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Exhibit 99.1

By DESIGN

Cincinnati Financial Corporation
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" Nasdaq:CINF

oday's presentations contain forward-looking
\statements that involve risks and uncertainties.
Please refer to our various filings with the
Securities and Exchange Commission for factors
that could cause results to materially differ from
those discussed.

Reconciliations of non-GAAP and non-statutory
data are available at www.cinfin.com




uctured for Strength and Stability

rgest publicly traded insurer based on
ues

30" Jargest property casualty insurer by
premium volume

» Market capitalization of $6.6 billion (9/23/03)
» Viell capitalized and highly rated

* Strong growth and underwriting profit in 2002
and first half of 2003




By DESIGN

Outperform 1n 2005 and Beyond

CINCINNATI

INSURANCE COMPANIES




Your Day with Us

nce Operations

de Cincinnati — In-Depth Look at Our
Business

Scott Insurance Agency and Cincinnati Field
feam

» Einancial Strength and Stability




Scott Insurance Agency

ker Sydnor, CPCU, president, and
v Pollard, ACSR, CPIW, AU, manager —
' personal lines, of Scott Insurance Agency,
- Lynchburg, Virginia
Cincinnati field team
— Ron Klimkowski, AIC
— Dan Gray
— Chris Rittenhouse
— Linda Hutchinson, APA, CIC
— Pat Draney, AIC
— Kristine Roach




" Special Guests

illizm E. Bahl, CFA, director
W. Rodney McMullen, director
Frank J. Schultheis, director

Robert B. Morgan, former president and chief:
executive officer

» George J. Berry, Jr., Nasdaq representative
» Officers from a variety of departments




:.utperﬁ)rm in 2003 and Beyond

enerate steady growth and above-average
rofitability' by leveraging regional franchise and
\proven agency-centered business strategy

Obtain strong investment income growth and
capital appreciation through equity-focused

Investment strategy
Maintain financial strength

Senior Property
Debentures Casualty
A++

Aa3




hanciﬁg Return to Shareholders

ophyleads to long-term shareholder value

11 306 10-year compound growth in paid
" dividends

12.49%6 increase in indicated annualized payout
In February 2003
— 439 consecutive increase

— 100-share investment in 1950 now 194,667 shares
without cash dividend reinvestment




Focus on Sharcholder Value

f 1| ]|

B 0]

199 1999 2 2HEe 2002 THz2nE2 JH 203

mm Operating Income mm MNet Income —— Pividends Paid

See the Operati ection of the Investors page of wwwe cinfin.eom for non-GAAR and non-statutary
10 - reconciliation inf .
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Outperform 1n 2005 and Beyond
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By DESIGN

Leverage Regional Franchnise and Proven
Agency-centered Business Strategy
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Sales & Mark




Agency Centered

"A'company sponsored and principally owned
by local agents, presently operating under the
' American Agency System and committed to
operating under the same system for many
years to come.”

—1950 Prospectus




At ﬁome on Main Street

nal carrier
Main Street property casualty business

— 950 local independent insurance agencies in
31 states

— Market for about 75% of agency’s typical risks

— Approximately 90% of property casualty policies
less than $10,000 premium
» Agents in Main Street markets place value on
claims service, market stability, access to
executives

— Cincinnati was No. 1 or No. 2 carrier in 71% of
agency locations in 2002




ot for 75 05 of AgenC},"’S Typical Risks

$2.5 Billion ih 2002 Net Earhed Premium
Other Liability
ommercial Lines 7 -:-.: Cammercial Multic

Casualty

Personal Lines
2%




S:el'ving Select Group
30 Independent Agencies in 31 States

== Headquarters
{no branches)

B Actively Marketing




Oullel0sen Partners —

The Independent Agent

Industry Cincinnati
Aggregate Aggregate
Revenue Premium

Source: Reagan & Associates, Best Practices Study




wgent and Consumer Satisfaction

dependent consumer surveys
Cicinnatilamong top insurers for. auto and
homeowners claims service

* Agents top choice for commercial auto

— Pricing, accessibility and claims payment methods
“unsurpassable” ( Critienden’s Propertly Casualty
Ratings, June 2, 2003)

» Online Consumer Information Source

— Shows Cincinnati's exceptionally low complaint ratios
(v, 131C. 01g)




pportﬁhities for Continued Steady
roperty Casualty Premium Growth

Net Written Premium Growth

* Continue to subdivide
territeres to improve

service

® lincrease penetration of
edch agency's business
» Selectively appoint new 11998 .
dgencies _Yelifellicx
—w- Estimated [ndustry (4 W, Best)
: section of the Investors page of

1-GEAAR and non-statutory
n informatian,




‘Potential in the Marketplace

Cincinnati
Market
Penetration

Total P/C
Industry




Improving Service
bdividing Territories; Adding 1.ocal Staft

: . __Commercial Premiums/Territory
rritories at year-end 525 50

2007 from 70/ at year-end _//
" 1998

‘Four new territories
planned for 2003
1,059 local marketing,

claims and other staff
from 860 five years ago

1995
Fremiums Myritien == Termitanes

* Dallars in millions




2003 New Territories

orth Carolina First Quarter

Northern Virginia Second Quarter
Tiffin, Ohio Third Quarter

Greater Atlanta Fourth Quarter

On the Drawing Board




Successful Agencies

ency Direct
Agency Relationships m 952
Cincinnati $2,449
Total Agency P/C $£13,263
Cincinnati Agency Penetration 18.0%




t!{éntial m OUR OWN Marketplace

Premiums

- (dollars in millions)

Agencies appointed
1992 and prior

Agencies appointed
1993 to present™* i 495 5,445 3.1

. Agencies appointed beforg 1993 ¢ fted 70.9% of oUr agency relationships;
of total afency e premiums, and 7 of Cincinnat's total direct written premium.




