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DISCLAIMER

This document (“document”) has been prepared by AIA Group Limited (the “Company”, and together with its subsidiaries, “AIA”, the “Group” or “AIA Group”) solely for use at the presentation held in 
connection with the announcement of the Company’s financial results (the “Presentation”). References to “document” in this disclaimer shall be construed to include any oral commentary, statements, 
questions, answers and responses at the Presentation. 

No representation or warranty expressed or implied is made as to, and no reliance should be placed on, the fairness, accuracy, completeness or correctness of the information or opinions contained 
herein. The information and opinions contained herein are subject to change without notice. The accuracy of the information and opinions contained in this document is not guaranteed. None of the 
Company nor any of its affiliates or any of their directors, officers, employees, advisers or representatives shall have any liability whatsoever (in negligence or otherwise) for any loss howsoever arising 
from any information contained or presented in this document or otherwise arising in connection with this document.

This document contains certain forward-looking statements relating to the Company that are based on the beliefs and expectations of the Company’s management as well as assumptions made by 
and information currently available to the Company’s management. These forward-looking statements are, by their nature, subject to significant risks and uncertainties. When used in this document, 
the words “anticipate”, “believe”, “continue”, “could”, “estimate”, “expect”, “going forward”, “intend”, “may”, “ought”, “plan”, “project”, “seek”, “should”, “target”, “will”, “would” and similar expressions, as 
they relate to the Company or the Company’s management, are intended to identify forward-looking statements. These forward-looking statements reflect the Company’s views as of the date of the 
Presentation with respect to future events and are not a guarantee of future performance or developments. You are strongly cautioned that reliance on any forward-looking statements involves known 
and unknown risks and uncertainties. Actual results and events may differ materially from information contained in the forward-looking statements. The Company assumes no obligation to update or 
otherwise revise these forward-looking statements for new information, events or circumstances that occur subsequent to the date of the Presentation. 

Certain statements relating to the capital management policy in this Presentation may constitute forward-looking statements, including but not limited to statements that are predictions of or indicate 
future events, plans or objectives of the Company. Please take caution that a number of factors may influence actual dividends payable or share buy-back amounts in any given year, including but not 
limited to the Group’s actual earnings, capital and solvency requirements applicable to the Group, prevailing economic and financial market conditions, as well as unforeseen requirements imposed 
upon the Company affecting its ability to execute various capital management initiatives, including those initiatives referenced in this Presentation. In addition, the determination of the amount of future 
dividends or share buy-backs is subject to approval by the Board and the shareholders of the Company. 

This document does not constitute or form part of, and should not be construed as, an offer to sell or issue or the solicitation of an offer to buy or acquire securities of the Company or any of its 
subsidiaries in any jurisdiction or an inducement to enter into investment activity. No part of this document, nor the fact of its distribution, shall form the basis of or be relied upon in connection with any 
contract or commitment whatsoever. No securities of the Company may be sold in the United States or to U.S. persons except pursuant to an exemption from, or in a transaction not subject to, the 
registration requirements of the U.S. Securities Act of 1933, as amended. In Hong Kong, no shares of the Company may be offered by the Company to the public unless a prospectus in connection 
with the offering for sale or subscription of such shares has been authorised by The Stock Exchange of Hong Kong Limited for registration by the Registrar of Companies under the provisions of the 
Companies Ordinance and has been so registered. 

The information herein is given to you solely for your own use and information, and no part of this document may be copied or reproduced, or redistributed or passed on, directly or indirectly, to any 
other person (whether within or outside your organisation/firm) in any manner or published, in whole or in part, for any purpose. The distribution of this document may be restricted by law, and persons 
into whose possession this document comes should inform themselves about, and observe, any such restrictions. 

