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Item 7.01 Regulation FD Disclosure.

Prudential Financial, Inc., a New Jersey corporation, is furnishing a copy of the slides being presented at its Investor Day conference in Tokyo on September 14, 2006, as
Exhibit 99.0 hereto.
 
Item 9.01 Financial Statements and Exhibits.

(c) Exhibits
 
99.0    Slide presentation of Prudential Financial, Inc. at Investor Day conference in Tokyo on September 14, 2006 (furnished and not filed).
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 Forward-Looking StatementsCertain of the statements included in this presentation constitute forward-looking statements within the meaning of the U.S. Private Securities Litigation Reform Act of 1995. It is possible that actual results may differ materially fromany expectations or predictions expressed in this presentation. Words such as “expects,” “believes,” “anticipates,” “includes,” “plans,” “assumes,” “estimates,” “projects,” “intends,” “should,” “will,” “shall,” or variations of such wordsare generally part of forward-looking statements. Forward-looking statements are made based on management’s current expectations and beliefs concerning future developments and their potential effects upon Prudential Financial, Inc.and its subsidiaries. There can be no assurance that future developments affecting Prudential Financial, Inc. and its subsidiaries will be those anticipated by management. These forward-looking statements are not a guarantee of futureperformance and involve risks and uncertainties, and there are certain important factors that could cause actual results to differ, possibly materially, from expectations or estimates reflected in such forward-looking statements, including,among others: (1) general economic, market and political conditions, including the performance and fluctuations of stock, real estate, and other financial markets; (2) interest rate fluctuations; (3) reestimates of our reserves for futurepolicy benefits and claims; (4) differences between actual experience regarding mortality, morbidity, persistency, surrender experience, interest rates or market returns and the assumptions we use in pricing our products, establishingliabilities and reserves or for other purposes; (5) changes in our assumptions related to deferred policy acquisition costs, valuation of business acquired or goodwill; (6) changes in our claims-paying or credit ratings; (7) investmentlosses and defaults; (8) competition in our product lines and for personnel; (9) changes in tax law; (10) economic, political, currency and other risks relating to our international operations; (11) fluctuations in foreign currency exchangerates and foreign securities markets; (12) regulatory or legislative changes; (13) adverse determinations in litigation or regulatory matters and our exposure to contingent liabilities, including in connection with our divestiture or windingdown of businesses; (14) domestic or international military actions, natural or man-made disasters including terrorist activities or pandemic disease, or other events resulting in catastrophic loss of life; (15) ineffectiveness of riskmanagement policies and procedures in identifying, monitoring and managing risks; (16) effects of acquisitions, divestitures and restructurings, including possible difficulties in integrating and realizing the projected results ofacquisitions; (17) changes in statutory or U.S. GAAP accounting principles, practices or policies; (18) changes in assumptions for retirement expense; (19) Prudential Financial, Inc.’s primary reliance, as a holding company, ondividends or distributions from its subsidiaries to meet debt payment obligations and continue share repurchases, and the applicable regulatory restrictions on the ability of the subsidiaries to pay such dividends or distributions; and(20) risks due to the lack of legal separation between our Financial Services Businesses and our Closed Block Business. Prudential Financial, Inc. does not intend, and is under no obligation, to update any particular forward-lookingstatement included in this presentation. The information referred to above, as well as the risks of our businesses described in our Annual Report on Form 10-K for the year ended December 31, 2005, should be considered by readerswhen reviewing forward-looking statements contained in this presentation.Prudential Financial, Inc. of the United States is not affiliated with Prudential PLC which is headquartered in the United Kingdom.Tokyo Investor Day 9.14.061  