S.électi\--*ély Appoint New Agencies

prgrowth opportunities within existing states
— Eamiliar turf

Penetrate all centers of influence
» Perform extensive due diligence

» Establish targets for appointment
— 2003: 35 to 40 agencies
— 2004 and beyond: 150+ agencies




Further Improvement
alancing Growth with Profitability

L Post-dividend statutory
iy fdge local 125 combined ratio

knoﬁledge/ underwriting
Show strategy in action

Persenal lines
Commercial lines
Claims

[life insurance

G al
—o— Estimated [ndustny (AN, Best)




?..'rue Toda\ as It Was Yesterday...
and Will Be Tomorrow

{‘Agénts made these results possible. It is in the
spirit: of partnership that the future progress of
Ithe Cincinnati Insurance Companies rests.”

—Harry M. Turner

First President of The Cincinnati
Insurance Companies

June 1963
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The Opportunity in Personall Lines
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Personal Lines at Cincinnati

million in net earned premiums in the first

© — 2806 of property casualty premiums
— 11,4% growth in first half 2003
— 25 of 31 states; 663 of 950 agencies
» Six states account for /3% of premium
— Alabama, Georgia, Illinois, Indiana, Michigan, Ohio




he Oppii)rtunity in Personal Lines

sonal limes enhances the value of the
Cincinnati agency contract
— Our products add value to what the agents can offer

— Helps agents strengthen ties with decision-makers in
their communities

— Allews agents the chance to grow their agency
volume and commission income




: Profitability Improvement
Opportunities

Widend statutory combined ratio

—k—FPersonal Lin mbined Bat
Based on pro forma data: See the Operatio ction of the In ge af wy rfor reconciliation
4 infarmation.




stain Success in Personal Auto

Eting quarterly loss
loss expense ratio
elow /0% during 2004

Benefits seen from
fe-undenvriting program
= Strengthening standards

= Confirming premium
velume commitments

— |eoking at renewals closer

10E 2E02 3EE2EE0E 1Q0E 268

ml o055 and LAE Ratio




Foeus on Homeowner

/2% 10 /4% range in
approximately 24 months
o Improve profitability
through:
Rate changes
Insurance-to-value

Changes in policy ferms
and condifions — water
damage, others

— Re-underwriting programs

1202 2@E0E 3@ 4202 103 203

nes e LAE FEatio

infarmatiok.




Homeowner Rate Changes

2002 2003
0o Month U Month O/

0.3 |March 5.9 |January 7.8

March (0.7)] Feb 116 ]| May 21.0




Homeowner Rate Impact on
Renewal Business

1Q03 2Q03 3Q03 4Q03 1Q04 2Q04 3Q04 4Q04

Ohio —=- Indiana — lllincis




Personal Lines Focus

ne-year homeowner policies
echuiting and training
Shortening filing times
Understanding our market
» [echnology




Diamond
Personal I.ines Processing System

grated processing system for six lines of
UsIREss

— Offers agents choice and control
\— Increases flexibility

» Agency bill vs. direct bill
* Print in headguarters or agent’s office
» State-by-state rollout
— Kansas — up and running
— Indiana, Michigan and Ohio — 2004
— Remainder of states to follow




“SUCEESS In business requires training and
discipline and hard work. But if you're not

lirightened by these things, the opportunities are
just as great today as they ever were.”

David Rockefeller




By DESIGN

Profitability, Growth, Service
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@Commercial




Commercial Lines

here arewe?
How/did we get here?
How will we succeed in the future?




The :ﬁ;tincinnati Difference

atline agency underwriting

Representatives living|in the communities
we serve, making underwriting decisions
on the spot

Personal relationships between underwriters,
field marketing representatives, agents and
policyholders are our top priority

Strong emphasis on and commitment to
underwriting education for associates and
agents




Where Are We?

onnnercial Lines Statutory Gonbined Ratio

ion of the Inwve
i




"Where Are We?

nd Loss Expense Ratio for Sefected Lines

2000 00 2002 114 2003

m Commercial multi-peril m Commercial auto
m QOther hability Viforkers® compensation




How Did We Get Here?

edarned premium growth
2: 19.1%
— 1H 2003: 13.2%
» Re-underwriting campaign
— Risk selection guide
— Senior officer approval of higher limits
— Stricter pre-inspection standards
— Pre-renewal lists
— Agency reviews
— Field claims risk reports




How Did We Get Here?

duct management group
Rate increases (base rates and package factors)
— Product menitoring
— File auditing
» Joint underwriting task forces
— Special programs
— Contractors’




07 WillﬁiVe Succeed in the Future?

esist trying to be all things to all customers

ocls on what has made us historically
profitable
- Strong underwriting

— Eocus on relationships

» Balance growth and profitability




mn WillﬁiVe Succeed in the Future?

spond appropriately to the changing
arketplace

— Undenwvriters reacting carefully

— Protect good, profitable business

— Seek renewal increases where appropriate
and when available

— Write business at a rate that maintains profitability




m‘ WillﬁiVe Succeed in the Future?

oceed with technology and automation initiatives

Male it even easier for agents to place good business
wibly Cincinnati

Moniter competitor pricing and products
"~ Malke changes where it makes sense for us
» Round out existing accounts with additional
COVEIdJES
— Protects policyholders from further risk
— Increases profitability of each piece of business

* Promote underwriter visits to agencies
— Personal relationships helps grow our business




"Focus on Top-Notch Service

Gontribute to growth by providing| outstanding
Ustemer service
— Appropriate staffing
o Eive underwriting classes annually
o Rating classes doubled
» [echnology and automation initiatives
— WinCPP — currently being deployed
— Imaging and automated workflow — project launched
— e-CLAS — future processing system




Above and Bevond
joﬁtable Niche Commercial Markets

aciiinery & Equipment Specialties
— |.oss and less expense ratio typically below 30%

— Premium voelume has doubled over the last five years
. with the introduction of Equipment Breakdown
Coverage

* Bond & Executive Risk

— Specializes in surety and fidelity coverage
— Consistently profitable




High-Quality Reinsurers

'rro perty catastrophe — retain first $25 million

— remsured for 57% of next $20 million,
95% of losses $45 million to $400 million

