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Key messages
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



On track to achieve 2017 objectives

Investing for growth, building for tomorrow

Right place, right time, right focus

Good strategic choices, well executed



Diversified Market Participation Advantage
Breadth and depth of operations
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• In Asia since 1923 

• 14.6m life customers1

• Top 3 position in 9 out of 12 life 
markets2

• Leading Asian asset manager with 
+20 years operating history

• £115bn funds under management1

• Over 13,000 employees3

1. As of September 2016.        Top 3 ranking as of FY15. India is #1 private insurer.  
2. Based on HY16 or the latest information available. Sources include formal (competitors results release, local regulators and insurance 
associations) and informal (industry exchange) market share data. Ranking based on new business (APE or weighted FYP depending on 
availability of data), excluding Korea. Prudential announced on November 10th to sell Korea Life insurance subsidiary to Mirae Asset Life 
Insurance Co. The transaction is subject to regulatory approval. 3. Number excludes employees from China and India JVs. 4. Licensed 
Representative Office. 

Population: 3.5bn
GDP: US$21.7trn
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Our Geographical Coverage Advantage
Compelling long-term growth dynamics

Significant mortality protection needs4

1. Source: United Nations Department of Economic and Social Affairs Population division (2015) World Population Prospects. 2. Working age population 15-64 years. 
3. Source: Investment Company Institute, industry associations and Lipper as of 1Q'16. Datastream as of Jun 2016.  4. Source: Swiss Re reports. 

Protection
Gap 
73%

Insurance
19%

Savings
8%

+$100k protection gap per working 
person with dependents

Mutual fund penetration rates3Growing working population1,2

12%

75%

96%

Asia Europe US

FUM as % of GDP

2015 2030e

+178m
Working age 

population



Unique Two-pronged Business Model Advantage
Customer lifetime value beyond Insurance 

Q2

Q4

Mortality & Health
Protection Gap & 
Savings Solutions

Emerging 
Middle 
Class

High Net 
Worth

Mass 
Affluent

Mass 
Market

Mortality & Health
Protection Gap & 

Savings/Investment 
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Investment 
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1. Source: IMF and internal estimates.
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Scale and Leadership
Advantaged platform for sustainable growth

1. Source:  Swiss Re reports. Numbers are on a constant currency basis. PCA numbers are based on life weighted premium (10% single + 100% regular premium).
2. Source: Asia Asset Management – Fund Manager Surveys. Based on assets sourced in Asia ex-Japan, Australia and New Zealand. Ranked according to participating firms only. 

PCA Growth Platform 

>500,000 agents

Direct access to 
>500m people

Comprehensive 
product solutions 

for all seasons

Active in 10,000 
bank branches

Strategy: 

Where is value being 
created today vs. in the 

future? How well is it 
being managed?

Execution: 

How to drive meticulous 
execution of the 

strategy?

Retail: Global, 
local, private, 

banks, Securities 
companies, Sales 
force, Platforms 

Institutions 

PCA’s Life 
customers

12%

11%

13%

16%

Industry = 11%

Life premium CAGR 2005-151

PCA footprint

ASEAN

Greater China

PCA growth = 15%

+1%

+5%

+4%

Customer retention 90%; >80% brand 
awareness (avg. 93% in top 4 markets)

Over 20 years industry experience for 
senior management team on average

#12

#5

#3

#4

#1

#1

2010

2013

2016
Retail

Institutional

Ranking of Top Fund Managers2



2.0

16.3

9.0

5.5

(0.2)

26.2 26.2

79.1

115.3
52.9

36.2

A Growth Franchise
Growing base driving future earnings 

Q2

Q3

Q4

1. Actual exchange rate   2. New business contribution 2006–H1 2016   3. Comprising expected return on existing business and operating variances
4. Comprising non-operating variances, exchange movements, intra-group dividends and other transfers from net worth

Eastspring - Total Funds under Management1

(£bn) (£bn)

Life - Embedded Value1

EV
2005

EV
H1 2016

New 
Business 

Contribution2

In-force
Business 

Contribution3

> 8x

FUM
YE 2005

FUM
Q3 2016

Net
Flows

Market 
movement

& other

> 4x

Other4



Multiple Earnings Levers
Flexibility to ride through exceptional effects in any one market

1. Comparatives have been stated on a constant exchange rate basis. 2. India and Korea. 3. Excludes margin on reserves, acquisition costs, admin expenses, DAC amortisation and costs deferred. 4. Includes Japan, Korea, Hong Kong and Taiwan.

