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What can you expect

Market leading
Multi-channel
DISTRIBUTION

Proven track record of delivering multi-dimensional metrics
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First Class Innovative & Seamless and Best-in-Class
TRAINING & comprehensive Efficient CUSTOMER PEOPLE
DEVELOPMENT PRODUCT SOLUTIONS Experience

Always Listening, Always Understanding
Always Delivering
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The story so far ... Consistent, Resilient Delivery

Year 2007 Year 2013
New Business

Cumulative Growth % / 1bn £m APE 7% 0.4, 13% 0.8, 2 . 1bn £ APE

2006 as base

0.5bnN £m nBP Market NB 2007-13 PCA APE 2007-13 1.5bnenep
240 -
220 - 5 PrL_JdentiaI
| Asia APE
200 -
180 - 5 | ~ GDP per
, | § . capita
160 - i 5 | |
| v v — . Insurance
| B MSCI Asia Market New
140 - Business
120 -
100 | | |
Year 2006 2011 2012 2013
US*T0Y Bond
2008 2009 2010 2011 2012 2013
e Lehman meltdown e Start of global recession e IndiaILP regulation  Eurozone crisis o US debt ceiling  Depreciating currencies
e CPFregulation changein ‘European sovereign debt crisis change e Numerous regulations in India Europe re-enters recession  ° High Inflation
Singapore e Licensi - Strengthening CPD requi t Continued low interest rat
. . icensing of agents in ® Strengthening requiremen FAIR’ introduced in e Continued low interest rates
* All'time low interest rates Indonesia iIn Malaysia ° Singapore e |[LAS disclosures in HK
e Takaful Operator Framework
Regulatory changes during the period "f'-?:‘r?"
INVESTOR 2014 Ssurce: szed on formal (Competitors’ results release, local regulators and insurance associations) and informal (industry J;\"“/;f
CONFERENCE exchange) market share data for markets that Prudential Asia operates in PRU DENTIAL
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Since then ... Economic and political noises continue

Obama's deportation machine
Tl]e Lagarde for president of Europe

ECOnOmist o sesmaen sacaer Military Coup - Thailand

The business-school bubble

Why handsome cyclists are speedier

The worldwide ' _. .' 4 Presidential Elections
Indonesia

s R Occupy Central
RNeones Hong Kong

IR AR

Why some people like risk

The . California on a roll
E c 0 n 0 n.l l S t Europe’s insane dimate policies

How vulnerable is The inevitability of financial instability

the recovery?

Beerometer: how ale sales explain Africa
i

1 L] -
HONG KONG'S FIGHT FOR FREEDOM IS A CHALLENGE TO CHINA Ch Ina los es |t5 a I Iu re

ikt Why life is getting harder for foreign companies

Juni 2014 |mvici |
Minggu """‘m’

All trademarks, copyrights and other forms of intellectual property belong to their respective owners. -
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Fast moving regulations

Distribution of key regulatory themes*

Regulatory
Convergence /
Authority
Industry
Development/ . INDIA

Strategy MALAYSIA
SINGAPORE
THAILAND
VIETNAM

_ | Key AML-CTF Themes:
Risk Management Enhanced DD

l Talwan
a High-Risk Customers / PEPs
’ Hong Kong Sanctioned Countries

3 » Vletnam %\ KYC - Beneficial Owners
Thailand 4 :
5 {\(’ Philippines | Complaints

- A2 \‘ Management
o> - CambOd' ‘/‘ Product Disclosure,
-l "‘ Sale & Marketing
Malaysia - Corporate
’ Governance

Product - Linked \

Data Privacy /

Customer
Mis-selling / Market Protection
Conduct
*For the last 12 months. "Regulatory Themes” are based on the understanding of the scope and coverage of the relevant regulatory changes or developments identified for the period.
Other regulatory themes pertaining to taxation, solvency, actuarial, etc., are not represented here
j (
mvEsToR 2014 *
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And... Thriving through volatility