* Property working — retain first $2 million

— reinsured for 60% of next $3 million,
1002% of losses $5 million to $25 million

* Casualty working — retain first $2 million

— reinsured for 40% of next $2 million,
100% of losses $4 million to $25 million

» Facultative reinsurance




By DESIGN

Profitability, Growth, Service
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By DESIGN

Claims Operations
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ers Claim




" Local Authority,
Personal Touch, Prompt Service

[ 3 to 30 representatives

M 311060 representatives

M 61 to 75 representatives
= 76 representatives

[ Mot actively marketed




Experience Counts

Industry Cincinnati
Experience Experience
13

Sield Claims
Representatives

Managers

Headquarters
Supervisors

Headquarters
Managers




L.oss Issues

distry-wicle severity and frequency concerns
Asbestos and environmental
— Survival ratio at 12.3 years on gross basis
b Represents less than 1.1% of outstanding claims

» Vold

— 7228 pending claims with reserves of approximately
$1.5 million

» Uninsured/underinsured motorists

— [BNR at $17.5 million after. net $8.3 million in
losses in 2003




Frequency and Severity

i f| AEE0 2E0 A




Large Losses

Loss Ratio

FEz Sl AEpz e il e

I aEEs miNEw ClEims 3000 @S 1 million. = He aims = S million




Catastrophes

Loss Ratio




Initiatives

ubrogation and salvage
uto glass program
Aute physical damage audit
Managed care for workers' compensation

e Annuities
e Automation




brogation and Salvage Recoveries




Auto Glass Program

Yearly average invoices 6,000 20,000
Yearly average savings $660,000 $2.4 million

" Recently renegotiated discounts

o | Repairs save more than $300; insured's deductible is waived




Auﬁ) Estimate Repricing

Through June 2003

iginal estimates $25.9 million

Post audit $24.1 million

$1.8 million

$285,454

$1.5 million
$194
7%

Savings
Vendor fees
Net savings

Average net savings per estimate

Overall saved




Workers’ Compensation
Medical Bill Audit

(Dollars in millions)

Increase

Gross Gross Net from
Charges | Savings Savings | Prior Year

2002 $89.5 $21.8 $18.9 14.3%




Stlafﬁctured Settlements

of Property Casualty Claims
Annuity Premium Volume




Automation
Claims Management System

Electronic claims processing system
Rollout to begin in October 2003
* Enhances efficiency and effectiveness of field
claims
— Single point of entry
— Reduces time associates spend on papenwork
— [lays groundwork for move to paperless processing
— Reduces opportunity for fraud

» [angible and intangible benefits for
policyholders, agents and company




By DESIGN

Claims Operations
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ers Claim




By DESIGN

Life Insurance — Helping to Attract and
Retain High-guality: Agents

CINCINNATI

INSURANCE COMPANIES

The Cincinnati




Why Sell Life?

we sify revenue stream for property casualty
dencies

Expand product portfolio to meet needs of
agency clients

— Enhance client relationships
— Improve overall persistency

» Add stable business that reduces impact of
property casualty cycles

» Increase Cincinnati revenues and income




Agency Relationships

Urspropenty casualty agencies produce 75%
jof lifie written premiums
300 independent life agencies produce 25%
of life written premiums




tadily Rising Agency Penetration

of agencies
Gross collected premiums per agency




Cinéinnati’s LifeHorizons
Product Portfolio

Whole Life
Universal Life
YWorksite Life

» Disability Income
* [ ong-term Care
* Annuity




Ap:ijlications Submitted
(All Lines)

|

20 200 AL dime 2,




Totaiﬁln-force Policy Count




fe Polu:\ Face Amounts In Force

TE9E 11999 AR B8]

Excludes Anhuities, Acclident and Health Business




N et Earned Premium
(GAAP)

B Firstsix months




Xpenses as a Percent of Premium

1999 | 2000 | 2001 | 2002
$117.8 | $137.3 |$122.0| $210.4 | $95.3

Insurance

Expense $18.5 | $20.3 : $26.5 | $12.3
Adjusted

Expense : : 20.6% | 12.6% | 12.9%
Ratio

10 Seethe Opetations section ofthe Investors pade of wawse.c m for nof-GAAP and non-statutary recanciliation infotrmatian.




Eapital & Surplus
(GAAP)




] Sl

S i

o

2]

Cineinnati Life Assets
(GAAP, Including Separate Accounts)




?Agency Support

gent education and training
Special financial assistance and incentives
Life agent development
s Lead generation
» [ife sales system
» One-on-one headquarters service
» On-site sales assistance




By DESIGN

Life Insurance — Helping to Attract and
Retain High-guality: Agents
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Tthe Cincinnati
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The 10 O'clock Meeting
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nmunication ... Communication ...

Communication
tring the flow of agent- and market-focused
\information

Attended by CEO and officers with responsibility
for sales, production and operations, including

support functions like claims, rate and procuct
filings, research and development

» Share information about agents, competition,
trends, loss activity, service




Exhibit 99.2

By DESIGN

The Agent and: Eieldi Team Relationship
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Scott Insurance Agency

ja’s oldest and largest employee-owned provider
insurance, benefits services and! financial
andgement

seven locations in three states: Virginia, North Carolina
and Tennessee

Eaptive insurance operations in Bermuda and
Erand Cayman

Corporate offices in Lynchburg, Virginia
Founded in 1864
$165 million in annual premium

Represents approximately 32 different property casualty
insurance carriers




Walker P. Sydnor, Jr., CPCU

sident of' Scott Insurance Agency
Native of Lynchburg, Virginia
Joined Scott in 1976
Prior experience with INA and St. Paul
» Ecducation: Hampden-Sydney College

» Director of Centra Health (hospital system);
Trustee of Lynchburg College and Virginia
Foundation of Independent Colleges




