IR day 2014

SGPC sees its effective client segmentation
and focused business initiatives as key assets
to stay ahead of the game




Disclaimer

Certain statements contained in this presentation may relate to forward-looking statements and objectives of SCOR SE,
specifically statements announcing or relating to future events, trends, plans, or objectives, based on certain assumptions.

These statements are typically identified by words or phrases indicating an anticipation, assumption, belief, continuation,
estimate, target, expectation, forecast, intention, and possibility of increase or fluctuation and similar expressions or by
future or conditional verbs. This information is not historical data and must not be interpreted as a guarantee that the stated
facts and data will occur or that the objectives will be met. Undue reliance should not be placed on such statements,
because, by nature, they are subject to known and unknown risks, uncertainties, and other factors, which may cause actual
results, performance, achievements or prospects of SCOR SE to differ from any future results, performance, achievements
or prospects explicitly or implicitly set forth in this presentation.

Any figures for a period subsequent to 30 June 2014 should not be taken as a forecast of the expected financials for these
periods and, except as otherwise specified, all figures subsequent to 30 June 2014 are presented in Euros, using closing
rates as per the end of 31/12/2013. “Optimal Dynamics” and “Strong Momentum” figures previously disclosed have been
maintained at unchanged foreign exchange rates unless otherwise specified.

In addition, such forward-looking statements are not “profit forecasts” in the sense of Article 2 of Regulation
(EC) 809/2004.

The 2013 pro-forma figures in this presentation include estimates relating to Generali USA to illustrate the effect on the
Group’s financial statements, as if the acquisition had taken place on 1 January 2013.

Finally, SCOR is exposed to significant financial, capital market and other risks, including, but not limited to, movements in
interest rates, credit spreads, equity prices, and currency movements, changes in rating agency policies or practices, and
the lowering or loss of financial strength or other ratings.

Additional information regarding risks and uncertainties that may affect SCOR’s business is set forth in the 2013 reference
document filed 5 March 2014 under number D.14-0117 with the French Autorité des Marchés Financiers (AMF) posted on
SCOR’s website www.scor.com. SCOR undertakes no obligation to publicly update or revise any of these forward-looking
statements, whether to reflect new information, future events or circumstances or otherwise.
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In a reinsurance environment where headwinds are much talked about...

“Too many reinsurers, not enough premiums” Financial Times — May 2014

“Rates soften across all lines, with reductions of up to 20%” Willis Re 1st View —July 2014

“Reinsurance Pricing Falls Again at June 1, 2014 As Competition Heightens” Guy Carpenter - June

2014

“Lowest reinsurance risk margins in a generation” Aon Benfield — Reinsurance Market Outlook —

June & July 2014

“Overcapacity drives up to 20% US commercial property rate cuts” Insurance Insider — May 2014

“Major changes to coverage offered at renewal include extended hours clauses” Post - July 2014

“Cat reinsurers heading for Florida bloodbath” Insight and Intelligence on the London and
International Insurance Markets — May 2014

Weakening Terms &
Conditions

Reduction of
Property CAT XS
reinsurance prices

Increased competition
from alternative
capacities and between
reinsurers

Increased retentions by
insurers
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...SGPC is one of the best positioned in the industry to face the current
headwinds

Sw@:lobal P&C

Tier 1 positioning,
with 76% of the book directly correlated to primary insurance

Positive differentiation from alternative capital

Deep franchise based on client-driven strategy,

backed by granular segmentation and pro-active book monitoring

Integrated, single, worldwide information system,
deeply rooted into business and portfolio management

Global network allowing continuous market analysis,
to spot and act quickly on opportunities

Sw@lobal P&C



SGPC'’s key strengths outweigh the challenges of the current

market environment

Headline-grabbing
industry trends

sw@lobal P&C current

positioning and strategic focus

Weakening Terms & Conditions

Reduction of Property CAT XS
reinsurance prices

Increased competition from
alternative capacities and between
reinsurers

Increased retentions by insurers

Sw@lobal P&C

Tier 1 positioning

Positive differentiation from
alternative capital

Deep franchise based on client-
driven strategy

Integrated, single, worldwide
information system

Global network allowing continuous
market analysis
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SGPC is a Tier 1 reinsurer with the ability to partner with its clients =
and lead their programs across all their businesses By y—
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Note: China, Japan and India figures exclude the domestic reinsurer (China Re for China, Toa Re for Japan, GIC Re for India)

