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Anthony Ostler, SVP, Investor Relations :
Good morning, everyone. Welcome to Manulife Financial's Investor Day 2010. | would like to also

extend my welcome to those of you joining us via webcast.

My name is Anthony Ostler. | am the Head of Investor Relations at Manulife Financial, and I'll be your

MC for today.

Joining me at the front table is Donald Guloien, President and Chief Executive Officer, Michael Bell,
Senior Executive Vice President and Chief Financial Officer, Bob Cook, Senior Executive Vice President
and General Manager, Asia, Paul Rooney, Senior Executive Vice President and General Manager,
Canada, Jim Boyle, Senior Executive Vice President of our US division and President of John Hancock
Financial Services, Warren Thomson, Senior Executive Vice President and Chief Investment Officer, and
finally, J-F Courville, President and Chief Executive Officer of MFC Global Investment Management.
Before we get started, | would like to make a few administrative announcements. Each of you should
have a package at your place setting, which includes copies of today's presentations, as well as

biographies of today's speakers.

For those joining us via webcast, this information is also available in the Investor Relations section of our

website at www.manulife.com.
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In the interest of time, | encourage you to refer to the biographies of the speakers for more details. In the
case of an emergency, fire exits are located at the back of the room and to your right leading to the
rotunda. Washrooms are located through the back doors, then to the left, just past the elevators. Finally,

please turn your cell phones to silent or vibrate if they're not there already.

Turning to today's agenda, you will note that we have a full and comprehensive day with a target finish
time of 2:00 pm. We have morning and afternoon sessions, each concluding with a question-and-answer
period. We ask that participants withhold their questions until the Q&A session and to limit themselves to

one or two questions in an effort to answer everyone else's questions.

If you do have a question, please raise your hand and wait for a microphone before proceeding with your

guestion. And also, please state your name and company.

We will pause for an hour lunch at approximately 12:15 pm, and we ask that everyone be punctual in

returning to this room after lunch, so that we can resume in a timely fashion at 1:15 pm.

For those of you that regularly listen to our earnings calls, you'll be familiar with this next slide. On behalf
of the speakers that follow, | wish to note that they will make forward-looking statements within the
meaning of securities legislation. Certain material factors or assumptions are applied in making forward-
looking statements, and actual results may differ materially from those expressed or implied. For
additional information about the material factors or assumptions applied and about the material factors
that may cause actual results to differ, please consult the slide presentation for this day and webcast
available on our website, as well as the securities filings referred to in the slide entitled Caution Regarding
Forward-Looking Statements. We've also included a Note to User slide that sets out the performance in
non-GAAP measures used in today's presentations. It is there for your reference. Furthermore, | would
like to note that, for those of you in attendance today, we put out a press release this morning regarding

the material objectives and financial information that are to be presented today.

Transcription Services Providd By:
eTranscription Solutions, LLC
www.etranscriptionsolutions.org
(740) 385-5994



November 19, 2010 / 9:00am — 2:00pm
Manulife Financial Corporations’s Institutional Investor Day 2010

Donald Guloien, our President and Chief Executive Officer, would like to make some opening remarks.

Donald?

Donald Guloien, President and Chief Executive Officer:

Ladies and gentlemen, I've been looking forward to this day for a very long time. The focus of the day
and my talk is going to be about the way forward. Some of you have observed that the last couple of
years have been fairly tumultuous in capital markets around the world, and in particularly how they've
impacted Manulife. And we've encountered a few speed bumps along the way. And I think we've been
very open with our investors that we encounter those speed bumps and talk to you about what the

challenges are and how we're dealing with them.

I think a lot of investors, especially our long-term investors, have observed that they think we're making a
lot of the right strategic decisions in how we're dealing with those challenges. But, what they want to
know, and they've asked repeatedly, is, "How long is going to take? How long will it take you? You know,
understanding that you're pulling back the jets on some very significant businesses and turning on the jets
in others, how long is it going to take for the earnings of the new businesses that you're trying to grow--
are going to replace some of the lost earnings potential of some of the things that the Company
historically did?" And I've had to avoid answering that question. | mean, the first reason for avoiding the
answer to that question, especially in a one-on-one, is FD concerns. | can't answer it with one group of
investors and not others. And the second reason, and perhaps more profound, is that you can't answer a

guestion when you really don't know the answer.

The fact of the matter is, | could throw off an objective at a high level, | could paint for you a hockey stick
of how we're going to fix this problem in four or five years, but that wouldn't have any meaning for our
investors unless it was backed up by reliable granular plans developed by the management team that

supports me that we could talk about in a way with a lot of confidence for investors. We also wanted to go
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through a process of discussing with our Board the plans, how ambitious they are, and hear their
feedback about are they too aggressive, are they too conservative, are we doing the right things in the

Board's view.

So, what we have is a top-down strategy that | think you're all familiar with, the themes of it, in any case.
But, we'll go into it in quite a bit more detail. But, a strategy that's also been worked through a bottom-up
process with each of the divisions and the subunits within our major geographic divisions and right down
to the departmental level, working up the plans that will achieve the overall objectives. So, now | can talk

about it with a great deal of confidence.

We've also taken it through our Board, had a number of discussions with the Board over a number of
months, and they feel very confident in the trajectory that we have, the strategic trajectory, as well as
some of the objectives that we're going to outline for you today. And then, last, but not least,
compensation is a big driver for management teams everywhere in the world. My management team is
prepared to stand behind these objectives and put their compensation on the line in order to deliver
those. So, | think | can answer the question that you've been asking for some time with a great degree of

confidence and reliability.

So, the theme is the way forward, with the focus of the day will be on reviewing our plans to achieve

strong and sustainable growth in earnings and ROE over the next five years.

Now, | want to caution you. We're not allowed to get into the guidance game. If you're looking for a
forecast for what we're going to do next year, you're going to be disappointed. We're going to talk about a
five-year trajectory. But, | do want to make clear to you that the five-year trajectory is not the classic
hockey stick, where it's going to trundle along at flat earnings or decrease in earnings for four years, and

then all of a sudden magically increase in 2015.
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We have a very good glide path that we intend to follow, but we don't intend to go into that in a lot of detalil
with investors because we simply do not want to get into the game of providing forward guidance. So,

these are objectives. This is not guidance in the legal or practical sense.

The presentation--Mike Bell is going to talk in a little bit more granularity. I'll give you some of the very
high-level outcomes. Mike's going to talk to a little bit more granularity and talk about some of the

divisions and their contributions.

We're going to have Bob Cook talk about Asia because Asia is a very important part of Manulife, and |
think a very under appreciated part. I've run into people, fairly sophisticated people--now, no one in this
audience, but on the street. And, you know, we need everybody to be excited about our stock, not just
people who know the Company well. And people say, "Gee, | didn't realize Manulife operated in Asia,"
or, "l didn't realize you had the skill and scope and," there are some people who believe that we got into
the United States with the John Hancock acquisition and don't realize that we've operated in the United
States for 100 years prior to the John Hancock acquisition. So, | think there is a lot of misconceptions of
the Company, not amongst the investors who follow us well, but amongst the greater public that we're
trying to emphasize. And perhaps the greatest unknown story or underappreciated story is Asia. And if
you look at the AlA business in Hong Kong with a market cap of $35 billion--and believe me, nobody
knows the company better than we do for a whole variety reasons--you realize how heavily
underappreciated Manulife's Asian franchise is. And so, Bob Cook is going to lead the business unit
presentation, talking about accelerated growth throughout Asia.

