4

FTLife

= BRR

Financial Needs Analysis and
Important Facts Statement —
Premium Financing

User Guide

W75 T T I
HEENEHE-IRERE

P 1ER

New Business Department

AR

FTLife Insurance Company Limited

Incorporated in Bermuda with limited liability

(Brokerage Version) For internal use only

(REEARRA) EEHEAER A



Table of Contents H$%

|

. Background B£

2. Optional Products for FNA E[tEA B BE M2 &

3. Financial Needs Analysis Form BfEBEEIITERIE

4. Important Facts Statement - Premium Financing EEZREHE - (RERE
5. Affordability Check SIERETTEEME

6. Affordability Check (Premium Financing) SIERE 5L ((RERLE)

(Brokerage Version) For internal use only

(REEARRA) AR



1. Background ErEt

PRbEEETE R (T ORER L ) B BHFEES] (T155130, ) WRIERR BT &
Y NS ORMERORELIE R RAT - U a5 ARVIELEFERE ~ MBI ~ ST PRERIRE T R
EREEIFHEE RS - KR L B S AR e A -

The Insurance Authority (IA) issued the Guideline on Financial Needs Analysis (GL30) to ensure all
authorized insurers conduct proper assessment of each applicant’s circumstance including needs,
financial situation, ability and willingness to pay premiums, etc., is undertaken before any

recommendation is made in respect of a suitable life insurance policy for the customer, and that the

recommendation is based on that assessment.

BB T AR ) AT B35 AR R NS RBOREE AT ~ IR R 2 152 7e
71 K AEMEE ©
The FNA process is vital to the principle of “fair applicant treatment” and applicant should provide

adequate and accurate information before, during and after the point of sale of a life insurance policy.

I:JEI%Z » BB RORPESERSTES (T 155131, ) » BUE R TRl A SRR ORI 7 A ERT AL HA
i AN ORERFREE - (e B a5 A HERE S B B R IRl e o o

In the meantime, the Guideline on Medical Insurance Business (GL31) stated that authorized insurers

and licensed insurance intermediaries should assess the insurance needs of customers and recommend

suitable medical insurance products to them.

85130 fedE51 31 7L 2021 - 3 H 31 HEHIET ©

Both GL30 and GL31 have to be implemented strictly no later than March 31, 2021.

S5 B H i A R RIAREE I R E R E R R BN E S - (REF (KRR
EHERETE) Y 2022 4 H 1 H3HUSmEEECEEMRER A AR RERMEET
PrbgSEBS R Z BV TEEIIR - PEREOrbe AR B orbe oo A RR B ST RIRIFE 5 [ 1 AL A1 fE o
SOR - IEEEARAE 2023 /£ 1 H 1 HEEE i -

In view of the growing popularity of the use of premium financing to fund premium payment when
taking out long term insurance policies in the market, the Insurance Authority (following discussions
with the Hong Kong Monetary Authority) issues a circular on 1 April 2022 to clarify the supervisory
standards and key requirements in the existing codes of conduct and guidelines for authorized long
term insurers and licensed insurance intermediaries when carrying out their insurance operations and
regulated activities with respect to the use of premium financing by (potential) policy holders. The

supervisory standards and requirements in the said circular shall come into effect on 1 January 2023.
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it - AP ER B ER B AT R AR E R AR o T NIRRT o R AT A
LRI AR R R IR AN AR 2

Note: This User Guide intends to illustrate the mechanism and operations of the FNA form,;
intermediaries should populate the FNA form and recommend insurance products based on the needs
and circumstances of the customers rather than on the insurance products the customers intend to

purchase.
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2. Optional Products for FNA B #tA & EBE M2 E SN

i E SV RIS 24(B.0.SS)N . "WHEFTRESNER - EmlcEFR, b (FREBVE
TEDMCR/A)) — 1 - LSRR ORAY PRl 7E 2 5 75 S RIS fR B A RS B\ Rk
A PR -

Please regularly refer to “Product mapping table for FNA” in B.O.S.S and the column of “Require
FNA (Y/N)”, which indicates whether the concerned insurance plans require the FNA to be submitted

together with the Life Insurance Application Form or not.

B2 TR TRESRN - EmlicR ) b T REEASRRHHEE =) BREE
IITEIUECE/E) , — M > DL TE E G/ B R R IR 2 e & FR 1 B % R Bt ks
% 4 A FORR HEEE S 3B BRI R (FHEE IR 6 FAHRE R -

Please refer to the column of “Require to complete Life Insurance Application form Question
3(b) or FNA Question 4 (Y/N)” of the same “Product mapping table for FNA”, which indicates
whether FNA Q4 or Life Insurance Application Form Q3(b) should be completed for a specific CI
product/ medical insurance product. Similar questions have also been embedded in the Change Form

with Health Questionnaire.

RIS 280 - (B > THEERE > HRERSFER > EnlicH®
B.O.S.S: Community Service = Download Library = Other references = Product Mapping for
FNA
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Examples 5]¥-:

aTEl 3

A EM TS

Basic plan Rider Required FNA Required to complete Life
EARGTE] B PR Form (Yes/No?) Insurance Application
FHHEMEEE ST | Form Question 3(b) or
#r FNA Question 4 (Y/N)
(2/15) FEHBASRIRHFE
F=(b) S BTy
MU 2/ 4)
Platinum Term Life Plan No No
TEE ) eSS = e
20-Year Term Life Plan | Accidental Death & | No No
eSS Dismemberment &5 ¥
Rider
P ALY
CI Protector Insurance No Yes
Plan: CI 100 Protector % =
"R PRiES
& EEREEEHTH
CI Protector Insurance Yes Yes
Plan: 10-Year Renewable yss =
CI Protector
"R PRES
& . HEHE RS
MediSave Medical Plan Yes Yes
P = =
B L
Cheer Plus Yes No
AL s =
Prosperous Deferred Yes No
Annuity Plan 2 = &
W= TS
aTEl 2
Regent Insurance Plan 3 | 5-year Term Life Yes No
TR - {EZRE ) Sk | Plan yass e
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1. Financial Need Analysis Form (“FNA”) B 75353555

{ELN s B R b TR S I B R O I A LA =8
Both individual and business policy is required to complete with same set of FNA form, which

include the following 3 parts,

FHER © 8 AN ER

ZES - BRI

AED : ERERES (CEER R E SR E])
Part A: Personal Particulars,

Part B: Financial Need Analysis, and

Part C: Risk Profile Questionnaire (for ILAS products)

Part A: Personal Particulars: [ : {H A&

PE-@AWH

Part A - Personal Particulars

FAFRSFAERES LEE A Applicable for Individual as the Applicant ! Policyowner

MName :

mEHE

Date of Birth : DD MM Y

o M R RS SRR
HK / Macau | PRC Resident D /

Passport Mo. -

HAFRSHAEERS ASST Applicable for Company as the Applicant / Policyowner
Mame

¥R TR s

Business Registration [
Certificate of Incorporation Mumber :

L EAPrbs ks IR R E A &R -

Please complete all information in Part A for either individual or business application;
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Part B: Financial Need Analysis 7.2 : B TEE 5311

ZE - MEmESR
Part B - Financial Need Analysis

a) [l

b) I

c) O

dj Ol

e)

1. ETFEAERESNERLGE 7 (O] —-HRsH) - 4REH
What are your objectives for seeking to purchase an inswance product? (Please [«] one or more) — Mandatory

BTSSR MR (M - = R
Financial protection against adwersities (e.g. death. accident. disability etc.)
[l MEFEEREEABRENEN N\ EREER
Target life protection need after deduction of your existing life
protection amount

EEiEreRE (e - 2R
Preparation for health care needs (e.g. critical iliness ("CI"). hospitalization etc )
i) METFAENafEEFERENEREEREER

Target Cl protection need after deduction of your existing

Cl protection amount

BEFHEGF SR (fEREEA %)
Providing regular mcome in the future (e.g. retirement income etc.)

