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PRUDENTIAL

This document may contain ‘forward-looking statements’ with respect to certain of Prudential's plans and its goals and expectations relating to its future financial
condition, performance, results, strategy and objectives. Statements that are not historical facts, including statements about Prudential’s beliefs and expectations
and including, without limitation, statements containing the words ‘may’, ‘will’, ‘should’, ‘continue’, ‘aims’, ‘estimates’, ‘projects’, ‘believes’, ‘intends’, ‘expects’,
‘plans’, ‘seeks’ and ‘anticipates’, and words of similar meaning, are forward-looking statements. These statements are based on plans, estimates and projections
as at the time they are made, and therefore undue reliance should not be placed on them. By their nature, all forward-looking statements involve risk and
uncertainty. A number of important factors could cause Prudential's actual future financial condition or performance or other indicated results to differ materially
from those indicated in any forward-looking statement. Such factors include, but are not limited to, future market conditions, including fluctuations in interest rates
and exchange rates, the potential for a sustained low-interest rate environment, and the performance of financial markets generally; the policies and actions of
regulatory authorities, including, for example, new government initiatives; the political, legal and economic effects of the UK’s decision to leave the European
Union; the impact of continuing designation as a Global Systemically Important Insurer or ‘G-SlI’; the impact of competition, economic uncertainty, inflation and
deflation; the effect on Prudential’s business and results from, in particular, mortality and morbidity trends, lapse rates and policy renewal rates; the timing, impact
and other uncertainties of future acquisitions or combinations within relevant industries; the impact of internal projects and other strategic actions failing to meet
their objectives; the impact of changes in capital, solvency standards, accounting standards or relevant regulatory frameworks, and tax and other legislation and
regulations in the jurisdictions in which Prudential and its affiliates operate; and the impact of legal and regulatory actions, investigations and disputes. These and
other important factors may, for example, result in changes to assumptions used for determining results of operations or re-estimations of reserves for future
policy benefits. Further discussion of these and other important factors that could cause Prudential's actual future financial condition or performance or other
indicated results to differ, possibly materially, from those anticipated in Prudential's forward-looking statements can be found under the 'Risk factors' heading in
Prudential’s 2017 half year report and the ‘Risk factors’ heading of Prudential’s 2017 half year report filed on Form 6-K filed with the US Securities and Exchange
Commission and which are available on its website at www.prudential.co.uk

Any forward-looking statements contained in this document speak only as of the date on which they are made. Prudential expressly disclaims any obligation to
update any of the forward-looking statements contained in this document or any other forward-looking statements it may make, whether as a result of future
events, new information or otherwise except as required pursuant to the UK Prospectus Rules, the UK Listing Rules, the UK Disclosure and Transparency Rules,
the Hong Kong Listing Rules, the SGX-ST listing rules or other applicable laws and regulations.
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PRUDENTIAL

09.30 — 09.55 Introduction & Group Overview Nic Nicandrou & Mike Wells video
09.55 -10.55 Asia overview Nic Nicandrou, Lilian Ng & Guy Strapp
10.55-11.15 Break

11.15-11.40 UK and US overview Raghu Hariharan

11.40-12.30 Summary and Q&A Nic Nicandrou & Management Team
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Prudential Plc

£=/

PRUDENTIAL

Providing financial 1848

security since

Prudential entersits first
African life insurance market

The first UK life insurer to
enter the China market.

Prudential acquires M&G,
founded in 1931

INVESTMENTS

PCA is formed in Hong Kong
%Jm% as a regional head office

Prudential acquiresJackson,
established in 1961, in theUS

Prudential’s first overseas life

branch is established inindia
D

Life insurance . 25m

Total funds under
customers worldwide management £635bn

Asia top brand rank ]_St

(Insurance)’

Trading information

Country Code GB

Share information Country of Register Great Britain (UK)

London Stock Exchange: PRU.L ISIN GB0007099541

Hong Kong Stock Exchange: 2378 SEDOL 0709954

New York Stock Exchange —(ADR) PUK.N Segment _ SET1

Singapore Stock Exchange: K6S Normal market size 150000
Sub-sector Life Assurance

1 Prudential ranked 5% within Asia Financial Services. Ranked 15t within Pure Insurance Companies. Based on Asia’s top 1000 brands
. Ci Asia.
ASIA INVESTOR ampaignAsia
MEETING



Group

Premium franchises

PRUDENTIAL

-3,

¥

. PRLDENTIAL

Asia i

eastspnnﬁ’
investments

» Leading pan regional franchise

» In Asia since 1923

15m life customers with Top 3
position in 9 out of 12 life markets’

Leading? Asian asset manager with
+20 years operating history

» £131bn funds under management*

US

Premier retirement income
player

» Founded in 1961

» 4m life customers

» 18% market share Variable Annuities?

» $228bn of statutory admitted assets*

UK

INVESTMENTS

f

> Well recognised brands with
strong track record

> 169 years of providing financial
security

» 7m customers

Over £30bn PruFund funds under
management*

» £337bn funds under management®

Relative contributions
UK Long term business Asia
New Business Profit IFRS operating Profit® Asia UK 9 _ UK
(2016) (2016) EEV Shareholder Equity
(2016)
) ) ) N
£3,088n oo £4,256n w £40.60, d
Asia US us
1 Source: Based on formal (competitors results release, local and i ions) and informal (industry exchange) market share data. Ranking based on new business (APE or weighted FYP depending on availability of 5 As at 9M 2017
ASIA INVESTOR data) 6 Relative contribution excludes Other Income and Expense of £(716)m

MEETING

3 Source: LIMRA 1Q 2017
4 As at 30 June 2017

2 Based on assets sourced from the region. Excluding Japan, Australia and New Zealand as at September 2016. Source Asia Asset Management September 2016 (Ranked according to participating regional players only)
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H H 11 PRUDENTIAL
Clear strategy aligned to significant demand
Insurance penetration’ Mutual fund penetration?
Significant S S
protection gap and = s
investment needs = g
. 9 Europe %
of the middle class 3 b |7'5/" S P |75/
I I
12,
US retirement advisor assets?
Transition of . .
‘baby-boomers’ Wirehouse National & | o)\ BD | A2
into retirement LEEE Regional BD Hybrid) 8
$2tr $16tr
UK Assets Under Management?®
‘Savings gap’ and UK @
aging population in i Growth
”eed, of returns / management industry* 10
Income £ tr
2015 2023
1 Insurance penetration source Swiss Re Sigma 2015. i pi as % of GDP. Asia penetration calculated on a weighted population basis
2 Mutual fund penetration: FUM as % of GDP. Source: Investment Company Institute, industry associations and Lipper as of 1Q'16. Datastream as of June 2016
7
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3 Source: Cerulli Associates — advisor metrics 2015
4 Source: The CityUK 5 Source: The

ion. PWC Asset

2020. Prudential calculations. Growth rate based off Europe forecast CAGR of 4.4%
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Strategic priorities PRUDENTIAL