Canada is a very fine story. You know, it's a diversified balance of products that balance each other out
very nicely and produce very consistent growth in earnings and very high-quality earnings quite

consistently. We're very proud of it.

We'll have a little break, a little bit of a bio break, and then we'll talk about the U.S. division, where the

greatest amount of change is going on. But, I'm very, very proud of the change. And Jim Boyle, | think,
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has had one of the toughest jobs in the Company, tougher than mine in some of the challenges that he's
had to deal with, but I'm very proud of the U.S. management team and what they're doing. | think a lot of
people actually noticed, what's happening there--when you look at the growth in adjusted earnings from
operations and saw that in the third quarter it was up 70 percent from the prior quarter. And we hope that
that theme will continue, reflecting the repricing that's taking place to acknowledge higher morbidity in
long-term care and lower interest rates that we feel with be with us for at least a meaningful period of
time. The results of that are coming through in the earnings from operations, and that's been some very

hard work on behalf of our US operations to do that. We're very proud of them.

We're also proud of some of the success that they had, and I'm particularly very proud of the--what
they're doing in the Mutual Fund business. I've mentioned it on the call, but the number, again, $8 billion
in sales year-to-date from U.S. mutual funds. Let me remind you there's a lot of Canadian mutual fund
companies that are smaller than $8 billion in total assets under administration. These guys are doing it

on a run rate, over a 10-month period, so I'm very, very proud of that.

Investments, it's been a strength of the Company, diverse and high quality. Warren Thomson will talk

about that.

And then, our Global Investment Management business, J-F will talk about that we manage something on
the order of 125 billion that is Manulife, not T. Rowe Price or other people that we have on our open
architecture line up, that we're very proud of. | mean, these are good people. But, Manulife itself, through
MFC Global is now managing approximately 125 billion in assets for third parties in all the institutional
retail mutual funds, through the seg funds and other, and that's in addition to the 180 billion we manage
for the general accounts.

And that is going to be a continuing growth story and a source of competitive strength for the Company's

Wealth Management businesses around the world.
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We will then have a Q&A session, followed by lunch. And then, a very brief discussion in the afternoon,
where Mike Bell's going to talk to you again, more specifically about objectives for the future, and I'm
going to talk about accountability for those objectives.

And then, we'll have a final Q&A session and send you on your way for a lovely weekend.

Our vision--important to start at the top, the vision has been revised as to be the most professional
financial services organization in the world, providing strong, reliable, trustworthy, forward-thinking
solutions for our clients' most significant financial decisions. You can see there, there's a very strong
commitment of the Company to insurance, but insurance isn't all we do, and wealth management is an
increasingly important part of our franchise. We also are not trying to be in the transactional services.
We're not trying to be all finance. We want to handle the clients' most significant financial decisions, so
you should not be expecting that Manulife will be getting into the automobile insurance business. But,
when it comes to things like retirement planning, planning for death, disability or saving, Manulife will be

there.

Priorities, the priorities are very simple, and perhaps obvious, but we put a lot of emphasis on them.
They've been constant since | became Chief Executive Officer. Number one, growth, maintain strong
capital and financial strength, improve our ROE, manage our risk, and continue to offer a very high quality
value proposition for our clients. You've heard that before. | guess what you want to know is where the
rubber hits road and what that means when it turns into objectives. And the performance objectives are
there. We want to increase our net income to $4 billion by 2015. And | believe that will be in very high-

guality earnings.

We took some risks in the past in terms of unhedged variable annuity business, and some of you
commented that the earnings that reflected that risk, you know, while they were real, they were consistent

with the way things ought to have been measured and the way the accounting systems work around the
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world because they were volatile and subject to how equity markets perform weren't perhaps the highest
quality earnings in retrospect. These should be very high-quality earnings.
We'll maintain strong capital and financial strength. We want to maintain capital levels that are adequate

to meet policyholder obligations to support our strongest financial services rating.

A lot of what Manulife offers when you focus on the big financial decisions in people's lives, the most
important ones, we're making the big strategic presumption that people will be quality conscious and will
be willing to pay a higher premium for a company that is very focused on financial strength for the long
term. And we're pricing accordingly. We're having success at doing that. So, it's very important that we
deliver on that, and that it's not just a long-term delivery of the financial strength objective, but short-term

delivery as well. So, strong ratings are a very important ingredient in measure of Manulife's success.

Improve ROE to 13 percent by 2015. I'd, frankly, like to do it faster than that. But, we have a lot of in-
force business. It's turning around an insurance company's earnings profile is a little bit like changing the
direction of a very large ocean-going ship. It takes a long time to turn the ship. We have a lot of capital
that has been invested in businesses in the past, some that are performing well, some that are not
performing well. And they will trundle along delivering the priced-for profits, plus or minus deviations
having to do with experience. And it's hard to turn that around, but you should be satisfied to know that
we have for some time been pricing all products and strategic investments with a target in excess of 14
percent. And in many, many cases, in fact, most cases, well in excess of that. And we intend to have
that new business improvement reflected throughout the product lines and the results over a period of

time.

| think there's also greater attention being paid to the fan of outcomes. It's very dangerous in the
insurance business to price products assuming your best-case scenario and, this is a pretty obvious

statement, but the real devil is in the details of how effectively you manage that throughout the
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organization. And things can look good for one set of assumptions and look absolutely horrible in another
set of assumptions.

And | think what you can see quite obviously going on in the Company is a movement away from
products where the fan of outcomes is much too broad. It is really good to say that you've a product that's
priced for 18 percent, but if a small movement in capital markets can turn that into a negative 35 percent,
that's not a very good thing to do with investors' capital.

So, the fan of outcomes is a very, very important ingredient of how Manulife looks at its product mix going

forward. And those changes are and have been made.

We want to shift the business mix away from products containing excessive risk, particularly interest rate
and equity risk. We have lots of that without clearly adequate return and we want to hedge or reinsure
exposures through this capital and earnings at risk. | think investors greeted that quite favorably, and I'm
glad you did.

I've said before that we're going to be criticized--if markets go up, we'll be criticized for hedging too fast.
And if markets go down, we'll be criticized for hedging too slow. We've stuck with a path, and we intend
to stick with a path that is a combination of time-based and market-based hedging. | think you know that
in the first quarter of the year, we hedged, 5 billion or put 15 billion of product into hedging programs.

And that--roughly 51 percent hedged and reinsured.

Interest rates went down, and it's more difficult to hedge using dynamic hedging, which relies on swap
rates when interest rates went down, so it comes around in the second quarter, you know, we didn't
hedge anything because the markets were down--equity markets were down and interest rates were
down. In the third quarter, a similar story. So, we're taking a different approach now, and we're doing
what we call macro hedging, which is shorting futures without the interest rate lag. And we've taken
advantage of the market going up about 20 percent from its low being very close to the all-time high to

hedge another significant slice of the business. So, Mike will talk to you about that. But, what you'll see
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is an immutable path towards reducing Manulife's equity and interest rate sensitivity, but done with a very

heavy focus on markets-based activation of that plan.