20 consecutive quarter on quarter growth on CER

New Business Cumulative Growth %

/ Q1 2013 as base Q314 YTD
Annualised Growth vs LY
170 - Prudential Asia APE
160 - Ve 140
150 - |
140 -
US 10Y Bond
130 -
120 7%
110 - Insurance Market New Business
1 :
00 f ‘q/ ' MSCI Asia | |
Q113 Q213 Q313 Q%413 Q1 14 Q2 14 Q3 14
90 -
H1 2013 H2 2013 H1 2014 Q3 2014
® High Interest rates in Indonesia ® Rising Yuan threatening exports in China ® |ndia product regulation change ® Typhoon Rammasun causes $7b of damage
. : : : : : e across Asia
® Political unrest in Thailand ® US government shuts down for two weeks ® Major floods in Indonesia and Philippines
L . . : . . : : : : : ® QOccupy Central Movement in Hong Kon
® Dent in private consumption in Malaysia by subsidy cut ® Depreciation of Asian currencies ® |IFE Framework discussions in Malaysia Py J J
i Q! i i : . e - : : : ® |ndonesia and Cambodia pass new insurance
® ILAS disclosures & Bank’s’ suspension of sales in HK e Typhoon Haiyan in Philippines e Military coup leads to martial law in Thailand aws P
* GDP growth rates start to moderate ® India’s 2014 election ® Protests and controversy over Indonesian
® Dengue endemic in Malaysia election for President
Regulatory changes during the period -—,:;%
INVESTOR 2014 Source: Based on APE, WFYP or Total Premium depending on available information. Information is taken from ;’P‘\a;/;f
C titors’ Its rel , local lat di lations, and inf | (industry exchange) market shar ‘
CONFERENCE d:trg?oerIn?;?k;izl:hztrlejI?ua:jseentiC;fzszeelgoupir(;l:;;’;l?n. Insurance associations, ana intormal (INAdustry excnange arket snare pRUDENTIAL

New Business is annualised to ensure that each quarter growth on a cumulative basis is comparable 6 # [E {% 15,111.'. £ B



Diversity IS our unique strength

APE

2014

2009

SG,
17%

Diversified
Geography

Qi

Multi-Channel
Distribution

Comprehensive
Product Solutions

Linked,
26%

Par,
38%

vt 2014

2009 Excludes Japan and Taiwan agency and is for full year
2014 represents YTD Sep
Figures on actual reported exchange rate

-
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?,

PRUDENTIAL
% E £~ 6 & H



Established go-to-market capabilities

| Average per month
Operates 13 businesses

250,000 policies issued
N P

Policies

Highly Trained Financial Advisors 161,000 new customers acquired
N
-l 376,000 calls attended
egic Bank Value Driven Bancassurance Model
rs 1,000,000 website visits
11,000 Active
bank branches |
15000 Comprehensive Customer Solutions 20,000 agents recruited

Staff

103,000 claims processed
Efficient Operational and Servicing

Capability £172 million APE

s
INVESTOR Note: Results are for YTD Sep 2014 ;";\,;J/‘f
CONFERENCE 2014 t t ’ . PRUDE lil TIAL
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Powerful Asian franchise

Leader in Asia with wide footprint in the right markets

Indonesia Hong Kong
Market Share: 27% e Market Share: 13%
Rank: 1 -

- - Rank: 3

Rank: 1 0

B
Z (8(.)4[06/06; Rank: 8 5
Singapore

Market Share: 24%
Rank: 1

Market Share: 19% ~
Rank: 1 (Private) A

l Taiwan
(15.5%)
Hong Kong
(11.8%)

Malaysia (incl Takaful)

Vietnam

Market Share: 21% (0.6%) Market Share: 12%

Thailand Shiliooi
Rank: 1 (3.8%) (L2 Rank: 2 (Foreign)
Cambodia Cambodia
(0%)
Market Share: 68% Malaysia Market Share: 1%

(2.8%) Singapore

Rank: 1 Rank: 13

Korea

Philippines

T

Market Share: 14% Market Share: 1% PP
Rank: 2 | - | | Rank: 18 'f&.y
(Figures in brackets represent Life Insurance penetration) —
Source: based on formal (Competitors’ results release, local regulators and insurance associations) and informal (industry exchange) market share data submitted by LBUs
>,
1. Market Share data based on latest available market share information o 270
INVESTOR 2014 2. Based on New Business Weighted Premium basis 5. Malaysia includes PAMB and PBTB b4 \"“/;;
CONFERENCE 3. Philippines based on weighted new business premium, gross of reinsurance 6.  Cambodia based on Gross Premiums PRUDENTIAL
4. China ranking and market share among foreign / JV only 9 7. India ranking and market share based on private players only
8. Penetration: Premium per GDP Source Swiss Re 7 E & i 5= H



And superior brand strength

Brand awareness

Top
Declle

IN 5 of 7 Sweet Spot Markets [ m—,
Bringing the LISTENING brand to life by
UNDERSTANDING customers’ needs
and becoming part of their lives

Making lasting impressions

When you tell me you need help,
I understand.