2010

2015 Insurance
Margin

Eastspring
Profit

Spread
Income

Life Fee
Income

Shareholders' Return
& With Profits

2005 2010 2015

Greater China ASEAN Other
2

Source of APE1, £m

Diversified

Source of Earnings3

Resilient Scalable

2010 2015 9M16

Life fund North Asia
India and China South East Asia

Source of FUM1, £bn

4



Rise of China
Our geographic expansion

Citic- Pru extensive geographic reach in the right place3

BEIJING

SHANGHAI

GUANGDONG

1. Source: The Economist Intelligence Unit. 2. High-income consumers refer to individuals with a  grey income-adjusted disposable income of above Rmb200,000 per year at 2015 constant prices. 3. As of October 2016. 4. Source: Company annual reports. 5. Source: China National Bureau of 
Statistics.

HONG KONG

Annual Disposable Income Per Capita Distribution1
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Citic-Pru Co. A Co. B Co. C Co. D

2005 2015

50% 50% 100% 25%27.5%

Access to:

70% of GDP5

60% of Population5

14

33

65

2005 2010 2015

PRU: Number of Cities

37%

10%

53%

55%

7%

20%

3%
15%

2015 2030

High (>Rmb200,000)

Upper middle
(Rmb67,000-200,000)

Lower middle
(Rmb13,000-67,000)

Low (<Rmb13,000)

Coverage of Top 5 Foreign Insurers in China4
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Closer Look at Guangdong
Proxy for wealthy eastern seaboard

GUANGZHOU

DONGGUAN

ZHUHAI
SHAOGUAN

FOSHAN HUIZHOU

JIANGMEN

QINGYUAN

ZHONGSHAN

PCA footprint

SHENZHEN

1. Source: CIRC. Gross written premium for Guangdong excluding Shenzhen. 2. Source: World Bank. United Nations Department of Economic and Social Affairs Population division (2015) World Population Prospects. Swiss Re reports. Guangdong Bureau of Statistics. Prudential estimates. 3. Source: China National Bureau of 
Statistics. CIRC.

309 395 859 1,104 2,858

HK Thailand Indonesia Guangdong UK

2015 2030eGDP (US$bn)

10%

GD GDP in 15 years will be larger than UK today2

8%

of China’s GDP

of population

76 81

101

121

70

104

2012 2013 2014 2015 HY15 HY16

+17%
CAGR

+48%

Life insurance penetration remains low in GD3

0 5,000 10,000 15,000

Yunnan
Guangxi

Nemenggo
Tianjin

Jilin
Chongqin

Jiangxi
Shanxi

Shenzhen
Fujian
Anhui

Shanxi
Hunan

Liaoning
Helongjiang

Hubei
Zhejiang

Shanghai
Hebei

Sichuan
Beijing
Henan

Shandong
Jiangsu

Guangdong

£,m

PCA Footprint

Gross Premium by Province1, 2015

Life premium growth in GD accelerated 1

1.7% 1.7%

1.9%

2012 2013 2014

Life premium as % of GDPRMBbn



CITIC-PRU China
Accelerating value contribution

 Awareness 
o 懿玖 – mobile insurance service platform 

 At Sales 
o 信易通 - fully integrated mobile ePOS: 

100% agency e-submission

 Processing 
o Business process re-engineering:  

100% auto processing, 69% auto-underwriting

 Customer Care
o Claims submission and settlement via WeChat:  