Sw& 1) Denmark, Norway, Sweden, Finland, Iceland 3) Rankings in the targeted regional carriers segment 6
lobal P&C 2) Including Russia and CIS countries 4) Estimated market share: French Africa — 10%, English Africa — 4%



76% of SGPC book is directly correlated to primary insurance, =
thus less affected by reinsurance market trends 2=

Sw@lobal P&C

A business model combining
Reinsurance & Insurance

J SCOR Business Solutions U P&C Treaties
U Lloyd’s (including The Channel U Specialty Lines
Syndicate) & Partnerships

Proportional
treaties

Non-proportional
treaties

Book correlated to primary
insurance trends
Note: % based on 2014E gross written premium rounded estimates, using 31/12/2013 exchange rates

Sw&lobal P&C 7




As a first-tier diversified reinsurer, SGPC positively differentiates -
itself from alternative capital iy 2=

Diversified book, covering all lines of

US Property Cat & retrocession focused : : :
business, regions & perils

Annual arbitrage culture Longer-term client retention drive

Tailor-made solutions and services adding
value for clients

Low cost model

Venture in indemnity-based, parametric,
industry index covers etc.

Proven track record in indemnity-based
covers

Collateralized capacity subject to ability to
roll-over

Ability to cover long-tail business and
natural events with long development pattern

H H O W W W

Open to multi-year covers and

One-year covers with no reinstatement .
reinstatements

SCOR

lobal P&C



SGPC manages a portfolio of five distinct client segments, through
a proactive client-centric approach?

: Insurance &
Global Regional Local : :
3) 3) Monoliners Alternative
Insurers Insurers Insurers
Platforms
Insurers forming Europe Europe Credit & Surety SCOR Bl_JsineSS
part of the Global Solutions
nsurers Middle East & Middle East &
initiative? I e East | e Eas 4
Africa Africa : Channel 20159
Agriculture
: . Lloyd’s
North America North America Syndicates’
Aviation: LRA & Capital Provision
Latin America & Latin America & GAUM
Caribbean Caribbean Start-ups
Other Global
Insurers i
Asia Pacific Asia Pacific Other .Ilnes of MGASs
business
< 20 clients ~ 180 clients ~ 1400 clients ~ 80 clients ~ 2500 clients
12% EGPI® 12% EGPI 43% EGPI 8% EGPI 26% EGPI

1

Sw&lob

al P&C 3)
4)

See appendix for the detailed scope of each segment; Depending on the segment, the term “client” refers to a cedant, a group, a pool, an Insured, a MGA or a Lloyd’s

syndicate

As per the initiative first presented at the 2012 IR Day and further developed in 2013 “Optimal Dynamics”
Local Insurers are inclusive of US-based small and medium regional companies, regional insurers are inclusive of US-based “supra-regional” companies
Channel 2015 accounts for 1 client; 5) Percentage of SGPC Estimated Gross Premium Income (EGPI) for 2013 underwriting year (rounded)



SGPC selectively manages growth by segment, keeping a strong
focus on profitability

2010-2013 Gross premium?)

