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A MESSAGE FROM THE CEO CEO &F1i&

Dear Colleagues,

As our new Purpose - Act for human progress by
protecting what matters reveals, we aim to grow as
we protect what matters most to our customers,
partners and employees. When it comes to our
common goal, | believe it is to strive for transforming
into a market-leading partner and provider of holis-
tic solutions for our customers’ health and protec-
tion needs.

The transformation is orchestrated based on the
foundation of all colleagues working together
towards the same goal. We are making steady prog-
ress in diversifying our business and empowering
branches to accelerate pivot to multi-product sales
model through developing comprehensive struc-
tures including training, underwriting, claims and IT
system,and achieve sustainable growth.

The non-motor focus is resonating with all branch-
es, as | see increased engagement across the
company and a rapid growth in health, retail and
commercial sales from many branches,either boost-
ed by the “Health in Action” business campaign
since May, or through various endeavors such as
cross-selling of motor, health, retail and commercial
insurances.

I’m incredibly grateful for the positive mindset and
adaptability of our team. Yet we are still short of our
goal in the transformation journey.

For each branch, we will need to further localize the
transformation plan via leveraging local network
and cultivating core distribution channels with
headquarter support. For every employee, | will be
exceptionally proud to see your commitment and
winning mindset to fuel our success and accomplish
our goal.

Looking ahead, we are excited to build the momen-
tum of our growth together. | know we can, and |

KNOW YOU CAN!

Jiayou!

Yamin Zhu
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Non-motor pilot branch seminar held in

Shanghai

Organized by non-motor branch working group, the
non-motor pilot branch seminar was held on July
16th and 17th in Shanghai. 36 pilot branch
colleagues joined the seminar with Yamin, health,
retail, commercial, claims and customer experience
teams as well as insurance experts, centering on
non-motor training, sharing branch success stories
and discussing industry trends and innovation.

Yamin opened the seminar by highlighting our goal
to transform AXA Tianpinginto a market-leading
partner and provider of holistic solutions for our
customers’ health and protection needs. She
encouraged all branches to keep up the momentum
and maintain a sustainable growth. Benoit added
that we will take a diversification approach focusing
on non-motor and strengthening the motor pillar as
well.

Specific training and sharing sessions were
conducted by commercial, retail, health, claims and
customer experience teams followed by roundtable
discussions. Experts from Milliman actuarial
consulting firm, Swiss Re and Anrun insurance
brokers shared their experience and insights in
health, P&C, NEV insurance and reinsurance as well
as digital innovations.

The two-day seminar concluded with all branch
attendees passing the final test, gaining certificates
and awarded “Health Business Ambassadors”.
Thank you for branch colleagues! We hope it helps

us to move forward on our transformation journey.
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Yamin Speaks at China Insurance
International Summit

AXA Tianping designated CEO Yamin Zhu participate-
da high-profile panel at the recent China Insurance
International Summit, speaking about “Foreign Insur-
ers in China - New Pattern of Opening up the Insur-
ance Industry”. She talked about AXA’s perspective on
Financial Opening Up policy and how AXA seizes the
growing opportunities to invest in China, emphasizing
the importance of our “Payer to Partner” strategy to
offer holistic services to customers’ health journey as
well as other walks of their lives.

She also touched on topics including how AXA, as a
local company with an international background can
ride on challenges and turn them into opportunities
by leveraging our global expertise,collaborating with
the right partners and applying cutting-edge technol-
ogy and innovation.
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We are the Prime Service Insurer of the

Year

AXA Tianping was awarded the “Prime Service
Insurer of the Year” at the 2020 China Insurance
Service Summit organized by China Banking and
Insurance News in Dalian on June 12th.

Thanks to our Claims and Customer Service teams
for winning us the award. It fully demonstrates our
capability in serving Chinese customers through
enabling technology and digitalization while ensur-
ing risk control.
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#Switch On Your Life# awarded the
winner of a Bronze Stevie®

With great delight, we share with you that our AXA
brand social campaign in 2019, #Switch on Your
Life#, has been awarded the winner of a Bronze
Stevie® by 2020 Asia-Pacific Stevie® Awards.

