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Subject: New Requirements Relating to the Sale of ILAS Products

1 Background

As members will know, there have been substantial changes to the regulatory environment
for ILAS products. These include the introduction by the Securities and Futures Commission
(the “SFC”) of enhanced advertising guidelines and suitability and disclosure requirements
and the new requirements of the Hong Kong Monetary Authority (the “"HKMA”) relating to
the sale of ILAS products by banks. In the light of these changes, it is necessary for the
Hong Kong Federation of Insurers (“HKFI”), as a self-regulatory body, to enhance its
requirements for the sale of ILAS products. The purpose of this circular is to announce these
new requirements.

2 Purpose

The purpose of the new requirements is to ensure that customers purchase ILAS products
that are suitable for them and consistent with their requirements and risk appetite.

3 Effective date

All member companies who sell ILAS products are required to implement these rules in two
stages as follows:

a) The enhanced Financial Needs Analysis (as per section 4.1 of this circular), Risk
Profile Questionnaire (4.2), Applicant Declaration (4.3) and Suitability Check (4.4)
must be implemented no later than 16"™ October 2009.

b) The post-sale controls (section 4.5) must be implemented no later than 31
December 2009.

This timing allows members to make the necessary changes to their systems to
implement and support the new requirements.

4 New and Enhanced Requirements

4.1 Financial Needs Analysis

Building on the HKFI’s initiative on needs analysis that took effect in February 2007, every
application for an ILAS product must include, or be accompanied by, a financial needs
analysis form ("FNA”). The FNA must as a minimum include all the questions and multiple
choice options in the suggested form of FNA shown in Appendix A, Member companies may
modify the FNA to include additional questions, and may also add additional multiple choice
options to the mandatory questions shown in the suggested form of FNA; however, each of
the choices shown for the mandatory questions must be included in the FNA.

Neither members nor customers can opt out of the FNA. That would defeat the objective of
this initiative. If the customer chooses to deviate in any respect from the FNA process they
must confirm their reasons in writing. The FNA form can be designed to accommodate this —
see Appendix A — but it is stressed that “tick boxes” indicating non-compliance with the FNA
requirement are not permissible; the customer must set out their specific reasons.
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The FNA may be presented as either a separate form, or included as a section within another
point-of-sale document such as the proposal form but whichever option is adopted, the FNA
must be clearly identified: “Financial Needs Analysis” or an appropriate set of words that
clearly conveys the document’s purpose and must be signed and dated by all applicants.

These new FNA requirements are in addition to the previously announced requirements of
the HKFI's Initiative on Needs Analysis, which took effect in February 2007.

4.2 Risk Profile Questionnaire

Every application for an ILAS product must include, or be accompanied by a Risk Profile
Questionnaire ("RPQ"). The purpose of the RPQ is to assess the customer's risk appetite and
determine if a particular product and its underlying investment choices (if any) are suitable
for them. The form of the RPQ should include, as a minimum, questions covering the
following areas:

1) investment objectives

2) preferred investment horizon
3) risk tolerance

4) financial circumstances

However, there is no need to duplicate questions in the RPQ and the FNA. Member
companies must also exercise extra care when selling ILAS products to elderly or
unsophisticated customers or those who may not be able to make independent investment
decisions on complex investment products, particularly products with long maturity periods
or which attract heavy penalties on early redemption or withdrawal.

The treatment of customers choosing to deviate in any respect from the RPQ process is
identical to the FNA requirement described in the FNA section above.

Every application for an ILAS product must include the RPQ, which may either be presented
as a separate form, or included as a section within another point-of-sale document such as
the proposal form but whichever option is adopted the RPQ must be clearly identified “Risk
Profile Questionnaire or an appropriate set of words that clearly conveys the document’s
purpose and must be signed and dated by all applicants.

4.3 Applicant’s Declarations

Every application for an ILAS product must include, or be accompanied by, Applicant’s
Declarations (“Declarations”) in the exact form shown in Appendices B and C. Member
companies must not modify the content of these Declarations.

The rules for the completion of the Declarations are as follows:

1) The applicant(s) must complete the Declarations. They cannot opt-out of this
requirement.

2) The applicant(s) must sign the declaration of “Section I: Disclosure Declaration” to
confirm they understand and accept the highlighted features of the product.

a) If the product has any unusual features or risks such as (without limitation)
market value adjustment, foreign exchange risk, leverage, investment choices
based on hedge funds, or extensive use of derivatives other than for risk
management purposes, then the sales representative must explain these to the
full satisfaction and understanding of the applicant(s) prior to signing. All
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applicant(s) must sign and date at the bottom of “Section I: Disclosure
Declaration”.

3) The applicant(s) must then tick one of either boxes A, B or C in “Section II:

Suitability Declaration”.

a) Box A should be ticked where the sales representative and the applicant(s)
agree that the product is suitable, based on the information provided by the
applicant(s) as part of the FNA and RPQ.

b) Box B should be ticked by the applicant(s) in situations where the applicant(s)
are unwilling to disclose sufficient information for suitability to be assessed, or
where it is assessed that the product may not be suitable for the applicant(s)
based on the information disclosed in the FNA and RPQ. In addition, whenever
box B is ticked, an applicant must in_his or her own handwriting provide
sufficient explanation as to why he/she has determined to proceed with the
application, notwithstanding that the product may not be suitable for him/her.

c) Box C should be ticked if the applicant(s) fails to comply with any part of the
process, including but not limited to refusal to complete any or all parts of the
FNA and RPQ, or the applicant(s) wishes to progress the sale on an “execution
only” basis. The applicant(s) must set out their reasons and provide these in
their own handwriting.

d) All applicant(s) must sign and date at the bottom of “Section II: Suitability
Declaration”.

The Declarations can either be presented as a separate form, or as a separate single page
within another point-of-sale document such as the proposal form. The Declarations’
document or section must be clearly titled: “Applicant’s Declarations”.

4.4 Suitability Check

Member companies must establish operational controls to ensure that the FNA, RPQ and
Declarations are duly completed.

Further, member companies must establish a process to verify whether the ILAS product
sold, and key features such as the premium amount and term are considered suitable for the
applicant(s) based on the information disclosed by the applicant(s), and to deal appropriately
with any exceptions (as per section 4.5 of this circular).

