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THE ANNOUNCEMENT OF
PING AN INSURANCE (GROUP) COMPANY OF CHINA, LTD.
REGARDING THE DISCLOSURE OF RELEVANT REPORTS ON
2017 INVESTOR DAY

The board of directors and all directors of Ping An Insurance (Group) Company of China, Ltd.
(hereinafter referred to as the "Company") confirm that there are no false representations and
misleading statements contained in, or material omissions in this announcement, and severally and
jointly accept the responsibility for the truthfulness, accuracy and completeness of the contents of
this announcement.

The Company will hold the 2017 Investor Day on Monday, November 20, 2017, in which The
"Financial Service + Technology™ Strategy of Ping An, Ping An Life's Value Inside Out (Il), Boost
Value of Traditional Financial Businesses with Technologies and From Ping An to Platform:
Technology Innovation for Growth will be reported.

Please refer to the attachments of this announcement as disclosed by the Company on the
website of Shanghai Stock Exchange (www.sse.com.cn) on the same day for the details of the above
reports.

Attachments of this announcement on the website:

The “Financial Service + Technology” Strategy of Ping An

Ping An Life's Value Inside Out (1)

Boost Value of Traditional Financial Businesses with Technologies
From Ping An to Platform: Technology Innovation for Growth

Eal AN

The Board of Directors
Ping An Insurance (Group) Company of China, Ltd.
November 19, 2017
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Cautionary Statements Regarding Forward-Looking Statement

To the extent any statements made in this presentation containing information that is not historical are essentially
forward-looking. These forward-looking statements include but are not limited to projections, targets, estimates
and business plans that the Company expects or anticipates will or may occur in the future. These forward-looking
statements are subject to known and unknown risks and uncertainties that may be general or specific. Certain
statements, such as those including the words or phrases "potential”, "estimates", "expects", "anticipates",

"objective", "intends", "plans", "believes", "will", "may", “should", and similar expressions or variations on such
expressions may be considered forward-looking statements.

Readers should be cautioned that a variety of factors, many of which may be beyond the Company's control, affect
the performance, operations, and results of the Company, and could cause actual results to differ materially from
the expectations expressed in any of the Company's forward-looking statements. These factors include but are not
limited to exchange rate fluctuations, market shares, competition, environmental risks, changes in legal, financial
and regulatory frameworks, international economic and financial market conditions, and other risks and factors
beyond our control. These and other factors should be considered carefully, and readers should not place undue
reliance on the Company's forward-looking statements. In addition, the Company undertakes no obligation to
publicly update or revise any forward-looking statement that is contained in this presentation as a result of new
information, future events, or otherwise. None of the Company, or any of its employees or affiliates is responsible
for, or is making, any representation concerning the future performance of the Company.






Ping An Started Technology Innovation Strategy 7 Years Ago @
and Keeps Value Focus, Leading to Ongoing Earnings Growth
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The “Financial Service + Technology” Strategy Will Bring Us A
Huge Leap in Our Earnings and Value
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Technology
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Why Adopting the “Financial Service + Technology” Strategy E@
And What'’s the Business Model?

e of Tech & Big Trend 4. PA’s Domain
2. Modularization 5. PA’'s Model

3. PA’s Advantages



1.1 On Top of the Tide
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1.2 Intelligent & Personalized Internet Technology
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1.3 Opportunities from Technological Advancements
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2.1 Traditional FIs Rely on Capital, Labor and Integrated @
Operations
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2.2 Implications from Modularization of Smartphone And Auto @

Industries
The iPhone industry chain The Tesla industry chain
Apple secures a high margin on the industry chain by With core advantages in the BMS, electric drive system
strengthening its design, brand, and services via and automatic drive, Tesla selects and assembles
modularization under a capital-light model. modules from across the world to launch groundbreaking

products such as Model S.
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2.3 Fintech Companies Will Supply Modular Services

iIng An a world
g Fintech company which will
provide modular financial services
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3 Ping An’s Advantages

i

Scenarios

Tech ‘ Data
\ 3 Capabilities 3 Resources

Big Trend > Modularization




Why Adopting the “Financial Service + Technology” Strategy EE
And What'’s the Business Model?
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4 Ping An’s Domain: 2 Big Focus + 5 Key Technologies
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5 Ping An’s Technology-powered Model

ed PA will seek innovations in
inancial and healthcare industries to become more
competitive in traditional financial businesses

Technology-
powered PA

Traditional
financial
businesses
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“Financial Service + Technology”, An Ongoing Value DLE
Generating Strategy
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Cautionary Statements Regarding Forward-Looking Statement

To the extent any statements made in this presentation containing information that is not historical are
essentially forward-looking. These forward-looking statements include but are not limited to projections,
targets, estimates and business plans that the Company expects or anticipates will or may occur in the
future. These forward-looking statements are subject to known and unknown risks and uncertainties
that may be general or specific. Certain statements, such as those including the words or phrases
“potential”, "estimates”, "expects”, "anticipates"”, "objective”, "intends", "plans”, "believes”, "will", "may",
"should”, and similar expressions or variations on such expressions may be considered forward-looking

statements.

Readers should be cautioned that a variety of factors, many of which may be beyond the Company's
control, affect the performance, operations, and results of the Company, and could cause actual results
to differ materially from the expectations expressed in any of the Company's forward-looking
statements. These factors include but are not limited to exchange rate fluctuations, market shares,
competition, environmental risks, changes in legal, financial and regulatory frameworks, international
economic and financial market conditions, and other risks and factors beyond our control. These and
other factors should be considered carefully, and readers should not place undue reliance on the
Company's forward-looking statements. In addition, the Company undertakes no obligation to publicly
update or revise any forward-looking statement that is contained in this presentation as a result of new
information, future events, or otherwise. None of the Company, or any of its employees or affiliates is
responsible for, or is making, any representation concerning the future performance of the Company.

Specification of Disclosure

Value of new business stated in this presentation is of life and health insurance business unless
otherwise specified, which is comprised of insurance business from Ping An Life, Ping An Annuity and
Ping An Health. Embedded value stated in this presentation is at group level.

Growth rates disclosed in the charts and tables of this presentation are annual compound growth rates
unless otherwise specified.



Ping An and Peers’ Booming Life Insurance Business

: . (In billion RMB) ofit Attributable to
—come 1 Shareholders of Parent Compan

+7%
+33%
680.4 +16% v 62.4
36.1

355.3

199.5 g o5 g 20.1
=

2012 2016 2012 2016 2012 2016 2012 2016

! BRET hedded Value ﬁNB 1
1,027.4 +22% <% 78.8 +34%

513.9

637.7 Tl
529.7 b 32.1
285.9 15.9
= il s
2012 2016 2012 2016 2012 2016 2012 2016

i Listed insurers

Note: (1) Above growth rates are CAGR unless otherwise stated. Sources: Respective annual reports. E Ping An Group
(2) Listed insurers includes China life, China Pacific and New China Life.



Main Market Concerns from Last Year

ill lasting low interest rate s Affected L
vironment significantly by Low iret tema'n Cfmtr_' Utorz NtBEV
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pair its profitability” Interest depend less on interest margin
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uture Profit + Large residual margin supports
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* Residual margin release sustains}




Continue to Explore the 3 Market Concerns

IS Insurance consumption upgrade
sustainable?

What are Ping An’s competitive
advantages?

How to interpret residual margin?




Contents

1. Is insurance consumption upgrade sustainable?}

2. What are Ping An’s competitive advantages?

3. How to interpret residual margin?



Consumption Upgrade Is an lrresistible Trend

& |nsurahCe Consumption Upgrade}

'Changes in social

environment

ate policies

® Aging population
® Inflating medical
expenses

® Rate marketization

® “New Country Ten”

® The 13th national 5-
year plan

® C-ROSS

® Regulation No. 134

® Preferential tax policy

Fincreased income and

awareness

® Continuous growth in
residents’ disposable
iIncome

® [ncreased insurance
awareness




Insurance Needs Continue to Expand

Aggravating Trend of Aging Population Causes Medical Expense per person
Dependency Ratio Expected to Drop to 2 in 2050
In RMB
* R
A st
| "876

2007 2008 2009 2010 2011 2012 2013 2014 2015 2016

Total Health Insurance Claim Paid

In billion RMB

S 76.3

1 k| 1 | 1 1 K]

2007 2008 2009 2010 2011 2012 2013 2014 2015 2016

Note: (1) Dependency ratio is calculated as the population of age 20~59 overpopulation of age exceed 60
(2) Sources: Bain, Euromonitor, State Statistical Bureau.



Insurance Became Attainable due to Increase In
Residents’ Income and Awareness

Annual Growth of
GDP per person

Annual Growth of Life
Industry Premium

Annual Growth of Health
Insurance Premium

(RMB)

2012

™ Disposable income pp of

urban population

™ Life Industry premium

-4 Health insurance premium
contribution

(In billion RMB)

33,616

1,015.7 1,101.0

+21.6% 2,223.5

~ 2 1,628.8

1,303.1

2013

2014

2015

2016

2012

Note: (1) Above growth rates are CAGR unless otherwise stated.
(2) Above premium is in accordance with Accounting Treatment of Insurance Contracts. Source: CIRC website.

