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COMMISSION AND BONUS SCHEDULE AND REMUNERATION RULES
AGENT — MANAGING GENERAL AGENTS SECTION

I.  REMUNERATION SYSTEM

Although some items of remuneration are fully earned when credited by the Company to the Agent's account, others only
become so at the end of premium payment periods of up to twenty-four (24) months. Consequently, the Company offers
the Agent a remuneration system based on advances that can become refundable to the Company in case of an early
lapse.

1. Individual Life Insurance and Individual Health and Sickness
a) New insurance coverage

When a new insurance coverage other than a single premium contract comes into force, the Company credits the
Agent's account with the first-year commission obtained respectively by multiplying the coverage premium according
to the annual mode of payment by the percentages determined according to the Commission and Bonus Schedule
and RemunerationRules (thed / 2 YYA A& A 2Y | YERA nevinbutadce chveragsScamizting force when
the application is approved by the Underwriting Department of the Company, the insurance coverage is issued and
the premium, according to the mode of payment selected by the applicant, is paid.

Notwithstanding the above paragraph, the Company can, if authorized by the Managing General Agent under which

he or she operates, pay the first-year commission when the application is received provided there is a cheque with

the application, of at least the amount required to pay one premium according to the mode of payment selected in

the application. When an individual life insurance or a critical illness insurance application (or request for addition)

is submitted for a client, the Company verifies if this client has already submitted an application in the past. If, when

this previous request was submitted for the same client,

. 0KS /2YLIl yeQa RSOA&aA2Yy gla (2 RSOtAYyS 2N LRaildLRyS i

ii. the Company or the client has cancelled the request, or

iii. the Company has issued an insurance policy, which has not been settled or was terminated within 24 months
prior to the new request, and

iv. the new request is submitted by the same agent or by an agent from the same agency as the one by which
the previous request was submitted,

the first-year commissions are therefore credited only when the policy or the addition is settled.

For agents paid on written business, if the policy is not settled within 90 days following the date the commission is
advanced, a commission charge will be applied.

When the policy is settled, the exact commission is calculated and compared to the advanced commission. If the
difference is positive, the amount of the difference is credited to the Agent; if the difference is negative, then the
overpaid amount is charged to the Agent.

In the case of an insurance contract with premiums payable other than annually, if the credit is superior to the credit
determined in the manner described by replacing the premium according to the annual mode of payment by a
premium of $10,000, the Company may make alternative payment arrangements.

If the total first-year compensation payable to an Agent on a life insurance policy is greater than $25,000, the
Company reserves the right to limit the compensation payable in the first year to the Agent and the MGA. Any
outstanding amount would be payable at the first anniversary date of the insurance policy.

The Company does not grant any credit for:

A an application for an individual insurance contract described in section 1. k), or
A an application for additional or optional individual insurance.
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b) Renewal of an insurance coverage

For each renewal of an insurance coverage for which a renewal commission is provided in the Commission and Bonus
Schedule, the Company credits the Agent's account with one hundred percent (100%) of the renewal commission
obtained by multiplying the annual premium payable under the coverage for the renewal year by the percentage
determined according to the Commission and Bonus Schedule.

c) Termination of an insurance coverage

When an insurance coverage terminates for a reason other than the death of the insured, the Company charges the
Agent's account with a percentage of the first-year commission obtained by multiplying the coverage premium
according to the annual mode of payment by the percentages determined according to the Commission and Bonus

Schedule; the percentage is determined according to the following table. TK A &

personal insurance coverage.

All insurance coverages, except Genesis-Iris

LIN2E OSRdzNBE A &

Period for which

First-year commission

Period for which

First-year commission

premiums have been paid chargeback (%) premiums have been paid chargeback (%)

1to 4 months 100.00% 15 months 37.51%
5 months 79.17% 16 months 33.33%
6 months 75.00% 17 months 29.17%
7 months 70.84% 18 months 25.00%
8 months 66.67% 19 months 20.84%
9 months 62.51% 20 months 16.67%
10 months 58.33% 21 months 12.51%
11 months 54.17% 22 months 8.33%
12 months 50.00% 23 months 4.17%
13 months 45.84% 24 months NIL
14 months 41.67%

All Genesis-Iris coverages

Period for which

First-year commission

Period for which

First-year commission

premiums have been paid chargeback (%) premiums have been paid chargeback (%)
1 month 100% 25 months 63.89%
2 months 100% 26 months 61.11%
3 months 100% 27 months 58.33%
4 months 100% 28 months 55.56%
5 months 100% 29 months 52.78%
6 months 100% 30 months 50.00%
7 months 100% 31 months 47.22%
8 months 100% 32 months 44.44%
9 months 100% 33 months 41.67%
10 months 100% 34 months 38.89%
11 months 100% 35 months 36.11%
12 months 100% 36 months 33.33%
13 months 97.22% 37 months 30.56%
14 months 94.44% 38 months 27.78%
15 months 91.67% 39 months 25.00%
16 months 88.89% 40 months 22.22%
17 months 86.11% 41 months 19.44%
18 months 83.33% 42 months 16.67%
19 months 80.56% 43 months 13.89%
20 months 77.78% 44 months 11.11%
21 months 75.00% 45 months 8.33%
22 months 72.22% 46 months 5.56%
23 months 69.44% 47 months 2.78%
24 months 66.67% 48 months Nil
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AGENT — MANAGING GENERAL AGENTS SECTION

iii. Renewal

If a renewal commission has been paid to the Agent, the Company charges the Agent's account with a percentage
of the renewal commission paid; the percentage is determined according to the following table.

Renewal period . Renewal period ..
X X Renewal commission . . Renewal commission
for which premiums hargeback (%) for which premiums chargeback (%)

have been paid charge . have been paid & .

