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Join us in Orlando, Florida for the Hannover Life Re Experience 2012!

hannover life re
Our seminars will address the top trends and challenges in our industry

E X P E R | E N C E today and focus on solutions to enhance your organization’s success.

We will cover developments in financial reinsurance and Medicare
markets, examine trends in underwriting and mortality and discuss
innovations insurers have utilized to address the needs of the middle
market including worksite/specialty risk products and instant issue
underwriting.

Beyond the educational Experience, we hope you will take advantage of our networking opportunities. This year we are
able to offer The Business Behind the Magic, a behind-the-scenes tour of Walt Disney World. This will be an
unforgettable opportunity to experience firsthand Disney business philosophies in action. Of course, golfers could instead
choose two days of team tournaments on two of the famous Disney World courses: Magnolia and Osprey Ridge.

We look forward to sharing this Experience with you.

Sincerely,

Peter R. Schaefer, FSA, MAAA

President & CEO

2011 Company Participants

Actuarial Management Strategies, Inc.
Aegon

Aetna

AIMC, LLC

AIX Group

American Equity

American Fidelity Assurance Company
AmeriLife Group, LLC

Ameritas

Arbor Benefit Group, LP

Baltimore Life

Bexion Pharmaceuticals

Cevian Intermediaries

Credit Suisse

DaVinci Consulting Group

Duane Morris, LLP

Fairmont Specialty Group

Fidelity Security Life Insurance Company

Foresters

Genworth Financial

Gerber Life Insurance Company
Great American Financial Resources
Great American of New York

ING Group

Innovative Capital Advisors

Insurance Administrative Solutions, LLC
JA Walker & Associates

Kidder, LLC

KPMG, LLP

Lincoln Financial Group

Lincoln Heritage Life

Locke Lord Bissell & Liddell, LLP

M Financial Group

Mayer Brown, LLP

Morris, Manning & Martin, LLP

National Life Group / Life of the Southwest
National Western Life Insurance Company
Nationwide Life Insurance Company of America
Price Consulting

Primerica

Putnam Investments

Sammons Financial Group

Southern Farm Bureau Life Insurance Company
State Mutual Insurance Company
Universal American

UNUM Group
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AGENDA

TUESDAY, MARCH 20, 2012

12:00 p.m.
2:00 p.m. - 3:00 p.m.

2:00 p.m. — 2:45 p.m.

2:45 p.m. — 3:30 p.m.

4:00 p.m. — 5:00 p.m.

5:30 p.m. — 6:30 p.m.
6:30 p.m. — 7:30 p.m.

7:30 p.m. — 9:30 p.m.

9:30 p.m. — 10:00 p.m.

6:00 p.m.

Registration

Senior Markets
Seminar

The Future of
Medicare Supplement

Mortality Solutions
Seminar

Mortality Risk
Reinsurance Market
Overview

Mortality Solutions
Seminar

Latest Mortality
Trends / Research

Financial Solutions
Seminar

2011 — Financial
Solutions Year in
Review

Wine Tasting
Cocktail Reception

Welcome Dinner &
Guest Speaker
David Feherty

Meet & Greet with
David Feherty

WEDNESDAY, MARCH 21, 2012

6:30 a.m. — 8:00 a.m.

Breakfast

Optional Group Networking Activities

8:00 a.m. — 1:00 p.m.
8:30a.m. - 11:30 a.m.

12:30 p.m. — 2:00 p.m.
2:00 p.m. = 3:00 p.m.

2:00 p.m. = 3:30 p.m.

4:00 p.m. — 5:00 p.m.
6:00 p.m. - 7:00 p.m.
7:00 p.m. — 9:00 p.m.
9:00 p.m. - 1:00 a.m.

Golf Tournament

The Business Behind
the Magic Tour

Lunch

Senior Markets
Seminar
Reinsurance of
Worksite and
Specialty Risk
Products

Mortality Solutions
Seminar

Innovative
Approaches to the
Middle Market

Financial Solutions
Seminar

Financial Guaranty,
Banking, Reinsurance
— Which One of
These is Not Like the
Others?

Cocktail Reception
Dinner

Texas Hold’em
Habitat for
Humanity Charity
Poker Tournament

THURSDAY, MARCH 22, 2012

6:30 a.m. — 8:00 a.m.

Breakfast

Optional Group Networking Activities

8:00 a.m. — 1:00 p.m.
8:30 a.m. - 11:30 a.m.

12:30 p.m. = 2:00 p.m.
2:00 p.m.

Golf Tournament

The Business Behind
the Magic Tour

Lunch

Program Concludes
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David Feherty

Player Bio

David Feherty was born in the seaside town of Bangor in
Northern Ireland. He grew up with aspirations to become an
opera singer, until he discovered he had the knack for hitting
a golf ball. He jokes about his career change, “I was always
interested in music from a very early age. But when | turned pro at age 17, | haven’t sung a note
since. Now, | only sing to punish my children.”

David enjoyed a successful professional career, with 10 victories worldwide and over $3 million in
prize money. He was a regular on the European Tour, with victories including the ICL International,
the Italian Open, Scottish Open, South Africa PGA, BMW Open, Cannes Open, and Madrid Open.
He captained the winning Irish team in the 1990 Alfred Dunhill Cup and played on the European
Ryder cup Team in 1991, an experience that rejuvenated his fervor for golf.

In 1997, David retired from professional golf when offered a position as a golf commentator for CBS
Sports. “l always enjoyed talking more than playing, and now CBS is paying me for what | like to do
most.” Thanks to his sharp wit and colorful personality, David has become golf’s favorite announcer.
His new show — “Feherty” — is the Golf Channel's most popular show ever.