2013 2014 2015 2016

—18%




China’s Insurance Market is Underdeveloped and
Filled with Tremendous Potential

Insurance . suran_ce
= : rotection of Working
Penetration

nsurance

Density(RMB) Population(in trillion USD)
50,680 20.0%
. 17.6% 32.0
Implied
CAGR12%
i 28,517
24,629 9.5%
5 times
5.0%
4.2% h 6.5
2,225 3500 M| M | '
M o —
Mainland 131 5yr ‘ NETEN] " Taiwan Hong I Mainland 33n 5y Japan  Taiwan  Hong 2004 2014
plan target Kong plan target Kong
in 2020 in 2020

Source: SwissRe Sigma Report; SwissRe "Asia-Pacific 2015 Mortality Protection Gap”; Shortfall in insurance protection is defined as
the amount required to maintain certain living standard minus deposit saving minus sum-assured of purchased life insurance. 10



Unevenly Developed Insurance Market Ensures

Sustainable Business Growth

Insurance Density and Penetration of 2016

Insurance
Density(RMB)

Mainland vs. Peers in Asia

Shenzhen
& (3.1%,5,014)

Hong Kong
(16.2%,46,600)

Japan
(7.2%,18,500)

Beijing

4
Other districts
&

. RPN

¢

(5.9%,6,764)

Shanghai
(4.2%,4,622)

Taiwan
(16.7%,23,800)

Source: CIRC website; SwissRe Sigma Report.

Insurance
Penetration(%)
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Ping An’s Level of Protection is Gradually Deepening
Even Though Still Underdeveloped

otal No. of Long Term Protection
Policies(in '000)

um-as's‘u're»d per Protection Policy
(in ’'000 RMB)

9,855
—e—Death

—e—Dread Disease 8,024

——Accident 7,966

1,593

1,547

2012 2013 2014 2015 2016

—o— Death

—o—Dread Disease

—— Accident

83

78

45

2012 2013 2014 2015 2016

Note: (1) Above data account for new business only, and exclude short term products

(2) Sum-assured per protection insurance policy accounts for basic benefit only, excludes extra payout of special benefit

12
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Robust Business Growth

’ GNB

2012 2013 2014 2015 2016

+22.2%
637,703

552,853
458,812

329,653

285,874

2012 2013 2014 2015 2016

Note: Above growth rates are CAGR.

H" !!| Mrargin
(V)
+24.6% 38.198

29,267

dual Margin

+28.2%
454,677

330,819

254,160
199,310

168,270

| |
1]
17
T

2012 2013 2014 2015 2016

(In million RMB)

Foup Net Profit

2012 2013 2014 2015 2016

: idend per
. Share (RMB)
+35.1%
0.750

0.530
0.325 0.375
0.225 l
= = =

2012 2013 2014 2015 2016

14



Top Quality New Business Generates Robust Value
and Profit Growth

Value of - Value of
A5 NB in-force -

esidual dL o
; rhargin of |—> —" e Dividend
NB of RM

Accounting profit is affected by operating
variance, investment variance and
accounting estimate changes which might
fluctuate over years

15



Key Elements to Top Quality New Business

- Value
of NB

Margin

Managemen

Leading agents
guarantee high
premium growth

Enormous costumer :
base is the source of :
sustainable new :
business boom

Optimize product
portfolio, lower
operating risk and
improve profitability

Add value due to
highly efficient
operation

16
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The Key Factors to Leading Agency Workforce

. Strict dismissal policy

g

“attract new recruit and

enhance retention

0 million “Jin Guan
P registered users
ine'iraining with no time
space constraint

18



Agents Fully Equipped Through “Tech+”

v’ Zhiniao and live training, with no time
and space constraint

v 338 thousand live sessions took place

during March to October v" Over 120 million “Jin Guan Jia”
APP registered users, world
most used insurance APP

v Ad. forwarded 220 million times
on WeChat, resulted in 3.6
million sales

v’ Big data applied to analyze
preference and behavioral
pattern of existing and potential
costumers to increase
successful sales

v" Apply Al to analyze agents’
character, habit and
background to provide tailored-
made training and coaching

v' Current and previously
employed agents conduct sales
on “Jin Guan Jia” APP

nt

v “Onsite and offsite” team
management model

v Apply Al to optimize agents’
development, enhance performance

v Online trainiﬁg improve agents’ ability

v' “Jin Guan Jia” APP + Integrated Finance
Model increase sales, agents’ income, and

retention rate
19



No. of Agency Workforce and Productivity Continue to
Rise

7 orkforce nd policies per
(in 000 person) | agent per month

" Policies per agent per month

CARG m
+21.3% ’ =& Activity rate

870

- 65%

636
513 Do

o e } - - —
2012 2013 2014 2015 2016 2017Q3 2012 2013 2014 2015 2016

Note: 21.3% CAGR increase of agents during 2012-2016, which does not include growth in 2017
20



Agents’ Income Higher than Average Salary of Urban
Workers by 20% due to High Productivity and Cross-selling

P per agent per month
(RMB per month)

come per agent
(RMB per person)

™ Total monthly income

2 Monthly income from

per agent cross-selling
+7.8% =& Urban population's average
monthly salary
> +9.7%
7,236 6,016
gl
5,124
4,153 4,222
2012 2013 2014 2015 2016 2012 2013 2014 2015 2016

Note: (1) Above growth rates are CAGR unless otherwise stated.

(2)Urban workers’ average monthly salary = (Urban non-private sector’s workers * average salary of urban non-private sector + Urban private 5,
sector’'s workers * average salary of urban private sector ) / Urban workers. Source from the state statistics bureau.
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Extensive Extended Services Provided by Collaborated Multi-
Subsidiaries Improve Customer Satisfaction and Cultivation

Enormous customer base from
Group provides solid foundation :
for Ping An Life customer

: oyalty anc

improve
ecruitme

23



lllustrations of Customer Cultivation

lllustration 1 lllustration 2
Life + Good Doctor Life + P&C

uncomplicated,
rdized auto insurance
necessity

D

o travel scenario
Recommend accident
protection product

() Provide diversified services such as Ping An 2 v

RUN, exercise promotion etc. to guide customer
into establishing insurance awareness. Provide

all aspect of care such as insurance protection

as well as extended health consulting services to
Kcomplete the Health Cycle. i

2nd protection coverage
ecommend Ping An Fu
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2.3 The Right Product Strategy }
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The Right Product Strategy Creates a Tripartite Win-
Win Situation among Consumers, Agents and Ping An

also
Account for
Volume

e oriented

e B Of
aditional,

universal

participation and

o

type business

Oritize protection

s

Win-Win

26



Balanced Portfolio Minimizes Interest Rate Sensitivity

FYP Distribution ecreasing PN idend and
in Agency Channel over Past 5 Years interest credit rate

low of PAR and UL partially
bit characteristic of floating-rate bond,
ch carry lower sensitivity to interest rate

% Change of VNB
When Investment Rate +50bp

Par and UL exhibit
lower interest rate

18%

Typical Typical Typical  Typical
TRAD PAR TRAD PAR
protection  protection Saving  Saving

type type type type

27



Effective Duration is a More Realistic Representation of

Interest Rate Sensitivity

E.g. Parameters of a fixed rate bond and a floating rate bond is as follow(1) : t % CF
T t
! | Current t=1(1 + {)¢t
Book value Term Book yield Market yield price Macaulay duration = ( = )
Fixed 100 o 5% 5% 100 i, (1Ttl)t
Floating 100 10 yr Samey?;;“arket 5% 100 f &
Effective duration = —————
Bo = (i — 1)
ash flow of fixed-rate bond
m Rate at issue of 5% oo 10 Bond price Bond price o PR
® Rate after issue drop to 4% i at 5% at 4% 9
Fixed 100 108 8%
5 5 5 § 5 e
Y1 Y2 Y9
— = flow
Hasﬁ flow of floating-rate bond | v
M Rate at issue of 5% 105 N
® Rate after issue drop to 4% “éi?:::;y Effective Duration
55 5 5 " Fixed 8.1 7.7
e
- -
‘ '—'— ‘ '—"— Floating 8.1 1.0
Y1 \ Y9 Y10

Note: (1) Assumptions applied are: Spread of floaters and spread for pricing both equal 0, coupon paid annually, floating coupon paid

according to current market rate.

28



Diversified Portfolio Ensures Sustainable Long-term

Profit

Effective Duration at Mid-year 2017

e’s Asset and Liability

ot e

Liability
Product Policy Asset cash
type Term duration | outflows
duration
Traditional | >50 years | 7-8 years |15-20years
Participati-
on and >50 years | 7-8 years | 3-6years
universal
Overall A&L gap
: ; <5
(Effective duration)

Fchieve Long-term Sustainable Profit

- Good
A&L
duration
match

lapse rate

29



Enriching Insurance Coverage to Generate Diversified
and Steady Mortality Margin

0 expand and enrich protection

ore balanced all-round protection coverage
type products

Agency NB Mix
® . Strongly promote ® -« Ping An Fu ® . Market segmentation,
DD product upgrade, launch Kids’ Ping An Fu
Chang QIng Shu | . |nciudes 8 more « Launch Ping An RUN,
* Launch Hu Shen minor diseases expand Ping An Fu’s
Fu expand to mid in coverage coverage to 80 types
to high-end DD+20 types minor m Death
protection market disease
m Dread
disease
m Medical
* Satisfy customers’ m Accident
every possible
 With the help of * Ping An Fu upgrade, | needs, launch Long
rate marketization, disease coverage term care product
launch Ping An Fu expand to 45 types i
for mid to high-end | diseases + Ping Ad" jgiuther
: upgrade, sum
protectRiiiRla * Launch O20drivers | assured increases
® @ accident protection @ after minor disease
product benefit payout 2012 2013 2014 2015 2016

30



Achieve High VNB Growth Meanwhile Focus on
Protection Business Continues to Rise

' \ tributed to Long-Term
High VNB Growth - ;
Protection Products

(In million RMB) 50,805(C-ROSS)

74.5%(C-ROSS)

66.69
60.2% 64.2%
53.5%
30,838 49.2%
21,966
15,075 oY
: : ! ' . 7
2012 2013 2014 2015 2016 2012 2013 2014 2015 2016

Note: Above VNB and growth rate was calculated in accordance with solvency | for comparability purpose, unless otherwise stated.
31



Tripartite Win-Win among Consumer, Agent and

Ping An

KVNB CAGR of 33.7% \

*Long term protection products’ contribution
to VNB of agency channel, up from 49%to
67%

* |Income CAGR of 10%

* Income continually
higher than average
of urban workers

*Asset liability effective duration gap less

Qhan 5

PINg An

* Widen protection
coverage

* Increase protection
level

32
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Excellent Management Generates Profit and Value

* Unit expense Ping An Life’s KPI:
VNB account for 45%

Others include profit,
investment, market
share, risk indicators
and etc.

