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in reliance upon the whole or any part of the contents of this announcement.
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OVERSEAS REGULATORY ANNOUNCEMENT

This announcement is made pursuant to Rule 13.10B of the Rules Governing the Listing of
Securities on the Stock Exchange of Hong Kong Limited.

“The Announcement of Ping An Insurance (Group) Company of China, Ltd. regarding the
Disclosure of Relevant Representation on 2023 Investor Day”, which is published by Ping An
Insurance (Group) Company of China, Ltd. on the website of Shanghai Stock Exchange, is
reproduced herein for your reference.
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Company Secretary
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Yonglin, Tan Sin Yin and Cai Fangfang; the non-executive directors of the Company are Soopakij
Chearavanont, Yang Xiaoping, He Jianfeng, Cai Xun and Yao Jason Bo; the independent
non-executive directors of the Company are Ng Sing Yip, Chu Yiyun, Liu Hong, Ng Kong Ping
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Stock Code: 601318 Stock Short Name: Ping An Serial No.: Lin 2023-057

THE ANNOUNCEMENT OF
PING AN INSURANCE (GROUP) COMPANY OF CHINA, LTD.
REGARDING THE DISCLOSURE OF RELEVANT REPRESENTATION
ON 2023 INVESTOR DAY

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

The Company will hold the 2023 Investor Day event on November 6, 2023 and make presentation
on the topic of Ping An Group Integrated Finance Uncovered.

Please refer to the attachment 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
presentation.

The Board of Directors
Ping An Insurance (Group) Company of China, Ltd.
November 6, 2023
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Cautionary Statements Regarding Forward-Looking Statements

To the extent any statements made In this Report contain information that is not historical, these statements 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
may or may not occur in the future. Words such as “potential”, “estimates”, “expects”, “anticipates”, “objective”, “intends”, “plans”, “believes”, “will”,
‘may’, “should”, variations of these words and similar expressions are intended to identify forward-looking statements.

These forward-looking statements are subject to known and unknown risks and uncertainties that may be general or specific. Readers should be
cautioned that a variety of factors, many of which are 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. The forward-looking statements
herein do not constitute a material commitment by the Company to investors, and investors and related persons should maintain an adequate
understanding of the risks and should understand the differences between commitments and forward-looking statements such as plans and forecasts.
These and other factors should be considered carefully; readers should not place undue reliance on the Company’s forward-looking statements, and
should pay attention to investment risks. In addition, the Company undertakes no obligation to publicly update or revise any forward-looking statement
that Is contained In this Report as a result of new information, future events or otherwise. Neither the Company nor any of its employees or affiliates Is

responsible for, or iIs making, any representations concerning the future performance of the Company.
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Chapter |: What Is Integrated Finance?
F—F AR EZELSEL?

Providing one-stop Integrated financial solutions to meet diversified
customer financial needs and maximize the value of customers and Ping An

FRAL—SXFOLBMAFTE, BRES SANERER, TAES 5N GAER KM
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DOEES PING AN Throughout the past three decades, Iintegrated finance has always been a core strategy
SV - A that runs through PA's development and underpins its future vision

BEZTH, ZELBBEARIRTT FLEE. FRARARRBTUE SRR

One vision World-leading
—ARE Integrated finance and healthcare + eldercare services provider

FRAR e btz bk, ER+AEREE

| & Integrated Finance %44 &% Healthcare + Eldercareg 55+ %
Business model

7 kg X one customer, one account, multiple products, one - stop services Family doctors and eldercare concierges

Technology driven Technological Empowerment 3 & &

ﬁ"}iiﬂiﬁﬁ Empowering financial services with technologies, empowering financial services
with ecosystems, and advancing development with technologies

FHEORAE 2Rk £ SKAL 2Rk FFER AR



PEEZ PINGAN | | _ . m
=% Professional and convenient one-stop integrated finance solutions, centered around customer needs to maximize value

FREL, BMH—EXGELLBMAFE, BAEEFER, TIAMLEXK

Customer’s financial needs One-stop integrated financial solutions Deliver Customer Value
B P ARE X > —3k XA RMEH K > e LN T
Insurance INVestment _
. Worry-free, simple, comprehensive
D:;‘; one customer one account  multiple products  one-stop services 'T'me'savm_g’ clear and convenient
— AR P — ANk P [ X3 — 3k X R4 *Money-saving, lower cost, higher

Full coverage of all daily
financial scenarios cra .

HE ey s ik

efficiency
&O @ E @ HUN M. BAAe
o H Bf M. B3R
El;;ﬂ;re Medicalcare He?g;;are '%‘l&‘ _‘ﬁi‘ i\gﬁi
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Examples: Product portfolio addresses complex demands with one-stop services

Customer demands

PER

Auto purchase and maintenance
Gas, parking, chauffeur

Annual inspection & insurance
Daily consumption needs

EX ¥

g, 12 E. KB

S PRIE T
EEH W

* Auto Insurance

» Auto owner credit card

» Auto owner benefits platform (gas
discount, parking coupon, chauffeur
voucher,etc.)

JEY /S

. HAEZMAEAF

s EAENHZTFE (Iihdrie. 17 FIK
o RWRE 55F)

GEEREN: BAEFR—EXBREPFARER
P&C @ PA Bank
s RAT
Auto ecosystem product portfolio
EASFRAAL

* Providing combo products and /2 auto owner benefits,
serving 89mn+ PA car owner customers (32% of China’s

private car owners)

o« BB TFHRRI2ANELEE
P (E2BEREFEE32%)

2= A\

e

HE, RE08MLFHEETR
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Customer demands
EPER
Wide product offering covering multiple
scenarios
Information aggregation empowers one

channel serving all demands
Attractively priced products and services

RHESHE, BEGFTEIFTRER
FERE, —AMNREMRITAER
W AER &, 5 IR S- 1 FAK

HEeeREN: A—ETHRFTFeREE—JBXE AR

Collaborative marketing across the Group

& B Bk A5 4N

* Smart mini program “Ren Yi Men”(cross-app navigation tool) putting
together essential features (account management, financial product
market) and connecting 13 apps (e.g. Bank, Life, P&C, Securities,
PA Health)

* Synergized multi-themed band marketing across 15+ companies

o BKL—FERIE/FS EEIT , EPRETEFREZNEL (K F
ER 2 T) , HEISENFAPP (deffir. Fo. F B, Ik
T AR

c HER%—. TERIHN TRETH KE, RIS+ G Z ERA T4

* Fortune God Festival « Health Festival = Car owner campaign ¢ Fund festival

1081} 4% ¥ 991 B 7 FET P ]

Examples: Integrated marketing and service platform creates one-stop user experience

. Attracted over 230mn+ monthly visits with

seamless navigation through apps

- lconic PA sales campaign provide best offer for

customers, achieving RMB 5 trillion+ average
annual transaction volume

AERARENE? 3+12, ZRBAPPE L /R 1
ITEFEARERSTRT, AZ PR AT HL
2, REFH)STIARBHI
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Ch apter II . Why Integrated FiInance?