We'll continue to deliver on solutions for our clients' most significant financial decisions. We take that very
seriously. Those of you who are policyholders in the room know that Manulife and the entire

management team is very committed to the highest degree of financial security throughout the cycle.

Our challenges are well known, and some of the investors in the room criticized me for spending too
much time talking about the challenges. That's my style. I've sat in the audience in a lot of presentations
being an investor myself for many, many years, and | appreciate the straight approach. So, | would like to
talk about the challenges upfront, so that people are totally aware of them.

Capital and earnings volatility--but | promise you, those who think | go on too long about this, there's only
one slide. There are not 16 slides here today. Capital and earnings volatility due to equity markets and
interest rate exposures--historically a high concentration of products with long-term guarantees,
principally guaranteed UL and the VAs and long-term care. Historically low concentration of products with
a fee-based income source--that's things like mutual funds. And, of course, we have a pretty good mix a
lot of success with the 401(k), Mandatory Provident or Group Pension businesses as they're variously
known around the world, but we want to grow that very, very significantly. Long-term care morbidity, you
know, which hopefully we've put behind us in the third quarter of this year, and undervaluation relative to
U.S. and European comparables of our strongest high-growth franchises, Asia and Wealth Management,
due to the impact of Canadian GAAP recognition of lower interest rates.

People get very confused. | mean, Canadian GAAP is greater penalty associated with interest rate than
virtually any other accounting system around the world. We've talked to people about our U.S. GAAP
and Canadian GAAP comparison. But, the point is if you like the MET or PRU using U.S. GAAP

numbers, you should really love Manulife.

10
Transcription Services Providd By:
eTranscription Solutions, LLC
www.etranscriptionsolutions.org
(740) 385-5994



November 19, 2010 / 9:00am — 2:00pm
Manulife Financial Corporations’s Institutional Investor Day 2010

Also, if you look at how the European companies are being valued or AIA in terms of the value of their
Asian franchises, it's enormous. It's absolutely spellbinding. Manulife gets none of the benefits of those

and all the detriment associated with U.S. GAAP.

Now, the good news is, it makes it easier during our earnings trajectory going forward because we're not
looking behind us having to worry about if rates stay the same what'll it do to it because most of that has
been taken and reflected in our accounts. In a way, we have an advantage going forward. In another
way, we have significant disadvantage because our stock is so heavily undervalued relative to its intrinsic
value and the value of the incredible franchises that we have, that people look at those CGAAP numbers-
-rating agencies look at those CGAAP numbers and investors do and put way too much reliance and are
not giving enough acknowledgment because of the signals that Canadian GAAP sends, which is an
intelligence signal. If interest rates stay, has to pay--it stays low, has to pay, and therefore that ought to
be reflected in the accounts. And in Canadian GAAP, it's all reflected upfront. It doesn't wait to unlock
four or five years from now when the problem has really become large. So, we think it's actually a pretty

good measurement system, although it is certainly heavily penalistic for our Company.

And last, but not least, certainly, is regulatory and IFRS accounting uncertainty. Late breaking news--I
guess I'm becoming very confident that on the IFRS issue, that the IASB is listening to preparers of
financial statements and investors. | encourage a number of you to express your opinions on some of the
notions in the exposure draft where--a risk-free rate plus a liquidity premium. God knows what that is. If
any of you know exactly how that's measured, I'd like to know. But, | think you intelligently realize, those
of you who have been students of Canadian GAAP, that the basis risk between that artificial reference
rate and what we actually invest in can be so huge that the variation could be bigger than what it's
purporting to measure. If you believe that simple statement, | would encourage you to send in a letter to
the IASB. But, | think the IASB is getting that--and some of the stuff is actually posted on their website.

Some analysts have responded already. | think they know they have a challenge with the single discount
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rate, that it simply doesn't capture the reality of the business model with which insurance companies

manage themselves.

We here at Manulife are not afraid to be measured with market sensitivity for interest rates. We've
experienced that for some time. It can be--again, it can be a pain, but it's a reality of the business. We're
not afraid to have mark-to-market, we're not afraid to have transparency, comparability and objectivity in
the accounting standard. But, what we don't want is an artificial reference rate that bears no relation to
our business and gives false positives and false negatives of startlingly-great magnitude, that give the

reader of financial statements no information content about how to manage their affairs.

So, the good news is | think that's moving in a very positive direction. Having talked to some of the
people at IASB and FASB, | think there is a growing recognition that there's a challenge with the way the
exposure draft reads and some very intelligent discussion underway in order to modify that in a way that's
more indicative of the business model. So, I'm becoming very, very positive on that front. But, we have to

regard it as an uncertainty until it becomes a certainty.

Manulife's competitive strengths are numerous--strong capital position. | think we surprised people with
our ability to do things to augment our capital over the last couple of quarters, even under very odious
circumstances, and we believe that can continue. We are trying to create natural hedges within the
balance sheet, and | think Warren and Mike and others will talk about that.

We have an enviable market position in Asia, retirement segments and other key growth markets with
excellent brand reputation and recognition. In the United States, the John Hancock brand is one of the
most powerful brands in the United States of America. We'd like to have Manulife be the recognized at
the same stature here in Canada and throughout Asia. And that will be a long-term build, starting off

slow, but I think it's starting off very effectively.
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The worst thing you can do in brand building is go on a binge for a couple of years and, you know, buy

every billboard in town and renting spots and, take the World Series and Super Bowl, and then decide it
hasn't worked, it really has no impact on your business, so shut it down, you know, a couple days later.

We plan a very slow build into this and building slowly and methodically in a way that will reflect the

values of the businesses around the world.

We have superior asset quality. It's been a continuous strength and continues to be. We went through a
period where our mark-to-market on things like real estate were negative. Not hugely negative, but they
were negative drags. And some of you said, "What happened to your earnings gains?" Well, guess
what? They're back. And, we expect on average to earn more than what is priced in our reserves, and

Warren's people are delivering on that.

We have a very high-quality team. We've made some changes to the team. | think we're upgrading
where it's necessary and sensible, but with a very, very high-quality team. Not just the people on the

podium with me today, but the entire team.

Strong financial strength ratings and significant scale in all our businesses around the world. So, with that,
I'm going to talk about global strategy--sorry, the global strategy, | think you know, rebalance products
with unfavorable risk profile and moving them towards higher ROE profiles. You know, Mike Bell talked
about that in, I think, his first or second earnings call. People said, "How are you going to improve ROE?"

And he said, "Well, I'm going to move capital from low ROE applications to high ROE applications."

And | know somebody like Jamie Keating would say, "I hope that guy doesn't get a Nobel prize for that
observation." But, the fact of the matter is, you know, that was not a theoretical construct. It wasn't like
Mike read an MBA textbook that morning and decided to throw that out. And even an actuary knows that
the weighted average will come up if you reduce the amount of low numbers and just grab that. But, what

he meant was he could actually do that. He's already looked at the fan of outcomes of the products
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around the world and could talk about some practical ways of actually moving capital from low ROE
applications to higher ROE applications. The fortunate thing at Manulife is we have the ability to do that.

We have the flexibility to do that across the world and within geographies.

We want to accelerate growth. If you're not growing, you're dying. And we want to grow our businesses,
but grow the right businesses with a strong view to creating stable shareholder value, systematically
hedged to reduce our earnings and capital volatility, actively manage and promote the brand, diversify our

business mix, and manage our capital.

