Answer to Market Changes through

New Business Models

@R  Eropean Financials
Berlin, June 11 2008

Emanuele Marsiglia
Group Deputy General Manager "~ UNIPOL

P p y . J @GRUPPO
Head of Life Business, | FINANZIARIO

General Manager Unipol Banca




Agenda

e |talian Life Market

e |talilan Banking Market

» Customers and Distribution Channels
« UGF Strategy

 UGF Figures

mec



ITALIAN LIFE BUSINESS




Life Italian path in the last 15 years
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Underinsured Italy still an opportunity

—

—

e

% Life / GDP

Average premium per inhabitant
Italian gap vs. main European countries

Total European

Average 5.6%
UK

IRL
CH
F

DK
B

Total European

3.2
2.8
2.3 Average
D
A

K

E
O < w

Italian Average premium
per inhabitant

1,198 EUR

EUR

3,079
2,808
2,539
2,331
2,279
1,985

1,563

905
885
526

A%

-70%
-5 7%
-53%
-49%
-47%
-40%

-23%

+32%
+35%
+128%



Approaching a new phase?
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Italian Life insurance market: 2006 and 2007 recorded a turnaround in long-term trend
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Reasons for the 2006 — 2007 slowdown
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Life Premiums: Traditional (class |) and Capital Redemption (class V)
Change over the previous year / Interest rate
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PIT STOP because...

... hotwithstanding difficulties the market still offers opportunities:

—Pension Reform - TFR (severance indemnity fund)

— Credit Protection: tariffs linked to mortgage loans or to other forms
of credit protection insurance

—Life Protection: pure risk tariffs (long term care,
dread desease...)

... without considering the recovery in banking sector with respect to
distribution of insurance products
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ITALIAN BANKING BUSINESS




Italian Banking business

% Consumer lending* / GDP Lending activity - Italian Market Deffoorilts
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CUSTOMER AND
DISTRIBUTION CHALLENGE




Important changes in customer profiles
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% inhabitants split by age - movements 2005 - 2012
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Customer relationship — Marriage or Divorce ?
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Product choices and distribution playing ground
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Care of customer life cycle
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Examples

Life guarantees and standard of living
along the whole life-cycle
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What opportunities for sales networks?

AGENTS:
e higher relationship capacity

ewidening the offer range

BANCASSURANCE:
egrowth prospects in Non-Life
business
e repositioning on Life once this
market segment has been
reorganized

BANKS / FA:
idener complex product offer

and consultancy

DIRECT CHANNEL AND SIMILAR:
e motor and households products

» offer mainly based on tariff,
simple products and process speed
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UGF Strategy




Business Model based on . ..

e [ntegration strategy

- Internal organization
- Distribution

- Products

e Driven by

- Team
- Technologies
- Tariffs

c
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Innovative Business Model: integrating structures and

___processes _———
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UNIPOL  Branch Insurance Agency
1
H; sf} é % OPERATING CONDITIONS SUCCESS FACTORS
@ * Marketing Database for a Increasing Cross-Selling
0@ ® =1 Financial glotf)'?l view of customer Higher Distribution
Advisors protiie _ . Network Productivity
Banklng * Major opportunity to keep in Viai duct _
touch with customers ajor product margin
%@ transactions opportunities
* Effective range of products Lower logistics costs
AdVISOI’V :ﬁ: ﬁ and services
~ — * First class IT and operating + QUALITY/ QUANTITY
supports Price Mix Advantage
* Complete agreement between Customer Loyalty
networks and common _ _
budget Capturing Major Value
* Invest on training Brand Stregthening

e Shared locations

HIGHER DISTRIBUTION MARGIN

Flexible model for a better
coverage of the territory



UGF Figures




Non-Life Business Performance

e Sumes
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Non-Life Direct Premiums
I 1 Non-Motor (€m)
Motor (€m)
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62% Kl ° market . . .
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[l Loss Ratio
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technical
result
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Life Business Performance

Pension Funds — Assets Under —  Pension Funds — Market Shares
Management _
I 1 Closed Pension Funds (€m) A Closed Pension Funds
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LIFE IN-FORCE VALUE NEW BUSINESS MARGIN
EUR/m 19%
17%
13%
331 369
2006 2007 2006 1H ‘07 2007
Net of Quadrifoglio Vita = —€—- New Business Value (EUR/mIn) [l New Business Value/A.P.E. D




Flying to quality

>

Expected return

unit linked

index linked No guarantees

guaranteed capital

Maximize the potential return implied
into the optionality sold to the client

Segregated Funds
eed capital / Minimum guaranteed yield

Low risk - High Performance new

o segregated fund : 5,60% fund return
Specific Assets

Guaranteed capital and yield

New product for low risk
oriented customers

risk (expected volatility)

New products with fisrt class
underling multimanager assets
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Banking Business Performance — Unipol Banca
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Customer Deposits and Loans Unipol Banca Net profit
Il Loans (EUR/m) CAGR '04/'07 EUR/mI
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branches 36%

In 2007, 48% of new
current account have
been opened by the
Insurance agencies
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Consolidated Net Profit — Trend

EUR/m Minorities
B Net Profit post Minorities

421 +16%
+28% 32

362

2005 2006 2007

EPS 0.11 0.12 0.16
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Doing business better through innovative models

Complementary Services
- - i Pension
. Financial Life Schemes Banking
Non-Motor Motor products | | Products
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Insurance Agents + Banking Branches
+ concurrent Multichannel Strategy

Customers

Banc rance

new model, unique in Italy,
of Bank + Insurance

€
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Disclaimer

This presentation contains information relating to forecasts of figures,
results and events which reflect the current management outlook but
these could differ from what actually happens owing to events, risks and

market factors that it is presently impossible either to know or to predict.

Maurizio Castellina, the Senior Executive Responsible for drawing up
the corporate accounts, declares — in accordance with Article 154-bis (2)
of the ‘Single Financial Services Act’ — that, to the best of his knowledge
and belief, the accounting information included in this presentation
corresponds to the documentary results, the books and accounting

records.
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