Created in 2002 to honor and generate public recog-
nition of the achievements and positive contribu-
tions of organizations and working professionals
worldwide, the Stevie Awards are now the world's
premier business awards and has become one of
the world's most coveted prizes.

It is the recognition of our unremitted efforts of
branding empowerment in China, in which AXA
steadily realize the “from Payer to Partner” vision
and continue to provide comprehensive suite of
protection and prevention solutions to customers.

We are so proud to share this news with all of you
who have ultimately supported the brand campaign
and worked for AXA brand empowerment. Without
the combined efforts of each division, we couldn’t
achieve this success.

Congratulations to all and let’s look forward to all
the best for the journey ahead!
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Health in Action roadshows in Jinan
and Shenzhen

On June 19th, “Health in Action” distributor road-
show has arrived in Jinan, known as the City of
Spring, and was well received by Shandong
colleagues and distributors. Over 160 guests attend-
ed the event together with the Executive Vice Presi-
dent, Mr. XIA Liwu, and Chief Customer Officer, Mr.
Alfonso Navarro. Mr. Xia and Alfonso shared visions
and expectations towards a mutually beneficial
sales model to boost our health business, by work-
ing together with our distributors, brokers and
agents.
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The Shenzhen roadshow followed on June 22nd,
with over 160 guests gathering to witness the
further expansion of AXA’s health business in China:
the launch of an innovative GBA product Full-Flexi,
and the announcement of Qhealth partnership.

Yamin attended the event and shared her visiontow-
ards a prosperous future of our health business.

Mr. LIU Xifeng, General Manager of Shenzhen
branch, also gave his speech at this event.

Launched in six cities and with more than a thou-
sand guests attending - the Health in Action Distrib-
utor Roadshow has been fully supported by local
branches and highly praised by our distributors and
partners. It is worth mentioning in parallel that our
employee quiz competition to activate the Health in
Action campaign internally was also widely partici-
pated while the online social campaign for the Inter-
national Cancer Therapy product helped AXA win a
positive and broad voice on social media platforms.

Let’s review some of the wonderful moments of this
campaign through the recap video below:

Video Link:
https://v.qq.com/x/page/h3118n9o0ale.html?
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Commercial and Global Health teams

join hands and win 2020 first cross-sell-

ing corporate health business

Commercial and Global Health teams joined forces
and won the first cross-selling of Group Medical
Insurance business in 2020! Our Beijing Branch and
Bank of China (overseas branch) successfully signed
a Group High-End Medical Insurance policy with a
total premium of RMB 300,000.

The success resulted from the cooperation between
the Global Healthcare and Commercial teams to
expand the non-motor business. The Commercial
team is expanding its business scope from single
commercial insurance line to corporate risk control
solutions by cross-selling commercial and medical
insurance, in line with our “non-motor transforma-
tion” strategy.

Thank you, commercial insurance team and global
healthcare insurance team! You’ve set a great exam-
ple in driving the non-motor business development.
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BRANCH ACTIVITIES

NEINES

BRANCH NON-MOTOR TRANS-

FORMATION

As we are transforming into a market-leading
partner and provider of holistic solutions for our
customers’ health and protection needs, we’ve
already set up a non-motor branch working group to
link the headquarter with 27 branches to drive the
transformation at branch level. Let’s take a closer
look at some key training programs to help branch
transform:

Train the Trainer

Led by our non-motor working group and supported
by all non-motor teams and claims, Train the Train-
er (TTT) - an online livestream broadcasting train-
ing program was launched on June 22nd to equip
our sales, underwriting and claims colleagues with
non-motor product knowledge, proper methodolo-
gy and updated online broadcasting skillsto become
non-motor expert trainers.