2010-2013 Economic profitability trend?
+1 percentage point overall

8.5% compound annual growth rate overall

U Since 2010, SGPC has experienced strong growth, 4 ...while closely monitoring the portfolio to ensure
purely organic and differentiated between segments... constantly improving profitability in most segments, with
broadly stable capital intensity
Local | Regional Local | Regional
— Local Insurers ————— \1curers — Local Insurers ————— |1surers
\[e]gig]
North Europe America
America
Europe Europe
Middle Middle
Asifal— East Asi@_— East
el Middle -
East East
Ao Global Africa Global
: ” Insurers  Global Insurers  Global
Asia-Pacific Latam & forming Insurers Latam & forming Insurers
Caribbean P i Caribbean part of the
initiative initiative
Lloyd,s Lloyd,s |___Other Global Insurers |
Syndicate [eiEhe Syndicate
Business Capital : . Business Capital :
: . Credit LRA/ _ - Credit BaY
Solutions ~ Provision g  GAUM Solutions#  Provision 2 Y |oacasize:
S t O Area size: 3 s 2013 Underwriting
Start-ups® urety [—_— 52%; gggﬁrwntmg Start-ups® mcaA urety Agiculure | Year EGPI
L 3 — 1 3 1 L H —1 H 1 QcCaoalor:
Insurance & Alternative Monoliners = gcoor: Insurance & Alternative Monoliners 5010~ 2013 Delta
Platforms 2010 —(2013)EGP' Platforms to target RORAC
CAGR (in % evolution (in % pts)
I | | | |
0 0->5 5->75 75->1010->125125->1515->20 >20 <6 6->3 3> -1->0 0>1 1->3 3->6 >6

1) Estimated Gross Premium Income (EGPI) compound annual growth rate, on an Underwriting Year basis

2) The area color of the graph is based on the historical evolution of the delta to target RORAC from 2010 to 2013. Example: Assuming that the target RORAC
Sw@ decreased by 2.5pp between 2010 and 2013, for a segment with a 10% RoRAC in 2010, and a 11% RoRAC in 2013, the resulting delta to target RORAC 10
lobal P&C evolution would be +3.5 percentage points

3) Latin America & Caribbean; 4) 2011 - 2013 evolution



In 2014, SGPC continues to drive its portfolio in a granular way, —

demonstrating a strong resilience to pricing pressures

2014 Gross premium growth?

7.2% overall

2014 Price changes?
-0.5% overall

4 ...while closely monitoring the portfolio to ensure a

0 2014 underwriting year shows a moderately slowing
growth profile, with 2 areas of strong growth (Asia- constantly improving profitability in most segments
Pacific local insurers and insurance segments) and a
sILowd?\INn in most other segments... e Regional
— Local Insurers — Local Insurers — Insurers ]
h .
North Europe o' Regional North Europe
America Insurers America
Europe Europe
Middle Middle
Asia- East Asia- East
: Pacifi Afri 3 Pacifi Afri
Middle actiic L Middle acific LArgg
East East
Africa Global Africa Global
: » Insurers ~ Global _ B Insurers  Global
Asia-Pacific Latam & forming ~ Insurers Asia-Pacific Latam & forming  [nsurers
i ri n
Caribbean | art of the Caribbea part of the
initiative initiative
L|0yd's TR Lloyd,s Other Global Insurers
Syndicate Syndicate channel
i i . ital = 2015 .
Business Capital Credit LRA/ PCap_lt_a Credit LRA/
Solutions Provision & GAUM rovision & GAUM | 0 area size:
s i O Area size: 3 s 2013 Underwriting
Start-ups urety Agriculture i?; IlEJg(;llerwrltlng Start-upS MGA LIS Agriculture Year EGPI
— Insurance & Alternative ——- Monoliners — 4 or — Insurance & Alternative —- Monoliners —=geer
Platforms 2013 - 2014 EGPI Platforms price change
ino
Growth (in %) —— ——
<0 0->5 5->75 7.5->1010->125125->1515->20 >20 <6 6->3 3->1 120 0>1 1>3 3->6 >6

1

Estimated Gross Premium Income (EGPI) growth on an Underwriting Year basis; 2014 EGPI includes potential premium for
Underwriting Year 2014, based on July 2014 figures

!;Iobal P&C 2) Based on January to July renewals price movements. The overall figure is based on treaty business only, excluding Business Solutions

3) Latin America & Caribbean



SGPC'’s unified and integrated information systems allow strong

business monitoring and portfolio management By 2=

SGPC has developed a strong portfolio
management process...

...backed by a detailed, bottom-up and
top-down planning process...

... embedded in the day-to-day business
underwriting...