 Non-GAAP MeasureThis presentation includes references to “adjusted operating income”, and return on equity, or ROE. ROE is determined by dividing after-tax adjusted operating income by average attributed equity excluding unrealized gains and losseson investments. Adjusted operating income is a non-GAAP measure of performance of our Financial Services Businesses. Adjusted operating income excludes “Realized investment gains (losses), net,” as adjusted, and related chargesand adjustments. A significant element of realized losses is impairments and losses from sales of credit-impaired securities, the timing of which depends largely on market credit cycles and can vary considerably across periods. Thetiming of other sales that would result in gains or losses is largely subject to our discretion and influenced by market opportunities. Realized investment gains (losses) representing profit or loss of certain of our businesses whichprimarily originate investments for sale or syndication to unrelated investors, and those associated with terminating hedges of foreign currency earnings and current period yield adjustments are included in adjusted operating income.Adjusted operating income also excludes investment gains and losses on trading account assets supporting insurance liabilities and changes in experience-rated contractholder liabilities due to asset value changes, because theserecorded changes in asset and liability values will ultimately accrue to contractholders. Trends in the underlying profitability of our businesses can be more clearly identified without the fluctuating effects of these transactions. Inaddition, adjusted operating income excludes the results of divested businesses, which are not relevant to our ongoing operations. Discontinued operations, which is presented as a separate component of net income under GAAP, is alsoexcluded from adjusted operating income. We believe that the presentation of adjusted operating income as we measure it for management purposes enhances understanding of the results of operations of the Financial ServicesBusinesses by highlighting the results from ongoing operations and the underlying profitability of our businesses. However, adjusted operating income is not a substitute for income determined in accordance with GAAP, and theexcluded items are important to an understanding of our overall results of operations. The comparable GAAP presentation and the reconciliation between the two are set out on the following page. Additional information regardingadjusted operating income can be found in our Form 10-K and Form 10-Q SEC filings, and in our earnings press releases and Quarterly Financial Supplements, which can be found on our Web site at www.investor.prudential.com.Tokyo Investor Day 9.14.062  



 International Insurance and Investments DivisionReconciliation Between Adjusted Operating Income and Comparable GAAP MeasureOperating(in millions)Year ended December 31, Six months ended June 30,20022003 2004 2005 2005 2006 Revenues (1): Life Planner Operations$ 2,354 $ 2,886 $ 3,404 $ 4,482 $ 2,243 $ 2,414 Gibraltar Life2,715 2,749 3,004 3,189 1,585 1,469 InternationalInvestments 245 241 446 487 234 296 Totalrevenues5,314 5,876 6,854 8,158 4,062 4,179 Benefits and Expenses(1): Life Planner Operations 1,975 2,437 2,889 3,674 1,8811,964 Gibraltar Life 2,337 2,379 2,602 2,687 1,335 1,257International Investments 245 257 369 381 190218 Totalbenefits and expenses 4,557 5,073 5,860 6,742 3,4063,439 Adjusted operating income (loss): Life Planner Operations 379 449515 808 362 450 Gibraltar Life 378 370 402 502250 212 International Investments - (16) 77 1064478 Total adjusted operating income 757 803 994 1,416 656740 Items excluded from adjusted operating income: Realized investment gains(losses), net, and related adjustments (172) (31) (32) 180173 (28) Related charges (16) (35)(13) (89) (85) 9Investment gains (losses) on trading account assets supporting insuranceliabilities, net - - 56 186 33 (25) Change inexperience-rated contractholder liabilities due to asset value changes -- (56) (186) (33) 25 Total itemsexcluded from adjustedoperating income (188) (66) (45) 91 88 (19) Income fromcontinuing operations before income taxes, extraordinary gain on acquisition andcumulative effect of accounting change $ 569 $ 737 $ 949 $ 1,507 $744$ 721(1) Revenues exclude realized investment gains, net of losses and relatedcharges and adjustments, investment gains, net of losses, on trading accountassets supporting insurance liabilities; and revenues of divestedbusinesses.Benefits and expenses exclude charges related to realized investment gains, netof losses; changes in experience-rated contractholder liabilities due to assetvalue changes, and benefits and expenses of divested businesses.Tokyo Investor Day 9.14.063



 Tokyo Investor DayRodger LawsonVice ChairmanInternational Insurance and Investments Division



 International DivisionOrganizational StructureFinanceInvestment ManagementOperations and TechnologyHuman ResourcesInternational DivisionJapanese Life Planner OperationsGibraltar LifeInsurance Operations Outside JapanInternational Investments BusinessesTokyo Investor Day 9.14.065  



 International Division TodayMature Prudential Businesses TodayEmerging / Developing Markets for Prudential TodayLife Planning InsuranceTraditional InsuranceInternational InvestmentsJapan Korea Taiwan Mexico China Argentina Brazil Germany Italy PolandTokyo Investor Day 9.14.066  



 International Division Financial PerformanceYear   ended December 31, Six months ended June 30, 20062002   2005 ($ millions) 2003 2004Adjusted  operating income before tax:Life   Planner businesses $379 $449 $515 $808 $450Gibraltar  Life 378 370 402 502 212International  Insurance 23% ROE (1) 662International  Investments 0 (16) 77 106 78International  Division $757 $803 $994 $1,416 $7401) Based on annualized after-tax adjusted operating income and average attributed equity for the periodTokyo Investor Day 9.14.067  