Within the business units, take that, overarching strategy. With Asia, we want to, essentially, accelerate
growth in the world's fastest growing market with highest returns. And not just the China story, we're
getting growth everywhere in Asia, including, as some of you have observed, in Japan, where we're
having enormous success. Manulife is one of only a handful of companies with a significant Pan-Asian
strategy. And the interesting thing--1 don't know if Bob has a slide on it, but when you look at the Asian
markets, you know, there's a lot of people whose names are in Asia, but when you look the number of
companies that actually make up, say, the top 50 percent of the market, it's a very small number. In other
words, it's a relatively concentrated and disciplined market and each of the sub-markets that we have,

and we are a significant player in each one of them.

In Canada, a diversified financial services company with consistently higher returns in very high-quality
earnings streams. Canada,, there can be volatility in individual product lines, but the beauty of it is the
broad diversification, how well we serve the Canadian consumer. One of the things that Paul wants to do
and is doing very successfully is to leverage our in-force customer base through cross-sell, collaboration

and retention of customers across the pillars within his units.
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In the US, our focused transformation already successfully underway, and our themes are higher prices
and rebalancing the portfolio with the shareholders' interest in mind. And they're doing that incredibly

effectively.

Investments, diversified and high quality with risks reduced and returns enhanced via the use of
alternative assets. And, yes, we continue to use that and expect even if IFRS is passed in the most
odious forms, we will continue to have a diversified portfolio. Why? Because it's sensible, it reduces risk

and enhances return, and it's the right thing to do.

In MFC Global Investment Management, enhancing margins globally and helping Manulife's wealth

businesses grow and create value for our shareholders.

So, with that, I'm going to pass it over to Mike Bell, who's going to talk in a little bit more granularity about

some of the big themes.

Michael Bell, SEVP and Chief Financial Officer:

Thank you, Donald. Good morning, everyone. We sure appreciate everybody coming out today. It's

great to see you.

This morning, I'm going to provide an overview of why we're confident that we're positioned for growth
going forward. And after my prepared comments this morning, you'll hear from Bob Cook, talking about
Asia, you'll hear from Paul Rooney, talking about Canada, from Jim Boyle, with the U.S., and Warren and

J-F talking about Investments. And so, you'll hear some specifics.

But, | want to start this morning with some common themes that you'll hear throughout the day. In an

enterprise level, we're focused on three key strategic objectives. First, we're focused on successfully
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managing a shift in our business mix to increase our ROE, to grow our earnings and to reduce our risk
profile. Now, this shift is going to take some time. We are somewhat like an aircraft carrier turning
because of our large in-force book of business. But, with strong execution, we are confident that we can

deliver some very attractive financial targets in the future.

We expect to achieve this shift by leveraging our very strong market positions and brands to drive
profitable growth in high-return markets. Over the course of the day, we'll review the strength of several
of our businesses that support our achievement of this goal. And third, as we've talked about, we plan to
execute an expansion in our equity market and interest rate hedging programs to reduce our earnings
volatility. And our goal is to narrow the band of expected earnings results in the future years. Now, as
we've talked about, to achieve high growth in several attractive markets. First, we are achieving today
attractive growth in Asia, and going forward, we expect to continue to deliver very strong growth in Asia,
excluding the VA business in Japan.

In Canada, we have a well diversified business portfolio, and we expect particularly strong growth in the
Wealth Management businesses, so specifically, the Canadian Mutual Funds, Manulife Bank and the
Group Retirement Services business. And Paul Rooney is going to review these opportunities with you in
a few minutes. Jim Boyle is leading a successful focus on our Wealth Management businesses in the
U.S., and we're particularly excited about the growth opportunities in 401(k), and also the U.S. Mutual
Fund business. And Warren and J-F will describe the successful track that we're on for investment
management for our clients. And we expect these high-return businesses to continue to grow and to
contribute to an increase in our ROE, as well as an increase in our earnings. And I'd also point out that
we are well positioned in the top three economies in the world and four of the top economies out of the

top 10. Specifically, we have strong positions in the US, in China, in Japan, and also here in Canada.

Now, as a management team, we're taking additional actions that we expect to improve ROE. We're
taking actions to increase prices, to reduce risk and to change our business mix. Now, by design, we

expect lower sales in the future in variable annuities, in the universal life product with the no-lapse
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guarantee feature, in long-term care, and also the book value fixed deferred annuities. And these actions

will support our targeted change in business mix in the future.

Now, this next slide is a slide that we've used on the last couple of conference calls. It looks at earnings
by division, excluding the market results and excluding the investment results. And our view is this last
column, which shows these numbers on a rolling four-quarter average, is a useful starting point in thinking

about the earnings power for each of the divisions going forward.

So, this next slide answers the question, "If that's a useful starting point, what would that imply in terms of
divisional ROEs?" Now, several of you have asked us, at least in the 16 months that I've been in the job.
Several of you have asked us to break down our common shareholder equity by division. And this is laid
out in this particular slide. So, if you look at the far left-hand of the slide, you can see the four quarter
rolling-average earnings that | talked about a minute ago, in local currency. The second column, then,
converts that to Canadian dollars. And then, what we've done is we've taken our $26 billion of average
common shareholder equity over the last four quarters and allocated that back to our major divisions.
Now, we've allocated that back based on our own internal estimates of MCCSR required capital, and then
shocked for changes in equity markets and interest rates because we believe that that's a good indicator
of why we have to hold the capital that we do. And so, based on that allocation of the $26 billion of
average common shareholder equity over the last four quarters, we're able to drive a starting point ROE,
on the far right-hand side of the slide, for each of the businesses. So, you can see on that basis, based
on the level of average capital that we've held as a company over the last four quarters, Asia has our best
ROE of our three major businesses at 19 percent. Our Canadian division is delivering 13 percent today,
and our US division has the biggest improvement opportunity going forward--and as we'll talk about, we

do expect to significantly improve the US ROE over the next several years.

Now, this next slide summarizes our management objectives for 2015. And importantly, this is not

earning guidance. This should not be interpreted as our earnings guidance because there are way too
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many known areas of uncertainty for us to give this to you as guidance for 2015. But, as a management
team, you can see that we are committed to delivering at least $4 billion of annual earnings when we get
out 2015 and an ROE of 13 percent. And we've developed, over a several month period, and a very
detailed planning period, bottom-up plans in each of our businesses that support these objectives.

So, going division by division, you'll hear throughout the course of Bob Cook's presentation that we
expect accelerated growth in our Asian businesses, particularly the Insurance businesses and the Wealth
Management businesses, ex Japan VA, to grow significantly, increasing our earnings, and also improving
our ROE to above 20 percent. In Canada, we have a very successful diversified financial services
company, and you'll hear from Paul our opportunities to further grow all of that diversified portfolio, but in
particular, significant growth in the Wealth Management businesses. And in the US, we're managing our
way through a very focused transformation, and we're targeting growth in areas like 401(k), like the
Mutual Fund business that doesn't have the risk profile that VAs do. And importantly, we also expect to
continue to grow our Life Insurance business, but just focused on the life insurance products that have
less insurance--excuse me, less interest rate risk than the universal life product with the no-lapse
guarantee feature. Now, for completeness on this slide, you also notice that we have a placeholder, and |
would underscore the word placeholder on this slide, for the expected cost of additional hedging between

now and 2015. So, we have a placeholder out in the year 2015 of $400 million after tax that year.

| would emphasize that the actual results will vary. I'm going to talk through some of the variables that will
cause those results to vary. There are a number of different scenarios. This is the one we chose to use
as a placeholder. Bev's got plenty of other scenarios. Her base-case scenario, for example, would in fact
translate to a $250 million drag by the time we get out to 2015. So, this is a placeholder, and in a couple

of minutes, I'll talk about some of the variability around that number.