« Mortality rate
* Morbidity rate

* |nvestment
rate

* Reinsurance * Lapse
» Taxation rate

34



erwri
ply over 700
0 precisely

Jooperate with POBC and

~ other credibility institutes to

~ prevent anti-selection and
moral hazard

* Prudence in pricing, first in
peers to take morbidity

deterioration into accouny

ving habits and
er incident rate from the

Ping An Good Doctor
provides online health
consultant services cover
about 100 million users and

';\"528 million customers.

with over 4
Is hospital to
‘medical cost;

ly insurance claim
ing “Claim in a flash”,

and risk control

_ effectiveness to improve

risk control ability

oeed up claim process;

'Regularly review claim datg

ol

Smart Risk Management System Guarantees Steady
Mortality Margin
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Policy Persistency Outperform Market Peers

6%

5%

4%

3%

2%

1%

0%

Lapse rate

—— Ping An Life

--® - Market average

2012 2013

2014

2015

2016

100%

95%

90%

85%

80%

75%

" Policy persistency ratio

Ping An Life 13-month persistency ratio

--@ - Market average 13-month

—&— Ping An Life 25-month persistency ratio

- -l - Market average 25-month

2012 2013 2014 2015

2016

Note: (1) Market average is calculated as the average of China Life, Ping An, China Pacific and New China Life; source: respective

(2) The persistency ratio of China Life is base on 14-month and 26-month, while the other 3 listed insurers are based on

annual report

month and 25-month
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The 10 Year Average Investment Return Exceeds EV

Assumption

Year
2007
2008
2009
2010
2011
2012
2013
2014
2015
2016

10 year average

Net investment rate
4.5%
4.1%
3.9%
4.2%
4.5%
4.7%
5.1%
5.3%
5.8%
6.0%
4.8%

Gross investment rate
14.1%
-1.7%
6.4%
4.9%
4.0%
2.9%
5.1%
5.1%
7.8%

Fair value return rate
23.1%
-8.5%
8.3%
4.0%
1.5%
5.2%
4.5%
8.9%
7.8%

Note: The investment asset applied above includes asset from Ping An Life, Ping An P&C, Ping An Annuity, Ping An Health and

other insurance subsidiary.
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Better-than-expected Investment and Operating Results
Contribute to Profit due to Excellent Management

2016
(In million RMB)

Release of residual

: 38,198
margin
Accounting estimate (28,895)
change
Investment variance 11,561
Operating variance 11,418
Profit before tax 32,281

Note: Operating variance includes the release of risk margin

Average Breakdown
of 2012~2016

115.5%

(51.4%)

’’’’’’
’
4
4

719.7%"

_.—_
- s
S ="

. 16.1% /

~
NNNNN

Accounting estimate
change in the past 5
years was mainly
caused by the
lowering of discount
rate.
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1. Is insurance consumption upgrade sustainable?

2. What are Ping An’s competitive advantages?

ow to interpret residual margin?
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Linkage Between Residual Margin and the 3 Indicators
on Life Insurer’s Value Analysis

| present value of
fu ture profit, so why the
b|g difference?

0 tvrlbutor of
pital under C-ROSS | !

------------------------------------------------------------------
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Different Discount Rate, Treatment of Tax and Capital Cost
Resulted Variation Between Residual Margin and VIF

(In billion RMB) (18.4)

—_—

454.7

229.5

2016 Value of Tax and capital Discount rate and other ~_Other 2016 Residual
i fords cost economic assumption  differences margin of in-force
differences
Main item causes variation Residual margin VIF
Tax and capital cost Exclude Include

Base on CGB yield and

) RDR of 11%
investment rate

Discount rate

Note: Above result is comprised of Ping An Life only
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Variation Between Residual Margin and VNB Caused
by the Same Factors as VIF

51.6 (4.8) 129.9
(In billion RMB)

32.5

50.6

Discount rate and other 2016 Residual
Tax and h : : ; :
VNB at 2016 . other economic differences margin of in-
Cagise0s assumption foree
differences

Note: Above result is comprised of Ping An Life only
42



Residual Margin Increase Driven by NB and
Excellent Management

(In billion RMB)

17.4 38.2
129.9 ( 14.8 454.7
- - o
330.8

Residual margin New business  Expected growth Release of Operating Residual margin
2015YE contribution residual margin variance and 2016YE
others
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Summary

product
strategy
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Important Notes

Cautionary Statements Regarding Forward-Looking Statement

To the extent any statements made inthis presentation containing information that is not historical
are essentially forward-looking. These forward-looking statements include but are not limited to
projections, targets, estimates and business plans that the Company expects or anticipates will or
may occur in the future. These forward-looking statements are subjectto known and unknown risks
and uncertainties that may be general or specific. Certain statements, such as those including the

words or phrases "potential”, "estimates”, "expects", "anticipates”, "objective", "intends", "plans"”,
"believes", "will", "may", "should", and similar expressions orvariations on such expressions may be
considered forward-looking statements.

Readers should be cautioned that a variety of factors, many of which may be beyond the Company's
control, affect the performance, operations, and results of the Company, and could cause actual
results to differ materially from the expectations expressed in any of the Company's forward-looking
statements. These factors include but are not limited to exchange rate fluctuations, market shares,
competition, environmental risks, changes in legal, financial and regulatory frameworks, international
economic and financial market conditions, and other risks and factors beyond our control. These and
other factors should be considered carefully, and readers should not place undue reliance on the
Company's forward-looking statements. In addition, the Company undertakes no obligationto publicly
update or revise any forward-looking statement that is contained in this presentationas a result of
new information, future events, or otherwise. None of the Company, or any of its employees or
affiliates is responsible for, or is making, any representation concerning the future performance ofthe

Company.




Ping An’s five core technologies extensively applied to business

. . Extensive .
Five core technologies Value Promotion
applications

: : Face/voiceprint/micro v" Increase
Biometrics expression Customer o
development efficiency
_ Enormous data; over
Big data 26,000 dimensions; over
500 data experts Channel v" Cut costs

management

Machine learning/NLP/
Robot engineering

technology v Enhance risk

Customer management
services

Finance cloud/health
cloud/government
cloud/corporate cloud

v Improve

_ Asset trading/health Risk experience
=1elel e care/digital currency/ management

financing & lending




Technologies have penetrated all the core parts of traditional financial services

Smartsegmentation of * SAT sales model
life insurance customers revolution
Precise,smartinvestment ole « Selection of outstanding
advisingfor securities I~ ) sales agents
customers . :

_ customer Dynamic management of
Carry outvarious Hevelopment agentactivities

financial companies

o « Remotetraining for agents
within the Group g J

« Carryoutvariousfinancial
companieswithin the

Agency risk management Group

Life insuranceunderwriting/clain

risk models * Life InsuranceIntelligent

Driving risk factors customer services

@ llse)mlar * Superfastauto insurance

Smartauto claims risk : )
Seplgss  claims

management

P&C insurance risk identification
system

Creditcard & Puhuirisk models



http://www.easyicon.net/1169929-face_recognition_scan_icon.html

Refined customer development — Life Insurance (1/2): Focus on customer demands; acquire
huge numbers of customers online and offline in various scenarios; frequently interact with
customers to know them, form a comprehensive customer view, and segment customers

Acquire huge numbers of Segmentation

customers in various 360° Customer View
. models
scenarios
Visit
EAppllcatlon e Example:
Opolicy AR

O

administration o I
Sales /S ﬂ Claims Mailbox | L' esty e
agentsQutlet ' . | Gender Social style
enewa Age Handset No:
3rd parties a Query Employer ID' No.
| Birthday Checkup
- Co mp aint In- |gtﬁrebsgs data
Phone and hobbies
‘:}Health teg Pre-existing
@ management & itions
. Offline - Old age carete IVErsI Career Activity
@ onine Internet L Education Transactions
Child care Services
== posic services % Surveys  Assets
- Value- added e Chat Wealth Coghe}?te%ilsglrlljeels
serw 3 management Potential value
@ ° Travel
APP Housekeeping
Microblo

Parenting




Refined customer development - Life Insurance (2/2): Segment customers on the basis of
the customer view; generate products, services, channels, and contact opportunities

smartly; directly contact customers or send leads to sales agents

Smart generation of

products/services/
channels/opportunities

o
0-

Products
(600+)

Channels
(online+offline)

N Services
ad (300+)
Opportunities
@ (full policy
cycle)