David’s success extends beyond broadcast. He’s authored six books, several making the New York
Times “Best Sellers List”. His popular monthly column in GOLF Magazine should be “read twice to
exact every available laugh”.

For David, his most fulfilling activities are on behalf of badly injured U.S. troops. David stages events
for wounded Special Forces, Green Berets and other US heroes involving golf, hunting, bicycling and
skiing. “Losing a limb, or the ability to use a limb is one thing,” Feherty says. “But the dignity they
lose with it is perhaps even more important. And to be able to give them some of that dignity back is
my mission these days. It's not a charity. It's just us trying to pay back a very small part of the check
that we owe them.”

What works for Feherty as a rehabilitative tool is humor — wicked humor. Having battled depression,
Feherty knows the healing value of laughter. “The only thing that kept me alive was my sense of
humor. | really believe that's a human’s last line of defense. If | can’t make them laugh, | want to
make them smile.”
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FINANCIAL SOLUTIONS SEMINARS

Financial Solutions Year in Review
Jeff Burt, EVP, Financial Solutions, HLR
Lonny Meewes, VP Marketing, Financial Solutions, HLR

This session will provide a review of 2011 transactions in
the industry with specific discussion of Hannover Life Re’s
participation in the market.

MORTALITY SOLUTIONS SEMINARS

Mortality Risk Reinsurance Market Overview
Chris Shanahan, EVP, Mortality Solutions, HLR

Chris will discuss the latest developments in the life
reinsurance market along with the outlook on future trends.

Innovative Approaches to the Middle Market
Brian Fife, President, Efinancial

Kent Major, Chief Underwriter, AVIVA

Kevin Oldani, SVP and Chief Underwriter, HLR

Many aspects of the life insurance Middle Market vary
widely by company, such that no one strategy fits all. Learn
from a Life Insurer and a Distribution Group, as they share
their innovative experiences in this market, along with
Hannover’s experiences as a Reinsurer.

SENIOR MARKETS SEMINARS

The Future of Medicare Supplement
Steve Najjar, EVP and General Counsel, HLR
Julian Whitekus, VP, Accident and Health, HLR

This session will provide a comprehensive analysis of the
marketplace and future projections for growth. Discussions
will also cover how changes in MedAdvantage will impact
Medicare Supplement markets and where companies will
find the most profitable broad and niche opportunities.

SEMINAR DESCRIPTIONS

Financial Guaranty, Banking, Reinsurance — Which One
of These is Not Like the Other?

Bill Kelty, Ill, Partner, Locke Lord LLP

Rob Meehan, VP, Financial Solutions, HLR

Keith Ryan, VP, Lincoln Financial Group

Steve Schreiber, Principal and Consulting Actuary, Milliman

This panel discussion will discuss market trends along with
financing options of redundant reserves from a number of
points of view.

Latest Mortality Trends / Research
Jay Biehl, SVP, Mortality Solutions — Pricing, HLR

Focus of this presentation will include the latest views on
mortality improvement, along with both emerging
experience and issues for term policies beyond the level
premium period.

Reinsurance of Worksite and Specialty Risk Products
David Nussbaum, VP, Group Life and Special Risk, HLR

David’s presentation will include an overview of worksite
and special risk products along with an

in-depth examination of pricing, underwriting, administration
and reinsurance.
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NETWORKING ACTIVITY
EXPERIENCE DESCRIPTIONS

2012

GOLF TOURNAMENTS

Wednesday, March 21

8:00 a.m.

Disney’s Magnolia Golf Course
4 Person Scramble

A backdrop for the PGA TOUR's elite for over 30 years, this is a great opportunity to make the walk of champions while
networking with peers.

Thursday, March 22

8:00 a.m.

Disney’s Osprey Ridge Golf Course
2 Net Best Balls of 4

This course offers scenic surroundings, while challenging all comers with its rolling fairways and large, undulating greens.

THE BUSINESS BEHIND THE MAGIC TOUR

Wednesday, March 21 (or) Thursday, March 22
8:30 a.m.

This tour includes transportation. General admission to the Disney Parks, following the tour, is NOT included.
Discounted Disney Theme Park Tickets are available to attendees by visiting the following link:

https://disneytickets.disney.go.com/store/hol/welcome.html

This 3-hour tour features the five core principles taught by Disney Institute and shows how they come to life each day at
the Walt Disney World® Resort for Cast Members and Guests. During this tour, you will explore the following locations:

Textile Services: Visit a state-of-the-art laundry facility, one of the largest in the world, to see how committed,
responsible, inspiring leaders are able to motivate a team to achieve amazing results.

Epcot® Cast Services: Experience the “Backstage” area from a Cast Member perspective. See how the Walt Disney
World® Resort creates a supportive environment for Cast Members as they prepare to go on stage. Discover the
important role backstage areas play in creating a caring environment.

Main Street, U.S.A.®: Take a stroll through this turn-of-the-century walkway to better understand how Disney strives to
exceed the expectations of our Guests. Discover a tool that helps go beyond standard demographics to the needs,
wants, stereotypes, and emotions of Guests with innovative products and services.

The “Utilidor” System: Journey beneath the Magic Kingdom® Park to visit support systems designed to improve the
experiences of Cast Members and Guests alike. Discover how Disney uses simple tools to engage and empower Cast

Members to create lasting customer relationships that drive repeat business and brand loyalty.

Be sure to wear comfortable walking shoes.