So, if you stepped back, and you said, "Okay. You want to build the ROE to 13 percent. What are the

key drivers?" You'll hear it throughout the morning, the specifics, but if you want to take a step back and
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hear about the key drivers to get to the 13 percent, what are those. By way of summary, we expect that
the growth in our targeted high-return businesses, specifically Asia and our Wealth Management
businesses here in North America, to significantly increase earnings and improve ROE over the period.
We also expect improved new business strain to also contribute. We've been facing a significant amount
of new business strain, particularly here in North America. As we've been increasing prices and reducing

the sales of some of the high-strain products, we would expect that to contribute as well.

We expect to benefit from fee growth as our assets under management grow over that period. And,
Donald chuckled at me for--and again, as | commented on, on that first analyst call, we do expect that

constraining the growth of our low-return businesses to, in fact, improve the ROE.

Now, there are two known headwinds that I'd like to highlight here this morning. The first is a reduction in
our financial leverage, and the second is the expected costs of expanding our hedging programs. We do
expect our leverage to decline. Our leverage at the end of third quarter was approximately 31 percent.
We do expect that to decline over the planning period to closer to our longer-term target of 25 percent.

That does represent a headwind in terms of ROE.

So, I'm going to wrap up my morning comments this morning with a review of our hedging plans. First,
talk about interest rates. At the third quarter, as you know, we took several important actions to reduce
our interest rate sensitivity. For example, we used the sale of AFS bonds in our surplus segment to offset
some of the interest rate impact that we've had over the course of the year. We also reduced our
sensitivity going forward by increasing the duration of our assets in our surplus segment, and also the
duration of our assets in our liability segment. We also put on several billion dollars of forward-starting
swaps. That also reduced our interest rate sensitivity. So, at September 30th, our interest rate sensitivity
to 100 basis point decline in all interest rates was $2.2 billion after-tax. Now, importantly, we view our
economic sensitivity as being somewhat less than that because we still have bonds, obviously, in the AFS

category in the surplus segment that we can use in the future. If interest rates drop further in the future,
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that will create more capital gains for those bonds, and that will serve as a partial offset. So, our

economic sensitivity we view as lower.

Now, our management objectives that we're committed to is to reduce that $2.2 billion by at least 25
percent by the end of 2012 and by 50 percent by the end of 2014. And we expect the actions detailed
here to narrow that band of expected earnings as we go to future years. | will next review our equity
market hedging. We have two approaches to reducing equity market risk. The first is our traditional
dynamic hedging of our Variable Annuity business. Now, what we do in terms of this traditional dynamic
hedging approach is to take specific blocks of Variable Annuity business, and we estimate the equity
market sensitivity for those particular blocks. We then go out, and we short equity futures to, essentially,
try to offset that sensitivity. When we short equity market futures, we're trading the total equity market
return for a risk-free rate that floats on a short-term basis. Since we don't want that to float indefinitely,
we turn it around, and we swap that for a long-term fixed swap asset. And then, we go through, and we
dynamically rebalance that on an ongoing basis based on changes in equity markets, and also changes

in interest rates. That's been our traditional approach through the end of third quarter.

Macro hedging, as we've talked about, is a different animal, and, in fact, I'll go through it a little later in the
slide some of the actions that we took earlier this week. But, dynamic hedging steps back and says--I
mean, excuse me, macro hedging steps back and says, "Look, if we want to reduce the overall equity
market sensitivity that the Company has--so, not a specific VA block, not even a specific product, but the
overall equity market sensitivity that the Company has, we can put on a short futures position in the
surplus segment.” And as a result of that, if the equity market declines, we get gains on that hedge
position. If the equity market increases, we have losses on that position, which presumably offset equity

market gains that we have elsewhere.

So, at September 30th, we estimated a 10 percent decline in equity markets. We processed

approximately a billion three. That billion three represents a 25 percent reduction in equity market
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sensitivity, meaning that billion three would be something like a billion seven if we didn't have any equity
market hedging on in place at all. Our goal is to take that 25 percent reduction in sensitivity up to 60
percent reduction in sensitivity by 2012 and 75 percent by the end of 2014. Now, the important question
that you should ask is, "Well, what's going to be the impact on earnings as we get out to the 2014, 2015
period as a result?" And the answer is it depends upon several factors. It depends upon our overall pace
and approach, whether we do the dynamic hedging, the traditional approach, or the macro hedging. It
also, importantly, depends upon prevailing market conditions at the time we hedge--where equity markets
are and where interest rates are at the time we hedge. So, the placeholder that we have in place for 2015
is $400 million after-tax. And again, very importantly, actual results will vary based upon the factors that |

just talked about.

I'm going to wrap up with an update on some actual hedging activity. On Monday of this week, we
shorted an additional $2.5 billion of futures in our surplus segment. And we expect that by shorting those
$2.5 billion of futures, we further reduced our sensitivity to a 10 percent drop in equity markets. So, I'd ask
you to think about it. If equity markets drop by 10 percent, and we've got $2.5 billion of futures shorted,
we would expect to have a gain of $250 million after tax--excuse me, $250 million pre-tax, which equates,
on a rounded basis, to $150 million after tax. So, basically, we've taken--if you go back and do this pro

forma for September 30th, we've taken the billion three down to a billion one five as of September 30th.

Now, another important question to ask, "Well, what impact will this have on your earnings going forward?
What impact would this have on 2011 earnings?" If we kept that full $2.5 billion of additional futures
position in place throughout 2011, and equity markets perform as what's built into our plan, as it's built
into our reserves, and that is a 10 percent total return, so 8 percent price change plus 2 percent
dividends, a total return of 10 percent in 2011 with a $2.5 billion short position would cost us
approximately $250 million pre-tax or approximately $150 million after-tax. So, this action, while very
good in terms of reducing volatility, is the first installment, if you will, of the headwind that | referenced

earlier, and it's embedded in that $400 million placeholder that | discussed earlier.
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So, by way of summary, before | turn it to Bob Cook, what you'll hear over the course of today is our
strategic plan for driving a favorable shift in our mix of business from 2010 to 2015. Because there are
known areas of uncertainty out there, we do not want you to construe this as guidance. This is a
management objective. In addition, we want, over the course of today, for you to have a good
understanding of our hedging progress and our plans for the future. And this afternoon, I'll come back

and review the 2015 management objectives in some additional detail. Thank you very much.

Anthony Ostler:
Thanks, Mike. Our next speaker is Bob Cook, Senior Executive Vice President and General Manager of

our Asia division. Bob?

Robert Cook, SEVP & General Manager, Asia:

Thank you very much, and good morning, everyone. | guess | would like to begin by giving you the four
conclusions that | hope you'll take away from my presentation. Number one, if you want to run a growth
business in Asia, you need to be growing your big businesses. You can't just have a growth story in

developing countries.

