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Insurance philosophy and strategies
Why build or update your insurance philosophy?

“Strategic life insurance advice includes advice on the type, level, structure
and affordability of life insurance cover based on the client’s cash flow
position and which prioritises the client’s insurance needs”.

“Strategic advice can be stand alone or, where appropriate,
provide the framework for product advice”.

Source: REPORT 413: Review of retail life insurance advice
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Insurance philosophy and strategies
Risk strategy construction

» Assist clients in determining appropriate levels of
insurance cover, carefully balancing the risk of
underinsurance against the need for affordability.

« Evaluate the value of options and extras considering
the client’s long-term ability to maintain the policy,
distinguishing between essential and non-essential
features.

» Consider the policy structure in relation to the
expected duration of coverage, such as whether the
insurance is held within superannuation, and whether
premiums are age-stepped or variable.
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Insurance philosophy and strategies
Core risk strategy philosophy

v

Affordability ®
Balancing affordability with g Best interest
sufficient protection is key to duty

ensuring financial security.

Oy

Sustainability

Cost-effective policies and
structures, optimising coverage
to match evolving needs.

Self-insured

Individuals or entities who
assume financial responsibility
for potential risks.
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The future belongs to those who can

transform financial
complexity into

simplicity

for their clients.
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Insurance philosophy and strategies
Hierarchy of insurance needs

)

Self-insurance

Risk client is willing to accept. Underpinned by liquid assets,

leave entitlements, family support, workers compensation etc.

Trauma

%D Years! AWOTE? Manager
Life threating or life altering events.
0 $102,752 $150,000
(OEC\@ Total and Permanent Disability 5 $551,004 $804,370
G Economic death. 10 $1.205,424 $1,759,709
Lif 15 $1,982,670 $2,894,352
ife

@_ Death or terminal iliness. 20 $2,905,794 $4,241 ,952
25 $4,002,176 $5,842,479
= Income Protection 30 $5,304,333 $7,743,402

KO Bi t fi ial t.
ggestlinancial asse 35 $6,850,888 $10,001,102

1. Income indexed at 3.5%
2.  ABS AWOTE for Full-time adults November 2024
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Risk advice strategies
How much is the client willing to spend?

Public or Personnel

% of income Super Funding
contributions period
2% : 25% 2 years i
4% i 50% S years i
5% i 75% 8 years :
6% 100% 10 years |

——————————————————————————————————————————————
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@ Structuring inside super

Education and awareness helps
clients make informed decisions
regarding funding via Super:

Short-term strategy, unless other
mitigating circumstances.

Ensure client fully understands
projected impact on capital and
income in retirement.

Low super balance and/or
ongoing contributions consider
max. 25% of contributions.
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Risk advice strategies
Balancing affordability and adequacy

30%

Income Protection
Potential allocation of insurance budget for most clients?

25%

Life Insurance
Portion of protection budget for life cover’

25%

TPD Insurance
Allocation for disability protection’

20%

Trauma Cover
Portion for critical illness protection’

1. These percentages are for illustrative purposes and should be adjusted based on individual client circumstances, priorities,
and budget constraints. The key is finding the right balance between comprehensive protection and sustainable premium costs.
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Insurance philosophy and strategies

Exploring client priorities and willingness to compromise

Risk assessment

Priority

Income replacement
Business expenses
Life
Permanent disablement
Trauma
Child
Overall budget $

Amount (willing to spend)
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High

Importance
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Medium

Like/negotiable

Don’t want/need

Low

- A .
, A ;
« A .
. A .
) A .
. A .
800+ 700 650 600 550 500 450 350 300 250 200 150
) A -
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Insurance philosophy and strategies
Simplifying complexity — Income protection

E(@ Structure

Non-Super or Super. Key considerations: Affordability
and retirement planning impacts.

EX Waiting period

Excess before benefits begin after disablement.
Best strategy: 30, 60 or 90 days?

Eﬁ@— Benefit period

Payments continue throughout disability period.
Best strategy: age 65, 5 or 2 years?

Income replacement ratio

70% of regular income. Best strategy 70%, 70%
reducing or 60%? Legacy product considerations.

