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Disclaimer

This presentation may contain “forward-looking statements” with respect to certain of
Aviva’'s plans and its current goals and expectations relating to its future financial
condition, performance and results. By their nature, all forward-looking statements
involve risk and uncertainty because they relate to future events and circumstances which
are beyond Aviva's control including among other things, UK domestic and global
economic business conditions, market related risks such as fluctuations in interest rates
and exchange rates, the policies and actions of regulatory authorities, the impact of
competition, inflation, deflation, the timing impact and other uncertainties of future
acquisitions or combinations within relevant industries, as well as the impact of tax and
other legislation and regulations in the jurisdictions in which Aviva and its affiliates
operate. As a result, Aviva’'s actual future financial condition, performance and results
may differ materially from the plans, goals and expectations set forth in Aviva's forward-
looking statements.

Aviva undertakes no obligation to update the forward-looking statements contained in this
presentation or any other forward-looking statements we may make. Forward-looking
statements made in this presentation relate only to events as of the date on which such
statements are made.
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Agenda

2000 — weathering the storm

Actions taken by Aviva

Sustainable performance

Questions and Discussion
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Foundation for sustainable growth

2000-2003

Weathering
the storm

Cost reduction
Operational
excellence
Bancassurance
development
Major disposal
programme
Asia LTS entry

2004-2005

Platform for
growth

Capital structure

Expansion of bancassurance
model

China / India acceleration
Russian office
Sustainable Gl profits
RAC acquisition

2006 >

Delivering growth
and value

Continued international growth in
mature and new markets

Leverage bancassurance
advantages

Further growth from Gl / RAC
Driving excellence in UK Life
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The Aviva portfolio

EEV Operating Profits
Sales £35bn @ £3.5bn @

International Life
> Aviva International

International General

Insurance <

UK General Insurance

Aviva UK 46%

UK Life

J

(- FY05 Total long-term savings new business sales and Gl and health new business premiums

. _ : © Aviva plc
@ FY05 EEV Operating Profits Excluding Corporate Costs and Unallocated Interest Charges




Aviva — our strategy

To be a clear leader in helping our customers grow their wealth and protect
their assets and their health...

Long term savings and fund General insurance and related
management services

* by offering a superior range of * by providing a broad range of
competitive
* |ong-term savings
°* motor
* |nvestment, and
* property, and
* protection products
* health insurance services
* in markets that offer significant
opportunities for growth * to individuals and small to medium-
sized enterprises in chosen markets
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Reshaping the portfolio

2000 GI NWP by Country
£12,203m EXITS

3% SIS
5% 304 London Market
Brazil
Spain
Germany
Belgium

French broker
commercial

South Africa
Pakistan
Portugal

Australia & NZ
Asia

7%

O France B Ireland B Netherlands O Canada

Excludes health

2005 GI NWP by Country
£9,292m

6%
9%

8%

O USs B Rest of World O UK
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Few competitors and capital disciplines

9%

Volume growth
5% -
1%

FY 2005

N
-2%

-5% -5%
-6% -6% Q1 2006

8% -1%

Alllanz Zurich RSA JAVE: RBSI NUI

2005
COR %

Source: Year end press releases

94 96 93 94
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UK: financial and underwriting discipline

Large Claim Analysis (>£1m)
* Continued focus on personal
lines and SMEs

* Benefit to pricing from volume
of data

* 1,500 accredited commercial
underwriters targeted on
future profit
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* Significant reduction in large
claims, £200 million avoided
In the last three years

2000 2001 2002 2003 2004

Occurrence Year
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% of NUI IB GWP

UK: changing pattern distribution

70% 1

60 % 1

50 %

40%

30% 9

20%+

10%

Personal Lines Distribution

0%

Insurance —fll— Direct Corporate
Broker Partner

Commercial: Broker share of NUI IB GWP (Em)

50%

40%

30%

20%

10%

0%

Top 50
2003

Personal lines dominated by large
brands

Changes slower in commercial: brokers
will continue to dominate

Significant shift to large brokers who
satisfy customers

Bank and internet sales for micro
businesses likely to grow
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UK: operational excellence

A successful offshoring strategy

* Cost leadership is delivered
through:

* Operational efficiency

e Offshoring

cumul. P&L
benefit

* Leveraging supply chain
across NUIl and RAC

Sustainable profits
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RAC delivers non-volatile earnings

Home Insurance Travel Insurance

NORWICH
UNION
2 AVIVA company

Home Praddets 'l
Motor Insurance | l" ’-m‘ S . .‘

s v Telematics

e B i '
AT . e "Pay As You Drive" ™
1 an AVIVA& Company

© QUASTE ME HAPPY Y

oneswoop ¢ )

Vehicle History Checking Huge growth
potential

Car Sales

RAC Direct Insure

Rt ® A

RAC Vehicle Inspection RAC Financial
Services

RAC
==\

Driver training

RALC {ifascreens

RAC Windscreen Services
Rescue
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Knowledge sharing across borders

e Canada & Ireland

* Data mining / analytics
* Generating range of pricing
insights
Transfer across national
boundaries

* Off-shoring

*  Turnkey solution for Canada

* Better risk assessment

* Telematics
* Ignition programme (Ireland)
* Autograph (Canada)

* Claims supply chain
* Rolling out model
* Leveraging scale

th key 2 safer driving and lower premmiums
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Producing sustainable results

World-wide COR target of 98% or below

Growing premium income ... ... Whilst increasing profitability

Operating Profit £ bn

- 2.0

2000* 2001 2002 2003 2004 2000 2001 2002 2003 2004 2005

B CoRrR —— Operating Profit

. : : :
Excludes discontinued operations © Aviva plc




Sustainable performance

* Reshaping the portfolio
Financial & underwriting disciplines
Develop distribution model

e Direct

e Broker

* Partnerships '(Q\

Scale & operationa! (\\, )
X<

Strategic da - 1S
SN

C}O‘}usition of RAC

- Cross border knowledge sharing

World-wide COR target of 98% or below S




AVIVA

Questions and Discussion




