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Webinar Instructions

If you haven’t already, dial in to 800-839-9416 and enter
the access code 8334152 to join the audio portion.
Phones will be muted.

= If you have questions during the presentation,
please use the “chat” function located at the
top of your web classroom screen.

» We recommend that you disable pop-up blockers
on your web browser.

» Please close other programs on your computer
to enable the Webinar to run efficiently.

Please stand by, the webinar will beqgin at 10:30 a.m. PST




Disclaimer

This presentation is not intended for consumers or sellers of life settlements or borrowers under
premium finance loans and should not be viewed by anyone that is not an “Accredited Investor”
as defined under Rule 501 of Regulation D promulgated under the Securities Act of 1933, as
amended.

Nothing in this presentation is intended as investment advice nor should it be read or construed as
providing such advice. Neither Life Solutions International, LLC (“LSI”’) nor its officers are licensed to
give investment advice. Past performance of life settlements, life settlement funds, and/or other
insurance-linked assets is not a reliable indicator of future performance. LS| does not guarantee
the performance of any life settlement, life settlement fund and/or other insurance-linked asset nor
does LSI guarantee the return of an investor's or purchaser’s capital or any specific rate of

return. The value of investments and any income derived from them can go down as well as up,
and the value of an investor's or purchaser’s investment may be extremely volatile and subject to
sudden and substantial falls.

This presentation is not and should not be construed as a solicitation to buy or sell any securities,
and LSl and its affiliates do not provide legal accounting or tax advice. The information and
concepts presented in this webinar are intended to afford general information on the life
settlements and insurance-linked asset industries. LSI does not provide advice with respect to the
value or suitability of any particular portfolio of life settlements or insurance-linked assets, securities
transactions, investment strategies or other matters. Nothing contained herein constitutes a
recommendation to buy, sell or hold a life settlement, insurance-linked asset, portfolio of life
settlements, insurance-linked assets or any other asset or security.
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Panelists

Greg Schmitt, executive vice president

= |an Subel, CFO

* Mark Lee, associate general counsel

Moderator: Kurt Gillhaus, VP of marketing




Overview

* The Portfolio Market
» Portfolio Pricing

* Due Diligence and Compliance

= Q&A




Greg Schmitt

Executive Vice President
Life Solutions International




Portfolio Market

» Size of portfolio market

= Types of assets in portfolios — traditional,
financed, lower-rated carriers, larger face
value, Bl




*w‘:'y $PCertain Risks and Opportunities
_A = Buyer/seller reluctance and obstacles

= Portfolio owner sources of distress

= Seller/buyer expectations

» Aggregating multiple portfolios to fill buyer
requests and buyers making offers on partial
portfolios
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Transaction Process

Portfolio transaction process of initial
review, analysis, indicative pricing,
negotiation, final pricing, VOC’s

= Materials required initially, during the
process and for final pricing/closing

Portfolio servicing and tracking
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Portfolio Pricing

= Overview of pricing of pools

* Pricing process — indicative pricing
followed by firm pricing after provision of
updated materials

e Obstacles to completing deals. Reasons
that many portfolio transactions do not
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Avoiding Pricing Pitfalls

* Pricing model settings and discrepancies
that typically occur — premium payment
assumptions

* How to deal with older LE’s and
llustrations — pricing adjustments

* |[mpact on pricing from “over-marketing”
portfolios with too many intermediaries —
devaluation

T b aiiiii sneiaT



Pricing & Liquidity

e Liguidity mismatch in pools

e Pricing adjustments during the process
as transaction moves on and updated
iInformation is obtained

e Significant impact of life expectancy
underwriting changes and impacts on
valuation of existing pools
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Portfolios & Securitization

The need for pools in connection with
securitization transactions.

— Rated securitizations
— Unrated securitizations

e Multitude of transactions “in process”



Mark Lee

Assoclate General Counsel
Life Solutions International




Due Diligence

Importance of due-diligence
= Assets
= Seller & Ownership History

= |nsurable interest

= Ownership structure — securities
iIntermediaries

Regulatory/state regulation adherence
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Compliance

» Regulatory/state regulation adherence

= Protection of client information — privacy
concerns

* Legalissues in obtaining updated medical
Information and LE’s on the insureds
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Questions & Answers

Please send all questions in via the
chat function on your webinar
screen.




ILIAM

Feb. 3, 2010, 10:30 a.m. PT/1:30 p.m. ET -
Investing in Distressed Life Settlement
Portfolios

* Feb. 9, 2010, 10:30 a.m. PT/1:30 p.m. ET - Life
Settlement Investors Market: Yesterday's
Distress is Tomorrow's Success

» Feb. 16, 2010, 10:30 a.m. PT/ 1:30 p.m. ET - Life
Settlement Securitization

» Feb. 23, 2010, 10:30 a.m. PT/1:30 p.m. ET - Life
S(lettlement Investment Strategies for Pension
Plans
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Contact

Life Solutions International
9201 Spectrum Center Blvd., Suite 105
San Diego, CA 92123
858.576.8067
iInfo@lifesolutionint.com
www.lifesolutionsint.com

%/ Become a fan of ILIAM on Facebook
_ Follow us on Twitter @LifeStimntAware
(L1 Join our ILIAM LinkedIn Group
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