Special consideration is required where business is introduced by an insurance broker,
including Independent Financial Advisors (“IFAs”) acting in the capacity as an insurance
broker. It is important that in performing the Suitability Check and any exceptions (as per
Section 4.5 of this circular) that the applicant(s) fully understand that the Insurance
Company is not responsible for the advice given by the insurance broker. To facilitate this
differentiation, a specific Applicant Declaration (see Appendix C) has been prepared for this
purpose and must be used for business introduced from this intermediary type.

4.5 Post-sale controls

Member companies will be aware that the HKMA has announced a requirement for banks to
make audio recordings of ILAS sales. The HKFI's task force on the Report by HKMA on
Distribution of Structured Products determined that applying this recording requirement to
other sales channels, such as agents, was not practical. However, since this would create a
difference between sales channels, member companies must implement the following
additional post-sale controls (“Post-sale Controls”) for non-bancassurance ILAS sales:
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1) Copies of the risk disclosure statement for the relevant ILAS product and the signed
Applicant’s Declarations (as per Appendix B of this circular) must be sent to the
customer with the policy.

2) A notice informing the customer that copies of the customer’s FNA and RPQ are
available for inspection and advising where and how the customer may access these
documents must be sent with the policy to the customer. This applies to all clients
irrespective of which box they tick in Section II : Suitability Declaration of either
Appendix B or C.

3) Before the expiry of the cooling-off period, member companies must make
reasonable efforts to complete and make audio recording of telephone calls with all
“Vulnerable Customers” and with any customers selecting either boxes B or C of
Section II of the Declarations, to confirm their consent to both the Disclosure
Declaration and the Suitability Declaration (a “Post-sales Call").

The Post-sale Controls will not apply to bancassurance ILAS sales, as an audio recording
should already have been made during the fulfillment process. However, member companies
must implement the Post-Sale Controls for all other sales channels, including, without
limitation, customers introduced by independent intermediaries such as brokers and IFAs
acting in the capacity as an insurance broker.

To ensure compliance with the Post-sales Call requirements Member companies must
prepare and follow a script for the Post-sales Call. The HKFIL will shortly be indicating a
minimum set of questions that should be incorporated in this script, however member
companies are entitled to develop their own version provided it includes at least these
questions.

In determining who is a “Vulnerable Customer” to whom a Post-sales Call must be made,
account must be taken of the following matters, including but not limited to:

® Age — a customer over 65 is a Vulnerable Customer

® |evel of education — a person whose education level is “primary level” or below, is a
Vulnerable Customer

® Financial means — a person who has “limited means” or no regular source of income
or both is a Vulnerable Customer

All member companies, including bancassurers, are required to maintain a register of policies
issued to “Vulnerable Customers” or customers selecting either boxes B or C of the
Declarations or both. This register must be capable of being audited and rendering
appropriate data for both industry and key stakeholders’ needs such as the Office of the
Commissioner of Insurance.

4.6 Certification of Copies of FNA and RPQ

Insurers are permitted to accept copies of the above documents provided they are
appropriately certified. In respect of banks this should be certified by the bank branch
manager and bear the bank’s chop. For Independent Financial Advisors (“IFA”), insurers will
accept copies provided they are certified by the Responsible Officer designated by the
authorized representative of the IFA.
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5 Updated ILAS Information Brochure

In the interests of improved customer education, the HKFI is in the process of preparing an
updated version of the ILAS Information Brochure. It is expected that this revised brochure
will be made available before the end of September 2009.
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APPENDIX A: Financial Needs Analysis ("FNA") Form

The following questions form the minimum required content of the FNA form:

1.

What are your purposes of buying our product? (tick one or more)

O Life Protection O Savings O Investment O Accident
O Retirement O Education O Health Protection
O Others (Please specify )

What is your target horizon for insurance policy/investment linked assurance scheme?
(tick one)

O < 1year O 1-5years O 6 - 10 years

O 11-20 years O > 20 Years

Your capacity to pay premiums for insurance or to contribute to investments:

a. What is your average monthly income from all sources in the past 2
years? (tick one or more)
i. O Specific amount: Not less than HK$ per month
orii. O In the following range:
a) 0O less than HK$4,000
b) O HK$4,001 - HK$9,999
c) 0O HK$10,000 - HK$19,999
d) O HK$20,000 - HK$49,999
e) O HK$50,000 - HK$100,000
f) O over HK$100,000.

b. What is your approximate current accumulative amount of liquid assets?
Please specify amount: [HK$ ]

Note: Liquid assets are assets which may be easily turned into cash, for example, cash,
money in bank accounts, money market accounts, actively traded stocks, bonds and mutual
funds and US Treasury bills. However, real estate, coin collection and artwork are not
considered to be liquid assets.

¢. For how long are you able to contribute to an insurance policy and/or
investment plan? ( tick one)
O < 1 year O 1-5years O 6 - 10 years
O 11 -20 years O > 20 Years

d. Approximately what percentage of your income would you be able to use to

pay your monthly premium for the entire term of the insurance
policy/investment plan in c. above? (tick one)
i) 0O10% - 20%
i) [O21% -30%
i) 0O 31% - 50%
iv) O >50%
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e. In considering your ability to make payments, what are your sources of funds?
(tick one or more)

i) O salary
i) 0O income
iil) O savings

iv) O income from other investments
v) 0O accumulative savings & investments
vi) O others (Please specify)

4. If you choose to deviate in any respect from the FNA process, you must indicate your
reason(s) in writing.

(Applicant must complete explanation in own handwriting in this box)

Applicant’'s Name and Signature Date

Note: You are required to inform us (the insurance company) if there is any substantial
change of information provided in the form before the policy is issued.
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APPENDIX B: Applicant’s Declarations (for business introduced by insurance
agents)

INVESTMENT LINKED ASSURANCE SCHEME APPLICANT'S DECLARATIONS

Section I: Disclosure Declaration

The insurance intermediary, (insert name and registration number of the relevant insurance
agent), has conducted a financial needs analysis for me and I have read the risk disclosure
statements as stated in the Principal Brochure and marketing materials of the product(s) that
I am applying for. I declare and agree that I fully understand and accept the following
relating to my application(s) for this insurance policy:

= Product features including the policy term and all charges and fees;

= Amount of premium and premium term;

= Any loss that | may suffer as a result of early surrender of my policy; any cash withdrawal,
premium reduction; and any permissible premium suspension/premium holiday entitlement.

= Investment returns are not guaranteed;

= Potential loss associated with any market value adjustment;

= The potential risks as disclosed in the risk disclosure statements, returns, and losses
associated with my investment(s);

= |f | switch my investment choices, | may be subject to a charge and my risk may be increased
or decreased, | have the right to seek professional financial advice when in doubt.