F AN LA ZHIER SRR

Integrated Finance is the natural choice of PA’s development, the core driver of PA’s value growth

HEERBATFRRIANLRIEF, RFROAEKOZE SIS

SR

) 4
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PEN-T PING AN

=7 While multiple groups have pursued the integrated finance model, there have been few successes globally given challenges
GALBARRARLEXNEEAT, RLKERS. RAEX, &LAKEH
International financial group attempted to layout Iintegrated finance Challenges
l EA e il W 5 e | &l Bk b5 B X
e Aworld's leading multinational banking group * 4-ZkAR 4 69 % B 4047 £ A * Incomplete financial licenses © RRIERA T
T d's | f ) . S SRALIE B K44 a4 e Culture clashes between different business units/ industries o Fibak A I EFEK
© WOHES fafgest iantial SevIces grolp AR R ) * Elevated policy/ regulation risks from pursuing integrated finance  ° E’l‘l %;tﬁ?’rﬁi B B W
institution ¢ ... * Economic cycle/ market risks * % wﬂti 7’,77( /% (44 E Ak &3
. e Insufficient core technology capabilities (i.e. point of sale systems, N BRR= )
not financial cloud enabled) * Ja & Wk E T EAK
* Weak centralization of back office resources o B I AR T 55

* Weak management controls and incentivation systems ¢ ...

12



hEES= PING AN | |
=v-nm Despite the challenges, PA steadfastly pursued integrated finance to meet the demands of country, customers and shareholders

BRRGZLHSEHBBRAE, EPAEBR. P BRANERKER, FERBREZWHRFTHZLSLEBYER

National needs Customer needs Shareholder needs

(-

IO x#E%Ex BAEPER | HARAT R
| ] ] | ]
Prosperous * Serve individuals Diversity and ¢ Comprehensive asset Great returns * More nimble and efficient
country and underse_rved financ?al needs convenience allocation operations
neople to _help Improve their well- e One-stop services e More stable financial
being * Worry-free, time-saving, performance
* Support real economy > and money-saving > * Higher shareholder returns
w K% c ERRAR, #RITFARE FE®E + REMRFBE F 5 ElIR o FHIEEGIET HF

* IFFERZF, & AT o —3k XIR% o FAL T I S &I
+ 1 o K. B B o FIFHIL A IR

13
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Integrated finance
needs to meet
Chinese
customers
demands

¥ EE P
ZEER

S i K

PA Integrated finance model meets the demanding needs of Chinese customers

Expertise and quality
assurance

I MHELRERE

Strong brand, reliable choice
Simple products, clear terms
Professional staff and services

SR, fERT S
o A HLI e
AREL, JREE L

Data source: Pingan’s customer internal research

e Y ST p

Service efficiency and
responsiveness

JIR 552 & B v L3R B
Fast solutions
One-stop for all queries
Smart tech and simple processes

P it fig i R
fEAT 2] AR — 5h fE
FREATIL, IRARR S

J Y

* Competitive iInvestment return
More membership offers and benefits

Lower fees, more benefits and

oA KRB BI e

* (Good value-for-money products and

FREERSTVTEEP FEALRE A

better offers

services

=]

PEOS PR 6 S IR S

& 8 B
2R A 78 A

=] 3R

<

PA Integrated Finance

Unique One customer — A& F
oring business One account  — MK P
3! model |
Ik 464 Multiple products > #f /* ¢t
7 kAR X One-stop service — 3k R 5
Cu stomer- Worry-free /"é NN
. centric value - | P
.. ime-savin ~
EP AT 0 |
B4 £ 75 Money-saving -8 4
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F SLIERA,

Integrated finance has driven superior and more stable profit growth for our shareholders

HEERBRKRR, RIFZLELEARLT Y SRR EHAZF

PA’s net profit growth significantly outperformed the market

Wik AT

%A 1BA8E Y K
VsS.

Macro indicators CAGR over the same period

BEEY UECE P B

China’'s GDP
4 [5 GDP +14%
Financial Industry net profit 41704
| D= I DVE
Banklng iIndustry net profit +219%
AR AT A 25 A
Insurance industry net profit +594

B2 P Ak 4 ) 2

oV 3 > P P S
NENENC NN RN

D O O
O D

(1/

oS

————— |I||||‘
Qb

N

S

oS

PA’s Net profit CAGR

0
Faprag om0

2o

WQ%QVQ@QQ’Q'\Q%@ RSN
DR DD D D DR D D D D S

Note: China‘'s GDP from the National Bureau of Statistics; Industry net profit takes the arithmetic average net profit data from the WIND industry sector. All indicators are from 1992 to 2022 except for the insurance industry, which is from 2007 to 2022.

Z: T EGDPA B KA A& E; 4T3 A E AWINDAT AR e F- AR T34 4 4] I8 232

AR ik 5 2007-2022 % 48, A5 AR A 1992-2022 4 % 3%

Maintain high ROE, smooth out
cyclical fluctuations

ROEfR#IF®AL, FHEATIR BRI

Ping An 4%

19.5%
27 17.9%

18.9%

14.6%

11.7% ——0

9.0%
Listed Insurers

LR 4]

2020 2021 2022

Note: All data is for China market; industry ROE calculated based on WIND data
E: HAFE TP, T RROEERTFWIND K50 H

15
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Retaill OPAT, RMB 100million

ANA 2354, 1L
2015-2022

313

Integrated finance success is driven by our ability to grow the “three numbers”

408

REEBELERNXEPFPL2ERE "8 A EXKK

2015 vs. 2022

Profit per customer,

+4.2X oo
et BHFHE, T
1228 1230 1300 1326
. Contracts per
590 customer
EH AR, A
Retall customers

million

EZPE, BFA

289

310

355

542

619

576

586

585

2.03

2.2

254 267 281 29
, 2.35

1 2.97

109

132

162

180

198

213

222

227

2015 vs. 2022

16



PEN-T PING AN

e Integrated finance model has made a significant contribution to individual business unit performance
BN ERLFLG/EL T IFFREENTR
Higher Life agent iIncome Enable businesses to outperform market
B 71 7 AR BN T B ) &K b 4528 A% G
Contributed to >1/4 of monthly avg. agent income g g g
and 22% of yoy growth - RMB6.4bn premiums from RMBS.3bn premiums from . RMB 29.6bn premiums from
z AL 2 . 2> AAE NNUITY integrated finance = #4 in the market Health Ins.integrated finance = #3 in the market integrated finance = #8 in the market
&ilj/f Eﬁi;: ;,j ; g_;\_\; 7_}? 2’;; g:: :ﬁ o 2 e g éﬂj’\ W 241'6 2 R e g r%kﬂ'j’\ W 334'7_. s ZEET I%Mf\ W %?646
ek ML FHHFH3 - e p /K cXe
10584 w w .l
Cross selling 7499 d Insurance Trust d RMB 1479./7bn retail AUM balance
B LA Unit:RMB | >RMB100bn in 3 years from integrated finance
PAL revenue T Lite No.1 in the market Bank = #15 in the market
2SN sl RIS E =58 T2 RAT Fea Wk EEAUM R 1479712
229%\/'12_3 A 239$M12-g)f] MR 5 5 L - RETRHE L .
Note: Data as of Sep. 2023; Annuity ranks No.3 in the market, Health insurance ranks No.2 in the market, P&C ranks No.2 in the market, Bank retail AUM balance ranks No0.13 in the market 17

A HIERE2023F9H; rXETHAEL EI, BREETHHLE2, FoTHHL F2, KATEEAUMT HHEL %13



PEYESZ PING AN _ _ _ .
S0 - Integrated finance improves operational efficiency

BEERMTRT EZNETHE

Higher customer retention

Lower customer acquisition cost Higher profits per customer

HE BRHEERL BE RBNESBE UNCEE I TP
Lower customer acquisition cost thanks to its faster reach, less friction From 2018 to 2022, the more contracts per customer, A Lyrvs. syr+ customer
KB R4 BRI, 246 F A FAR the higher retention rate Profit per +1.7%
2018-2022 %10, Z P &RFAAZ, GiFEHAS customer 14 49 Vs. 5+%
Customer acqgisition cost_via Internal channels Is just a Retention rate 07 00 23 A +1.74=
portion of that via external channels @ 5 & ' _
R 2R RE AL SR R E Y 37 9% _Fv1q Customer % of 5yr+ customer as
PA Bank  PA Health Insurance PA Securities 85.4% tenure
; o “vo0 S 1 9 3 A 5+ of overall PA Vs. peers
BRAT R & HE 2 0e.5% Contracts per customer EPFER +1 6x
s 15.1% ¥ e R ~FY21 Proporti |
= portion St Epbda B b
3% 55% 53% . v,  Ofcustomer 11.7% 6.6% 6.9% 82% 66.7% ﬁ"; 6}%“
2 3 4+ gf. E bt Ve
Note: Data as of Sep, 2023 Note: Data as of June, 2023

3. HHEAE 2023249 A 5+ B3R ZE 202346 A 18



Chapter Ill: Why does PA'’s Integrated Finance Model Work?
FB=F AN LA FRHEELRRTURIA?