 Our Division GoalsSustainable low to mid-teen AOI growth Sustainable 20% ROE’s Strong free cash flow Complementary group of International businesses with short-term and long-term growth potentialTokyo Investor Day 9.14.068  



 Key Elements of Our International StrategyConcentrate on a limited number of attractive countries Emphasize proprietary distribution: recruiting, selection, needs-based selling Target the affluent and mass affluent consumerFocus on both life insurance and asset managementEstablish a strong Prudential presence Grow both organically and through opportunistic acquisitionsTokyo Investor Day 9.14.069



 Life Planning InsuranceDistribution: Competitive Advantage– Very selective recruiting– Highly trained, professional field force– Financial planning approach; needs-based sellingEmphasis on Protection Products– Life insurance plans tailored to specific client needs– U.S. dollar products and “third-sector” features complement portfolioCompensation Aligns Customer / Agent / Company Interests– Variable compensation structure– Rewards productivity and persistencyTokyo Investor Day 9.14.0610



 Business Model Needs-Based SellingLife Planner profile similar to customer profile Intensive Life Planner training fosters financial planning approach Identify protection needs before discussing products Protection life insurance purchased as solution to identified needLife Planner maintains contact with client, as trusted professionalTokyo Investor Day 9.14.0611



 The Beneficial CycleProven Execution Track RecordNeeds-Based Selling/Protection productsHigh Customer SatisfactionHigh Life Planner IncomeHigh Policy PersistencyExcellent Client ReferralsHigh Life Planner RetentionHigh Quality Life Planner RecruitsSuperior ROEFavorable Growth ProspectsTokyo Investor Day 9.14.0612



 Where We Are Today SummaryLeadership positions in life planningGibraltar generates high ROE’s and cash flows Developing asset management platforms Profitability dominated by Japan and Korea Acquisitions potentially additive Expect to achieve our financial goalsTokyo Investor Day 9.14.0613



 International Insurance FinanceJohn HanrahanChief Financial Officer Prudential International Insurance



 Drivers of Sustainable Financial PerformanceSales and persistency drive organic growth; increasing scale benefits Emphasis on protection products U.S. dollar product and investment strategiesStrong capital generation; capital management opportunities Strengthening yen can contribute to resultsTokyo Investor Day 9.14.0615



 Disciplined Life Planner Growth Continued Strong PersistencyNumber of Life Planners7,000 6,000 5,000 4,000 3,000 2,000 1,000 -2001 2002 2003 2004 2005 2Q200693% 93% 93% 93% 93% 93%9% LP Growth CAGR4,0264,4324,9105,3165,6275,72613 Month Persistency Ratio100% 80% 60% 40% 20% 0%# of Life Planners13 month PersistencyTokyo Investor Day 9.14.0616



 Life Planner BusinessEstablished Sales Force and Excellent Persistency Drive Baseline GrowthRevenues ($ millions)8,000 7,000 6,000 5,000 4,000Years0 1 2 3 4 5Illustration assuming current policy persistency and Life Planner productivity, andNo Life Planner count increase 5% annual Life Planner count increase 10% annual Life Planner count increase (Not a forecast)Tokyo Investor Day 9.14.0617



 Life Planner Business Emphasis on Protection ProductsPrudential of Japan In Force Annualized Premium as of June 30, 2006 (1)15%51%17%17%Yen-based protection products(2)Yen-based savings and retirement income products(3)U.S. Dollar-based products(4)Third Sector(5)1) Includes single premium business at 10%2) Primarily whole life and term3) Primarily endowment4) Whole life and retirement income5) Cancer, medical, accident and sickness; primarily ridersTokyo Investor Day 9.14.0618



 Strong Protection Insurance Margins Continue(1)1994-1996   1996-1999 1999-2001 2001-CurrentInterest  Rate 4.50% 3.10% 2.35% 2.00%Whole   LifePremium  Per $13 $17 $20 $22$1,000  (approx.)1) Based on a typical Prudential of Japan whole life policy for a male at age 30, paid up at 60 years oldTokyo Investor Day 9.14.0619



 Gibraltar Life – Growing Distribution, Maintaining High PersistencyNumber of Life Advisors5,800 5,600 5,400 5,200 5,000 4,800 4,600 4,400 4,200Dec-02 Jun-03 Dec-03 Jun-04 Dec-04 Jun-05 Dec-05 Jun-0690%13-month persistency ratio94%Tokyo Investor Day 9.14.0620