Recovering from iliness demands strength and determination. That's why lam with my
clients every step of the way;, listening to what they need and supporting them throughout
their recovery.

[ am Prudential

]‘-’.:‘I.';.fl;‘ ‘|r|'||:|

Financial Consultant -

sl PRUDENTIAL?
r7)

prudentialcorporation-asia.com Always Listening. Always Understanding.

INVESTOR 2014 Sweet Spot Markets includes businesses of Prudential in South East Asia plus Hong Kong
CONFERENCE
10
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Doing more of the same

Consistent strategy drives delivery

T

REASONS TO BE A PRUDENTIAL FINANCIAL CONSULTANT

Innovate & refresh Strengthen agency scale and gquality

Product Solutions; Enrich customer

Optimise value from strategic bank partners experience and

‘Value and . .
Volume’ | - services delivery
Explore emerging opportunities in new markets
SUSTAINING persistency over economic cycles | E"Mcy
ENHANCING expense position and optimising efficiency ﬁ.;“h—-‘
REINFORCING claims management platform -y
il
INVESTOR 2014 .
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Enabled by ...

Driven by Insights Leveraging Technology Differentiated Innovation

PRUCNE rovsss 7

PruBSN

vigator

poearand 4 Wﬁ“‘ﬂ“ﬁ Anda,
kadang l&'vih AV Anda et
SﬁSEWawE, Uandg bifa, mesimpan Takalia
o S@lalu ada
di Saat-Saat tevsulit.

§

Powered By Analytics

Compliance Mindset

Best-in-Class People

In-depth Enhance customer Embedded Focused &
Understanding engagement Creatlop of ada_p_tlve throughout the
capacity & agility i Accountable to
Data driven pursuit of Operational efficiency organisation _
"Demand Spaces" Deliver
il
mYESTOR 2014 PRUDENTIAL
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Executional Strength - Agency

Culture

Professionalism
F Performance
Profitability

SR - - ¥ I < k s o
o

3 | . .+ “Execution.

Powered by Analytics

Enabled by Technology -

o
¢

INVESTOR 2
CONFERENCE 2014 PRUDEIiITIAL




Agency: Effective agency management

20% 2% p.a +10%
#1

PRU’s Share of Established Market Market APE
manpower APE growth growth

In 7 Markets 309 13% 0.a. +37%

Manpower Productivity APE

Superior growth in f
manpower and _

r VI - .
productivity Growing Markets Established Markets Overall APE
(2010-2013) (2010 — 2013) (2010-2013)

Note: Prepared on CER basis; Markets where PruAsia operates in. Source: based on formal (Competitors’ results release, local regulators and insurance associations) and informal (industry exchange) market share data

Growing markets: Indonesia, Malaysia, Philippines, Thailand and Vietnam; Established Markets: Hong Kong, Singapore, Korea 'iﬁ‘:::\"?/
INVESTOR 2014 Excludes, India, China and Vietnam P -é//(,
CONFERENCE Market ranking share information based on latest available data. Market share for India and China are amongst J/V or foreign players pRUDENTIAL




Agency: No ‘one size fits all’

Differentiated agency structure depending on maturities and opportunities

Growing Scale Segmented Model Financial Advisor
- 0000000000000
e Recruitment e Selective recruitment e Selection and profiling
e Rookies activation e Segmented management e Career financial consultants
e (Grow core agency e Productivity growth e Comprehensive financial planning
e (General agency enables expansion e (Career development e Portfolio management

Training and Development
Performance Management
Analytics and predictive modeling

-
@)
L =
=7
g O
@l
>O
| -
al

Sales and Servicing enabled by technology

INVESTOR 39
CONFERENCE 2014 PRUDEIiITIAL
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Agency: Broader and deeper penetration