PA has been committed to integrated finance for the past three decades,
and has gained a strong competitive advantage that cannot be replicated

FREZTERERA RGO, HAETRTLHYBRXEFRE

) 4

19



hEES PING AN WIth China's reform and opening-up, PA has seized historical opportunities at various stages,

=z - MME

Early stage of China’s opening-up (1992-1997)
¥ B xf 5 Ak (1992-1997 %)

Start-up #1€] H£&

»

F By X e (1998-2007 )

Growth K&

 Shaped integrated finance vision, explored cross-selling

Integrated finance model

* FRZELEBMBBRT, REXAXHEY

Developed the foundational base of integrated finance

I W BRLELSERK

e

SRR X

Launched three financial businesses (i.e. insurance, banking
and asset management), developed integrated finance
model of cross-selling+service

HRARE. AT REZREBRYE, FHEIXXHERFNLES
£ A X

Underpinned integrated finance with full insurance

licenses and three phases of back office

centralization;

TREE2MB, ZRKXKIAREGEETF, AGESEHBER

In 2007, number of customers exceeded 30 million

2007 5% p R E3F 7%

China’s comprehensive development (2008 to presen

't B &®| kA (20084 2 4-)

established integrated finance advantages and enjoyed rapid growth
R ERFEFK, FEIMESHBED LG, RAITEZEESESBRAEE, ERARERK
China’s expanded opening-up (1998-2007) .>

Acceleration #eik YrB

Seized market opportunities and shape integrated finance
model driven by tech+ ecosystem

WETFT LA, ITEFAEHESKE N RSB X

Achieved full licenses, enhance tech empowerment,
accelerate ecosystem development and build integrated
finance moat with differentiated competitiveness
LRAMB. RAAEBE. wEESEL, HARGLRE
FAG 89 37 T

The number of customers exceeded 50 million in 2009, 100
million in 2015, and 230 million in 2022

2009 PR RBEESFH, 2015F R 1it, 20225Fi% 5)2.31¢

D
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POEY= PING AN
=womEe Start-up (1992-1997) - Pilloted cross-selling and shaped integrated finance vision to underpin long-term development

e BB (1992-1997) @ MARXXAE, #HI2EZE42BRBR T, B K\ L6 K

T Acquired financial licenses ) r Developed technology capabllities r Undertook Institutional reforms )
_ IR R B _ RS _ _ T3 H) BB |
» 1995, established Ping An Securities which was a * In 1990s, became first within domestic financial » 1992, launched the employee equity incentive
breakthrough in non-insurance business institutions to built a nationwide intranet for management, » 1995, established a financial holding structure
» 1996, acquired ICBC Pearl River Delta Financial Trust automation, cost control and capital utilization * 1995, reformed marketing & sales system reform
Joint Company and renamed Ping An Trust & Investment  In 1997, IT capability has been leading the industry, and IT * 1997, established internal control mechanism
Company development strategy has been planned
« 1996, established Ping An Futures ¢ 1992 F . H ] I LA
» 201229004, & F BCIE A E AUH B B 4, RS-k 4 * 19954, B ahiE x5 A iR
* 19955, R -FEiEsy, SKLIARIE LASH A 2 akolk 5 R A EHEL BB RAER R K EERNF, LEA S » 19954, A\ AT E 4 A F] BLE
* 199647, MW E LR RATIRIT =0 2R3 IR E], T %58 R « 19974, # I ANIEH B
2K "FRAZREBETNEG * 19975, SF ITK-FC A T R AR e, AR T A JE B ek
* 1996F, s -FEH W




P ENT PING AN
= 7Growth (1998-2007) : Underpinned integrated finance with full insurance licenses and three phases of back office centralization

KB (1998-2007) @ TmceeB, ZRRKABREEET, 757 A ERRE R AR

T Expanded financial licenses ) " Enhanced technological operation capabllltles Formed a synergistic and inclusive corporate culture
_ T AR D - RAMBEERY D _ T rr ) & 25 4> b STAL |
* Established Ping An Annuity in 2004 and Ping An Health * 2000-2003: centralized insurance underwriting, claims and * Reached consensus on establishing synergistic “One Ping An”
Insurance in 2005 database culture
* Acquired Fujian Asia Bank in 2003 and Shenzhen Commercial Bank | | ¢ 2004-2006: developed nationwide insurance footprint * Synergistic cooperation to maximize the company’s value
n ZO% | | * 2007-2009: centralised Non-insurance business back officeg |* Set up mechanism to facilitate a cooperative and win-win

I¥

.+ 2000-20034, 4 Al I A HIE A

o 20044 p&, T4k ey 20055 px, s -F-2-fe [

- © BREA, AR TR R
o 2003. 20064 MW7 T 4ait. Y| T L 4RAT * 2004-2006-F, AR[aak g2 E & . f’ﬁ;/ ﬂf"%“kh *f ; .
o 20054 R, -4 F & + 2007-2009%, 4E b Es b, £ 3 ) 2 ) {ﬁﬁ‘s& W, KILKE A PrFIAE B

s RESAE, TERIFHRAE




PEN-T PING AN

=v-om Acceleration (2008 till now) : Created a differentiated moat for integrated finance with “Finance+ Tech+ Ecosystem”
mE B (200854) @ “SRHAHIAES" , MAZLLREFNES NP BT

Achieved full suite of licenses
- KI 2 fh o R B

Ecosystems + Fintech
— BRAESHIER ) _

Highly synergized corporate culture
— B & B F] &9 4k AR

—\

« 2011: Ping An Fund established

« 2012: Ping An Bank was formed after merging with
Shenzhen Development Bank

« 2013/15: Ping An Leasing and Ping An Puhul established
« 2020: acquired a consumer finance license

* 20114 AR P A

* 2012F &I IR B S AR LA T ERAT
*+ 2013/154F m i FZAT . FEE R
* 20204 FRpL-F-Z0H W 2RI IR

* PA has built a leading Chinese “integrated finance + healthcare &
eldercare"” ecosystem

* PA has offered well-received "finance + auto ecosystem"” services
covering scenarios of “selecting cars, buying cars, using cars and
changing cars”

* Years ahead of peers, PA back in 2013 began to migrate core systems
to the newly established PA Cloud

