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Benefits of Actuarial Transformation

Enhanced Business Governance and Empowered Actuarial
Value Control Teams
» Data traceability * Less repetitive work
 Built-in checks » Upskill with tech

» Regulatory compliance » Cross-team collaboration




The Actuarial Cyborg

* Rely on automation and human judgement
« Apply good corporate governance

« Find the optimal balance between
machine and actuary




Systems Design



Diagnostic Led Decision Making (DLX) @

A tech-enabled, top-down, diagnostics-led processes

medans.

Deriving base assumptions / parameterisation up fronf,
taking an algorithmic / rules-based approach as much as
appropriate.

Automated batch-runs and/or run manual friggers where
required

Reviewing the dashboards populated automatically
ldentifying where a deep dive is warranted via RAG codes
- for example where results may be materially
inappropriate or where there could be material business
gain from actuarial insight.

Thereby adjusting base assumptions by exception, rather

than for every class in every period.

Secondary benefits

A focus on story-telling and results uncertainty,

even amongst junior actuaries.

Smoothing of workload peaks and froughs that

are typical in traditional reserving teames.

More fulfilling work and increased job

satisfaction.

Accepted trade-offs

High up-front investment (time and cost)
required to develop and embed the

approach.

In a highly automated and easy to maintain
model, there is less flexibility for “model

tinkering” and ad-hoc manual intervention.



Application: Corporate Actuarial

Key Automation Outcomes:

Automation of data extraction, cleaning and reconciliation

Centralized assumption repositories and workflow approval (IFRS! But also others)
Faster reporting : shorter valuation following dry run

Consistent Modelling of the same products under different bases (regulatory, IFRS etc.)

Reduced operational errors

But Actuarial Transformation!

From compliance focused to Strategic focus — Empowered teams

Stronger governance with assumption tracking and change control management
On demand responses to the “what-if" .... But also, being proactivel

Exploring of new algorithms/bases including artificial intelligence

Integrated planning — No Silos!




Application: Corporate Actuarial
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Application: Corporate Actuarial
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Dynamic Pricing: Theory

What is Dynamic Pricing:

Adjusting premiums regularly based on data signals, customer behaviour, or market conditions

Static Pricing Dynamic Pricing

\ Multiple Price
\ < Points

Key Concepts:
Risk differentiation — pricing reflecting risk more accurately using granular data
Behavioral Feedback - e.g., lifestyle incenftives (experience rating)

Market Responsiveness — Prices respond to elasficity, reinsurer pricing and econometric data



Dynamic Pricing: Theory

Age band and Distribution Channel m : : Age band and Smoker Status m : : Take up Rate by Location and Marketing Campaign |'l'| : :
Over50
Overs0 Under50 Overs0 Under50
300 450
280 —— 420
Broker
260 W overso: 282 380
40 B Underso: 129 160
220 330
200 300
€ 110 €
- -
S S :
240
% 160 %
p 2 210 Under50
% 140 %
— —
120 180 London: 41.29%
100 150
. Liverpool: 13.96%)|
80 120
60 50
40 60
20 30
0 0
Broker Telephone Website Non-smoker Smoker
Distribution Channel Smoker Status
Age band and Mortality Type 19 &1
w - ~ -
Enhanced Mortality Standard Mortality
Grand Total
Dependants No Dependants Dependants No Dependants
» Ower50 14.38% 23.14% 14.55% 24.28% 75.35%
» Under50 3.06% 25.92% 2.98% 26.36% 58.32%




Dynamic Pricing: Example Application
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Dynamic Pricing: Architecture
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Challenge the status quo

Technology and ML is an enabler for automation.

Think about the most value adding activity you can do in your role...
Then imagine a workflow and system to enable your team to do it.
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