The TTT program has attracted altogether 60
colleagues from all branches and contact centres.
They will be instructed by the mentor group
comprising 16 expertsfrom health, retail, commer-
cial and claims teams at headquarter. The mentors
are authorized by Yamin to help the 60 colleagues
with their abundant non-motor expertise and expe-
rience.
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Yamin with the HQ Mentor Group
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The program runs in four phases till December:
online training session (June 22 - July28), HQ
coaching (July 29 - August 14), broadcasting test
(August 15 - August 21) and final company-wide
broadcasting events through WeChat Work (Sep-
tember - December).

Weekly broadcasting training sessions have already
been arranged since June 22nd, covering the most
relevant topics such as analysing course needs,
building connections with audience, generating
tailor-made content and designing broadcasting
scripts. After the session, the 60 colleagues will
generate their own broadcasting pack - course
needs analysis, poster, training course PowerPoint,
trainer handbook and test bank, and will broadcast
to all colleagues through WeChat Work. Based on
the most urgent business development needs from
branches, those broadcasting courses will introduce
elements including sales skills, scripts and claim
cases, to push the boundary and help our excellent
trainers spread knowledge and skills across the
country.

Thank you for all branches and HQ teams’ support!
We look forward to seeing your work!

TTT details
M REBRE 2 Q@
!lli‘-'ﬁi#ﬁﬁlltﬁ RoaiEESIME
BRI, EEEAENR BT ... %{ 23:\ §@
BAET! d '

\ RUSH /
ﬁ BART!

WA, (ERRERMEIG, RiEnFRA?
MERRERA? BEASFRED? NEETRE

\ BEEE?
o ! W, Wik, DRSS, SHAT H° FR~

HEZRE T | meEiEe
eﬁ “HBR” FoHRIR!

28, RERMNTE, .
AR, & AR isii’f;’zg

-5 =% #=¥ BnE

#hm AR S5HE feREH
EERTZE!

6A22B~7A28A TA298~8A14E 8B15E-8A218 98~ 128

[rmsz] | emas | | 2w | [ moms |

EEEBHIMOEE RS TONMERHT, HET
124 %R & LI%E (6B22H-7TH28H) ,, EXR
WS (TH298-8814R), E#&3AIE (8B 15H-8H
21H), RiEEE R HEH#HTEEMEE (OF
-128),

H6HA2L2BAELK, SAL LERAR—X E
BERRRRIEFRON EMARBILEKR FTIE
ERABURGITERNAESE RF60UER
RBigithltF—EEHCHERE . 8FRESIXD
W IRIZE TR PPTIRGF, M3 ARF0 L 2
BRI HEEEABRHTERRERAER
XV R FBREB IR HE RIS ER R
Z=0F, MAERAS N, TR R, ILEF#H
ImryRE RS 2E,

AR =Rk ) B’JS‘Z?%%D SEHEINZ 5 BAFE
AR UM ERER




HQ-Branch Non-motor Sales Work-
shop

A HQ-branch non-motor sales workshop was held at
Jingiao office in Shanghai on June 15th ahead of the
TTT program launch. Around 30 frontline key
non-motor branch colleagues joined the meeting
with non-motor branch sales and underwriting
experts to share success stories and discussnon-mo-
tor products marketing skills.

Colleagues from Hebei and Jiangsu branch present-
ed their change experience and achievement on
driving the non-motor growth in these two provinc-
es. A mock sales session was also arranged for
colleagues to practice and hone their skills, guided
by non-motor experts from headquarter.

Four “Catchphrase Bibles” based on frontline
non-motor experience,were born out of the work-
shop. The mock sales video clips were also upload-
ed to the E-Learning platform for all branch
colleagues to watch and learn.
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Non-motor Course Competition in
Full Swing

Following the “Non-Motor Academy” launch in May,
the Non-motor Course Competition was activated
among 27 branches and three contact and opera-
tion centres to build a comprehensive non-motor
course mechanism, strengthen non-motor knowl-
edge and execution skills and to improve team
cohesion.

