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CONFIDENTIALITY

Our clients’ industries are extremely competitive, and the maintenance of confidentiality with respect to our clients’ plans and data is critical. Oliver Wyman rigorously
applies internal confidentiality practices to protect the confidentiality of all client information.

Similarly, our industry is very competitive. We view our approaches and insights as proprietary and therefore look to our clients to protect our interests in our proposals,
presentations, methodologies, and analytical techniques. Under no circumstances should this material be shared with any third party without the prior written consent

of Oliver Wyman.
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AGENDA

1 Sales and trends
Product themes
Regulatory happenings

Recent M&A transactions

Gl a2 W N

Key takeaways
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LIFE INSURANCE SALES AND TRENDS

Overall sales trends Universal life sales?
Sales measured by face amount (SB)

Annual sales growth rates measured by face amount? 180

Product 2017 2018 2019 2020 10

Term 4% 3% 6% 6% EZ

Whole life - 2% - 1% 100

Universal life (3)% (7)% 2% (7)% 80

Total 2% 1% 5% 2% jz

-

* Life insurance sales down 3% in 2020 compared to 2019 )

2016 2017 2018 2019 2020

* Certain events have impacted life insurance sales over the past
| VUL UL Fixed UL + Other

two years
— 2019: Large volume of sales due to effective dates for 2017 * IUL market share increased over past several years, but slowed
CSO and VM-20 during 2020
— 2020: COVID-19 * Sales for VUL and fixed UL almost the same in 2020,
 Given the large growth in 2019, 2020 numbers are more highlighting:
exaggerated than may appear — Alarge decrease in fixed UL sales over the last 5 years, and
Traditional life (Term and WL) similar growth to 2019 — A noticeable increase in VUL sales over the last 3 years

— YV Universal life sales poor, closer to 2018 growth rates

Pandemic trend: sales directed to lower cost products with less
dependency on interest rates
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DEEP DIVE: UNIVERSAL LIFE SALES AND TRENDS

Universal Life sales by design type!
Sales measured by face amount (SB)

2016 2017 2018 2019 2020
B Accumulation focused B Protection focused

160
140
12
10

8
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O O o o

pit

N
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* In aggregate, accumulation focused products have sold better
than protection focused products in recent years, especially in
2020

— Driven by increased sales in IUL which is more focused on
accumulation designs

— Protection focused most popular on fixed UL

* Sales into protection based variable universal life sales were
twice as high as accumulation based designs in 2020 and have
a three year streak of outselling the accumulation design
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Product sales by design type!

Sales measured by face amount (SB)

Fixed universal life

150
B Accumulation focused B Protection focused
100
50
2016 2017 2018 2019 2020
Indexed universal life
150
100
) I II
2016 2017 2018 2019 2020
Variable universal life
150
100
50

2016 2017 2018 2019 2020



PRODUCT THEMES

There are opportunities for writers to broaden their products and distribution to have a portfolio that reaches a broad
customer base and has appeal in different economic environments

Theme Comments and considerations

Resurgence of VUL * Attractive in a persistent low interest rate environment, with consistently rising equities
“The Old” — Customers willing to pay more for more upside potential
— Upsides to insurance company in equity market participation and diversification

» Secondary guarantees appear to be attractive to consumers, but carry more risk for writers

* Filing and illustration considerations

Registered IUL (“RIUL”) also * RIULis an IUL with downside exposure, two major designs are buffer and floor
emerging

* |UL sales growing at around 8% before 2020, popular with consumers
“The New”

— Recent regulation around illustrations (AG49-A) have impacted sales

* Downside exposure allows for lower hedge costs, higher non-guaranteed index components and, in
some situations, better illustrations

LTC combo attractive to * Hybrid of universal life which allows distribution of death benefit for long-term care
consumers, dominated by a

handful of companies
“The Evolving” * Natural hedge between life insurance and living benefit components

* Two major designs, extension of benefits is new for most writers

* Uncertainty around reserving; modeling is complex

Sales practice trends * Underwriting: Accelerated / Simplified

* Digital / automation of sales
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REGULATORY HAPPENINGS

Regulatory item Comments and considerations

LDTI * Major changes for life insurance: LFPB, DAC/DAC-like balances, disclosures
* Companies at various stages of implementation, depending on reporting status

* Policy decisions based on management goals balanced with operational considerations
— Impacts: deferred earnings emergence for some universal life
— Major headache and biggest expense: data

PBR * Future mortality improvement and YRT reinsurance nearing conclusion
* Economic scenario generator entering field testing

* Valuation rate for 2021 issue years decreased by 50 bps

7702/SNFL * Interest rates used in calculations under 7702 and SNFL were updated in VM-02 in a broader COVID
relief bill (defined by VM-02)