L)

$ — Other options

Affordability and cost benefit analysis e.g. increasing
claim, income support booster and Specified events.

B ClearView




Public or Personnel

Insurance philosophy and strategies
Exploring client priorities and willingness to compromise

Risk assessment High Medium Low
Importance Like/negotiable Don’t want/need

Priority

Maximum income ratio ) A

v

Income booster (option) P A >
Maximum benefit period < A >
Excess (waiting period) < A >
Claim indexation (option) A >
Specified events (option) ¢ A .

Best product < A >
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Risk advice strategies
IP strategy # 1 - Waiting period

Selecting the most suitable waiting period involves
evaluating several key factors unique to each
client’s circumstances:
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Policy excess awareness: Understanding how
the policy excess affects the timing and
amount of any benefit payout.

Sick leave availability: Assessing the length of
paid sick leave that may cover initial income
shortfalls.

Household cash flow: Considering whether the
family relies on a single or dual income, and
the impact on overall financial stability.

Access to emergency funds: Evaluating how
readily available savings can bridge the gap
before benefits begin.

Availability of specific events options.

Public or Personnel

Leveraging premium savings for enhanced risk protection

$1,026
$661

30 day 60 day 90 day 2 year?
30 days' $1573
90 days $1026 $547 35%

1. Income Protection Flex IP 70, age 40, Male, NS, Manager (A), Income $100k, $5833 mb, age 65/30
2. 2 year wait replacement existing Group only with maximum 2-year benefit
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Risk advice strategies
IP strategy # 1 - Waiting period

Increasing the waiting period from 30 to 90 days, can
result in significant premium savings.

These savings might allow for a stronger and more
comprehensive lump sum risk plan, such as:

» Total and Permanent Disability (TPD) insurance —
either Any Occupation or Own Occupation
definitions.

* Trauma (Critical lliness) cover.
* Tailored combination of the above, depending on
personal needs and goals.

Saving money on income protection can free up funds
for extra cover, giving clients greater financial
confidence.
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Leveraging premium savings for enhanced risk protection?

$999,000
$661,000
$372,000
$212,000

TPD Any TPD Own Trauma Standard Trauma Severe
30 days' $1573
90 days $1026 $547 35%

1. Income Protection Flex IP 70, age 40, Male, NS, Manager (A), Income $100k, $5833 mb, age 65/30
2. Lump-sum stand-alone covers without options

13




Risk advice strategies
IP strategy # 2 - Benefit period

The most suitable benefit period for income protection is
often the maximum period available.

Choosing a shorter benefit period may not be in the
client’s best interest, particularly when the following
factors apply:

« Significant number of years remaining until
retirement (e.g. age 65).

« Small or limited asset base.

* Insufficient emergency savings.

* Low levels of Total and Permanent Disability (TPD)
cover.

* Encourage clients to revisit this decision regularly,
as their financial situation and needs evolve.

It is critical to consider the client's financial obligations,
lifestyle expectations, and long-term needs.
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Leveraging premium savings for enhanced risk protection

2 years 5 years Age 65
Age 651 $1573
5 years $832 $741 47%

1. Income Protection Flex IP 70, age 40, Male, NS, Manager (A), Income $100k, $5833 mb, 30 days
14




Risk advice strategies
IP strategy # 2 - Benefit period

Decreasing the benefit period from age 65 to 5 years,
can result in significant premium savings.

These savings might allow for a stronger and more
comprehensive lump sum risk plan, such as:

* Total and Permanent Disability (TPD) insurance —
either Any Occupation or Own Occupation
definitions.

* Trauma (Critical lliness) cover.
» Tailored combination of the above, depending on
personal needs and goals.

Saving money on income protection can free up funds
for extra cover, giving clients greater financial
confidence.
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Leveraging premium savings for enhanced risk protection?

$1,290,000

$1,008,000

$597,000

$287,000

TPD Any TPD Own Trauma Trauma
Standard Severe
Age 651 $1573
5 years $832 $741 47%

1. Income Protection Flex IP 70, age 40, Male, NS, Manager (A), Income $100k, $5833 mb 30 days.
2. Lump-sum stand-alone covers without options
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Risk advice strategies
IP strategy # 3 — Insurable income

The most appropriate percentage of regular income to

be covered depends on several factors, including:
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Household cash flow, such as whether there are
dual or single income earners.