‘A’ rating for Service Assessment 

Driving Quality Growth Making it Easy Customer Experience

+73%
in active agents*

85%
RP in Bancassurance*

CUSTOMER-LED   
SOLUTIONS

Insurance + Health Management

 Health Management - health 
screening, online advice

 Product Solutions - expand and 
upgrade coverage

 Customer Care - access to top 
medical institutions

+71%
H&P sales growth*

 Building an Active Agency 

o Analytics based recruitment and offerings

o Expansion of General Agency management

 First mover transition in Bancassurance

o Regular premium protection propositions

o Insurance Specialist deliver customer solutions

 Best-in-class Enterprise Risk Management

Source: (*) Prudential, internal data based on H1 2016 (vs. H1 2015, where applicable)



Health and Wealth fuel demand

 Market leading multi-distribution platform

 High performing agency force 

 Optimising partnership with Standard Chartered Bank

 Innovative and all-embracing customer solutions

 Trusted brand and business conduct

 Comprehensive and robust infrastructure for delivery

PRU Hong Kong
Insurer of Choice

Non Par &
Unit Linked

In
fo

rc
e 

EE
V*

H&P

Par

Local

MCH

Agency

Banks
Others

Savings & 
Protection 

83.1%

PHKL APE Distribution by Product*

Critical 
Illness
13.1%

Savings 
with 

Protection 
81%

Critical 
Illness
18%

Medical Care
0.7%

Others
0.4%

PRU Hong Kong
Advantaged platform for delivery

Savings 
with 

Protection 
78%

Critical 
Illness
17% Others

2%

Medical Care
3%

Hong Kong 
& Others

MCH

 Double digit growth^ reflects robust demand for insurance

 Longevity & health awareness: Drivers for retirement & health care solutions 

 Increasing wealth: Prompts asset diversification to protect against volatility 

 Purchase preferences: Similar to locals and MCVs 

 Regulatory emphasis towards market conduct and consumer protection

Source: (*) Prudential, internal data based on H1 2016
(^) in past decade 



Digital 1st:

 Awareness 

o Content marketing on social media - healthy 
eating and wellness 

 At sales

o mobile sales platform, take up rate >60%*

 Processing

o Business Processing Management - enhanced 
decision making and process flow

 Customer Care

o : comprehensive servicing platform

PRU Hong Kong
Advantaged platform for delivery

Making it Easy Customer ExperienceMarket Leading Distribution

CUSTOMER-LED   
SOLUTIONS

All-embracing customer solutions:

 Online  customer
engagement 

 For our elite 
customers

 “Preventive” 
healthcare

>1.6x
agent productivity 

higher than market^

+36% 
H&P sales growth
CAGR (2010-15)

+25%
IFRS profit growth 
CAGR (2010-15)

Source: (^) Pi Report by OCI; (*) Prudential, internal data based on H1 2016

 High performing Agency 

o Profiling recruitment & differentiated on-
boarding

o Award-winning training platform 

o Segmented strategy to drive scale and quality 

 Optimising bank partnership

o Increasing customer touch points 

o Broadening customer offering 

 Suitability for sales force



The place to be PRU Indonesia
The leading insurer

 Strong fundamentals intact, most attractive in ASEAN 

 Past growth due to favourable conditions, penetration remains low 

 50% of population below 30#, digital savvy and expect ease of service 

 Next decade: +90m to consuming class#, and more demanding 

 Government / regulator ambition for financial inclusion

 Pace of regulations

 Integrated risk based supervision, consumer protection 

 Strengthen Syariah financial service sector

PRU Indonesia
Building on Success

46%

23% 23%

8% 8%

Singapore Malaysia Thailand Philippines Indonesia

Insurance assets to GDP of ASEAN – 5 Countries#

Prudential Agency Franchise*

 #1 Conventional & Syariah

 400+ agency offices 

 160+ cities

 80% customers outside Jakarta

 Widest footprint for customer reach 

 Scalable operations infrastructure 

 Service delivery as competitive edge 

 Building #PrudentialSyariah 

 Brand dominance 

2.7x
size of #2 ranked player^

Source: (#) External Data source: Indonesia Financial Services Authority, IMF, CEIC Database (2014 data), 
(*) Prudential data based on H1 2016; (^ )Agency New Business Share based on AAJI statistics

ASURANSI



CUSTOMER-LED   
SOLUTIONS

PRU Indonesia 
Building on Success

Making it Easy Customer ExperienceScale Distribution

Integrated solutions fit for customers:

