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Agenda

Compliance from a company perspective (organisational)

Compliance from a customer/sales perspective

Allfinanz — simply better! 3

&
wOoVvB
RNext Level

Lead your team!



Agenda

Compliance from a company perspective (organisational)

Compliance from a customer/sales perspective
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Unique and unrivalled — OVB is the only truly European

financial advisor

45 years’ experience

Represented in 14 European countries

m 3.2 million clients

m More than 5,000 financial advisors

m More than 500,000 new contracts per year
m More than 100 product partners

B Marktfihrer

W 2.Platz
- 3.Platz

Top 5

For instance, one in six Slovaks and one in ten Czechs is already a client of OVB!
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OVB has been acting in its' clients interest for 45 years —

Using a system in all countries

Banks Insurance Building societies Investment Property
companies companies companies

Building society

Banking products Insurance .
saving contracts

Infestment funds Property

PREMIUM SELECT STRATEGY

(Cost) transparency Yes Price or system regulation No

COMPREHENSIVE CONSULTING

Wishes State support
Current ; : . .
Goals . . Goverment incentives Individual solution
situation
Demand Taxes
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"Strategy 2016": OVB develops into the leading system sales

company in Europe

Leading system
distributor in Europe

Mission statement OVB Allfinanz -
simply better!

Vision OVB is the Allfinanz partner
for people in Europe. Growth-
orientated, trustworthy and sustainable.
With satisfied clients, financial advisors,
employees and shareholders.

m OVB system sales is the market-leading business

Strategi C ObJECtives model for company entrepreneurs

m “One OVB” (emotionality and systems)
m EBITmargin at least 6-8%

m High new business and portfolio stability

Core Sales: Processes: Management:
Measures Sales Excellence Operational excellence Corporate excellence
BOOST IT support Strategy
(Best of OVB Success Teams) Human resources Group structure
Premium Select Strategy management Financial planning/controlling
OVB Teamwork Process optimisation

(Marketing/Communication)

&
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OVB Holding AG: Independence through stock market listing

and financial strength

Current shareholder structure

Free float Deutscher Ring
IDUNA 3.00% Krankenversicherungsv
Vereinigte erein a.G.

Lebensversicherung aG 3.74%
31.67% "

DEUTSCHER RING
Beteiligungsholding
GmbH
32.57%

Generali
Lebensversicherung AG
11.48%

Balance Vermittlungs-
u. Beteiligungs-AG
17.54%

Share data 2014

WKN /ISIN Code 628656 / DE0006286560

Stock market code 04B

Reuters 04BG.DE

Bloomberg 04B: GR

Share class No-par-value ordinary bearer shares
Number of shares 14,251,314

Share capital €14,251,314.00

Xetra prices (closing)

Year start €20.40 (2 January 2014)
High €20.80 (16 January 2014)
Low €17.02 (28 November 2014)
Most recent €19.10 (30 December 2014)

Market capitalisation €272 million (30 December 2014)

Compliance needs: If monitoring systems are insufficient, the
Executive Board members could be held personally liable.
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Compliance is meant to help avoid or reduce risks

Risk principles

Monitoring indicators

preventing

Controlling risks/establishing results

Risk identification
reducmg

shifting
managing residual

rlsk
Risk reporting/communication
Risk portfolio Assigning countermeasures

Excerpts from the Risk Cockpit of OVB

* New laws with influence on the business
model

Risk analysis

Risk assessment

* Brokerage income

* Equity base « Risks to reputation
» Diverse partners and products - Audit findings
« IT availability « Compliance risks
* Market risks . ...
: @
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Compliance developments at OVB
CMS is part of general corporate governance

Product partners
Reliable partnership

Sales partners Clients

Security in daily work Cover needs
Y Y Corporate Governance

Regulatory framework management & monitoring

Executive Board — Supervisory Board —
Shareholders

Risk . P | Compliance
OVB managemen nternal Control | 1 anagement

Risk minimisation, system SIS system
increased efficiency and ‘ ~ Syst. . Proper and secure Ensuring compliance
effectiveness identification/evaluation processes e e o e
[reaction