>
=
>

Differential customer

development

Directly contact
customers

o Send leads to
Al sales agents

e

Products/s
ervices
meeting

customer
demands

12-month lead
conversion rate

e

Effects :
Proportion of

repeat buyers

@

Note: 12-month lead conversion rate = converted leads provided in past 12 months/converted or still useful leads




Refined customer development has also been carried out in various financial companies

within the Group

Customer profiling

Basic Investment
information appetite

Securities
Product appetite
. ?gegder * Riskappetite
+ Occupati Time appetite
e Channel
on r
appetite

Funds & Marketing
wealth information

Trust
Financial assets® Activities
* Loan * Information
* Housing appetite
information * Location
* Non-financial tracking
assets

Social Risk
network tolerance

« Circles *  Prudent
* Communities <+ High-yield
* Hobbygroups <+ Balanced

Customer segment

Investment newcomers

Stock investment experts

New customers

Potential HNW
customers

HNW customers

High income and high
expenditure

Low income and low
expenditure

Low income and high
expenditure

Example

Leads push

Smarttraders and
bullish stocks

Smart allocation plans

Customer acquisition
through social
networking, precision
marketing

Asset management,
social finance
Private placement
recommendation

Fund + Fixed investment
+ MMF

Fixed income + P2P

P2P + MMF + Fixed
investment




Refined channel management and sales(1/4) — Life Insurance SAT sales model revolution:
Disrupt the traditional sales model by allowing agents to segment and interact with customer
in real time under the “SAT” model

Innovative “SAT” sales model

""" : Insuranceé
2 products ;
on—8

WeChat Agent
friends

Financial Asset

products manage- :
ment :
products i
! * |
: Banng | Group

A6l We Chat Agent

) ! roducts:
Sl ST ...
! i aries

latform i i

- 32‘)\3 — & Social Agent app Customer Renyimen i (ﬁ) ;

TR Agent platform app (Magic Gate) E Medical '

WeChat 9 services i

friends ‘f '

I Life -

& n _& ; Study- |

\“9\ service abroad |

WeChat Agent products  goryices !

friends :

...... Tourist

R services '




“SAT” model has been adopted by many companies within the Group

‘\ Social platform @
A\ § P —

Agentapp Customer
2 _
Property & 23 3 — & T1: Remote supportforsales agents
Cazu aI)t/y Y 2 N ] T2: Remote services for customers
Insurance Social Sales Chuang Good Auto Owner T3: Remote sales for customers
circles agents Zhan Helper
Insurance
Sale
‘g & s | E3F T1: Remote support for sales agents
Bank's retail ~g~ - ) i T2: Online breakpoint services
Social Wealth Pockets for Pocket T3: Management of potential wealth
circles Managers -y bankers banking |G customers
». o =
i & o : Management of existing
Bank's auto 3% i customers _
finance Social Relationship Auto finance ET-Auto T2: Remote services for customers
circles managers helper
_ﬁ Y
N - & .n.’ll I] T: Remote services and sales for
Trust & _ = customers
Social Private QR code CaiFuBao
circles banking recommendation
and wealth
managers




Intelligent channel management and sales (2/4) — Life Insurance agent selection and
management: Build a dynamic cycling system of “profiling + features + screening” to select

agents

Profile groups with

high retention/lapse

M

High-
~ retention

High-
lapse

Character rating

Personal features

Training performance

Career aspiration

Customer resources

Risk assessment

Identify personal features

of prospective agents

A

Prospective
__agents

* Character modeling

* Facial analysis

» Face/wifi-based attendance/
human-machine interactive
tests

Personal
* Work records

features

« Jin Guan Jiaregistrations +
SAT behavior analysis

* Micro-expression/credit
records/face recognition/
health records

®®

o
o
.

Automatic learning and profilingiteration

Model-
based
screening

evaluation

C=ICompetency
evaluation

= Decisive
E evaluation

On board

AL

Lapsed

10




Intelligent channel management and sales (3/4) — Life Insurance activity management:
Provide intelligent group training; dynamically plan and manage agents’ growth paths; give
relevant suggestions

Excellent
Personal performer in Customer 5 » .
= il 7o i Sp~ ersonal dynamic
=0 profiling ',CTOSS;SB||Ing manager ~-~Excellent y

i rofiling models
performer in ~ \ctomer p g

L 4 . /7 [
cross-selling (50+)
N Meiitor” Supenisor s m_oa”agel *’
\ ~
_ 1 '/ \\FuII S Excellent Cu%[omer T
D)g'ﬁr;'- Ofbdard membership| /! erformer_in__mgnager | Group dynamic Per capita
a P , | : g .
\ | profiling models
planned , I"l | “ Aget 1 1 (70+) prOdUCtIVIty
11 | \‘ ,l, 1 | \ y
Lo I I
é ¢
Prestre);?r:OWth @ @ @ @ Key group analysis

l Full Potential Potential  Potential models

--- Actual growth o ey excellent supervisor  cross-selling . (14+)
trail profiling performer profiing agent profiing ™ < |Goals
profiling

Retention
Adjust the rate

path
Personal optimal

Set/sugg Monitor Review Push path and growth

Dynami- ' _estapath closely problems action suggestion models
cally messages - (74) )
manage Daily

d growth cycling

path *Preset optimal *Flexibly Dynamically ~ Quick *Precisely
growth path matched with  review the diagnosis push

Personal dynamic
analysis models

highly growth trail *Precise messages (6+)
aligned goals +Adjust the path judgment - -
in real time

11




Intelligent channel management and sales (4/4) — Life Insurance training management: Build
three online training models; automatically allocate resources; recommend personalized
courses to agents; comprehensively manage training effects

e

Training camp

Online teaching +
local camp

A

Petrol station

Online teaching +
self-learning

3 online

training
models

_____

Course system Resource system

Training
support
platform

Online courses + micro-
classes + real cases +
offline teaching

Mentor pool +
training rooms

Micro-
classroom

Self-learning

System support

Pocket-E + Zhi Niao
+ ETS

E—/~

v'100% coverage

v'"No attenuation
of training effects

|Eff9Ct5/PersonaIized

Automatic resource
allocation

Intelligent course
recommendation

*Highly aligned with agents’
training demand

*Best matching of students,
mentors, facilitators and

workplac~
Agents’ training i
demand Facilitator Mentor

+ anage

- ment

== | Agent capability model

ssessmentmodel
Workplace Students

- -
Intelligent management
during training
*Content monitoring/online
tests/courseware sharing

“ Voiceprint/image
recognition
(Filter sensitive data)

® % Human-machine
ad . .
interaction

E.g Cloud storage

provision of
courses

v'Lower costs

12




Intelligent customer services (1/2) — Life Insurance Intelligent customer services: Intelligent
recognition of customers and demands; precise risk rating; 99% of business activities
conducted online

Intelligent
gsgfogr:g:gr;r?; Precise risk rating Automatic business processing
demands A A
Risk : : :
Real-time orofiling *Self-processing *Automatic review
recognition “Health - Online W) Image = » Decision 0
' o Medical = Low self- recognition < tree 90 A]
L* .(F:Irr::jri]fe = risk service ﬂ Hospital [~ Electronic
Voiceprint Face -Blackiist nework 21 signature
5 ; t -Socia:( *Online assignment +Video processing
man re + networ : i
emand capture Mediun '@; Grid-based Video
intelligent Risk = sk W) assignment 4 conference 0
recommendation 9/
assessment Kh Label match'D' Same -screen 0
\Q, » | NBA | *Risk monitoring Agile
Voice Label Best [rFlzc:e(Taetliso nal scheduling
Interaction action network models - H.Igh OinEte 0
*Anti-fraud risk Life Insurance outlets 1 A]
models manual

13




Intelligent customer services (2/2) — Motor Insurance superfast claims: Use image
recognition and remote video technologies to realize superfast investigation viareal-time,
dynamic, intelligent grid-based management

Intelligent dynamic grid J Smart maneuver platform J

? &6

&6’

P4

FHEN

&2 g4

&S

FatE2 |
- EQ ZL=E0
= | -
FEN \

Internal
case
data

External
basic
data

Relevant

variables

_ i
Job
Hot-spot assignment
X
@ + Wi
Location Real-time
* traffic data
L e
W R
Time Weather

@ » ®

Smart
engine

Precis
e job
assign
ment

Where is the customer?

H5 + handset + street view

Who should be sent?
’1& 1st choice: those with no
! " current workload
2nd choice: those with
shortest time left
[ ] How should he/she go there?
,w\ Best path + best road

condition

o ! ‘A
-

S" .