 #PrudentialSyariah - motivational  
seminars, marketing campaign 

 PRUcustomer friend - enhance 
servicing model 

 Expanding protection & medical offering  
(Protects You when You Save)

+5%
improvement in 

agency productivity*

Operational Capacity:

 Awareness 

o PRUforce: fast and effective recruitment and 
tracking, +90% time savings to onboard

 At sales 

o PRUsmart: mobile POS, +50% time savings 
from receipt to issue

 Processing 

o Business transformation, +40% underwriter 
productivity improvement

 Customer Care

o PRUaccess - web based 24/7 servicing

+26%
IFRS profit growth
CAGR (2010-15)

+29%
renewal premium growth

CAGR (2010-15)

Differentiate to accelerate growth:

 Reinforce mass agency recruitment 
infrastructure for scale 

 Themed recruitment for target segment 
growth (professional sales, millennials) 

 Enhance platform for core (PRUElite) 
agency - onboarding, training, compensation 
and performance management

Source: (*) Prudential, internal data based on H1 2016 (vs. H1 2015, where applicable) 



 Total solutions
o Medical 
o Protection
o Savings & Retirement

 PRUshield is NHI-aligned

 Health & wellness forums

.

 Making it Easy

 Digital tools

 Customer-led

Holistic platform guiding customers towards adequate protection

AWARENESS

CLOSING THE 
PROTECTION GAP

SOLUTIONS

ENABLERS

AWARENESS

CLOSING THE 
PROTECTION GAP

SOLUTIONS

ENABLERS

Streamlined 
business processes  

 Making it Easy
 Customer fact-finding tool
 Interactive needs-based analyses 

 December 2016 launch

 Aligned with Bank Negara 
goals

+1.25x
H&P APE CAGR 

2011HY - 2016HY

 Protection-linked plans

 Health Screening Campaign

 PRUlife partner Joint-life cover

 PRUambassador for advice & 
peace of mind in times of need

PRU Singapore and Malaysia
Protecting You Always

+41%
Protection Sums Insured 

for new policies*

Source: (*) Prudential, internal data based on H1 2016 (vs. H1 2015, where applicable) 



 one-door service at GA

 uplifted 97 GAs service standard and office configuration

 customer portal rebuilt empowering customers to access,  
amend and interact Anytime, Anywhere

 automating & optimising end-to-end new business process 

 fast-tracked automation execution: Auto-underwriting, Call Centre 
System, Business Process Management

 process re-engineering 5S Standards, standardisation and 
improvement validation

 establish performance baselines and real-time dashboards for 
decision making

Transforming operating model for efficiency

Business Processing for enhanced customer serviceTransformation to support profitable growth

 60% policies automatically underwritten

 28% growth in H&P sales

 59% increase in APE from PRUElite

PRU Vietnam and Philippines
Making it easy for service excellence

 47% TAT decrease, receipt to issuance 

 32% TAT decrease, end-to-end NB process

 49% increase in encoding productivity 

 20% increase in underwriter productivity 

Source: Prudential, internal data based on H1 2016 (vs. H1 2015, where applicable) for Vietnam; data for Philippines based on Q3 2016

New  GA

Old  GA
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33.6 36.3 36.3 40.1 44.1

38.9 42.0 46.9
52.6

57.010.0
10.9 11.2

12.2
14.2

End of Q3 2015 End of Q4 2015 End of Q1 2016 End of Q2 2016 End of Q3 2016

Third party Asia life UK/JNL

82.5

115.3

89.1 94.5
105.0

382 

1,028 

(54)
(328)

576 

Q3 2015 Q4 2015 Q1 2016 Q2 2016 Q3 2016

Third Party non-MMF Net Flows1 (£m)

External flows turned positive in Q3 2016

Eastspring Investments
Record FUM from stable Asia life flows and recovery in external flows

Stable growth in FUM despite recent volatility

Funds Under Management1 (£bn)