SEEREEME (MRENE - B4
Sawing up fior the future (e.g. child education, retrement etc.)
(i) MFRkasnEmEEes

Target savings amount of current application

(i) WHERESEHETL F@RERE
Expected target savings period to reach the abowe target savings amount

i
Investment

EB . EREZER
Target life protection need arcund

ARHKD

fmEE

ARHKD

ESfEsdy
Target savings amount arcund

AERHKD

a) [ 1-5 “Fyears

b) [ 8-10 “Fyears

c) O 11-155F years

d) [ 18-20% years

e) [1 i@ 54 More than 205 years
fi O £ Whole of life

BEE i (9T) MBS - DFEINASERNES TATRREES/ Sa8E (0E) 7 (RIV]H)
To meet your “Investment” objective indicated above, how would you prefer io manage different investment options/!

investment choices, if available, under the insurance product? (Please [«] one only)

i) O EAEMBEELAE (GERSREN AR SRRt T o BnEaee Rl nsE) AEERERRERRTY
TEEEHE M BFRE (0F) - $EERETRRELHEGHE  FEHaSERE L LEE -
| want to make my own decisions (without any professional advice to be provided by the authorized insurer and/or
licensed insurance intermediaries) to choose and manage different investment optionsfinvestiment choices, if
avalable, under an inswance product, and | am willing to do it throughout the entire duration of the target

benefit'protection period of an nsurance product

i) 0 =4 FTEESESTEEMECH T TEHRIRE TR (ng) -

| do not want to choose or manage different investment options/inwestment choices, if available. under an insurance

product

i - T ) - RINRRR R T G T s e e e R S -
Remarks: If you choose optien (i), no Investment-linked Assurance Scheme product can be introduced or

recommended to you by the insurance agent.

Hith - A
Cithers, Please specify:
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Q1 — Objective of purchasing an insurance product B 5 {708 & miy B &

1 MR8 TIEHRE TR - Ao SR RREL B i AR RS

N H R ORbe A o

The “Product mapping table for FNA” illustrates the objective(s) that each product is designed to
meet. Intermediaries should recommend products based on the objective(s) indicated by the
prospect/customer.

WFAEE A ERFEIE A SRR FET TROREN ) BEAAMER—E -

Answer should be matched to the “Purpose of insurance” question in Life Insurance Application
Form, if applicant answers at the same time.

[ 1 BETRVHBRE 7(D) BT — 3 SRIFRIE PR 5 BHERE S -

The option(s) chosen in Q1 should match to the all options selected in Q7(I) product objective(s).
If not, we would require further clarification or rejected the policy.

W N B T BRESERR - EaiiiR ) SR RHREE S
(5 v (FNA Qla(i)) - t/r N FRiimBha = EIZ AR IR -

If an intermediary recommends a product to meet a particular objective indicated by the
prospect/customer and such objective has a sub-question (e.g. “(FNA Qla(i))”) indicated next to
the v" in the “Product mapping table for FNA”, the intermediary has to guide the

prospect/customer to complete the corresponding sub-question.

(a) option #ETH(a) —

1.

WFFEIEMINFERE "B N EPRE R A ASREEEN HEAZRERE > ZHEAFR
(&R AR N E K HE 2 NS IRESHLL > R e a @t -

Where applicable, the prospect/customer has to answer sub-question (1) “Target life protection
need after deduction of your existing life protection amount”. Such target life protection need
amount should be equal or greater than the life coverage sum assured of current appliction to
ensure the suitability matched.

FERHEE A TIRPRE R A AN SRR HRE NS RERE ) 5 P AVHE TR S
ZHREEASIREFERIERAZ NSRES - 1 HEASIRERE B A
A SCE R - FEEF2EH DB RTM PE=E (MBZRES]) -
In order to assess under Q1(a)(i) the target life protection need after deduction of existing life
protection amount, the intermediaries have to understand from the prospect/customer the gross
target sum assured the prospect/customer’s looking for and the aggregate sum assured of all the
in force policies of the prospect/customer. The financial justification of aggregate life coverage
would base on the income or asset approach.

Details plesae refer to “New Business Underwriting Manual, Part 3 Financial Underwriting

Guidelines”.
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R NS IREFEBITE Ql(a)() 2 HIEASREFRZE/KC IR AR - 1 AHE R
AR R R Q8(d)F AL Z RN R AR -

If there is a deviation between the recommended level of life protection and the level of life
protection identified under Q1(a)(i), the intermediary is required to clearly explain to the
prospect/customer, and properly document under Q8(d), how the recommended level of life

protection is determined.

(b) option — #EIEH(b)

1.

WNFREEHSHORTRE " B NIRRT A R IR n B R R TR 2 | - 3% A E R
P TR E MmN B R 54 K R e PR IR PR EH AR pR T S LS i 1 -

Where applicable, the prospect/customer has to answer sub-question (i) “Target CI protection
need after deduction of your existing CI protection amount”. Such target CI protection need
amount should be equal or greater than the CI coverage Sum Assured of the current appliction
to ensure the suitability matched.

fEabtE N DBERB R A AR ORRE AR 0 AR IR TR 2 B T AR T R
LR E G RIRIE TR R L e RORIESE - 1 H ARG R IR IR FR B W e Pl f i A
RUABCEERS - FEEHSH TR =G (B ZARTES]) -
In order to assess under Q1(b)(i) the target CI protection need after deduction of existing CI
protection amount, the intermediaries have to understand from the prospect/customer the gross
target CI coverage the prospect/customer’s looking for and the aggregate CI coverage of all the
in force policies of the prospect/customer. The financial justification of aggregate CI coverage
would base on the income or asset approach. Details plesae refer to “New Business
Underwriting Manual, Part 3 Financial Underwriting Guidelines”.

Rrretas] 31 280K - BE P EEO)EHEBRRERE - P 0HEBIERE 4 LIEY]
R Pl ~ (eI ek S/ B R E A -

To fulfill GL31 requirements, if client chooses this (b) option for the buying objective of
healthcare need, it is mandatory to complete Q4 to specify the need, such as living benefit,
hospital income and/or reimbursement.

WG IRIEERBTE Q1(2)().2 H G EIRIE R KPR A Fes -ty AVH R
JFIERE R R R Q8(d)F AT 2 RN R AR -

If there is a deviation between the recommended level of CI protection and the level of CI
protection identified under Q1(b)(i), the intermediary is required to clearly explain to the
prospect/customer, and properly document under Q8(d), how the recommended level of CI

protection is determined.

(c) option — #EIH(c)

1.

o AR L H AR R e o

The intermediaries should recommend product base on this objective.

(Brokerage Version) For internal use only

(FREEARRA) FEHEAETE A



(d) option — #EIEH(d)

1.

WM - FEREBEIIREG) RN R BERGEE ) R Gi) T H R
EWILIEZZRDL FEE B -
Where applicable, the prospect/customer has to answer sub-questions (i) “Target savings
amount of current application” and (i1) Expected target savings period to reach the above target
savings amount”.
FERHEE A TE NI EREE 2, & T B EEEHLUE R EEE B
éﬁ o W i NS E R NGRS AR (B0 HEFEFIGRIR) - SHHEER#S E 2
HET ARG EH - R AN —EEES HE - 2 Ejﬁt—ﬂ{nﬁ%ﬁfﬁ‘%’“ﬁz
Eﬂé °
In order to assess under Q1(d)(i) and (ii) the target savings amount of current application and
expected target savings period to reach the above target savings amount, the intermediaries
should first clearly identify the prospect/customer’s saving objective(s) (e.g. child education or
retirement). For a particular saving objective, the intermediaries have to understand from the
prospect/customer the gross target savings amount the prospect/customer’s looking for and the
aggregate savings amount of all the in force policies of the prospect/customer. In case the
prospect/customer has more than one saving objective, they should be assessed separately.
FERIEE N MRS 2R E E R B - NIL > () HEGEES SREF S LER =R
o (i) HEESHORESHNREGTE - SR JMTATREZ0RE P R/ HE S
IR AR -
In normal circumstance, clients have to pay full policy duration premium for reaching a
positive return. Therefore, we should pay attention if the (i) target savings amount of current
application is greater than full policy duration premium, and the (ii) expected target savings
period to reach the above target savings amount is greater than the years of payment years. If
not, we may require client or agent further explanation on the applying rationale.
W & FREL R Q1(d)() . H A& 8 R/ Bk & R HIEL Q1(d)(i) B IR REEE 1]
RS - oy A )2 OB SRR R Q8(d) ks it 2 SR IR SR
If there is a deviation between the recommended level of savings amount and the level of
savings amount identified under Q1(d)(i) and/or there is a deviation between the recommended
savings period and the savings period identified under Q1(d)(ii), the intermediary is required to
clearly explain to the prospect/customer, and properly document under Q8(d), how the

recommended level of savings amount and/or savings period is(are) determined.
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(e) option - #ETH(e)
1. HEERE AR ORba e a3 (a) S (e) BRI -
Apply ILAS product must choose this option, and at the same time (a) option.
2. BRI R EAE A R E T BE R I (e) R MM JHAE IR RS R R R i)
Some non-ILAS products may also be eligible to choose this (e) option and in such case option

(i1) needs to be chosen in sub-questions.