* Applicable to new business Dec 31, 2020 — 1 year transition
* CVAT and GPT calculations will use an “accumulation test minimum rate” published by the IRS

* Impacts: product design and profitability, admin systemes, illustration systems

AG49-A * Applies to all policies sold on or after Dec 14, 2020

* Limits illustrated value for IUL policies with indexed-based multipliers, bonuses and policy loans
— Popular multiplier designs are not expected to go away

— Writers may demonstrate value by offering supplemental material and illustrating certain accounts
below the maximum rate
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[llustrative

PBR: IMPACT OF MORTALITY IMPROVEMENT ON MARGIN

Male, 40 year old, preferred non smoker, 2021 valuation
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7702: IMPACT TO POLICYHOLDERS

All else equal, a reduction in interest rate allows for the policyholder to accumulate higher cash values and premiums,
while maintaining the status of a life insurance policy

Maximum accumulated allowed cash value to maintain classification as an insurance policy
Net single premium threshold! across policy age under CVAT

Hypothetical lower i.r. 2% i.r. IR 4% i.r.
(beyond 2021) (2021) (prior to 2020)
Impact of interest
$1,000k rate change larger
in earlier years of T
t .
< policy
i =
o
g S750k
o
(%]
£
E  ssook
£
o
[«
2
£ $250k
(7]
3 Cash value of a policy must be
less than the NSP threshold
S0k
50 55 60 65 70 75 80 85 90 95

Policyholder age
1. Net single premium (NSP) threshold = actuarial present value needed to fund future policyholder benefits under CVAT
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SUMMARY OF LIFE & HEALTH DEALS BY SIZE AND TRANSACTION DATE (2015 - 2021)

Protective Life
LN 3 Genworth
September 2015
Sun Life
$0.9B JCHVENN
September 2015
AXA
LIEY- Genworth 5
July2015

Meiji Yasuda
StanCorp
July 2015

2015 2016

IPO

WiltonRe
Transamerica US
May 2017

2017

\ 1 Resolution
8 ‘ Voya Financial Individual Life
December 2019 2%
& $1.1B CUNA Mutual Group
25 Assurant
March 2021

Protective Life

Lincoln National
$0.58 $2.8B Liberty Mutual
January 2018
17 CXW- 3l Great-WestLife (Indigo)

January 2019

AXAIPO

Western and Southern
EYN-J Gerber Life (Nestle)

September 2018
" $0.5B
Elliot Management
Prosperity Life
March 2018
Hartford Life and Accident
$1.5B Aetna )
October 2017 WiltonRe
LIR:I:38 CNO
August 2018
Protective Life
9 CY 1= Liberty Mutual

January 2018
+ 12

2018 2019

I /3~ Deal (=50 5B)

2015: 'HC2 Holdings / American Financial Group, 2RGA / Voya, *Kuvare / Guaranty Income Life, “RGA / XL Group, *Senior Health Insurance Co of Pennsylvania / Teachers Protective Mutual

2016: SPartnerRe Ltd / Aurigen Capital

$1.3B

Carlyle Group / T&D Holdings
Fortitude Holdings Group (AIG)
June 2020

Max Financial MetLife
Mitsui Sumitomo Ins {eamaes Versant Health
March 2020 September 2020

. 21 23

Blackstone
Allstate Life
January 2021

New York Life
Cigna Group Life and DI
December 2019

2020 2021

M&A Deal (<80.58)

2017: 7Penn Mutual / Vantis Life, 8US Alliance / Northern Plains, °Heritage Life / Pharmacists Mutual, 1°R.D. Tips / Southwest Service Life, 1*Kuvare / United Fire Group, 12US Alliance Life / Midwest Holding, 13HCC Life / AIG, 1*HC2 Holdings / Humana, *Swiss Re / MAPFRE USA

2018: '®Kansas City Life / Grange Mutual, Carlyle Group / AIG

2019: 18Ares / Global Bankers, °Kuvare / LBL, 2°Nassau Re / Foresters, 2!Somerset Re / Prudential
2020: 2%First Trinity / K-TENN, 23Aflac / Zurich North America ,2*Monument Re / Greycastle, 2Prosperity Life / National Guardian Life, 26Taishin / Prudential Taiwan, 2’Global Atlantic / Manulife, 28Global Atlantic / Unum
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KEY TAKEAWAYS

1 COVID-19 contributed to decreased sales in 2020 and impacted universal life significantly. Simpler low cost
products easier to sell direct-to-consumer faired much better

2 There are opportunities to broaden product and distribution to have a portfolio that reaches a broad
customer base and has appeal in different economic environments