101courses were submitted to the non-motor work-
ing group by June 18th, covering products of retail,
commercial, and health. We take an early look at the
submitted courses and are amazed to see how
talented and well-prepared our branch colleagues
are. After being reviewed by the HQ judge commit-
tee, fine works will be uploaded to E-Learning
platform for all colleagues to learn.

Thank you for all branch colleagues’ active partici-
pation and contribution in diversifying non-motor
training and enhancing inter-branch communica-
tion!
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Branch underwriting professional
team set-up

Underwriting talent development is one of the corner-
stones of non-motor transformation and sustainable
growth. Building a team of underwriting professionals is
essential to developing our core competitive advantag-
es. In this light, the non-motor branch working group,
commercial, retail and HR worked together to roll out
several initiatives including: locking full-time and
part-time branch underwriting candidates, drafting
Administrative Measures for Assessment and Appoint-
ment of Branch Non-motor Underwriting Professionals
(Trail Version) and Administrative Measures for Branch
Non-motor Business Underwriting (Trail Version) Gener-
al Provisions, arranging non-motor underwriting talent
training and exam, as well as delegating underwriting
authority.

The two administrative measures introduce a compre-
hensive guideline on company structure, human
resources allocation, job responsibilities, evaluation
and salary, underwriting authorization, professional
team, level setting and career development. They help
lay a solid foundation for building non-motor under-
writing team.

As part of the set-up, the Underwriting Test aiming to
assess underwriters’ commercial and retail insurance
knowledge and skills has finished in early July. All
participants can access test scores on the E-Learning
platform. Underwriters who passed the test will get
authorized soon.
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Commercial Line Incentive Cam-

paign

Enclosed within the branch non-motor transformation,
the Commercial Line Incentive Campaign aiming to
provide holistic risk solutions has kicked off on July 1st.
The campaign is initiated to drive branches to explore
new business and large account opportunities.

The campaign’s first phase will run from July to Septem-
ber, with below four activities:

e Commercial Insurance Leading Branch Award: motivat-
ing branches to reach and exceed commercial line target
and bring in more new business

® Package Business Development Award: encouraging
sales to bring in multi-products business from corporate
clients

® Commercial Insurance Large Account Award: inspiring
sales to aim at large and significant clients

® Commercial Insurance Structure Optimization Award:
encouraging underwriters to act and optimize the portfo-
lio structure and develop holistic multi-line business
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Another 100% pass rate year on
Security Checkpoint 2020

The Security Checkpoint 2020 Edition was launched
from June 15th to July 3rd in HQ and 27 branches. This
year we have 3011 employees finishing the online test
with 100% completion rate and 100% pass rate!
Congratulations to you all obtaining the certificates!
Many thanks to our IT Governance Office for organis-
ing the whole program, helping enhance our informa-
tion security awareness to distinguish threats in our
daily life and work.

2020 Security Awareness Program

Security Checkpoint 2020 Edition Result
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As part of the program, a prize quiz game on Informa-
tion Security was held in the headquarter office on
June 17th with management team and HQ colleagues,
adding some fun to the online test while raising our
security awareness. Colleagues from teams including
Legal, Finance, HR, Admin, IT and Branding joined the
activity together with the management team of Xavier,
Yamin, Benoit, Anthony, Peggy, Philip, Segolene, Scott
and Tracy.

We hope all of us can apply the AXA security mindset
both in and out of office going forward, to care, to
protect and to alert!
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EAP service available to all employ-
ees

As part of our global initiative, the Employee Health
and Wellbeing program was officially launched on July
10th in China for all AXA Tianping employees, ignited
by the EAP hotline.

Employee health and well-being, especially mental
health, is an important priority for AXA. We aim to
create a healthy and happy workplace. We want every-
one to feel cared and appreciated at AXA. Thanks to
our HR team, we now can all enjoy the benéefits.

