketWatch, July 3, 2017



Fabric — a new online platform offering

accidental life insurance

- . =
© — O — 0O  —
! | | | | |
| - S8 AM e e yaram _ .y 41 A -
c (3 & Fatric s [

{ { ¢
l‘;lbl'lC - y - > 4
Start with Fabric Instant Upgrade anytime to Fabric
‘ Premium

Get Started

Policyholders can ‘upgrade’ to a 20-year Term
Life policy, issued by Vantis Life

LIMAA




Get Life Insurance Payable to

Your Trust Fund, If You Need It
Tomorrow ldeas App offers
wills, trusts, and life
Insurance In all 50 states.

seeee ATRT = 9:41 AM

£ Life

$250 000 “We've created an easy-to-use
| phone app that lets people do
[insurance and estate planning]

together.”

- Dave Hanley, Tomorrow ldeas president/co-founder

Companles selllng on the app include: American General, Assurity Life, Banner
Life, Mutual of Omaha, Principal Financial, Prudential Financial, Protective Life,
Sagicor Financial and SBLI

@ PAY EXPENSES $50K
LIMRA
® REPLACE INCOME $200K le




Lapetus introduces facial recognition into underwriting

While traditional underwriting can take up to a month,
CHRONOS delivers more accurate results in seconds.

Combining facial analytics, biodemographic information and constantly evolving life event data,
CHRONOS returns the most precise and reliable scores available.

CHRONOS COMBINES
FACIAL ANALYTICS WITH
CONSTANTLY EVOLVING
BIODEMOGRAPHIC DATA

TO PROVIDE INSURERS

WITH MORE INSIGHT,
SPEED AND ACCURACY
THAN EVER BEFORE.

While insurance companies
have traditionally used
chronological age for

estimating lifespan,

CHRONOS provides a new,

scientifically proven
method of forecasting
mortality based on
estimates of the rate at
which someone is aging.

As no two people age at
the same rate, by taking
each user’s individual traits
into account, CHRONOS
provides more realistic and
reliable results.

YV

RA



7/ In 10 consumers say they would buy a
simplified life insurance product

Likely to buy life insurance priced without a physical exam

Very likely [N 21%

Source: 2017 Barometer Study, LIMRA and Life Happens .Li A Iq.}A




Why consumers are interested in buying a
product with simplified underwriting

Benefits of simplified underwriting: Appeal to consumers

Itis fast and easy Y 71%
It provides transparent explanations of risk I 67
classification and product pricing 0
It is unbiased and objective T 66%
It avoids the need for a medical exam I 649
It avoids the need to see adoctor [ 64%

It avoids the need for a face-to-face I 45%

conversation

m Consumers who felt the benefit was extremely or very appealing

Source: 2017 Barometer Study, LIMRA and Life Happens i-iM)A



Launched in 2015 — $5 million in sales

ﬁ MaSSMutual Goals v Products & Solutions Vv About Us Vv

FINANCIAL GROUP

() LIFE INSURANCE

Guaranteed Acceptance
Life Insurance

If you're looking for an affordable way to help your loved ones pay your final expenses such as funerals,
medical bills, or other consumer debts, guaranteed acceptance life insurance may be a good option for you.
Coverage is guaranteed throughout the life of the policy and your premium will never increase. The
MassMutual guaranteed acceptance whole life insurance policy provides a limited benefit in the first two
policy years. This protection helps provide you and your loved ones with peace of mind, knowing you've

taken the right steps to address your final expense needs.

Projected $30 million in 2016

LIMAA




HAVEN”fe GET COVERED RESOURCES ~ ABOUT ~ SIGN IN

Now Available in Massachusetts

If life insurance could start over,

this is what it would be.

GET YOUR FREE QUOTE

Buying life insurance
shouldn’t be a hassle

We buy our music and our health insurance
online, why not our life insurance?

At Haven Life, we believe that technology offers
an improved solution to the typically time-
consuming and confusing process of buying life
insurance

Our goal is to pioneer an entirely new way that
is easier, faster and just plain better.

Simple online process. Immediate decision
Great insurance

WATCH VIDEO




7"\ 000
Protective. SoFi 885

Life insurance
made easy.

Qualified applicants may be
able to apply online in about
20 minutes.

Up to $1 million in coverage
without a medical exam.*

g AT F. "t AL AN
Ll ' ,7". 1354 ,‘7 o
4 -’)‘h ?"
o R ol |

LEARNING CENTER CALCULATE COVERAGE SIGN IN GET A QUOTE

L » ! B
What you need to know about Not sure how much you'need? Use our Explore our affo‘rdabfetf'étes and see
Protective and term life insurance. calculator to help find the right amount. what we can offer you.

GET QUOTE

Up to $1 million term life insurance coverage through
online application with competitive pricing and no medical

exam for a majority of people under 40.

Ar
RA
|4



“Most people overestimate the change that will
occur In two years and underestimate the change

that will occur in 10 years.”
- Bill Gates, 1996
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