A.
) L1 Garage i .

Adjusters | 31d parties

Surveyor

Effects

Timeto accident
site

superfastclaims
NPS

Bestbrand and No.1
servicebrandin China’s
autoinsuranceindustry

14




Precise, efficient risk management (1/6) — Agent quality management: Identify high-risk
agents and high-risk behaviors; give warnings of high-risk groups and manage risks in time

Before joining PA:

Screening to identify
high-risk agents

rl

" «Facerecognition

L\, andverification

*

0

#dom +Verification with public

*Micro-expression

interview
‘@ <Creditrecord

screening

security authorities

After joining PA:
Detection of high-risk
behaviors

Risks managed by
branches and monitored

by HQ

Traini
ng

Socia*“y

lizing

*Internal creditrating rules
*External risk warning

*Risk behavior
identification model

HQ

*Risk distribution

/ map

Q > -Risjmanagement
Branches effect map

*Check and verify

high-risk persons

«Differential

management

*Dynamic visual
views

15
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Precise, efficient risk management (2/6) — Life Insurance underwriting/claims risk models:
Use automatic underwriting rules + prediction + correlation models to identify risks,
improve risk fields and models, and enhance risk management

772+ risk fields

N\

Underwriting rules +

prediction models + group
correlation models

Risk monitoring

J

=

-----

Height/weight/
pre-existing
condition/smo
king, drinking

er

= E

result...

withinthe ~ 29e/9end
Group/behavior erfoccupa
} tion/inco
trail and
preferences

Chief Black/gray name
complaint/dia |ists/credit/peer
gnosis

2
Life insurance

policy/the
Group’s
integrated
financial
products.....

inquiries/medic

Risk fields updated r

2R

*Define risk ratings

*Point out risks to help review
*Intervene quickly to enhance
efficiency

Exception warning
automatically triggered by
system

=

v=| Automatic underwriting rules

v

*Underwriting: 1000+ underwriting rules
and 200+ automatic underwriting rules
*Claims: 500+ automatic loss verification

Multi-dimensional data:
tier-2/tier-3/outlet/
department/group/ agent
data

Risk map: nationwide risk
status of single KRIs (tier-
2/3 branches)

\_rules J L
A*! \ e
‘f@;‘ Prediction models
*Underwriting/disease risk/accident
risk/critical illnessrisk prediction...
A
& /
\ e

/ .
@Correlatlon models

*Assess exceptional correlations based

Ovwerall risk warning: KRIs
by tier-2 branch by time
period

on socialdata ...

- J

Risk model iterated and
imp_)roved

16



Precise, efficient risk management (3/6) - Motor Insurance Driving risk factor : Build a
leading driving risk factor system and increase precision of auto insurance pricing

Driving risk factor system (180+ factors)

Level 4

BEh aViOI' I=_l Phoning when driving |

_ | Breaking speed limit |

_ | Changing lanes |

Basic data A .. |
Time

_ Park visits |

] |_Pub visits |

| Gym visits |

Vehicle condition — .. |

—
Dynamic optimization

%= Historical claims data Accidentquestionnaires




Precise, efficient risk management (4/6) — Intelligent auto claims risk management: Use
intelligent anti-leakage and anti-fraud models to precisely identify auto insurance claims
risks

Smart anti-leakage Smart anti-fraud
JJl  screening

* control

‘ risk models + @G detection ~
© “rules “~” models -
¢ Loss logic -
Liability control
Iil'fi!control @ ty <

«Smart risk 'N"II sInsider risk

screening detection Common smart risk
models models screening
A

B Q

Special smart risk
screening

library

Techno m Image
-logies recognition

18




World leading image-based loss verification technology, already provided to 7 external

insurers

Image-based loss verification J

@®Smartvehicletype

recognition

+ 100,000+ pictures for
recognition of vehicle type

f d

@Automatic identification
of loss extent

- Scratch

Abrasion

Dent

)

®@Image flow

cleaning
Fuzzy reminder and PS
recognition

v
ShE

®Automatic
precisepricing

Covering

*85% of spare parts

*98% work hour items

Local prices at 42 institutions
across the country

)

@®Partdivision
and grouping

100,000+ pictures for each part
+ Covering 100% of visible parts

®Intelligent anti-
leakage

500+ risk factors

30000+ risk rules

100+ risk models

85% prevention rate of anti-
leakage rules

60% prevention rate of anti-
fraud rules

Loss verification
accuracy

v

Effects

One-click loss
verification

19




Precise, efficient risk management (5/6) — Property & Casualty Insurance risk identification
system: China’s first, world-leading Digital Risk System for disaster risk rating, disaster

warning, and loss reduction

Risk identification system i

DRS (Digital Risk System)
ﬁm‘ — adigital risk identification system based on physical space

(" Geography ) (" Insurance )
:
(" Catastrophology ) (" Meteorology )

Application scenarios J
exclusive maps

Product-specific
exclusive maps

-Natl_JraI disasters _ *Warning map (typhoon...) *Exclusive risk maps for *Exclusive risk maps for
*Environmental pollution *Real-time broadcast VIP customers governments and partners
*Agricultural planting «Customized warnings

20




Precise, efficient risk management (6/6) — Credit Card & PuHui's smart risk management:
Build a risk management model to improve the risk identification capability

Use big data to build a risk management model

Anti-fraud

models of
Credit
Card

Smart
review

models of
PuHui

Big datafactors

Basic information

Transactior/ Big dat
behavior\ g data

Geographic location Other data

Credit rating

Assets &

wealth

Multi-dimensional: Phone, IP
GPS

-
II \ Multi-layer: customer and

social networks

>

>

Smartmodels

Data verification Chain-type

model

Income
calculation
model

Limit calculation
model

PBoC rating
model

Micro-expression Customerdata

lie detection model anti-fraud model

Relational
network model

Group
anti-fraud model

Device anti-fraud
model

clustering model

Credit Card NPL Ratio
Top 3in terms of the lowest
NPL ratio in the industry

1.18%

Effects

Risk identification
ratio of PuHui

Better thart
industry

performance
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Important Notes

Cautionary Statements Regarding Forward-Looking Statement

To the extent any statements made in this presentation containing information that is not historical
are essentially forward-looking. These forward-looking statements include but are not limited to
projections, targets, estimates and business plans that the Company expects or anticipates will or
may occur in the future. These forward-looking statements are subject to known and unknown risks
and uncertainties that may be general or specific. Certain statements, such as those including the

words or phrases "potential”, "estimates", "expects", "anticipates"”, "objective", "intends", "plans",
n n III’ n n n

"believes", "will", "may", "should", and similar expressions or variations on such expressions may be
considered forward-looking statements.

Readers should be cautioned that a variety of factors, many of which may be beyond the Company's
control, affect the performance, operations, and results of the Company, and could cause actual
results to differ materially from the expectations expressed in any of the Company's forward-looking
statements. These factors include but are not limited to exchange rate fluctuations, market shares,
competition, environmental risks, changes in legal, financial and regulatory frameworks,
international economic and financial market conditions, and other risks and factors beyond our
control. These and other factors should be considered carefully, and readers should not place undue
reliance on the Company's forward-looking statements. In addition, the Company undertakes no
obligation to publicly update or revise any forward-looking statement that is contained in this
presentation as a result of new information, future events, or otherwise. None of the Company, or
any of its employees or affiliates is responsible for, or is making, any representation concerning the
future performance of the Company.



Agenda

2. From Ping An to platform: Output

services to 4 ecosystems
a. Financial Services Ecosystem
b. Health Care Services Ecosystem
c. Auto Services Ecosystem
d. Real Estate Finance Ecosystem



In the past decade, Ping An invested over RMB50bn in innovative technologies
such as fintech, healthtech, and Al to strengthen competitiveness and serve
society.

Internally: enhance Externally: supply
competitiveness services and cash in

PA Biometrics

® Boost efficiency ® Financial Services

® Cut costs PA Big data system

® Improve _ ® Healthcare
experience PA Al+Brain ecosystem

® Strengthen risk PA Blockchain ® Auto ecosystem
management ® Real estate

PA Cloud ecosystem

22,000+ IT developers, 500+ big data scientists

2,000+ global patents, among the world’s leading financial institutions



' PA Biometrics : World-leading technologies

* 99.8% accuracy,
the world’s No.1
¢ 800mn+ usages
200+ scenarios
100+ clients

99+% accuracy
50mn+ voiceprint
records

10+ scenarios

54 complex
micro-expressions
1-second recognition
300k+ loan approvals

880mn people

26K data fields
3,300+ data fields per
person overage
730mn credit inquiries



‘ PA Biometrics : Diverse and extensive scenarios

Financial Health care Life/service Security
scenarios scenarios scenarios scenarios

| oo |NERNAT10i'AL A'RPQ@\

Exams: The post-graduate « Airport security

« Smallloans: 30mn+ = Checkup identity

face recognition-based verification: entrance examination in screening:
identity authentication, 50,000+ times Shenzhen in 2018, to cover 140mn+ identity
fake identities down « Social health: 1mn+ exam takers in check at
from 29% to 0% covering 14 cities Guangdong next year Shenzhen Airport
« Community in

« Large loans: * Real estate Guangzhou:
300,000+ micro- administration bureaus: 38mn call-ups
expression approvals, 9 locations, 1.30mn+
efficiency up 10% while times of services

errors down 5%



‘Big data: 1+N ecosystem partners

Elmance

A
N

Health care

X
—

PvieitO

Real estate

430mn+ internet
users
310mn+ app users

1.4mn+ life
Insurance sales
agents

20K+ outlets
60K+ customer
service agents

Credit data of
880mn+ people
143mn+ financial
customers (online)

400+ banks
2,000+ non-bank
institutions

180mn users

Social Health
Insurance in 257
cities

42K+ clinics
2,000+ hospitals

32mn+ daily active
users

38mn P&C users
1bn+ claims photos

26,000 4S stores
100,000 garages
34,000 used-car
dealers

21lmn+ users

300+ developers
150+ cities data
2.50mn+ second-
hand houses

PA
Big Data

29 years of business, 880mn+ people, 26,000+ data fields
70mn+ businesses, 300+ partners




‘PA Al+Brain: Al+tunderstands you better

NE ()

Property (P)

P&C claim(M)

Image(l)

Health (H)

Voiceprint (V)

Understands yo
better

Account (A)

Business (B)

Customer (C)

Driving (D)