Defi | Evaluate Implement Monitor
aline el risks measures system
Internal audit system
Process-independent monitoring & consulting

Supervisory Board
Protect interests

Public
Protect our reputation

Regulators/
government

Comply with the rules

Shareholders
Trustworthy investment

&l
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The compliance management system corresponds to the requirements
for stock listed companies and international scope

Compliance management system

Model of the OVB compliance programme

Prevent Identify Respond

Policies & processes Risk analysis Case tracking

Remedy control
weaknesses

Training Process controls

Communications Audits/reviews
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Guidelines, rules and processes define the framework of

competencies and responsibilities for the Group

Processes

&
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Core areas of compliance for financial brokerage

companies in general

« Selection of partners and products
» Recruiting / broker selection
 Qualification/training

« Advisory process
— Analysis and consulting
— Service
— Quality assurance
— Complaints management

« Compensation and incentives

« Management/leadership

&l
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Agenda

Compliance from a company perspective (organisational)

Compliance from a customer/sales perspective
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anfl
The biggest need for regulation is in the area of OVB

Transparency

&
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Complexity through regulation:

Were the goals at least met?

Insurance contract act reform, 2008 — introduction of numerous
information obligations in favour of consumer protection

* Section 7 VVG Information for insured parties
* Directive on information obligations for insurance contracts (VVG InfoV)

General terms and conditions of insurance

p—

Product information sheet
Application

Consumer information

Data protection information sheet

Final declaration Taxes and life insurance

Special conditions
Breach of information obligation data sheet

} No!
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Can advosors trust the product provider?

Comparison: Fund-based products with and without guarantees
Start at age 30, end at age 65, EUR 100/month

Type of product | Product with guarantee | Product without guarantee

Insurer A 3-FundHybrid EUR 127,096 EUR 127,288
Insurer B 3-FundHybrid  EUR 126,570 EUR 123,125
Insurer C 2-FundHybrid 122,441 EUR EUR 126,303
Insurer D 3-Fund-Hybrid EUR 120,390 EUR 120,389
Insurer E 3-FundHybrid EUR 119,994 EUR 119,549
Insurer F 3-FundHybrid EUR 117,891 EUR 120,065
Insurer G Guarantee fund EUR 115,893 EUR 115,893

Source: Poolnews 04/11 (Jung, DMS & CIE.)

} The search for plausibility heats up with a lack of transparency

As long as journalists, politicians and consumer advocates don't
understand, the criticism and the "regulation craze" will continue

&
. . a0VvB
Allfinanz — simply better! 17 RNext Le\x

Lead your team!



Complexity through lack of transparency/completeness

Zweiter Schwachpunkt: Bei Hochrechnun

werden gewisse Kosten , vergessen*

Produkt A Garantien zum ,,Nulltarif* mit dynamischen

(transparent) Hybriden'?
Beide Produke identisch: Tutschiche!
. JTats & E
= gleiche Performance Dyn. Hybridprodukte suggerieren,
i Fendsgebihr Verdeckte Kost
= gleiche Kosten - Ll bt il o) Garantien seien kostenlos" zu

» gleiche Leistury haben — mm

w 2 1178 1178
Trotzdem wiirde SICherungsmEChanlsmen fl ’ In der Modellrechnung ist die Garantie - 1 _?? C— T
anautieisung o VWerden Kundenerwartunge tatschlich ,kostenlos” - weil bei linar

(intransparenten 6% p.a nie in den Deckungsstock

in der Hochrechr| Fradebeispiel umgeschichtet werden muss W Garantie
ausfallen Gesamt il
2500
’ In der Wirklichkeit unterliegen die
Kapitalmarkte starken Schwankungen: S |- = -
2000 1 Renditeeinbussen, die in der Realitat
= — Bemocated B RRu durch Umschichtungen entstehen, | Il |
Verdeckte Kosteh / werden dem Kunden in der Hoch-
Erforderliche Brutl rechnung aber nicht gezeigt. 0