3. WIHHGEREMEORIR A SnEI DI RE B 1R i) T A AR B B R T T Y

AEFCESEE /| EEE (WF) - o HEFRHESE -
If apply ILAS plan but choose subsequent question of option (ii) “I do not want to choose or
manage different investment options/investment choices, if available, under an insurance

product”, the insurance company would reject the policy.

(f) option - EEIH(T)
P ERAT M IHRR B H B EOR/ AR - Bk B E B H AR ORI — R -
Customers/prospects may specify their special objective(s)/request(s)/need(s) in QI1(f), which

will be subject to further assessments by New Business.

(Brokerage Version) For internal use only
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2

BT e LR = o o sk B MR ) B R SRR REEE S T (T[v]—H)

What is your target benefitiprotection period fior msurance policy (consider basic plén andlor rider)? (Please [+] one option)

W1 ®E®a, b, c. e B SHEFEEE
Mandatory to complete this question if answer option a, b, ¢, e or f in Question 1.

a) [ 1-5 years b) O 8-10% years c) O 11-15 Fyears
d) O 18-20 Fyears e) O i more than 20Fyears ) O &% Whole of Life

Q2 — Target Benefit / Protection Period BfEFZ2S / {FIEHH

1.

N5 R 1 (), (b), (o), (e) R/=() - AFRIEIZEILFRE(2) - AE R IRH 3R EAE A
At E R IOoRME - RICUFE R ot -

If the prospect/customer indicates (a), (b), (c), (¢) and/or (f) option in Q1, applicant is mandate
to complete Q2 with consideration of target benefit or protection period in basic plan or/and

rider(s), whichever is longer.

Examples: {1~ :
- HHEESTHE 168 NGRS 10 4F) » HppfEI A48 > ZFFREERE o) il 20 5
f) &5
- Apply HC168 Plus “10 years” payment term which the protection period is “whole life” =
Should select “e) >20years” or “f) Whole of Life”

- AR/ PRIE B IRE Q2 - FARA 2/ PRIEESH LB = 220 - Ty AVHRI R P R

BRI R Q8(d)F ke s 2 JR N F R -

If there is a deviation between the recommended benefit/protection period and the
benefit/protection identified under Q2, the intermediary is required to clearly explain to the
prospect/customer, and properly document under Q8(d), how the recommended

benefit/protection period is determined.

- FOFEPRIEE fn 2] S/ PRIEHATHIRE Q2 2 BEfE Ryl > HERIRF ez

If the product applied has a benefit/protection period shorter than the answer indicated by the

prospect/customer in Q2, the application will not be accepted.

(Brokerage Version) For internal use only
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3. WTFRRHEESE N
Your ability and willingness to pay insurance premiums

A} & A Income

31 AR (Al HERE )
Income source (Please [«] one or mone)
a) [ & Salary b} O &5 A Imvestment c) O # & Il * Rental ncome
dj [0 % F Household income &) [ FiE Offwers:

a2 EEMEM - MTRERE GRS (ERDEER) SnEEERW AEFHKD
Average monthly income (from all sowces incduding income from liquid assets)
m the past 2 years

a3 BEREA - MFESEAMFTEEREERELAFRT IFFNEE B ERET TR AERHKD
Average monthly expenditure (including FTLFe and other insurance companies

policies’ premium and repayment of the loan faciity for premium finanging) in the past 2 years

24 EREREEN - R TEMERERFAaEEREERERSUSETRAWANLEER (R[] H)
What percentage of your monthly disposable income would you be able and willing to use to pay for the insurance
premium and repayment of the loan faclity for premiuem financing thoughout the enfire term of the nsuance policy
{Flease [+] ane only)

a) [ 4 Less than 10% b} O 10% - 20R% c) 0 M%-30%
dj O 31% - 40% &) [ 41% - 50°% fi O HiEMore than 50%

i SATRAR A=SAF5RAGI2) - EAFEEE(G3.3)
Note: Monthly disposable income = Average monthly income [G3.2) — Average monthly expenditure (G3.3)

Bl S8 6 Liouid

a5 iR EE R (F]- R E )
Liquid asset source {Please [+] one or mone)

a) 1§ Sawngs b} [ 2§ Inwestrment c) O M4 Cihers:

H ADEEEETALERPRRLINEE - DR - 71 - AMERRES
Hofe: Liquid assets are assefs which may be easily tumed into cash, such as cash, deposit, forsign currency and stock efe.

36 e ] FEREHKD
Met iquid asset amount

- AP s - xPEERLSRIRADA I (FN: RSN ERAERE)
Hobe: Net liquid asset amount = Total liquid asset amount - Liquid liability amount (Example: Credit card and personal loan efc)

ar TR S AP - T R RO B - G EERT T E R R - (e R A R
% A (B [v]—5)
Vihat percentage of your net Bguid ggaet would you be able and willing to use o pay for (i) the insurance preminrm;
(i} out-of~pocket premium portion wnder the premium financing faclity, and (i) repayment of the lean faclity for premium
financing, throughout the entire term of the insurance policy (Please [] one only)

) [ 47 Less than 10% b} O 10°% - 20°% ) 0 21%- 30%
d) O 31% - 40% e} O 41% - 5% f) O #2iEMore than 50%

C) EW#E Premium financing (T T TRETERNE - ATFRESLEH)
Skip this section if you do not intend to underge premium financing)

1B HFEE ) PERERELBFERT HEEMESSLEERTIRIED T EAERARY. i) S TFERTEEE
B D 2 (S (R B R AR R )
Dio you i} hawe any inforce insurance policses (with premium financing faciity wsed to fund the payment of premiums) in
FTLifie and ofher inswance companes; or i) have any
premium financing facility apphcations cumently in progress{exchuding the cument insurance application )?

[ # Yes WE - AR R RTINS E S8 (R R AEREHED
I yes, please specify the cument cutstanding loan principal amount of the
premium financing facility {excluding the cument insuance application)

O =+ No

3 O M RO ARERE R E R AR T SN TR A -
‘ou understand the risks associated with payment of insurance premiem using premium financing (3= below) and have
considered your affordability.

W RS B LA B B R - SRR T S AREEE - O S EEREERE
¥You are able and willing to use income and Biquid asset bo pay insurance premium and understand the necessity bo resene
funds fior the expenses associated with the risk of ncrease of loan interest rate.

(Brokerage Version) For internal use only
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It’s mandate to answer Part A income and Part B liquid asset, but Part C premium financing is
only required to be completed if applicable.

2. HEEMr RS A ZWA KRB EER AES > TR tRENRE
The question is designed to obtain the information for the affordability calculation and type of

income / liquid asset applicants hold.

A) Income W& A
Q3.1 [E 3.1-
L o AT RS TR AT » BERR S ~ RERUA - FLEMA ~ S -

Applicants can choose one or more options for income sources from any aspects, which may

come from salary, investment, rental, household.
2. WIEFEE AR RE FRECRIR A - A28 (a) HiE -

If client currently is housewife/retiree, it’s not accepted to choose (a) option — salary.