Throughout this document, in the context of our reportable segments, Hong Kong refers to operations in the Hong Kong Special Administrative Region and the Macau Special Administrative Region; 
Singapore refers to operations in Singapore and Brunei; and Other Markets refers to operations in Australia, Cambodia, India, Indonesia, Myanmar, New Zealand, the Philippines, South Korea, Sri 
Lanka, Taiwan (China) and Vietnam. 
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AIA’s Unique and Powerful Growth Engines

Professional Premier Agency 

Differentiated Bancassurance

Geographical Expansion

Mainland China Market Potential Remains Strong

<2%
AIA China’s Penetration 

of target customer base(3)

>550 million 
Middle-Class and Affluent 

Population by 2030E(1)

>US$140 billion
Health Protection Gap(2)

>US$60 billion
Mortality Protection Gap(2)

Notes:
(1) Source: BCG; Income level (post-tax monthly household disposable income over RMB9,500) defined as middle-class and above, RMB3,600 to RMB9,500 as mass market 
(2) Source: Swiss Re, premium equivalent in 2024
(3) Target customers refer to middle-class and above customers, with a post-tax monthly household disposable income over RMB9,500 in 2023, source BCG; combined GDP in 2024 

1
2
3

21%  40% 
60+ years old 

as % of total population
2024 to 2050E

>50%
of Asia’s Mortality and Health 

Protection Gap(2)

Huge Growth Potential in Mainland China
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Best-in-Class Agency is our Key Competitive Advantage 

High-Quality Premier Agency Delivering Growth in a Challenging Market

Most Productive Agency in Mainland China

2024 VONB per agent

AIA China Average of Peers

2.9x2.9x

>4 
Number of policies

per active agent per month

#1 MDRT
in Mainland China

for 6 consecutive years

Agency VONB
2024 vs 2017 

Declined 
>40%

Aggregated Peers 

+60%
AIA China



Professional Agency and Innovative Propositions:
Unlocking Lifetime Customer Value  
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Innovative Propositions Powered by Compelling EcosystemsLifetime Partner & Advisor 

100% needs-based selling
approach powered by data and AI tools

Health & Wellness

Retirement

~1,400
Medical Service

Providers

Health 
Ecosystem Medical 

Experts

~480
Retirement Service 

Providers

Retirement 
Ecosystem

Critical Illness 
1.0

Critical Illness 
2.0

Critical Illness
3.0

All-In-One 
Products

+ CI Case 
Management

Health 
Stewardship+

+ Prevention & Early Detection

Retirement
1.0

Retirement
2.0

Retirement
3.0

Savings 
Products

+ Medical 
Products

Retirement 
Stewardship+

+ Retirement Services

Differentiated Product Mix 
Optimising Lifetime

 Customer Value

>6 policies
per customer(2)

>90% 
Agents sold protection

41%

14%
2%

43% Traditional 
Protection

Tax-
incentivised
Products

Agency
VONB 
2Q25

Par(1)

Notes:
(1) Includes unit-linked and unit-linked hybrid products
(2) Middle-class and above in-force customers, based on annual premium data in 1H25
(3) Net promotor score and customer effort score 

In-house 
Case 

Managers

Others

#1 NPS & CES
for 8 consecutive years

Products

Ecosystem 
of Services

Professional 
Advice

 Protection gap analysis across customer 
insurance portfolios from multiple providers

 AI-powered needs-based recommendation

24x7 Bilingual 
Service Centre

In-house 
Case Managers

Comprehensive 
Healthcare System 

for Retirees
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Robust Agency Development Drives Sustainable Growth 

Recruitment
High-standard candidate profiling and rigorous selection

Successful New Agent

Onboarding, training and development 

Management Path

New Agency Leader

Junior Leader 

Senior Leader

Stringent Selection, 
High-Standard Development Platform 

~20x
 active new agent

Leaders Demonstrate Strong Aspirations for Team Growth

Focused On Two Crucial Growth Pillars 

42.5 years old
Average age

of leaders

>80%
First 3-month 
activity ratio

>1,500
Master’s degree

or above

Success of New Agents Boosts Recruitment Confidence

+11%
No. of active 
new agents

~80%
Leaders with 

direct recruitment

+71%
No. of new 

agency leaders

Million Dollar Round Table 
Designations(1)