Patty Pollard, ACSR, CPIW, AU

caunt executive and personal lines and small
commercial supervisor with Scott Insurance Agency

Native of Boones Mill, Virginia
Joined Scott in 1984
s Prior experience with Allstate

s Education: Central Virginia Community College and
multiple professional accreditations

o Pursuing CPCU designation; board member of
Churches for Urban Ministries; member of local
church’s missions team




R Klimkowski, ATC

ional director, Sales & Marketing
ks out of home in Roanoke, Virginia

Joined The Cincinnati Insurance Companies
in 1996

s Prior experience with State Farm claims
department

» Eclucation: Ohio University
* Pursuing CIC designation




Dan Gray

aciinery andiequipment specialist

orks out of home in Christianburg, Virginia
Joined The Cincinnati Insurance Companies in 1980
Prior experience with Continental Insurance

Education: New River Community College and
Virginia Western Community College

Member of the National Board of Boiler and Pressure
Vessel Inspectors Commission and the Virginia Boiler
and Pressure Vessel Inspectors Association; certified by
the State of Virginia to inspect boilers and pressure
vessels




Chrls Rittenhouse

ond agent for Virginia
orks out of home in Moseley, Virginia

Joined The Cincinnati Insurance Companies
i 1995

Prior experience with USF&G
» Education: American International College
*» Member of the Surety Association of Virginia




imh‘*é:-zﬁutchinson, APA, CIC

d audit specialist
ks out of home in Forest, Virginia
Joined The Cincinnati Insurance Companies

» Prior experience with Chubb Insurance,
Allstate Insurance and agencies in New Jersey
and Virginia

* Eclucation: Liberty University




Pat Draney, AIC

enjor claims representative
rks out of home in Forest, Virginia

Joined The Cincinnati Insurance Companies
in 1991

Education: Radford University




Wi finc Roach

Jorkers’ compensation claims specialist
orks out of home in Chester, Virginia

Joined The Cincinnati Insurance Companies
i 2000

Prior experience with AIG claims
» Education: Virginia Commonwealth University
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By DESIGN

Equity-focused Investment Strategy.
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Portfolio Goals:

Growth and Income
Income

ongtterm investment e Achieved with interest
horiZzon and dividends

¢ Increases surplus

e Enhances book value and Large, long-term

financial strength positions. ini proven,
o Primarily achieved with dividend-paying
common and convertible companies
securities Reinvest coupon
payments
Compounding

Bond quality rising;
municipals, agency paper




¢stment Portfolio — Equity-focused

Book Value: $5.841 billi L
'R L e $5.981 billion in

11% : L
- : unrealized appreciation
‘7%

e 5315 million in net new

\Market Value: $11.822 bilfion invested assets in first
' 69 half of 2003

é Focus on equity-linked

—— securities and high-

4% quality fixed income with
intermediate maturities

B Com S High-Yield B
rade Bonds [ Munici
B Convertible Securities




Investment Philos ophy:

Common Stocks
oclls on equities

With the ability and commitment to grow earnings
and dividends

Buy companies that have

— Strong and proven management teams
— (lean balance sheets
— Understandable product
— Favorable outlook
» Purchase at reasonable levels (value)

* Tnvest long term




op 13 Common Stock Holdings
| At June 30, 2003

[fars Ih millions
: Shares Market Unrealized

Held Cost Yalue Gains
Fifth Third 12,780,560 $283 $4.179 $3,896
13,175,164 119 635 516
National City 12,307 644 255 403 148
' 8,962,066 133 322 189
6,250,000 115 285 170
2,600,000 T 232 155
4,705,100 62 230 167
3,082,800 137 187 50
First Merit 7,431,500 95 169 74
Alliance Capital 3,059,200 49 112 63
Sky Financial Group 4,566,018 88 99 11
Piedmont Natural Gas 2,500,000 50 97 47
US Bancomp 3,935,000 64 96 33




Common Stock Holdings
At June 30, 2003

Dividend Dividend Annual Current
Increases Increases Income Yield
$8.7 11.5% $84 4 2.02%
- 0.0% $184 2.90%
National City - 0.0% $15.0 3.73%
ExxonMobil Corp : 8.7% $9.0 2.78%
0.0% $5.8 2.02%
0.0% 4.3 1.84%
0.0% $9.0 3.93%
0.0% 4.4 2.38%
First Merit 0.0% $74 4.39%
Alliance Capital ; 13.0% $6.4 5.70%
Sky Financial Group 0.0% $3.7 3.68%
Piedmont Natural Gas 3.8% 4.2 4.28%
US Bancorp 5.1% $3.2 3.35%




Industry Focus = Advantage

h indUstry insight, ability to assess strategy

‘Focus on local companies, relationships
with management
Banking

— Eifth Third, Natienal City, PNC, First Merit, Sky Fnancial,
Us Bancorp

s Pharmaceuticals
— Wyeth, Mercl

o Energy/utility

— BExxonMobil, Piedment Natural Gas




FifthThil'd (Nas d aq: FIT B)

. 786 compoundi growth in earnings per share over the
past'10 vears

Delivered a 10-year compound annual dividend growth
rate of 1996

Qutperformed the Standard & Poor's 500 21-fold over a
20-year period

Has grown one share of stock to nearly 77 shares due
to 10 stock splits since 1980

Meets Investment criteria

$1.00 per share price change = 29 cents on CINF
book value per share




Jui t\ Portfolio versus S&P 500 Index

Rate of total return

Five Years Last Twelve Months
12/31/97-12/31/02 6/30/02-6/30/03

o

W it SAE SO mdex




Investment Philosophy:
Bonds
Us on cash-flow yield
Con'?%;pounding interest on cash flows
» Diversity of holdings
Tiaxable bonds

— Investment-grade (agency/corporate)
— High-yield

* [ax-exempt
— Municipal bonds




Refined Focus:
Porttolio Quality

dUWOUS approach to 11005
higheyield
Purchiasing agency paper
Increased focus on

municipal bonds

— Predominantly insured
paper

A B2

m[Hof rated.  WEE G




12

" Refined Focus:
rmediate Durations/Maturities
79 averade duration compared with
54 average duration a year ago