Applicant's Name & Signature Date

Section Il: Suitability Declaration

| understand and agree that (tick one only):

AD the features and risk level of the product(s) and my selected mix of underlying investment
choices are suitable for me based on my disclosed current needs and risk profile as indicated
in the Needs Analysis Form and Risk Profile Questionnaire.
OR
BD despite the fact that the features and/or risk level of the product(s) and/or my selected mix of
underlying investment choices may not be suitable for me based on my disclosed current
needs & risk profile as indicated in the Needs Analysis Form and Risk Profile Questionnaire, |
confirm that it is my intention and desire to proceed with my application(s) as explained below:

(If Box B is licked, then Applicant must complete explanation in own handwriting in this box)

OR

CD despite the fact that | am required to complete the Financial Needs Analysis and Risk Profile
Questionnaire to ensure that the product(s) to be purchased are suitable for me, | confirm that
it is my intention and desire to proceed with my application(s) without complying with the said
requirement for the reason(s) below:

(If Box C is ticked, then Applicant must complete explanation in own handwriting in this box)
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| acknowledge | should not purchase this product and/or the selected mix of underlying investment
choices unless | understand these and their suitability has been explained to me and that the final

decision is mine.

Applicant's Name & Signature Date

Note: 1 For the purpose of this Declaration, the sinqular shall impart the plural; the word “I” shall include "we”; &
the word "my” shall include “our”. For joint applicants, all applicants must sign both sections.

2 You are required to inform your agent or us (the insurance company)if there is any substantial change of
information provided in the form before the policy is issued.
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APPENDIX C: Applicant’s Declarations (for business introduced by insurance brokers
including Independent Financial Advisors (“IFA”) acting in the capacity as an insurance
broker)

INVESTMENT LINKED ASSURANCE SCHEME APPLICANT’S DECLARATIONS

Section I: Disclosure Declaration

The insurance broker, (insert name and registration number of the relevant insurance broker), has
conducted a financial needs analysis for me and | have read the risk disclosure statements as stated
in the Principal Brochure and marketing materials of the product(s) that | am applying for. | declare
and agree that | fully understand and accept the following relating to my application(s) for this
insurance policy:
e Product features including the policy term and all charges and fees;
Amount of premium and premium term;
* Any loss that | may suffer as a result of early surrender of my policy; any cash withdrawal; premium
reduction; and any permissible premium suspension/premium holiday entitlement.
* Investment returns are not guaranteed;
e Potential loss associated with any market value adjustment;
e  The potential risks as disclosed in the risk disclosure statements, returns, and losses associated with my
investments;
* If | switch my investment choices, | may be subject to a charge and my risk may be increased or
decreased, | have the right to seek professional financial advice when in doubt;
= The investment and asset allocation advice associated with this investment has been formulated by the
insurance broker, based on information given by me to the broker in the Needs Analysis Form / Risk
Profile Questionnaire, including any supplementary information provided by me to my insurance broker in
writing, and not by the insurance company that manufactures and issues the product (“Insurance
Company”). The Insurance Company does not assess the investment or asset allocation risk at any time
during this process.

Applicant's Name & Signature Date

Section ll: Suitability Declaration

| understand and agree that (tick one only):

A D The features and risk level of the product(s) and my selected mix of underlying investment
choices are suitable for me based on my disclosed current needs and risk profile as
disclosed to my insurance broker during the completion of a Needs Analysis Form and
Risk Profile Questionnaire. These needs have been assessed by the insurance broker,
and not by the Insurance Company

OR

B |:] despite the fact that the features and/or risk level of the product(s) and/or my selected mix
of underlying investment choices may not be suitable for me based on the information
disclosed to my insurance broker during the completion of a Needs Analysis Form and
Risk Profile Questionnaire, | confirm that it is my intention and desire to proceed with my
application(s) as explained below:

(If Box B is ticked, then Applicant must complete explanation in own handwriting in this box)

OR

C I:I despite the fact that | am required to complete the Financial Needs Analysis and Risk
Profile Questionnaire to ensure that the product(s) to be purchased are suitable for me, |
confirm that it is my intention and desire to proceed with my application(s) without
complying with the said requirement for the reason(s) below:
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(If Box C is ticked, then Applicant must complete explanation in own handwriting in this box)

| acknowledge | should not purchase this product and/or the selected mix of underlying investment
choices unless | understand these and their suitability has been explained to me and that the final
decision is mine.

I understand that the Insurance Company :-

{a) does not provide/accept any responsibility for the financial advice given by my appointed
insurance broker who acts on my behalf and independently of the Insurance Company; and

(b) will retain copy(ies) of the completed Needs Analysis Form and Risk Profile Questionnaire
for record purpose but will have no responsibility for reviewing/assessing whether a
particular insurance product and any underlying investment choices are suitable for me in
light of my personal circumstances.

Applicant's Name & Signature Date

Declaration by Intermediary

l, (print name of Intermediary and Registration number), confirm that | have fully
explained the contents of the Applicant Declarations to the Applicant in a language of the Applicant's
choice.

Name and Signature Date

Note: 1. For the purpose of this Declaration, the singular shall impart the plural; the word "I” shall include “we”: &
the word “my” shall include "our”. For joint applicants, all applicants must sign both sections.

2. You are required to inform your intermediary or us (the insurance company) if there is any substantial
change of information provided in the form before the policy is issued.
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ILAS Circular — Frequently Asked Questions ("FAQ")

The following represents the most frequently asked questions to the recent circular
describing the new requirements relating to the sale of Investment Linked Assurance
Schemes (“ILAS”). The HKFI does not accept any responsibility for individual
companies’ interpretation and execution of these requirements and the ultimate
responsibility must rest with the Company and its Compliance Function.

1. Financial Needs Analysis (FNA) (4.1)

Q.

A.

Does the previous threshold on insurers to keep copies of the signed form still apply for
non-ILAS policies?

The new ILAS requirements do not have any impact on current practices for non-ILAS
products.

For the 1-year validity in the existing guideline, will it still apply (for both non-ILAS and
ILAS)?

“Yes” to non-ILAS, but “No” to ILAS, as every new application for ILAS must be
accompanied by the FNA, RPQ and Applicant’s Declarations (see 4.1, 4.2 and 4.3 of the
circular); despite the fact that the customer may have signed those forms for another
ILAS application within 1 year.