 Gibraltar LifeU.S. Dollar Fixed Annuities Complement Core Protection ProductsIn-force Annualized Premium as of June 30, 2006 (1)1%4%35%60%Yen-based protection productsYen-based savings and retirement income productsNew Business Annualized Premium six months ended June 30, 2006 (1)41%47%7%5%U.S. dollar-based life insuranceU.S. dollar fixed annuities1) Includes single premium business at 10%Tokyo Investor Day 9.14.0621



 U.S. Dollar Product and Investment StrategiesU.S. Dollar InvestmentsU.S. Dollar Denominated ProductsEnhanced portfolio yieldNatural hedge for Prudential Financial, Inc.Favorable value propositionFavorable expected returnsTokyo Investor Day 9.14.0622



 Gibraltar LifeU.S. Dollar Fixed AnnuitiesExpected Returns Consistent with Overall PortfolioLife InsuranceMortality MarginExpense MarginInvestment SpreadTarget 20% + ROEU.S. Dollar Fixed AnnuitiesU.S. Dollar Spread– “MVA” Products: limited capital requirements– Conservative investment strategy allows attractive value proposition to customersTokyo Investor Day 9.14.0623



 Improving Investment Portfolio Returns(1)Total POJ4.00% 3.50% 3.00% 2.50% 2.00% 1.50% 1.00% 0.50% 0.00%1Q04 2Q04 3Q04 4Q04 1Q05 2Q05 3Q05 4Q05 1Q06 2Q06($ millions)40 30 20 10 -(10) (20) (30) (40)Normalized Investment Spread Amount ($millions) Normalized Yield Crediting Rate1) Excludes US dollar reinsurance activity, Prudential’s Tokyo office building, and one-time activities Tokyo Investor Day 9.14.0624



 Strong Capital GenerationHigh ROE business generates significant excess capital “Net level premium reserves” achieved at POJ in 2005; first dividend paid in 2006 Gibraltar Life: full amortization of “statutory goodwill” enhances capital generating capacityTokyo Investor Day 9.14.0625



 Significantly Higher Capital Than NeededSolvency Margin(1)Prudential  of Japan 1,006%Gibraltar  Life 1,110%Typical  Rating AA: 700%Agency  Targets A: 500%1) As of March 31, 2006; based on Japanese statutory accountingTokyo Investor Day 9.14.0626



 Capital Management OpportunitiesCross entity investments Acquisitions Subordinated debt repayments Reinsurance POJ dividend capacity adds flexibilityTokyo Investor Day 9.14.0627



 Foreign Exchange Income HedgesYen income hedging plan on 12 quarter rolling basis A strengthening Yen helps earnings over the longer term Yen forward rates strengthen against the dollarRate   as of 6/30/06 Spot Rate 1 Yr Forward 2 Yr Forward 3 Yr Forward 4 Yr ForwardYen   / US$ 114.3 108.8 104.2 100.4 96.9Hedging delays impact on earnings, but does not eliminate it 2006 Yen income hedged at a rate of 103 Yen / dollar As we generate more income in US$ (US$ investment, US$ product sales) we have less exposure to FX movementTokyo Investor Day 9.14.0628



 “Rolling Hedge” Program (1)Average  Spot FX 2006 Hedge Rate 2007 Hedge Rate2003   116 107 N/A2004   108 102 992005   110 102 1012006(2)  116 109Average  103 ?1) Japanese yen for U.S. dollar2) Through June 30Tokyo Investor Day 9.14.0629



 SummarySales and persistency drive baseline growth Emphasis on protection products; continued favorable margins U.S. dollar product and investment strategies contributing to results Strong capital generation; capital managementopportunities Strengthening yen can contribute to resultsTokyo Investor Day 9.14.0630



 Japanese Insurance OperationsKazuo MaedaCo-PresidentPrudential International Insurance



 Japanese Insurance Operations OverviewSix   months ended June 30,2004   2005 2005 2006Pre-tax   adjusted operating income (1)Life   Planner model $426 $700 $313 $368Gibraltar  Life 402 502 250 212828   1,202 563 580Equity   (2) 2.0 2.5 2.3 2.9Return  on Equity (3) 29% 33% 34% 28%Number  of Life Planners/Life Advisors (4) 7,520 8,189 7,391 8,531Annualized  new business premiums (5) $719 $894 $503 $4551) In millions2) Average attributed equity for period; in billions3) Based on after-tax adjusted operating income; interim periods on an annualized basis4) At end of period5) Translated at average exchange rate for the year ended December 31, 2005; first half 2006 amount decreased $19 million from originally reported data, revising second quarter fixed annuity production of Life AdvisorsTokyo Investor Day 9.14.0632