6.52Y0 average coupon versus 7.55% a
yedr ago

10.29 years average maturity compared with
10.35 years a year ago




Investment Philos ophy:
47 Convertible Securities
Hybrid secuirity with fixed income and equity
aracteristics

Equity-like returns with bond-like risks
\— Stable income stream

— Potential for capital appreciation associated with
underlying common stock

— [Downside protection
» Favorable risk-based capital treatment




us on Compounding of Cash Flows

Over the Long-term
ment income 2450 Investment Income (in millions)
provides primary. source 54060
- of profits 2350

' — 2002 dividend increases 3300
frop 28 of 46 stocks

= 512 million 7/ iInvestment
InEEme

— First-half 2003 dividend
increases from 14 of 47
= 511 million in annualized
investment Income

e Surplus contributes to
financial strength

o Drives book value growth .
Investors, Operations for recon




Uniifque Investment Style

hase trends
'Holding company structure
Compounding of cash flows and increasing
dividends
Patient and true to our principles
* Balance sheet strength and stability

* Income from dividends and capital gains drops
to bottom line




C inFin C apital Management

rovides investment management services to
liefts with minimum accounts of $500,000

Customizes portfolios based on each investor’s
needs and appetite for risk

» Bases service fees on assets under management

» Builds strong relationships with clients and
Invests for the long term




CmFm’s Growth

G2 AE2E0E

mm [otal Under Management —* Number of. Accounts
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By DESIGN

Maintain Financial Strength,
Generate LLong-termi Sharenolder Value
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Financial Strength

1.9Y off property casualty insurers
ated A++ by A.M. Best

Only 9.5% of life insurers rated A+ or
apove by A.M. Best

Senior Property Life
Debentures Casualty
A.M. Best Aa A++ A+
Fitch A+ AA AA
Moody's A2 Aa3 --
S&P A+ AA- AA-




Tance Sheet and Risk Management

s-quality investment portfolio

urplus ratio of 1.12-to-1 vs. industry average
1.80:-te-1 (12/31/02)

Loss reserve adequacy.
Low-risk reinsurance recoverables
» Strong cash flow and liquidity

— Modest indebtedness of $603 million or
10.8% of shareholders’ equity

— Unchanged from prior year
» Effective oversight




/' Total Reserve Balance
bjective: Modestly Redundant Reserves

Property Casualty
in millions




nnual Changes in Accident-year
Loss Reserves (GAAP)

Calendar Year
W 200 m e [ prin]nps

Ae s e
Accident Years (elapsed months)




(ccident-year vs. Calendar-year
Loss and LAE Ratios

(@Ed 1585 1H9E dRElEl ] 195 2000

i cnnat
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nghl\ Rated Reinsurers

gsurers highly rated by A.M. Best
— Almerican Re A+  (Superior)
— Employers Re A (Excellent)
— Swiss Re A++ (Superior)
» | ife reinsurance pool includes Employers Re,
ING and Swiss Re
— Rated A (excellent) and above

— Account for more than 209% of life reinsurance
recoverables




tutory ﬁi‘Op&l‘t}-’ (asualty Reinsurance
ecoverables to Policyholder Surplus

1998 1999 2000 2001 2002 Al June 30,
2008
W CiRcimnat W | dustn: Average

Data from Annual Statement Schedule F




Statuiory Property Casualty
Reinsurance Recoverables

19ES 1aag A 2l Al Ume 200

m arking Treates m @fen

Data from Annual statement Schedule F




S‘troné Cash Flow and lLiquidity

1998 1993 2000 2001 2002 2003

m Operating Cash Elow mEOL| B Operating Cash Flow as of June 30




Effective Oversight

,:__::orate governance

Domg the right things ... honesty, accountability,
ethics

— Deliberate process to assure compliance
— Independent agents / independent directors

» Internal controls
— Well-defined workflows
— Experienced management oversight




.utperi:'“orm in 2003 and Beyond

enerate steady growth and above-average
\profitability by leveraging regional franchise and
proven agency-centered business strategy

Obtain strong investment income growth and
capital appreciation through equity-focused
Avestment strategy

» Maintain financial strength




cveraging Low-cost Structure to
Achieve Performance Targets

©ory combined ratio

2000 A4 2 £ 1 e 20




pw-cost Structure Rewards Agents

ividend statutory Post-dividend statutory
ion expense ratio non-commission expense ratio

A IE %

2 JHpEEE 19 Glate = AdA0 B | i IS H 2aaE

m— incinnati
~—Ind u;'.tr!.r Mo 2] . Be= t:]

Bazed on pro forma data. See the Operations section of the Inve e of WWh.C rofor reconcilistion information.




" A Lobk Ahead — Our View

lj% to 15%6 written premium growth
— 96,8% GAAP combined ratio
— 3.5% to 4.5% investment income growth

And beyond

— Sustain steady growth

— Eurther improve combined ratio

— Accelerate investment income growth
— Bring results to bottom line

— Equity portfolio performance ahead of S&P 500 —
resumption of book value growth




ocus on Shareholder Value —
Operating Income Doubled
Between 2000 and 2002

| ] 50

e

IS

S0

See the Qperatio
16 reconciliation infar




‘Focus on Shareholder Value —
ositioned to Resume Book Value Growth

e - dolfars per outstanding share

11485 18T 18984 el 11989 18985 19495 118494 2E0

Adjusted for splits

17




Compziement Performance with
Information

aagement accessibility

'Primiary objectives of investor relations activities
— Comprehensive
'— Transparent

» Qutreach and ecucation
— Headquarters visit
— Established formal investor relations function
— Expanding materials, enhancing Web site
— Conferences and travel




By DESIGN

Questions
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By DESIGN

Outperform 1n 2005 and Beyond

CINCINNATI

INSURANCE COMPANIES




.utperi:'“orm in 2003 and Beyond

enerate steady growth and above-average
\profitability by leveraging regional franchise and
proven agency-centered business strategy

Obtain strong investment income growth and
capital appreciation through equity-focused
Avestment strategy

Maintain financial strength




hanciﬁg Return to Shareholders

ophyleads to long-term shareholder value

11 306 10-year compound growth in paid
" dividends

12.49%6 increase in indicated annualized payout
In February 2003
— 439 consecutive increase

— 100-share investment in 1950 now 194,667 shares
without cash dividend reinvestment




Focus on Sharcholder Value

f 1| ]|

B )]

199 1999 2 2HEe 2002 THz2nE2 JH 203

Bl Operating Income mm MNet Income —— Pividends Paid

See the Operati ection of the Investors page of wwwe cinfin.eom for non-GAAR and non-statutary
4 . reconciliation inf .