1 months 91.67% 7 months 41.67%

2 months 83.33% 8 months 33.33%

3 months 75.00% 9 months 25.00%

4 months 66.67% 10 months 16.67%

5 months 58.33% 11 months 8.33%

6 months 50.00% 12 months Nil

When an insurance coverage terminates because of the death of the insured, the Company does not charge the
Agent except if the insurance proceed is limited to paid premiums as in the case of the death of the insured by
suicide, or when coverage does not take effect immediately at issue. In such case, the percentage of sales
commission and renewal commission chargeback is equal to one hundred percent (100%).

d) Reinstatement of an insurance contract
When an insurance contract is reinstated, the commissions and bonuses are credited to the Agent who was charged
for them upon termination.

However, if the reinstating Agent is not the one who was charged upon termination of the insurance contract and the
reinstatement takes place more than three (3) months after the end of the grace period, the commissions and
bonuses charged upon termination are credited to the reinstating Agent.

e) Alternative — Alternative T20 Simplified Issue

If a person insured under an Alternative or Alternative T20 Simplified Issue policy dies from a cause other than
accidental during the first two years following the issue date of the policy and the Company must reimburse
premiums to the beneficiary, the Company will charge the agent for the commissions and bonuses paid to him or her
since the policy was issued.

The first-year commissions charged to the agent will also be deducted from his or her net production.

f) Modification of an insurance coverage

Whenever an insurance coverage is modified, the Company credits or charges the Agent's account.

g) Renewal of a term insurance coverage

Whenever a term insurance coverage is renewed, the Company proceeds in the manner described in section 1. b) of
this provision. However, if satisfactory evidence of insurability is submitted by the insured and accepted by the
Company, the Company proceeds in the manner described in section 1. a) of this provision, as for a new insurance
coverage.

h) Conversion from a term insurance coverage

i. Conversion from a term insurance coverage into a term insurance coverage

A term insurance coverage or benefit is deemed to have been converted into a term insurance coverage once the
insured has exercised his or her conversion privilege stipulated in the term insurance contract.
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When the conversion is made, the term insurance coverage is terminated and charges will be applied as described
in section 1. ¢), if necessary.

If the converted amount is lower than the total face amount of the term insurance and the excess of the initial
face amount that is not converted does not remain in force, a replacement charge will be applied, if any,
according to section 1. i).

ii. Conversion from a term insurance coverage into a permanent insurance coverage
A term insurance coverage or benefit is deemed to have been converted into a permanent insurance coverage

once the insured has exercised his or her conversion privilege stipulated in the term insurance contract.

When the conversion is made, the term insurance coverage is terminated and charges will be applied as described
in section 1. ¢), if necessary.

In addition, the commission for the new permanent insurance coverage will be reduced by a conversion
(replacement) charge, which is calculated as a percentage of the first-year commission paid for the term coverage
taking into account the number of months during which the term insurance premiums were paid.

If the converted amount is lower than the total face amount of the term insurance, the charge will be prorated to
the converted amount.

FIRST-YEAR COMMISSION
Conversion Charge
Period for which premiums Percentage of
have been paid sales commission
1 to 12 months 100%
13 to 24 months 50%
25 months or over Nil

If the excess of the initial face amount that is not converted does not remain in force, a replacement charge will
be applied, according to section 1. i).

The total chargeback applied against the term insurance first-year commission will never be superior to 100% of
the first-year commission initially paid on the term insurance.

When an agent submits or has submitted and placed a term insurance coverage with a sum insured of $1 million or
more, any compensation payable on that conversion, net of all charges, will be entirely paid to the agent who
originally sold the term insurance coverage, provided that, at the time the conversion is made:

A This agent has a valid agent contract with the Company, and
A This agent is the official servicing agent on the policy.

i) Replacement of an insurance contract

The term "replacement of an insurance contract" means the replacement in whole or in part of an insurance
contract.

Whenever there is a replacement, a remuneration charge for replaced business is made to the replacing agent. This
charge is calculated by applying a percentage to the first-year commission of the replaced policy, as shown in the
table below. The first-year commissions on the replaced policy are those that would normally be payable for a
similar policy at replacement date.
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Period for which premiums Percentage of
have been paid chargeback
Less than 60 months 100%
60 to 83 months 50%
84 months and over NIL

However, these charges shall not exceed the amounts credited to the Agent's account at the time the new insurance
contract or contracts came into force with the Company.

Replacement occurs whenever one or more new insurance contracts come into force on the life of the same insured
within six (6) months preceding or following the termination date of one or more insurance contracts in the same line
of business. This regulation concerns the two following lines of business: the insurance line of business in which
insurance in case of death or disability is the principal element and the annuity line of business in which the
contributions are mainly paid to purchase a life annuity.

The replacement date of an insurance contract is defined as the date on which a request for surrender or allowance
is received or the end of the grace period for payment of premiums, as the case may be; in the case of an insurance
contract converted into a reduced paid-up contract, the conversion date; for an insurance contract maintained in
force by automatic premium loan, the date on which such premium loan began.

Since Industrial Alliance Insurance and Financial Services Inc. (IA) and The Excellence Life Insurance Company carry
the same line of products, replacement of one or more insurance contracts of one of the two companies is
O2y&aARSNBR a NBLX I OSYSyilh 2F 2yS 2NJ Y2NB 2F G(KS [/ 2YLd

Should the new contract for which the Agent has incurred replacement charges be cancelled, the Agent will receive a
reimbursement of the replacement charges exceeding the sales commission received for the new contract except if

the agent who sold the previous contract stilhad I 'y | OG A @S F3ASyiQa O2y(GN} OG 6A0GK
contract was issued.

j) Cancelled insurance coverage

If the Company, for any reason whatsoever, cancels an insurance coverage and refunds the premiums, it cancels the
transactions made when such insurance coverage came into force, as described in section 1 a) of this provision.

k) Restrictions
A Personal insurance coverage

A personal insurance coverage is defined as a coverage that an agent takes out on his own life, the life of his
spouse and/or children, or the life of his shareholders, their spouse and/or their children if the agent is operating
under corporate status.

Agents who take out a personal insurance coverage are entitled to the regular commission and the continuous
production bonus. However, the commission is used to reduce the premium, whether the agent is the
subscriber, policyholder or other. If the agent qualifies for the Continuous Production Bonus, the sales
commissions on a personal insurance coverage will be added to this net production for the calculation of the
bonus, but may not be used to qualify him if the production requirements set out in Section lll. Continuous
Production Bonus of this schedule have not been met.