 Life Insurance Market in JapanTotal population of Japan is 127 million (#10 in the world) (1)Total GDP is $4.5 trillion (#2) (2) Total life insurance premium is $376 billion (#2) (3) Total life insurance premium is 8.4% of GDP (3) 88% of households have life insurance (4)1) As of October 1, 2005; based on 2005 Population Census, Statistics Bureau, Ministry of Internal Affairs and Communications (Japanese government)2) For the year ended December 31, 2004; nominal gross domestic product, based on Annual Report on National Accounts, Cabinet Office (Japanese government)3) For the year ended March 31, 2006; based on Sigma Report No. 5 /2006, World Insurance in 2005, Swiss Reinsurance Company4) As of April-June 2006, according to Japan Institute of Life InsuranceTokyo Investor Day 9.14.0633



 Competitive Advantage DistributionEmphasisLife   Planners – Prudential of Japan Protection life insurance to mass affluent and affluent marketsLife Advisors – Gibraltar Life Protection life insurance complemented by retirement/savings products, to mid-market and affinity groupsBank   Distribution – Gibraltar Life U. S. Dollar fixed annuities (major bank relationship commenced March 2006)Tokyo Investor Day 9.14.0634



 Distribution Strength in Selected MarketsFirst half 2006 : $455 million new business annualized premiums(1)Bank Distribution (U.S. Dollar Fixed Annuities)4%39%Gibraltar Life Advisors57%Prudential of Japan Life Planners1) Translated at average exchange rate for the year ended December 31, 2005; first half 2006 amount decreased $19 million from originally reported data, revising second quarter fixed annuity production of Life AdvisorsTokyo Investor Day 9.14.0635



 Growth in Japan OperationsPOJ and Gibraltar CombinedNumber of LPs & LAs9,000 8,000 7,000 6,0005,0004,0003,0002,0001,0000Number of Life Planners Number of Life AdvisorsNew Business Annualized Premiums1988 1989 1990 1991 1992 1993 1994 1995 1996 1997 1998 1999 2000 2001 2002 2003 2004 2005New Business Annualized Premiums ($ millions) (1)900 800 700 600500 400 300200 100 01) Translated at average exchange rate for the year ended December 31, 2005Tokyo Investor Day 9.14.0636



 Prudential of JapanFace amount in force, $200 billion(1) $19.6 billion in assets (1) 83 sales offices (2) Solvency margin ratio, 1,006% (3) Ratings: Standard & Poor’s, AA–A.M. Best, A+– Sales Offices1) As of June 30, 2006; translated based on exchange rate as of December 31, 20052) As of June 30, 20063) As of March 31, 2006; based on Japanese statutory accountingTokyo Investor Day 9.14.0637



 Business ModelLife Planner – Needs-Based SellingLife Planner – a selective, high quality sales force– Only 2-4 out of 100 candidates are hired —– Well trained and professional– Customer focused– Disciplined, and demonstrates “missionary zeal”Profile of a typical POJ new Life Planner– Age 32 years old– College graduate– Good sales experience outside the life insurance industry– Married with children– First job change– POJ policyholder– Referred by another POJ Life Planner– Annual income in the previous job was about $50,000Tokyo Investor Day 9.14.0638



 Prudential of Japan Emphasis on Protection ProductsIn-force Annualized Premium Mix as of June 30, 2006(1)15%17%17%51%Yen-based protection products(2)Yen-based savings and retirement income products(3)New Business Annualized Premium Mix 6 months ended June 30, 2006(1)28%13%17%42%U.S. Dollar-based products(4)Third Sector(5)1) Includes single premium business at 10%2) Primarily whole life and term3) Primarily endowment4) Whole life and retirement income5) Cancer, medical, accident and sickness; primarily ridersTokyo Investor Day 9.14.0639



 Prudential of Japan History of GrowthEstablished in 1987 with 15 people and $70 million capital – interest in previous joint-venture sold to SONY32 Life Planners (LPs) started selling life insurance in 1988Growth of Business and LPsNumber of LPsNumber of LPsNumber of PoliciesAoba Life adds 350,000 policiesNumber of life insurance policies in force (thousands)3,000 2,500 2,000 1,500 1,000 500 01988 1989 1990 1991 1992 1993 1994 1995 1996 1997 1998 1999 2000 2001 2002 2003 2004 20052,000 1,800 1,600 1,4001,200 1,000 800 600 400 200 0Tokyo Investor Day 9.14.0640