Conclusion number two, in Japan, we have and can sustain a growth strategy within what is admittedly a
mature industry. And opinions to the contrary that have been expressed by some of the people in the
room are missing some key facts that I'm going to share with you today.

Number three, out of approximately 1,500 asset managers working in Asia, we are one of only 12 with on-
the-ground operations in all of Greater China, being the mainland, Hong Kong and Taiwan, and that is

one of the differentiating factors that we will use to build our Wealth Management business in Asia.

22
Transcription Services Providd By:
eTranscription Solutions, LLC
www.etranscriptionsolutions.org
(740) 385-5994



November 19, 2010 / 9:00am — 2:00pm
Manulife Financial Corporations’s Institutional Investor Day 2010

The fourth takeaway I'd like you take this morning is, as Donald said, the Manulife Asia story is not fully
understood by investors, and therefore it's my opinion that its value is not yet fully reflected in our stock

price.

What I'd like to do this morning is talk to you first of all about the opportunity in Asia, and then talk to you
about our strategy in Asia and the way forward. Manulife has been in Asia longer than AlA, longer than
Prudential plc, and in fact, longer than any of our major competitors in Asia. You know, one of the most
common reactions that | get when | make presentations like this, as Donald said--is | finish the
presentation, and the comment | get is, "l didn't realize you were so big." But, unlike Donald, | get those
comments from people in this room. He gets them from people outside of this room. But, we are big in
Asia. Top line--we're primarily an insurance company in Asia. As you see on the slide, we've been
coming--have been becoming an ever-bigger part of the Manulife insurance world. Three years ago, we
provided 19 percent of the Company's insurance sales. This year, we're running at about 40 percent.
And over the planning time horizon that we're talking to you about today, we expect to be over 50 percent

of the Company's insurance sales.

We're not just a top line story. In terms of bottom line, we're contributing about a third of the Company's
earnings and that's whether you look at it on the, kind of, adjusted earnings before market impact or
whether you look at it as strictly net income on the bottom line. And that net income on the bottom line

has been growing at about 25 percent a year for the last decade. So, we are big and we are growing.

In terms of the opportunity in Asia, I've been using this slide for the last few months, and I'll retire it soon,
but I quite like the story that it tells. The story basically says if you look at world gross domestic product
and you go back 2,000 years, Asia accounted for half of the total. And over the next 1,800 years, not
much changed. Then, this little thing called the Industrial Revolution got in the way and led to the rise of
economies in North America and Western Europe. But, all projections going forward indicate that Asia is

going to return to its natural share of the world's economy and be back at 50 percent of the world's gross
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domestic product by 2050. What that implies--if that's going to happen, that implies the continuation of the
very rapid economic growth that you've seen over the last few years, and therefore a tremendous
increase in the opportunity that we have as a financial institution operating in Asia. This is the more
traditional way of depicting the same story of showing how the expected growth rates in Asia exceed

everywhere else in the world.

The one other thing | want to draw your attention on this slide is, kind of, in the fine print at the bottom,
where it talks about this thing we call addressable population. And these are people who have the
economic wherewithal to buy the products that we sell. And that number is going to increase by a billion
people over our planning horizon. So, we have a billion more potential customers and by the way, that's
calculated in just the countries that we operate in. So, that does not include India, where we don't
operate yet. We develop our strategy in Asia looking at--we break up the various countries in Asia into
four segments, and we do that because the economic prospects vary from country to country, the degree
of current establishment of the insurance industry in various countries is different, and therefore the

expectation of future growth in these markets is different.

Our aim is to--our strategy, basically, is to have a balanced portfolio across all of these segments. So, we
think that's the best way going forward. So, one--another way to look at this segmentation is that the two
segments on the left-hand side of the chart is what | call where the money is right now. And the two on

the right-hand side of the chart is where the money will be 15, 20 years down the road.

So, again, going to my summary comments when | started, you know, if you want to run, if you want to tell
a good growth story for a portfolio of businesses in Asia right now, you better have some growth
businesses that are on the left-hand side of this chart right now because otherwise you're just telling a
long-term story, and earnings are not going to emerge for a long time. And that's what we have, and I'm
going to talk to you in a few minutes about the--you know, the positive story that we have in Japan, the

positive story that we have in Hong Kong.
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The next couple of slides just give you another profile of what our business looks like in Asia. This is the
relative sizing of our Insurance businesses in Asia, where we've had tremendous growth in our Japan
portfolio over the last two or three years that now makes up about half of our operation in Asia, the

balance being split between our long-time home base in Hong Kong, the ASEAN countries and in China.

Our Wealth businesses are much smaller in Asia, but the mix is a little bit different here, where as a result
of the acquisitions that we have made in the fund management space in China and in Taiwan over the
course of the last year, you see that's become a big part of our operation there and a big part of our

expectations in terms of future growth of the Wealth business going forward.

So, with that as kind of a background, let me talk to you a bit about our strategy going forward. And |
don't have any strategic changes to announce to you this morning. You know, the only thing that we're
doing differently in Asia is to increase the rate of investment in Asia. The way we're going to deploy that
money is the same strategy that we've been operating on consistently for the last few years. | guess, in
saying that, | do want to stress, as | have stressed to many of you on a one-on-one basis, that Asia is not
a big homogenous market. You know, we're operating in 10 countries in Asia. They're all different in
different stages of economic development, different tax structures, different social structures, and so we
have 10 different business models. But, if there are a few things that are, kind of, common across all of
our strategies it is that we are trying to expand on the product side, so that we're not just an insurance
company, we're an insurance company plus a wealth management company. We're trying to expand on
the distribution side, so that--good move beyond our core historical strength in agency distribution to

being much more of multi-channeled in as many countries as we can.

Finally, to build out the Manulife brand, so that our distributors in Asia get the same benefits that our
distributors in Canada and the US get from our well-established brand in North America. But, with that,

I'd make a few comments about our, kind of, core strategies in our bigger markets. You know, in Japan, |
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describe our strategy as one of diversify. You know, when we entered Japan about 11 years ago, we
bought a one-channel company. It was a traditional Japanese company that distributed through sales
ladies. Over the course of the next few years, we turned into a different kind of company, but it--we

turned it into a one-product company. We turned it into a VA company.

But now, we're taking a different approach in Japan. In the last three years in Japan, diversified by
becoming multi-product, diversified by becoming multi-channel and diversified by becoming multi-
customer segment. So, it's a very big market, and we're trying a whole bunch of different ways to exploit

that marketplace.

In Hong Kong, a completely different kind of strategy. Hong Kong is a City State--7.5 million people.
There's not going to be much more than 7.5 million there going forward. However, one in five of those
people is already our customer. But, of those one in five people, half of those people only have one
product relationship with us. So, we see our future growth strategy in Hong Kong as one of becoming
more of a marketing company to cross sell to that population base and establish multiple product

relationships with people who already know us very well.