* Launched "Ren Yi Men” (cross-app navigation tool) in 2014, providing an
all-in-one integrated finance service gateway

o BRI BESFRE EFARIANUE, 3T atE S5
£S5

s ‘B EL AW B 2BE By “bRrEAA EAE

e 20134 5 P a7, BB EAKENSTRSE, BB ER L

» 201445 SEFIT, AFPRBG—NELLHE LN P

Unified company slogan “expertise- creates value”
Unified strategy, culture, operation and management
Efficient and collaborative teams with diverse
backgrounds, which make progress together
Unified goal to enhance customer value together

Go— /8] S MR ATRIR CF A

— AR, L. 5. &8
AE = %0, 443 580 R
%— B AR, ERRITE P HAL
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bEES PING AN Over the past three decades, Iintegrated finance has bullt strong and unique
T competitive advantages for PA, which is the key to PA's success

HE| =+, BELBRATFEHARBERMBFNEFAE, ZFERIWXE

< Full suite of licenses <Focus on core bus.iness< Channel network < Ecosystem service < Tech platform < Corporate culture
3 FLERE Rig W% % SRR 5 T 28 23 AL
~ull suite of financial Chinese markets Nationwide channel Complete and Advanced fintech Highly synergizec
licenses and core financial network ‘eading healthcare culture
business ecosystem

A Ak i SR T Y S S R MBE L B 55 A 7 44T 4 N L AL —, & AEDF
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=l e An |ntegrat9d |nanC|a| grOup W|th a fU” SU|te Of f|nanC|aI SerVICE |IC€HS€S P & - I et S

AR EREMBNIEZESEREE

PEYZ
MINEFA\Y
ek % Insurance licenses 46474 % Banking licenses #% 4 Asset management licenses
DEIET A SI(EBS  Ping An Life M2 FR 4T Ping An Bank T UESs Ping An Securities ESFBINERE Ping An Overseas Holdings
OENZZN~={$B%  Ping An Property & Casualty M%7 TR07] Ping An Wealth Management | Sz 37 {=FF Ping An Trust iR S Ping An Financial Leasing
N E T Ping An Health Insurance NGBl Ping An Fund Y HALS Ping An Futures
M (R Ping An Annuity N2 = =& 12 Ping An Asset Management
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PEN-T PING AN

e PA Is focused on the high growth potential Chinese financial industry

RETFTETYferk i, 23 TA LT

Business source PA serves 230 million Chinese customers, or 1 in every 6 Chinese is PA's customer
Wb £ B Main business revenue and profit are from China

No.5 among the global financial companies

Position in the industry No.1 among the global insurers for five consecutive years
A7 Ak Mo AL PA Life: No.1 in the industry by net profit

PA P&C: No.2 In the industry by net profit
PA Bank: No.Z In the industry by the transaction volume of credit cards

Source: Rankings among companies are from the Fortune Global 500 in 2023. Rankings in the industry are based on the 1H23 results disclosures of A-share listed companies.
Tk kR RS R B2023F B <M E» HRS00R AT o AT ke I TARK L7 8] 2023 5F £ F W iR W &

Full Focus on Channel Ecosystem Tech Corporate
licenses core biz network service platform culture
W2 B Sf- F A RE USCHCE-S % S IR FE-FE 20 28 AL

AT E2.3MCE P, PP T RAATAULFLEF

g RN B AV R T F EITA

AR LE L

g F e A AT B —AE
T2 M B ALEAT R A

i 0 F HIR A BAR [ A A 5 — 4

FRAAT: 5 A F R L =4
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Full Focus on Channel Ecosystem Tech Corporate

l:l:l @IE pl N G /-\N licenses core biz network service platform culture

=l - Nationwide coverage with >1.3mn offline distribution points e [ ZRRE [/ RERE /] 22BF [| Aute /] AR
FABIO T BEZAENERTLHE ML

Over 7,000 branches, covering all provinces and major cities in China A large sales and service team with over 1.3 million specialists
M EART000A, BEARMAAT 4B R SIAAR130+7, AR K
* PA Life+&Fr 2900+
. PAL agents &AL iE ~360k 367
* PAPSCER T 2900+  P&C agents (incl. part-time agents) -1 million 100%
FRaERE (SRFPREA)
» PA Bank 44k 47 1200+
» Lufax Holding sales specialists ~20k 2%
&2 P IER 4K & kg

« PA Securities-J%iF 90+
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s Full F Ch | E Tech C
PEESZ PINGAN s "t Sm O
" - - ; N ok B B W 13 T4 2 3
su - pm Strong online channel brings >700mn points of sales RRFS J[ ERRR J[ RERS [[ 2ARE J] HEFE ] BRI
7% KA 2%, R i RARRTL BB ik &

Ping An Jin . Ping An Bank : : Ping An Good :
T e ALK 2 o T s> X, 2@ 4= S 5 >
? Guan Jia (PAL) FREERX (FK) T Digital Pocket 272 RERAT Car Owner(P&C) F2ZFFEE (FR)
280+ million registered -3 4t @ fr 2 8+47 pG 160+ million registered JE M P 1.6+4Z 190+ mHI:Jc;r;r;eglstered EMA P L9+
users , ' : ,
. £2490+ users F #%&4900+ 7% i F #%&3590+7%
24.9+ million monthly H & g 49+ million monthly active 3.9+ million monthly
Ping An Health ) i . |
. F2A2 R Autohome AFZRK Ping An E-wallet & k%
P A4+ million annual R - 2R
Q paying users AT 5 A P 4400+ 75 500+ million downloads | 2 &5+47 L6+ million monthly 21600+
FEEE 9 70+ million monthly H #&970+% 53+ million monthly A %5300+ % active users H & 77
active users active users
Note: Data as of Sep. 2023 28

E BB 202349 A



Full Focus on Channel Ecosystem Tech Corporate

hENE PING ANComprehensive closed-loop healthcare and eldercare ecosystem enables core  jicenses  corebiz  network  service  platorm  culture
W M : : : - e S b B £ W 4 A SRS L3 F & 2H 27 AL
wLoaE financial businesses to acquire customers and enhance customer value - E o R j[ FEAE j] BRX

JRE. EAFRNENFALEASH, Kt I LRERMERF (1/2)

—  Providers . % — - Payors 3 f+7# -

. 100% of 100 hospital A hospital | PK ,

ﬁ?&i:%ﬁi; ot top 100 hospitals and 3A hospitals, and acquired PKU \ / * The Group’s healthcare and eldercare ecosystem covers
» 40k+ doctors, 100k+ health management institutions, and 200k + cooperative nearly _64% of re_ta'l customers

pharmacies Healthcare and » =44 million paying users over the last 12 months
* 69 specific services covering every stage of healthcare eldercare ecosystem
* BRER. ZVERESE S, ML KER i,&'@ ) . zy64%/\/\z\}3754ﬁ1 ERNHFEESEEFP
c A+ A, 107 g kg B, 207 +6A4F 25 )5 ~ » S XI12NAAH A P EA4L,4007
» 699 BARIR5-, i & E TR U / \

Note: Data as of Sep. 2023 29
E . HIES% A E 202359 H



: Full F Ch | E m Tech C
hEES PING ANComprehensive closed-loop healthcare and eldercare ecosystem enables core jcenses >> core biz >> network >> sence >> platiorm >> gﬂﬁ’tﬁrrfe>
b - A - - - : G & x b R A R P 2% %SRS tacF & 2828 3
e financial businesses to acquire customers and enhance customer value " : e i e

JRE. EAXRNERFALLESH, Bt LXERMERF (2/2)

Healthcare and eldercare ecosystem drives

EHFA2ESETR

Better customer acquisition More contracts per customer Higher AUM per customer (RMB)
BEFHKETR £ 20 %3 AR £ 50 EHAUM (L)

New customers #7132 & P %

cosystem users © 342 5 56,093
G GE NGRS 1. 641 3.44%
% £S5 B 2 19
16,688
Non- ecosystem -
users x4 i &
Eﬁﬁ%i"‘@ RAE AL 1% Al
Note: Data as of September 2023 Non-user USGI’ Non-user Jser 30

A HIEARE202349



PEN-T PING AN

=z - MME

World-class technology empowered back office which is the largest In Asia

fRAR . B Z K EERSTFS

Centralized back office

AN
Shared back office for 12 B g R
financial companies
50k+service seats
12 ek )\ 3] 8 69 )5 3 P Rule control
£ RN ‘;J%‘:P n’fﬁ"’“ L]

ARSH+ER LR

P&C, Life, Bank, Health
Securities, Annuity, Lufax Holdings...
Fle. Fl. 447 R,
A K. [Hiz......