 POJ in the Life Insurance IndustryNew Business Face Amount (1)Industry1,500 1,000 500IndustryPOJ1994 1995 1996 1997 1998 1999 2000 2001 2002 2003 2004 200530 20 10 0POJ1) In billions of U.S. Dollars; on fiscal year basis; industry data from Japanese Life Insurance Association; translated at average exchange rate for the year ended December 31, 2005Tokyo Investor Day 9.14.0641



 Prudential of Japan Key Drivers (1)Productivity  (2) 6.9Policy   Persistency(Face-amount) 13   – month 95.3%25   – month 90.0%Life   Planner Retention12   – month 86.7%24   – month 77.0%1) Measured as of or for the year ended December 31, 20052) Policies sold per Life Planner, per monthTokyo Investor Day 9.14.0642



 Prudential of Japan OutlookContinued demand for death protection insurance Customers increasingly selective of insurers Changing strategies of competitorsDeath ProtectionMedical insurance, nursing care, and variable annuitiesRecovery of the Japanese economy: “business insurance” opportunityTokyo Investor Day 9.14.0643



 Gibraltar Life “Prudentialized” 2001 — 2004Acquired by Prudential Financial in 2001 Leveraged Life Planner model– Variable compensation structure– Needs-based selling—– Emphasis on protection products– Focus on key driversStrengthened management team Built infrastructure Cultivated affinity group relationshipsTokyo Investor Day 9.14.0644



 Gibraltar Life: Building on a SoundFoundation, 2005Enhanced investment portfolio Growing Life Advisor distributionIntroduced products targeted to customer base and Life Advisor distribution Commenced bank distribution for selected productsTokyo Investor Day 9.14.0645



 Gibraltar Life: U.S. Dollar Fixed Annuities Complement Product LineNew BusinessAnnualized Premiums (1) $141M $160MBankDistribution $194MYen-based protection products(2) US dollar-based protection products(3) Yen-based savings and retirement income products(4) US dollar fixed annuitiesFirst Half 2004First Half 2005First Half 20061) Translated at average exchange rate for the year ended December 31, 2005; first half 2006 amount decreased $19 million from originally reported data, revising second quarter fixed annuity production of Life Advisors2) Term, recurring premium whole life, riders3) U.S. dollar whole life and retirement income4) Single premium life; endowmentTokyo Investor Day 9.14.0646



 Gibraltar Life Growing Distribution# of Life Advisors6,000 5,500 5,000 4,500 4,0001Q02 2Q02 3Q02 4Q02 1Q03 2Q03 3Q03 4Q03 1Q04 2Q04 3Q04 4Q04 1Q05 2Q05 3Q05 4Q05 1Q06 2Q06Productivity(1)4.5 4.0 3.5 3.0 2.5 2.0 1.5 1.0 0.5 0.0CountProductivity1) Policies sold per Life Advisor, per monthTokyo Investor Day 9.14.06Gibraltar Life47



 Gibraltar in the Life Insurance IndustryNew Business Face Amount (1)Industry1,000 900 800 700 600 500IndustryGibraltar2001 2002 2003 2004 200520 10 0Gibraltar1) In billions of U.S. Dollars; on fiscal year basis; industry data from Japanese Life Insurance Association; translated at average exchange rate for the year ended December 31, 2005Tokyo Investor Day 9.14.0648



 Gibraltar LifeStrong affinity group relationships Face amount in force, $178 billion(1) $31.9 billion in assets (1) 80 sales offices (2) Solvency margin ratio, 1,110% (3) Ratings: Standard & Poor’s, AA–Moody’s, A11) As of June 30, 2006; translated based on exchange rate as of December 31, 20052) As of June 30, 20063) As of March 31, 2006; based on Japanese statutory accountingTokyo Investor Day 9.14.0649



 Gibraltar Life “Prudentialized” Key Drivers(1)POJ   GibraltarProductivity  (2) 6.9 3.8Policy   Persistency(Face-amount) 13   – month 95.3% 94.2%25   – month 90.0% 87.3%Life   Advisor Retention12   – month 86.7% 60.8%24   – month 77.0% 32.9%1) Measured as of of for the year ended December 31, 20052) Policies sold per Life Planner / Life Advisor, per monthTokyo Investor Day 9.14.0650