Face (F)

Government (G)




‘ PA Al+ Brain : Across all business process

Finance : Al+recording
(KYV/KYF)
23 clients, 160mn
usages, Agent
efficiency up 30X,
customer waiting time
down 75%

Health : Al+ medical
imaging(KYH)

* Reading time down
from 20 mins to 10s,
diagnosis omissions
down from 40% to
2%

P&C : Al+claim(KYM)
* Image-based
recognition and anti-
leakage

Loss estimation
accuracy92%

Health: Diesase
forecast (KYH)

Flu accuracy 90+%
« COPY accuracy 92%

Finance: Loan (KYR)

« Loan application from
offline to 100%online

« Overdue ratio down by
0.5%, credit loss ratio
down by 3.7%

Finance: SMB loan
(KYB)

70 mn SMB
* KSupby 30%

« Approval time down by

90%

Finance: Al+customer

service (KYS)

* IVR success rate 85%

* Online robot reply
accuracy 95%

« Customer waiting time
down by 20%

P&C: Al+ investigation

(KYM)

* Arrival at accident
sites within 10
minutes in 90% of
cases



‘ PA Al+ Brain Risk control ( KYR ) : enabled by cutting-edge risk
management and Al technologies

Bad experience , customer
needs to go to store 2 times,
Approval 3-4 days

New sales 12.5x

Overdue rate |64%

Credit loss | 60%

Offline stores|68%

Fee rate | 39%

300K +loan applications
through micro-expressions

1. 2020 forecast 2. Impact comparison based on 2015 vs 2017 Jan to Oct



PA Al+ Brain disease forecast (KYH): Improve health management

and cost control

4 major chronic diseases?
account for 86.6% of deaths

80% of cancer patients are
diagnosed at the late stage

Influenza forecast covers 2 cities
with accuracy rate of 90+%

Chronic disease, e.g. COPD,
Cancer. COPD high risk patient
accuracy rate 92%

TETURER
Flu Forecasting

11



‘PA Onechain : provide safe, traceable and effective transaction

recording

©; ke

[ mREHE

Highest performance

- Leading encryption Convenient supervision
PA *  Exceeding open source M hi dard . y . o
Advantaage version by 50-100% 1eetC mzsefStin ards Super key can decrypt any
9 « 100,000 transactions/second 00x speed of other apps encryption

12



‘ PA Onechain: the only company that has applied blockchain to actual
financial and health care scenarios

Asset trading Financing & loan Health care Real estate trading

o it
= 0N [y
N P

RMBS8trn+
trading volume
2,300+ products
500+ financial
Institutions

15K+ SME
blockchain nodes
540K personal
credit passports

Pilot electronic
prescription,
Health record
successful pilot on
sharing data
within medical
clusters

Real estate
trading platform
covering activities
such as trading,
mortgage, and
leasing

13



PA Cloud: provide reliable, convenient, secure implementation
solutions

Most convenient
iImplementation
« 150S fast deployment

; % « Teams at 2 locations,
‘ down from 20 person

ol & Morwed D S ORRLY S AR, LN
IR PERRELVARLIARTA. VOURE-XTCTEIIN ME ALY

SLUMPATAE DTRARs IERCA M

’ oy months to 15 minutes 1
. | person?
Highest level of security
@ * 8 authoritative
- certifications in China
— —— — — = and abroad
i o lngeneasss i) o W e, *  One of the first highest-
e level certified financial
"“w cloud service providers

1. Taking deployment of 60 servers per bank for example 14



Ping An has competitive edge at Scenarios, data, and Value

Z Scenarios

* Online + offline

* Finance + life

« Mainly online

 Specific life scenarios

» Real-name

» Closed-loop
transaction data

« Weakly authenticated

» Value generated by
internal business
applications

» Supply to external
ecosystems

|
1
|
1
|
1
|
1
|
1
|
1
|
1
|
1
|
|
1
|
1
: authenticated users
|
1
|
1
|
1
|
1
|
1
|
1
|
1
|
1
|
1
|
1
|
1

 Lack of business
applications

 Hard to transfer

1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
. users
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
l to value
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Agenda

1. Ping An Group: 5 Core Technologies




Focus on 4 key ecosystems, potential market reach 550 Tn by 2022

I Current market
1771 2022 Market
Unit: Tn

S
N

s
_ o
o
o
-

4 Key ecosystems
add up to 550 Tn
by 2020

4
4

o
-

* 5’
«* Entertainment

-
‘e
‘e
.

Traffic entrance
Strong demands

4
Ecosystems

Financial Health Care Auto Real Estate

Services
Ecosystem Ecosystem

Finance
Ecosystem

Services Services

Ecosystem

17
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Financial services ecosystem Lufax OneConnect

Financial services ecosystem: FIs dominates the financial services
industry

Wealth management!? Loans? Payment!

m - “party

rms
Only

2.4%
agement

platforms market share

VIiD OU

Only Only

cro-loan  2.9% 3.2%

MICERIES mpanies
P market share P market share

1 Source: iResearch, as at the end of 2016 2 Source: Frost & Sullivan, as at the end of 2016

19



Financial services ecosystem Lufax OneConnect

Financial services ecosystem: As the ROE of the global banking
iIndustry continues to decline, Fintech may increase the ROE by 44%

ROE of global banking industry
%

\\

“New normal”
- based on fintech

Fintech may
I - increase banks’
ROE by 44%

Not utilizing
fintech ~

— | | | | | | | | | | | | | | | | | | | |

2005 08 10 12 14 16 18 20 23 2025

History Forecast

Source: McKinsey & Company’s database



Financial services ecosystem Lufax OneConnect

Financial services ecosystem: Ping An uses leading technologies to
build a financial services ecosystem for financial institutions,
businesses, and individuals

Fund side Ping An’s financial Asset side

services ecosystem

Open platform +

open market Financial

institutions

Financial

Institutions BB
ONECONNECT

OneConnect

Businesses

Businesses

FEMLU.com
Lufax

Consumers Consumers

Payment

o) Fixa
eWallet and Loylty points

Governments Governments

Open market

____________________________________



Financial services ecosystem

OneConnect

Lufax : Started in in 20111, with Mission

We are the leading open
financial asset
marketplace, empowered
by financial DNA,
technology and big data,
to make wealth and asset
management easier, safer
and more efficient for our

chosen customers

1. Puhui was established in 2005

B2 FR ek

Lufax.com

Financial
Institutions

@ ®.

30 0’7—3,} I U
L T
-0

Big Al & Robo-advisory  gpterprise
Data

Facial/Voice
System Recognition

22
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Financial services ecosystem OneConnect l_U Com

Lufax : The Leading Online Asset Management Platform

Private Placement

Mutual Fund Insurance

Trust & Asset
Management Plan

Securities

fﬁﬁﬁﬁ

. Digital
SEIE Mfaxﬂ@@m Government Cloud
Loan
Unsecured Loan Decision
Services

Cloud

Transaction
Cloud

Financial
Cloud

23



Financial services ecosystem OneConnect

Lufax:International Leading Position

Largest Consumer Finance Largest Online Wealth

Platform in China Management
Platform in China

. EIbx
) lu-global.com

- 269Bn - 476Bn
S LUM = AUM
5. /MM (.. MM
‘,‘%o_ Active Borrowers ‘nﬂ?ﬂoﬂctive Investors
o 500+
: Third-party

cooperation partners
Note : 1.As of Sep 30, 2017 2.CAGR2014-2016 3.B/F end transaction volume

On Iy Integrated Financial Solutions
Market in China for
Government and Municipalities

= 4.167Bn
&g’s Institutional Transaction
Volume3

Cities

24



OneConnect

cial services ecosystem

Lufax : Technology-Powered Platform at the Core

4 000+ Products

s

BEEPh

Low-risk R1K Kk Kk %k
Mid-low risk ~ R2K % % %k Jr
Mediumrisk ~ R3% * K %k ¢
Mid-high risk R4 % % 5k 7
High-risk R5% % % ¥ ¥

» Comprehensive
KYP model
with 500+
warning

ignals

Automated re-
investment

» Automated

sweep/repayment

« Simplified lending and

margin finance

Conservative C1§
Steady

Balanced

Growth

Aggressive cs
Ability

- Al-based KYC
model tracking
270 variables

Data-driven
Investor
Services
» Robo-advisory product
« Data-driven behavioral
and portfolio
comparisons
* Specialized secondary
market pricing

Investors

<RMB 30k

20

RMB 30k-1MM

>RMB 1MM

_—— = = == g

L

Focusing on

Middle Class

and Affluent
Investors

25



Financial services ecosystem OneConnect ErP=DKiE

ONECOMNNELCT

OneConnect: Started in 2015, the world's largest financial cloud platform

[ X ]
() . g :
'.‘ZC: consumers.-EZB: businesseﬁZF' financial

institutions
= ° Control

portals

ofR\o Ili
s
F2C Life
Intelligent retall A ﬁgr:r;?vrg-
products solutions
F2B Health
Intelligent ris Corporate
management Securities
F2F P&C
- interbank
_|gent o
services Private
placement
: Leading
5 fintechs fintech

26



Financial services ecosystem OneConnect = R = TKiE

ONECONNECT

OneConnect: F2C retail banking module

MO Partner banks
i
53

Case:
Increased
@ D
App clicks
020 online retail banking clo 2 9X

20+ financial products

50+ value-added services

Financial product volume

4.3X

p
G

27



Financial services ecosystem OneConnect

OneConnect: F2C personal loan(KYR)