1500 /

i Dyn. Hybrid
arseeraidala tar Labergeas e 1000 ¢ Uy Wi

i Wettbewerb

M S5, 6% Fenduaiiiiching, 10ilynamiesn Rae, il & 103

800 4
Hunden- ind v Suht, G vagner, 150 2012 2
o
o r] b B el o o ] =] a & o 63 g! o
F PP E P IS PP PP PS &
T F P o P
’ Haftungsrisiko ,enttduschte Kundenerwartung"
i Vunder wd Datwagner, 1601 212 ) |

Garantiemodelle der Lebensversicherung aus Kunden- und Vermittlersicht, Gert Wagner, 16.01.2012

Source: Presentation at Ludwig-Maximilians University Munich, Munich Risk and Insurance Center (2012).
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Trust as a dimension of complexity:

What can the clients expect?

Example: unit-linked pension insurance
(Online bid calculation, 29 October 2013)

] Leistungen in EUR bei einer
Zahl- gleichmafi Wertentwickl von
Nach... beitrag 0,00 % 0,00 % 3,00 % 3,00 % 6,00 % 6,00 % 9,00 % 9,00 %
Vers.- monatlich im bei im bei im bei im bei
Unverbindliche Beispielrechnung jahr Todesfall Riickkauf Todesfall Rii Todesfall Riickkauf Todesfall Riickkauf
- 1 3.000,00 36.000 35023 36.000 35591 36.154 36.154 36.712 36.712
. das Vorsorgekonzept
FondsRente FR3
2 3.000,00 72.000 70512 72.732 72.732 74.966 74.966 77223 77223
Rentengarantiezeit 10 Jahre
¥ 3 3.000,00 108.000 106.986 110.980 110.980 116.099 116.099 121.371 121.371
- die Vertragsdaten
Eintrittsalter der versicherten Person 60 Jahre
4 3.000,00 145.029 141.429 153.924 150.324 163.247 159.647 173.038 169.438
Beitragszahlungsdauer fiir die Hauptversicherung 5 Jahre
- Was es kostet
Zahlbeitrag 3.000,00 Euro/Monat

Gewinnverwendung Haupttarf FR3 : Fondszufiihrung

Erlduterung zur Modellrechnung

= iiber die wichti Werte Die in der obigen Berechnung dargestellten méglichen Leistur
zum gewunschten Rentenbeginn 01.12.2018 Annahme gleichbleibender Wertsteigerungen der Fonds und unserer derzeit gliltigen Gewinnanteilsitze, wihrend die
Fondsentwicklung in der Praxis Schwankungen unterliegen. Kursschwankungen wirken sich um so stirker aus, je mehr sich
die Versicherung dem Rentenbeginn néhert.

ngen bis zum Ry beginn basieren auf der

mégliches Guthaben zur Verrentung

bei 3,00 % Werlsteigerung 190.834 Euro

Die angegebenen Betridge dienen ausschlieBlich Illustr Die tatséchlich Leistungen kénnen

bei 6,00 % Werlsteigerung 205.792 Euro

bei 9,00 % Wertsteigerung 221 814 Euro sowohl iiber als auch unter den Betrigen der angenommenen Wertentwicklungen liegen.

Bisherige oder kiinftige Wertentwicklungen der Fonds kénnen daraus nicht abgeleitet werden. Die tatsichlichen Ergebnisse
werden von einer Reihe von Faktoren beeinfluBlt, wie z.B. dem Eintrittsalter, der Auswahl der Fonds, der Entwickiung der
Kapitalméarkte, der Zinssétze, der Inflationsraten, den Anlageentscheidungen des Fondsmanagements, den
Wahrungsparititen, aber auch vom Verlauf der Sterblichkeit sowie der Entwicklung der Kosten. Die tatsdchlichen Leistungen
953,11 Euro sehen anders aus als in der unverbindlichen Modellrechnung angegeben.

1.027 31 Euro

mogliche flexible monatliche Rente

bei 3,00 % Werlsteigerung 883,83 Euro

bei 6,00 % Wertsteigerung
bei 9,00 % Werlsteigerung

Todesfallleistung, Rickkaufsguthaben wahrend der Vertragsdauer Die Angaben gelten bis zur Einfuhrung never Tarife.