Will the existing requirement on the FNA form still apply, e.g. signature of intermediaries,
reason for recommendation etc?
Yes.

Customer's target horizon for an insurance policy and an investment-linked assurance
scheme can be different. To avoid confusion to customer, we suggest to amend question
2 to "What is your target horizon for investment-linked assurance scheme?" and to delete
"insurance policy" from the question.

This is a circular and is not meant to represent detailed procedures regarding ILAS. There
is sufficient latitude to adopt the amendment if you choose to do so for your company.

Whether review of customers’ needs subsequent to the issue of policy is required to be
performed at regular intervals?

This would constitute “best practice” but at this stage is not part of the required
procedures. This may change in the future.

For Q3, what is the meaning of "Money Market Account’?
These are examples of liquid assets; for example, it could be interpreted to mean deposit
or forex accounts. However, a detailed answer to this question is not appropriate.

For Q4, what is the scope of “deviate in any respect from the FNA process”? Does it
mean customer refuses to complete FNA Form?

It means any deviation from the FNA process, and could represent a failure to provide all
requested information, or details to any one question.

Sometimes the customer may request bank staff to complete the form on his/her behalf.
Given the audio recording is arranged at the bank, is it feasible for customer orally
expressing the explanation for deviation and bank staff writes it down for customer?
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Itis not a situation that has been considered and while this may be feasible when the bank
and the insurer are within the same group, there are definitely issues when this may not
be the case. At this stage, we would recommend that you adhere to the proposed
procedures and have the customer write the explanation.

Customers can give any personal reason and there is no requirement for us to validate it
(also apply to 4.2 & 4.3)
In most cases this would be the case.

It is expected that audio recording of the reason(s) can fulfill and replace the requirement
of 'handwriting' (also apply to 4.2 & 4.3)

Itis not a situation that has been considered and while this may be feasible when the bank
and the insurer are within the same group, there are definitely issues when this may not
be the case. At this stage, we would recommend that you adhere to the proposed
procedures.

Please confirm as long as we have our own standard questions and answers fulfilling the
requirements of Appendix A with an area for customer to provide "other reasons", we are
not required to use the exact wording as proposed.

Correct.

Can the multiple choices in appendix be replaced by exact value/amounts, e.g. by
answering "2 years" instead of choosing "1-5 years". If it is allowed, our existing Financial
Planning Report can already serve some of the requirements.

This would be acceptable.

If the customer chooses to deviate in any respect from the FNA process they must
confirm their reasons in writing. What sorts of reasons can/cannot be accepted?
Commonsense must prevail and be decided by Company's internal policy/compliance.

The customer must set out their specific reasons and “tick boxes” are not
permissible. But can we list out “unacceptable reasons” to help customers?
This defeats the whole purpose of avoiding tick boxes.

Do we accept “client is unwilling to disclose his financial information” as the reason?
Logical, but up to Company's internal compliance policy.

Risk Profile Questionnaire (RPQ) (4.2)

> O

Will a validity period apply to RPQ, similar to that in the current FNA requirement?
Presently, the new requirements apply at the ‘point of sale’. For the time being, we would
expect an updated RPQ to be submitted with each new application for the same customer.

Will RPQ be required for fund switching, adding rider or adding lump sum payment?
Presently, the new requirements apply at the ‘point of sale’. For the time being, it will not
apply to fund switching or top ups.

Is it a must that the RPQ be titled as "Risk Profile Questionnaire" as our bank partner’s
RPQ form are named “Personal Investment Risk Profile”, which is a standard name used
by the bank across the region.

58]
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While the circular was quite explicit that the documents must be clearly headed “Risk
Profile Questionnaire”, we are prepared to allow the latitude you are seeking provided it is
clear what the document represents.

Please clarify whether customers are required to complete a new RPQ when subsequent
(i.e. after the application stage) switching/re-direction/top-up investment orders are
made, such orders may involve selection of underlying funds of a higher risk level than
customers'’ tolerance level.

Presently, the new requirements apply at the ‘point of sale’. For the time being, it will not
apply to fund switching or top ups.

The Federation requires members to exercise extra care when selling ILAS products to
vulnerable customers. Apart from the new and enhanced requirements proposed, what
other steps does the Federation expect members to take in this regard? Please give
details.

It is more appropriate that the Company’s Compliance Officer defines and sets internal

policy.

Would the Federation provide a sample Enhanced RPQ in Chinese?
A Chinese version of the circular will be available soon.

How should recorded telephone calls be managed? Can it be done by recording the
content of the telephone call on paper or on computer? Can audio recording do it?
It must be done by audio equipment.

Can insurance companies elect to follow the post sale controls procedures for ILAS sales
as required under HKFI's Circular instead of the audio-recording requirement for sales of
investment products in banks? Will HKFI communicate with HKMA in this respect as the
requirements by different regulators seem to create a disparity between bancassurance
and agency channels, hence (a) a non-level playing field for insurance companies relying
on bancassurance channel; and (b) it may create a disparity within an insurer where
there are multiple sets of rules / procedures applicable for the same product depending
on the sales channel. From a customer's perspective, it will create the same confusion. If
we are confident that the new enhanced requirements can provide adequate protection
for customers, it should be applied equally for all channels.

The HKMA is the governing regulator for banks and it is their requirement that banks must
comply by conducting an audio recording. It is not appropriate for the HKFI's
requirements to override this.

Is the post sale control requirement applicable to all ILAS sales, whether they are
bancassurance ILAS sales or not?
Only applicable to non-bancassurance sales.

For questions covering investment objective, investment horizon, risk tolerance &
financial circumstances, it can be carried at either FNA Form or RPQ. Please advise if
there’s any mis-interpretation about this.

That is correct. There is no need to duplicate questions between these two documents.

The guideline requests each ILAS application to be accompanied with a RPQ which
include (i) Investment Objectives, (ii) Preferred Investment horizon, (iii) Risk tolerance
and (iv) Financial circumstances. The "Product Selection Criteria" section of our

-
3
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application form has already satisfied (i) to (iii) while (iv) is recorded in NAF. We believe
that we have already fulfilled the requirements. Please advise if otherwise.
This is a question for your Compliance Officer.

The "Product Selection Criteria" (PSC) section forms part of the application
form. Customer signs on the application form to confirm everything including the PSC.
Therefore, there is no need for an additional signature (and date) for this section.

A question as to the compliance of the circular should be referred to the in-house
Compliance officer.