BY DESIGN

Cincinnati Financial Corporation
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Exhibit 99.3

INSIDE CINCINNATI

Choice and Control
Diamond Personaltlines Processing System
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Presenters

Don Doyle, CPCU, AIM
Vice President

Steve Leibel, CPCU, AIM
Assistant Vice President




Diamond Advantages

t agency needs

Reduce human-intensive processing
Improve agency interface
» Improve underwriting report integration
* Eliminate manual rating
* Increase billing options




Cinecinnati Considerations

gency underwriting
Local agency in the forefront of transactions
Elexability
Immediate service
» Agency control of policies
* SUpport operations




INSIDE CINCINNATI

Contractors” Task Force
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Presenters

erris, Commercial Product Management
Marty Mullen, CPCU, Headquarters Claims

Mare Phillips, CPCU, AIM, Commercial
Product Management

J.B. Shockey, CPCU, CLU, CIC, Sales & Marketing




Earl\ Issue Identification

icant portion of our agents” market

creasing claims activity

— Risk transfer, synthetic stucco, construction
defrects, mold

» Deteriorating profitability
» Accelerating new business growth
* Very restrictive market conditions




Tasl{ Force Activated

ated October 25, 2001
ulti-departmental
Identify and define issues
[Determine practical solutions
Maintain a market for our customers
» Grow proportionately and profitably
» Report submitted January 29, 2002




Miirketplace Realities

t (residential contractors) firming
sigrficantly
¢ — 25% to 200% renewal increases
— some carriers exiting the market
— mandating large deductibles
— reduced availability of limits
— vears of soft market underpricing

» Action necessary to keep up with loss trends
and to avoid being selected against




Im];lementing Task Force

Recommendations
/rite one-year policies until new form
lings effective

Institute synthetic stucco and mold exclusions
Redesign contractor’s application

Require $1 million limits for subcontractors
Avoid writing large residential builcers
Require property damage deductibles
Reduce commission to 15% on new business
Emphasize agency underwriting and leverage




fﬁllow-up Activities

£ase rates
Re-priced both primary and umbrella policies
Added restrictions in difficult states

Heightened underwriter awareness through
aclditional training

» Introduced Risk Management Guide for insureds

» Developed Contractors’ Liability Workshop
for agents




Positive Results for Cincinnati

arly for many conclusions
reased awareness of contractor issues
Significant account premium Increases
Maintained proportion to other classes
» Eavorably moclerating growth
» | 0ss ratio trend appears favorable
» Maintained an open market for our agents




INSIDE CINCINNATI

Cross-serving Opportunities:
Leveraging Agency: and Client Relationships
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preading the Word to Agents
Mike Terrell, CPCU, RPLU, CIC

Assistant Vice President

[ravel team promotes lesser-known lines
Cross serving protects Cincinnati accounts by

helping agencies keep number of carriers and
volume commitments low

» Increases account retention by increasing
service and loyalty

» Seminars and visits showcase highly profitable
lines and/or centers of influence




Dentist’s Package Program
Mike Terrell, CPCU, RPLU, CIC
Assistant Vice President
Incimnati insures 12,000 dentists—
17.8%6 market share within 31 active states

Marketplace instability creates opportunities

Local agent service is a Cincinnati advantage

» Cincinnati supports agents with product
advertising, risk management presentations,
dentist association tradeshow participation




Dentist’s Package Program
Direct Written Premiums

millions

1994 200




Directors & Officers Liability
Tom Kelly
Vice President

vel team educates agents and increases
oppertunities for new business

Market instability creates opportunities

» Cincinnati has programs for nonprofit,
privately held or publicly traded companies
and financial institutions




Directors & Officers Policies
Direct Written Premiums

millions




ommereial Lines Opportunities
Mark Wietmarschen
Vice President

‘Commercial Inland Marine

— Grewth opportunities: larger monoline risks,
rounding accounts

— Our strength and our focus; selected classes of business
— Growth and profitability: doubled premium to $80 million
in four years
® Special Accounts Marketing Program

— Experienced underwriters handling high-profile,
large-premium accounts

— Build agency relationship by writing key accounts
— Unique account management




Life Worksite Marketing
Eric Taylor, ChFC, CLU, LLIF
Assistant Vice President

Growing market for voluntary products
» @pportunity to bring professional service of

agents to underserved groups

» Efficient distribution benefits everyone
— Provides sales leads to agents
— Helps employers control benefit costs

— Gives employees broader coverage than group
insurance




Worksite Marketing
Gross Collected Premiums

2l 1 2003




Leasing/Financing
Dave Fieler
Assistant Secretary

Additional services strengthen client relationships
andretention

\— lLeasing and financing for vehicles and equipment
— Commercial mortgage loans

» Clients are agencies as well as commercial
insureds and agency employees (vehicles)




CinFin Capital Management
Jo Ann Quinif
Marketing Representative

Leverages investment expertise and
policyholders’ respect and trust for agents

» Recognizes that agencies are evolving into
financial service organizations

— Offering separate account management
for agents/agencies and clients

— Adding CinEin to the agencies’ broker-dealer
platforms




CmFm’s Growth

[

mm [otal Under Management —+— Number of Accounts




INSIDE CINCINNATI

Enhancing Feld Claims
Efficiency and" Effectiveness
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Field Claims