Dependents and their needs (e.g. children, aging
parents).

The level of “living benefits” (lump sum payments)
already insured.

Current debt levels and repayment obligations.
Potential ongoing medical and rehabilitation costs.

Access to employer or government benefits, which
might reduce personal coverage needs.

Availability of income support booster options.

Public or Personnel

Leveraging premium savings for enhanced risk protection

$1,573

$1,439

IP70 IP 60 IP 70 reducing
IP 70 $1573
IP 60 $1,281 $292 18%

1. Income Protection Flex IP 70, age 40, Male, NS, Manager (A), Income $100k, $5833 or $5000 mb, age 65/30
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Risk advice strategies
IP strategy # 3 — Insurable income

Stage of life or dependents: can influence the weighting
between income replacement vs. lump sum needs.

Adjusting the income coverage ratio, can result in
premium savings.

These savings might allow for a stronger and more
comprehensive lump sum risk plan, such as:

* Total and Permanent Disability (TPD) insurance —
either Any Occupation or Own Occupation
definitions.

* Trauma (Critical lliness) cover.
» Tailored combination of the above, depending on
personal needs and goals.

Saving money on income protection can free up funds
for extra cover, giving clients greater financial
confidence.
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Leveraging premium savings for enhanced risk protection?

$536,000

$299,000

$181,000

$113,000

TPD Any TPD Own Trauma Standard  Severe Events
IP 70 $1573
IP 60 $1,281 $292 18%

1. Income Protection Flex IP 70, age 40, Male, NS, Manager (A), Income $100k, $5833 or $5000 mb, age 65/30
2. Stand-alone lump sum covers without options
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Insurance philosophy and strategies
Simplifying complexity — Life

© Structure

Non-Super or Super. Key considerations: Affordability,
retirement implications, beneficiaries and tax.

(A —Life

Death and terminal iliness.

@— Additional benefits

Link (non-super) any TPD and/or trauma cover.
Link (super) any TPD cover.

$ Other options

Affordability and cost benefit analysis e.g. disability
premium waiver and business guarantee.
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Risk advice strategies
Client engagement strategy - Life

Life - Ready reckoner

Formula
Level
Income! — Debt

Platinum 25 x income $2,568,800
Gold Debt + 12 x income $1,899,024
Silver Debt + 8 x income $1,488,016
Bronze Full debt $666,000

Public or Personnel

Part 1 - Let’s Get Technical: How much is enough? J
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Needs analysis model

Mortgage? $666,000
Other debt $20,000
Income replacement? $508,787

($1,000 per week 10 years)

Living expenses, $200,000
Childcare, education etc.

Final expenses, $50,000
Medical, funeral, legal etc.

Sum insured $1,444,787

1. ABS average weekly ordinary time earnings — November 2024. AWOTE $102,752
2. ABS lending Indicators for the December 2024 quarter. Average mortgage $666,000
3. www.moneysmart.gov.au — Life insurance calculator (inflation 2.5% and interest rate 3%)
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Risk advice strategies
Strategy considerations - Life

Leveraging premium savings for enhanced risk protection?

$ Based on affordability and sustainability the $1,444,787
client reduced the sum insured to $800k.
$800,000 ”
@7

Advice philosophy on Inside Vs outside
S
. . - Risk assessment Cover amount Self-insured
E.a Beneficiaries — Binding or non-binding and

uper. Model impact and salary sacrifice.
estate planning considerations.
. “

Option 1 Option 2 Savings

[é Any tax implications e.g. Super non-tax
dependents. 17% (taxed) or 32% (untaxed)

EO‘ _____ Benchmark statistics e.g. average claim’
$517,000 or sum insured? $1,062,928.

1. APRA Life insurance claims and disputes finalised (Ind advised) December 2024
2. ClearChoice inforce portfolio (all years) June 2025
3. ClearChoice Life cover - Age 40, Male, non-smoker stand-alone no options
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Insurance philosophy and strategies
Simplifying complexity — TPD

@ Structure

Non-Super or Super. Key considerations: affordability,
retirement implications, beneficiaries and tax.