It is mentioned: "every application for an ILAS product must include, or be accompanied
by a RPQ. We are fulfilling this requirement as we complete the PSC for each application,
as the PSC includes all information for question i) to iii) (and iv) in NAF.

Same answer as above.

Member companies must exercise extra care to elderly or unsophisticated customers,
etc. How to define & prove “extra care”?

The Compliance Officer must take responsibility and feel that they have adequately
discharged this. It should not be on the basis of doing "just enough”.

How to define elderly (age?), or unsophisticated (year of investment experience?), or
those who may not be able to make independent investment decisions? Are they the
“vulnerable customer” as illustrated in 4.5?

See answer to the above.

How to define heavy penalties and early redemption / withdrawal?
See the above answer.

If the customer chooses to deviate in any respect from the RPQ process they must
confirm their reasons in writing. What sorts of reasons can and cannot be accepted?
It is up to the company to decide what is appropriate, but commonsense should prevail.

Is the customer allowed to tick a check box “Same as FNA”", if the reason to deviate FNA
& RPQ is the same?

We are trying to avoid tick boxes. The customer could also go straight to Box C on the
Applicant’s Declaration and explain in his/her own handwriting.

Any font size or format requirement in the questionnaire?
It is up to each company to prescribe.

If there is any omission/ incompletion noted on the forms/declaration received, can client
supplement by a separate form?
Yes, but it must be signed by the customer.

The forms should be signed by applicant(s) only. No signature of life insured is required.
Correct?
This may be one and the same.

It seems the current guideline aims at gauging the risks of underlying assets rather than
the structure of the ILAS products. Should consideration be also given to the structure
of the ILAS product on top of the risks of the underlying assets? For example, if the ILAS

4
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product provides derivatives (equity, currency or commodity linked) feature or attached
with gearing (i.e. loans) feature, it will increase the risks of the ILAS product
exponentially.

Yes, and must be explained to the client.

It seems that the current proposal is merely focusing on the risks level of the underlying
assets and the corresponding risks appetite of applicants at the time of entering into ILAS
product. This might sew the picture down the road as and when the underlying
asset/policyholder’s circumstances changes.

Presently, these controls are aimed at protecting the customer at the point of sale. This
may change in future; however, customers are required to inform the insurance
companies if there is any substantial change to the information provided in the forms
signed by him/her at the point of sale and prior to policy issue.

Any standard classification for risk class of each fund? Any source? Should HKFI/SFC
provide a common one for the industry?
There is a generally accepted classification.

How to assess client’s risk appetite through RPQ? Any standard questions? Different
measures will be applied to different companies if RPQ is not standardized

Again, there is a generally accepted approach to this; companies have to satisfy
themselves.

Can we combine FNA, RPQ, and AD and in one form with one signature?

Depends on whether the client has complied with the FNA and RPQ requirements. The
documentation or warranty from the customer must clearly indicate he is signing off all
parts of the FNA, RPQ and AD

How to define “reasonable effort to complete and record telephone calls”?
Compliance officer should define.

Applicant Declaration (4.3)

Q.

For Section I, in order to cater for the bancassurance business, suggest to amend "(insert
name and HKFI registration number of the relevant insurance agent / broker / technical
representative)".

Acceptable.

For Section II, box A and B, Should "Financial Needs Analysis Form" be used instead of
"Needs Analysis Form"?

As long is it is clear the intention of the document; companies can choose to describe the
document as described. This is a change to what was originally outlined in the circular.

For Section II — Box B of the AD, suggest to provide multiple choices for clients to select,
e.g.
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This is not acceptable and defeats the purpose of the client expressing their reasons for
not complying with the process.

For bancassurance business, can a more extensive disclosure of the product features be
allowed in the AD?

Yes. Anything that complements or provides more clarification is to be encouraged so long
as the minimum contents as required by the circular are present.

What is the definition of "execution only"? Can more detailed guideline re "execution
only" be provided?

The applicant assumes full responsibility for his decision not to comply and does not
engage in the FNA/RPQ process.

If customers choose to deviate in any respect from the FNA process / RPQ, they are
required to state the reason(s) in respective forms and the Applicant Declaration -
Suitability Declaration (Box C). We expect that customers are only required to complete
Box C rather than repeat the reason(s) for 3 times in different documents.

Correct.

If we have covered some declaration items in other point-of-sale documents such as the
application form, can we simplify the content of the form to avoid duplication or
incorporate the relevant content of the declaration into our application form? Can the rule
be relaxed to allow slight wording change with the scope same as the requirement in
appendix?

Companies can choose to design as they see fit as long as the documentation is compliant.
See the answer to the above. However, the declarations cannot be edited in any way.

What is the definition of "marketing material” in Appendix B? It is concerned that some of
the "marketing materials" such as website, fund performance may not be the core selling
documents.

It should be considered as any material that was used to conclude the sale.

How to define “sufficient explanation” if customer ticks box B in the Applicant’s
Declarations (AD)?

Up to the satisfaction of the company and prescribed internal procedures, but
commonsense should prevail.

Customer may tick box C in the AD and provide a reason of “refusal to complete any or all
parts of FNA and RPQ". This “allows” customers to blank the FNA and RPQ. What is the
difference between the new requirement and the existing in terms of the level of risk
control?

6
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If the client chooses this approach there is little we can do. They have chosen to bear the
risk themselves and given the reason in their own handwriting.

4. Suitability Check (4.4)

Q.

> O

Q.
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What are the proposed interim procedures to perform suitability check in Section 4.4 “to
deal appropriately with any exceptions”, which is conducted through the post-sale controls
while in the meantime will not be implemented?

This is a matter for your Compliance Officer and internal controls and procedures.

Would the Federation propose any objective criteria for assessing suitability to give
members a unified standard to follow?

This is not under consideration. This responsibility has to rest with your compliance
officer.

How often and when should a suitability check be performed?
As part of the approval process for new applications; however, ‘best practice’ would
dictate that this is done at each customer review or change in circumstances.

How long should the record of FNA, RPQ and Declarations be kept? Are both hard and
soft (scanned) copy acceptable?

It should be treated in the same manner as all documentation constituting the fulfillment
of a new policy. Scanned version would be acceptable.

Post-sale controls (4.5)

For point 3, member companies "must make reasonable efforts to complete and record
telephone calls with all "Vulnerable Customers" and with any customers selecting either
boxes B or C......". Please provide guidance on what is "reasonable effort"?

Reasonable efforts could be considered as calling all vulnerable customers and making

several attempts to establish contact over several days.