Channel :i Intelligent data capture Intelligent interview Intelligent approval
managemen i:
Intellibent . Intelligent Anti- Intelligent micro- Customized Intelligent
channel 'I data capture fraud expression scoring risk
management g platform platform
system ::

|
|
|
1
|
1
|
|
|
Interview system : cards engine
1
!
1
1
I
I
1
1
1
1
I
I
1
|

Intelligent integrated
lending machine

ONECOMNNELCT

A Partner banks

Used 1bn+
times by
consumers this
year

Effectively
prevented over
80% of fraud
risks

15mn
interceptions
on the anti-
fraud platform

Losses
reduced by

RMB300bn

28



Financial services ecosystem

OneConnect

= nl = MKif

ONECOMNNELCT

OneConnect: F2B corporate banking module — SME intelligent risk KYB

Businesses

» Corporate loan

application SME financing service platfor

: 100+ data sources

+ Before lending: dynamic data
integration

* During lending: intelligent
credit assessment

+ After lending: close
monitoring and warning

3000+ fields
7500)3+ businesses
-Dynamic, real-time risk'assess ment

MG, Signed contracts with

M 8 banks

Case:
Decrease

p
Due diligence time

from 1 day to

Approval time

from 1 week to

0.5 day

p
&

29



Financial services ecosystem OneConnect Erl=kiEA

ONECOMNNELCT

OneConnect: F2F interbank module

AON,  Registered Fis Trading Fls
Wil 2187 500+

Case:

Increased
.
volume: RMB10.2bn

5% of total volume

Annualized rate up 5-10bps,
income up by

RMB12mn

Trading time reduced by 30%,
cost down by

20%+

Clearing houses | B
Risk management

\Real-time

Interbank asset tradi
service platform
80%+ online processes

9 technological platform
risk rating systems

70+ products
100% blockchain

J

30



Financial services ecosystem OneConnect b= ki

ONECOMNNELCT

OneConnect: Intelligent superfast claims solution for P&C Insurance

 eligent lams soluton or o msurance 1Ry
T

Intelligent vehicle Loss recognition and Sianed
type recognition precise pricing antr ‘
Unique vehicle type + unique part; ontracts
) . . 20mn spare parts ith
image processing and grouping Wi
- SMN work hour items 7
! VD y entities

v

LS5K2DEW2DJ100505

ntelligent

superfast é
laims

I \ A
I—— U ) . .
g Intelligent Intelligent risk
Take a phOtO management revention

and get money 9 P
Intelligent management of 500+ risk factors
investigators, whose )
probability of arrival within i} 30000+ risk rules

5-10 minutes is 90% .
’ 100+ risk models

Multiple positioning .
technologies; 80% of cases 85% prevention rate of

are positioned within 50m anti-leakage rules

60% prevention rate of
anti-fraud rules

31




OneConnect
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c
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OneConnect: 4 revenue models

- e - - - .
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Financial services ecosystem OneConnect

B o
EMTEU—I‘E
ONMECONNELCT

OneConnect: Have partnered with 400 banks, 20 insurance companies,

and 2,000 non-bank Fls

D

LT e

bsb

& =SSR AIT

BANK OF QINGHAI

2 BN

WitsR
2R

WPBIE R AR

B erdmias & LN

0 =
t) e

sy @ sy ©F

wpea snem

400

banks

20

Insurance companies

2,000

Non-bank Fls

800mn

Consumer usage

RMBS8trn

Fl transaction
volume

33
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PA Healthcare

Health Care Services Ecosystem PA Good Doctor
Management

Health care ecosystem: The size of China’s health service industry is
expected to reach RMB 7.4 trn by 2020

Sustained Ageing

economic growth
Growth of elderly

- Stable GDP growth population

High per capita medical

expense of elderly

population

* Rising resident income

Changing health Policy support
status

New health care reform

High proportion of sub-

Promotion of the health
healthy people

service industry

Rising morbidity of chronic
diseases

Sources: Opinions on Promoting the Development of Health Service Industry; China Statistical Yearbook 2016; Statistical Bulletin on
China’s Health and Family Planning Development 2016




Health Care Services Ecosystem PA Good Doctor P IRl nEEE
Management

Health care ecosystem: There are multiple pain points in China’s health care industry;

the government has upgraded the “Healthy China” initiative into a national strategy and
carried out reforms in several fields.

Difficult to seek medical
services; high medical costs

Monopoly by public hospitals
Fragmented healthcare
management institutions

Frauds, wastes, and abuses

Medical services mixed with
drug sales
High costs of drug circulation

Information opacity
Heavy personal burdens

Reform directions

Internet + ngelopment of Improvement of Social health Development
health private medical Electronic insurance of private
care institutions health records reform insurance

36



Health Care Services Ecosystem PA Good Doctor SNl
Management

Ping An’s Healthcare Ecosystem: penetrate major businesses by

controlling traffic and payment, and exploit synergies

nr>—4x10mT

Online health

Bl management portal
PA Good Doctor

Offline health

B management portal
PA Wanjia Healthcare [i8

_E_>

Hospitals

Doctors

Pharmacies

S emma Checkup centers <

Other medical
Institutions

Technical
Support

SHI platform
Healthcare

Management

mwWxo$mMm<D>X»T

Private Insurance B
PA Health .
PA Annuity
PA Life

37



Health Care Services Ecosystem PA Good Doctor SNl
Management

Ping An Good Doctor: started in 2014, is traffic portal to healthcare

More user demand

~180 mn
Register Daily Active DETY
Users Users Consultation

Source: Frost & Sullivan analysis, the fifth National Health Service Survey, National Health and Family Planning Commission, Economist Intelligence Unit

Note: ! Only including non-medical wellness promotion with Chinese medicine and excluding medical treatment services with Chinese medicine provided by medical institutions.? Referring to the overall market size including services of
consultation and inquiries, translation, visa, appointment, transportation, accommodation, and service tracking.® Data of hypertension and diabetes relates to the prevalence rate of such diseases reported by patients themselves who are 38
15 years old or above



Health Care Services Ecosystem PA Good Doctor SaSreaiicane
Management

Ping An Good Doctor: Internet + Al is the Only and Most Effective
Solution to Address the Pain Points of Healthcare in China

‘ Leverage Internet to share medical
resources in real-time across regions

Majority of chronic and common ilinesses can
be managed online which will alleviate
pressure on physical medical institutions

‘ Al doctor provides online initial treatment
services, thus bridging the unmet demand
for family doctors and improving doctors’
service quality

24]7 access to quality healthcare with minimal
waiting time on users’ fingertip

‘ Improve overall population health

39



Health Care Services Ecosystem PA Good Doctor P AlilneEs
Management

Ping An Good Doctor: Perfect Interaction between Healthcare and
Wellness Maximizes User Traffic and Frequency

Healthy
People

[

Daily

Health
Consultation

Weekly
or
Monthly

Consumer Care

Health Management

Online Mall

Live Streaming

Health Info

Every
I Minute

Reward Program

Self-Medication

of the patients can receive consultation, referral

and medication through
Ping An_ Good Doctor

40



Health Care Services Ecosystem PA Good Doctor SaSreaiicane
Management

Ping An Good Doctor: Al technology’s self-development fueled by big

data and dynamic learning

a )

Machine
Learning

Preliminary Sympton
Collection

Py
[¢]
=R
& 5 i
3 S m 3
ezl és
[2] = i

Diagnosis 2 %) 3. = & Automaric
oA X g 2. Upload

. < o
Patient =~ B Consultation

Record & EMR

Doctor

\

300-400 k >150 mn
daily new online  online consultation
consultations records

~1,000
in-house medical team provides
continuous professional feedback to Al

8 to 10x
Maximum consultation capacity increases

80%

Decrease labor cost of medical staff and
save RMB3bn annually in 2025E

41



Health Care Services Ecosystem PA Good Doctor A lal I
Management

Ping An Healthcare Management : Started in 2013, Technology Driven
Managed Healthcare Platform

Improve Service
Experience

Influence on
Pricing

E-Record, Diagnostic and

Settlement Data + Connection )
to Hospitals Settlement Data + Connection

to CHis

Data + Connection to
Individuals through
APP

42



Health Care Services Ecosystem PA Good Doctor Pl [AEETEEND
Management

Ping An Healthcare Management : Four Core Assets

%

% City Served % Population Data % Grade 2+ Hospital % Population Covered by
Coverage Connection Coverage APP and by Insurance
Sales in Shenzhen

(334 prefecture-level (1.36 bn population) (11k hospitals) (12m resident population
city) in Shenzhen)
250+ 800+mn >2,000 >2.12 mn

FWA and Actuarial Population’s Enter into Contract to Users in Shenzhen
Service Contracted Medical Data Access HIS System

>6.24 mn

Critical lliness Insurance
Sales Cover

Note: Provider data and service contract cities as of YE2017 estimation; Other data as of Aug 31, 2017
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Health Care Services Ecosystem PA Good Doctor A lal I
Management

Ping An Healthcare Management : Highly commended by Government
and Others in pilot city Xiamen

BT OF

P | AeiR Een

MRUE T RN ShE 0N

Cities covered: 250+ %’“‘_ | B ISBERALEEA

Population served: - Enhancement of experience: mobile and
800mn convenient, with satisfaction degree significantly
improved

* Enhancement of risk control: default dropped by
59%, with 100% screening realized, and
suspicious and default cases correct to 16%

* Reduction of cost: no addition input is required
from the government, saving SHI expenses of
the government by around 10%
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PA Healthcare
Management

