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P/C retail — boosting profitable growth

P/C retail! - operating profit Ambition 2027
(EUR bn)

~5.3 Excellence & resilience

Combined ratio: ~92.5%

maintaining low combined ratio volatility

Smart growth Net policy growth uplift; = 1'2%-IO p.a.

without compromising profitability

2024e 2027 continuous productivity gains
ambition

e P/C retail accounts for more than 1/4 of Allianz Group operating profit

1) Including SME & fleet, excluding Allianz Partners; SME = small and medium-sized enterprises B 02
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The leading retail franchise

P/C - total business volume 2023

Retail motor

Retail
EUR incl. SME
770n & fleet?

Retail
njn(?rlnotor 52%

Allianz
Partners
11%

Small and medium-sized
enterprises (SME)

1) Excluding Allianz Partners

Allianz ()

Composite peers - total retail revenues 2023
(EUR)

40bn

@ Generali AXA Zurich AVIVA

B 03
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Highly diversified business with global footprint

P/C - total business volume by country P/C - market positions Global retail strategy
Retail incl. SME & fleet! (2023) Gross premium written (2023)

;.1

EUR

40bn

' — <

N IA 4
@ Germany 26% — 2
/1IN _ ;
@ Central Europe? & Switzerland 14% ol 12 Lead - technical excellence

@ Iberia / Latin America 12%

UK &lreland 11% Innovate — simplicity & best practices
Asia-Pacific incl. Australia 11% #5
Ital 9% :
Fmice 0% Scale - globally leveraging the
® Other® 8% Allianz business master platform

1) Excluding Allianz Partners
2) Central Europe comprises Austria, Hungary, Poland, Romania, Slovakia, Czech Republic, Bulgaria, Croatia, Ukraine
3) Benelux, Tiirkiye, Greece, Allianz Direct and Middle East B 04

Steering
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Three levers for resilient operating profit growth

Levers

* Pricing, underwriting and claims excellence

Excellence
& resilience

» Superior performance management

* Growth triathlon in the agency channel
(new customers, cross-selling, churn reduction)

» Addressing all customer segments

Rapid * Productivity toolbox

eldelell[a{l/ia0 |« Leverage our scale and artificial intelligence

Allianz ()

Ambition 2027

Combined ratio: ~92.5%

maintaining low combined ratio volatility

Net policy growth uplift: +1-2%-p ..

without compromising profitability

Expense ratio: ~'30bps p.q.

continuous productivity gains

B 0S5
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Allianz ()

© Strong progress in pricing and claims excellence

Pricing & underwriting excellence

Pricing! certifications: “advanced” or “excellent” level
in % of gross premiums written

@® Advanced
@ Excellent

35%. (>) 653 (>) ‘91%
\ - J

2018 2021 2024e

@ Higher data granularity @ Lower time to market

Al automation for risk modeling .
. R More precise forecasts
and pricing optimization

1) Based oninternal technical pricing certification assessment.
Portfolios addressed cover more than 95% of the Property-Casualty retail gross premiums written

Claims excellence

Recovery revenues?

a 2 @
an "“'

EUR

+0.7bn _|

2.1
. 97% ~10% n % of
payouts

2022 2023  2024e 2022 2023  2024e

2) Savings from successful fraud investigations or allegation of fraud. Scope: Property-Casualty, all lines of business
3) Recovery of claims paid and salvage of damaged property. Scope: Property-Casualty, all lines of business B 06

Fraud savings?

a P ¢
M N4 & eoe

B EUR Y
+0.3bn
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©® Impact from inflation shock mitigated

Allianz ()

... result in local outperformance ...
Loss ratio — local GAAP (in %)

Decisive actions to offset inflation ...
P/C retail — underlying loss ratiol (in %)

... and lower volatility versus peers
P/C retail - combined ratio (IFRS 17)

@ Allianz Alli ¢ @ Allianz - retail? @ Zurich —retail & SME
69.3 @ Market con':z;"nze?:a(t)i; @ Generali - total® @ AXA -personal
= 69.0 938 better than market 104%
68.3 o (2023) 102%
68.1 ‘ R

@ — K o
67.3 77.6_/ A5 100%
. 86.0 - o 98%
@ o

e ‘ ' -w
763 o . 96%
Rate change . -w 04%

@ +9.2%) on renewals ‘ ‘ '
YTD Motor ~ 92%
I 90%

FY FY 1Q 2Q 3Q
2022 2023 2024 2024 2024

Strong pricing capabilities

» Superior claims inflation monitoring and forecasting
* Comprehensive claims data (e.g. for spare parts)