Q3.2 fiE 3.2—

I HFEAFEFBEMFNEBARARARE (BfREEEWA) BEHFEE AU
A o BB AR EFEEAIRr & ~ 1041 ~ e RoRAs  RErE R A B EATR
HEBUA ~ SR AFFAAE -

Applicants should fill in the “average monthly income (from all sources including income from
liquid asset in past 2 years. “Income from all sources” include but not limited to salary, bonus,
commission, allowance and “Income generated from liquid asset” include but not limited to
rental income, stock dividend, interest from bank deposit.

2. HERAFEREFFERANZWANERERETEEBA - REERHE 3.2 th 2z A A 0rkE
HHEE RN Z W AR BEL S -

The answer should normally be higher or equal to the application form earned monthly income,

which exclude those income generated from liquid asset.

(Brokerage Version) For internal use only
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Q3.3. fHH 3.3—

1. HEEAFREHEEZWENTASH  GiEHS S HE ARSI COEE - Ea%)-
SEAER - A msH M IR A S RE IR K e R E SRGE(F B E BN 24
FREEYS) o FEE - ATICIRHEE 2 IR KRB R E SRGERCN BN -

Applicants should fill in the “average monthly expenditure in past 2 years from all sources”,
including expense for rent, daily living (transportation, dining), children education fee, premium
and repayment of the loan facility for premium financing on ALL existing policy(ies) in FTLife
(which will be checked against FTLife’s records) and other insurance companies. Please note
that current application’s premium and premium financing repayment amount should be

excluded.

Q3.4 [HfH 3.4-

1. FHTHAHBRAEER R 3.2 SiE = 3.3 #{E
Average monthly disposable income is calculated from Q3.2 — Q3.3

2. IERTREEORE PR ARG BN RES S BB ST I R S AR Bl s SRS 5 H AT 8l
FABCAHIEESS - EEESR T E T R A ERE
This question seeks to collect the % of monthly disposable income the prospect/customer is able
and willing to use to pay for the subject application’s insurance premium and repayment of the
loan facility for premium financing throughout entire term, and we will use the data for later

stage of affordability calculation.

B) Liquid asset JiB&E
Q3.5 [Hi#H 3.5~
l. RENEEIEASSEBZERE  EREEARIEITER ~ SME RS -

Liquid asset means those assets can be turned into cash easily, including but not limited to bank

deposit, foreign currency and stock

Q3.6 A 3.6-

l. FBFEEEAFREIEE 484 - BIRERE 3.5 NZ FTA R EEHIBRFTA REafE - #la
{EREAE R ~ FANERRRE S P 45 R EE -
The net liquid asset amount refers to the amount of all types of liquid assets as indicated in Q3.5

deducting all liquid liability such as credit card, personal loan and overdraft account balance etc.

(Brokerage Version) For internal use only
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Q3.7 [H5E 3.7-

1.

IR EOR % PR S B e 40 BB HI RS ~ (REREE NIVE (T IRE S8
PRERIE ERCERUEFRENEENLLER - LR R &R

This question seeks to collect the % of net liquid asset the prospect/customer is able and willing
to use to pay for the subject application’s insurance premium, out-of-pocket premium portion
under the premium financing facility and repayment of the loan facility for premium financing,

throughout entire term, and we will use the data for later stage of affordability calculation.

C) Premium Financing (& RIE

W% S R B RS 5 [ R [HE 3.8 f2 3.9 -
If client intends to undergo premium financing in this application, it is mandatory to complete Q3.8
and Q3.9.

Q3.8 fifiiE 3.8—

1.

F B HEAENE B R IR A B A A A RO AR B Rl E SRS 557
(HORE IR ER (8 B = i N 2 SO BREL ¥ BUEAE B B T Ay PR Ml s S R 55 (LE PRl B R
A0 > A - FEIEIRE FR R A R R R E B AN

Applicant is required to declare any existing inforce insurance policies (with premium financing
facility used to fund the payment of premiums) in FTLife (which will be checked against
FTLife’s records) and other insurance companies; or any premium financing facility
applications currently in progress (excluding the current insurance application). If the answer is
yes, the Applicant is required to provide the current outstanding loan principal amount of the
premium financing facility (excluding the current insurance application).

BRI ERTE] > P RAZFRBE R RMEERERE S AeS8 - FHE
SR R PRERNE Z (REERE - SRITEREE R IR B R PRSI & (H{E Z K4y 7-8

Ak e NI - AR E R F R A SR E IR AR E B RS S A S
S R R RNE 2 (REE 2 II0RE: - B nHECRE S A BIERE DA = HA0RE -
According to the financing model, the applicant’s net liquid asset amount after deducting all the
current outstanding loan principal amount of the premium financing facility (including any
premium financing facility applications currently in progress and excluding the current
insurance application), have to be greater than the total premium of current application. The
bank financing amount will refer to day 1 policy cash value and thus commonly loan around
80% of policy total premium to the customer. The affordability checking is to ascertain if the net
liquid asset after deducting all the current outstanding loan principal amount of the premium
financing facility (including any premium financing facility applications currently in progress
and excluding the current insurance application) is greater than the total premium for the entire
payment period of the subject application. It can ensure client is justified to support the

premium of the subject application for entire payment term.

(Brokerage Version) For internal use only
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Q3.9 [H7H 3.9-
1. FEREEEIEH D & P I O (RE R A 2 AR -
Prospects/customers have to tick this option to confirm that they understand the risks associated

with payment of insurance premium using premium financing.

(Brokerage Version) For internal use only
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FREESESEE - M E1SAD - SSEFHEEE

Tangst Heathcare Meed - Mandatory to complets thic quection M ancwesr opticn & In Guseton 1

ERTHEEELEINENERERDSET FEMEINEE - AT ESE

(1 AEEH)
H you are sonsbdering oritical lliness and:or medisa

a1l SRR RYERER

Proaduct providing Income subsily during Respital confinement

b0 EEERER NS

Prosduct redmburse medical expense for hospEal oonfinemseni
ch [ AT R ok e T TN R AR
Product paying & pre-diefined amount of Iving benefi upon confrming specific condBons or undergoing cemfain reatments

a0 Mg - ISR
Others, Please sparify

nsuranos produciic) fo mest your ocbjectives In &1 abowe, what typeis]
of e following critical Iiness andior medical Insurance produch's] will you consider o purchase? (Flesse [ ] one or mone)

T o o O O

Q4 — Target healthcare need HfEEX R {8 RE

WEFAERRE | SR EEE T EMRERAREREE (WER - ER%) ) HEERERE D

HYERE - MAEE R -

This question is mandatory if the customer/ prospect has selected option (b) in Q1 (i.e. indicating

“preparation for health care needs (e.g. critical illness, hospitalization etc.)” as an objective in

seeking to purchase an insurance product.

A T IBREONER - ERicE ) ShEEEREEREL FEEEE  flT
The “Product mapping table for FNA” illustrates the main objective a specific CI/ medical

product is designed to meet, for example:

Name(s) of CI/ Medical Main Objective of the Product as shown | Corresponding
Insurance Product(s) in the “Product mapping table for FNA” | Option in Q4
IERZE S et "WBTRES RN - ERICEE i 4 2

N EEEHEE BEIH

“MediEase” Hospital Cash Plan | Product providing income subsidy during (a)

TR (EREERERIEETE] | hospital confinement

(B BARET Ay PR 3 AR 7

MediGold Plus Insurance Plan Reimburse medical expense for hospital (b)

TREE R ) RGBSR IRIEETE] | confinement
"TopCare" Medical Insurance B E A e EART B R A AV ZE
Plan

DEEROR ) BRI ORI T
Health@ZEase Critical Illness Product paying a pre-defined amount of (©)
Protector living benefit upon confirming specific

"EEES | EEERIERTE conditions or undergoing  certain
"HealthCare 168 Plus" Critical | treatments
Illness Protector

(Brokerage Version) For internal use only
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5rRE 168 ) ERIRIERTE] | AEMERRIEE S SR E VAR 0 S
(hn5EkR) (TRER AR SR i

3. E N AWBE NEFIEEE  NHESE T BRI RN - EnliE ) R
A1 ZHER - R e B R ORb 2 cn (A T B/ TN M EE R T S TR 4 F 5
JEFCPRAVIE = B/ BB S b i S A
When assisting prospect/ customer in completing this question, intermediaries should refer to the
“Product mapping table for FNA” and follow the same rules of FNA Ql, i.e. type(s) of critical
illness/ medical insurance product recommended (basic plan/ rider) should be an EXACT match
of the type(s) of product the customer/ prospect indicated in Q4 that he/she is considering to

purchase.