. . a0VvB
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OVB welcomes PRIIPs

...do insurance companies?

Fighting for transparency F Fi 1del {% ylatt

Excerpts from article on 4 April 2014

Apparently, there is a debate about whether all insurance companies will really be
included and roughly what costs will be listed on the information sheet.

"It is not clear to us that life and retirement insurance policies as a whole will be subject
to the new regulations”, says the GDV spokesperson.

Another fight has broken out over one point in particular: what products are to be
included in the "government-recognised pension provision products" called for by the
EU and which will not be governed by the new regulations.

The GDV criticises the fact that "the resolutions do not fully achieve the goal.
The attempt to introduce uniform regulations for as many financial products as possible
will be unavoidably detrimental to comparability and comprehensibility."

“Insurers are known for being as intransparent as possible”, complains Niels Nauhauser
from the consumer advice centre of Baden-Wdurttemberg.

&
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Legal requirements still have not been met since 2013

Act): introduction of product information sheets with uniform la
Rurup retirement savings plans.

* Focus: transparency, comparability and comprehensibility

* Information including on risk class, expected return, capital/pension,
provider / cancellation

) Kennwerte sem Verglaich
1% 1 aekaitten

Only if there really
Is one standardised
product information

sheet
) Staathcha Zulagen wnd Stewermn
Source: Study by Institut fir Finanzdienstleistungen e.V. (Hamburg) on behalf of the Federal
Ministry of Finance, 2012.
&l
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Examples from other countries

Annual Cost Rate (ACR) — Hungary

@ Masisz TKM MutatB‘k 2015. prilis 1.
Standard termékek

Standard termékak - 1. oldal

Csak kockazati diy - 7. oldal
Myugdijbilositis ermikek - B, okdd
Garanciilis larmike - 11, cidal

[ Biztosite Turmékkod Tartam | Dijfizotis THM & dvos. THM 10 dwas THM 15 dvos THM 20 dves Mogjogyzis

Argan [Argon Flelpdiya Program WR-01 e I 1% - 10BA% | hGS% - B3Ts A5 7 3%

| Aegan [Aegon Optimum imnest FT-02R fix tartamos egyEzari 254% - 5.18% 23% - 486% 0% - 4.70%

Ao Ao Crmetini) Progrim, SEdet TH01 i s B1% _ BAS% | 4R/% - TATE | 416% - BA

ABGON [ Aagon Prémium WiA-01 whos life BE% - 540% * | 3.10% - 4G0% ° | 289% - 4.38% ° |nunimdks dves dij: 300,000 Fi

Awgan Ao Preeatie: WA 07 il lf ATA% _ AAT® - | A0A% _ KEI® ° | FAWG  A47% * |mensrictle fees i) 500000 FL

ABGOn [ Aegtn Prastge invest WIF-01R i J43% - G00% * 01% - 560% * 280% - 530% * aks egysrer dif 3 millid Ft

gan A Sedescd, Marlrix Vil MF.02R Bix lartamos. | egyseen 3ETH - 598% ° 337% - 573% ° 2'““"“ Fririniake egysaen dija 3 millib FL. mickmalls tariama 10

[Aegon Jregon vive W00 el lfe S04% - B56% | 377w . 57Bw | 3% - apew

| ABGon [Dinasztia EN-01 fix tartamos G64% - 9.39% A% - T3T% A5E% - G.60%

Aegon ittt MF.O1R fox larlarnos egyses 280% - 473% ° 2T1% - 484% * :‘.‘e'm inkmals egyszen dija 3 milk Ft: mirimals tartama 10

[ Acgon Mutitnd doltae ME-21R fx lartamos. |egysaed 228% - 508% * 2.14% - 485% ° :‘.‘e'"‘“ minimalls egyszeri dlja: 16.000 $: minimélis tartama 10