1) Undiscounted accident year loss ratio excluding NatCat & weather-related

claims in P/C retail including SME & fleet

2021 2022 2023

2) Including SME & fleet
3) No separate disclosure of retail business

1H 2H 1H 2H 1H
2022 2022 2023 2023 2024

Effective underwriting actions
* Rapid & smart implementation of significant rate changes
* Forward-looking KPIs for projections into the future

B 07
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© Resilience against NatCat & weather

Reduced burden from Cat events Low volatility of NatCat and weather-related claims
Natural catastrophes in Germany? P/C combined ratio impact (in % of earned premium?)
@ Allianz - market share @ NotCat?
‘ Allianz — gross loss share Weather-related claims3 (part of attritional loss ratio)
4.4
~14% ~14% 4.0 3.7 4.3 3.9 4.0 NatCat &
‘ 3.2 weather
3.0 . 3.0 impact
2.6 54 2.7
I 2.1 : I I I 23.4%
2021 2024 2012 13 14 15 16 17 18 19 20 21 22 23 9M24
Flood Bernd Flood Radha

Superior data and NatCat budgets
* Granular data for peril zoning and superior risk models
* Forward-looking NatCat budget reflecting trends

Prevention and underwriting
* Loss prevention via text message warnings
* State of the art underwriting rules and conditions

1) For additional details please refer to our analyst presentation in 2Q 2024 (p. 4)
2) 2012-2021 based on NPE under IFRS 4; from 2022 onwards based on insurance revenue under IFRS 17. Scope: total Property-Casualty segment
3) Net claims impact related to a natural or weather/atmospheric event is classified as NatCat when estimated gross loss of Allianz Group exceeds EUR 20mn, otherwise event classified as weather-related claim

B 08
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©® Smart growth — foster higher volume growth

P/C retaill - internal growth p.a. Smart growth

@ Managing a sales organization
Driving customer relations

~9%

~7%
Growth triathlon
~4%
Price ~2% E.xtra net Win new
Volume +1-2%-p ~0.5%-p
@ pre-inflation @ inflation years Ambition

2017-192 2021-24 2025-27

1) Including SME & fleet, excluding Allianz Partners
2) Excluding 2020 due to distortion driven by COVID-19. Best estimate (comparable data not available) B 09
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© Growth triathlon — wide-ranging initiatives
OO TSI®

Proprietary /
agency channel Boost inflow

Sales
opportunity

Reach every
customer

Increase

visibility

Leverage
each contact

Growth assets Impact on
(examples) new business

Systematic annual insurance check

Tailor-made campaigns

Online agency visibility

Leads excellence

Inbound calls as sales opportunities

Online services to boost sales

Ambition 2025-2027 --

Higher volume
growth

Decrease outflow

Churn toolbox
(examples)

Targeted communication
Renewal benefits

Re-engage former customers
Save desk

Accelerate tech. excellence

Impact on
churn reduction

Higher volume
growth

=

Allianz ()

New customers

Growth
triathlon

Net policy
growth p.a.

+1-2%-p

B 10
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aOc
Number Share of
of contracts customer
6+ ]‘ié
5 2%
v %
s T
2 ok
N
\/

60-90% of
customers

with 2 or less policies

Source: Internal data 2023

Likelihood to buy
another policy (%)
>13% @
13%
12% CrossTselllng
drives
9% even more
cross-selling
7%
3%
Higher likelihood
to buy more

the more policies a customer owns

Allianz ()
© Growth triathlon — why cross-selling matters most

Customer
churn rate (%)

0.5% @
1%
1% Cross-selling
reduces
2%
churn
4%
11%

&

Lower likelihood
to churn

the more policies a customer owns

B 11
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© Lift cross-selling by addressing new value pools

Motor @R
New value pools Traditional Allianz positioning
Low cost of policy Agent service and advice
Customer segment Price seeker Smart shopper Convenient buyer Service seeker
o — 17% 2% 17%  18%
7% 7% 2 2 _
Market share — — -- --
Allianz Market Allianz  Market Allianz Market Allianz Market
<h ¢ leader leader leader leader
are customers
(trend) 27 A 18% A /\28% v 274V
Brand : : Joint market :
Allianz () Direct oo Allianz ()
¢ f — ™
Cross-selling opportunities Consistent price gaps ensure profitability
# of net policies gained/lost in motor renewal round 23/241 Motor combined ratio 2024e - local GAAP

iy V.YV Allianz o 100]'® Market leader Allionz 05748 Market
\§

1) Net polices gained/lost in the renewal round until 31.12.2023
Sources: German insurance association (GDV), Finanzmarkt-Datenservice (FMDS) B12
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Toolkit in place to continue our productivity journey