Tool empowerment

T E B fE

Note: Data as of September 2023
D BPFERE2023F9 A

Unified smart service system

— iR, FaeiLag iR $4R ?
Finance Customer service Risk control HR
W 554 EIREF Wiz & F ANFEF

« Standardized. Unified professional procedure and practice
* Less disruption. Smart control over frequency and time
« Smarter. Embedded strategy combined with data optimization

o Hetk, FAE. FAVE 4 r— & b
* ZIWE, ‘}ﬁo\x Hfﬁs’i*”ﬁ‘ég#;.

© BRY, RBANE. HERAL

Service Information Al Customer
prediction desensitization assistant response analysis
JIR 557 ) BLAAZ & Al Bj F BB

Full Focus on Channel Ecosystem Tech Corporate
licenses core biz network service platform culture
W2 B Sf- FARE VSCNTE-S % S IR T & 28 22 AL

High-quality service
-— experience Y
= > A A
= R = IR AR IS

9596+ issues resolved after 15t customer service call
959+ cases resolved via text Al
86% services covered by voice Al

NPS 90%+

— R E) AR R R O95%+
SCARAL g 8 g i Z295%+
EFALE 2 £86%
NPS 90%+
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chE:EE PING AN Integrated finance customer insights and operation strategies backed e oenn ook aomem o Caloae

- i . R BB S A F b R B8 W % A IRE 3 F 5 A
sl by leading label system T ELRR J[ RAR [ AR =

TR WA ERAR, ARHBLLBEF ARALE L%

Advanced customer label system provides insights Operation strategy model

SHE N E P TSR R ZE RBAEL

 Understand customer demand
« Suitable portfolio service

Domestic focused system comprises 1,500+ labels encompassing >10,000 business operation profile factors

RE EF T, &8 b R 1,500+ S i S AF L 17+ 3R T « Suitable service scenario
Basic info « Age, location, occupation... Interest * Petkeeper? Fan of a certain sport?... . Suitable service timing
Wt zE . v o ¥ o 2 oz AR KAk B 5 y ava
R AL 0 AAEBE. FAREK. Rk X AR T REIREN RERFEIRF EH)... , Smart . Better at risk pricing
. . Demand » Potential product combination, next product... e ‘
Behavioralinfo * Activeness on APP, location, customer & KT o TR E BN ERELS. TSR, englne o BIILEFPERK
1T 1% 8 Z%rgl?;ﬁzon;)?z?;g 5 i WTactics‘ «  Willingness to products, key service timing... N’ o LHiEN T MRS
RS ~ REETUN o HERBRE. EEREEAM... 43’ 2k I; ] , : -
Wealth info o Product usage asset level. risk grade_ - Risk f i . : : .. : .. Flb ° /\:'1\3\%_ éﬁ )%i’. %i%%
Factual labels ez . MR G e Prediction labels Riskforecasting «  Achieving risk protection in risk prevention, blackisting, etc T e -
S o g A SRR HAS oy REFHR LT, 1 3= A% RIETRRA « ERRB . 258550 5% AR, .. Lsedt o o iE Ay R BB
FRAE AR - o B3R KA R M
Strict compliance: encompassing customer authorization, desensitized personal data, secure storage, prohibit sharing Leading FinTech: Data stored on self-built cloud which facilitates big data privacy computing and
of personal data between business lines application of machine learning models
ERBAIMREZ . KT Y FTHRIE P BZA + PARKIE LD + B2 54557 222k o 8] 18] 2 FAALKIE MArerfr: X8I+ REIFERATL + MEF I ELA
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Full Focus on Channel Ecosystem Tech Corporate

EI:'@EEE pING /-\N _ _ ] _ _ ] licenses core biz “ne‘t'vvork service platform cultqre
B “One Ping An” culture with value maximization at its core REFE /| ZERK /| RERE || 2SS j] FAFS [/ BRI

AWML ZE KA A “— A2 i

Value maximization Diverse team

Synergy culture

PME & KACR W) % TALHE FA P B AL
e Sole criterion for testing all work * Diverse background: insurance, commercial banking * Operation synergy:. Executives of each company take turns
+  Guiding principle for all initiatives Investment banking, internet, health, FMCG, etc. leading major cross-company collaboration projects
* International: 5 non-China integrated finance * |nnovation & communication: Group-level communication
Cornerstone of all systems and processes management members received the Chinese platform for innovation and learning
Government’'s Friendship Award | e Capability co-building: Mid-platform and back office
o ¥rIn—3In TAEGGE— AT AE * Talent mobility: Encouraging rotation and transfer within capabilities jointly built and shared by member companies,
o Yy TAHE 4T AT the Group e.g. centralized back office
.yl EH AT o BATAHF: MR ARk ZHEM. BEF o ZEYE: ERIEAAPMER B o &8 & E R K
« EFrt: REbEsh e E %’U%’-“Flﬁi}ﬁ“iiwﬁ%, ¥ . ’Q'J‘fﬁ’)unu. B Em eyl #. F 3 TS
AL e ERALCE AR AR RRANERARFFESRA, Pl ER TS

o A SR NS R R k4 A K 00 T 5 5 B A
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Chapter IV: Outlook
FOF RZ AR

PA’s integrated finance model has significant advantages which will ensure future growth success

FREALBEAREFEIXRENE, ARMEBHEX

) 4
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5 == i . i Growth potential' \Growth path' Growth targe
PENZF PINGAN China’s underserved retail financial customer segment has huge growth K b K 3412 >;i\‘j§'i’<aﬁ >

e potential driven by economic development and wealth accumulation

(A ZFAEAMENRE, PEAMEBPTHRAEZAMAREK

Strong growth in wealth per capita and WM market Domestic iInsurance market offers huge growth potential
AWM G R EERETHKEES ReTHHHEX
Unit: trillion RMB Currency: USD
s FILART A5 E
O
49, Vs. 12.2. 243 w= 571 1,107 vs. 550 6.6% Vs. 3.9%
O . .
Global average China CAGR IV Global average China Global average China
AT b 2022 2032k AT f AT g
Wealth per capita CAGR from 2000 to 2022 Individual financial assets from 2022 to 2032 2022 Insurance density (per capita premium) 2022 Insurance penetration
2000-2022 5 AWM E 7 Ak K & 2022-2032 4 N A Ak K = 2022 F ko F B (AT ) 2022 A% IR &
Data source: UBS&Credit Suisse Global Wealth Report 2023 Data source: McKinsey White Paper on the Finance Industry, Mar. 2023 Data source: 2023 China Insurance Industry Development Report
BRIERR: Faik&Iials «2023 230 F RED BIERR: EHY <2algRPHy , 202343 A RIERR . «2023F BIREZIERED
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PEN-T PING AN

=z - MME

Existing high-value customers offer unrealized high growth potential

Growth potential' '\ Growth path' Growth targ
¥ K] S N Y5 K B AR

)

BEogMAE P& EXR, FEAIZENL

Vast internal migration opportunity, tens of millions of high-value customers to be leveraged

NERERFIRB KR, THERFITHEAHIMLEF

Number of new customers
cross-migrated from Group to

member companies 27 million Number;f ron-Lificgstomers 170 million
ERRANGMER Ltk 2, (115 ok REAFAFZEP 1.7 12
3G K B
Number of new cross-selling 57 illion Number of non-Life high value 25 million
contract within the Group customers migratable to Life
sz B eR% 069574 pzawssmmzr 25007

Notes: Cross-migration customer and cross-selling contract numbers are as of end-220Q4

High-value customer number is a rounded number of customers with an investable asset of >Rmb500k per PA investible asset model.
E: XAXERE P B4 E & F BRI E225F 25

B MMEE P X AATFLNIRTRIT R F TR S AE0FT A LR P, ZERAREHHK.