Over the last five years

2,000,000 pa

New cases

215,000 pa

New recruits

1190 »a

Growth In productivity

Powered by Analytics
Delivered through Discipline

INVESTOR
CONFERENCE

—
19/
2014 PRUDEIiITIAL
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Agency: Vietham
Expansion powered by analytics

Grow «l“- Nurture
e Optimise on-boarding via rookie metrics [1/30 3/60 5/90]* e Growing core through segmentation
e Thematic BOPs for recruitment e PRU Elite: Top tier producers
e Record recruitment — 9,500 attendees per month e PRU Champion: Top tier unit managers
e End to end On-boarding process drives activation e PRU Master: Top tier branch managers
e OB training and licensing % e Group Presentations For recapture and activation
=~ 1/3rd - 45%0 of APE

Rookies sells a policy in first 30 days contributed by Pru Elite

= 4X of rookie
Pru Elite Activity Rate

¥y 7
o Y | S
,; N/ / - P /
RUE iz -, PRU
, d:mh pPhuc dinh cao ’ | CHAMP lgN

ases / number of da '7'?‘“?3"
INVESTOR 2014 ;: geriod <‘or YTbD Q?]: goﬁ . ¥ ;;f
CONFERENCE PRUDENTIAL
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Agency: Singapore
Enhancing productivity empowered by technology

Sales Advisory HIGHLIGHTS

Recruitment LA

Ax

Training &
Development of Industry manpower growth

- amcun Corsae
& ¥
PRUDENTIAL fr About e job ws Traseing & Developmen: Success stones

A SEI APPLY RO
A . il
: P 'y ‘
- REASONS TO BE A PRUDENTIAL FINANCIAL CONSULTANT

mmmmmm

smpamall = Highest net manpower growth

Purtomuaace Bravers

2 LT
OO TSI & RI000%
" " 2 1 L3

______ =gl in industry since 2012

When yvou have questions about your
financial future. I have answers.

Whether it's saving for a home, protecting a new family or planning for retirernent,
1lowe discovering what people need and helping them find the answers.

I am Prudential

Lim Feng Sheng

Sex nsultant
Siny

f=tat!

Performance Engagement 1 . 4X

fon-asia.com Always Listening. Always Understand

PRUDENTIAL 7/

L of Industry productivity &

iPhone 6 Update

0 It isnt simply BIGGER,
FA Services it's BETTER i every way.
' i

JONE] Da Not Upgrade Yet to 108 o It's IRRESISTIBLE. - - - .
. rouesdenttoome rIVI I l eSI I e e a.VIOu r
Agency Distribution] Prudssure
Rewards - Good Opportunity New iPher and iPhone 6
D55 viter Maintenance
fule

Morke

=,

— g
*M wth: Usi t ber of ts for YTD Q3 2012 vs YTD Q3 2014 QA
INVESTOR 2014 anpower gro sing as at number of agents for Q VS Q ;P\"“/;;f

** Productivity for regular premium business; Calculation assumes individual health policies for competitors are sold by

Agency channel (except Aviva) pRU DENTIAL

*** RP excludes premiums from in-force Shield business due to 2013 repricing exercise and changing age bands 18 3 3 {% g £

CONFERENCE




Executional Strength - Bancassurance

Value for both PRU and the Bank Our Strategic Partners

Effective, dedicated Multi-channel
MANAGEMENT DISTRIBUTION

Outperforming Market

Standard &

Chartered
H UOB

X E R 17T

-~ » SULIA
B €D Tranacrar
=
Best-in-class Efficient and customer ll
TRAINING focused OPERATION &
.
SUPPORT (J/1cIcI Bank .H
Tailored and Innovative and diverse Banca Growth Rate {
collaborative PRODUCTS 2010-2013 MARITIME & ‘
MARKETING & ( ) sank €
BRANDING
Note: Prepared on CER basis; Markets where PruAsia operates in. Source: based on formal (Competitors’ results release, ﬁ%[
E:IgXFEE%EI%% 2014 local regulators and insurance associations) and informal (industry exchange) market share data pRU S;&TIAL
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Local Bank: Thanachart
Rapid activation creating immediate value

- P e O s - If 1N \A\/i 1
Pre- Partnership & sexsiuis ' Partnership PRUDENTIAL &P Smssuna Win-Win Deliverable

+28% pt

aengoglolunauaenu

Loan Protection

7 aongo S .