Is there any requirement on the retention period of the telephone call record?
None is prescribed but it should be held as long as reasonable to protect the company
against policyholder claims of mis-selling.

As mentioned in the draft guideline, "insurers are permitted to accept copies of the FNA
and RPQ provided that they are appropriately certified. In respect of banks this should
be certified by the bank branch manager and bear the bank's chop. For Independent
Financial Advisors ("IFA"), insurers will accept copies provided they are certified by the
Responsible Officer designated by the authorized representative of the IFA".

Correct.

For IFAs, does it cover both broker and independent agency?
Yes.

For the Applicant’s Declaration, are copies allowed or must originals be
submitted?
Preferably originals, but a certified true copy as described above would be acceptable.

7



7.

Q. Under the existing guideline, for business referred by a broker if the policyholder does not
want to forward the FNA form to the insurers, a signed confirmation was submitted to
insurers. Under the new rules, will the same apply to the FNA and RPQ?

A. No. In fact under the new requirements the IFA must submit a certified copy of the FNA
to the insurers.

Q. Wil point 2 of the post-sales controls apply to insurance business referred by IFA /
broker?

A.  Yes, but this area may be slightly modified to avoid the underwriter being seen by the
customer as part of the advice process.

Q. Under the current practice, some of the IFA and brokers have their own FNA and RPQ,
instead of using the forms provided by the insurers. Are the insurers responsible to
ensure that the forms comply with the HKFI initiative or it should be the responsibility of
the IFA and brokers?

A. It should be considered a joint responsibility.

Q. Is the requirement of maintaining a register of policies issued to Vulnerable Customers or
customers selecting either boxes B or C of Section II of the Declarations applicable to
bancassurance ILAS sales?

A.  Yes. It will be collated to understand industry experience.

Q. Do policy services, like “fund switching” and “additional top-up premium payment with
latest fund allocation” of an in force policy, fall into the scope of the new requirements?

A. At this stage, the new requirements apply to point of sale only.

Q. Ifthe insurer only engages the bank channel to distribute the ILAS product, is this insurer
still required to maintain a register of policies issued to “Vulnerable Customers” or
customers selecting either boxes B or C of the Declarations or both? How long should the
record be kept? In hard/soft copy and who to keep them?

A. A register must still be maintained — see above. Soft copies would be permissible and
must be kept by the insurance company.

Others

Q.  Will there be any postponement to the implementation date of 30" September?

A. The effective date will be extended to 16 October instead of 30 September 2009.

Q. Do post sale controls apply to non-HK residents?

A. Yes.

Q & A relating to Independent Financial Advisor

Q.

A.

For broker distribution, including IFA, is it necessary to send the copies of the FNA / RPQ
forms to the insurer?

Yes, unless your client has specifically requested that the IFA does not, and this MUST be
supported by a separate handwritten letter signed by the applicant(s) to support this
position.
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May a broker/IFA elect not to send copies of all it’s clients FNA/RPQ form to the insurer?
No. This is contrary to the intention of the guidelines. This must be on an exceptional
basis only, and variance from this procedure should be investigated by the insurer.

Should the insurer provide the FNA / RPQ documents for its distributors?

The insurer is not under any obligation to provide tailored FNA/RPQ documentation for
each distributor but may have a standard version available should this be required. 1tis
preferable that brokers/IFAs or their representative bodies design documents that meet
the minimum requirements as outlined in the ILAS guideline and that reflect their specific
sales process.

Will the insurer use the FNA / RPQ document to check the advice of the IFA / Broker?
No. The insurer will retain copies of the completed FNA / RPQ for record purposes, but
will have no responsibility for reviewing the advice given and assessing whether a
particular insurance product and any underlying investment choices are suitable for the
applicant(s).

Can "Box C" on the suitability declaration be used to indicate the client does not want his
FNA / RPQ details to be passed to the insurer?
No, as per answer above, a separate letter must be provided.

Can the FNA/RPQ be in the same document?
Yes, provided they meet the basic minimum standards as laid down by the guidelines.

Why is the HKFI so insistent on no “tick box” style answers?
Written answers to exemption style questions create more focus for the customers and
more protection for the IFA and the insurer.

Can I complete the suitability declaration on my client’s behalf?
Not if section B or C is completed. This MUST be done in the client’s own handwriting.

Will the insurer issue a policy pending receipt of the signed Applicant Declarations and
where applicable (i.e. option A or B selected on the declaration) the FNA / RPQ?
No. These must be received prior to policy issue.

Is the FNA template provided in the HKFI guideline intended to replace documentation
that is presently adopted by individual brokers/IFAs?

No. Any existing documentation preferred by an intermediary can still be used, provided
the minimum questions in the HKFI version are included in the brokers’ version.

Can I submit my company’s current FNA / RPQ documentation for pre-approval by the
insurer?

Yes, and you are encouraged to do so. However, what may be acceptable to one insurer
may not be to another; it is advisable to approach separately all your providers
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EERMGERE
Ref : Mv149/09 By Fax & By Email
To :  Authorized Representatives of Life Insurance Members
From : K'Y To, Chairman of Life Insurance Council
Date : 14 December 2009
Subject : New Requirements relating to the sales of Investment-linked

Assurances Scheme (“ILAS"”) Products — Post-sales Call

Item 4.5 of our Circular Mv120/09 states that Members must implement the additional
Post-sales Controls for non-bancassurance ILAS sales (including sales introduced by insurance
brokers) no later than 31* December 2009. Among other controls, before the expiry of the
Cooling-off Period, Members must make reasonable efforts to complete and make audio
recording of telephone calls with all “Vulnerable Customers” and with any customers who
selected either box B or C of Section II of the Applicant’s Declarations. For this purpose, the
Legal and ILAS Working Groups have come up with a suggested standard script for the
Post-sales Call, a copy of which is attached for Members’ reference.

Members are reminded that the attached script only outlines a minimum set of questions to be
incorporated in the Post-sales Call. Members are at liberty to develop their own script
consistent with their current products; distribution channels and practices for making Post-sales
Call provided it follows all the requirements listed under “Process” of the attached.

The Chinese version of the script is in preparation and will be issued in due course.
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APPENDIX D: Post—Sales Call
Process

This process applies to all Life Insurance Members (“Members”) of the Hong Kong
Federation of Insurers and to all “non-bancassurance” ILAS Sales with regard to (1)
“Vulnerable Customers™ and (2) any customers selecting either box B or C of Section
II of the Applicant’s Declarations, including sales through insurance brokers. The
objective of the Post-Sales Call is to seek confirmation from customers as to their
consent to both the Disclosure Declaration and the Suitability Declaration.