For the Genesis-Iris product, the amount of the commission and the bonus will be reduced by fifty percent (50%)
if the agent takes out a personal insurance coverage as defined above.
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A Other restrictions

The Company does not grant compensation on:
Any temporary extra premiums,

Any partial premium payments,

Any waived premiums,

Any premiums holiday (UL).

@ O O Q)

2. Conversion from a group insurance policy

The Company pays the Agent a sales commission of 10% of the annual premium on a conversion from a group insurance
policy. There is no renewal commission payable to the Agent and no sales credits are granted.

3. Individual Annuities
a) New annuity contract

When a new annuity contract comes into force, the Company credits the Agent's account with one hundred percent
(100%) of the Sales Commission obtained by multiplying the premium received by the Company, including the
premium paid by PAC, according to the rules of the Company then in force, by the percentage determined according
to the Commission and Bonus Schedule.

b) Termination of an annuity contract
When an annuity contract terminates, the Company charges the Agent's account with amounts determined
according to the Company rules then in force.

c) Madification of an annuity contract
Whenever an annuity contract is modified, the Company credits or charges the Agent's account according to the type
of modification to the annuity contract and the Company rules then in force.

d) Cancelled annuity contract
If the Company, for any reason whatsoever, cancels an annuity contract and refunds the premiums, it cancels the
amount credited to the Agent's account when such annuity contract came into force.

e) Annuity contracts in force

Whenever a subsequent premium is received, including a premium paid by PAC, or during the month of January of
each calendar year, according to the Company rules then in force, whenever a premium is received or interest
credited is reinvested or when the premiums received and the interest credited are applied to the payment of an
annuity, the Company credits the Agent's account with one hundred percent (100%) of the Sales Commission
obtained by multiplying the premium received, the amount reinvested or the amount applied to the payment of an
annuity by the Company by the percentage determined according to the Commission and Bonus Schedule.

4. Other products and financial services

The commissions and bonuses payable to the Agent for other types of contracts and financial services are determined in
accordance with the schedule in effect when the Company is remunerated by the supplier of such products or services.
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5. Change of agent request

A change of agent on an individual policy ¢ life insurance contract, disability insurance contract, critical illness contract
and savings and retirement contract ¢ is processed according to the rules and procedures in force at the time of the
request. These rules and procedures are available in the Extranet 1, at the same location as this Commission Schedule.

Il. CURRENCY

All payments under this Commission and Bonus Schedule is payable in Canadian currency.
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CONTINUOUS PRODUCTION BONUS

Schedule

If the Agent reaches $10,000 of net first-year individual life insurance, disability insurance and critical illness insurance
commissions™ within the calendar year, he or she is entitled to the Continuous Production Bonus. Net first-year
commissions from The Excellence and IA are combined to establish if an agent qualifies for Continuous Production
Bonus. However, the bonus is paid only on IA product commissions.

The Continuous Production Bonus is a percentage of net first-year individual life insurance, disability insurance and critical
illness insurance commissions and varies according to the number of consecutive years during which the Agent has met
the eligibility requirements. This percentage is determined according to the following schedule:

Number of consecutive years during which
p— 9 Bonus
the eligibility requirements are met
1 15%
2 20%
3 25%
4 and over 30%

If the Agent who was already qualified to receive the Continuous Production Bonus in previous years fails to meet the
eligibility requirements in any subsequent year, no Continuous Production Bonus is then payable for that particular year
unless the Agent was at 30% bonus level (see 2. Payment hereafter). Furthermore, if the Agent meets again the eligibility
requirements in any year thereafter, he or she starts over at 15%.

To be entitled to Continuous Production Bonus, the Agent must be the only individual offerinrd G KS / 2 Y LJ

underKAa /2y GNF Ol 2N KA&a ! 3SyiQa O2RST LR2tAy3I Aa y2i

@ Net first-year individual life insurance, disability insurance and critical illness insurance commissions mean the sum of
first-year individual life insurance, disability insurance and critical illness insurance commissions generated by the
138y Qa al f Sa Rmpdenyent chargesaind dir§-yehtIndividugl Yifelimgsurance, disability insurance
and critical illness insurance commissions for policies that lapsed during the calendar year and for which less than two
(2) years of premiums have been paid at the time of termination.

Renewal of a term insurance contract and deposits (excess premiums, shuttle fund and 10-15-20 options) are not
included in the net first-year O 2 Y Y A & caldulatigna TRe Wealth Maximizer excess premium is included in the
calculation,underd H ® 2 S| f GK alF EAYATI SNE Ay (GKS F2tfft26Aay3 [/

Payment

The Agent's Contract must be in force on the date of payment in order to be eligible for the bonus.

Unless the Agent is at 30% bonus level, the Continuous Production Bonus is paid the week the Agent reaches $10,000 in
net first-year individual life insurance, disability insurance and critical illness insurance commissions and then each week if
the net commissions have increased. If the net commissions decreased and/or the Agent no longer meets the minimum
requirements in terms of net commissions, the Continuous Production Bonus paid in excess during the year will be
charged on the last week (52) of the year.

For Agents who are at 30% bonus level, the Continuous Production Bonus is paid at the first dollar of net first-year
commission. If the Agent does not reach $10,000 net first-year commission minimum requirement at the end of the
calendar year, no charge will be done.

At the end of the calendar year, the Company will use the net commissions earned by the Agent and make the above
mentioned adjustment if necessary.
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COMMISSION AND BONUS SCHEDULE AND REMUNERATION RULES
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IV. BUSINESS DEVELOPMENT BONUS

1. Definition of the Bonus

The Business Development Bonus is paid to Agents who reach a minimum of $40,000 of net production* during a
calendar year. Net production is defined in Section 2 hereafter.

The qualified Agents receive a bonus equal to:

A 1% of premiums in force at the end of the previous calendar year (line 1.1 + 1.2 of the In Force and Persistency
Report)

AND

A $500 per million dollars of segregated funds under management at the end of the previous calendar year (line
3.2 of the In force and Persistency Report)

If an Agent buys a block of business during a calendar year, no Business Development Bonus will be paid in the purchasing
year on the acquired block.

