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Denmark Fit for future

Fit for future

e Continue journey of profitable growth in
core and specialty segments

« Stronger technical and analytical platform
to enhance operating efficiency and pricing
capabilities

* Increase brand awareness and proactive
customer care to establish higher trust and
loyalty




Well positioned to
continue profitable
growth
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We have have built a strong and scalable franchise
in Denmark

(G Organic growth in GPE
Product optimisation ?
and analytical renewal process
Fewer product v'er'sions, ” - N -
terms and conditions? 5% /
/
Predictive underwriting :
in commercial lines 0% /
_ o 2017 2018 2016 2020 R12m
High rankings in brokers — - P4 0
quality index - - e - Q3'21
-5%

Consolidating brands and .
== = Gjensidige Denmark = e Danish market avg. 2015—20204)

closing legacy IT-systems

25% unaided brand
awareness?

D From 2017 to 2021 we have uprated old terms and conditions to new and improved standards on various products

2 Unaided brand awareness increased from avg. 18% in 2019 to 25% in September 2021

3) Growth rates measured in GPE. Gjensidige Denmark adjusted for the acquisition of Mglholm Forsikring (2017/2018)

4 Market growth according to most recent official statistics www.forsikringogpension.dk/statistik/markedsandele-for-skadesforsikring/
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Strong performance relative to large competitors

Strong underlying profitability and efficient operations are key capabilities for growth

% Cost Ratio in line with market leaders in Denmark?
Operating leverage from being part 1o
of a leading Nordic insurance group .
and efficient local operations -
Cost ratio avg. 13
past 3 years
2019 2020 R12m
Q3'21
Analytical CRM at the core of B
. Tryg DEN Topdanmark Alm. Brand = e == Gjensidige DEN
our customer centric strategy.
Improves customer lifetime value and
sales through acquisition modelling i % Combined ratio improvement vs. market leaders

lead value? 94 (CR ex. run-off)
92 -
90 —— - o
Strong control of underlying 88 === S
profitability through predictive 9% —
underwriting, analytical renewal 82
processes and claims prevention 2019 2020 R12m
Improved underlying Q3'21
frequency loss ratio® Tryg DEN Topdanmark Alm. Brand = = Gjensidige DEN

D Avg. lead value is in direct sales in retail markets. Measured from Q1 2020 - Q1 2021
2 Underlying frequency loss ratio for Gjensidige Denmark YTD Q3 2019 76,0 vs YTD Q3 2021 69,7
3 Gjensidige Denmark's cost ratio is measured on NPE as reported in official financial reports Tryg DEN, Topdanmark and Alm. Brand's cost ratios is measured on GPE as reported in official financial reports
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Well positioned to deliver
above-market profitable growth

Change
Challenger of market * APlintegrated platforms of ownership,
standards in areas of « New products: Global expat specialty travel
expertise solution, Private health & health

¢ Omni-channel infrastructure

Leveraging our * Advanced CRM Commercial

. . roperty &
franchise and growing in * New integrated partnerships reptailrma)r/ket
traditional segments s .

« Competitive pricing and cost segments

effectiveness

» Strong track record of M&A

Consolidation e -
» Capabilities in realising post-

opportunities in still )
fragmented market merger synergies and fast
integrations

Bolt-on

acquisitions

D Danish AutoAwads 2019 and nominated | 2021 (pending results), Public Sector elite supplier acknowledgment by Mercell 2020 and Best Travel Insurance in Denmark 2020

2 New partners in mobility, bank assurance and real estate brokers

High customer and industry
satisfaction reflected in awards?

New strategic partners and an
acquisition in 2021 for further growth?

SPAREKASSEN
TOYOTA hOme KRONJYLLAND

(]
MIDDELFART N E M

SPAREKASSE
FORSIERIMG



Create differentiating
customer experiences
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Challenging market standards in our areas of expertise
Example: Change of ownership & health

Change of ownership Health
Fully IT-integrated into partners’ core systems Recently we have provided customers with:
v o |
2 A ' , *>,’<~
|
Scale Integrations “"Time to talk” "Health compass”

Access to +40% of real estate
transactions in Denmark

oot

Automation

High convenience for both
partners and customers

free psychological hotline for
big and small corona worries

customers get access to a
personal health counselor

t f\\p
[ | |
"Online doctor”

I @@m@l

Unique product Modular based product

Highly automated processes
with rule-based UW and digital
acceptance flows

= Scalable retail franchise

Unique digital technical report
including pictures and
descriptions

free online medical advice

= Good. Better. Sustainable.

tailored to both private and
commercial customers
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Analytics and CRM at the core of our customer
centric strategy

Example: "InsuranceScore” - Denmarks first digital insurance check

We are problem solvers

InsuranceScore

A

Personalised CX

* "InsuranceScore" - Denmark’s first digital

AILEEL & @O Sl and 100% personalised insurance check

Do my insurances and coverages suit

my current needs? « Based on 100+ variables from our legacy

Our number 1 priority: system

Solving the problems of our customers . Customers presented with a number
(1-19) and personal recommendations

9/10
_

Strongly churn reducing

"InsuranceScore" participants rate us
9/10 points in customer satisfaction
surveys

Customers 4x less likely to churn
compared to control group
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Retail insurance is a technology game and we are at
the forefront

Denmark as a technology pioneer within Gjensidige with new core system

Real time data for

Goodbye mainframe New modern Advlan.ced advanced CRM and
my old friend infrastructure analytics new pricing variables
API based core system
SCALABILITY Rule based processes
FLOW ENGINE Automated as a part of
INTEGRATED DATA processes infrastructure enables
efficient operations
APl based platform
Faster enables agility in
time-to-market! product development

and new partners
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Key priorities to be
fit for the future

« Continue growth of profitable franchise
in core and specialty segments

* Technology investments will deliver
new generation of tariffs and products

* Build a trusted brand and evolve towards
becoming a customer problem solver
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