TOT
COT

MDRT

Leaders’ Average
Monthly Income 

~5x
 active new agent

Sales Path

~3x
 active new agent

Note: 1H25 data unless otherwise stated
(1) TOT refers to Top of the Table, COT refers to Court of the Table and MDRT refers to Million Dollar Round Table 



Integrated

Powered by an AI-Driven Innovative Model

1.1 million
Hot leads 
generation

19%
Conversion

rate

Proactive Leads Nurturing Proposition Selling

Large-scale 
Data Traffic 

One Experience One-stop Customer Super App

Leads 
Assignment

Navigator Integrated Agent Digital Platform

Actionable 
Insights

Agency Data Mart Customer Data Mart 

Agent 
Referral

Cold
leads

Customer 
Referral

Third-party
Platform

Existing 
Customers

Activities Health 
Advice

Hook Product 
& Service

Warm 
leads

Hot 
leads

Talent ManagementProspecting 
Platform

CRM

>5 million 
Online customer 

interactions

Gen AI & 
Data Analytics

Privilege
& Discount

Real-time Behavioural Data

6 per day 
Actionable alerts 

generated per leader

New agent success driven by
leads generation and upselling 

Leader success driven by
precise and predictive team management

Early detection for
predictive management

7
Note: 1H25 data



HNW Ecosystem

In-house Experts
Legal | Tax  | Health | Retirement | Insurance Trust

Building a Differentiated and Sustainable Bancassurance Model
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Highly Selective Partners

Exclusive Partnership

Strategic Partnerships

Customer-centric Innovation Flagship

Co-build Affluent Customer 
Engagement Model

Strengthen HNW Capabilities

HNW Focus 

1

3

2

Differentiated Capabilities

Strong HNW Capabilities

+46%
VONB

in 1H25
A selected bank partner

Health & Wellness

Retirement

Youth Development

Legacy Planning 

Lifestyle

Data-based Customer-driven Approach

9%
Conversion 
Rate in 1H25

A selected bank partner
Segment 
Analysis

Segment-based 
Industrialised Nurturing

Data 
Mining

Propensity
Analysis

Proposition 
Selling

Data- 
driven 
CRM 
Capability

>US$23k
Average Case Size(1)

16%
Banca VONB 

as % of AIA China Total

~100%
Regular Premium

~35%
Banca VONB Margin

Notes: HNW refers to high-net-worth customers
(1) All banks except for Postal Savings Bank of China

Wealth Management



Accelerating Proven Success Across New Geographies

9

Notes: 
(1) 5 developing regions include Tianjin, Hebei, Hubei, Sichuan and Henan
(2) 4 new regions include Anhui, Shandong, Chongqing and Zhejiang (launched operations in 1H25)
(3) VONB from regions entered since 2019, calculated on a constant exchange rate basis and before the effects of economic assumption changes

 New organisation structure
 Expanding programmes to 

enrich talent pool

 Shared Service Centres
 Gen AI adoption acceleration

 Professional Premier Agency
 Differentiated Bancassurance
 New branch acceleration 

~100 in Special Talent Programme 
Future General Managers / Directors of Agency

Chief Expansion Officer
new dedicated role

>90%
1-Day TAT 

>90%
Overall STPScalable 

Operation

Proven 
Model

Strong Talent
 Pipeline

Key Drivers Excellent Progress

+46%
VONB CAGR
1H22 to 1H25

>1,700
No. of agents

2030 Ambition

40% VONB
CAGR from 2025 to 2030(3)

Target 1-2 new regions 
per year

5 
Developing 
Regions(1)

4 
New 
Regions(2)

New Geographies

$61m
VONB from 

9 regions
in 1H25

8% of AIA China
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