2. Net Production

The net production corresponds to the total amount of first-year commissions received for policies that were issued,

placed and paid with the Company during the calendar year, according to the following table. Replacement charges, if

any, reduce the net production. Individual life insurance, disability insurance and critical illness insurance policies that

terminate during the qualification period and that have less thantwo (H 0 & S| NEQ LINBYAdzya LI AR
production by the amount of the first-year commission credited for those policies. Any individual life insruance, critical

illness insurance and disability insurance products, as well as investment or annuity products purchased by Agents
themselves or immediate family members are not eligible.

Products Net production less replacement fees or chargeback

Individual life insurance First-year commission on minimum premium

Individual annuities* and Registered Education Savings Plans

A New contributions 2.5% x First-year commission for new premium deposits
A Conversion of an RRSP to a RRIF Commission paid upon conversion

Disability insurance (excluding Great-West) First-year commission

Critical illness insurance First-year commission

Accident insurance First-year commission

The Excellence products are not eligible. Note that for individual annuities, internal transfers, rollovers to spouse or
reinvestments are excluded.

3. Payment

The Business Development Bonus is paid in four (4) equal instalments in the first week of March, June, September and
December. The Agent must be under contract at time of payment to receive this bonus. Every year, the Company may
review the eligibility requirements for the bonus.
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INDIVIDUAL INSURANCE

COMMISSION RATES

(Percentage of premiums by coverage year)

o
UNIVERSAL LIFE INSURANCE 1 2 3“to5™ | 6™to10™ Sulblse:::nt
GENESIS
A Death Benefits Without Wealth Maximizer

G Minimum Premium

T Level 60.0 5.0 5.0 3.0 --
9 YRT 60.0 5.0 5.0 3.0 -

G Excess Premium®™ 5.0 3.0 3.0 3.0 -
A Face Amount + Fund with Wealth Maximizer®®

G Minimum Premium 60.0 5.0 5.0 3.0 -

G Excess Premium®™ 5.0 3.0 3.0 3.0 -
A Wealth Maximizer

G Minimum and Excess Premium® 8.0 8.0 8.0 - -
A Accumulation Fund® - - - 0.2 0.2
A shuttle Fund 0.5 - - - -
A 10-15-20 Options 5.0 3.0 3.0 3.0 -
A Additional Benefits

G Level 60.0 5.0 5.0 3.0 -

G YRT 60.0 5.0 5.0 3.0 -
GENESIRIS®
A Minimum Premium

G Level 60.0 5.0 5.0 3.0 -

G YRT 60.0 5.0 5.0 3.0 -
A Excess Premium ® 5.0 3.0 3.0 3.0 -
A Accumulation Fund @® - - - 0.2 0.2
A Shuttle Fund 0.5 - - - -
A Additional Benefits

G Level 60.0 5.0 5.0 3.0 -

G YRT 60.0 5.0 5.0 3.0 -
TREND
A Current Premium 60.0 5.0 5.0 3.0 -
A Excess Premium® 5.0 3.0 3.0 3.0 -
A Accumulation Fund @ - - - 0.2 0.2
A shuttle Fund 0.5 - - - -
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INDIVIDUAL INSURANCE COMMISSION RATES

_ (Percentage of premiums by coverage year)
th

UNIVERSAL LIFE INSURANCE (cont’d) 1% 2™ 39to5" | 6"to 10" Sulblse:::nt
UNIVERSAL PRODUCTS RIDERS
A T10 (renewable and convertible) 375 5.0 5.0 3.0 3.0
A T20 (renewable and convertible) 50.0 5.0 5.0 3.0 3.0
A T20 (R and C) coming from a T10 conversion 25.0 5.0 5.0 3.0 3.0
A T100 Ultra (available only on Genesis-IRIS) 9.0 3.0 3.0 3.0 -
A Child Module and Child Module PLUS 60.0 5.0 5.0 3.0 -
A Supplementary Income (Sl) 60.0 5.0 5.0 5.0 -
A Hospitalization/Hospitalization & Home Care 40.0 12.0 12.0 12.0 12.0
A Paramedical Care in the Event of an Accident 45.0 5.0 5.0 3.0 -
A Critical lliness

G T10 375 3.0 3.0 3.0 3.0

G 120 45.0 3.0 3.0 3.0 3.0

G 175 50.0 3.0 3.0 3.0 -

G T100 50.0 3.0 3.0 3.0 --

G Child Critical lliness 50.0 3.0 3.0 3.0 -

subsequent

WHOLE LIFE
A 110, L20, L65 50.0 5.0 5.0 20 2.0
A L1100 60.0 5.0 5.0 2.0 2.0
A Life and Serenity 65 60.0 5.0 5.0 2.0 2.0
A Child Life & Health Duo 50.0 5.0 5.0 2.0 2.0
A L15 Ultra 50.0 5.0 5.0 2.0 2.0
A T100 (age® under 60) 45.0 5.0 5.0 2.0 2.0
A T100 (age® from 60 to 80) 30.0 5.0 5.0 2.0 2.0
A T100 (age® above 80) 20.0 5.0 5.0 2.0 2.0
TRADITIONAL TERM
A T10 (renewable and convertible) 375 5.0 5.0 3.0 3.0
A T20 (renewable and convertible) 50.0 5.0 5.0 3.0 3.0
A T20 (R and C) coming from a T10 conversion 25.0 5.0 5.0 3.0 3.0
PICKA-TERM LIFE
A T10 375 5.0 5.0 3.0 3.0
AT11 38.5 5.0 5.0 3.0 3.0
A T12 39.5 5.0 5.0 3.0 3.0
A T13 40.5 5.0 5.0 3.0 3.0
A T14 415 5.0 5.0 3.0 3.0
A T15 42,5 5.0 5.0 3.0 3.0
A T16 44.0 5.0 5.0 3.0 3.0
A 117 455 5.0 5.0 3.0 3.0
A T18 47.0 5.0 5.0 3.0 3.0
A T19 48.5 5.0 5.0 3.0 3.0
A T20to T40 50.0 5.0 5.0 3.0 3.0
A T20 coming from a T10 conversion 25.0 5.0 5.0 3.0 3.0
A T30 coming from a T10 conversion 25.0 5.0 5.0 3.0 3.0
A Renewal of life insurance coverage 3% payable on YRT annual premium
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INDIVIDUAL INSURANCE