ﬁm the Blg Picture to a Big Change

/hat we do and why we are improving it
Pean Dicke, Senior Vice President

Conceptual overview of Claims Management
System
Gary Givler, Assistant Vice President
» System demonstration: functionality for

claims representatives
John Crow, Associate Manager




A Virtual Claim File

willenable
collaboeration between
locations

o Will provide document
[dndgement

» Will deliver real-time
claims transaction data




CMS Will Provide Easier

Claim File Management
pased security
Lifits access to claims files

Builtzin business rules
\— Facilitate new claim assignments
— Meet need for accounting controls

» Automated file history

— Provides a record of changes made by all
file handlers

— Reduces data entry




'Four Major Building Blocks

Business Business Collections &
Partner Workplace Disbursements




‘The Cornerstone

T1% LI2ld
Loss details
Open feaflres
Folicy werification
Limits fdeductibles
Resaryves
Additional facts (SIU
sﬂvage,subrogaﬁonj
s Scanned Documents
o Activity Log
* Pending Tasks
* Feserves and Paymeants

litigation,




Three More Blocks
Complete the System

Business
Partner

Business Collections &
Workplace Disbursements

* Contact list of all
participants involved
in any CIC claim

* Includes
policyholders,
claimants, attorneys,
repair shops, et

* Claims rep’s “inbox”  » Creates checks based
» Provides a direct link 1 Payment requests

to M so that claims it ek

filed can be reviewed » Posts incoming
payments and clears
subrogation/ salvage
item created in CM




Assists in the Key Steps
of Managing a Claim

- Setup ~
Open Claim Capture &

Subclaim Financials Review ‘

& Verify Investigative
’ Policy Details

Pursue
First . Subrogation

Motice of |
-...___!:E,s_s/ l
\ Handle
Process

. Salvage
Incoming

Payment Process g™
& Pay & Close Vendor
Claim Invoice

<




Virtual File Helps

Manage File Attachments

Forward
docs for
new claims
to Imaging

CIMD
sors mail
between

old and
new claim
files

—
o

Incoming
 Mail

~

Send
additional
documents
to HQ

View
documents
in virtual
file

iy

-

{u

Scan
documents
and attach
to file

|

Receive
notice of
priority
mail




Ke\ Tangible Benetfits

mgg_:__e pPoInt off entry
'Will reduce time associates spend on paperwork

WillJay groundwork for move to paperless
processing, including check writing

» Will recuce opportunity for fraud
» Will permit growth without adding associates




Ke\ Intangible Benefits:

Access to just-in-time data
Integrity of data

Increased customer
service/satisfaction

Improved external visibility
Improved operational data
Complex claim handling




’hefits EFlow to Operational Areas

Corporate A& scaleabla claims handling process to keep up with corporate growth
"Real-ime" access to claim loss and reserve data provides more transparency
to management

Loss Control | Enhanced fraud reporting capabilities

T The foundation of a claims system upon which to build and integrate with

other in-holse systems leveraging previous purchases
Underwriting § Data analysis capabilities contribute to more informed underwriting decisions
Document Reduced reliance on paper documents saves money and time
Manhagement
Auditing Electronic audit trail eases the auditing burden
. Single claim file accessible by many means agents get the information the

Agencies d . Y Y J d Y

need when they need it
12




he Virtual Claim File Has Four Parts

able of Contents 2. Work Area
open subclaims 2 :

Cammareial b
A FH: Smadl Pofaioas InciColme
B Loz moident Folcy Snagshot Changed| DE-06-3003 | Claim Hoader| &

24 Paym f Paberes Subelm Rdopsnad
= Ao PO-CiEur BubELim Clokeg
-

e B Res. In Sue
Hemy SmiEniCingi|

=2 5
s B Res. in Sul|
B cimt Doena K snie

3. The
Players

J |"]f

Baln0s alw)me | ,

- v &l
= ereang Taske b isim
Tass  iFrocess:  Friyl | e [Created by

: | i K [} iClaies Piacaging Taskr
{j200es e | f [ | Claier Pracassng Tasker




;Fhe Dﬁ;ectory Iree Guides Users
Through the Claim File

Table of Contents (Claim)
Chapter 1 (Subclaim)

The Content (File Details)
The Content (File Details)
The Content (File Details)

Chapter 2 (Subclaim)

The Content (File Details)
The Content (File Details)
The Content (File Details)




iie Claim [Is at the Highest Level

¢ 2198/006 DHK DEO0 B @R
Eﬂj_ﬂ Change Claim 1205 / ZPRO GREENSBORO CHILDREN'S DOCTORS (Open
| PUGEHRAR

2o Claln | 205 Crverviaw

[{] §5B0P 20541432 Buginesaownars Folicy
& FH GREENSBORD CHILDREN'S DOCTORSIGREENSBORD MC 2741

4 Payments and Resenes
= ﬁ BUSINESECWNERS Fropeny

b CEDON GHEEWRLAHG S Level One — Claim Overview
« Provides information relating to the loss, the
policy and the policyholder
« Tasks completed at the claim level include:
- View policy and
policyholder details
— Set limits and deductibles




b;:laimé' Appear Under Each Claim

i

B e
= 2 Chaim 1 205 Creeeriew

[E) 05B0P 20541 42 Businessewmars Policy
o, PH; SRECHSEORD CHEDRENT DOCTORBIGREENSEORG NG 2741

&} Lass intigent
B Paymants and Resenes

B e ey
i3 65F GREENSHORC CHL

Level Two — Subclaim
« A new subclaim is opened for each claimant
and coverage
« Each subclaim has separate reserves and
claim items
« Tasks completed at the subclaim level include:
— Setting reserves
— Making payments




iness Workplace Organizes Claims
and Keeps Track of Open Items

Business Workplace of L':Iauns Pmcessmg Te.srer
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’?C ollai;.oration Is Achieved in CMS