T BUAU 50

i ;un;ounﬂ o Smlle Car
77 AunsooBda

% PuAunnd 6.

Car " ¢ . _
S s 8 som 12 0 e Smile Home Improvement in NBP
Home o i ial?
o Improved penetration 70%" Margin for Prudential
Shonbey.
savings

Day 1

Distribution readiness Longer Pay

e Market leader in Hire Purchase
segment

+30% pt

Improvement in fee
« Medical Endowment income for TBank®

o Savings and Protection Focused

e Very short pay products

Efficient Iimplementation

-

T
INVESTOR 1. Hire_ PL.Jrchase Penetration Rate :’;c_.pf
CONFERENCE 2014 2. Period: YTD Q3 2014 . PRUDEliITIAL
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Regional Bank Partner: UOB
Sustaining profitable growth leveraging analytics

.H.|.|.EEOEE -ﬁ Consistent Delivery

e Regional partner since 2010 in 5 markets

Significant Outperformance INSURANCE
| | o | APIE $3.9x Take the next step to protect your
e Strong collaboration with fast and efficient implementation Parnership ' loved ones and be rewarded.
starte 3.9x @
i 2 H
e Dedicated sales management and back-end support i 2.6x Ay B
1.0x | 1.2x 9 _‘J *L E
e Expanded to Business, Commercial and Private Banking | | | | i i A T
Yr O 0 Yr 1 Yr 2 Yr 3 Pur:hu:;;:lnaumpnﬁnyt:-c:::l;uﬂ mnlvnunnﬂ:::hwlngyf‘u‘: .
o Diversified product mix and deeper customer penetration “ I 5 E
Driven by .b ﬂn e leoale Sarwing St g Colaey 3
o Comprehensive contact strategy PLUS, receive sdditions 5350 shopping vouchers* when:
PREIN & [orstecil w BT 2, T

o Activity? Productivity*
o0 Enhanced repeat sales activity $2.4X $1.5x

Promation ends 31 July 2013, while stoecks last®,
Speak to a UOB Personal Banker today for more information.

0 Leveraging data analytics to drive further penetration

XERT

mosry UGB
O,
_
INVESTOR 2014 1. Average Case Size ;"; \f—p f
2. Includes cases per manpower, conversions and other activity drivers /
CONFERENCE

PRUDENTIAL
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Global Bank Partner: Standard Chartered Bank
Unparalleled success In a unique partnership

Standard /) -
Chartered 8 PRUDENTIAL Long Term Value Proposition
e All 11 markets operational by 1 July 2014 e Integrated 'Insurance Proposition'

e Successful implementation for India and Indonesia o Customer analytics to deepen penetration

e Technology-based solutions engage customer / sales force

e 2H 2014 business plans developed and implemented experience

e Step change with consecutive record months e Dedicated service line / platform for bank customers

e QOutperforming stretched targets

Standard g
Chartered &Q

e Alignment and engagement across both organisations at all levels

T

i r r -_.‘-:_-,:_; _'iq L.
3 g " WBe 100% prepared¥

% ¥ with advance investment'
% and insurance planning

i

B o 000 15555 | e T — How ab uransurance coverage?
a +
Does it give your fal_&‘& @omprehensm Detjosy?

--------------------------

o o k| 1

A Truly Strategic Co-operation ™

R e R R

INVESTOR ()14 CRULELITIAL

22 % E R 8= H




Executional Strength — Product Solutions

Holistic solutions to meet customer needs HIGHLIGHTS

2010 2014 e Product solutions tailored for ‘all seasons’

S e Balancing interests amongst stakeholders

e Nuances of drivers differ by country

— Customer needs

Protection Protection Investment

Investment Linked

Linked _
— Regqulation

— Market sentiment

— Shareholder risk

— Market specific

T
INVESTOR 2010 for full year 3 "':Z:f
CONFERENCE 2014 JO14 for YD 05 . PRUDENTIAL
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Innovative and comprehensive product solutions
Meeting customers’ life stage needs