(Percentage of premiums by coverage year)

COMMISSION RATES

th
TRADITIONAL LIFE INSURANCE (cont’d) 1™ 2" 3“to5" | 6" to 10" Sulblse:::nt
TRANDITIONAL LIFE INSURANCE RIDERS
A Disability Credit 35.0 5.0 5.0 3.0 -
A Child Module and Child Module PLUS 60.0 5.0 5.0 3.0 -
A Supplementary Income (SI) 60.0 5.0 5.0 5.0 -
A Critical lliness
G T10 375 3.0 3.0 3.0 3.0
G 120 45.0 3.0 3.0 3.0 3.0
G 175 50.0 3.0 3.0 3.0 -
G T100 50.0 3.0 3.0 3.0 -
G Child Critical lliness 50.0 3.0 3.0 3.0 -
A Hospitalization/Hospitalization & Home Care 40.0 12.0 12.0 12.0 12.0
A Paramedical care in the Event of an Accident 45.0 5.0 5.0 3.0 -
th
TRANSITION
A T10 375 3.0 3.0 3.0 3.0
A T10 Simplified Issue 375 3.0 3.0 3.0 3.0
A T20 45.0 3.0 3.0 3.0 3.0
A T75 50.0 3.0 3.0 3.0 -
A T75 Simplified Issue 50.0 3.0 3.0 3.0 -
A T100 50.0 3.0 3.0 3.0 -
A T100 Options 10 and 20 50.0 3.0 3.0 3.0 -
A ROP® Upon Death Rider/Flexible ROP® Rider 30.0 3.0 3.0 3.0 -
A Transition Child 50.0 3.0 3.0 3.0 -
A Increased Benefit Rider 40.0 3.0 3.0 3.0 -
TRANSITIONEVOLUTION
A T100 50.0 3.0 3.0 3.0 -
A Transition Child 50.0 3.0 3.0 3.0 -
A Increased Benefit Rider 40.0 3.0 3.0 3.0 -
HOME PROTECTION
A Life 25.0 5.0 5.0 3.0 -
A Critical lliness 35.0 5.0 5.0 3.0 -
A Disability 35.0 5.0 5.0 3.0 -
ALTERNATIVE
A Permanent 45.0 5.0 5.0 5.0 -
A T20 Simplified Issue 35.0 3.0 3.0 3.0 -

@ Return of premiums
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COMMISSION AND BONUS SCHEDULE AND REMUNERATION RULES
AGENT — MANAGING GENERAL AGENTS SECTION

INDIVIDUAL INSURANCE

COMMISSION RATES

(Percentage of premiums by coverage year)

th
OTHER INSURANCE PRODUCTS (cont’d) 1™ 2" 3“to5" | 6" to10" 117 and
subsequent

MOMENTUNY 30.0 5.0 5.0 5.0 -
PERSPECTIVE 45.0 5.0 5.0 5.0 -
Guaranteed premium rider — Modular Plus 60.0 15.0 5.0 5.0 -
L20 — Modular Plus 50.0 5.0 5.0 2.0 2.0
Contribution in the event of the insured’s disability

. . 35.0 5.0 5.0 - -
on retirement savings product

Other additional benefits

Same commission rate as basic contract

OTHER PRODUCTS AND FINANCIAL SERVICES

COMMISSION RATES

(Percentage of premiums by coverage year)

DISABILITY INSURANCE

Great-West Life DI products*

ACCIDENT INSURANCE

Accifamily

1% 2™ 3" and subsequent
50.0 5.0 5.0
15.0 n/a n/a

*Great2 S&0 [ AFS LINR RdzOG &

OTHER PRODUCTS AND FINANCIAL SERVICES (cont’d) ‘

COMMISSION RATES

' NB vy 2 (i insurgndd pdadustdfor boyius arid Sales cPetlittalfudatiba.

(Percentage of loan balance at policy anniversary)

th
1 2™ 3to5" | 6™to10™ 117 and
subsequent
Collateral loan facility (CLF) 0.13 0.13 0.13 0.13 0.13

July 2014

Page | 13

AYRAQ



COMMISSION AND BONUS SCHEDULE AND REMUNERATION RULES
AGENT — MANAGING GENERAL AGENTS SECTION

NOTES — INDIVIDUAL INSURANCE

@ The excess premium is the premium paid in excess of the minimum premium up to the maximum premium. For compensation

purposes, additional premium on the 10-15-20 options is considered to be an excess premium. For Genesis, there is no advanced
compensation on the excess premium; it is only paid when the entire annual minimum premium has been paid.

The excess premium compensation is made with respect to the coverage years of the base coverage. The first-year commission
may be subject to a year-end adjustment. At all times, a 100% recovery of compensation paid is made if the excess premiums
received are withdrawn within 13 months of their deposit.

Percentage of accumulated amounts in the Accumulation Fund at the end of each year.

First-year commission chargeback

The first-year commission paid on Genesis contracts with a Face Amount + Fund with Wealth Maximizer death benefit will be
charged back if premiums paid in year 2 are lower than the premiums paid in the first year. The applicable chargeback, if any, will
be calculated as follows:

A First-year commission chargeback = Recalculated FYC using the average premium LESS actually paid FYC.

A Average Premium = (%) x Sum of all paid premiums LESS withdrawals from the contract issue date to the end of the
second year.

“®  First-year commission adjustment

The first-year commission adjustment applies to all Genesis-IRIS contracts at the end of policy year 2 (24™ month), 3 (36" month),
4 (48th month) or upon termination of the contract between the 12" and 48™ month and is calculated as follows:

A First-year commission adjustment at the end of the n™ month = Recalculated FYC using the average premium (n) LESS
actually paid FYC LESS any previous first-year commission adjustment.