The Post-Sales Call must be made before the expiry of the Cooling-off Period and by
an authorized person of Members who was not the person selling the insurance
product to the customer,

Members are entitled to develop their own process for making Post-Sales Call
provided that it incorporates the following:

« At the beginning of the call, the caller should introduce himself/herself by name
and company;

« Explaining the purpose of the Post-Sales Call and that it is a regulatory
requirement that the call be made and recorded;

« Securing agreement to the call and stress that the purpose is to ensure that the
customer’s rights are fully respected and protected;

« Verifying the customer’s identity;
+ The call should be terminated if the customer does not agree to proceed,

« For a customer who is unwilling to answer the Post-Sales Call, or cannot be
contacted, a written communication should be sent to the customer before the
expiry of the Cooling-off Period at the address held on file. The content of the
letter should follow the core questions for the Post-Sales Call. Where the
customer does not reply to the letter within the timeframe indicated (e.g. one weck
from date of the letter), the Member can assume that this will not be contested and
the file closed;

« Post-Sales Calls are to be made to non-Hong Kong residents as well. Where
contact cannot be established, then the procedure is the same for those customers
who are unwilling to participate in the process, i.e. a letter should be sent to the
customer;

« Reasonable efforts should be made to establish contact with the customer and
respect the Post-Sales Call process; sending letters to customers should not be
considered as an alternative and every effort should be made to establish contact
with customers by telephone. Members are reminded that logs should be
maintained and be available for inspection upon request.



Post-Sales Call Content

Members are also entitled to develop their own Script for the Post-Sales Call which
must include the following questions:

Purchase of an investment-linked product from an insurance agent/broker;
Question: Can you please confirm if you have purchased an ILAS product from
agent/broker (insert name of the relevant insurance agent/broker) of Company

(insert name of the Company)?

Understand and accept all items set out under Section [ - the Disclosure Declaration
and Section II - the Suitability Declaration;

Section I - Disclosure Declaration

Product features

Question: Did you receive any marketing literature that explains the key features
of the policy and that you understand, especially the length of the policy term and
all charges and fees?

Amount of premium and premium term
Question: Can you please confirm whether the premium for the policy purchased
by you is (insert the amount) and the premium term is (insert the contract period)?

Any loss that the customer may suffer as a result of early surrender, any cash
withdrawal, premium reduction and permissible premium suspension/premium
holiday entitlement

Question: Did your insurance agent/broker explain the types of penalties, fees or
charges as a result of your exercising certain rights under the policy such as early
encashment, withdrawal and temporary suspension of premium payment?

Investment returns are not guaranteed

Question: Have you read and understood the risk disclosure statements as stated in
the Principal Brochure and the supporting materials of the product for which you
have applied?

Examples of the risk disclosure statements are that the value of investments may
go up as well as down. Investment returns are not guaranteed and past
performance is not indicative of future performance. Have you been advised to
read carefully the Principal Brochure prior to making your investment decision?



Potential loss associated with any Market Value Adjustment (MVA)
Question: Are you aware that each investment choice is subject to market and
interest rate fluctuations and to the risks inherent in all investments?

[MVA: Members are only required to explain the implications of MVA if this is a
feature of the policy; otherwise questions related to this feature can be ignored. ]

Charges and change in risk level of the investment choice in switching

Question: Are you aware of the charges and the possible change in risk level of
the investment choice when switching? You have the right to seek professional
financial advice when in doubt.

For brokers, the Insurance Company does not assess the investment or asset
allocation risk during the process

Question: Are you aware the broker has completed the Financial Needs Analysis
form/Risk Profile Questionnaire based on the information provided by you? Do
you understand that the Insurance Company does not assess the investment or
asset allocation risk at any time during the process and therefore does not take any
responsibility for investment choices/decisions made by you or your broker?

Section II - Suitability Declaration

Question: You have ticked Box [A/B/C], which means [Describe the Declaration
Content and any written statements made by the Applicant]. Do you understand
the implication of ticking this box and is this consistent with your understanding?

« If the underlying investment choices fall within the “high risk” category,
secure confirmation of the understanding and implications;

+ The customer’s Cooling-off Rights.
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Subject : New Requirements relating to sales of Investment-linked Assurance

Scheme (“"ILAS") Products — Post-sales Call

Further to Circular Mv149/09 dated 14 December 2009 enclosing the suggested standard script
for the Post-sales Call, [the Chinese translation of the script has been finalized and is attached |

for your reference.
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APPENDIX D: Post—Sales Call
{4 D : Bi&eREEE R

Process

BF

This process applies to all Life Insurance Members (LIMs) of the Hong Kong Federation of
Insurers and to all “non-bancassurance” ILAS Sales with regard to (1) “Vulnerable
Customers” and (2) any customers selecting either box B or C of Section II of the
Applicant’s Declarations, including sales through insurance brokers. The objective of the
Post-Sales Call is to seek confirmation from customers as to their consent to both the
Disclosure Declaration and the Suitability Declaration.
ERREEEEFERANOEERBENIB TIMASRGEHE LTAIE
MIRTTHHE (ABEEBRBRELHE) T TIALNREMESRSTE
(1) FEFHBBENED Ik

(2) TE(HFBABHE) ZHEZEBIHN CHIEFR -

B EFERNECHERMMEABESEEN THEEH ) R TEGHEEY]

The Post-Sales Call must be made before the expiry of the Cooling-off Period and by an
authorized person of LIMs who was not the person selling the insurance product to the
customer.

