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1. DLIAP InsTech Team Initiatives FY2019/20

Our global innovation network that supports all our companies

DLI Asia Pacific Pte. Ltd.
&/ Dai-ichi Life Group

DaracHr Lire
UNNOVATION Las,
SILICON VALLEY

Silicon Valley BEHRE

PLUGMNOPLYY .

: - Hartford
ROCKetS. aCe. Wil Start(iphootcamp

DLINA

New York
PLUGANOPLAY

Miami
Startdibootcamp

w Membership or conducted a project

@
N Other networks

London
Start(ipbootcamp Munlch

Earl
NSURTECH
Zurlch
Parls ACCELERATOR

agorize

DLI(EUR)

Insurtech Center

DaAl-icH1 LiFe
Beijing / _ANOVATION LAS)
Shanghai Toxem.
Office Shanghai
Beijing /7 &g Tokyo
PLUGANDPLAY
@ agorize
PING AN

TAL

Singapore Alstralia
PLUGANDPLAY STONE
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1.

DLIAP InsTech Team Initiatives FY2019/20

DLIAP InsTech Key Activities & Milestones

DLI Asia Pacific Pte. Ltd.
&/ Dai-ichi Life Group

Key Initiatives

|y | ae | oset | ox | hov

Gan bo dai lau.

perx

Sign Agreement & ‘ .
ot Implementation

PoC Kick-off
(Aug 19-20)

P1oof of Concept

(weekly/monthly status updates)
Final Report &
Recommendations

Currently
planned
Proof of
Concepts

P'Star Union Dai-ichi
Life Insurance:

SUD decided to stop the test with the
Lyfas App until Lyfas have received

Mini-Test with 5 Licences

e certification and more funding.

Tneiauns

BEEAN LiFE
IRELRANCE

- g Mini-Test on U/W Process ‘

OLI decided to stop the test and
engage other RPA companies.

GLC/GITF

DLVN Oct 11
SUD Oct 17-18
DLKH: Oct 24
OLI Oct 30

Prepare BU’s Problem Statements
in Collaboration with DLIAP IT

Team

Feb 6&7, Sydney

Dec 4-6, NY

Fill pipeline
with new
PoCs
addressing

Evaluation of Start-ups Start-ups Pitches

' SLINGSHOT2019
e

i Corporate Reverse Pitching
Nov &

Portfolio of Start-ups
to start next PoCs

BU’s
challenges

11 | SINGAPGORE
15| FINTECH
= | FESTiVAL




Group Companies View

DLI Asia Pacific Pte. Ltd.
&/ Dai-ichi Life Group

Group Member

Instech Key Focus &
Collaboration Areas

Details

LonHcHuee

Gan bo dai lau.

‘ﬁ”]
)
-'ﬁ///

v
Dai-ichi Life
islinpynmnie
|
e

.
Dai-ichi Life

*Star Union Dai-ichi
' Life Insurance

PaninDai-ichilife

By your side, for life

'InQns

Customer Engagement
New Distribution Models
Digitizing Agency Channel
Auto-Underwriting

New Distribution Models

Bancassurance

Leveraging Indian Technology &
Innovation Ecosystem for wider
group benefit

New Distribution Models

Activity & Leads Management in
the Agency Channel

* Complete Perx PoC successfully and prepare production
rollout

Explore Grab Partnership opportunity

* Explore opportunities in supporting agents digitally

* Explore partnership opportunity with a Telco

* Support demonstrating digital capabilities

* Support GHQ in its proposition for SUD to prepare an overview
of the ecosystem and discuss next steps

* Support ongoing development of E-commerce platform

* Explore PoCs opportunities with vendors




DLI Asia Pacific Pte. Ltd.
Digital CX Transformation & Customer Engagement in Vietnam, (1/2) / Dai-ichi Life Group

Dai-ichi Life Vietham works with a SaaS customer engagement and loyalty platform, that uses
machine-learning algorithms to engage with 3 million customers

Key Objectives

1. Increase engagement rate with existing DLVN customers in
line with 3m customers anniversary

2. Create opportunities for up & cross selling

3. Increase DLVN’s brand awareness & reputation

— Proposed Campaigns Drivers

1. Encourage renewal

2. Upsell / cross-sell products

3. Generate new leads

[()

PoC will run from Dec 2019 to Mar 2020



2. Customer Engagement Proof of Concept at DLVN DLI Asia Pacific Pte. Ltd.
Digital CX Transformation & Customer Engagement in Vietnam, (2/2) &/ Dai-ichi Life Group

U O el Ud PD0O0AdlC ; XPE (0 UU O -
Drive DLVN’s market
A customer dashboard / p share through:
wallet will be set up that m T Lovalt
allows customers to view g @ H(i)g‘:\aer y
rewards they earned and .%-* i Engagement
redeemed, as well as access — drives Retention
any campaigns that are . meme Ny
applicable to them. % Cross-/Upsell
- ' Existing
e Customers

Congratulations!
Shake the Tree to You've got a treat from us
claim your treat

Campaigns drive
customer needs &

Hi HangMoon, as its
birthday month, we'd like to
offer you a special treat!