ASIA INVESTOR
MEETING

Accelerate
Asia

Leverage scale

Expand health & protection

Penetrate wealth

Capture fee based opportunity

Develop

US Deliver customer value proposition

Proactive risk management

Customer led

Enhance
UK

Solutions focused

Capital light
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Custodians of capital, active portfolio managers
Active portfolio management Group earnings mix Asia earnings mix
IFRS operating IFRS operating Eastspring
profit, Em profit, £m
O uoB Singapore
O US Realic 2256 @ 20163
i 1,644 Indonesia
(O US Elite Access 20087
(O Thanachart w = Asia Malaysia
ysi
(O Entered Cambodia =US
" UK \ Vietnam )
O scB Eastspring
1,232 Hong ‘
O Entered Africa 266 Others  KoNg Indonesia
Stopped writing UK
annuities 20087 20164
Japan sale O 20087 2016 Hong Kong

(O Entered Laos

Korea sale ()

2016*

Singapore
Capital allocation to Asia

% i i 1,2
; ; o new business investment’: ¢
NPH sale () Fee and insurance income Malaysia
% operating income 24 53 Vietnam .
% % ;
58w (1% Thailand = /
20087 2016 20087 2016 o ro
. Othe
Asia us UK
1. Free surplus invested in new business.
2. On a post tax basis.
3. Share of business unit segment profit.
4. Excludes Korea life, classified as held for sale at FY16.
5. Includes China £(3)m, India £(6)m, Philippines £5m, Thailand £(2)m, Taiwan £(4)m and other central and development costs of £(28)m.
ASIA INVESTOR 6. Includes Philippines £38m, Taiwan £35m and non recurring items, other and development costs of £112m.
7. 2008 comparative has been adjusted for new and amended accounting standards and excludes Japan, Taiwan agency and the contribution from the held for sale Korea Life business.
MEETING




Group

Disciplined execution, growing value
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-
PRUDENTIAL

hicient vs®
Of capita)

ASIA INVESTOR
MEETING

1. Amounts paid between 2006 and 2010 are net of scrip dividends.

Shareholders equity (EEV), £bn

390 405
324
29.2
24.9
22.4
182 196

146 150 153

) I II

2006 2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 HY17
Return on Embedded

- DD D DO OOODDO

Dividend, pence per share

2. Annual return on embedded value is based on EEV post-tax operating profit, as a percentage of opening EEV shareholders’ equity. Half year profits are annualised by multiplying by two.

7 6 Total dividends' to CAGR
£1I1 . bn  shareholders 2006-HY17 48.78
Special dividend 10.00 43.50
36.93 38.78

33.57
29.19
23.85 2519
1714 18.00 18.90 19I85 I I

2006 2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 HY17

10



Group

Long-term track record
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IFRS operating profit’25 £m

HY HY HY HY HY HY HY HY HY HY HY
2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017

1. Comparatives have been stated on an actual exchange rate basis

2. Excludes Korea life, Japan life and Taiwan agency. HY2014 comparatives have been restated to exclude the contribution from the sold PruHealth and PruProtect businesses. HY2008 to HY2013

comparatives include the results of PruHealth and PruProtect

ASIA INVESTOR
MEETING

New business profit’234, £m

HY HY HY HY HY HY HY HY HY HY HY
2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017

3. On a post tax basis

regime applicable for those periods
5. Adjusted for new and amended accounting standards.

Free surplus generation’234, £m

HY HY HY HY HY HY HY HY HY HY HY
2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017

4. Results for UK insurance operations have been prepared on a basis that reflects the Solvency Il regime effective from 1 January 2016. HY15 results and prior reflect the Solvency | basis being the

11
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PRUDENTIAL

Significant opportunity underpinned by long term structural drivers

Custodians of capital with proactive portfolio management

Market leading capabilities, disciplined execution

Clear strategic priorities

Well positioned to deliver long-term profitable growth

12
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Asia =3
CEO perspective &
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Opportunity

Significant growth runway underpinned by strong structural trends

Working age population??

+1m
a month

2.5bn
2030

Out of pocket healthcare spend*

42%

0,
12% 9%

$53tr

Private financial wealth3

+$4tr
ayear $78tr

Cash

b

North - e
s

! UK
___.i. ....... - ==7.5%
[

ASIA INVESTOR
MEETING

1 United Nations, Department of Economic and Social Affairs, Population Division (2015). World Population Prospects: The 2015 Revision, DVD Edition.15

2 Working age population: 15-64 years

3 Source BCG Global Wealth 2016. Navigating the New Client Landscape

4 World Health Organisation - Global Health Observatory data repository (2013). Out of pocket as % of Total Health Expenditure. Asia calculated as average out of pocket

5 Insurance penetration source Swiss Re Sigma 2015. Insurance penetration calculated as premiums in % of GDP. Asia penetration calculated on a weighted population basis

15



Footprint

Leading pan-regional franchise

T-_—

PRUDENTIAL
REREEH

Pru Asia footprint

15m Top 3

Pru life customers Position in 9 of 12
markets'

Vietnam

Market ru
Penetration? nk

o«

Population

)
“ -
! .l Singapore®

Access to: S\
3,341m
Population

1 Top 3in 9 of 12 countries
Source: Based on formal (Competitors’ results release, local regulators and insurance associations) and informal (industry exchange) market
ASIR INVESTOR share data. Ranking based on new business (APE or weighted FYP depending on the availability of data).
MEETING 2 Market penetration: Swiss Re — based on insurance premiums as a percentage of GDP in 2014 (estimated)
3 Ranking amongst foreign JVs.
4 Ranking amongst private players

Life

Thailand Malaysia®

30%
\_/

Hong Kong

5 Includes Takaful sales @100%.

6 Singapore includes onshore only, excluding Eldershield and DPS.

7 First year premiums

8 Source: Investment Company Institute, industry associations and Lipper as of Q116. Datastream as of Jun 2016

Indonesia Philippines

1.3%

3.4% ?

Cambodia’

Asset Management

eastsprlng;’

investments
= *DJ_"—.,
Mutual fund Retail fund
penetration? manager
ranking®

12% 1

10

Eastspring country
presence’®

009
CeEP

‘@ S
W W

16

9 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.