 Japanese Life Insurance Market DevelopmentsDevelopment  Prudential PositioningPrivatization  of “Kampo” postal life insurance Needs-based selling continues as competitive advantageGrowing demand for savings and retirement products U.S. dollar fixed annuities offer attractive value proposition and favorable returnsDemand for medical riders driven by greater individual responsibility for costs Medical riders with favorable margins sold in tandem with protection life insuranceRegulations  allow growth of bancassurance Commenced bank distribution of selected productsTokyo Investor Day 9.14.0651



 SummaryLife Planner model offers sustained competitive advantages Needs-based selling, emphasis on protection products Superior policy persistency contributes to returnsGibraltar Life leverages Life Planner model attributes in affinity group and mid-market customer base Growing distribution Business model well-suited to changing landscapeTokyo Investor Day 9.14.0652



 International Insurance Operations Outside JapanTim FeigeCo-PresidentPrudential International Insurance



 International Insurance Outside Japan Overview—Asian Life Planner OperationsKorea and Taiwan CAGR 2001 – 2005Number of Life Planners9%2,2291,578Number of Policies in Force (000)20%959467Insurance Revenues (1)23% $1,070 mm $461 mmAdjusted Operating Income (2)21% $178 mm $83 mm1) Net premiums, policy charges and fee income, translated at average exchange rate for the year ended December 31, 20052) Before taxTokyo Investor Day 9.14.0654



 International Insurance Outside Japan Developing Markets and InitiativesLife Planner OperationsEurope: Italy, PolandLatin America: Argentina, BrazilNew Territory InitiativesChina: Strategic position Mexico: Greenfield operation India: Market entry investigationTokyo Investor Day 9.14.0655



 Life Insurance Market in KoreaTotal Population of South Korea is 48.6 million (#22 in the world) (1)Total GDP is $809 billion (#10) (1) Total Life Insurance Premium is $59 billion (#7) (1) Total Life Insurance Premium is 7.3% of GDP (#8) (1)88% of households have life insurance (2)1) Based on 2005 Sigma industry data published by Swiss Re2) Based on 2006 Insurance Survey by Korean Insurance Development Institution (KIDI)Tokyo Investor Day 9.14.0656



 Prudential of KoreaFace amount in force, $71 billion (1) Ranks #7 in insurance in force (2) $3.7 billion in assets (1) 76 sales offices (3)Focused Life Planner Model:– Selective, high quality sales force– Needs-based selling– Emphasis on protection products– “Missionary zeal”1) As of June 30, 2006; translated based on exchange rate as of December 31, 20052) According to Korean Life Insurance Association; based on statutory face amount in force as of March 31, 20063) As of June 30, 2006Tokyo Investor Day 9.14.0657



 Prudential of Korea Product MixPOK Annualized Premiums In Force June 30, 2006Savings and retirement income(1)Third sector(2)24%16%Whole life and term(3) 60%Policy persistency(4): 13 month 90.6%, 25 month 84.4%1) Includes endowment and variable annuities 2) Riders other than term 3) Includes variable life insurance products 4) Based on face amount onTokyo Investor Day 9.14.0658



 Prudential of Korea – Performance MeasuresFirst   Half2004   2005 2005 2006Pre-tax   adjusted operating income (1) $137 $169 $80 $107Annualized  new business premiums (1)(2) 181 205 103 108Business  in force – face amount (3)(4)(5) 63 69 67 71Number  of Life Planners (4) 1,639 1,668 1,716 1,6391) In millions2) Translated based on average exchange rate for the year ended December 31, 20053) In billions4) At end of period5) Translated based on exchange rate as of December 31, 2005Tokyo Investor Day 9.14.0659



 Prudential of KoreaStrong Business Model in Challenging MarketLife   Planner Count (1) Sales (2) Revenue (3) AOIFirst   Half 2006 versus -4% 4% 13% 34%First   Half2005  Continued growth: revenues, adjusted operating income Sales and Life Planner count affected by current competitive conditions Maintaining Life Planner model discipline: selective recruiting, emphasis on protection products, pricing,compensation1) At end of period2) Annualized new business premiums translated at average exchange rate for the year ended December 31, 2005 3) Adjusted operating income basis; translated at average exchange rate for the year ended December 31, 2005Tokyo Investor Day 9.14.0660



 Prudential of KoreaEstablished Sales Force and Excellent Persistency Drive Baseline GrowthRevenues ($ millions)1,800 1,600 1,400 1,200 1,000 800Years 0 1 2 3 4 5Illustration assuming current policy persistency and Life Planner productivity, andNo Life Planner count increase 5% annual LP count increase 10% annual LP count increase (Not a forecast)Tokyo Investor Day 9.14.0661