BRI E RS LA L FIHE WA > AZERE|ZREALATHT
1M FF H % O b 2 on 2 B B8 N BT -

LIMs are entitled to develop their own process for making Post-Sales Call provided that it
incorporates the following:

ERGEVEHITHETSRIRESBERB 2By > HOABEEITHIHE -

. At the beginning of the call, the caller should introduce himself/herself by name and
company;

TEEEFEE  WEEHENASE EHELRNEEH OB A AR

. Explaining the purpose of the Post-Sales Call and that it is a regulatory requirement
that the call be made and recorded;
fRrRERIREB RG2S > LRI REE XK - kAT ZER
HEBETRENERRF  MEENKGENSTHERE

. Securing agreement to the call and stressing that the purpose is to ensure that the
customer’s rights are fully respected and protected; )
%%?ﬁﬁ%%%%%’ﬁﬁ%ﬁ%%%T%ﬁgﬁm%E&%ﬁﬁg
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. Verifying the customer’s identity;

BREEFHE T

. The call should be terminated if the customer does not agree to proceed;

W A E BT HEER > BRI EES



. For a customer who is unwilling to answer the Post-Sales Call, or cannot be
contacted, a written communication should be sent to the customer before the
expiry of the Cooling-off Period at the address held on file. The content of the letter
should follow the core questions for the Post-Sales Call. Where the customer does
not reply to the letter within the timeframe indicated (e.g. one week from date of
the letter), the LIM can assume that this will not be contested and the file closed;

WEE AR FZREEERY > NEFlheg BEAHERBEZ AT

ZHEP - SRS HAEGERIREESRA Z L REE - RU%F
RETEMRIAAEE (F1an - B (S ORI —2H) > Skha s
DlREsess 2% FEE N AL AR - A FE R

o Post-Sales Calls are to be made to non-Hong Kong residents as well. Where contact
cannot be established, then the procedure is the same for those customers who are
unwilling to participate in the process, i.e. a letter should be sent to the customer;
ERIRAEEEREEFEANIFREER - WFkg 8805 BB
iz QIE R A 2 R RS NE P INRER - LEH
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. Reasonable efforts should be made to establish contact with the customer and
respect the Post-Sales Call process; sending letters to customers should not be
considered as an alternative and every effort should be made to establish contact
with customers by telephone. LIMs are reminded that logs should be maintained
and be available for inspection upon request.

Sl BESHAER T » ERETRE R PR > WHTERIRES
IR - EREBAEMEE TE O REIRAAEER - MEFEDUE
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Post-Sales Call Content

BERRETEFENNE

LIMs are also entitled to develop their own Script for the Post-Sales Call which must
include the following questions:

SlhegararalTERREEFE NS > BNHEBRELITF—
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Purchase of an investment-linked product from an insurance agent/broker

A b B AR/ 2C 40 M T 5 R A 2 2

Question: Can you please confirm if you have purchased an ILAS product from
agent/broker (insert name of the relevant insurance agent/broker) of Company (insert
name of the Company)?

MR BERESAER xx AF (HEHEAFSHE) BirbaHE /&4 (H
FHEERERAE KON EY) BE O EHESREM ?

Understand and accept all items set out under Section I - the Disclosure Declaration and
Section II - the Suitability Declaration;
WA R EZ AR - TR RZH - TIEEMEEWH . NZAEA



Section I - Disclosure Declaration
BHER - T3 FE R

Product features

FELRE

Question: Did you receive any marketing literature that explains the key features of
the policy and that you understand, especially the length of the policy term and all
charges and fees?

Ml RESREN EBREFTEFENEEER Y IREEVNEE PR
& Rl B Ok B A A R P A U L FHAYEE TS 7

Amount of premium and premium term

Pr - %0 M ST DR I

Question: Can you please confirm whether the premium for the policy purchased by
you is (insert the amount) and the premium term is (insert the contract period)?

M FHEEBENRERESHES (FES2H) ?SNREFHE
& (FFHEESEW) ?

Any loss that the customer may suffer as a result of early surrender, any cash
withdrawal, premium reduction and permissible premium suspension/premium holiday
entitlement

(R E F B GUR O ~ FRIOW 8 ~ W% R & e O B B 46 09 BT 45 A5 O
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Question: Did your insurance agent/broker explain the types of penalties, fees or
charges as a result of your exercising certain rights under the policy such as early
encashment, withdrawal and temporary suspension of premium payment?

(B IRAY R RE 4R 40T & R REIRTT (0 PR EERERING > 40 © 42 H 9H Y
WEEE - AN ESRE - FEMM VS - BHZE 7

Investment returns are not guaranteed

RN

Question: Have you read and understood the risk disclosure statements as stated in
the Principal Brochure and the supporting materials of the product for which you have
applied?

[ RE IR A 4 el R A £ P s B e 2 T B ) B AR B B P R ET
A JE B 44 5 50 B ?

Examples of the risk disclosure statements are that the value of investments may go
up as well as down. Investment returns are not guaranteed and past performance is
not indicative of future performance. Have you been advised to read carefully the
Principal Brochure prior to making your investment decision?

JEU b 3 B B B 0] 1B B EE T Ak~ e E B IRORES 0 A
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Potentlal loss associated with any Market Value Adjustment (MVA)

BL{E A (AR A Bl 2 R {E 1Rk

Question: Are you aware that each investment choice is subject to market and interest
rate fluctuations and to the risks inherent in all investments?

MRE  REGAETHKEEEEN G2HEMNREEZE T2’
HEAEEE?

[MVA: LIMs are only required to explain the implications of MVA if this is a feature of
the policy; otherwise questions related to this feature can be ignored.]

(HEHAK  BOREATEAEN TR  AERIERABRERESE
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Charges and change in risk level of the investment choice in switching
5 0 T 9 4 D O K Y 4

Question: Are you aware of the possible charges and the possible change in risk level
of the investment choice when switching? You have the right to seek professional
financial advice when in doubt.

[BRE RS AE R I B R v g TR B A > DAROT R 5 I EURL R K
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For brokers, the Insurance Company does not assess the investment or asset
allocation risk during the process

[ilf s i 4 40 8 FEFI"J } S E T # o CREE S F R (A AR o 602 B B A
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Question: Are you aware the broker has completed the Financial Needs Analysis
form/ Risk Profile Questionnaire based on the information provided by you? Do you
understand that the Insurance Company does not assess the investment or asset
allocation risk at any time during the process and therefore does not take any
responsibility for investment choices/decisions made by you or your broker?
%%-ﬁ%m%ﬁﬁﬁﬁﬁh1ﬁ SRHE S (MBFTEES ﬁ%%>%ﬂh
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Section II - Suitability Declaration
LB - MR

Question: You have ticked Box [A/B/C], which means [Describe the Declaration
Content and any written statements made by the Applicant]. Do you understand the
implication of ticking this box and is this consistent with your understanding?

[ IR T ES A %Jﬁﬁ‘ﬁ%T[ABm]% Binw (EEBHE
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. If the underlying investment choices fall within the “high risk” category, secure
confirmation of the understanding and implications;

- UHEARCEEEEE T R, B BEFEREHAERREE

« The customer’s Cooling -off Rights.
- B RAHNAEFEEL




