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customer needs
yramid

Progression of economic value

Customers want to get ready
A constantly changing world (confidence in tomorrow)

We

Guide transformations

Premium

§ sha pée . Affiliation, Belonging and Inclusion
) a better » Allianz branded utility (next to our main insurances proposition)
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. S We care Customers want to be recognized
Stage experiences  Empathy and personal (human) support on Moments of Truth

for customers’ hopes * Problem ownership (first time right)

and fears » Treating claims in the spirit - not the letter - of the policy
Time well spent

Time saved

Customers want to experience control

We deliver » Insight (understanding of products; processes)
quality in a fair and simple way « Overview (awareness on status of requests; accessibility)

» Perspective (predictability; solution-oriented)

Offer services
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Customers want to be safe
We offer Life qnd P&C insu rances » Comprehensive, Integer & Transparant

. . . L Terms and Conditions
best in class products for retail -, commercial customers and affinities . High-end products and services

(simple & intuitive)
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Extract Customers look for trust

commodities * Number 1 insurance brand globally
» Top 3 largest profitable insurance

companies globally
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