10 Sales offices in UK, US and Luxembourg



Strategic priorities

Asia

Leverage scale

Expand health & protection

Penetrate wealth

i

Enhance the core

» Broaden flagship product range

» Expand distribution and drive
efficiency

» Collaborate with non-traditional
partners

» Increase automation and
embed digital capability

1 SME - Small and medium size enterprises
ASIA INVESTOR
MEETING

Create ‘best-in-class’
health capability

» Narrow mortality protection gap

» Grow participation in health and
medical segments

» Build-out presence in SME'
segment

» Expand value added services

Accelerate
Eastspring

Strengthen and expand
investment offering
Diversify investment styles

Enhance distribution
capabilities

Build digital enablers

Expand presence
in China
Grow into footprint

Preserve leading edge
operational capabilities

Deepen asset management
presence

Pursue optionality to increase
participation



Capability spectrum

Fast expanding capability set

PRumyheal;p S‘;LHR&( isih

B .

relationship index
Repeat sales

Robotic Process
Automation

>600,000

Agents

+10,000

Bank branches

Expand health &
protection Top 3 position in 9 of 12

Life markets’

Leverage scale

kg
Penetrate wealth 13 1bF”UM safe Schools )
- © .. Prudential Workplayce &
1 5 m foke L+i: @ Marina One o PRUfintegrate + -
Life customers New Markets e

ESLA INVESTOR 1 Top 3 in 9 of 12 countries

Source: Based on formal (Competitors’ results release, local regulators and insurance associations) and informal (industry exchange) market share data. Ranking based on new business (APE or weighted

MEETING FYP depending on the availability of data).

STRATEGY

PRODUCTS

-‘. (¥,

. = W i Pop-up
) =BE =

Recruiting c15k
Agents per month

Customer retention =
LX) PRUDENTIAL™S 7/
> 9 O% @‘ HONG KONG

TENNIS OPEN

COMMUNITIES

DISTRIBUTION

CUSTOMERS

OPERATIONS

18



Strategic priorities in motion
China

Opportunity

» CIRC Insurance penetration target of 5% by 2020

5-yr cumulative net new flows'
(2017-21)

Japan

. Rest of
China forecast to account for APAC

45% of global net new flows' China

45% ‘ Rest of
/ world
us

UK EMEA ex-UK

Financial performance

APE (3QYTD) NBP (3Q YTD)
37«
Agents @"
~ ~
_Other
Banca
[o)

[ -Agency 94-—/0
I RP e
2014 2017 2014 2017

IFRS (HY YTD)
4.5
-

2014 2017

Footprint Operational bandwidth
Presence in: n
74 P - Fully integrated mobile

Cities & = policy application process: %

- Reduced from eClaims
Access to: o | P 5
L days to @
L 15 - -
; y Chatbots
of population of GDP 30 minutes
dJ
ASIA INVESTOR 1 Source: Casey Quirk Leadership in times of plenty - Global Demand Model, Casey Quirk Analysis 19

MEETING




Strategic priorities in motion

_=
19/
Eastspring 3 B 1R 8, % B
Key distribution markets
Singapore USs &
& Hong Malaysia Korea Taiwan Japan China EMEA
Latam
Kong
E . " " .' ‘. . ‘. '
o Strengthen investment offering
@ '. " " . '.
D)
. . . (&)
9 Diversify investment styles = | Multi-asset '. .
(@]
a
9 Enhance distribution capabilities
Qls/
Alternatives
e Build digital enablers ,
Partnerships
Capture opportunity in China
6 . S J China WFOE'
. Current Retail Future Retail
‘ Current Institutional Future Institutional
ASIA INVESTOR 1 Wholly Foreign-Owned Enterprises
y gt P 20

MEETING



Performance
2017 Q3 trading update

Scale (per month)

G“stomers a0,
%,

<
&, e

' 112.000 |
. <

Ve
s

1 Excludes Laos where amounts are immaterial.

ASIA INVESTOR
MEETING

Performance, 2017 Q3 YTD CER

APE
Ex HK broker + 1 3%

Rest of Asia 24
(ex HK) + %

vee 1 5,

Double digit growth in
both agency and
bancassurance

H&P
APE  + 1 6%

Countries with at least
double digit growth’

H&P

Countries with at least
double digit growth’

~

-

21



Delivering from position of strengths 3

Customer Experience

®c
pre s

Customised, friendly solutions

Anytime, Anywhere

Unparalleled experience

ASIA INVESTOR
MEETING

Digital Business Platform Operations Optimisation Agility

O

Salesforce productivity Flexible and automated

Continuous intelligence

gathering
Service effectiveness Rule-based decision making Innovate and adapt
Bespoke solutions Smart, tech-savvy workforce Respond with speed



CITIC PRU - China 3
Accelerating value creation = % 5 &
Extensive footprint Building sustainable scale
» Agency: Building an active and performance
7 6% driven sales force
H CITIC PRU China GDP
Footprint . .
» Bancassurance: proposition-led solutions to Ranking National | JV/Foreign
broaden and deepen partnerships
SARMRA
Score” #2
85.64pts #1
Making it easy RoE™ "
18.9%

~ & Policy Information

e
P‘. rEE

Access to
1 - b, 2
m ; - Online submission Hospital enquiries
£ X T EF EEudisstanes and network access
E58E End to end customer experience
Xin-Yi-Tung

ASIA INVESTOR
MEETING

. — Management of customer Online interaction _
S5 Ll L]

2 ®
- | ..
- | -

E-Claims

Rated A for customer service

Source: Prudential, internal data based on FY2016 (vs. FY2015, where applicable), * Solvency Aligned Risk Management Requirements and Assessment  ROE, calculated as net local profit / net assets; # Chinese Bureau of Statistics, CIRC

23



CITIC PRU — China

i i PRUDENTIAL
Extensive footprint - 18 branches ggogesbll e
Sichuan Hubei
Population: 87.3m Population: 58.5m
GDP/Capita: £3.6K | | GDP/Capita: £5.3k Liaoning
Population: 43.8m
GDP/Capita: £6.8k
Hebei
Population: 74.3m
GDP/Capita: £4.2k Tianjin
Population: 15.5m
Beijing GDP/Capita: £11.0k
Comfjﬁition Population: 21.7m
o sy GDP/Capita: £11.0k
; z;;% Shanxi
Population: 36.6m
GDP/Capita: £3.6k
Zhejiang Shandong
Pop.: 55.4m Population: 98.5m Henan
GDP/Capita: GDP/Capita: £6.7k Population: 94.8m
£8.1k GDP/Capita: £4.1k
Jiangsu + Suzhou Shanghai
Population: 79.8m Population: 24.2m
O GDP/Capita: £9.2k GDP/Capita: £10.8k
Guangxi -
Population: 48.0m Guangdong + Shenzhen Fujian Anhui
GDP/Capita: £3.6k Population: 108.5m gopul'gt"’”: 38-4mk Population: 61.4m
ita: DP/Capita: £7.0 o
LNV IO Source: National Bureau of Statistics oii:olcaplta. £78k p GDplcaplta £37k 24

MEETING




CITIC PRU — China -

FRe/g
i : PRUDENTIAL
Building sustainable scale T ere
Agency: Disciplined Growth
37,000 ﬁ Consistently Active Agents +31%
+38%
° 4T #of MDRTs +58%
# of Agents
Training APP
- Bancassurance: Scale and Qualit
qprEs Quality
CHINA CITIC N
ﬁ Regular premium sales + 1%
Proposition-led solutions
- 4 Regular premium mix 88%
@ tres [ vaze G seen (D) sden b
@ wunemn {Jp tuen & p"ﬁ‘;,"’.\,“':l'.,,‘::". ------ o
A ramdiccs c amamen @ fens 4 UOB Bl‘anCh Out|etS G NBP per SpeCIa“St 3X ne_Xt
SRS competltor
. s WM £ trmmarar G cwasan @ mmme 4
Multiple partnerships
ASIA INVESTOR Source: for internal data as of YTD Q3 2017; For external data extracted from competitor’s release and for regular premium business