In the rest of Asia, essentially our strategy is to ride that economic wave that | talked about a few slides
earlier. Some of the opportunities that | see going forward--you know, we are going to continue to invest
and invest in a heavier way in the continued expansion of our agency systems. That is our core
competency in Asia, and so leveraging our strength is a key part of what we're going to do. But, we are
going to move more into the bank distribution. This is something we were, frankly, slow to get into, but
we're in a--we are in a catch-up mode, but we are making some good progress, which I'll touch on in a
couple of slides. I'll talk to you about Japan in a few minutes, where, you know, we have had great
success in expanding into the independent agent channel, which has been a big driver of our growth

there for the last three years. And we're going to expand our Mutual Fund businesses throughout Asia.
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You know, when | moved to Asia about four years ago, we had three asset management companies in
our portfolio. We now have nine, so we've basically expanded our infrastructure, you know, across our
entire platform in Asia, and we're going to build out the sales aspect of that. Longer term--you know, our
drivers of growth over the last decade | would describe as there being four main drivers. One is just basic
organic growth, which is the economic miracle of Asia. The second is what | would call business
development, which is entering into new product lines or new channels. The third and fourth drivers,
though, have been entering some new countries and acquisitions. So, on the acquisition side, we've
made about 14 acquisitions over the last decade in Asia. Not transformational acquisitions--kind of, bolt-

on kind of acquisitions that have helped expand our strategy.

Over the last decade, we entered three new countries. We entered Japan, we entered Malaysia and we
entered Thailand. And | see both of those as being part of our future. You know, the obvious territorial
gaps in our portfolio are India and Korea, and we have projects looking at entry strategies for both of
those. And most observers believe that there will be continuing consolidation in a number of countries in

Asia, which will provide future acquisition opportunities.

The last two points on the longer-term opportunity slide here reflect the fact that in Asia there really is not
the--the governments do not, in most countries, provide the kind of social safety net that, you know, we
have become familiar with in Western countries. And, frankly, there isn't that much indication that they
have any intention of doing so because they have seen the kind of, you know, macroeconomic budget
problems that are created by very rich social safety nets. So, | think that people in most countries in Asia
recognize that they're going to have to provide for these needs themselves. And for us, as an industry,

what that will translate into is a variety of opportunities in the pension and health space going forward.

So, let me turn to a couple of the specific stories that we want to highlight for you this morning. And the
first is our, you know, record insurance results in Japan. As you can see, both the history over the last

two or three years and the results we're showing this year over last year--basically, by the end of this
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year, we will have increased the size of our Insurance business in Japan by four times over the last three
years. So, | just want to repeat again that conclusion that | stated at the beginning of my remarks that we
believe that we can sustain this growth strategy, despite everyone's impression of Japan as a very mature
life insurance industry, and the reality is, a life insurance industry that is not growing. The total industry is
not growing. But, here's why. The next two slides, kind of, demonstrate why | believe that. Our strategy--
our growth in Japan is distribution driven. You know, in 2006, all of our insurance sales were sold
through the traditional so called saleslady captive agency system in Japan--100 percent. Then, in 2007,
we lifted out a team of people from a competitor who specialized in the wholesaling of product to the
independent agent channel, or what we call the MGA channel, in Japan. And that has been the engine of
our growth for the last three years. And in fact, sometime last year, it became more than half of our

insurance sales in Japan, as you see in the middle chart.

This year, we entered two more channels of distribution of insurance in Japan. That MGA channel that
we entered last year--or sorry, a couple of years ago, was one that specialized in selling to small and
medium-sized enterprises. There's a whole other group of independent agents in Japan who just work
retail--sell one-on-one to individual customers. So, we entered that channel of distribution this year. And
finally, as you see in the light blue part of the pie chart for 2010, we began selling protection products,
kind of core life insurance products, through the bank channel. That small--that blue piece of the pie
there, which | guess is about 15 to 20 percent of our total sales this year, is achieved after only six
months of operation in that channel. So, | guess my assertion to you is that there is a lot more runway in
these strategies going forward. If you look on the right-hand side of this chart--I'll continue on my bank
story. Right now we are only distributing insurance products through one bank. Now, it is the biggest
bank, and it's a bank that we've had a preferred relationship with for the last six years, MUFG. But, our
theory going forward is that we have maintained relationships with a wide range of banks who we've built
our Variable Annuity business on in Japan. Now, most of them are not selling variable annuity anymore
because we've, you know, dramatically downsized that business in Japan. But, we have those

relationships, and we believe that just as we have been able to penetrate MUFG to sell protection
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products, there's a tremendous opportunity, you know, with another 20 banks to sell protection products
through them. And so, that's, you know, why we think that channel has tremendous ability to continue to

grow.

On the left-hand side of the chart, going back to the independent channel, the MGA channel--you know,
we've shown you the two segments here, the corporate segment and the retail segment, and you see our
share of each one of those. We have just started to scratch the surface in those two channels. You
know, we deal with, as the slide says, less than 200 out of 100,000 people. Now, obviously, all 100,000
are not equal. But, there are another several hundred possible relationships of the kind of size that we're
working with now that we can build going forward. So, we think there's both an opportunity to go broader
and deal with a wider range of organizations that are in this MGA channel, as well as go deeper with the
people that we've already established relationships with going forward. So, anyway, those two slides is
the bottom line why, you know, | believe, that the story that we've been telling you about our sales

success in Japan is very credible and sustainable for the foreseeable future.

Let me turn to Hong Kong. In Hong Kong, we made a big focus almost two years ago to start, basically,
building up our distribution capacity in Hong Kong, which had, you know, been running flat for quite a few
years. So, we saw an opportunity--given the market conditions, as the economic crisis started to take
hold, we saw an opportunity to build up the size of our agency force in Hong Kong. And last year, we
built it up by about 18 percent, which is higher than anyone else in the marketplace. And this year, we're
seeing the payoff. You know, we're seeing the payoff this year--in fact, we built the capacity last year.
You see the numbers there in terms of the Q3 results versus last year in terms of the payoff. Going
forward, | see two big things that will allow us to continue this growth going forward. The first is the--you
know, we see a tremendous opportunity to improve the productivity of our distribution force in Hong Kong.
Even in a developed area like Hong Kong, life insurance agents in Asia have been primarily product
pushers. And we see a tremendous opportunity to turn them into more of a planning-type individual that

is common to us in US and Canada.

29
Transcription Services Providd By:
eTranscription Solutions, LLC
www.etranscriptionsolutions.org
(740) 385-5994



November 19, 2010 / 9:00am — 2:00pm
Manulife Financial Corporations’s Institutional Investor Day 2010

So, we're building the, kind of, financial planning systems tools that they need to, you know, turn
themselves more into the planning kind of individuals going forward. And | think that will tremendously
improve their productivity, as well as what | discussed earlier with the fact that so many of their clients
have only got one product relationship with us. And so, again, we see a great opportunity to--through
further training and development, to turn them into people who can sell multiple products to the same

person and have much more of cross-selling, kind of, a capability.

| also want to remind you this morning that, we, over the course of the last decade, have built a second
outstanding business in Hong Kong, which is our MPF business, Mandatory Provident Fund. For those of
you not familiar with it, this is a defined contribution business, similar to the 401(k) business in the United
States.And hen this business was, in effect, created by the government a decade ago, everyone
assumed that the banks would dominate this business. And my predecessors, who were running our
operations there a decade ago, said, "No, | think, you know, based on the experience that we have in this
space in North America, | think we can do something here." And so, they took a crack at it, and they were
very successful. And they have built an operation that is second only to HSBC in terms of its size and
penetration of the marketplace. Honng Kongers are still not saving enough for their retirements, so we
see this as a foundation on which we can continue to build a strong wealth management franchise in

Hong Kong.