BI7 - A SRR 4 B () K (b) > T NS VR & A St B AL
BV TRl ) (ERR e rrEs BTGB () & T B OR ) B ORIER T EI(FF & EEH (b))

A RE S M HEA AT 5 (2) S (b) 2 ZE AnE R 2 FE dnoRAE ElTE (2) 2 (b) » 5HIERE 2R N

For example, Mr. A has selected options (a) and (b) in Q4, the intermediary may recommend as
many products that exactly match Mr. A target types of product as appropriate (e.g. “MediEase”
Hospital Cash Plan (match with option (a)) and "TopCare" Medical Insurance Plan (match with
option (b)), but not deviated from, more than or less than the objectives as indicated by him. For

details, please refer to the illustration table below:

Types of critical illness B dRELEE NREBE S E A S
and/or medical insurance Acceptable Unacceptable

product Mr. A will Recommendation Recommendation Combination
consider purchasing to Combination X

meet his healthcare v

needs:

A SR E S
DI G HEEFIRERZE

(@) (EBeHARIEY B 03 | "SR ) (EReBerriE | T OERRRE ) e ORI
R i ST EI(F &) EEEIH(a))
Product providing “MediEase” Hospital Cash “MediEase” Hospital Cash Plan

income subsidy Plan (match with option (a))
during hospital (match with option (a)) +
confinement + "EEHES ) fEERRERTE]

(R A SefEiH BER (o)

(Brokerage Version) For internal use only
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(b) EREHEGCIAR | " BEER ) BEREREE Health@Ease Critical Illness

R FHVEE on (FF&EEH(b)) Protector

Product  reimburse "TopCare" Medical (option (c) is not selected by Mr. A)
medical expense for Insurance Plan FemEEE | R SRR E
hospital confinement (match with option (b)) (N R EEE®Q))

“MediEase” Hospital Cash Plan
(only match with option (a))
TEERR(E ) (R IREETEI(RT
EEIH ()
“MediEase” Hospital Cash Plan
(match with option (a))

+
TR ) R B
(RFEHEE(b))
MediGold Plus Insurance Plan
(match with option (b))

_|_
"5FRE 168 fERIRIERTE] (D5
i)

(HA A o @ A5 (0))
"HealthCare 168 Plus" Critical

Illness Protector

(option (c) is not selected by Mr. A)
FR R VR e a4 Eand ] RS E 2 AR - LA 4
Rl > (S E A m s R (R SRS TEIE T B IR B ORbERTE] > 20
AR E it 2 A EE T n i o

As long as the above product recommendation principle is strictly adhered to, there is no specific

restrictions on the final selection of the product(s) by the customer/ prospect. Take Mr. A above
as an example, it is up to his final decision to whether purchase either or both (or even none of)

the products recommended.

4. FFANEEE (d) BERVVHER I EFR S EOR K R R R R i L FEAE - AR R e
BB R R -
Customers/ Prospects may specify their special request(s)/ need(s) with respect to the type(s) of
critical illness/ medical insurance product by selecting option (d) in Q4, which will be subject to

further assessments by New Business.

(Brokerage Version) For internal use only
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5 HMiEEETE-SARsRA REREARLST
Required coverage amount - Applicable for Company as the Applicant / Policyowner

51 KREIIF AN (ERAREERRE)

Average net profit of the company of the last 3 years (Applicable to Keyman Insurance)

5.2 (FEEFRATHAS (EEREERE/ EEER)
Average monthly salary of the (proposed) insured {Applicable to Keyman Insurance /
Employee Benefit)

53 (EVFFEAMELRTIRESELERFREE (HARKERR)
Current value of company shareholder’s share in the business of the (proposed) insured
{Applicable to Shareholder’s Insurance)

FHEHHKD

AEHHKD

AEMHKD

QS5 - Business policy: Coverage amount required F£{=fs : PrR{EEEE

L I HIR A2 B E RN RIEEZ R AP H #r R A FI AT 3 P 4IR) ST RA FIE
R S Orba PRI BRI B PR AR (RN 22 B PRl BAEAE) - BB RE &

YERET R -

This question obtains the financial information (e.g. monthly salary of proposed insured,
company average net profit in past 3 years) from different approaches of business policy (e.g.
employee benefit / keyman insurance), so that we can have financial calculation on the

justification of the amount of sum assured offered to the policy. It’s not in the scope of

FNA for affordability checking.

(Brokerage Version) For internal use only
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ETAREZNRENENRER - FEEA) EHEFVARERE =l B) SR/ BRU(RTv]—H)
Your ability and willingness to pay for an insurance policy — Please select either A) Regular pay / premium financing or B)
Single pay / Prepayment (Please [v] one only)

6.1 zﬁT %”&f% SAREFEEEEL SR /SRR ZHFRER / MREREETERNFHS ? (RA[v]—H)
For how long are you able and willing to pay premium and/or repayment of the loan facility for premium financing for an
insurance policy (consider basic plan and/or rider)? (Please [+] one option)

a) O % less than 67F years b) O 6-10%F years c) O 11-15 Fyears
d) [ 16-20 Fyears e) 1 #i more than 20%Fyears f) [ 25 Whole of life

6.2 W TRAERAL -
If you are a wage earner,
0621 RIEABRERTE @ 65m o BRI (WERA)
Please specify your target retirement age: At age 65 or age of (If applicable)

0622 MEARKEBMNRER/ KEBVEEHER - FLREL TR (A[v]—EXZE)
Please specify your source of funds if you have to pay premium and/or repayment of the loan facility for premium
financing after retirement (Please [v] one or more):

a) [ {#% Savings b) O ##E WA Investment income
¢) O £ A Rental income d) O R E/EEZ/AEE Pensions/MPF/ORSO
e) (] KA Others:

Q6 — Able and willing to pay insurance policy fRE X {REHE 1 & EBE

3R AARIB L ORI 7 URBIE H oo —IH A)E IS /PR B R & B B)— XM PR
Applicant is mandatory to complete this question and identify if this policy is A) regular pay /

premium financing or B) single pay / prepayment.

Q6.1 fisifE 6.1-

1.

HEE N\ TR 1B RES KBRS (T PR R R B R SRR -
Applicant is required to acknowledge the duration able and willing to regular pay the premium
and repayment of the loan facility for premium financing for insurance policy.
—BFRR S A A B R/ B I PR S SNl A £ Ry €
The answer should base on the longer period among basic plan and/or rider policy payment year

WE AR L Z S R R B R E SRR I EE R N Z B R w4 H R A 2

If the product applied has a payment period or loan tenor of premium financing longer than the

target payment period indicated by the customer, the application would not be accepted.

Q6.2.1 fHRH 6.2.1-

1.

BEFTRE AR R aE AR ERR AL - SRSt R a B o B AHEE N HE
FRIREHR - RIRFEHR TR Ry 65 Bk ©

This question only required to complete if applicant is a wage earner. The information is
important in affordability calculation. If client does not indicate the retirement age this question,

we would default the retirement age at 65.

(Brokerage Version) For internal use only
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Q6.2.2 fHRH 6.2.2-

1.

FREE N AT PR MR AT R M IRERIE B RUERK > WA[EE IR INE 2 BBk
MR e AR EA - MHERIAEIRE AR - B AR R g & AR E R
This question required to complete the source of fund after retirement if applicant need pay for
insurance premium and repayment of the loan facility for premium financing after retirement.