MEETING 25



CITIC PRU — China -

L PRUDENTIAL
Making it easy 3 B 4R 5

000
Yl W E-claims solution

&/
7 days (Hospital)

il

Admitted to Report claims Paym_ent/hospital ‘Collec? File an Claims Payment
hospital discharge information application verification

Service time*

(o)
-P. 988/ TR
> amnc-rru
(6)

_ 5
= Aty | $Z MERRZ

Onlineclaims  Digitising bills e-Claims e-Payment
submission and invoices assessment

11 days

\

1.58 days

2016 Insurance Service Innovation Award

FRmil QAN BEF  SFR,
s HIBE I SLha Jp Bt ﬁ

Fast; Convenient; Efficient

2016 China Most Impactful Claim Award

ASIA INVESTOR

# From payment and discharge from hospital to payment by CITIC PRU; * annualised rate for YTD Sep 2017
MEETING 26



Pru Hong Kong
Fit for Growth platform

Drivers of Demand

24% growth?

Comprehensive Platform

market agent
> 1 . 4X productivity #

» Channel of choice

PR § 23% p.a.
i NBP growth”

myPrudential » Unique customer solutions

» Trusted brand

o
(@)
e
2
o Access to 7m population
25 travellers to manage
> % personal wealth?
(D)
o
e
(%]
=
o .
Access to 9m business travellers
ASIA INVESTOR

MEETING

Hong Kong Insurance Awards

Source: 1: average quarterly industry yoy growth (Q1 2015 — Q3 2016) per OCI; 2. Nielsen Survey 2017; # based on OCI statistics H1 2017 and Pi Report (APE per tied agents); "NBP growth for 2014-16

IFRS Profits

NBP

+24% p a.

(2011-16)

+45%

H1°17

+48% p.a.

(2011-16)

+15%

H1°17

27



Pru Hong Kong =3,

. PRUDENTIAL
Drivers of demand 2 [ 1R 18 2 B

[ ]
What consumers need Onshore demand? Offshore demand?
51% 76%
Retirement rely on advice face to face of target customers visited
Saving Hong Kong past 12 months
0)
y 27% 58%
T Health and L
Protection used inlne Insurance come to Hong Kong to
planning tool manage personal wealth
>70% 34%
,q Portfolio
Diversification have private insurance / intend to purchase
medical plans* insurance next 12 months
ASIIIV;‘[::E]E::NSEOR ; 223[2: ::::z:: :/IUCN:)Q:r:::]mlzi(:é()cs:ff;sc‘;gz%ig\(/:vriitt:rrilii%esdazn%-?:sr;oa:;:nf?sﬁtnetr;’;itl\r}l;Ti]r:)l;]:gychrﬁ::ioalg;gC;Sr?seo?fr:sli(jei?}:Ogu:nagl;?l\tl)i,/griltznpzi:insltlziﬁzii?(si:emt:no,fglﬁi;ms;r r:li)r:\r/neum household income of RMB 15,000 and/or liquid assets of RMB 500,000; 28
online panel conducted between Aug 23 - Sep 5, 2017

#  Prudential Hong Kong Target Customers’ Pre-purchase Research



Pru Hong Kong =

Making it easy 3 @ R 2

Real-time suitability
validation

Analytics-driven
Next Best Offer

Solutions for the digital

Sl
| customers

5

’ ’d W -J;"t‘. ’ / i : ;
\ ls-e,?;/sea[)“I/ess customer experience

ASIA INVESTOR
MEETING 29



Pru Hong Kong =3,

Customer solutions — making a difference Pl

o
=
270

20 bNa 45,000 units

/O

made positive changes to their diet and
lifestyle after using myDNA

“l found | was fat-sensitive.... | learned to change my eating habits with the help of myDNA
dietitians... ” [Tiffany (age: 34)]

“| suffered from severe headache and insomnia.... Through DNA testing and my dietitian |
understood my nutrient deficiency! | have slowly recovered .. ” [Irene (Age: 47)] 88%

understood more about diet and nutrition

=== Now also launched in:
= 9495

2 |Malaysia

use myDNA to live healthier and / or to
lose weight

== Singapore

A Precision
Health
Programme

:— Vietnam

AS1A INVESTOR
MEETING 30



Pru Indonesia ~3
Building on success sl

The place to be Best in class agency management

Sustaining future growth

Below 30 50% » Investing in agency workbench Prudential franchise:

>2 60m » Themed recruitment s== #1 in both Conventional & Sharia
population Muslim 87%
# In-fo'rce 3 » Disciplined performance management :_ 2 3m Customers
Policies m

:— 3.3m policies in-force

Integrated servicing

» PRUcentre:

~ Getting closer to customers » 16% p.a. IFRS profit growth (2011-16)

’

» PRUcheers:

— Customer care and experience

ASIA INVESTOR o : _ oree i
MEETING Financial data as of H1 2017 unless otherwise state ; Market inforce policy as per AAJI stats 31
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Pru Indonesia =5,
Market-leading agency management R R

SEAMLESS
RECRUITMENT

20 Days to 2 Days

ONLINE TRAINING

Capacity to train 5,000 new
recruits per week

+30,000

user IDs created since launch

Agency workbench with modular solutions

ASIA INVESTOR
MEETING 32



Pru Indonesia =5
)
Enhancing customer experience R R
PRUcheers

Care at the moment of truth PRUcentres

_ _ Getting closer to the customer
» Analytics-driven

_ _ » Pro-active reach
» Claims scoring model :

» Enhanced training

» Quality assurance

15 » Bringing service to the customer
+10%

improvement
in Claim TAT > 400,000 ,
policies serviced was the one who convinced my father not to surrender his policy |
v’ Strong customer outcomes per quarter ' ) ' -

v Expanding customer touch-points

ASIA INVESTOR
MEETING 33



Pru Singapore 3,
Transforming customer experience p e

Leveraging exclusive distribution
Headroom for selected growth

Seeks face to face advice

Stable profit and cash delivery

» Professional agency: Growing manpower and productivity

L

£l

[P

» Established strategic bank partnerships

+12% pa.

11 Singaporeans confident
%

about financial matters » Regular premium protection focus IFRS profit growth
(2010-16)
Connecting customers to Next Digital Wave
e - - +15% p.a.
% wealth ans / Operating Free Surplus growth
8 ' p < | (2010-16)
US$ 255k/\ Uéer Omni-éhannel Autorrrlration

Data &

experience Customer Analots
and mobility Management nalytics

protection

gap

Robotic Process

Source: Prudential, internal data based on FY2016 (vs. FY2015, where applicable); (*) Per working person with dependents; Total mortality protection gap estimated at USD 402bn. SGD translated to USD on 2016 FX, Swiss Re Economic Research & Consulting 34

ASIA INVESTOR
MEETING



Pru Singapore
Leveraging exclusive distribution

| Am We

There is nothing more important than pra
the people you love. Because of you, | af
#lamWe

Find Qut More >

[
ips are precious. Protect them.

