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Opportunities for Growth: Product Trends and Solutions

Growth is the Top concern for
Executives for Life Insurance
Companies (Globally)

What's on the Minds of Life Insurance Executives
2023: Six Big Opportunities in an Evolving Market



https://www.limra.com/en/research/research-abstracts-public/2023/whatsonthemindsofexecutives2023/?&utm_source=webinar&utm_campaign=whatsontheminds
https://www.limra.com/en/research/research-abstracts-public/2023/whatsonthemindsofexecutives2023/?&utm_source=webinar&utm_campaign=whatsontheminds

Growth: Is the Top Challenge for Life Insurance Companies

Top Challenges by Year

2019 | 2021

G ) T )

Change Management 32% Technology 37%
Customer Experience 23% Interest Rates™ 26% Technology 28 %
Growth Growth Talent Management* 26%
Distribution Regulation Change Management 24%
Innovation” Customer Experience Profitability* 23 %
Technology Change Management Distribution 21 %
Competition* New ways of working”* Regulation 20 %

Sources: BCG and LIMRA’s 2023 global survey of life insurance executives; BCG analysis.

BRAPFP BOSTON
lewm CONSULTING
Note: New ways of working was added as a category in 2021. GROUP

*The challenge appears only once among the top challenges since 2019. Navigate With Confidence



30%

Source: LIMRA EY Technology Study 2023



* Leveraging Al and data analytics to create more tailored experiences that
align with individual customer needs.
* Integrating their products into non-traditional platforms, such as e-commerce
O and fintech applications, to reach new customer segments.
3 O /O e Streamlining policy terms and reducing complexity to enhance customer
understanding and engagement.

* Many carriers are prioritizing digital distribution channels, enabling

customers to purchase and manage policies entirely online.

...of carriers stated that product innovation is their main source of competitive advantage

Source: LIMRA EY Technology Study 2023



Emerging Market Trends focused on Product Innovation

Digital transformation and fintech

adoption.

Customization and flexible products
Simplified products and processes
Financial inclusion and microinsurance

Health and wellness Integration

o o &~ W BN

Retirement and longevity products



Strategic Questions that Shape our Future

1. How does our mission influence the products and experiences we deliver to sales professionals

and end users?

2. What is our ecosystem strategy? Is it easy to find our product offerings on major platforms? Are

they presented in an engaging and differentiated way?
3. Do our products meet current customer needs? What more can we offer to support their goals?

4. Do we have the resources and skillset to better support the sales professionals we do business

with?

5. Is our distribution strategy aligned to provide the best training, education, support, and experience

for the growth of sales professionals, and corporate growth?

6. Are we making the right investments in tools and technologies to make a difference in terms of

LIIVh

Operational Efficiency & Customer Experience?




%

How does our mission influence the
products and experiences we deliver

to sales professionals and end users?




Product Strategy

Given the current consumer / economic environment, how is your product strategy evolving?

[dentify up to three of the following and rank, with “1” getting the most leadership attention

Focus on higher profit margin products

More bundling products with riders and enhancements for the policyholder 89 37%

I

Pricing stability while offering more protection for policyholder

S 350

I

Adding a new product line 34%
Simplification of features & benefits 31%
Design & launch capital -light products 25%
Exit lower margin and capital intensive products 19%

Launching embedded product opportunities

Other, please specify:

1 2 W3

Source: BCG Executive Survey (n=115, as of July 11, 2023)



Personalized Products: Flexible and Simplified

EXAMPLE 1

2

What is our ecosystem

Plan like a parent My Account

Parenting is hard enough—Fabric by Gerber Life helps make

protecting your family’s financial future a little easier, with 3 W 4 |
© NG r strategy? Is it

the tools you need in one place, partnered with the brand
trusted by millions of families like yours for over 50 years.

R presented in an
GET STARTED ) - "4 ) ; -
—~ engaging and

differentiated way?

¢ ) fabricwy
"'”‘{‘ Gerber Life

e




Financial Inclusion and Microinsurance

EXAMPLE 2

What'| have seen 2
gishould have an &



Financial Inclusion and Microinsurance

EXAMPLE 2

S BIMA

Microinsurance helps address key economic concerns, including:
Affordable (low cost) health insurance for the underserved

Integrated health services (ecosystem) with their product (life and health insurance):
«24/7 Telemedicine

Discounted or free medicines and lab tests

*Annual Health Check

*Unlimited Specialists

*Health wallet with points

«Convenient and accessible purchase process (SMS or Mobile App)




Fintech Adoption

Instant Everything
Maya, our charming artificial intelligence bot, will craft the perfect insurance for you.

It couldn’t be easier, or faster

[\ N |
Jemonade r— Alles im Nu 3 Minutes

Gemonsil Angrit As little as -
/ﬁ\ To get paid

[0 1}
Vergiss alles, was du 2{
tber Versicherungen PRO MONAT
weildt

VERSICHERE DICH
Hausrat atpflichtversicherung

90 seconds Y,
N

=\
EINBRUCH UMD
] ISHLL

WASSER
CHADE!

-I';"\ Ok. Lass uns die gesto
Gegenstande auflisten, damit
wir dich umgehend bezahlen
3 kim
Kein Vertreter
Dufte Preise
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Do our products meet current

customer needs\;\\_“

\"‘ \ .
\ x\:\

What more can we offer to upj

their goals?