A Average Premium (n) = (12/n) x Sum of all paid premiums LESS withdrawals from the contract issue date to the end of
the n™ month.

A negative adjustment value means a charge to the Agent.
Paid premiums include premiums up to the maximum premium.

An adjustment may occur at the end of the first contract year if paid premiums in the first contract year are less than the
minimum premiums.

How does the reqular surrender chargeback apply to those FYC adjustments?

A A positive adjustment paid within 12 months before the termination of the coverage is subject to a 100% chargeback.

A For all other adjustments: the FYC paid on which the surrender chargeback applies must be increased or decreased by those
FYC adjustments before calculating the amount of the chargeback.

July 2014 Page | 14



COMMISSION AND BONUS SCHEDULE AND REMUNERATION RULES
AGENT — MANAGING GENERAL AGENTS SECTION

NOTES — INDIVIDUAL INSURANCE (cont’d)

®  For joint-last-to-die policy with a highly substandard risk (non-insurable) life insured, these additional rules apply:

A All commission rates paid (for the first year and thereafter) are equal to 65% of the regular compensation rates.

A Any payment of the accumulation fund as a death benefit on the highly substandard life will be considered as a withdrawal
for the average premium calculation and first-year commission adjustment will be applied.

A At the end of the 10™ policy year, if the policy is still in force, an additional compensation equal to 50% of all commissions
paid in the first five (5) years will be paid. This additional compensation is not subject to any chargeback.

A The agent must be under contract with the Company to receive the additional compensation payable at the end of the 10"
policy year.

©® In the case of a joint policy, replace age by equivalent age.

Momentum is available as an addition only starting December 5, 2011.

Amounts invested in the Stabilized Return Index Account (SRIA) are excluded from the accumulation fund for calculation
purposes of this commission.
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COMMISSION AND BONUS SCHEDULE AND REMUNERATION RULES
AGENT — MANAGING GENERAL AGENTS SECTION

INDIVIDUAL ANNUITIES

IAG SAVINGS AND RETIREMENT PLAN, MY EDUCATION, HIGH INFEREEBAXMNG@ECOUNT

Fixed term interest rate investments

A First five years of the term 0.40% per year of the term*
A Each year of term exceeding five years 0.20% per year of the term*
A 5-year progressive rate guaranteed investment certificate 2.00%

* The commissiopaid is equal to the commission rate multiplied by the number of years of the term. If the investment term is less than
one year, the commission is proportional to the length of the investment term. No commissions are paid on amounts IBtilp the
Interest Fund. If the investment term is more than one year and is indicated in years and months, the commission is determined
according to the exact length of the term.

Conversion of RRSP/LIRA in a RRIF or LIF

This transaction will generate a commission of 1% based on the market value of the segregated funds only. These funds must have
been held in the contract for at least 12 months.

A commission chargeback (100%) will apply to all lump-sum withdrawals made within the 24 month period following the conversion
date. excluding periodic withdrawal.

High interest tax-free savings account (lA Trust)

A Service (only) 0.20%
DIPLOMA RESP

a) Sales commission

Thefirst:8 S NJ O2YYA&daaAaz2y LIAR (2 GKS 1 38yi Olthdlak ®f the first degdidd pr&d R y O S
authorized cheque payment. It corresponds to the percentage of the total annual PAC premium payments.

Beneficiary’s Age at Issue | % of Annual PAC Premium | Beneficiary’s Age at Issue | % of Annual PAC Premium
0 70% 8 17%
1 61% 9 14%
2 52% 10 12%
3 44% 11 10%
4 36% 12 8%
5 28% 13 6%
6 24% 14 4%
7 20%
*The Company will charge the Agent in the cassuafenderor a PAC payment that is stopped or late before the PAC commitment
ends accordingto theabled / K NBS& 6KSy | [(skefndieDat theletd ofithiziIbiins$iod akB Bohus Schedule)

b) Additional deposits and subsidy

The Company will pay 3% of the amounts received. The Agent will be charged if amounts are surrendered within 36 months of the

RSLIZaArAd FOO0O2NRAY3A G2 GKS {1l 0f(&enatd d&theNdd & the ConknSsjon ahd Bhrdias Sche@ule) A & & dzN
c) Service commission

A service commission is paid to the Agent starting in the second year. It corresponds to 0.10% of the accumulated funds and is
payable monthly at the ratio of one twelfth (1/12) of the rate each time.
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COMMISSION AND BONUS SCHEDULE AND REMUNERATION RULES
AGENT — MANAGING GENERAL AGENTS SECTION

INDIVIDUAL ANNUITIES

SINGLE PREMIUM ANNUITY (SPA)IARBDINVESTMENT

(with medical condition)

SALES COMMISSION 0 to $100,000 100,001 to $200,000 | $200,001 and more
SPA / Life Investment*and
SPA / Life Investment™ 3.00% 2.00% 1.50%
(with smoking status)
SPA / Life Investment* Enhanced
4.00% 3.00% 2.50%

COMMISSION FOR THE CONVERSION OF AN ECOFLEX CONTRACT 5, 10 OR 80 IN:

SPA / Life Investment*and

(with medical condition)

SPA / Life Investment* 0.75% 0% 0%
(with smoking status)
SPA / Life Investment* Enhanced

1.75% 0.75% 0%

* The commission charge is equal to the sales commission multiplied by applicable percentage according to thate 1 on

lastpage.
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COMMISSION AND BONUS SCHEDULE AND REMUNERATION RULES
AGENT — MANAGING GENERAL AGENTS SECTION

The following tables apply to premiums paid in contracts issued as of December 2, 2013

FUNDS LINE-UP (IAG SAVING AND RETIREMENT PLAN)

Classic Series 75/75
Series 75/100
Ecoflex Series 100/100
Sales Commission Service Commission"
Deferred Sales Charge Back™ Front-End-Load"® Deferred S(f, les Charge Bacll(‘s’ Front-End-Load

Funds Line-Up CI}arg'e (CB-Agent’s (FEL-No Sales Charg.e , S (FEL-No Sales

(DSC-Client’s Sales Charge) Charge) (DSC-Client’s Charge) Charge)