Prudential Health Literacy Poll suggests need for Singaporeans
to step up knowledge in health matters

Introducing myDNA Everyone is unique. Even twins.

Discover health & wellness that's based on your very own DNA.

M HIGH LOW
ENDURANCE IMPACT
SPORT

Learn More >

R
[erms and Conditions apply u

ASIA INVESTOR
MEETING Internal data as of YTD Sep 2017; Market related statistics as of H1 2017

3/
3 B 1R 8, % B
+45% protection cover per policy
33% of industry’s agent recruits
>70% of new recruits below age 30
>80% banca mix regular premium
35



. T-_—ee
Pru Singapore =3/

b
Next digital wave g

First life insurance chatbot in Singapore to provide real-time information specific to a customer's insurance plan
More than half of Prudential’s 4,000 Financial Consultants are active users of askPRU since its pilot launch in July 2017

What makes ; L~ How it benefits? 1St Insurance chatbot with Real t| m e information
it special? ﬁ - — O
"r_’ P @ available 24/7

N C
_@ f:,";':.%;"’“" J Get all answers ) Provides roundthe-clock

£ . instantly. support to Financial

Able to provide real-time I ly > Consultants by answering
customer-5 ic i o ; frequently-asked
information such as palicy ,e, Hi. How can | helpyou? ,lf\f customer-specific

cash value, policy questions instantly
premium due date and u

S e (%) pees 2417 aviavr
______________________ P , & @ customar-cantric

Enhances customer service
m r;:m;::;?:m o Please provide the policyholder's nama or policy number experience as Finandial
g St f— you ara enquiring on? memgg:#fm to
z,mesﬁmswiﬂlgle atlnl"Liry ﬂ A ” . queries faster
probe users to ge . S ..
= - ) 50% adopton ate s
accurately , & %\»« SLPXL) Spaoues > O Adoption rate since launch
- - Expected to cut call
| —1 : = volume by 30% so call
consultants at
View requested information mg:;zu":ﬂ
directly on the app. handling mare complex

queries

’
s

!
s

ASIA INVESTOR
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Pru Singapore
Next digital wave

—
A
b4

£
IS

PRUDENTIAL
REREEH

LVONE Sales-On-The-Go
R— Bespoke Native Mobile App

Confidential

ASIA INVESTOR
MEETING

SIC

4% generation point-of-sales portal

SmartData capture and fingerprint
authentication

Detailed quotation in just 3 minutes

Instant underwriting outcome SMS to
customers

37



Pru Malaysia
Optimising platform for growth

Expand Insurance + Lead Takaful

Core proposition — Linked Protection » PRUMuslim agents
» Next-gen entrepreneurial agency » Bespoke Takaful solutions
» Interactive FNA# — 1st in market » Leading edge digital

@ PruBSN Warisan

Insurance penetration: 44, Takaful penetration: 14%

% population % population

ASIA INVESTOR
MEETING

Source: Prudential Malaysia Internal Data for YTD Sep; # FNA: Financial Needs Analysis

Holistic platform for growth

> 2 . 2m customers

» 21« agency force

> +58% growth in protection per policy

38



Pru Scaling up

Diversified business portfolio

PRUEIlite agents +24%

91%

New recruit active rate 450, Regular

PruCompanion: 15t in market

premium mix

Philippines

30%

APE from new

products

33k +D2%

New customers Protection cover

per policy

ANCE Y
B el

Thailand

+23%gp  APE growth

Proven capability with multi-partner banks
Digitising to expand reach

B} —ad; - w=b
Fiahd) Mo 3

-

=3 ~ === prucare k3

ASIA INVESTOR —

MEETING Source: Prudential internal data as of YTD Sep 2017

: f‘j& = h- - !g | #

30% ILP mix

iZ with integrated marketing proposition

o Step1 Step6  Contactus
i A — — -

\\:‘ \{' Whisen % —@ =} ﬁ 7
- - P = 4,566,741
/ = —a - == . sEm
- 20 - =
NE 2 EE e S :
e ot r i === [r—1 ]
iBao HEAR You oo -
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Summary
Delivering from position of strengths

T-_—

=,
e

i/

PRUDENTIAL
REREEH

Position of strength

v Consistent, resilient delivery

v" Customer-led innovative solutions

v' Adaptive capacity and disciplined choices

v Operations transformation for efficiency

v" Proven execution capabilities

ASIA INVESTOR
MEETING

Setting us apart

v

Customer experience for growth

Prevent, postpone & protect to enhance
value proposition

Future-proofing distribution capability

Digital - a way of life

Investing in talent — Fit for Growth

40
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Market opportunity oy s
. eastspring
Eastspring Accelerate investments ERUDENTIAL
Asia AuM! (£tn) China AuM! (£tn)
2016-2021e CAGR 11% 2016-2021e CAGR 13%
/ 3.8 /v 1.9
2.3 1.0 I
2016 2021e 2016 2021e
9% 12% 43% 49%

Asia as % in global AuM China as % in Asia AuM

ASIA INVESTOR 1. From Cerulli reports; retail mutual funds only, Asia AUM includes Japan but excludes Australia.
MEETING 41



Well diversified
Eastspring Accelerate

T-_—

eastsprlns » 3
PRUDENTIAL
Investments i m & i % &

ASIA INVESTOR

Client mix

Total FUM £131bn

Asset mix

Country mix
(Third party?)

Third party
(Retail &
Institutional)

13% UK Life

10% Asia Life
(ILP)

Asia Life
(Others)

37%

Overall

Alternatives

0.4%
’ 7% Money market

Fixed income

Equity

Overall

Malaysia
Others?
6% Hong Kong
7% Taiwan
10% Singapore
11% China

16% Korea

India

Third party FUM

2. Contracted view
MEETING 3. Others include Indonesia, Vietnam and Luxembourg

1. Note: Based on FUM position as of Sept 2017. FUM for JVs reflected at shareholding proportions.
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Our priorities
Eastspring

T-_—

eastspnnc_; » 3
PRUDENTIAL
Investments i m & i % &

Deepen investment
capabilities

Strengthen offering in existing asset classes and diversify styles

Develop strategic product partnerships to complement gaps

Enhance distribution

and coverage

Capture opportunities in China
Strengthen institutional capability

Expand geographically to compliment to Life footprint

Transform the way
we work
(Target Operating Model)

ASIA INVESTOR
MEETING

Improve our ability to scale at pace
Further enhance risk management and control

Centralisation and standardisation

43



Deepen investment capabilities
Eastspring

T-_—

eastspnns’ EEd
PRUDENTIAL
Investments i m & i % &

Operating in
10 Asian markets

Ability to work closely

. ) Fixed income
with our clients

Strong value offering Global Asset

centered in Asia

D © O

Allocation

B Established

re, private equity, syndicated loans

1 '
ASIA INVESTOR 2 UM s ol S 2017 eroqram. Gommited cantl of USS500
. nage 0-lending Portfolio Program. Committed capi of m
MEETING 4. India Balanced Fund and India Bond Fund
5.