3 With the number and timing of compliance changes and many writers needing to turn their full focus to LDTI,
keeping up with the myriad of other regulatory changes may be difficult

© Oliver Wyman
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AGENDA

1 Sales update
RILA market expansion
FIA GLWB Financial reinsurance

M&A update

Gl a2 W N

Fixed annuity market dynamics
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ANNUITY QUARTERLY SALES TREND (SBN)

Quarterly average 2019 2020

2017 2018 ‘Q1 Q2 Q3 Q4 a1 Q2 Q3 Q4

@ @ @ @ @ o

51.8 59.7 59.3 623 579 55.7 544 474 548 57.6 Total

urce: L
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RILA SALES (QUARTERLY)

7,000
6,000
5,000
4,000

3,000

Sales (SMM)

2,000

1,000

Q1 2019 Q2 2019

m Equitable m Brighthouse
Source: Wink's Sales & Market Report
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Q3 2019

m Allianz

Q4 2019

Lincoln m CUNA

281

1,063

826

987

—
587

413

1,534

Q1 2020 Q2 2020

Ameriprise ® Prudential m All others

Q3 2020
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RILA PRODUCT LAUNCHES

Increasing sales has attracted more participants into the RILA space

l January 2020 I
September 2013 August 2017 Nov 2018 | *+ Ameriprise |
*  Allianz Life * Brighthouse + Symetra launches I
introduces Index introduces Shield launches Structured
Advantage :':(‘e’:los:llye)‘:t Access SymetraTrek | Solutions _I
—_ e — = August 2020
May 2013 I I may2019 Nationwide
*  MetlLife SN May 2018 | ° Great launches
introduces Shield ¢ b s * Lincoln American Defined
Level Selector Member’s Horizon launches Level | launches Protection
Annuity |  Advantage | Summit 6 Annuity
N i I |

Feb 2017
August 2013 ® AXA Structured
« CUNA introduces Capital Strategies July 2019
Member’s Zone Plus filed » Athene
Annuity launches
Amplify
Ll January 2015 October 2015 Feb 2018
« AXA |ntr°duces. . Voya . Voya cIOSes o Great West May e —-— e e s . —I
Structured Capital introduces Potential Plus launches iy S, | May 2020 :
Strategies q . . . .
g Potential Plus Capital Choice launches Index | Prudential
Frontier | launches I
FlexGuard
| |
e |

Recent entrants with strong VA distribution platforms gain a strong foothold in the RILA market

© Oliver Wyman
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RILA 1 YEAR CREDITING STRATEGY - FLOOR VS BUFFER DESIGN

4%
3%
2%
1%
0%

-1%

Net option cost

-2%

-3%

-4%

-5%

> > > ™ g \d ) \2} ) © o © A A A G2 S S < 4 < N N N "
» 2 » 4 > 4 » » » M » M » » > » M » » » > v V v W
SR N A R G U GRS G LN AN G N U GRS G U LN G G LN GO Gl i
NGEERA G RPN RN G N GO GG VG G NGNS IR \ VSN U G VN A I N G VI I
e Buffer design (10% cap and 10% buffer) e [-|00r design (10% cap and 10% floor)

Companies offering buffer design have been able to offer higher caps and capture more profits than floor design
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FIA GLWB FINANCIAL REINSURANCE

Financial reinsurance allows direct writers to hold less redundant reserves, reducing rider driven strain

lllustrative account value and reserves Financial reinsurance considerations

$120,000 ¢ Definition of economic reserves
' ¢ Risk transfer

* Recapture provisions
$100,000 P ———_ . . * Risk charge
Reinsuring redundant
reserves results
in anincreased IRR

$80,000
$60,000
$40,000
$20,000
S0 :
0 5 10 15 20 25 30 35 40
Duration
Account value GLWB reserve Csv Economic reserves

Financial reinsurance is an opportunity to reduce strain and increase product profitability, but treaty
and regulatory elements require careful consideration
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SUMMARY OF ANNUITY DEALS BY SIZE AND TRANSACTION DATE (2015 - 2021)

Sumitomo Life 4
Symetra
August 2015

$3.7B

$1.8B

Meiji Yasuda
StanCorp
July 2015

$5.0B

Athene IPO

WiltonRe
Transamerica US
May 2017

2015 2016 2017
IPO

2015: INational Guardian / Independence Holding, 2Nassau Re / Phoenix

May 2017

Protective Life
CYWI-R Liberty Mutual
January 2018

Jackson National
John Hancock
November 2018

Brighthouse Financial IPO
) o
Venerable Holdings

LYR1=] Voya Financial
December 2017

Lincoln National

$28B Liberty Mutual
January 2018
13
AXAIPO

$1.2B

Protective Life

Great-West Life (Indigo)
January 2019

Cornell Capital LLC
LYWH=P Hartford Life (Talcott)
December 2017

2018

I /3~ Deal (=50 5B)