E% Own occupation

Unable to work again in the specific job or
profession.

@7 Any occupation

Any job suited to your education, training, or
experience.

[@7 Non-occupational

Significant permanent impairment e.g. loss of
independence.

[$ Other options

Affordability and cost benefit analysis e.g. disability
premium waiver.
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Risk advice strategies
Client engagement strategy

TPD - Ready reckoner Needs analysis model
Income! — Debt
Platinum 25 x income! $2,568,800 Mortgage? $666,000
Gold Debt? + 4 x income $1,077,008 Other debt $20,000
My .
with incoms protection Income replacement or top-up? $254,393
Silver Debt + 2 x income $871,504 ($500 per week 10 years)
with income protection Living expenses, $200,000
Bronze Full Debt $666,000 Childcare, education etc.
Medical expenses, Carer, $50,000
modifications etc.
Sum insured $1,190,393

Part 2 - Let’s Get Technical: How much is enough? ]

1. ABS average weekly ordinary time earnings — November 2024. AWOTE $102,752
2. ABS lending Indicators for the December 2024 quarter. Average mortgage $666,000
3. www.moneysmart.gov.au — Life insurance calculator (inflation 2.5% and interest rate 3%)
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Risk advice strategies
Strategy considerations - TPD

Leveraging premium savings for enhanced risk protection?

$ Optimal cover: Own Occupation, Any $1.190.393
Occupation or Non-Occupation TPD? S
$800,000
E& Based on affordability and sustainability the
client reduced the sum insured to $800k.
. . . . Risk assessment Cover amount Self-insured
E.a Advice philosophy on Inside Vs outside
- Super. Model impact and salary sacrifice.

[é Super tax implications e.g. Tax-free and
taxable component maximum of 22%.

EO‘ _____ Benchmark statistics e.g. average claim’
$879,233 or sum insured? $1,029,890.

$946
$674

Option 1 Option 2 Savings

1. APRA Life insurance claims and disputes finalised (Ind advised) December 2024
2. ClearChoice in-force portfolio (all years) June 2025
3. ClearChoice TPD - Age 40, Male, non-smoker, Stand-alone no options, ANY Occupation
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Insurance philosophy and strategies
Simplifying complexity — Trauma

@ Structure

The owner can nominate beneficiaries for any
death benefit.

@7 Trauma standard

Comprehensive cover and options for additional
partial benefits.

@7 Trauma severe events

Specific amount can be paid for more severe
and permanent conditions.

$ Other options

Affordability and cost benefit analysis e.g.
trauma reinstatement option.
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Risk advice strategies
Client engagement strategy - Trauma

Trauma - Ready reckoner

Platinum Debt + 4 x income $1,077,008

Gold Debt + 2 x income $871,504

Silver 2 x income $205,504

Bronze Medical and lifestyle $100,000
expenses ($100k)

Part 2 - Let’s Get Technical: How much is enough? ]
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Needs analysis model

TPD Base strategy

Mortgage? $333,000
(50% of home loan)

Other debt $20,000
Income replacement or top-up? $100,000
(1 x income)

Living expenses, $0
Childcare, education etc.

Medical expenses $50,000
Sum insured $503,000

1. ABS average weekly ordinary time earnings — November 2024. AWOTE $102,752
2. ABS lending Indicators for the December 2024 quarter. Average mortgage $666,000
3. www.moneysmart.gov.au — Life insurance calculator (inflation 2.5% and interest rate 3%)
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Risk advice strategies
Strategy considerations- Trauma

$ Optimal cover: Trauma or Trauma
Severe Events?

Based on affordability and sustainability the
premium saving* applied to trauma cover.

Leveraging premium savings for enhanced risk protection3

$503,000
$329,000
$174,000

) ) . . Risk assessment Cover amount Self-insured
" Death benefit nomination and estate planning

()
considerations.

()
Option 1 Option 2 Savings used”

K|

[

[é Highlight the importance of Enduring
Power of Attorney and Guardianship.