Our expertise

Quantitative
solutions

Alternatives!?

Multi-asset
solutions

Developing

Recent success

Asia REITs £900 mn
(Japan) FUM Raised?
IFC MCPP £380 mn

(15t Asian Investor) Committed capital®

India Umbrella Fund £258 mn

(Taiwan) FUM Raised?*

US Bank Loan £254 mn
(Korea) FUM Raised?
Asian Low £213 mn

Volatility Equity

FUM Raised?5



T-_—

Enhance distribution and coverage s w5
Eastspring = vestments sl

» In process of establishing a wholly foreign owned presence in China

Capture opportunities

) : » Actively recruiting to establish onshore investment team
in China

) Establish China client coverage

» Flagship institutional clients across Asia and Americas oo
IPRU

Strengthen » Strengthen institutional sales team TgUCH

institutional coverage
» Deepen institutional penetration in line with investment strategies

147,000

» Explore robo advisory assisted distribution sales tools e customers

Technology-based T
16,000
enhancements » Growth in customer use of iPruTouch by ICICI-Pru customers

March 2016 September 2017

ASIA INVESTOR
MEETING 45



Transform the way we work
Eastspring

-

eastspnng ’ 3;3"'[
m PRUDENTIAL
l¥esiments &= E R E A

Improve our ability

to scale at pace

Best-in-class tools

Common operating platform

Agile ways of working

Enhance risk

management
and control

ASIA INVESTOR
MEETING

Improved data quality

Strengthen investment oversight

Uniform risk reporting

TOM supports

rapid growth

46



Record FUM and strong results
Eastspring

T-_—

—=
» /ly{'
eastspring » 20

PRUDENTIAL
investments % B R 2 B

Funds Under Management? (Ebn)

131
118
89
77
2014 2015 2016 Q3 2017

UK/Jackson Life ®Asia Life mExternal

2017 YTD third party net flows of £2.8bn

ASIA INVESTOR 1. Actual exchange rate
MEETING

operating . 330DPS

income HY2017
Co_st/income 55%
ratio HY2017
PBT growth +20%

HY2016-HY2017

IFRS profit 0
contribution to 8% 9 /O
Asia HY2016 HY2017

Free surplus
contribution to 12% 13%

Asia HY2016 HY2017
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Asia
Compounding revenues

T-_—

-
=%

3

PRUDENTIAL
REREEH

Prudential growth

Prudential customers#

New & renewal premiums
Life weighted premium income'2, £bn CER

2007 2016

Prudential insurance
penetration®

+20bps

2007 2008

1 Weighted premium income comprises gross earned premiums at 100% of renewal premiums, 100% of first year premiums and 10% of single premiums

2 Comparatives have been stated on an constant exchange rate basis. Historic have been restated to exclude sales from Korea Life, classified as held for sale. 2014 excludes
intra-group reinsurance contracts between the UK and Asia with-profits businesses

3 Source: Datastream.

ASIA INVESTOR
MEETING

MSCI Asia
ex Japan?

Renewal

New

2009 2010 2011 2012 2013 2014 2015 2016

4 Change in customer numbers from 7m in December 2006 to 15m in December 2016.

5 Prudential opening insurance penetration (2006-2015) calculated by dividing Prudential total premium by total GDP (Source: IMF). Prudential total premium determined by
Prudential market share multiplied by total market life premium (Source: Swiss Re). Calculated for HK, IDN, MY, SG, TH, PH, VN, TW. Excludes China and India as a result of
restricted market access. Prudential insurance penetration increased from 0.4% in 2006 to 0.6% in 2015.
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Asia
Compounding profits

IFRS operating profit’,
£m

2017
objective?

1,286
1,058 1,108

504 508

579

2H
1H
2006 2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017
2009 NBP _2013 201_7
objective? objective? objective?
1. Comparatives have been stated on an actual exchange rate. Comparatives have also been restated to exclude the contribution from Korea life business sold in May 2017. 2012 includes the one-off gain on sale of stake in China Life of Taiwan of
ASIA INVESTOR £1im. ) ) ) )
MEETING 2. 2017 objective is defined as at least 15% CAGR from 2012-17 based on an Asia 2012 IFRS operating profit of £909m (excluding one off of £51m) assuming exchange rates at December 2013.

3. 2009 objective based on doubling 2005 Asia NBP, 2013 objective based on doubling 2009 Asia IFRS profit ‘Growth and Cash’. 2x based on implied multiple using 2012 IFRS operating profit of £909m increasing at a 15% CAGR to 2017

49



Growing value rere

Shareholders’ Equity EEV basis'?, £bn

HY 2007 HY 2008 HY 2009 HY 2010 HY 2011 HY 2012 HY 2013 HY 2014 HY 2015 HY 2016 HY 2017

1 Comparatives have been stated on an actual exchange rate basis
ASIA INVESTOR 2 As reported
MEETING 50



Asia
Long-term track record

-

.

—_
PR/
PRUDENTIAL
% EH R 8 &= A

IFRS operating profit’24, £m

953
728
613
504 508
427
350
285
239
112

89 III “\

HY HY HY HY HY HY HY HY HY HY HY

2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017

1. Comparatives have been stated on an actual exchange rate basis
2. Excludes Korea life, Japan life and Taiwan agency.

ASIA INVESTOR
MEETING

New business profit"23, £m

CAGR 1092

821

488 486

402
334
284
194 198
. III III

HY HY HY HY HY HY HY HY HY HY HY
2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017

3. On a post tax basis
4. Adjusted for new and amended accounting standards.

Free surplus generation’23, £m

553
CAGR

200 303
229
194
151
124
|ii : “l

HY HY HY HY HY HY HY HY HY HY HY
2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017

425

344

51



Asia -

Key messages 5 B 4R i 3 FA

Structural trends anchor positive industry outlook

Leading pan-Asian life and asset management franchise

Clear strategic roadmap

Proven ‘best-in-class’ execution capabilities

Prudential is well positioned to drive shareholder and customer value

RERREE

ASIA INVESTOR
MEETING 52
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| M&G Prudential