. Married with young Married with . Innovation
Young & Single Young Couple children grownup children Retirees Index
Life ]
Stage : | ; M
; PRUSENTIAL PRUDENTIALT/ |§;; PR Eﬁ-‘rm _ o
Sommmmene you :Ea[ - ioc%guglrd You've given them = 2 5%
PRUSave ﬁﬁfjﬂ P—— i " e ‘ your home and tamily : > ] 0 ‘{?--_.
f'p;'::ﬂ —_— e —— PRUMOTtgage refund premier JOUT THAme _NO ) 8T APE from new
o i By - them the advantage of
Y o i T roducts’
0 - a lasting leqacy. P
C }J \ - / 4’.: [& (& "
- 9 Y il
— , iR S PRLDENTIALTY
= _
B FA il > 25%
7 A A1 e ol
= [I [I 5 or NBP from new
g T'RUlfrdl\'liR:if\\l.Vz‘\.N—%\GE OPTIMUM p rOd u Ctsl
@
o 100% Refundable Tl S
Crisis C
e Ak :IS R T H .I_ife's Uncertainties > 2 O %
your RFEMIUM wil be wasted S S e S S .
e || PR sy s > Growth in new
pemommATIinn || e ' = CUStOmer52
. s .. .
Home purchase / Mortgage ins / Kids higher edu / Post retirement
3 Target savings / Pure protection / Education savings Mortgage Ins living
Q . - . .
Q Wealth creation Wealth creation for Retirement accu / Health care / Medical expenses
long term Health ins Retirement planning /Estate planning

INVESTOR 2014 ; E\r{oggit; I:)lj?rc]:(;\izd over the past 24 months ?3}(‘
CONFERENCE PRUDENTIAL
24
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Delivery driven by differentiated value proposition

Before 2000s

High prevalence

of spread
products

" °

1990’s to
2000’s

e Low levels of
nrotection

e High degree of
regulatory freedom

e Introduction of
linked products In
Asia

Today

—

Catalysts °
for change

Products more
comparable

Tactical products to

. . . gain market share
e Financial crisis

e Shifting focus to
protection

e Sustained low
Interest rates

Greater visibility of
Investment returns

e Risk Based Capital *
frameworks

e Heightened
regulatory focus on
consumer
protection

)

Now / Future

e Success driven by:

o Precision in matching
solution to customer need

0o Level of value-added service
o Brand values

o Investment performance

s e I
A = 5

I

PRUDENTIAL

Core Value Proposition
Product Solutions Strength

INVESTOR

CONFERENCE

2014

25
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Executional strength - Customer Experience

Customer Offer

ldentify &

Prioritize Strategy

Opportunities

driving ...

Key to differentiation

ACQUIRE M | RETAIN Business
new-to-compan - ENGAGE RECOGNITION/ existing AC’[iOﬂS
customers UP-SELL with existing customers \VlLN'BACK customers

2 million 12. 7 milion 20.1 miltion

New Customers’ inforce Customers® inforce policies’
s
INVESTOR 1. Average 2m New customers a year since 2010 A ;:p ((f
CONFERENCE 2014 2. As atYTD Q3 2014 PRU[;PEIiITIAL
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Always Listening

e
Customer Satisfaction Program Customer Insight Community

e CSAT Program introduced in 2013 e Istinsurerin Asia to use digitally enabled customer panel to seek
customer feedback

e Region-wide approach; adaptable by local businesses

e Ensures we develop relevant, transparent and appropriate products

e Organisational discipline to discover drivers of customer and services
satisfaction and loyalty

e 5,000 customers participate in “Pru For You”

e Consistent, systematic and holistic approach _ _ _
e [Feedback obtained on customer segments: different demographic

backgrounds and channel/product experience

e CSAT strives to achieve customers point of view
— Customer experience (touch-point) delivery survey
— Competitive benchmark survey

Product Customer Purchase Servicing
Development Segments Behaviour Preferences

e.g. propositions, features, e.g. VIP, e.g. decision process, e.g. online policy
services Mainlanders online activity services
CUSTOMER ||
SAT I S FACT I 0 N _-m e “;.a:i?f.":?;::l ~
What your customers — AT s o
think about you. - - e = e HEHES
el s m S s S, .
=
s
INVESTOR 2014 P2y
CONFERENCE PRUDENTIAL
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Always Understanding

Analytics Expertise

e Regional leader in using data to drive value

e Segmentation, profiling and propensity modelling

e |eads (re) assignment

e Optimising leads performance

e Customer behaviour insight

e Persistency and claims data mart

Customer
‘ ' Value S
Analysis ’