... using only one system combining all
IT tools and data to provide SGPC with
competitive advantages over its peers

Sw&lobal P&C

Underwriting

planning &
budgeting

SGPC’s
integrated,
single,
worldwide
information

Global SyStem Day-to-day

portfolio
management

implementation
and monitoring

<e—
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SGPC is well equipped to monitor Cat exposures in real time and Iin
response to market opportunities

CAT PLATFORM D

Sw&lobal P&C

13


http://publications.scor.com/videos/SCOR_CAT-PLATFORM_WEB.mp4

SGPC is well equipped to monitor Cat exposures in real time and In
response to market opportunities =

Risk Cat Platform - ,
underwriting Opt!:n;ze use of SCOR’s
opportunity 9 capita

High data quality and granularity

. Improve portfolio and

risk management
Accurate handling of complex

programmes
growth initiatives
Multiple and blended model views

simultaneously available

Provide better client
services

Factoring-in of retrocession: design
and price complex retrocession
structures

Increase franchise brand
and value

Steady and heavy investments in Nat Cat exposure monitoring over the years
provide a strategic competitive advantage to SGPC

Sw&lobal P&C 14



SGPC is on track in terms of implementing its “Optimal Dynamics”
strategic initiatives

By

“Optimal Dynamics” initiatives On track Done
—
1.1 Continue to focus on Global Insurers ,_\'
Up-scaling of ¢
1 I the core 1.2 Develop US Client-focused initiative A
reinsurance ¢
business N |
1.3 Further expand Emerging Markets franchise v
Further develop 2.1 Leverage large corporate business -
alternative and T
2 | complementary 2.2 Continue building Channel 2015 Lloyd’s Syndicate ~
business Y
platforms 53 Provide clients with a wide range of alternative ._:

risk transfer solutions

3 retrocession as
a strategic
leverage tool

Cat capacity and 3.1
3.2

Increase cat capacities

Optimize retrocession strategy

QR

Sw@lobal P&C
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SGPC has increased its shares with Global Insurers despite
11} the restructuring and consolidation of their reinsurance programs g~=—

2013 - 2014 Market ceded
premium trend U As disclosed in 2012, SCOR
Global P&C continues to focus

- Market'ceded-premium-trend on 12 gIObaI insurers

—Market ceded premium trend

- SCOR’s share <. SCOR’s share
U Most of these global insurers
Insurer 1 Insurer 2 have restructured and
consolidated their reinsurance
| 2013 ~ 2014 SCOR’s programs: they buy less
share evolution reinsurance with a more limited
Insurer 3 :
_I Insurer 4 I'—> number of reinsurers
neurers O In this context, out of the 12
Insurer 7 global targeted insurers, SGPC
Insurer 8 has managed to increase its
insurer> share with 9 of them, while 8 of
i :223:3 E i them_have reduced th_elr overall
R GRbY rs Ry, premiums ceded to reinsurers,

demonstrating SGPC'’s Tier 1
status

SCOR 16
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Strengthening relationship with target E&SY

clients...

Distribution of number of E&S? clients in the US?
and in SGPC’s book

I Distribution of current clients for
I the three main business segments
written: Property, Casualty and

Specialty Lines

|
|
|
1 All segments [RASQ
|
1 Two segments 40%
|
|
|
|

Other US E&S
companies

SGPC prospects

SGPC’s E&SY

SGPC current
target clients clients

32%

SGPC current E&S clients

US E&S companies

1 SGPC has established a relationship with more than
90% of E&S target clients

U The Specialty Casualty practice is being developed
with
= New team leaders for General Liability and
Professional Liability

= Additional underwriters hired

1.2J SGPC continues to develop its US client-focused initiative

1) Excess and Surplus

...contributing to “Optimal Dynamics’’ US client-
focused initiative

Contributing to the $150 million casualty premium
by 2016 as per “Optimal Dynamics” assumption

=E&S’ Niche'& RRG"
$150 million
10%
~ $30 million
2014 2016E

U The bulk of the growth is coming from E&S
companies with whom the relationship can be
leveraged across multiple lines of businesses