Moving to China--you know, | think our China story continues to be, you know, one of continuing building
success on success. We're now licensed in over 40 cities in China. You know, we are the number two
foreign player in China. And our vision remains the same. Our vision remains trying to build out the--to
be the first of the foreign companies to built out a national franchise in China. And we're doing that not
just through the city expansion, we're also doing that through a channel expansion where we have now

entered into the bank distribution channel in China. And we also see opportunities now having acquired
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an asset management company in China to do some cross selling of products between the two
companies in China going forward.

As | mentioned, you know, we acquired an asset management company, now called Manulife-TEDA.
And again, to repeat the conclusion that | stated at the beginning of my talk, this followed on an
acquisition six months earlier of an asset management company in Taiwan. And the result of that is that
we now have asset management companies on the ground in Hong Kong, Taiwan and Mainland China,
which makes us nearly unique, one of only 12 out of 1,500 asset management companies who have on-
the-ground operations in all three countries. And, you know, we are a firm believer that the--you know,
the performance that we can deliver to investors or to the holders of unit-linked life insurance will be
considerably superior by having people who are actually on the ground making investments, as opposed

to doing it in front of a terminal in London or in New York.

Turning quickly to ASEAN. Again, we have a variety of success stories. As | mentioned earlier, our
strategy, basically, is to have a balanced portfolio throughout our operations in Asia. Some are

contributing to our results today, but we're also planting seeds for our results going forward.

So, Indonesia continues to be very successful--outstanding year last year, continuing to grow this year
and continuing to pursue the multi-channel approach. So, in addition to building up the size of our agency
force in Indonesia, we have, you know, over 15 banking relationships that we've established in Indonesia

to build up that channel.

Vietnam continues a very dramatic pace of growth. We'll probably cross the 10,000 agent mark this year,

and we continue to achieve growth in the 25 to 35 percent growth rate.

Philippines, an outstanding success this year--again, both channels, so we're, kind of, firing on all

cylinders. You know, we almost doubled the size of our core franchise, which is our agency system in the
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Philippines. But, we also have a joint venture with China Bank in the Philippines, which is just taking off
this year, with results triple of what they did last year.

I highlight Singapore, where we're not doing very well. And | highlight that because, again, this is why we
pursue a balanced portfolio across the entire region is that if we were only in four countries, and we had
one that was not doing very well, that would be dragging down the ship quite significantly. But, by being
in the 10 countries, different kinds of countries with different kinds of situations, you know, we can, you
know, deal with this and--actually, I'm reasonably optimistic about Singapore next year. | think we're
getting close to the turnaround point there, so hopefully we'll have more positive news to tell you about

that going forward.

| just want to talk a little bit more about distribution in Asia. You know, these are the--kind of, the main
channels distribution for insurance in Asia. Agency is the primary channel throughout the region for
virtually all companies. And it is our core competency. | think we are widely recognized as running the
more professional agency systems in virtually every country in which we operate in Asia. On the other
side of the chart, the more brokerage side or independent side of the chart, really only exists in two or
three countries in Asia. Obviously, it exists in a big way in Japan, and you see we're really building on
that. And it's in, kind of, the emerging phase in Hong Kong and in Singapore, but we're going to make

sure that we stay on top of that as those kind of channels emerge.

I'd like to say a couple more words about the channel in the middle, which is bancassurance because
historically, you know, Manulife has been a little late to the game in terms of selling insurance through
banks in Asia. And there are a lot of different kinds of ways of selling through banks in Asia. You know,
in the northern part of Asia, as the slide says, the model tends to be very much like what we're used to in
North America. It's open architecture--it's a shelf-space game. You have to get on the shelf, and then,
you know, you demonstrate that you have the capabilities in terms of products and sales support to do a
good job for the bank. In southern and Southeast Asia, the tendency tends to be more exclusive one-to-

one kind of relationships with, you know, large upfront fees that are paid to the banks to do business with
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them. So, you know, we have to be prepared to work with different kinds of banks in different ways

across the region.

But, our goal--you know, our goal is to, you know, slowly--you know, we're in this come-from-behind
phase, so it's to build our credibility, so that we're in a position when one of these larger regional deals--if
one of the larger regional banks comes up for renewal that we have the credibility to take over one of
these relationships. So, | mentioned earlier the great success we're having in the Philippines with our joint
venture with China Bank there. | mentioned earlier the results that we're having in Japan with MUFG.

We have very good relationships with DBS in their Hong Kong bank and in their Indonesia bank. And
we're starting to see the numbers. You know, you see on the slide here, you know, our bank sales are,
this year, about three times what they were last year. You know, our total sales of all of our products
through banks across Asia is now, you know, 20 to 25 percent of our total, so we are starting to make that

impact and starting to turn our business in a positive direction there, so.

We are--as Donald said, we are trying to also take advantage of building our brand in Asia. You know,
some of you who have made visits to Asia, if the only place you visit when you come to Asia is Hong
Kong, you know, you may have the impression that, you know, Manulife has every bit as well established
a brand in Asia as it does in Canada or in the US because we have our names on a bunch of buildings in
Hong Kong, and as | mentioned earlier, one out of five people are already our customer. But, it's not the
same in the other countries in which we operate in Asia, where our brand recognition is much lower. So,
we are attempting to address that issue through, you know, a lot of outdoor media activity--a lot of
billboards going up in a lot of these countries to really push the Manulife name. You notice it's the same
kind of brand image that we're using corporately here in Canada. It is still Manulife is for your future, and

Manulife is still a company that is strong, reliable, trustworthy and forward-thinking.
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We're trying to do some things that are a little more creative on the outdoor side rather than just kind of
the brute force of newspaper ads and things like that, just to try to capture the imagination of the--of

people on the street.

I'll say one or two words about India and Korea. As | mentioned earlier, we are exploring entry strategies
into both of these countries. In terms of Korea first because it's a little quicker story, no new licenses are
being granted in Korea and have not been granted for quite a few years. So, the only entry strategy is
acquisition. And as a result, there is a certain premium attached to acquiring existing properties in Korea.
So, it's impossible for me to give you any kind of a prediction or timeline about, you know, when or how
we might enter into Korea. I'll just simply say we find the market attractive, and we'd hope, if the

opportunity does emerge, to be able to add that to our portfolio of businesses.

India is a little bit different. We've had a research project underway for almost a year now. We've opened
a rep office in India. But, there has been challenges emerged in India this year, which is that there have
been significant regulatory changes this year that have dramatically impacted, kind of, the core product
category, which is the unit-linked life insurance. And, you know, we have talked to--as an organization,
we've talked to four of the major players in India, and they've all told us that subsequent to these
regulatory changes, they aren't sure how to make money under the new rules. So, I think it's going to
take us a little bit longer to develop a business model that, you know, we, as a new entrant, would be
comfortable trying to figure out how to make money if the people who are already there and more familiar
with it can't figure it out. So, we continue to work on that. But, | wouldn't expect an announcement real
soon on that. We just want to see how some of these changes work their way out over the next few

weeks or few months.

| guess as | just want to wrap up with a couple more slides. You know, | think the competitive landscape
in Asia--and in our operations, we re-examine the compet