Creating a simple, modern savings and investments business MEG PruoenmaL Ty

i
PRUDENTIAL 7/
’ Market trends
> Leading provider of savings and
retirement income products
Established
1848 » Core strengths in with-profits and retirement Self-reliance for savings, investment
and retirement
> Expertise in areas such as longevity, risk
management and multi-asset investment
Convergent insurance and asset
management business models
i Customer demand for one stop sho
Established » International asset manager with more than . P P
1931 85 years’ experience solutions from trusted, scale players
> Offer funds across diverse geographies, asset
classes and investment strategies
Acquired
Provides investment strategies to meet
1999 p rovice N
Institutional clients’ long-term needs

| ASIA INVESTOR
MEETING 54



M&G Prudential

Creating a simple, modern savings and investments business

Market Context "**

. @by 2023
ther*

Private Equity* “ Retail £1 . 2tn
Commercial

property UK AUM ﬂ i
£7tn

by 2023
Institutional £4.6tn

2015-16

M Addressable

Europe AUM

€14tn

2015-16

Investment
Funds €8.5tn
ce: The Investment Association — Asset management in the UK 2015-2016

@ by 2023
1. Sour
2. Source: EFAMA Asset Management report, data as at 2015
3. Gr

owth rates source: PWC Asset Management 2020, BCG and Prudential calculations. Retail growth rate sourced from BCG, Europe and remaining UK using PWC Europe

Discretionarys

B Addressable

forecast CAGR of 4.4%

4. UK AUM consists of Commercial Property, Private Equity and Other of £1.3tn growing by £0.5tn by 2023. European AUM consists of Discretionary of €5.2tn growing by €2.0tn

5. Discretionary includes mandates and could be included within M&G Institutional addressable market

ASIA INVESTOR
MEETING

MZG PrupeNTIALT

M~G PrubENTIALT

£337billion AUM Customer-centric
Year-on-year
growth of 8%

7 . 2mi|lion

Customers with strong
persistency and loyalty

Simple and efficient
Digitally-enabled

Capital-light
50ustomer groups

Diversified customer base Fast-growing
with asset management at
its heart Delivery-focused

55



| M&G Prudential Business Mix

| Diversified across five customer groups, all contributing significantly

MZG PrupeNTIALT

AUM (9m 17) Customers
Top 5 UK retail asset manager?!

Investment 180K direct MG with scale in Fl and solutions
funds £35bn customers =23, Providing scale in key
n it asset classes
)
g Savings & 400k MEG Underlying multi-asset capability
i Retirement £33bn - Retirement Account with
= Solutions customers bR unique PruFund proposition
N
D - Scale asset manager, driving
Traditional £1506n 6.6m Mfs strong investment performance
products customers 330 Large, stable customer base in
“annuities and traditional with-profits
Leading Leading cross-border asset
European
P £40bn cross-border MG _ ~_Mmanager
customers fund sales -3 With-Profits in Poland,
¢+ PIA licence in Ireland
£79bn 785 MZG Deep investment capability
clients -3 Brings scale and helps with
b B4 seeding of investment strategies

individual
£337bn1 7 . 2| ') customers
ASIA INVESTOR 1. Europe includes AUM in Asia and South Africa

Lilil 2. Source: The Investment Association, June 2017 56



M&G Prudential Gross Flows

Structural opportunity translates into strong traction across all customer groups

MZG PrupeNTIALT

Gross flows (£bn)

18% market share in life and
pensions retail investments in H1
171

UK customers

M&G gross sales up 45% 9M 17
vs OM 16

FY 2016 9M 2016 9M 2017

In top 5 active asset managers for
pan European net sales for H1 172

European - ﬁ
customers s M
5 ¥

2 funds in the top 25 pan-Euro net

9.8 : : 3
58 selling funds in H1 17
FY 2016 9M 2016 9M 2017
Institutions = Work with 44 out of 89 UK Local
Government clients*
= Manage money for 68% of the
7.1 51 9.1 UK’s top 50 pension schemes®
FY 2016 9M 2016 9M 2017
ASIA INVESTOR 1. ABI statistics / Prudential analysis 4. S&P Money Market as at 31 December 2016

MEETING 2. Broadridge data digest H1 2017, excluding ETFs 5. IPE March 2015 57
3. Broadridge data digest H1 2017



M&G Prudential

Long-term track record

MZG PruDENTIALT

IFRS operating profit’25 £m

CAGR

751
730
711
627
581
552 552
473

432 432

| “\ “\
HY HY HY HY HY HY HY HY HY HY HY

2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017

ASIR INVESTOR 1. Comparatives have been stated on an actual exchange rate basis

2. HY2014 comparatives have been restated to exclude the contribution from the sold PruHealth and PruProtect businesses. HY2008 to HY2013 comparatives include the

MEETING results of PruHealth and PruProtect

New business profit’234, £m

CAGR
+8%

161
155
139
125
116
108
97 100
92
86
| “\ |||

HY HY HY HY HY HY HY HY HY HY HY
2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017

3. On a post tax basis

4. Results for UK insurance operations have been prepared on a basis that reflects the Solvency Il regime effective from 1 January 2016. HY15 results and prior reflect the
Solvency | basis being the regime applicable for those periods
5. Adjusted for new and amended accounting standards.

Free surplus generation’234, £m

CAGR

741
706
518
481
451 459 462
419
342
: I i

HY HY HY HY HY HY HY HY HY HY HY
2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017
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M&G Prudential Growth Strategies

Leverage combined strengths to drive growth in UK, European and global markets

|AS

UK

customers

Support retirement
opportunity

‘/ Invest in intermediated and
direct distribution

Diversify wrappers and
extend investment proposition

Target cash savings that are
earning low returns

Leverage brand strength

IA INVESTOR
MEETING

<<

<<

European
customers

Broaden reach and
proposition

Build out SICAV offering

Expand reach through
wholesale relationships

Leverage insurance
capabilities

Need alternatives to
expensive guarantees

MZG PrupeNTIALT

Institutions

Differentiated and flexible

capabilities

Respond to growing demand
for yield and real assets

Develop new products
alongside our clients

Target long-term
investment strategies

Deepen client relationships

59



M&G Prudential Mix by Asset Class

Breadth of M&G Prudential investment capabilities MZ2G PrupenTiALTY/

M&G Prudential AUM by asset class (20)

Combining our wider range of investment capabilities to

VIBIEEEEEEE  brovide multi-asset solutions

Fixed A leading European bond manager with one of the
income largest credit analyst teams in UK / Europe

Unconstrained, conviction-led approach to long-term
investing

Equities

Managing a range of asset types (e.g. retail, residential,
Real estate commercial) in the UK, continental Europe, Asia and
North America

1%

2%

Full series of investment disciplines including real estate
finance, direct lending and infrastructure equity investment

Total AUM: £337bn Alternatives

ASIA INVESTOR
MEETING 60



| Why We Are Transforming

| Environmental factors create need and opportunity

Investing to grow the breadth and reach
of our capital-light solutions for
consumers, intermediaries

and institutions .
Capital

light

Using data, analytics
and digital

to improve the
experience of our
customers

and colleagues

Digitally-
enabled

Fast-
growing

Transforming the
scalability of our
operating model: the
biggest constraint on our growth