PA Good Doctor
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Health care ecosystem: Health-tech revenue models
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Auto Services Ecosystem

Autohome

Auto ecosystem: the market size is expected to hit RMB10 trillion by

2020

Buying a car

* Growth of new car sales
will slow down to 2-3%
in the next 3 years

* The penetration ratio of
auto consumer
finance is likely to
increase from 30% to
50% by 2020

-

Market size of auto ecosystem (RMB'trillion)

~N

10.0
9.2

8.5
7.8

6.2

Driving a car

* Given the new ways of
traveling and further
development of
chauffeured car
services and online
car-hailing services,
the market size will hit
RMB1 trillion within the
next five years

Selling a car

» People will buy a new
car when their old car
ages

* The accelerated
urbanization boosts the
demand in tier 3 and tier
4 cities

4.9

2013 2015 2017e 2018e 2019e 2020e

\_ J

Maintaining a car

+ Car ownership will
increase from 130
million to nearly 200
million by 2020,
entering the stock
market era

* Boosting auto
aftermarket

47



Auto Services Ecosystem Autohome

Auto ecosystem: 4 painpoints

Pain points Data
*  Opaque car prices * Finance penetration rate for
*  Lack of financial support } new cars is only 35%
«  Great operation pressure on car dealers « There are 50,000 stores,

contributing ~40% of new car
sales

standardized, and used car buyers are often car dealers. The online trading

* The operation of used car trading channels is not *  There are about 100,000 used
deceived } volume only accounts for 2%

+ Dealers’ used car sourcing is scattered, and the
financing needs are unmet

+  Time-consuming auto insurance claims L3 cities in China are suffering
settlement, and difficulties in dispute resolution } from traffic jam

«  ~50 million more parking lots are

»  Congestion, parking difficulty, expensive ) .
needed in China

parking fee and high oil prices

«  Time-consuming car maintenance service, and *  There are 400,000+ repair shops
high charges of service providers while large chain repair repair
. _ ) ) shops have a market share of less
* Awide range of accessories with uneven quality than 1%
*  Multiple circulation links and weak logistics «  Maintance revenue takes 50% of

48S stores’ revenue
48



Auto Services Ecosystem Autohome

Auto ecosystem: value propositions of various parties

Car users / customers

Auto services

Service platform

Auto transaction

Auto lifestyles

49



Auto Services Ecosystem Autohome

Autohome: both the profitability and market cap have increased substantially since
Ping An's acquisition in June 2016

Market cap (USD'00mn)

In the first three quarters, the
80 - The valuation of Autohome grew revenue from core
significantly after it announced businesses hit RMB4.01bn
its financial results for the third ) '

quarter on Nov. 7. Its market up 35% YoY (vs. aveage

cap hit USD7.34bn which is market growth of 25%)
2.5X that of yiche.com

Autohome

PA acquired Autohome in June
2016 when Autohome's market
cap was only USD2.86bn then

g Its net profit hit
2.5X &9 RMB1.42bn, up 43% YoY
\

40 -

/\/ 2.5X increases in market
l""l cap since PA invest

L

DAU: 32mn; App traffic:
growing by 28% YoY

2016 2017



Auto services ecosystem Autohome

Dealers: our value has been recognized by deals since we can fully meet their marketing demand

Fully empower dealers by virtue of three service models, i.e. assistance with car distribution, car-related
services and user maintenance.

— Sales app for dealers — Smart showroom — — Precision marketing —;

« Consumer preference
Data . LBS data
sources - OEM data

—~——

* Track analysis

Data + Population grouping
ENEIWSE ¢ lead classification
+ weight algorithm

EBSHCT 20174 5281 LD

¥70.1055

» To C: user profiling

SUSUCESIN - To 4S stores: customer

application analysis

» To manufacturers:
brand marketing

T ) W U )

+ Signed contracts with over » Time on Page is 300% « # of invitation-based visitors
3,100 dealers within one longer than that on increased by 24%
guarter after the launch. common deal pages. » # of sold cars grew by 44%
* PAP&C has partnered with » Lead to Opportunity is * 9,000 leads in relation to car

26,000 dealers. improved by 200%~300% maintenance were generated online.




Auto services ecosystem Autohome

New car e-commerce: focus on lower-tier markets to build a sales closed loop, and empower integrated dealers

Establish a new model for new car distribution by solving the issues such as geographic restrictions, high risk of
transactions and high cost of customer acquisition.

New Car Store

Y

&

P

260,000 cars were ordered during

the Double 11 period, with
transactions amounting to

RMB42.1bn

Provide 100mn sales leads for

auto enterprises per year

Online Auto Show

T

Total exposure within 5 days
reached 414mn times

Time on Page per capita was
4.2 minutes.

AR Kan Che ____

T

In an auto show, AR Kan Che
were used by 10.80mn users.

Users from non-tier-1 cities
accounted for 84%
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Auto services ecosystem Autohome

Used cars: fully penetrate into the value chain of dealers to facilitate their operation

Provide an open trading platform for used car dealers based on the philosophy of “connecting users
and empowering dealers for synergies and win-win results”.

Platform upgrading

Car auction Car Val uation » Has worked with 34,000 merchants
and introduced 5000 merchants.

4 )

Used by 300,000 users per day

More leads

» 50,000 leads per day, China’s largest
platform providing the most accurate
leads

Deal booster
O » Favored the deals of over 400,000 cars
A within only three months after the launch

Online transactions

» Get through the online payment and
promote partners to open main

accounts in Autohome, so as to fully

improve pure online business.
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Auto services ecosystem Autohome

Auto parts: build a part trading and service platform centered on F2B and B2B

Build an open platform for auto part trading and services and extend it to C-end, by overcoming difficulties in

qguality, channels and logistics..

Smart Sales

" )

ol BEEE T

AIRPATRZ

BIALT (R)

BIRKT (%)

i

HUAREKFE

HE (RopiE)

BoRas (k7)) 1SR/

SKU>1mn, covering
all kinds of products
in the market

Insurance

Online payment

inquiry

Introduced 1,500
selected auto part
dealers

and collection

& )

\_ ot )

* Monthly trading
volume was about
RMB120mm, ranking

No.1 in terms of market
share
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Real Estate .
Pinganfang

Finance Ecosystem

Real Estate Finance Ecosystem: the largest industry in China, real estate
creates ~20 tn GMV and market on development, marketing & financial service
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Real Estate .
Pinganfang

Finance Ecosystem

Real Estate Finance Ecosystem: The compressed margin has propelled

players to make improvements, creating empowering opportunities for better

efficiency & experience

Pain points )) Product/Service Offering Impact

Difficult land acquisition

e I = Lack of cost control
Developer . '
P i KTE s_ri?]fgrtltrggn%?: ment E2E project C_ost cut by 10%
management from Time cut by 5%
Real estate YESIRUEEIES Full process close-loop
Serviced = Lack of cost control based on BIM management
residence = Weak project management
owner- = Low de-inventory rate
operator
= Difficult houses/customers = House/customer ,
Agency acquisition acquisition & Monthly transaction
= Low transaction efficiency Service management tool Increase to 1.5 per
Broker = Weak management skills cloud based on Al & big person, 10 times vs.

data

industry average

= Inconvenient use of

information ' '
Consumer . Unsatisfactory transaction = Online operating
experience system & real time

- Limited funding support marketing tracking

ACIRINISHIN ¢ forecast based
= Lack of regulatory

information on Al, big data &

Governme : cloud tech
nt = Complicated process

= Low service level

Unified entrance
E2E online operating
All data traceable
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Real Estate
Finance Ecosystem

Pinganfang

Pinganfang: Established in 2014, with leading technology and finance capability as its
core, PingAn empowers participants based on three cloud platforms for better
efficiency & service

4 A

. . Government

--------------------------------------------------------------------------------------
*>

‘.o Developer

Consumer :
: Serviced
’.eresidence
owner-
: operator
. Independent
.0 Agencies .0 broker
. J
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Real Estate
Finance Ecosystem

Pinganfang

Pinganfang: PingAn has reached the leading industry position in tech
capability, ecosystem building and business development

* 6 major systems
developed with

independent IP
right

= Fully utilized Al,
cloud & VR tech to
build leading “one
portal, one platform
& one map”

Anjigeded yos|

*» Massive data assets
in house, customer &
participants, highly
efficient in data
processing and
insights generation
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Real Estate

Finance Ecosystem

Pinganfang

Pinganfang: Service cloud provides online & offline consumer service
and empower agencies & brokers to improve transaction efficiency

Housing encyclopedia
Smart house searching
Smart recommendation
Advisory services

Accompanied visit
Remote visit

Free deposit based on
credit information
Installment payment

Star broker
Remote customer
navigation

ManPanXiang
House provided by
life insurance team

Platform-based
operation

ERP
Haofangtuo mobile APP
Personnel training

Working capital support
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Real Estate
Finance Ecosystem

Pinganfang

Pinganfang: Shenzhen rental housing platform, solely developed by PingAn,
covers all supply parties, serves all participants with most complete offerings

= Transaction
management

= House
management

= Heat map of supply
~&demand .
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From Ping An to Platform: Output leading technology to empower 4
key ecosystems

00000

PA Biometrics

PA Big data

PA Al+Brain

PA Blockchain

PACloud /

Empower-

ment

,N\ Financial Services
¥ Ecosystem

Health Care Services
Ecosystem

—\. Auto Services
$_.2) Ecosystem

/\ Real Estate

Finance Ecosystem
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