Integration of Health and Wellness




Integration of Health and Wellness

Interest In Multi-Cancer Early Detection Tests

|
E I E Life Insurance owners
- .t
I

31%

31%

All consumers

m Very Interested Somewhat Interested

Source: Market Facts, Early Cancer Detection Tests, 2024



Integration of Health and Wellness
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Retirement programs and wellness

M A ARRRNNAN

LOMA
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Retirement programs and wellness

Consumer Financial Concerns

Source: Global Consumer Pulse, LIMRA 2023 N= 32,839

Retirement

Being unable to work due to a
disabling illness or injury

Paying for medical expenses
In case of illness or injury

Leaving dependents in a
difficult situation in case of
premature death

. ’ M A ARRRNNAN

RA X
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Products offering income and flexibility

59%
“Iam/would be
interested in a life
insurance policy that
will provide me
guaranteed income in
retirement”

Source: 2023 Barometer Study

V' /[ [\ N\ X DY

LiMRA [
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Products offering income and flexibility

Key strategies insurers can adopt to address the retirement gap...

* Expand Product offerings

* Financial Education

* Leverage Digital Platforms

* Develop Flexible Retirement Products

* Strengthen Workplace Retirement Plans

V' /[ [\ N\ X DY

Source: 2023 Barometer Study .Li MM i r‘iiV['ils
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Strategic Questions that Shape our Future

4.

Do we have the resources and skillset to better support
the sales professionals we do business with?

Talent Management Is a Leading Challenge, and Rapid Industry Changes
Require Insurers to Plan and Act Now to Build the Workforce of the Future

_ New roles & skills needed Key actions
The ranking that respondents
gave to promoting employee
engagement when companies Digital roles
are focused on retaining talent ATH + Data scientists Reassess the hiring process

7 * Product managers & job requirements
_J + UXand Ul talent

The share of the insurance Digital marketers Develop programs to reskill
workforce that is age 55 or older and upskill talent

Build ecosystems of shared,

Ranking of insurance industry 21% century temporary talent

desirability among entry-level skills® - Creativity & agility

employees (the scale was 1 to »  Critical thinking Build a strategy and

10, where 1 was most @ « Collaboration infrastructure for remote work
desirable and 10 was the least) bl Design thinking



Strategic Questions that Shape our Future

#5.

Is our distribution strategy aligned
to provide the best training,
education, support, and experience
for the growth of sales professionals,

and corporate growth?



https://www.limra.com/en/trending-topics/publications/marketfacts/2025/critical-priority-enhancing-professionalism-of-advisors/

Strategic Questions that Shape our Future

#6.

Are we making the right investments in tools and technologies to make a difference

in terms of Operational Efficiency & Customer Experience?

Technology Modernization Is Table Stakes for Long-Term Success,

Source: Global Executive Study BCG y LIMRA (2023)

Note: PLN = natural language processing



Tech modernization is the foundation for long-term success

Leaders do not believe their companies are prepared

Technology Modernization Is Table Stakes for Long-Term Success,
and Leaders Do Not Believe Their Companies Are Prepared

Technology is a top challenge that
insurers are not prepared to address.

0i0/0l0  Respondents
101 YNOLC
0Ix)  ranked technology

" among the

top 3 challenges e

Legacy systems & modernization / / 60% falls behind several

Only 27% of respondents
consider their companies

prepared for the challenge

Source: Global Excecutive Study BCG y LIMRA (2023)

26 Note: PLN = natural language processing

Customer service technologies

Insurers are investing in technology across the value chain, with
automation, data science, and analytics as the most crucial.

What data/tools/technological advances are most crucial to your company’s success

in the next five years?
Respondents (%)

Digital automation / / 7%

Data science and data analytics / / 74%

(e.g., chatbots and NLP} // 66%

Business process management // 61 %

Cloud technologies //

(Cloud at Scale) 60%

Technology modernization

Artificial intelligence and // 579 new capabilities
machine learning °

Cyber-security / / 57%
Digital marketing / / 55%

Distribution technology // 52%




Tech modernization is the foundation for long-term success

1. Accelerating Time to Market

Insurers are partnering far more 2 . Bridging the TeChnOlogy Gap

than they used to with insurtech not

PA RTN E R H I P | . oy to icdernize, Butlss 1o do 6
TO ACCELSE;R AT? >3 | R N 3. Reducing Development Risk

partners can help them do faster,
cheaper, and with higher ROI than

INNOVA;le AN T hey were lhrvis doing.” and Cost

Rob Sims

4. Developing a Culture of

- e\ B \ . Innovation
Why Are Carriers Leveraging Partnerships? | -

TURN Customer Digital Distribution
engagement experiences empowerment

ON AND
UNLOCK:

In essence, partnerships are seen as an indispensable strategic lever that allows -
carriers to overcome internal limitations, accelerate digital transformation, and deliver 3 a9 @Y\
innovative, customer-centric solutions in a rapidly evolving market.




Technology: Easy integration enables innovation

Rai .

.L ¢ o i

Technology advice for Optimization

* Address legacy systems issues
* Create a simple way to connect to data

* Ensure digital transformation across the value chain

" (Clean up data




2025 LIMRA Annual Conference

ELEVATING

tomorrow

SEPTEMBER 14-16, 2025

Gaylord Palms Resort & Convention Center
Kissimmee, FL

The LIMRA Annual Conference is the can't-miss event for financial

services leaders. Join senior executives from life, annuities, and

workplace benefits for powerful keynotes, bold insights, and

unmatched networking — all at one premier gathering.

LIARA

limra.com/annual Navigate With Confidence



Submit your questions

Please send us an Email:

Michelle Havelock, RFC, MBA - Managing Director,
LIMRA and LOMA, Caribbean:

Thank you.

mhavelock@limra.com

Gina Castaneda - Director, Member Engagement |

LATAM & Caribbean

gcastaneda@limra.com

30
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