Aegon Muititund eurs MF.11R fox larlarnos | egyses 2EP% . H43% ° 237% - 530% * :_‘e'"'e" kbl eqyared dija: 12.000 € minimélls tartama 10

Aegon Tk, Gydgylorras, Vinusz, Rala Marma Program | TR-01 i fartanos. [folyarnalas 727% - O97% | 504% - T74% | 418% - B.BAE%

Alliang Allianz Bonusz Elatprogram SBZ110 whobe life 6% - 323% [ 1.12% - 218% L 7T% - 1.B3%

Allianz. Allianz Banusz Eletprogram - Eurg BE2110 whole life ramatas JE% - 313% * ] 1.57% - 191% ‘| 107% - 141% ° ima EUR minimalts éves difjal szamabva.

Alliang Allianz Elel ram SEE110 whobe life 00% - 3.07% .51 - 2.58% Tl - 231%

Allianz [Allianz Eurd 562110 whele life ATS - 287% "|201% - 235% '] 181% - 2.15% 640 EUR minmalls éves dijal szamoiva
Felhiviuk figyeimét. hogy jelen termék az alabbi esetben

) . haladja TKM Szabalyzat aital javassit TKM limiéngket: 10

Az Al Megtakasitasi Elelprogram BE2T10 while: life: tobparslas B30% - 718% 315% - 391% | 206% - 281% L‘“f_ :Ml:mm 1:’0 h?’ff;n :ﬂﬂ‘: O . b Soigil
10% koekazatl biztositds dijat is.

Al [Flicinz Kpress GRZA 10 e THO% _ O7A% | 141% . P4Te | 00A% _ 200%

Allianz [Allianz Xtra Ei 962510 whole life 310% - 427% ) 134% - 240% ‘] 0F7% - 1.82% * |240 000 Fr minkmalls éves dijal szamolva.

[Alliarz Iiwm diffizrdizs Allcanz Fletprogram 881110 e lfe: exgyseni T36% - 242% 123% - 2.70% 1.16% - 2.29%

* ACR (Annual Cost Rate) = average return that must be generated over the term after deducting all
costs in order to maintain the sums of the paid contributions

e Self-regulation of the insurance companies
¢ Unit-linked life insurance products
*  Publication of ACR on the website of the insurance company and the MABISZ

Goals

* Improve transparency of products

*  Better comparability between products from various insurance companies

*  Transparency and comparability help the consumers to make better decisions

. . a0VvB
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Examples from other countries

Product map: Poland
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« Basic information on insurance (goal, benefits, term, payment etc.

* Risks

« Costs (admin, sales, transaction, risks)

» Scenario calculations (cautious, realistic, optimistic
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OVB says yes to PRIIPs

But clear distinction of responsibilities

PRIIP (product provider) Documented advice (financial
(Packaged Retail and Insurance-Based Investment Products) adV| SO r)

Transparent information sheet written » Client's needs and desires
in simple language: * Occasion for consultation
* General information » Client need

» Type of investment product « Advisory process

* Risk-return profile * Advice and reasoning

* Product provider's insolvency « Client's decision

» Direct and indirect expenses

*  Minimum term, withdrawal and
termination, plus other means of
ending the policy

« Contact for complaints

* Further information

j

No combining responsibilities for designing product information sheets, thereby

assigning clear responsibility and liability for the content. = PRIIP (product
provider) / advisory documentation (financial advisor)

&
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OVB and other major financial intermediaries have been using

advisory transcripts systematically ever since the mid-1990s.

iy Edoe Informationen zum Beratungsprotokoll

Beratungsprotokoll fir
Cber di
sciche  Fon 1Zubieie

i ihnen helfa, e ir Sieic p
iskobeseitschalt 2 wahlen. ite lesen Si uch tie welteren nformationen uf der Rickset . ' . W
T CNSprec hen.