DLVN will collect customer data to personalize

Simply play a litlle game by
W{{f&"ﬁﬁ customer experience and target them with the ig:/a;fness for
Moot right campaign, gy, (o :
Hmmm New Custormers
e ‘ % Digital
¢ () Experiences /
g : 57 0" Gamification get
— I fi'fff.i:f“::’ Raporsin 54 ot the attention of
’A o new customers to
I consider cover

Perx Transactional Database Perx Analytical Database
For Loyalty/Rewards/Catalogues/Campaigns For Analytics and Insights

(3



DLI Asia Pacific Pte. Ltd.
Example Healthcare: New product based on big data analysis &/ Dai-ichi Life Group

*  We uniquely developed a “Health age” to determine life insurance premium.

* Receive premium discount for a healthier lifestyle.

* Incentivize people to exercise and take annual health check-ups.

F =7 J7 by

E—EwTIL-T°

1 (Ref) Elements to calculate health
<H ow It Work5> Elementsto calculate | Annual health checkup age
. 2 health age result 1.BMI
M (IR (RS E ZHITEL ETERTE | TEC, T
E "' — 22_ 3.Urine protein
Actual age: Health age: he (=AY mmie 118 4 HDL Cholesterol
M (B4E) mmbg 76 5.Neutral lipid
40 yearsold 40 yearsold o5 G 6.60T
HD LaLAFO-JL  mg/dl 67 7.I-GTP
RS RS mg/dl 110 8.HbAlc
GOT U/l 18
Good result v-GTP ot 20
Lo o = cs Bad result
3 years later.. SRR Ia (I BB AR iR
g (BMI) 22.1 g (BM1I) 22.1
mE (25 mmHg 118 mE (=) mmHg 118
miE (S5 mmHg 65 ME (S24K5) mmHg 65
FRE=EH — (I4FR) FREE — (3411)
L HD LJLZF0—)l  mg/dl 100 HD LJLAFO-)l mg/dl 25
FREASAS mg/dl 70 Improved! FRIERERS ma/dl 110
GOT U/l i5 GOT u/l 20
Yy-GTP u/l 10 Vv-GTP U/l 25
HbAlc % 5.5 HbAlC %] 6.0 ..
Actual age: Health age: Health age: )
.
43 yearsold 38 yearsold 48 yearsold =




DLI Asia Pacific Pte. Ltd.
Example Healthcare: Life insurance promotes wellness ¢/ Dai-ichi Life Group

* We support reducing the national healthcare cost.
* Raising health awareness through discounts in life insurance may act as an enabler.

Provided annual health checkup results?
o>

Good result?

(Ref) Criteria for premium discount

BMI Above 18.0, under
27.0
No discount o Blood Min: less than
Basic discount . pressure 85mmHg

Pl:emlum Max: less than

discount 130mmHg
Blood test At or under 5.5%
(HbA1c)

10




3.
Example Distribution: Snap Insurance (Insurance-on-Demand), (1/2)

Dai-ichi Life Japan InsTech initiatives

DLI Asia Pacific Pte. Ltd.

&/ Dai-ichi Life Group

CNAP |23,
J NSy — justinCase

* Snap Insurance is a Small amount/Short term casualty insurance for one-day leisure activities.

Launch: Aug
2019

Evocation of
potential
needs

Approach

After

service

* Customers purchase by web application, and premiums are about 100 yen per day. Purchase process can be completed
digitally in a few minutes.

* Claims process is also completed on the web app by submitting medical certificates taken by smartphone camera.

* This app has functions to share information through LINE, Facebook Messenger, URL and QR code.

* Just in Case is a Japanese startup and the product provider. Dai-ichi Life is the digital distributor.
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-
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B o [© 0w O am >

@R =78 201812002 w 7w 0000
2018% 120
a Bl * - . -
2 ] “ s .
. " " ” " .
" ” " » x 4
n « » B L2 m»

BERALONRBRAUTFOILOTY, T2¥%4€
FoHEOVRRANND, M. MEAT. BN
MEANE TRECIW,

2019/07/727 0600 ~ 2019/07/28 0600

* BALATS>
s w111 |
.
"
: B
YROAN  mAAONE aea MUrcanTS
HURRREL TR T
Application

*vy>7

2019/07/27 06:00 ~ 2019/07/28 06:00

o U2 @
PAND FIfS vt

My page
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3. Dai-ichi Life Japan InsTech initiatives DLI Asia Pacific Pte. Ltd.

Example Distribution: Snap Insurance (Insurance-on-Demand), (2/2) %/ Dai-ichi Life Group
-
) justinCase is an InsTech startup . 2016 Overview
% in Japan. They provide not only _ *  Web based application
4 on-demand-products, but also « Japan * Pilot 2019.8~2020.8
jl.lStlllcaSE insurance APIs. * Starting to sell not only to
Provides Product o On-demand-Products |nc:!v.|dua|s, but also group
* Providing Insurance APls policies

l—-

Users ]_ \
Actual results (as of mid Dec 2019):
— %S EON- -

[ ) Policies sold:
— 4 & :
— Approx. 1,000 policies
7/ Dai-ichi Life Group " C B > ° °
) ' NSURANCE Customer segment:
e 20-30's=>60%, 50-60"s=>40%

Promoting product

.
)2
o

Popular products by Gender:

Web App Purchase and Receive Male:
Service instantly Surfing, climbing insurance
Female:

4 Traveling and Tennis insurance

o /

Increase sales

Constant promotion

12