ASIA INVESTOR
MEETING

M~G PrupeNTIALT

Becoming an externally-focused
business, that puts the
customer at the centre

of everything we do
Customer-

centric

A simple, efficient
business model, that
allows us to

deliver outstanding
solutions to our
customers at low cost

Simple

and
efficient

Delivery-

focused Evolving the

culture and capabilities
of the organisation, and translating
transformation into a set of simple goals

M2 rrubeNTIALT Y,

“to become the best-loved,
and most successful savings
and investments business”

61
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! Conclusion MG PruDENTIALT

Uniquely positioned for growth in capital-
light business — strong brands, scale, and
Investment capabilities

<

Combination is about building a business
that can better meet customer needs

<

M“G PrubeENTIALT

Driving asset growth through a diversified
set of wrappers, offerings and channels

<

Investing from a position of strength, to
transform our operating model,
technology, capabilities and culture

<

ASIA INVESTOR
MEETING 62
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Jackson
Capabilities aligned to significant opportunity

PRUDENTIAL

Median Net Worth by Age Cohort’

Less than

35-44

45-54

$7.5tr

165.9

55-64

2321

15.8

65-74

194.8

1341

75 or more

35
- Median net worth (thousands) - # of families (millions)

Largest retirement asset pool in the world?

ASIA INVESTOR

MEETING

1. Source: 2013 Federal Reserve Board's triennial Survey of Consumer Finances
2. Source: 2016 Willis Towers Watson Global Pension Assets Study 2016

Key consideration for Retirement Investor

Guaranteed lifetime income
(without annuitization)

Guaranteed death benefit
(with lifetime income)

Protection against falling
markets

Ability to select
investments

Access to uncapped equity
market returns

Tax deferral

Mutual Fixed Fixed index
funds annuity annuity

N N N

Jackson

Variable
annuity

v
v
v
v
v
v
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Jackson 3,
it i i ifi i PRUDENTIAL
Capabilities aligned to significant opportunity
Jackson
Capabilities _ _
VA market share! IFRS op((;rofitg;g Profit
Leading cost efficient player? (32o 8
g 9 player @2ves) 18% £2,048n
> Marke3t leading fund performance & Separate account assets, $bn
range
162.0
Cumulative net flows $78.8bn
» Largest & most efficient wholesale —_—
distribution® o =
]
[
» Strong product commercialisation skills 333 | pummmm
(Elite access, Perspective Advisory) .
2009 2010 2011 2012 2013 2014 2015 2016 al\rlllgr:te'::r HY17
ASIR INVESTOR é §§; é%o’\sr/lﬁ? Eiz\?/%{;% I%S ﬁ:sQéezsg:veed
, gstar, nc. Al Rig . 65

MEETING

4. Market Metrics, LLC. Data as of Q2 2016



Jackson -,
>
HH T 1 T i1 T PRUDENTIAL
Capabilities aligned to significant opportunity
Advisor Distributed Assets'
Capabilities
(in $hillions)
» Leading cost efficient player2 (32ops) Wirhouses — $16tr
National and regional B/D —
» Market leading fund performance & RIA |
range?
Independent B/D F
» Largest & most efficient wholesale Independent / RIA Hybrid F
distribution*
Retail bank B/D F t
» Strong product commercialisation skills Insurance B/D F $2tr
(Elite access, Perspective Advisory)
$0 $1,000  $2,000  $3,000  $4,000  $5,000  $6,000
m Total Assets mVariable Annuity Assets
1. Cerulli Associa}es, The State of US Retail and Institutional Asset Management 2016 Source:
ASIA INVESTOR 5 2015 Momingelar, Ine. Al ights Reserved. 66
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4. Market Metrics, LLC. Data as of Q2 2016



Jackson
Capabilities to succeed in the advisory market PRUDENTIAL

ya

Long-term success in the advisory world will require more than just developing desirable products, it will require investment in
several different areas over multiple timeframes

Product launches + Changing the Narrative + New Selling Agreements + Technology Integration

7]

ASIA INVESTOR
MEETING

Jackson has launched

multiple fee based v Regulators

products

VA with optional v
guarantees

Investment Only VA A Advisors

As of September 30,

2017, about one third

of our fee based sales 4l Consumers
were from new

advisors'

Near-term Mid-term

New advisors defined as producers who have not sold Jackson product since 2014

Jackson has signed 91

selling agreements for Piping
advisory VAs as of
October 2017
V@l Platforms Material
Position in
Advisory
Markets
v' RS
Long-term

67



Jackson
RBC & Cash Remittance History

RBC & Cash Remittances (~$4.3 billion total over period)

600% - ($millions)
- 700
or |
500% - 600
400% - - 500
300% - r 400
- 300
200% -
- 200
100% - - 100
0% - L -

'06 '07 '08 '09 10 "11 12 "13 "14 "15 16

= RBC (with Permitted Practice) EERBC (ex. Permitted Practice) =—=Cash Remittances to Prudential (Right Scale)

ASIA INVESTOR
MEETING



Jackson
Long-term track record

IFRS operating profit’23, £m

HY HY HY HY HY HY HY HY HY HY HY
2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017

1. Comparatives have been stated on an actual exchange rate basis
2 On a post tax basis
3. Adjusted for new and amended accounting standards.

ASIA INVESTOR
MEETING

New business profit"2, £m

HY HY HY HY HY HY HY HY HY HY HY
2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017

Free surplus generation?, £m

HY HY HY HY HY HY HY HY HY HY HY
2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017
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Jackson
Superior Operating ROE

35%

30%

25%

20%

15%

10%

5%

0%

ASIA INVESTOR
MEETING

2012 2013 2014 2015 2016

B Peer Average mJackson ®Jackson with AA Leverage

Source: : Bloomberg and SNL Financial.

Jackson ROE is based on after-tax IFRS operating income and average equity excluding AOCI

Peer ROEs are U.S. GAAP and are calculated using adjusted operating EPS and average equity excluding AOCI
Peer group includes Ameriprise, MetLife, Lincoln National, Prudential Financial, and Principal

2Q17 YTD

v" Jackson continues to return well above
the cost of capital as well as significantly
above industry ROEs

v Well hedged VA book coming into 2008
crisis means that profitability of back
book is intact

v" Post crisis pricing environment has been
favorable for VA writers and this is the
period in which over 3/4 of Jackson’s
in-force VA was sold

v Applying AA level leverage to Jackson’s
balance sheet (defined as 20% debt /
capital) makes the comparison to
industry metrics more meaningful and
boosts already attractive ROEs

70



Summary

v

RERRRE

Americans need guaranteed income more than ever

DOL has accelerated an industry evolution

This evolution extends across both distribution and products
Investment freedom is key to the variable annuity value proposition
Product design matters

Jackson’s discipline continues to deliver excellent outcomes for
policyholders and shareholders

ASIA INVESTOR
MEETING |
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s
el /
33,

PRUDENTIAL

Significant opportunity underpinned by long term structural drivers

Custodians of capital with proactive portfolio management

Market leading capabilities, disciplined execution

Clear strategic priorities

Well positioned to deliver long-term profitable growth
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