 Taiwan–Building Momentum to a Mature Life Planner OperationNew Business Annualized Premiums ($ millions)(1)100 80 60 40 20 10 0Life Planners427504561 $26 $33 $442003 2004 2005# of LPs70060050040030020010001) Translated based on average exchange rate for the year ended December 31, 2005Tokyo Investor Day 9.14.0662



 International Insurance Developing Markets and InitiativesLife Planner Model is transferable– Selected markets for protection products– Local management; selective Life Planner recruiting– Life Planner profile consistent with customer profile– Proven training– Compensation rewards productivity and persistencyDisciplined approach– Recruiting key drivers income contributionTokyo Investor Day 9.14.0663



 Acquisition StrategyTransactions must be:In target countries Strategic fitConsistent with our financial targets Within our country risk parametersBusiness integration a core strengthGibraltar Life AobaTokyo Investor Day 9.14.0664



 SummaryThree Growth Opportunities:– Organic growth of established Life Planner businesses– Development of new Life Planner businesses– Acquire and “Prudentialize” traditional businessesKorea: Growing contribution to results; strong business model in a challenging environment Disciplined approach to alliances and acquisitions Proven business integration track recordTokyo Investor Day 9.14.0665



 Life PlannersThe Heart of Our Business ModelNick MiyazakiChief Marketing OfficerLife Planner Operations Prudential International Insurance



 The Life Planner CareerStrong values and beliefs: protection life insurance serves society A career that”s “right” for 2-4 of 100 candidates Comprehensive, ongoing training Customer needs drive sales Compensation rewards productivity, persistencyEntrepreneurial success while “making the world a better place”Tokyo Investor Day 9.14.0667



 Life Planner Values and BeliefsLife insurance protection serves society’s greater good Financial security and peace of mind are of great value Customer needs come first; products serve those needs Continuing, caring service is part of the customer relationship TheLife Planner is a trusted advisorTokyo Investor Day 9.14.0668



 Life Planner Value System Cultivated and ReinforcedIndoctrination begins before hire, continues through career Fosters sense of teamwork, identification with company, work ethic The foundation of “missionary zeal”Tokyo Investor Day 9.14.0669



 Business Model Founded on Values and BeliefsStrategyFulfill protection needs in customer focused distribution and service based modelMissionHelp customers achieve financial security and peace of mindVisionMost trusted and admired life insurance companyValues: Worthy of trust, customer-focused, helping society, “winning “ for companyTokyo Investor Day 9.14.0670



 Life Planner Selection ProcessOrientationCareer Info Program 1 Career Info Program 2 Career Info Program 3 Targeted Selection Interview 1 Targeted Selection Interview 2 Final Decision (Hire)Tokyo Investor Day 9.14.0671



 Life Planner Selection Process What Makes the GradeImpactOral communications skills Listening skills Energy Persuasiveness and salesmanship High objectives and standards Motivation; self starter Mental resilience TrainabilityTokyo Investor Day 9.14.0672



 Life Planner Selection Process Only the Strong SurvivePercentage of Initial GroupOrientation  100%Career   Info Program 1 32%Career   Info Program 2 21%Career   Info Program 3 17%Targeted  Selection Interview 1 10%Targeted  Selection Interview 2 6%HIRE   2 – 4%Tokyo Investor Day 9.14.0673



 Comprehensive Training Supports Needs-Based SellingFull-Time Training ProgramSTRUCTURED TRAINING PROGRAMBeginning Training ProgramContinuing On the Job TrainingWeeks 1—4Weeks 5—50Weeks 51—100Tokyo Investor Day 9.14.0674



 Life Planner Compensation Rewards Productivity and PersistencyPercentage of Overall Life Planner Compensation (1)Productivity & Persistency Bonus24%Renewal Commissions25%51%First Year CommissionCompensation = Contribution1) Based on year ended December 31, 2005 for Life Planners beyond initial training allowance period Tokyo Investor Day 9.14.0675



 Life Planner Distribution Differences Are Its StrengthsTypical Salespeople Life PlannersHighly trained full time professionals Often part time and/or short-term career Emphasis on protection products Savings products (easier to sell) Needs-based selling Sell what you can Service oriented; customer needs first Move onafter the sale Missionary zeal founded on beliefs Selling to earn commissionsTokyo Investor Day 9.14.0676