Application should specify the source of fund if selected option “other”, it will be subject to

further assessments by New Business.

(Brokerage Version) For internal use only
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7. EnEE-SEEE
Products Recommendation — Mandatory
BEMATLIMEE  FERAEQEM TR THREERNER (EERRAEMERHNES)  HODsETERESNESRR
EETHERE
Based on your answers to the questions ahove, the Insurance Agent concemed has explored the following insurance options (as
available to the Insurance Agent) to meet your objective(s) and needis)

gl == 0 gl g D3 =

5 P s on = .1' I 0 h‘. e d C
a) BEMTES HH#EE (M54 - £ - BES) Financial protection against adversities (e.g. death, accident, disability etc.)
h) BEABEFETE (&% - £RS) Preparation for health care needs (e.g. crifical illness, hospitalization etc.)
c) ExRFEHTEAKA (MEAKASE) Providing regular income in the future (e_g. retirement income etc )

e) %% Investment
f) FEfk - FiR 8 Others, please specify

) EEigsal) () SHER () =FEED ()
Objective (Refer Q1) Product recommended Product selected
(FLHENEP—BER - TR RETRER) (Please + )
Must introduce at least 2 different preducts for a minimum one of the
AlBlCc|D|EI|F selected objective(s) of Part (1))
go|jo|lofo|o O
go|jo|lofo|o O
g|o|jo|lofo|o O
g|o|jo|lofo|o O
go|jo|lofo|o O
go|jo|lofo|o O
go|jo|lofo|o O
g|o|o|lofo|o O
Background of Option Test in GL30 30 35 5 HIE

=

fRIZFES[ 15 SIS R H g AT e HE
BRELHIEE A F Ry 5 e 380

For the purposes of GL15, whenever an ILAS policy is recommended to an applicant, a participating

& H PR - AR RS TR

a

policy that meets the applicant’s investment objective should also be provided to the applicant as an

option in accordance with the relevant requirement under GL15.

[FEIRARIEFES 16T - EARIEHES (3058 sl B o3 AT & - S PR R ] [ FH 5 A e s -
R EIRT s o —PRbe S B Z Al B e ARSI 2 an B FH B A\ ME B 5 BB I8ETH - BRIEME
PR b I At OB R R R EE A o AEIEEL N o MBI B OV AT i A
Also, for the purposes of GL16, where following an FNA process as required by GL30, a licensed
insurance broker should recommend an insurance product to an applicant, the licensed insurance
broker should also provide the customer with at least another insurance option from a different
authorized insurer that meets the customer’s needs and circumstances. The only exception to this
would be where the licensed insurance broker concludes that there is no other insurance option
available to the customer. In this exceptional situation, the licensed insurance broker should
document its justification for reaching the conclusion that no such other insurance option is

available.

(Brokerage Version) For internal use only
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Q7 — Recommended products (Option test) ZE L CGEIEAIED

B RREBAERT STET RSSETTRIERE T R ] DU TR = -
In FTLife, we adopted same approach as previously completed for option test, which follow both GL

statement and option test requirements.

1.

FE(DIR T 2 S RS T IR RS - EmbcER, FFEOMZ BEE -
Product objective in (I) should be consistent with the objective(s) that the corresponding
product in (II) is able to meet with reference to eligible option found in “Product mapping
table for FNA”

W B VL EE A —(E bR B R >/ SE R RN [F] 2 ORbe s n B R 3 B89
Refer to applicant’s selected product objective, there must have recommend at least 2 insurance
products for minimum one of selected product objective for applicant to choose.

&R A OREE - WVA[EIF R AL PR B A A

Apply ILAS product must recommend another PAR product.

B R EE /R B (LD AR EE R 2 2 A ] -

The selected product in I1I should match the final applied products in the application.

(Brokerage Version) For internal use only
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8. iR AfREAEEER)
Evaluation results (Complete by Insurance Agent)

BEEFANSBERESE - BSHRE - "BRANA - FESAENNER  REHIFRHESKH  REAE
N EAEEAERERT  TATAETTERENAESSELEFTE - BEAS Eﬂfﬁﬁim
According to customer's total protection needs, liquid asset, dispesable income, willingness and ah|I|ty to pay premium with suitability
of duration payment, the Insurance Agent clearly explains to the customer and properly document how the recommended level of
insurance protection is determined, with affordability assessment and evaluation of product suitability. Customer understands the
evaluation result as follows:

GE4=F

ERRLTZED

J]ll

a)l BNESFAEAAREIRAETANTE
The product(s) introduced isfare affordable and suitable for the customer's needs

k) O #ATRERERRENEERE - AERE AREST A SN SR A RE)

(HH)
The recommended protection amount is less than the total protection needs as the applicant/policyowner has other financial

planning or other reasons of (i) (if any)

cd ETOREFREREREE  EERFARERFTATELANPEEESEAREQ -

(FF)
The recommended savings amount is less than the tofal savings target as the applicant/policyowner has other financial

planning or other reasons of (i) (if any)

dy O HibsF b
Other evaluation:

08 — Evaluation Results gF{H4E 8
MBS N 2 RIEERE ~ UL A SORBIE KR SRR ~ S RERE I B o KB %
ST S M R EYERE TR -

After the walkthrough of FNA in accordance to applicant’s protection need, source and amount of

income or liquid asset, willing and ability to pay premium, it came to the affordability and suitability

assessment.

(a) option #ETH(a)-

I HEIEHEEER TR WA E G EME R AIERE T I5F M ST ORHEE - WIJHIETE
BEIE - MBS RRE T Z BIERE IR IR - HOREE A S MRS - DA
(D - S EE R FrE R gL (E R EE -

This option must be chosen for the completeness of FNA with affordability and suitability
matched and proceed the application. Affordability must match under FNA assessment.
However, if the suitability is mismatched, please state the type of mismatch with reason in (d)

option and underwriter would assess with individual consideration

(Brokerage Version) For internal use only
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(b) option #EIH(b)-

1.

W Ql(a)()EX Q1(b)() H IR E RS IS N FBUE A IREEH - WHERRILHA
AR A EA AR 2 RSy Q8(b)(i)ah BHEA IR IA -

If the target need amount in Q1(a)(i) or Q1(b)(i) is greater than current application Life or CI
sum assured, it’s required to choose this option which illustrate the applicant will have other
financial planning or other reason as mentioned in Q8(b)(i)

MR 20 Ql(a)(i)EE Q1(b)(i) H AR E AR RN A8 NS BB R R - R
gz -

Conversely, if the target need amount in Q1(a)(i) or Q1(b)(i) is smaller than current application

Life or CI sum assured, we would not accept the application.

(c) option #EETH(c) -

1.

WIFE S = T (FE MR Q1d(i) B ARG E HHN A N L IR R E S AR K R
QU(d)(i) HARGEE 28 - WERRILIH » WA HA 522 HF et Q8(c)()ai A HAt
If the total surrender value in illustration (all year(s) total surrender value in the duration) with
reference to Q1d(ii) target saving period is less than Q1(d)(i) target saving amount, it’s required
to choose this option which illustrate the applicant will have other financial planning or other
reason as mentioned in Q8(c)(1).

WIFE A = T (FE MR Q1d(il) B AREE E HA T —(EFHAN) iR IRt g S B m R
QU(d)(i) HAREEE 2R » HEEAI A T -

It’s acceptable if the product return is greater than expected if the total surrender value in
illustration (or any one specified year in the duration of total surrender value) with reference to

Q1d(i1) target saving period is greater than Q1(d)(i) target saving amount.

(d) option #EEIH(d) -

1.