1. Actual exchange rate.

+40% AER;
+14% CER



64%

73%
74% 66%

55%

62%

54%
57%

0%

10%

20%

30%

40%

50%

60%

70%

80%

90%

Dec-08 Dec-09 Dec-10 Dec-11 Dec-12 Dec-13 Dec-14 Dec-15 Oct-16*

Eastspring Investments 
Uplift in Performance as Value Style Rebounded

1. Proportion of funds (based on 50% No. of funds + 50% FUM of funds) exceeding benchmark or peer median over 3 year rolling period. Funds with no benchmark and no peer ranking are excluded from aggregate score. There could be funds where the investment objective is not based on outperforming benchmark or peer and 
these funds’ success will be measured based on other appropriate objectives. For benchmark oriented funds, generally gross investment returns are used but if not available, NAV Gross or NAV Net returns (in this order) will be applied. With effect from June 2012, money market funds were excluded from the score calculations and 
this change was not retrospectively applied. *October 2016 performance result is preliminary.

Percentage of Funds Outperforming Over 3 Year Periods1



Eastspring AXA Investment JP Morgan Asset Franklin
Templeton

Manulife Asset Schroders UBS Global
Asset

Mirae Asset

Top Retail Managers in Asia1

#1

#1 in Asian Retail Assets

1. Source: Asia Asset Management September 2016 (Ranked according to participating regional players only). Based on assets sourced from the region, excluding Japan, Australia and New Zealand as at Jun 2016. 

Eastspring Investments
Strong Retail Positioning vis-à-vis Regional Competitors



 Diversification and higher returns in low yield environment

 Team of 5 awarded capital commitments of USD 1.2 billion

 Invested in power plant and water fund projects

 Finalising arrangements with IFC on investment into 
infrastructure debt fund

Infrastructure 

Expanding Investment CapabilitiesAttracting Investment Talent

Virginie Maisonneuve Appointed CIO

 Responsible for the management and investment 
performance of all of our investment offerings 

 30 years of global asset management experience.  Most 
recently Managing Director, Chief Investment Officer of 
Equities at PIMCO.  Prior to this, Head of Global Equities, 
Director and Portfolio Manager for 10+ years at Schroders

 Portfolio Manager at a number of asset management firms 
and one of the first to launch a China equity fund in the US

 Strategic hire fits with ambition to grow investment 
capabilities and leverage best talent in the industry

Eastspring Investments
Progressing Strategic Growth Initiatives
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Digital By Default
Leading since the last millennium

2004

Singapore Life goes live 
on its first generation e-
submission solution

Singapore digital 
development centre 
established

Online customer 
panel “PRU For 
You” launched in 
Hong Kong

2014
2010
Launch of Asia’s first 
mobile App for an 
insurance company. 
“What’s Your 
Number”

2010-2013
Common web analytics 
platform for channels.

Cloud based regional HR 
system live.2004-2010

First generation 
E-submission rollout across 
key markets.

2010 2015

2012

2015-2016

Data center 
optimisation / 
virtualisation

Cyber / IT Security 
Program

“PRUone” Digital sales tool launched in  Hong Kong & Singapore
“PRUforce” New agent on boarding process in Indonesia
“PRUsmart” E-submission and  integrated communication platform in 
Indonesia
“PRUwayPlus” Streamlined new business processes in Malaysia
“ePrudential”  Online purchase platform in Vietnam
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First to offer innovative DNA-based 
health and nutrition program

+200 million people
everyday 

receiving life-
saving info on 

Natural Disaster & 
Road Safety

Nationwide protection 
for poor families in 

Vietnam

2.9 billion
VNĐ claims paid to 

date from parent 
road death; 
benefiting > 

1,500 families

Safe 
Schools 

+70,000 children 
trained to be 

disaster resilient in 
Cambodia, 
Indonesia, 

Philippines, 
Thailand & Vietnam

Focused sponsorships 
for healthy lifestyle

Holistic well-being 
for our people

15,000 households
provided with free 

protection product in 
Malaysia

Making an Impact with our Wellness Initiatives
Spectrum of innovative peripherals to differentiate core propositions

Fitness

Increasing Wellness

Awareness Education Growth

Full Report
• Your DNA results on 

diet & fitness
• Action items

Phone consultation with 
dietitian
• 30 mins free phone 

consultation to review 
results and provide 
personalised 
recommendations

Chat on-demand with a 
dietitian
• Real-time online access 

to nutrition experts
• Mobile health coach

Mobile Application
• Set your goal
• Diet recommendations
• Track your progress

Health & wellness 
online forum for 
our customers



1. Comparatives have been stated on a constant exchange rate basis. 2. Excludes Taiwan agency and Japan. 3. Life weighted premium = 10% single + 100% regular premium. 4. Source: Bloomberg. 