Huge room for product portfolio Improvement with growing customer financial demand

MEZPEREREK, FREIXEZRAEX

Investment & WM Wealth protection

Life protection Loan & financing

A G R % P38 MR T2 aR T
EH) &R
Existing high-value Contracts per customer
customers 201 189 0.88 0.52

e AL E P

2 csores NN - B _
6 10 4 4

AP customers

Notes: Existing high-value customer number is as of end-1H23; future mature customer: mature financial investors with a certain level of investment expertise and more

than RMB 500k investible asset based on China market wealth growth forecast and high-value customer demand survey; data shows the number of contracts under each
product category within their ideal product combination

3 BESMAR P A23HLEIE *ﬂ’tﬁk‘%}h%)’

o B Mg KN A MMEAE P& REAS, kAR — 2R F kiR &0 BT 3507507 KA L & mx 32 Rk 3T A36
Ay 32 A8 2 ﬂzF e BLE o IR T ew K

=] ’Fjéf%‘/\j’] /\}i



PEN-T PING AN

=z - MME

All-round model Starting with
enhancement demand

A iR AL AL X F K

Leveraging unigue
advantages
B ARTR AT B

Maximizing customer value by adopting a demand-driven approach

to enhance the business, operational and profit major models
FRIEF, BL=KEN, LAEFHMMELRRA

Full-suite of -

licenses
Ak A pe BB

RAHGEBIRG, iLE P WEARRI GZEERRITA

Enhance

business model

Enhance

operation model

Enhance
profit model

AL Ak S5-42 X

- ™
FOocus on core

business
T L EE

RALIE B AR X

Channel
network

Rl P 2%

~

Ecosystem
service

AR

%Ak B A AR X

-

Tech platform
HET &

~

Growth potential\\ Growth path' Growth targe
N ¥ KA ¥ K B AR

Top-notch services beyond expectations, allowing customers to enjoy the benefits of integrated finance

- Organizational -
culture
20 27 AL

Value
elevation

UK:RXi)
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hEES PING AN Enhance business model: Unlock customer value via accurate product matching Growth potential> Growth path >3rovvth targe>

W N ¥ KR ¥g-K B AR
e based on customer demand o ) )
. > ¥ =k < > MW Em N 3 v S ; 3
overage core avatages BUALSERX: ATFERER, HARERS S, 28RS T RAEHMELKS
AN\ .
Full licenses Eco. service o -
MR A 4 5 HS Customer acquisition N Customer retention > Value enhancement
F Tech platf ) 2 =4
s Rohpfom A FE #1832 7t
Channels Corp. culture Lift retaill Custom‘er"numbers Lift contracts per customer Lift profit per cus‘t‘omer
RiE M 4% 48 48 AL RITE P A RIE3 5 F PRI 73 A
* Hook products: strong brand, easy to acquire, » Retention products: high frequency & inelastic * High value products: professional, exclusive,
Driven by fast decision making demand, high stickiness, ecosystem base premium service
segment-specific * BT MEGHIKI. A 9 o FEEX TR SMNE. AT, A5 o MMATF o FA. EER. T X Segment value
demand . elevation
BB Crgdit card Auto Insurance Health iqsurance C;?gta!mrigtm WM inl\gﬁ(rj;%aéle I\{Iortga}ge Insur?r'?f;? fund Whole life BB RAK
. A ~ pay m 2 3z X, ), 22
& R I3 AT e Rk 2 BH % 75 1o BRTA  ppepie Sl #1835 5
Current deposit Iﬁ‘gg;gﬁgte Securities Public equity Private equity Endowment
EEREE = 9N IE Z~ NS 3 FA 3% w7 2R e
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PEN-T PING AN

=z - MME

Affluent

= 250
5 o

| ]
';~J';’5
i s T
4 4 L"_}‘

¥

IR

9 Well-off

Investible asset
> RMB omn

TR
>6007

Investible asset
RMB 2-6mn

TR
20077 -6007

Investible asset
RMB 500k-2mn

T
507 -2007

Investible asset
< RMB 500k

T P
<507

Examples of demand of customers from different asset levels and life stages

SRFFB AERE. RLZABEINSEH, ARER

x Young ##

Preference for aggressive investment and personalized services
Y 5F 2 BB T BAMEAC IR 55

Fund, futures, margin trading and short selling, consumption loan
Eas B, ek, R

Demand for large - sum consumption, incl.house, car, and credit loan
HIEH T ER, REEEEERER
Installment credit card payment, current WM, securities, consumption
1Z R F a8 FHEM. EAR. H T

Certain level of consumption capability, incl. buying cars and
Instant gratification
| AT, ZRERFRRNFZL _
Auto insurance, installment payment, consumption loan, current deposit
. ZRAFoH. YR EBAR

Mainly daily spending and flexible WM
HRHARREEEMA L
Auto insurance, installment payment, consumption loan, current deposit
. FRT>H. HER. FHAER

Occupational dimension:
entrepreneur

. Middle-aged # 4&
W ged ¥ R g E TR Sk

Separate business and
family assets to protect
family wealth
Xilas, ZLRKF

Looking for customized WM, preparing for elderly life
FEFIZHAMEEE, HFFHREAR
Fund, trust, whole-life insurance, annuity, checkup, golf benefits
Ao, B, &F. F&. RENE. SHME

Diverse allocation, asset appreciation, well-rounded protection corporate financing, cash
’ PP ; P flow mgmt., comprehensive

2 UBE, Mg IAR A TmIRE

protection

High-end credit card, investment & WM, pension, checkup 4ik@kit, Heite =,
g

sanfE AT BUTHEY. e AR a

Family expenditure, family protection and prudential WM

= Lt 2 : = B = 5 #2
SFITAYE %, ImiT K ERE 5482 W micro enterprises,

Auto insurance, installment payment, family/protection insurance, flexible WM, protection

A, FRFSE. RERRERE products for both

business and family

Mainly basic protection and high-leverage protection
AR e S ALATRIE A £
Family protection insurance, accident insurance, pharmacy vouche
TREARERE. &M%, B

DB, REMEE

¥ R4 o R 6
PRI 7= o

Notes: Investible asset in this example, is analytical predicted by PA internal big data model, which would be better to identify the potential of customers
E ORTH PRI T, RARETFLEANING KBIERER, B RGTANE. AN A BZHEX % E, AF T 2IFHREEH ZE P