TR FE i ORI AR 3 & FREE R Q1 P92 H AR ORI AR (5 & BE /KT L PR 2 S R/ B e
anPRIEAEHA/ G EFHABITRE QU/Q2 Z fRIEFHA/F & F R R A5 - th/r AR
(5] %5 R REAH R 2= 22 A R Q8(d)E ThI A Il i ot O P/ (ol & A S SR IR AR Y/ Rl & A
W2 JR N R AR -

If there is a deviation between the recommended level of protection/savings and the level of
protection/savings amount identified under Q1 and/or there is a deviation between the
recommended protection/benefit period and the protection/benefit period identified under
Q1/Q2, the intermediary is required to clearly explain to the prospect/customer, and properly
document under Q8(d), how the recommended level of protection/savings and/or recommended

protection/benefit period is determined.

(Brokerage Version) For internal use only
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2. WEFEREDICEHEETEI(ILAS) A& HEE QUGS B » WAERE 8(d)H i
PIEE AT EI(ILAS) 1 HY 3%, 6% R IR E &4 -
If the prospect/customer applies for ILAS to fulfill saving need under Q1(d), it’s required to
state the total surrender value of ILAS product of either 3% or 6% in Q8(d).

(Brokerage Version) For internal use only
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4. Important Facts Statement — Premium Financing EEEREIHE - RERE

RBGRESEEER (THREF ) 72022 £ 4 7 1 HE#H 2w

ALRERMEL AR AR DHAEHE MR EEE frJr*“EﬁE PRERNE

According to the Circular issued by the Insurance Authority (IA) on 1% April 2022, effective on 1%

January 2023, the Important Facts Statement — Premium Financing is required for insurance

application with premium financing

BEREIE - (REMEEREIL N =50
Important Facts Statement — Premium Financing includes the following 3 parts,
FHED © BRI R
ZHEL A/ RR NE
PR FrR Rk 7 AN

Part A: Important Notes & Implications,

Part B: Declaration by the Applicant / Proposed Policy Holder, and

Part C: Declaration by the Licensed Insurance Intermediary

S - R R E
Part A: Important Notes & Implications

R BEA W A R B\ AR B B R B R AR 15 THEE SR R &

Broker shall explain 15 important notes & implications of premium financing in Part A to the

Applicant.

ETERRR BT S AN
SOME IMPORTANT FACTS YOU SHOULD KNOW
HE IR AN -

Please read carefully before signing.
B R AR ERBR R T AR R R @ R TR T AR -

Your licensed insurance intermediary should clearly explain the following to you.

FE . SEFHAKRFEE Part A: Important Notes & Implications

1.

HESRERE  RERER BERERETE - BEMERRRA  MEXFEIFUZNTARRREBRE ( [RE] ) HiFE -
EREETAEANZTXAT S RERTEABRREETERS -

What premium financing is about: Premium financing is an insurance funding arrangement whereby you, as the proposed
policy holder, berrow funds frem the lender to pay for the premium of the proposed life insurance policy (the “Policy”) and in
doing so, you would assign all or part of your rights under the Policy to the lender as collateral.

BYNZHEH  FRERERE TEERH 7ENEYEH  BLECTERETEERRBAERAR ( [REAA] ) ZHH
REBEHONH—F5 - FERARANTESFAHINREEZRENENHFZ— E&I:’I'xETﬁigrﬁﬁﬁﬁ%&TE‘JAﬂﬁﬂiﬁ%#ﬂﬂ%ﬁ&
@A (RIBAHTER) AR - MEFET EERERMAIS E R - EREERs -

Stand-alone arrangement/contract: Premium financing is a stand-alone arrangement between you and the lender. It is not,
and does neot form part of the insurance contract between you and FTLife Insurance Company Limited (the “Insurer”). The
Insurer is not a party to the loan contract or policy assignment agreement and is therefore not governed by the terms and
conditions (including dispute resolution) of these contract and agreement you enter into with the lender. In case you have any
questions about the terms and conditions, you should contact the lender.
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ZES  HEEA /R NEH
Part B: Declaration by the Applicant / Proposed Policy Holder, and

ZEh . BEEA /R ABH Part B: Declaration by the Applicant / Proposed Policy Holder

FAEZHEREPTACRATARELL [SEZFAEFE]  MEATEHEELAREAT -

| confirm that the above “Important Notes & Implications” have been explained to me by the Licensed Insurance Intermediary, and
have read and understood its contents.

1) RERNENESRRE (FAEENTHAELSM - REERE—IE)

Recommendation or solicitation involving the use of premium financing (Please check either one of the following boxes)

0 FAERFERFERETTAREEZIAEFACARERENEDNEZEEILRE -
| confirm that the Licensed Insurance Intermediary HAS NOT recommended or solicited me to use premium financing to
fund the purchase of the Policy.

= ORrR

O FAERHEERETTABESXAETACGARERENEDNECRBENLRFS -
| confirm that the Licensed Insurance Intermediary HAS recommended or solicited me to use premium financing to fund the
purchase of the Policy.

Recommendation or solicitation involving the use of premium financing

FHEE N E AR (o H PR R & LU HUE & I as A\ SRR T i S B ER s -
The Applicant is required to declare if the broker has recommended or solicited him/her to use

premium financing to fund the purchase of the proposed life insurance policy.

(Brokerage Version) For internal use only
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2) REREEREN
Information on the proposed premium financing facility

(SREEESIZEAE LS5 - RaEE—1E)
(Please check either one of the following boxes)
HEA / BRAFTE  FERBFIANEABE THEFNRBREEXHGEN - LEFEHETEEE,
ﬁ@é‘ LAER & & M H IR E - BTSSR T BE T AT A M BB EN - «'u&?,‘,v;rx FEIE A BB AR ‘ ]
AFNE) - BT B AR FEREP T AU ESF TR T RS A REEF Rk I EFFEREL '%EEE ZEEILEE -

Nore ro Appﬁca nt / Proposed Policy Holder: The information on the proposed premium financing facility would be used by the Licensed
Insurance Intermediary to assess your suitability and affordability to use premium financing to fund the purchase of the Policy. You are
strongly advised to provide the information on the facilify to the best of your knowledge. If the terms and conditions of the premium
financing facility eventually offered by the lender are less favorable {(e.qg. a higher loan inferest rate) than the information you provide
below, you should contact your Licensed Insurance Intermediary immediately so that he / she can re-assess your suitability and
affordability to use premium financing to fund the purchase of the Policy.

O FAEEFFAMAMEHAREREEFEGERNOT
| am willing to provide to the best of my knowledge the information on the proposed premium financing facility below:

i) EZxAEE:
Name of lender:
i) EXEE GEHHER)
Loan amount (Please specify the currency):
iy ERFIE (NSEFE+X%)
Loan interest rate (e.g. Reference Rate + x%):
iv) EEHE (In5H 120 BR)
Loan tenor (e.g. 120 monthly installments):
v) BHEFEE (08 A xoxxx &7T)
Repayment amount for each installment (e.g. HKDxx,xxx per manth):

g ORrR

0 $)\7I'Eﬁ‘=*=i‘ifx§ﬁh§% FHFEGEEN - FAFABFHEREBP T ABBELATIEEAARTESRESHARENERRE
BE - THRERTEARBERENFETFASSEALEEERERIEERRE (M2HMRREGASTARE) -
| do not wish to provide information on the proposed premium financing facility. | understand that the Licensed Insurance
Intermediary would not be able to assess my suitability and affordability to use premium financing without the
information and would perform the suitability assessment and affordability assessment as if | am not acquiring the Policy
using premium financing (i.e. the total premium is to be funded entirely by my own funds).

02 — BEEREEHER] Information on the proposed premium financing facility
1. BB AN DIEEE SREARAR RERME Z SR E R -

The Applicant can choose whether or not to provide information on the proposed premium

financing facility of current application.

2. WIHEE NFRERR AR RE R E 2 ERGRMEER - MRS 1) SR0T4H © i) Bl
# i) BRI i) SR Kov) FHEREEE - A EERHEL EERLETER
in N EIERE
If the Applicant is willing to provide information on the proposed premium financing facility of
current application, please complete 1) Name of lender, ii) Loan amount, iii) Loan interest rate,
iv) Loan tenor and v) Repayment amount for each installment. New Business Department will

assess the Applicant’s affordability based on above information.