Following the launch, the first “Health Day” on-line
session was launched on July 17th, providing further
advice on work & life mental health with elaboration
on the EAP service.

Thank you, HR team! Hope everyone happy and
healthy at AXA!
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Office Signage Guidelines to ensure
the brand image consistency

Our branding team has newly released an “Office
Signage Guidelines” in compliance with Group
standards to keep the consistency of the principles
and styles of the usage of AXA brand for our 98 office
sites across China, to ensure that the logo is well
presented and correctly applied.

WHY AXAleaflet released

The WHY AXA leaflet was released to ensure brand core
value consistency and underline our brand advantag-
es. It is designed by Branding team with all teams’
contribution, and now available for everyone to down-
load from_Brand Hub.

Guided by AXA’s new Purpose, our competitive advan-
tages are spotlighted in the leaflet: global leading
position, local network and expertise in China, innova-
tive health products and excellent quality service. We
hope the four core values will help AXA employees,
customers and distribution partners get a clearer view
of our brand value.
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https://apps.axatp.com/brandCenterfront/template/materialLibrary/assets.html
https://apps.axatp.com/brandCenterfront/template/materialLibrary/assets.html
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Xavier speaks AXA’s commitment to
China

Xavier Veyry lately shared his views with several top
international and local business press on AXA’s
commitment in China, the health strategy as well as
our digital health innovations and partnerships.

With Forbes China, Xavier talked about details
around AXA’s focus on addressing the issues facing
China’s health market while capturing the huge
telehealth opportunities by partnering with local
innovative partners.

In the interview with CNBC - a top business news TV
channel in U.S., Xavier reiterated our commitment
to China market: “It is important for foreign enter-
prises, before anything, to be rooted in the Chinese
market, serving Chinese customers with the support
of the parent company because China is not one
market and customer needs are very diverse and
demand for advanced digital applications will
propel the future.” Xavier’s views were reposted by

Xinhua news, China Daily and Shanghai Daily.

During the Lujiazui Forum at June 18-19, Xavier
spoke with The Paper and Jiemian and elaborated
AXA’s business transformation and health strategy.

AXA Chairman Denis speaks Fintech
at Lujiazui Forum

AXA Group Chairman Denis Duvernespoke online at
Lujiazui Forum on June 19 and was quoted by major
Chinese finance and business media outlets includ-
ing Securities Times, China Business News, China

Banking and Insurance News, Shanghai Securities

News, China News, People’s Daily, Shanghai Daily,
Economic Observer and Xinmin Evening News.
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https://www.forbeschina.com/business/49736
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www.xinhuanet.com/english/2020-06/24/c_139163502.htm
www.xinhuanet.com/english/2020-06/24/c_139163502.htm
www.chinadaily.com.cn/a/202006/24/WS5ef2fee2a31083481725533a.html
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https://www.shine.cn/biz/finance/2006291063/
www.eeo.com.cn/2020/0619/387355.shtml
https://paper.xinmin.cn/html/xmwb/2020-06-20/4-5/72758.html
https://news.stcn.com/news/202006/t20200617_2047572.html
https://www.yicai.com/news/100671619.html
https://www.yicai.com/news/100671619.html
www.sinoins.com/zt/2020-06/19/content_349439.htm
news.cnstock.com/news,bwkx-202006-4551025.htm
www.chinanews.com/cj/2020/06-19/9216556.shtml
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https://www.shine.cn/biz/finance/2006291063/
www.eeo.com.cn/2020/0619/387355.shtml
https://paper.xinmin.cn/html/xmwb/2020-06-20/4-5/72758.html

Denis saidat his speech that AXA has been in China
for over 20 years and has a large presence in the
country. The acquisition of AXA Tianping was the
natural consequence of AXA’s conviction that China
will be a key growth engine for the company in the
future. He added that China is the place where
Fintech has fulfilled its potential the most and the
future is probably more on the development of
Fintech in B2B.
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