EO‘ _____ Benchmark statistics e.g. average claim’
$178,405 or sum insured? $198,714.

APRA Life insurance claims and disputes finalised (Ind advised) December 2024
ClearChoice inforce portfolio (all years) June 2025

ClearChoice Trauma standalone with no options - Age 40, Male, non-smoker
Premium saving from Life and TPD applied to purchased trauma cover

PN
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Risk advice strategies
Final piece of the puzzle

Year 1 10 year
premium cumulative

Public or Personnel

1 81/ 31 $1,425 $20,405
2 79/ 54 $1,381 $21,312
3 81/49 $1,377 $21,484
4 83 /41 $1,505 $21,699
5 83 /59 $1,446 $22,548
6 81/54 $1,510 $23,232
7 81/ 51 $1,565 $24,394
8 88 /51 $1,398 $24,697
g 83 /49 $1,991 $25,599
10 81/589 $1,705 $25,599
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Role of product research:

Premium modelling is important from a long-term
affordability perspective, with a focus on the client's
ability to retain coverage throughout the identified
time frame.

Qualitative research by comparing product ratings,
key features, and detailed policy extracts. This
approach ensures a comprehensive understanding
of the strengths and limitations.

Critical for legacy products e.g. agreed value IP

Supports informed decision-making tailored to the
client's specific needs and long-term objectives.

1. Iress: IP non-Super, Accountant, 40 Male non-smoker, age 65 $7000pm
2.  Top 10 based on cumulative premiums
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In conclusion
Risk philosophy and art of advice

* Aninsurance philosophy enhances consistency, improves client
outcomes, and provides a clear framework for product
recommendations.

» Affordability and sustainability over the agreed time frame form the
cornerstone of acting in the client’s best interests.

« Formulating the journey is just as important as reaching the
destination, it ensures purpose and adaptability along the way.

« Educating and empowering clients enables them to make better-
informed decisions about protecting their wealth and financial
wellbeing.

* Our distribution team can assist in developing or reviewing your
insurance philosophy.

» 3-part series - Life, TPD and Trauma, Income Protection - Let's Get
Technical: How much is enough?
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Disclaimer

This document is intended for adviser and internal use only. It is not to be issued, reproduced in whole or in part, or made
available to clients or members of the public.

This information is issued by ClearView Life Assurance Limited ABN 12 000 021 581 AFS Licence No. 227682 (ClearView) and is not
intended to constitute financial, legal, tax, or other advice.

This document is intended to provide general information only and has been prepared without taking into account any particular person’s
objectives, financial situation or needs (Circumstances). Any general information contained within or given during this workshop (whether
orally or in writing) does not consider any particular individual’s Circumstances. Before acting on such information, you should consider its
appropriateness, having regard to your client’s Circumstances. This information is not a financial product recommendation or an offer or
solicitation with respect to the purchase or sale of any product(s). ClearView ClearChoice is issued by ClearView. ClearView ClearChoice
Super is issued by HTFS Nominees Pty Limited ABN 78 000 880 553, AFSL 232500, RSE Licence L0003216 as trustee of HUB24 Super
Fund, ABN 60 910 190 523, RSE R1074659. All benefits are paid in accordance with policy terms and conditions. Premiums, regardless of
premium type, are not guaranteed and may be increased or decreased in the future. Please refer to the ‘Premiums and Other Costs’ section
of the relevant PDS for more information. Before determining whether to apply for or hold the product(s) you should read the Product
Disclosure Statement (PDS). A copy of the PDS can be obtained from 132 979 or on our website www.clearview.com.au/pds. If relevant,
information about the Target Market Determination(s) for this product(s) is available at www.clearview.com.au/tmd.

While every care has been taken in the preparation of this information, no warranty of accuracy or reliability is given and no responsibility for
the information is accepted by ClearView, its officers, employees or agents. Except where contrary to law, ClearView and its related body
corporates and/or its associates exclude all liability for the information relied on by any person contained within or omitted from this
presentation (orally or in writing).

Information in this document is current as at 18 July 2025. This information may change from time to time.
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Thank you

For further information, visit www.clearview.com.au
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