Charge) Sales Charge) Year2to 4

FOCUS FUNDS
Focus Prudent 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Focus Moderate 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Focus Balanced 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Focus Growth 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Focus Aggressive 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
SELECTION FUNDS
Selection Prudent 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Selection Moderate 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Selection Balanced 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Selection Growth 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Selection Aggressive 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
INCOME FUNDS
Money Market (DCA) 4% 2.5% Up to 5% n/a n/a 0.800%
Money Market 0% 0.0% 0% 0.250% 0.250% 0.250%
Short Term Bonds 4% 2.5% Up to 5% 0.175% 0.175% 0.400%
Bonds 4% 2.5% Up to 5% 0.175% 0.175% 0.400%
Strategic Corporate Bond 4% 2.5% Up to 5% 0.175% 0.175% 0.400%
Tactical Bonds (Aston Hill) 4% 2.5% Up to 5% 0.175% 0.175% 0.400%
Real Return Bond 4% 2.5% Up to 5% 0.175% 0.175% 0.400%
DIVERSIFIED FUNDS
Diversified Security 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Diversified 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Diversified Opportunity 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Fidelity Canadian Asset Allocation 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Canadian Balanced (QV) 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
SRI Balanced (Inhance) 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Diversified Income 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Strategic Income 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Global Diversified (Aston Hill) 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Tactical Income (Aston Hill) 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Monthly Income (PH&N) 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
CANADIAN HYBRID FUNDS
Strategic Equity Income Hybrid 75 /25 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Dividend Growth Hybrid 75/25 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Canadian Equity (Leon Frazer) Hybrid 75/25 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Fidelity Dividend Hybrid 75/25 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Canadian Equity Index Hybrid 75/25 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Select Canadian Hybrid 75/25 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Canadian Equity Value Hybrid 75/25 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Canadian Equity (Taylor AM) Hybrid 75/25 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Canadian Leaders Hybrid 75/25 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Fidelity True North® Hybrid 75/25 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Canadian Equity Growth Hybrid 75/25 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Fidelity Canadian Opportunities Hybrid 75/25 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Canadian Equity Small Cap (QV) Hybrid 75/25 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
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COMMISSION AND BONUS SCHEDULE AND REMUNERATION RULES
AGENT — MANAGING GENERAL AGENTS SECTION

FUNDS LINE-UP (IAG SAVING AND RETIREMENT PLAN)
Classic Series 75/75
Series 75/100
Ecoflex Series 100/100

Sales Commission Service Commission"”
Deferred Sales Charge Back®” Front-End-Load® Deferred S“a)les Charge Baq’((sl Front-End-Load

Funds Line-Up Cl'iarg’e (CB-Agent’s (FEL-No Sales Charg.e , (CB, Agent's (FEL-No Sales

(DSC-Client’s Sales Charge) Charge) (DSC-Client’s Charge) Charge)

Charge) Sales Charge) Year2to 4
GLOBAL HYBRID FUNDS
Global Dividend (Dynamic) Hybrid 75/25 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Global Equity Hybrid 75/25 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Global Equity (Templeton) Hybrid 75/25 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Global Equity (Mackenzie Cundill) Hybrid 75/25 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Global Opportunities (Radin) Hybrid 75/25 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Global True Conviction Hybrid 75/25 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Fidelity NorthStar® Hybrid 75/25 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
U.S. Equity (Sarbit) Hybrid 75/25 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
CANADIAN EQUITY FUNDS
Strategic Equity Income 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Dividend Growth 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Canadian Equity (Leon Frazer) 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Fidelity Dividend 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Canadian Equity Index 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Select Canadian 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Canadian Equity Value 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Canadian Equity (Taylor AM) 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Canadian Leaders 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Fidelity True North® 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Canadian Equity Growth 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Fidelity Canadian Opportunities 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Canadian Equity Small Cap (QV) 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
U.S. & INTERNATIONAL EQUITY FUNDS
Global Dividend (Dynamic) 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Global Equity 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Global Equity (Templeton) 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Global Equity (Mackenzie Cundill) 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Global Opportunities (Radin) 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Global True Conviction 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Fidelity NorthStar® 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
International Equity Index 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
International Equity 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
International Equity (Templeton) 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Fidelity European Equity 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
U.S. Equity Index 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
U.S. Equity 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
U.S. Dividend Growth 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
U.S. Equity (Sarbit) 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
SPECIALITY FUNDS
Asian Pacific (Dynamic) 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Emerging Markets (Mackenzie Cundill) 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Global Health Care (Renaissance) 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
Real Estate Income 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
U.S. DAQ Index 4% 2.5% Up to 5% 0.350% 0.350% 0.800%
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COMMISSION AND BONUS SCHEDULE AND REMUNERATION RULES
AGENT — MANAGING GENERAL AGENTS SECTION

FUNDS LINE-UP (MY EDUCATION)

Sales Commission

Service Commission

@3)

Defez:ae:lgzales Charge Back™™ No-Load De:;:;?:es(g les Charge Back' No-Load
Funds Line-Up (DSC-Client’s (CB-Agent’s (NL-No Sales (DSC-Client’s (CB, Agent’s (NL-No Sales