2016: 3Undisclosed buyer / XL Group, “Advantage Capital Partners / Sentinel Security Life, SKuvare Life Re / Undisclosed / Undisclosed

2017: ¢Global Bankers / Enstar Group, ’RGA / Farmers (Zurich)
2018:
2019:
2020:

© Oliver Wyman
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Athene
\R{-} Lincoln Financial
December 2018

&American Republic Insurance / Great Western Insurance, °Athene / Voya , 1°Global Atlantic / Prudential, 1'Carlyle Group / AIG, 12Resolution Re / Symetra, 3RGA / John Hancock
14Global Atlantic / Ameriprise, 1°RGA / Horace Mann, 16Jade Mountain Partners / Lamington (White Eagle), 1’Kuvare / LBL, 18777Re / Undisclosed seller

19Ares / F&G Re, 2°Global Atlantic / Great American, 21777 Re / Unknown party, 22Athene / General Electric, 22Kuvare (LBL) / Unknown party, 2*Oceanview Re / Unknown party, 25Prosperity Life Assurance / National Western Life

20
Carlyle Group / T&D Holdings

Fortitude Holdings Group (AIG)

June 2020
MassMutual
$1.8B $3SB Great American
January 2021
15 Max Financial
Mitsui Sumitomo Ins D 2
March 2020
KKR =
Global Atlantic [.Y: W1 23 ®
July 2020
16 19
Empower ® =
MassMutual 2
September 2020 Y123
Sixth Street Partner
Fidelity National Life  (R.Z2%1=3) Talcott Resolution
$2 7B IR January 2021
February 2020
®
Athene
Jackson National Life §§##]=]
June 2020
Apollo
1 1 OB Athene
$1.2B $ March 2021

y Principal Financial Group
17 Wells Fargo & Company
April 2020

Venerable $1.2B
Equitable »
October 2020 ® 2

2020 2021

M&A Deal (<80.58)
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3 YEAR MYGA CREDITED RATES

2.5%

2.0% :\=-\,_\,—'__1 r’_[_—II__,\ —
15w _‘—\_'_\_‘=F‘_—\_|_‘,_:

1.0%

Current
3 year
CD rate

0.5%

0.0%
Q Q Q Q Q Q Q Q Q Q Q Q N N
0 v QV 0 v Q0 Q0 v Q% Q0 XV Q0 Q QO
SO G CAIR G CARN G G GO CAIIR CAR CHIIR CHIIR U (4
K N R I SN G G S SN G A

= \lassMutual ===Delaware Life ===Pacific Life ===The Standard

MYGA rates are currently exceeding CD rates, leading to higher MYGA sales than in recent years
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KEY TAKEAWAYS

1 VA sales are in decline with many companies shifting to RILA
2 M&A and structuring of reinsurance has become popular for fixed annuities and fixed index annuities

3 Fixed annuities sales have increased due to changes in credited rates relative to CD rates

© Oliver Wyman
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QUALIFICATIONS, ASSUMPTIONS, AND LIMITING CONDITIONS

This report is for the exclusive use of the Oliver Wyman client named herein. This report is not intended for general circulation or publication, nor is it to be reproduced,
quoted, or distributed for any purpose without the prior written permission of Oliver Wyman. There are no third-party beneficiaries with respect to this report, and
Oliver Wyman does not accept any liability to any third party.

Information furnished by others, upon which all or portions of this report are based, is believed to be reliable but has not been independently verified, unless otherwise
expressly indicated. Public information and industry and statistical data are from sources we deem to be reliable; however, we make no representation as to the
accuracy or completeness of such information. The findings contained in this report may contain predictions based on current data and historical trends. Any such
predictions are subject to inherent risks and uncertainties. Oliver Wyman accepts no responsibility for actual results or future events.

The opinions expressed in this report are valid only for the purpose stated herein and as of the date of this report. No obligation is assumed to revise this report to
reflect changes, events, or conditions, which occur subsequent to the date hereof.

All decisions in connection with the implementation or use of advice or recommendations contained in this report are the sole responsibility of the client. This report
does not represent investment advice nor does it provide an opinion regarding the fairness of any transaction to any and all parties. In addition, this report does not
represent legal, medical, accounting, safety, or other specialized advice. For any such advice, Oliver Wyman recommends seeking and obtaining advice from a qualified
professional.
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