Winning in Asia Today
Strong track record through cycles
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Winning in Asia Tomorrow
Ticking all the boxes of Tomorrow’s Winner

Today’s Advantage Incubating for Tomorrow 

 Markets with compelling long term growth 

 Dominant scale and leadership

 Diversified portfolio & multiple earnings lever

 Unique two-pronged business model

 Proven execution capabilities

 Accelerating in China

 Capitalising on our advantages in ASEAN

 Narrowing Protection gap

 Step-change Eastspring

 Innovate to enhance core propositions


	Housekeeping�
	Slide Number 2
	�Group�Conference objectives
	�Group�Conference agenda
	�Group �Market context
	�Group �Clear strategy
	�Group�Significant growth opportunities
	�Group�‘Best in class’ franchises
	�Group�Capital allocation focus
	�Group �Significant capital allocation optionality
	�Group�Relative outperformance
	�Group �Absolute performance underlines intrinsic strengths
	�Asia�Significant growth runway
	�Asia�Compounding growth
	�Asia �High quality resilient portfolio
	�Asia�Delivering profitable growth
	�Asia�Central to Group prospects
	US�Capabilities aligned to significant opportunity
	US�Disciplined execution
	US�Delivering cash
	�UK�Pivoting to our strengths
	�Group�Well positioned to deliver across cycles
	�Group�Long term track record
	�Group�Summary
	Agenda
	Slide Number 26
	Slide Number 27
	Slide Number 28
	Asia�Structural drivers of demand and new business performance intact
	Slide Number 30
	Slide Number 31
	Slide Number 32
	Slide Number 33
	Slide Number 34
	Group�…with fast capital payback
	Slide Number 36
	Slide Number 37
	Slide Number 38
	Slide Number 39
	Slide Number 40
	Slide Number 41
	Slide Number 42
	Key messages�
	Diversified Market Participation Advantage�Breadth and depth of operations
	Our Geographical Coverage Advantage�Compelling long-term growth dynamics
	Slide Number 46
	Scale and Leadership�Advantaged platform for sustainable growth
	Slide Number 48
	Multiple Earnings Levers�Flexibility to ride through exceptional effects in any one market
	Rise of China�Our geographic expansion
	Closer Look at Guangdong�Proxy for wealthy eastern seaboard
	CITIC-PRU China�Accelerating value contribution
	PRU Hong Kong�Advantaged platform for delivery
	PRU Hong Kong�Advantaged platform for delivery
	PRU Indonesia�Building on Success
	PRU Indonesia �Building on Success
	Slide Number 57
	Slide Number 58
	Eastspring Investments�Record FUM from stable Asia life flows and recovery in external flows
	Eastspring Investments �Uplift in Performance as Value Style Rebounded
	Eastspring Investments�Strong Retail Positioning vis-à-vis Regional Competitors
	Eastspring Investments�Progressing Strategic Growth Initiatives
	Digital By Default�Leading since the last millennium
	Slide Number 64
	Winning in Asia Today�Strong track record through cycles
	Winning in Asia Tomorrow�Ticking all the boxes of Tomorrow’s Winner
	Slide Number 67
	Slide Number 68
	American Retirement Crisis�The Baby Boomer Retirement Wave is Picking Up Steam
	Seth Harris
	A Confluence of Trends 
	Flight to Quality
	Opportunities Measured by Advisors
	Flight to Quality
	Opportunities Measured by Product
	Flight to Quality
	Opportunities Measured by Performance
	Flight to Quality
	Opportunities Measured by Service
	Scaling the Opportunity for our Industry, and for Jackson�More than $16 trillion in assets across existing channels
	Slide Number 81
	Department of Labor (DOL) Fiduciary Rules
	DOL Industry-Wide Implications
	Broker Dealer Assessment of DOL Rule – Top 20 BDs
	Jackson’s DOL Preparedness
	Jackson is Well Positioned for DOL
	Jackson Defined�A long history of successful delivery to all constituencies
	Slide Number 88
	Slide Number 89
	Annuity Industry Trends
	Consistent Variable Annuity Volumes
	Strong Variable Annuity Net Inflows