Financing for small and

rowth targe
¥ KB AR

Growth potential' '\ Growth path
S ) ¥ KA

» Elderly %+

High-end medical care, quality eldercare, wealth inheritance Example 1: Elderly

XESHEF R AEEMEH XK HNWI

. . . . THIL: BAEE
Whole-life insurance, annuity, trust, term deposit, eldercare services. .. ng F
éx T N g /~»\\ {n T \ (jz y\ N §= 7?%}]

Worry-free healthcare and eldercare and WM services
B RTA SRR FBER B R
Whole-life insurance, annuity, fund, checkup, reservation with famous doctors
KA. F4. Ao, KERE. ZEME

Steady asset appreciation, elderly life quality improvement
RAEEE, ROMFALAERE
Large denomination CD, precious metal service, health insurance, annuity
KAFLE T2k BER. F£

Example2: small and
micro enterprises
owners

Pension reserve to cover daily demand, flexible WM 2. dﬁiﬁ-}ﬂkig

REFEENRERGREIETEN
Current WM, accident insurance, health insurance
S, BN RS
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hhEES PING AN Elderly HNWI: Focus on key demands such as wealth inheritance Growth potential\\Growth path' Growth targe
=\ - ME : ' TR - : ¥ K ¥ K 4% ¥ K B AR
guality healthcare and eldercare, identifying huge potential for value elevation

g\gﬁe‘;%g%dz\/amage& i~ 1- )—% /%"fﬁ%—ﬁigf% : ﬁé;ﬁ\ﬂj’ R \%/ﬁ /%fﬁ% 9&};%?%‘ ’1{, 'ﬂl\’fﬁ&ﬂ' Z I EX Classic pathway exam

Eco. service: Self owned healthcare & eldercare S : fﬁ%ﬂ fﬁﬁg‘ 2y 4'57'] 1
AL OREF+AZIKZA Customer acquisition > Customer retention > Value enhancement
= = ’ L ’ A )24
Full licenses: Life, Bank, Securities, Fund, Trust. .. K% 2b 2% YA BT
B8 > A ; = . . . . .
MRS a A R RIS . retail customer no. potential: 11K+ contracts per customer potential: 10+ profit per customer potential: RMB 38k+
Corp. culture: Synergy of Finance and eco. servers > %L . AElS . 4 A1 34 3 . -~
. _ o . > . > . +
BRIAC: Ak SRS 3 % b FrE®A: 117 FRERRA FHAHER 38,0007
Wealth Cd‘e‘ggg‘ft Investment advisor service T:gfggvsc?gt:gl TSHB”\(/:V gl ' Private inve§tment JEUl'E  Diverse investment privAa?en Le"C%’ity
inheritance and WM M’ _ p _ private equity ﬁl\/iji/ﬁ\%)Q%] HE\% services trust
ldentify & 4 & HAT EH Investment advisor FETEIN % 3% KRS o, AR Portfolio
=3 B = 5= >
key demands S = 8% L R I IRTD T = fe 1€... Structural upgrad
Stimulate WM and personal protection demand = ,g\ v
- » == . . s n - = . = v
R ke E WA E 5 AR R "’*;f;’;\
| Term life N . 2L 1] 1
. ext level healthcare BRWALIERT . = |
Quality insurance, Medical care benefits insfrgngg High-end healthcare and [EeJsEglei{elgMal=r-1iaalor=17< Cl,
healthcare & medical and eldercare ! I > sw o 2o & endowment
- B 5 B A . endowment __eldercare = s # /IR 5 and eldercare = A
eldercare 'Lnj?;g’;&e —— TSy services s -_—p RAE LTS Tk, WA
o A T s A > A n ; 3
o R R E .. B SRR IR 3 ) S i
Note: Customer number potential refers to number of potential customers identified as meeting the standard for the specific segment per PA's internal customer analysis; contracts per customer potential and profit per customer potential are calculated by PA based on analysis of mature customers currently
within that range with China market wealth growth forecast of and high-value customer demand survey taken into consideration. 40

EDOBPRES, RETFLAFKEIERBERMNG TR, o5 EERNEREPFES, NWERGTEZBERRINANEPF L, BHEREN. ZHHNEALES, RETHETEA S TCERANGRAZEPF EAFLOEFREL, 6 FTETHM G RKAMNRZRE P ERAST, 6N ELH60EKES



hENEE= PING AN Small and micro enterprises owners: Focus on key demands such as wealth management, ©own POte”“a'> Growth path >ﬂ0wth targe>

- . . . . . . . Yo sk A Y K 34 4% Yo X | A
=z - iMME = El = B
! protection and financing, identifying huge potential for value elevation
L : - /’ - 2 ) ‘;‘., - - S Iﬁ‘ - - '}‘, \ .
é\g;%e‘;%g%d}/amages ﬂ-;'f;u] 2- 1] ﬁiﬁ'_\ﬂklg% . %;ﬁ\ l}!j’ 2 ~ {%Fﬁ . R ﬁ‘fl’] 3‘(%% £ /Tﬁ 5 'ﬂl\'fﬁﬁﬁﬁ‘ Z |9 B X Classic pathway exam
Channels: Nationwide online & offline network R - ﬁ%@éﬁé&g‘{? ﬂ'f"] 2
EB W& & P& TFTAREZ Customer acquisition Customer retention Value enhancement
b&] 2 e - - T *. ./f JIL RN > 3 » > /\ g
Full licenses: Bank, P&C, Health Ins,, Life. .. K &b % BRIt
RS R retail customer no. potential: 13 mn+ contracts per customer potential: 4+ profit per customer potential: RMB 1,900+
Tech platform: Personalized customer insights (KYC) > %3 : n 4 B3 : 4 £ 38 5 : g
ﬂ.#i_‘}—,_é‘ : KYC%P ﬁg] %-Hi_l_ k-ﬁi#}%)ﬂ#ﬁ g): ﬁlﬁﬁ 1,30075. giﬁ =4 r] lﬁﬁ giﬁ J ﬂ lﬁﬁ 1,9007&
N Health checkup and - Family ® hensi
d f - Medical o omprenensive .
WM ar_]d A(I:E(:rlrglgtyg]ess, ° consultation benefits Personal protection insurance, Health Day activities family assets endo’%crﬂte“ﬁ" .
protection Employer liability ins. IR ¥ 18] 44 and WM Current WM, T EfE R &3 : A e _
ldentify W E 54 W T ———— AN AR "Jﬁﬂﬂ' 0 allocation EFES ~ Portfolio
-— 2 = _E A — . -
key demands : JEE R ' u M. KELZASTTRE Structural upgrad
. ‘ - ldentify WM, financing and protection demands %{{Mﬁ? on
SR L | PR BT A R IR E R :
ot cord o Convenient large-sum 2L Ay BE )
redit caraq, : : nstaiimen : .
. . AULO Car owner benefits Short-term financing [ bayment loan Service BETH RS IR oIV a[ES5si Home collateral loan,
a n;ng ng insurance R demand reserve fund _fR4ZH kzﬁﬁ“%’(}]&_’é} financing opgg;%g oan
% 7 = A E. e s R = 2. ~ - AR
g 1 ﬁl}j‘ B E R ;’%ﬁ XE L gk F BEA.