Nochname : Vorname: OVB
1. Blskiariges Anlapaveckaltan g //Ghechiricaniring Wir bitten Sie daher, das Beratungspratokoll zusammen mit Ihrem Berater auszufiilien.
1.1 Anlagearten: nein i

Sparbuch, Termin-, Festgeld o [}

Lebens., Renterersicheningen =] =]

Bauspanertrag [} = Ihre Wertpapiererdah
1.2 Haben Sia bareits con r
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2. Kunfiiges Anlageziel
Zeltraum Jahre
monatich Euro / I Euro

3. Finansielle Verhaitnisse

Einmalzahlung: Welchen Anteil hat die § .
beabsichtigte Anlage an lhrem Netiovermbgen bﬁw- 109 Emm Emdszm

(Vermagen abzgl. Verbindiichkeiten)?

RegelmBBige Zahlung: Fir Anlsgerwecke bis 150 Euro  bis 300 Euro s 500 o Gber 500 Euro
frei verfigbares monatliches Emkommen? [=] ] [=) (=]
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KONSERVATIV WACHSTUM BYNAMISCH

| i ‘ hohe. Ergdnzung zu fondsgebunde
migiche Kursgewinne. revmalen Zineiveas, kapal Ertrags- und Gewinnchancen Uit der londsgedundenen |

wwachs vorrangig aus

Gerlnge Banititsrisiken, i
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Kunsrisiken aus Zinsschwankun- | neEn chancen.
i ighhen Agene . gl
| d , ios-
aus Wahrungsverlusten, ‘ e e 2 | | fich,
{ Hehere Bontatsriciken. |

5. inlageentscheldung

Unter Berlicksichtigung des Anlageziels wunden die Méglichkelten der Anlage besprochen. Der Kunde
wurde Giber die mit isiken anhand der oufgekisnt.

Auf Wunsch des Kunden warde die oben angekreurte Anlagestrategie ausgewshit.

Datum Unterschrift Vermittler Unterschrift Kunde
€ Nucrme! / VBB
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Constant monitoring and improvement in advisory documentation is in

the focus of the compliance management system
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Product and product partner selection at OVB as a key

compliance aspect

Premium Select Strategy

General client Providers on the Products on the S
Client's needs
needs MEIE market

1 2 3 4

Needs analysis: Provider analysis: Product analysis: Individual

Evaluation of general Quality check and Overall view of the offer consulting
client requirements for selection of product and identification of
financial products partners suitable products

Client knowledge Provider portfolio Product overview P OeUEL .
recommendation
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OVB premium select strategy

The product managers of the OVB national companies have a special focus on
transparency and act according to the following rules:

Limit risks
Capital investments, non-standard market service or risk exclusions, lack of transparency and
risks for incorrect advice

Keep it simple
Simplify products, applications, underwriting, processes

Control content and performance of product training

&
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Examples of "sales management"” from product providers,

regardless of sales channel

* Specific targets * Not multi-topic
* Success plans « Sometimes concept-based
* Incentives « Generally depend on

e Campaigns product sales

* Frequently not in client's

* Benefit programmes for interest

clients
* Frequently not in financial
advisor's interest

Requirements for product suppliers:

Allfinanz providers will have to choose and manage their product
partners more carefully using compliance aspects in future.

&
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Code of Conduct for OVB product partners (excerpt)

Product partners undertake

* to comply with the principles of fair competition

* not to violate national or international regulations and/or laws
* to comply with agreements and treat business partners fairly
* to protect data and business secrets

* to conduct all sales promotion or marketing activities only after prior agreement and
consent of OVB. This applies in particular to:

— presentations, training and content

— incentives or sales promotion measures

— hospitality measures

— gifts and incentives

— all other measures that can lead to a conflict of interest with OVB financial advosors

&
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What do financial advisors have in common with Medieval

messengers?

1. They are needed!
2. They come bearing bad news

Geschichte der
Versicherungswirtschaft
in Deutschland

Peter Koch

Insufficient performance

Refusal of benefits

ARAClpAr.com
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Who needs to be on a tight leash?

But: product providers must understand that if they don't
offer transparency, they won't succeed in future

&
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Disclaimer

All contents of this presentation were prepared to the best of our knowledge and belief.
However, we do not assume liability for accurate and complete content of the

information. Reproduction and copying of this presentation without permission is
prohibited.
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