Prudential Data] L External Data J

Interaction Management

Channels

LDM/TM] L Banca ] LAgency] | DigitaIJ

-]
Value Added Service

e Background
0 Increasing medical inflation in Singapore
o Prushield Customers currently utilize Govt Restructured Hospitals
o0 Customers calling customer-care for inquiry and assistance

e Pru heath care Assist: A first-to-market medical helpline manned by
medical personnel and exclusive to PRUshield customers

e Access to PRU Shield policy benefits, medical & hospital information
via dedicated hotline

PRUhealthcare assist \

;
1800 534 3333 NSRS . LR N
e e e, ! = o o =5 S ST SRRl o et nd g = Dot DENTIALS S
s e wrih - . - With PRLIckieid wes st unk covar e we CoveT pour qusSthoe o a &
F=mmee 2 = Ce Dbl Lol bt e T L e e e e S e ey i
SricE : i T S s "-gim.-.' e
= 5 : E e E e £.ﬁ§§?§=ﬁ@£_ _, .__,.ﬁgﬁ.'._f.m e

vt 2014

28
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Always Delivering

Connect Insights
...

Empowering distribution
end-to-end sales support mechanism for distribution from

sales and new product launch to service and claims

New Customers Stay longer + Buy more
Sweet Spot Markets _ _
Customer Retention Ratio

18 _a,,,

Multi-Dimensional customer segmentation

Customers
g g’ provides tailored customer proposition and servicing
©
22 . . L
<. Continuous tracking and monitoring
~ g guantitative tracking tools monitor our brand
performance and marketing campaign effectiveness

|
Customer Loyalty
among our target audience

Customer Satisfaction

MEASURE CSAT results

New Business Sales

Always Listening. Always Understanding

y
Action planning ==
g workshop
| £1,544m : CL. "
) IS a distinct and strong competitive advantage
: ntroduced Customer
Service Council B Repeat B New
Customer Customer
PRUDENTIAL
% E R i =

Period YTD Q3 2014 unless otherwise stated

INVESTOR 2014 Sweet Spot Markets includes businesses of Prudential in South East Asia plus Hong Kong
29
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Executional Strength — Robust technological platform

Network Segmentation Secure Web & mobile Encryption - Defense
Cyber — Prevents threats from applications — Prevents In depth & emerging
6 . propagating costly data breach regulations
Resilience
Robust & secure infrastructure platform
Operatlonal Integrated, resilient and scalable telecom network
LTES Support

Regional implemented policies and procedures

IT Infrastructure

Strong business continuity programs

IT Security

Sensitive intrusion detection and prevention

0 Proactive &

Monitoring and Analytics (SOC) - How do we know If we are under attack?

Preventive
Process based Incident management to minimize business impact
Always On. Always Secure
INVESTOR 39
CONFERENCE 2014 PRUDEKIT' AL
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Executional Strength — Best in class leadership

Evolving from fit-for-purpose to

“FIT-FOR-GROWTH?” 100% Life business CEOs are

internally groomed

We provide Leaders with integration
support enhancing productivity in new role

" and -
understanding” ™ 90% Top Talent on SMT/
CEO succession plans

L

I am Prudential Iam Prudential Iam Prudential

We listen to our People to create a

“Winning Culture” through engagement v S ) s lo —— 8205 SMT sourced from
= A
SMT Retention Talent Pool Retention existing talent pOOlS
We have a strong platform to gain deeper 89% PCA LBU CEOs are of
Insights to make informed decisions Asian origin
High Performer Retention Local Asian
| | | 40 48% Talent pool are female
We drive a differentiated performance Nationalities
culture
1. Over the last 5 years .%%_:?f
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Well positioned to meet market evolution

Summary: o
‘ LT I.“..T

Platform is resilient amidst volatility and regulatory evolution

") .' L= 7

PRUENTIR

.|_ -
i dsdad " '

All wrapped around a robust risk and compliance framework T l

Distribution strengths built from execution oriented focus for delivery

Comprehensive product solutions with value over volume ethos

Enrich customer experience enabled by analytics and technology as a defensible advantage N

|5 1

..-:

I iCommittéd to
Invest and strengthen talent pool to ensure Fit for Growth Executional:Excellence

T

T
INVESTOR 39/
CONFERENCE 2014 PRUDEIiITIAL
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