Note: Customer number potential refers to number of potential customers identified as meeting the standard for the specific segment per PA's internal customer analysis; contracts per customer potential and profit per customer potential are calculated by PA based on analysis of mature customers currently

within that range with China market wealth growth forecast of and high-value customer demand survey taken into consideration.
EDOBPRES, RETFLAFKEIERBERMNG TR, o5 EERNEREPFES, NWERGTEZBERRINANEPF L, BHEREN. ZHHNEALES, RETHETEA S TCERANGRAZEPF EAFLOEFREL, 6 FTETHM G RKAMNRZRE P ERAST, 6N ELH60EKES
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N — Growth potential\ '\ Growth path' Growth targe
EDSEEEE FING AN - . - . - 5K A > 54 K 4% fi‘ﬁé’i’taﬁ >
! Enhance operation model: Fully enable demand-driven unified smart operation

BB ERN: 2BENEREHY—IARLLFTEZLE

Unified service portal %&—RH$A 1 Professional financial advisor % k£ gk 2] Convenient portfolio allocation & 3% & & j* &
Intelligent integrated account Al financial advisor | Online “three saving” products & services
| fr g 22 AT P Al 25k 2] %t o =4 SRS
Driven by = . ¢ In-depth understanding of _ _
segment-specific Inan/(ie’ U acfcoun demand House, car, and insurance policy Customer value
demand \ =R TP EOAARE K Offline KB FEE ERE ( maximization
Health sub account . % F | | & P hE
s oo Smart matching S ~ Investment, deposit, credit card F
f& TR P %o 5 G e, IR 5~ 52 e g & KAL
Lifestyle sub account Ta?get; ; procTuct ot B fEs B AT
. : otline - .
Dynamic, intelligent, if%fﬂﬁf’ recommendation — . - Health, me‘dlcal‘care‘, eldercare Retail customer number, |
panorama insight o T S TR BT contract per customer, profit
FHE. B, 2ZFAR Per customer

BTPES BIER. BIHHE

Note: “Three saving” refers to time-saving, worry-free and money-saving A2
E: TEAT BAER. A AR



DEES PING AN Enhance profit model: Reshape valuation rationale, focus on retail business Growth potential\ '\ Growth path >)rowth targe>
R . . . . . % e stk % K gx 4% %K B AT
E - value growth driven by three major customer operation indicators HRE ] HRRAE ) CERAAT

BUBARN: TERAETE, REUZXREPEERF "2 EHWHAALGFHMEEK

Customer acquisition product
rEA
Contracts per customer /_I_\ Customer retention product
£ 4 F R FEA
me'tgpié; ;Sj;,ﬂtomer ™ Value prog:luct

Profit per product a2

35 | H
Retall OPAT
AKX I A o= g o <x> Customer acquisition via ecosystem
Customer acquisition S
, +
Retall customers MERR Customer acquisition via
L N offline/other channels

Customer retention LTI A MEEHFE

HERA .
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Outlook

Retall business profit: stable and sustainable growth
AN FFE . LI T HF LK

— =
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_--"Retail customer number: slower increase

O AREBR B RPN RS

-—
-—
-—
-

BEEARE: LT RITEHMNL

RAREHE

ZAONRS 2022

Growth potential>>Growth path>frowth targe>

¥g K B K 342

35K B AR

Operation target

2% B A7

Retail business OPAT AA X %ZFiz5 RMB 31.3bn RMB 132.6bn
“Three numbers” drive sustained growth “=#" Ix#h#4mk 313 12 75 1,326 (%
Retail customer number NMA K P £ 109mn 597mn
Sustained retail customer number growth N A Z P 24238 K 1.09 1z, 227 4z,
Contracts per customer &3 4-F %

Steady contracts per customer increase &3 4 [ #4238 Hn 2.03 2.97
Profit per customer %33 #| & RMB 289 RMB 585
Stable product profitability 24 5 /= 5 2 #) 4 7/ 289 71, 585 7T

Double-digit retaill OPAT growth
MAE BRI ALK K

400mn
A4L

5+

RMB 800+
800+ 7,

Note: Based on 2022 data (covering a complete financial year)
E: RA20225 %3 (B &5 —NZENYIRF )
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s Recap: Key messages
BB R4S

 Despite the challenges, over the past 30 years PA has successfully built a domestically s FH=TFH, FRIAEMHIE, RATETFTETENNGZSGEIRGER, ARFEFF
focused integrated financial services group that has delivered tangible benefits to 55 B A A U4E
shareholders and customers alike

» PA’s successful execution in underpinned by its unswerving commitment, full-suite of s PFRABREESLR, RaTBERALEEGER, FHRER T2, ZTLRE. RiE WM&,
licenses, focus on core business, domestic rather than global focus, distribution ASRE HBEFE (RAEABZAA =% FFPES) F5 B R &) 4L R IR H40H#
network, online ecosystems, advanced technologies (incl. early movement into own
cloud and back office centralisation), and a highly synergized corporate culture s FRZLHERAEFRE, WIHFEYE KAROERZM T 7, FiF 215 B 5809 K30

* Our model has significant advantages which has enabled our profit growth and ROE to
significantly outperform the market as well as smooth out cyclical profit fluctuations
experienced by individual business lines
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e Recap: Key messages
BB R4 b
» Specific model advantages include: * MPLZR XM IRFHG:

* |Integrated finance contributed to over 1/4 of monthly average agent income

» Significant revenue contribution with integrated finance channel sourced revenue equivalent . é?é\/i\méﬁ T ERAGFEAH ¥ N4 A B
to #4 Annuity player, #3 health insurance player, #8 P&C player, sourced retail AUM o RIS PRATHKE KR, AFRERTHKWIKEA Y TAALFL469F], %{;%/%F{}""
equivalent to #15 bank and insurance trust of integrated finance products ranked #1 eIk =M Y TAT R E3g a8, AR éké’ﬂii;@.?}a L TFAT A F 8y N F] 757%5’«43‘ K

» Integrated finance distribution costs is lower than external channel costs at PA Bank (73%), AUI\/I TEk B IR =48 4 T ATk 5 1549 /A 6] e anﬂ%lﬁ\é}ﬂp 5}’6%)’1',7}%1\. T 3% %
PA Health Insurance (55%) and PA Securities (53%) . i}fk%’\ﬁ‘xiiﬁﬁ& FZARAT SRR aﬁazxﬁ‘xi’\ﬁwﬁ 2R k18 89 73%, %éﬂ}%ﬁl‘é‘ﬁ

» Steady growth of customer retention rate and profit per customer. Integrated finance 55%, F 2k 54X 53%
enhances customer retention. The retention rate of customers with>4 contracts is above s RPBGE. BHFEARLT R, oo v kI EPFEHE, MALKALEFNE
97%, and 5-year customers have 1.7x higher profit per customer thanl-year customers ”ﬁ$>97%o mFRAESF A LR PR FIE, 2F71FE P L7144

« Enhanced distribution power with PA Group collectively having >1.3mn offline and >700mn s R XHTHITII0A T & TA A S RABS ML L4 E Rk, A R K4 E A
online distribution points s MASINIFERAKIREZWNE P RR, RALSLL 1500/\7}3‘ >#a#8 10000 /™ B 1

» Garner greater customer insights through a compliant label system which encompasses
>1,500 labels and >10,000 factors
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Recap: Key messages

Our future success is driven by our ability to grow the “three numbers”.

YT L83
(kORI BH R BRHYLSRHK. BHHNEHKG =

We are focused on delivering long term double digit retail OPAT growth driven by ’

Growing “retail customer” number from 227mn to >400mn
Growing “contracts per customer” from 2.97 to >5
Growing “Retail OPAT per customer” from RMB585 to >RMB800

EXNE

?

\‘9
\‘9

TJ‘

BRI L gz EE K, T 2R E F atE:
NAEPE” ¥ R2.2T/LIRF 44000 E
“EIARHK M2.9712 #2500 F
“Z I HE” 585132 £800 LA b

B HK A
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