Sw@ 2) Relevant accessible E&S companies, representing c. 80% of the AM Best 2012 total estimated market of $34.8bn
lobal P&C 3) Non-Standard Auto specialists, Specialty Casualty writers and Professional Liability Monoliners

4) Risk Retention Groups

17



The Channel 2015 Syndicate franchise is expanding according

22] to plan, with a growing specialty focus =

The Channel Managing Agency was approved for 1st April 2014

Continuous organic growth within Property, Marine, Accident & Health since 2011, with increased focus on specialty lines
as a catalyst for future growth, highlighted by the introduction of Political & Credit Risk and Environmental Impairment
Liability classes in 2014, along with the expansion of the product offering in the Liability classes

Client and distribution targeting? 2014 projected portfolio mix2 and areas of growth

Environmental Impairment

. L. . Liability
Client Focus | Distribution 2%
P
Direct Planned 2014-15
International ~7 Credit &
Property <

ear on year growth
-, Political Risk y yearg

[ | North American Property .\~ 104 _O_f _>}(_)°_A’ ___________
I Environmental | Property — US coverholders ‘ g

I Impairment | Facultative 14% _\,' AN

1 Liability

N,
g 1 [/ N
1

. I AN
. Accident &
Credit & 1 Health

/

1 Political Risk 1

I 1 IIIIIIIII

N, Property (non-coverholder)
32%

" NA Property 1
1 Coverholders 1
S 1

Financial Institutions

R

-------- \ Professional Accident &
' Financial 1} EE A Liabili
i 1anc | r ty Health
| Institutions 1 Specie I— ------- 9% 7%
________ , Terrorism & 1
| War ]
: 1
Professional b m——— Fine Art & Specie ~~
Liability 1% /“
War & Terrorism

5%

Differentiated approach to client-access, making the most of
a diversified and structured clients segmentation and

distribution strategy Planned Gross Written Premiums in 2014: ~ £200 million
1) Note: This is not based on actual measurement but is an attempt at highlighting differences in client/distribution targeting between
Sw& business lines 18
lobal P&C 2) Based on 2014 Business Plan Gross Written Premiums



Accounting

o0 000D

Economic
net worth

Regulatory

coCo

a
Rating a
Agencies a

a
a

Shareholders |H]
D

Sw&lob

US GAAP
IFRS (Phase | & II)
Local GAAP

Internal Model view

Economic Balance
Sheet view

S2/SST/RBC, etc.
Comframe

SIFIs

Other statutory
requirements

AMBest
S&P
Moody’s
Fitch

Claims payment

Risk-adjusted return

Cash flow and capital
plan

al P&C

Capital management

= Optimization under constraints

State-of-the-art capital
management techniques for
insurance companies and

corporate captives relies on
the following optimization
exercise:

Define risk appetite and risk
tolerances

Minimize (but preserve a
strong) Capital Position

Maximize fungibility

Maximize financial flexibility

Optimize shareholders’
remuneration

AY &Y QY QYA

SGPC has developed Capital Management Solutions for its
23] clients through its dedicated Alternative Solutions Business Unit ~ge=—

Capital adequacy
constraints

Alternative Solutions
offer

A centre of
expertise...

Q... to engineer and
implement
Capital Management
Solutions for
SGPC clients at both Global
(Group) and Local
(Subsidiary) levels...

U ... embedded in SGPC
division and working closely
with P&C Treaties and
Specialties underwriters...

Q ... representing around 10%
of SGPC'’s current book

19



Opportunities are there, and SGPC is set to make the most of them =

Following recent developments in the reinsurance sector, SGPC has identified five key

opportunities and is positioning itself to seize them

New product
development
initiative

improvement of
Cat modelling
capabilities

SGPC'’s
answers

modelling team

with combined
Climate and

Agro expertise

involvement in
local laws and
construction
contracts best
practices

Pl Social housin Regulato
Tri ers considerations New forms New bases of develo ments?n chan gs_ ber{)n d

gg (France, of cyber insurance indemnification op ) ges. bey
Netherlands, US...) emerging countries Solvency I

[ ] [ ] [ ] [ ] [ ]
.. . Alternative

1)
Opportunities CAT Cyber Agriculture IDI Solutions
Continuous New dedicated HERSE

Reinforced team
with enhanced
execution
capacity

1) Decennial / Inherent Defects Insurance

Sw&lob

al P&C
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SGPC monitors its portfolio through 20 business units and 140
segments across Treaty P&C...