Leveraging new technologies Strong track record and ambition
P/C retaill — expense ratio (in %)
Process . GenAl
. . Robotics .
mining voicebots
: 25.92

Doto. Automation Self service 25.52

analysis tools 25.1
24.8 Ambition 2025-27
Process optimization 24.5

Organizational & system optimization

Org. Ways of

~-30bps

improvement p.a.
net of reinvestment

. : Right shorin
streamlining working 9 9 = = = = =
Lean Agile Allianz 2020 2021 2022 2023  9M 2024
structures Services

e Continuous reduction of admin expenses, reinforced by new technologies & lower acquisition costs

1) Including SME & fleet, excluding Allianz Partners
2) Approximation for IFRS 17, based on IFRS 4 expense ratio plus difference between IFRS 17 and IFRS 4 expense ratio in 2022 (+0.5%-p) B13
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Allianz ()

GenAl use cases indicate strong upside

Artificial intelligence use cases @ Allianz

Pricing &

Marketing, sales

GenAl patterns e o Operations Claims
& distribution underwriting
Customer Agent Recovery  Voicebot
Content intelligence CoPilot  automation
generation -
= L1+]] Jos e
....................................................................................................................................................................... ' " ' "e"‘.*‘
. Underwriter Knowledge -
Synthes[ze/ guidance tool assistant Loss &
summarize notification Insurance
documents () acy as LM Copio
T et -
a) Al powered Claims creation, -
-~ operations coverage & liability

Data structuring
@& Legacy documents
migration

check, invoice check

J:a
2] N4

IT automation &
central functions

Assisted

AllianzGPT coding

Productivity

Allianz knowledge e 1
gains

database chatbot

First indication derived
from use cases

Verification

1) Including investments for process change. Productivity gains to be partially reinvested in growth

Details
next page

Reporting &
compliance check for
procurement

B 14
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Allianz ()

Successful scaling of GenAl use cases

Distinctive advantages for Allianz

Multi-liner

Sca lbi“ty * Global footprint

. ST

* Extensive data
* Experience with
tools

» Business master platform
€chnology Harmonized processes

& products

Claims example — how Allianz scales best practices

Use case Scale locally Transformational scaling

O e

Automatic claims countries

creation
check functions

(i.e. operations)
Invoice check

Other lines of TS
: segments
business (life, health)

From 7% to 55%

Automated
processing

B 15
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Allianz ()
Summary — all levers contribute to strong ambition

P/C retail! - operating profit Assumptions
(EUR bn)
* Combined ratio at ~92.5%
Excellence & » Better underlying loss ratio, partially offset by
resilience lower discounting benefit

* Maintain low combined ratio volatility

* Net policy growth: +1-2%-p uplift annually,

Smart growth ) ,
J due to higher new business and lower churn

* Expense ratio: ~-30bps improvement p.a.

R od d t‘ 't . . . . .
apid productivity from continued productivity gains incl. Al

2024e 2027
ambition

1) Including SME & fleet, excluding Allianz Partners B 16



DISCLAIMER

Cautionary note regarding
forward-looking statements

This document includes forward-looking state-
ments, such as prospects or expectations, that are
based on management's current views and
assumptions and subject to known and unknown
risks and  uncertainties.  Actual  results,
performance figures, or events may differ
significantly from those expressed or implied in
such forward-looking statements. Deviations may
arise due to changes in factors including, but not
limited to, the following: (i) the general economic
and competitive situation in the Allianz’s core
business and core markets, (ii) the performance of
financial markets (in particular market volatility,
liquidity, and credit events), (iii) adverse publicity,
regulatory actions or litigation with respect to the
Allianz Group, other well-known companies and
the financial services industry generally, iv) the

frequency and severity of insured loss events,
including those resulting from natural catastro-
phes, and the development of loss expenses, (v)
mortality and morbidity levels and trends, (vi)
persistency levels, (vii) the extent of credit
defaults, (viii) interest rate levels, (ix) currency
exchange rates, most notably the EUR/USD
exchange rate, (x) changes in laws and
regulations, including tax regulations, (xi) the
impact of acquisitions including and related
integration issues and reorganization measures,
and (xii) the general competitive conditions that,
in each individual case, apply at a local, regional,
national, and/or global level. Many of these
changes can be exacerbated by terrorist activities.

Allianz ()

No duty to update

Allianz assumes no obligation to update any
information or forward-looking statement con-
tained herein, save for any information we are
required to disclose by law.
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