Sales Charge) Charge) Charge) Sales Charge) Charge) Charge)
FOCUS FUNDS
Focus Prudent 4% 3% - 0.350% 0.350% 0.650%
Focus Moderate 4% 3% - 0.350% 0.350% 0.650%
Focus Balanced 4% 3% - 0.350% 0.350% 0.650%
Focus Growth 4% 3% - 0.350% 0.350% 0.650%
Focus Aggressive 4% 3% - 0.350% 0.350% 0.650%
SELECTION FUNDS
Selection Prudent 4% 3% - 0.350% 0.350% 0.650%
Selection Moderate 4% 3% - 0.350% 0.350% 0.650%
Selection Balanced 4% 3% - 0.350% 0.350% 0.650%
Selection Growth 4% 3% - 0.350% 0.350% 0.650%
Selection Aggressive 4% 3% - 0.350% 0.350% 0.650%
INCOME FUNDS
Money Market (DCA) 4% 3% - 0.250% 0.250% 0.650%
Money Market - - - 0.250% 0.250% 0.250%
Short Term Bonds 4% 3% - 0.175% 0.175% 0.500%
Bonds 4% 3% - 0.175% 0.175% 0.500%
Strategic Corporate Bond 4% 3% - 0.175% 0.175% 0.500%
Tactical Bonds (Aston Hill) 4% 3% - 0.175% 0.175% 0.500%
Real Return Bond 4% 3% - 0.175% 0.175% 0.500%
DIVERSIFIED FUNDS
Diversified Security 4% 3% - 0.350% 0.350% 0.650%
Diversified 4% 3% - 0.350% 0.350% 0.650%
Diversified Opportunity 4% 3% - 0.350% 0.350% 0.650%
Fidelity Canadian Asset Allocation 4% 3% - 0.350% 0.350% 0.650%
Canadian Balanced (QV) 4% 3% - 0.350% 0.350% 0.650%
SRI Balanced (Inhance) 4% 3% - 0.350% 0.350% 0.650%
Diversified Income 4% 3% - 0.350% 0.350% 0.650%
Strategic Income 4% 3% - 0.350% 0.350% 0.650%
Global Diversified (Aston Hill) 4% 3% - 0.350% 0.350% 0.650%
Tactical Income (Aston Hill) 4% 3% - 0.350% 0.350% 0.650%
Monthly Income (PH&N) 4% 3% - 0.350% 0.350% 0.650%
CANADIAN EQUITY FUNDS
Strategic Equity Income 4% 3% - 0.175% 0.175% 0.500%
Dividend Growth 4% 3% - 0.350% 0.350% 0.650%
Canadian Equity (Leon Frazer) 4% 3% - 0.350% 0.350% 0.650%
Canadian Equity Index 4% 3% - 0.350% 0.350% 0.650%
Canadian Equity Value 4% 3% - 0.350% 0.350% 0.650%
Canadian Equity (Taylor AM) 4% 3% - 0.350% 0.350% 0.650%
Fidelity True North® 4% 3% - 0.350% 0.350% 0.650%
Canadian Equity Growth 4% 3% - 0.350% 0.350% 0.650%
Fidelity Canadian Opportunities 4% 3% - 0.350% 0.350% 0.650%
Canadian Equity Small Cap (QV) 4% 3% - 0.350% 0.350% 0.650%
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COMMISSION AND BONUS SCHEDULE AND REMUNERATION RULES
AGENT — MANAGING GENERAL AGENTS SECTION

FUNDS LINE-UP (MY EDUCATION)

Sales Commission Service Commission"

Defez:ae:lgzales Charge Back™™ No-Load De::el:::jqa)les Charge Back' No-Load

AT (DSC-Client’s Sales (cz;‘/:gr:;\)t's (N'&':a‘::;'es (DSC-Client’s (ca:f:;t's (N'E:a‘::;'es
Charge) Sales Charge)

U.S. & INTERNATIONAL EQUITY FUNDS
Global Dividend (Dynamic) 4% 3% - 0.350% 0.350% 0.650%
Global Equity (Templeton) 4% 3% -- 0.350% 0.350% 0.650%
Global Equity 4% 3% - 0.350% 0.350% 0.650%
Global Opportunities (Radin) 4% 3% -- 0.350% 0.350% 0.650%
Fidelity NorthStar® 4% 3% - 0.350% 0.350% 0.650%
Global Equity Small Cap (Deutsche AWM) 4% 3% - 0.350% 0.350% 0.650%
International Equity Index 4% 3% - 0.350% 0.350% 0.650%
International Equity 4% 3% - 0.350% 0.350% 0.650%
International Equity (Templeton) 4% 3% - 0.350% 0.350% 0.650%
International Equity (MFS) 4% 3% -- 0.350% 0.350% 0.650%
Fidelity European Equity 4% 3% -- 0.350% 0.350% 0.650%
U.S. Equity Index 4% 3% -- 0.350% 0.350% 0.650%
U.S. Dividend Growth 4% 3% -- 0.350% 0.350% 0.650%
U.S. Equity 4% 3% - 0.350% 0.350% 0.650%
U.S. Equity (Sarbit) 4% 3% - 0.350% 0.350% 0.650%
SPECIALITY FUNDS
Asian Pacific (Dynamic) 4% 3% - 0.350% 0.350% 0.650%
Emerging Markets (Mackenzie Cundill) 4% 3% -- 0.350% 0.350% 0.650%
Global Health Care (Renaissance) 4% 3% -- 0.350% 0.350% 0.650%
Real Estate Income 4% 3% -- 0.350% 0.350% 0.650%
U.S. DAQ Index 4% 3% - 0.350% 0.350% 0.650%
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COMMISSION AND BONUS SCHEDULE AND REMUNERATION RULES
AGENT — MANAGING GENERAL AGENTS SECTION

NOTES — INDIVIDUAL ANNUITIES

Charges when a policy is surrendered (agent’s charge)

The commission charge is equal to the sales commission multiplied by applicable percentage according to the following table:

Months deposits Sales commission Months deposits Sales commission
were in force percentage were in force percentage
1to12 100 25 48
13 96 26 44
14 92 27 40
15 88 28 36
16 84 29 32
17 80 30 28
18 76 31 24
19 72 32 20
20 68 33 16
21 64 34 12
22 60 35 8
23 56 36 4
24 52 37 and more None

The client can pay up to 5% but the Agent receives 80% of the total charge.

The service commission on investment funds is payable monthly on deposits in force for more than 12 months (more than one (1)
month for FEL mode), except for the Money Market Fund, which is payable immediately.

The monthly service commission will be calculated as follows:

Fund value at the
beginning of the month

Fund value at the Service commission Number of days
end of the month rate in the month
2 365

The value of the deposit will equal zero (0) if the deposit had not been in force for more than 12 months (more than one (1) month for
FEL mode).

The service commission rate is set as long as the units are invested in the funds.

For the service commission after the 4™ year, the rate is the FEL commission rate applicable according to the fund.
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