SGPC’s assessment of current segments’ attractiveness, based on the profitability of its own book

D D @
o Q 2 .g
(=] o © =
2 S - 2 4] S = 8§ =
w w & o o o < @ 2 2
e 2 c w o3 £ & © S O
5] @ & ©® o = © g < X T wox =
o E £ 2 5 & 8§ v 8 c 2 5§ &8 5 s« £ € £
= e wn — %) c = = B %) B =} > =4
(] o v © © = = o
o L= [ S 0 ®© @ © S g < = - o o )
= 0 3 z L S 1W< @& >0 80 S0 X £ v o 2
Property| P | m N HE N [

CATH |

Cosuay| © |
Coor | - [RIEIC OC n

I Proportional

Non-proportional _ Monte Carlo 2014 January 2014 Monte Carlo 2013
Natural Catastrophe [l Very attractive 8% 15% 18%
Business [ Attractive 25% 22% 20%
attractiveness® _ Adequate 40% 38% 40%
B nadequate 6% 6% 3%
groémni]l?r;e r::frirlmunt 21% 19% 19%

1) Western Europe: Austria, Cyprus, Greece, Italy, Malta, Portugal, Spain, ~ 4) Northern Asia: Hong Kong, Philippines, Taiwan, Vietham

Sw@ Switzerland 5) Percentages are based on the number of segments in each 21
lobal P&C

2) Northern Europe: Belgium, Luxembourg, The Netherlands, Scandinavia category, not taking into account the respective segments’
3) South East Asia: Indonesia, Malaysia, Singapore, Thailand premium volume



...and 7 Specialty Lines & SCOR Business Solutions

SGPC’s assessment of current segments’ attractiveness, based on the profitability of its own book

(o))
o £
= = n n
2 @ 3 3 o = 0 C
=i Q@ = > LG B o o o O
3] = 58 cc?2 = 5] £E
= o) o = S 0o © IS n =
e)) c - S T E c S ) o = o)
< L Oowm =0uw < = 0] (0 [0p}
Total Marine Total
'I_'otal Total : & Offshore -I-.Ot".’ll Space Business
Agriculture Engineering Aviation .
Energy Solutions
. _— ENR®
Hail CAR - Hull Int. Airlines Worldwide
I C&S%
MPCI EAR Surety - Gen. Aviation Worldwide
Live- Prod. 5
)
Energy CPC5 APAC
CPC®
Americas
_ Monte Carlo 2014 January 2014 Monte Carlo 2013
. Very attractive 0% 0% 0%
Business .
attractiveness® | Attractive 18% 23% 23%
Adequate 73% 68% 73%
. Inadequate 9% 9% 5%
1) Including GAUM 4) Construction and Specialties (Professional Indemnity & Captives protection)
Sw 2) Mainly non-proportional business 5) Corporate Property & Casualty (large industrial & commercial risks) 22
lobal P&C 3) Energy and Natural Resources Property & Casualty (Energy  6) Percentages are based on the number of segments in each category, not

Onshore + Offshore & Mines & Power) taking into account the respective segments’ premium volume



SCOR Global P&C confirms “Optimal Dynamics” profitability and growth
assumptions

Combined ratio assumption Growth assumption

m Attritional = Cat Claims = Commissions  Expenses | in € billions 20‘\6E'-

2013

~6.5% ~6.5% ~6%

5.3
4.85
~6%

~7% ~7%

97.5%

57-58%

2007-2010 2010-2013 2014E 2014-2016

Strong Optimal
Momentum, Dynamics

2013A 2014E 2016E

SCOR Global P&C confirms “Optimal Dynamics” assumptions

Sw@lobal P&C 23