3. WHEAABERAARRERME 2 EFTREER - AR LULA RERME ZHL T
AR RIERE
If the Applicant is not willing to provide information on the proposed premium financing facility
of current application, New Business Department will assess client’s affordability without

premium financing.
(Brokerage Version) For internal use only
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5. BIERETIEHE Affordability Check

1) TBHISA: JEEBAL BRI BRI RE ZEBALL
Regular pay: Non-wage earner or wage earner with payment year less than or equal to
retirement age

2) B SEHIRERRTEZAEBRAL

Regular pay: Wage earner with payment year greater than retirement age
3) —RMEEASRUTRE

Single pay / Prepayment:

FH(A): BEEREFEAERHWAS S5 = (Q3.2-Q3.3) x (Q3.4) x 12
Formula (A): Willing to pay using annual disposable income (Q3.2-Q3.3) x (Q3.4) x 12

FA(B): R RBEEST 2 =(Q3.6) x (Q3.7)
Formula (B): Willing to pay using net liquid asset (Q3.6) x (Q3.7)

BE 1 5F8 A% Scenario 1 calculation:
(A) x CREGI(TFER +(B) > #irE (BFMRE X REGTFR) (R REEAGE]
(A) x policy payment period + (B) >

Policy entire premium (Initial policy premium x policy payment period)) [basic plan premium only]

WEFORER A ATB LA 50%DL E > PRSI FEER DUATE U A S0% 2L B2 S irEs
ZIFRR R d 2 F B RGBSR

If the first year policy premium exceeds 50% of disposable income, the reason of willing to use over
50% of disposable income from client is required and we will consider the client's overall financial

situation.

B & 2 518 7% Scenario 2 calculation:
(A) x CBIRFEE: - FFER) + (B) > $RE (BFERE X REGER) [HEtEEARG ]

(A) x (retirement age — current age) + (B) >

Policy entire premium (Initial policy premium X policy payment period)) [basic plan premium only]

WEFRE BB TE A 50%2L F - P OEFR IR DU E A 50%LL B2 2 rE
ZIFER K F R PR BRI -

If the first year policy premium exceeds 50% of disposable income, the reason of willing to use over
50% of disposable income from client is required and we will consider the client's overall financial

situation.

(Brokerage Version) For internal use only
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BEE 3 51E % Scenario 3 calculation:
(B)> — LTS R E o (R A )

(B) > Single pay / Prepayment policy premium. [basic plan premium only]

W — M TR R SRR TR B A S0%LL L - P VERR RS DUFRENE ZE 50%
PLEZ 52 R 2[RI K% 8 2 P BE R AR @

If the single pay / prepayment policy premium exceeds 50% of net liquid asset, the reason of willing
to use over 50% of net liquid asset from client is required and we will consider the client's overall

financial situation.

(Brokerage Version) For internal use only
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6. BIEFENIFHMECUERETERUREMETR)

Affordability Check (Applicable to current application undergoes premium financing)

EIRBELIRERE RS - AEEHFFEU NHRERAER FHIEENRE
New Business department will consider below factors and formula in assessing the client’s

affordability on application which undergoes premium financing.

Client is willing to provide information on the proposed premium financing facility

i) B4 Name of lender

i) E5X4%E Loan amount

i) EFF Loan interest rate

iv) EFZH] Loan tenor

v) SFHIEEF 4 %H Repayment amount for each installment

FHA): B TEH ARSI &8 = (Q3.2-Q3.3) x (Q3.4) x 12
Formula (A): Willing to pay using annual disposable income (Q3.2-Q3.3) x (Q3.4) x12

FH(B): FEEEFRETEEMS TS =[Q3.6-(1.05 x Q3.8)] x (Q3.7)

Formula (B): Willing to pay using net liquid asset [Q3.6-(1.05 x Q3.8)] x (Q3.7)

5 I R B A i B R AT I s P2 I 2 I (5%) s T EURIE A B RE T -
Client’s outstanding loan principal amount required to add an interest multiplier of early

repayment charge to calculate the affordability of principal.

(Brokerage Version) For internal use only
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Scenario 1) Non-wage earner or wage earner with repavment vear less than or equal to

retirement age

(1) ZEAESRTEOREE R T 2 (E R RET)

Client’s affordability to support early repayment under bank’s notice.

FMBTE RS (Q3.6) > ATURIRZGEIRE + B M X IRERMEAE (Q3.8)

Net liquid asset hold (Q3.6) > Total premium of current application + Current loan principal amount

of the premium financing facility (Q3.8)

(2) FESARERIE Y E (R 3H SRR

Client’s affordability to support the out of pocket premium amount under premium financing

arrangement.

ARRIEORZ IRERE FAYE S ORE 8H (RRIIRZHEIRE - ERE#A() < (B)

Out of pocket amount in current application (Total premium — loan amount (ii)) < (B)

(3) HEE A OREE Bl i S IERE

Client’ affordability to support the repayment total amount for premium financing request.

FHIEFCREAW) x 12 < (A)
Repayment amount for each installment (v) x 12 <(A)

UHFHITE A (V) A BRI A(Q3.2-Q3.3) 50% LA » & P /EFRAEEEE DL A Eh R U A
50%LA_E 7 ST TR R R 2 JR IR 5 75 e 2 P B HGIR L @

If the repayment amount for each installment exceeds 50% of disposable income, client requires to
state the reason of willing to use over 50% of disposable income and we will consider the client's

overall financial situation.

(Brokerage Version) For internal use only
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= 2) BAEHPRKREEZFBALL

Scenario 2) Wage earner with repayment year greater than retirement age

(1) ZEAESRTEOREE R T 2 (E R RET)

Client’s affordability to support early repayment under bank’s notice.

FRENEENEEE (Q3.6) > ATILIRZ HbrE + WM X IREMELRE (Q3.8)
Net liquid asset hold (Q3.6) > Total premium of current application + Current outstanding loan

principal amount of the premium financing facility (Q3.8)

(2) FESRERIE Y S OrE 3E SRR

Client’s affordability to support the out of pocket premium amount under premium financing

arrangement.

ARRIEEORZ IRERE FVE RS S8 (AR ZEIRE - BERGEEEAGD)) < (B)

Out of pocket amount in current application (Total premium — loan amount (ii)) < (B)

(3) HEE A OREE Bl i S IERE

Client’ affordability to support the repayment total amount for premium financing request.

BIREIER . EERE
Affordability before retirement

IR EEE(V) x 12 <(A)
Repayment amount for each installment (v) x 12 <(A)

BRIREE BIERE
Affordability after retirement

FHIERCREE (v) x (& (iv) - [CRIRFES - BRIFFEE)x12]} HIREEE M RE 2% <(B)
Repayment amount for each installment (v) x {Loan tenor (iv) — [(retirement age — current age)x12]
+ Out of pocket amount in current application < (B)

W IR S EE A B UC A S0%LLE > 2 PR SRR LLAT B U A 50% LA b2 324+
ARG RN RS R P RAS I BRI -

If the repayment amount for each installment exceeds 50% of disposable income, client requires to
state the reason of willing to use over 50% of disposable income and we will consider the client's

overall financial situation.
(Brokerage Version) For internal use only
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Scenario 3) Client is not willing to provide provide information on the proposed premium

financing facility

HH(B): FEEFREEEM 28 =[Q3.6-(1.05x Q3.8)] x (Q3.7)
Formula (B): Willing to pay using net liquid asset [Q3.6-(1.05 x Q3.8)] x (Q3.7)

ARIE R ZHRE <(B)

ARG R Z SEORE A A BN & 2 (Q3. O TIFRIRIF M KRB R E A (Q3.8) KeA2FHE
HEM (Q3.8x5%) BREH S0%LA L - &P VR HERERE DL S0% DL 2 ST 4 iR S 8H 2 R A
R PRGBSI -

If the total premium amount of current application exceeds 50% of net liquid asset deduct Current
loan principal amount of the premium financing facility (Q3.8) and the Early repayment charge
(5%), client requires to state the reason of willing to use over 50% and we will consider the client's

overall financial situation.

(Brokerage Version) For internal use only
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