	Separate Account Growth 
	Economic Backdrop
	Economic Value of VA Book Has Improved Over Time�As of 2011 Year-End
	Economic Value of VA Book Has Improved Over Time�As of 2012 Year-End
	Economic Value of VA Book Has Improved Over Time�As of 2013 Year-End
	Economic Value of VA Book Has Improved Over Time�As of 2014 Year-End
	Economic Value of VA Book Has Improved Over Time�As of 2015 Year-End
	Economic Value of VA Book Has Improved Over Time�As of 3rd Quarter 2016
	GMWB Cash Flow Stress Scenarios
	Reserves are Based on Conservative Return Assumptions
	From Economic to IFRS�PV of cash flows remains positive even using risk-neutral growth scenarios
	From Economic to IFRS�IFRS also does not allow full fee recognition in reserves
	Economic Backdrop
	Cohort Analysis
	Variable Annuity Surrender Experience
	Variable Annuities with GMWB�Allocation of Values
	VA Account Value by Optional Benefit Guarantee Type
	Assumption Bases
	Assumption Review Outcome
	NAIC Review of Variable Annuity Framework
	NAIC Review of Variable Annuity Framework
	Statutory Framework – Voluntary Reserves 
	Jackson Produces Results
	Superior Operating ROE
	Summary
	Slide Number 118
	Slide Number 119
	Agenda
	M&G’s key investment capabilities
	M&G’s investment expertise: supporting the needs of a diverse range of clients
	Agenda
	The OEIC range is the major part of retail assets
	A year ago only 36% of our open ended retail funds had �above median performance over one year…
	…that has improved to 53% at the end of September 2016
	Pace of outflows from retail funds is slowing as �investment performance improves
	M&G Optimal Income Fund has led the recovery�in performance 
	Market environment has been testing for M&G’s�equities style for some time
	M&G’s institutional client base�Strong performance across a range of metrics
	Agenda
	Changing demand leads to strong growth prospects for alternatives, solutions and passives
	Global asset management industry faces margin �pressure with an increased focus on costs
	More complex distribution landscape
	Wave of regulatory development
	Developing new capabilities led by investor needs
	M&G Inflation Opportunities Funds: overview�Alternative investments case study
	M&G Inflation Opportunities Funds: portfolio overview�Alternative investments case study
	M&G Inflation Opportunities Funds: performance update�Alternative investments case study
	M&G Inflation Opportunities Funds: NAV growth�Alternative investments case study
	Simplification and scalability are key to meeting industry-wide margin pressure
	Adapting distribution to meet increasingly complex �customer channels
	The regulatory tide shows no sign of turning
	Agenda
	Asset management is a growth industry�
	For M&G to succeed requires… 
	M&G has a competitive cost / income ratio by industry standards
	Investing for growth will see the M&G cost / �income ratio rise…
	The future 
	Slide Number 150
	Agenda
	UK&E business and capabilities
	Our model�Focussed participation in two distinct segments
	Retirement market set for sustained growth�Structural factors underpinning long-term growth in chosen segment
	PruFund range�A unique proposition in the investment solutions market
	PruFund range  �12 years of growth and product innovation
	Distribution�Market leading model in key channels, underpinning Retail Growth
	Sales �Continued strong performance in “Pensions Freedoms” environment
	Retail Growth sales�Sustained growth across wrappers and new propositions
	Growing share of the retail investment market�Strong performance in key retirement growth segments
	�Financials�Robust retail sales and growth in profitability
	Slide Number 162
	Re-engineering our operating model�Creating a Prudential for the future
	Summary �Long-term capital-efficient growth built on award winning�customer propositions



