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Al’s Role in Helping Us Help Our Fellow Citizens

1 02 Million Adults - Financial Protection Need Gap

Overestimate Cost of a Basic Term Life Policy

Millennials and GenZ Overestimate Cost By 3x

Source: LIMRA/Life Happens Barometer Study 2024



Al — Educate, Attract, Retain, Engage, Protect

Generation Ag;;;gge Agzegggge
Silent 715-92 85 - 102
Boomer 56 - 74 66 - 84
Gen X 40 - 55 50 - 65
Millennial 24 - 39 34 - 49
Gen Z 8-23 18 - 33

In 2030...

Most customers are
Millennials and GenZ.

Gen Z, who have had
smartphones since
elementary school.



Insurance is peace of mind




The Al Industry Group

Current State Assessment

Kelly Coomer
~hia i AR L | Ca e Einancial Cranin Cam . Kartik Sakthivel (He/Him)| PhD, MS-ITMS-CS, MBA, PGC-IQ
Chief Information Officer | Sammons Financial Group Companies N . y 4

Vice President & Chief Information Officer,

433 W. Van Buren St. Suite 560N | Chicago, IL 60607 | 312-648-7661 and Regional Chief Executive Officer - Asia West,

kcoomer@sfgmembers.com | SammonsFinancialGroup.com LIMRA and LOMA
t: (860) 298-3914 | c: (860) 967-5888

LIMRA &Y .
- Business

9

Value

Enablement |-
Business and Technology (Use Cases)
Executives

Governance

Companies

Industry Best Practices



Key Takeaways — AIGG

The Pace of Al Acceleration is like nothing we have witnessed hefore.
This will exert pressure on firms, governance, and regulation to catch up and keep up.

Centralization of Al Programs

Best Practices

Experimentation and Innovation

Education and Al Literacy

Al to Augment
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Leadership Responsibilities
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Use Cases Across the Value Chain

Marketing

Customer
Education,
Acquisition,
Engagement
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Customer
Service

Information
Technology




What’s Next

How it Started-How it’s Going

Conceptual / Rudimentary Al
(The “OG” Al) “AI WINTER”

Traditional Al (incl. ML, Vision, Deep
Learning, etc.)

Generative Al (GenAl) and Large
Language Models (LLMs)

Al Agents and Agentic Al

Dozens of New Al Derivatives

LIMRA [E)
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The Industry’s Al Knowledge Repository

https:/lwww.limra.com/en/trending-topics/artificial-intelligence/
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Life Insurance TRENDING TOPICS

INSIDER INSIGHTS PODCAST Workplace Benefits Life Insurance

Annuities 2024 Insurance Barometer Study

|N aVig ati ng AI : Publications & Podcasts

Trending Insights

What's on the Mind of Life Insurance Executives 2023

Life Insurance Awareness Month 2024

Artificial Intelligence

Overcoming Challenges ana
Embracing Imperatives

Tune into the newest Insider Insights podcast episode
as Kartik Sakthivel, Chief Information Officer, LIMRA and
LOMA, and John Keddy, LazarusAl, provide insights into

the challenges and imperatives of Al in the insurance

‘ \dustry.
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Phase Two

Frameworks, Best Practices, Tools, etc.

Mutualize Turnkey Customizable Extensible THE ASK




Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4

AIGG Phase One - Current State
Assessment Survey

AIGG Phase One - Report 1 v
(Executive Brief)

AIGG Phase One - Report 2 v
(Business Value + Governance)

AIGG Phase One - Report 3 s
(Industry State of Al Play)

AIGG Press Release v

Al Site -LIMRA.com

Trending Insights — Surveys

Podcast Series

Data Readiness for Al Study

Q3 AIGG Survey (for LIMRA AC)




Q1 Q2 Q3 Q4 Q1

Q2

Q3

Q4

Al Agents and Agentic Al -

Industry Overview (MarketFacts

+ Report)

Al Use Policy Template

GenAl Use Policy Template

Cost Benefit Analysis (CBA) -
Traditional Al - Build In-House
Strategic Guide

Cost Benefit Analysis (CBA) -
Traditional Al - Build In-House
Turnkey Template

Cost Benefit Analysis (CBA) -
Traditional Al - Third-Party
Vendor Strategic Guide

Cost Benefit Analysis (CBA) -
Traditional Al - Third-Party
Vendor Turnkey Template
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Q1

Q2

Q3

Q4

Q1

Q2

Q3

Q4

Cost Benefit Analysis (CBA) -
GenerativeAl Strategic Guide

ﬁ

Cost Benefit Analysis (CBA) -
GenerativeAl Turnkey Template

N\

AIRE Framework

Al Automation Identification
(AlAl) Framework

Al Code Generation Tools Value
Drivers (Code Gen CBA/ROI)

Al Automation Identification
(AlAl) Framework
(Part Two: Talent Strategy)

Return on Investment (ROI)
Calculator




o '

— Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4
AIGG Meeting Series ’

O U M N

(2026: Meet Every Other Month)

Q1/2 2025 LIMRA and LOMA and
McKinsey & Company Al Survey

Q1/2 2025 LIMRA and LOMA and
McKinsey & Company Al Report

Al Re/Skilling Guide
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Derisking the Vendor Supply
Chain - Best Practices

Al Governance Whitepaper




Cybersecurity and Al

Governance Best Practices

Q3

Q4

Q1

Q2

Q3

Q4




Q2

Q3

Q4

INDUSTRY UTILITY

Ethical Al Implementation
Framework

Al Explainability and
Transparency Framework

Change Management
Framework

Al Data Maturity Model

Industry-wide Al Data
Standardization Schema for key
processes

Interoperability Standards for Al
Vendors

Cross-Carrier Incident
Reporting System

Standardized Al Disclosure
Templates

TBD




Getting Started

1 To Begin, Begin Start with Low-Cost, Low-Code, or Vendor Al Solutions.
2 Focus, Focus, Focus Focus on One or Two High-Impact Use Cases.
3 Ecosystem Partners Leverage Third-Party Al Vendors & Partnerships.
4 Augmented Intelligence = Use Al to Enhance, Not Replace, Your Workforce.
5 Start Small, Then Scale Start Small, Measure Results, and Scale Gradually.

Al ADOPTION DOES NOT NEED TO BE EXPENSIVE OR COMPLICATED

...BUT IT MUST BE SAFE



Advancing the financial
services industry by
empowering our
members with
knowledge, insights,
connections, and
solutions
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