HQ Examiner | Regional CFC
Manager | Management
3. Views 5. Able to 7. Able to

claim files view claim view claim
files files

2. Establishes 4. Notified 6. Approves | 8. Approves
initial reserves reserve reserves reserves
< $35,000; > $35,000 $35,000 - $100,000 or
initiates entered; may 2494 900 greater
approval decline or
process for forward for
larger claims approval




INSIDE CINCINNATI

From Drawing Board to Policyhoelder
Rate and Policy ChRanges

ieh Instiancey@iie




he Cineinnati Product Portfolio
Jody 1.. Wainscott
President — Research & Development

mpetitive, up to date and state of the art
— (Gear portfolio to our target market

— Give agents what they need to attract quality new
business and retain profitable renewals

— Gather intelligence from agents, publications, other
company filings
— Consider all in the context of our agency relationships




Property Casualty Filings
egory D. Schmidt, CPCU, ARP, CSF, ARC
" Vice President — Statt Underwriting
tory changes, R&D, rate changes, ISO

Coordinate the filing process—submissions,
pulletins, forms and manuals

Generate rate changes from annual review of:
Business lines, forecasting and IENR data

» Foster healthy relationships with state
Departments of Insurance

» Innovate to improve the process for the future




Compliance
Mark A. Welsh
‘ice President — Staft Underwriting

Egulatory compliance is a moving target

' Evolving products, underwriting and claims
practices

Review and communicate new laws and
regulations in all states and initiate changes

» Perform internal audits and respond to state data
calls, surveys, exams

» Integrate the highest standards into Cincinnati
processes and culture




INSIDE CINCINNATI

Cincinnati‘’s Education & Training Center
Observe a Class

THE
CINCINNATI
SURAN

INSURANCE COMPANIES




INSIDE CINCINNATI

Advanced Commercial Property
Agent Workshop
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""Agen?Education Is Strategic

gty level off support sets Cincinnati apart

oreithan 3,500 agents and customer service
‘representatives have enrolled in Cincinnati’s
headduarters and field seminars, roundtables
and workshops in 2003

*» Agents increase their knowledge of our products,
marketing focus, processes

* YWe hear their thoughts on our market position
and relationship




dvanced Commercial Property

hew classion our commercial and inland

— Key benefits and advantages
— Pricing and claims issues

Insurance to Value topic focuses on benefits to
policyholders, agents and the company

* Agents receive continuing eclucation credits

* High demand for this course will be met with
additional dates in 2003 and 2004




INSIDE CINCINNATI

Underwriting Training Class

CINCINNATI

INSURANCE COMPANIES




ntry-level Professional Position

iheinnati’s program:
Classroomiinstruction, five weeks
Practice desk, four weeks
— Mentoring, three months
'— Territory assignment with mentor support

e Instructors are hands-on Cincinnati underwriters

» Eield marketing and other areas select
candicdates with solid underwriting foundation

» Today's lesson: general liability insurance




INSIDE CINCINNATI

Ohio UM/UIM
Legal and Legislative Update




Presenters

erésa Cracas, Associate Counsel
Gary Kline, CPCU, Vice President
Scott Gilliam, Assistant Vice President

» Lisa Love, Senior Counsel




Our 6perati0nal Philosophy

onservative
Strélﬁ":cegically consistent solutions
Adgency centered
Stable




Thal?Philosophy Continues
to Serve Us Today

fi:h.a?iilengfes. posed by the UM/UIM crisis in Ohio

presented opportunity to put principles into
practice

» Provides a case study of a challenge faced and
weathered




@hio Uninsured and Underinsured
Motorist Insurance

Scott-Pontzer vs. Liberty Mutual
Fire Insurance Company (1999)

Linko vs. Insurance Company of

North America (2000}




Example

is injured in an accident caused by an
ninsured motorist

He is not working and is not in a car owned or
leased by his employer

» Man and his wife are both employed

* [ley purchased personal auto insurance but
specifically rejected UM/UIM coverage




Example

Policies potentially triggered:
_ Personal auto policy

— Man's employers policy

— Wile's employer's policy

— Any resident relatives’ (children’s or parents’)
employers’ policies

* Amount of UM/UIM premium paid for UM/UIM
coverage for this accident: $0.00




Coamercial Auto — 2000

Ohio Direct

Premiums Market Share
Written

(In millions)

Company

Cincinnati

1
2
3

4 Liberty Mutual
6 Travelers/Citigroup

7  Nationwide
8 Auto-Owners

2002 Ohio Insurance Facts, Qhio Insurance Institute




rivate Passenger Auto — 2000

Ohio Direct

Premiums Market Share
Written (In %0)

{In millions)

2

Company

3 rogressve

. 188

. e

.

Allstate Insurance
Grange Mutual Casualty
Westfield

| 1% | 36 |

8  Zurich/Farmers
9  Motorists Insurance
10 Erie Insurance
Total ..

9 2002 Ohio Insurance Facts, Ohio Insurance Institute




AlllAuto Lines — 2000

Ohio Direct

Premiums Market Share
Written (In %0)

{In millions)

|

Company

. 168

. s

.

4 Allstate
5 Grange Mutual Casualty
| 2 | 48 |

7  Westfield
8  Zurich/Farmers
9  Motorists Insurance
10 Erie Insurance
Total ..

102002 COhio Insurance Facts, Ohio lnsurance institute




\Cincinnati Faced
a Significant Challenge

'Howido we respond while staying true to our
founding principles?
@ur choices show our philosophy in action.




Expired Policies

Godli: Stay tiue to philosophy of protecting
‘Ishareholders.
' Took conservative action of establishing reserves
— Posted December 2000 - $110 million

— Incurred (paid plus reserves) through June 30, 2003
of approximately $150 million including $40 million
incurred prior to establishing reserve

— IBNR at June 30, 2003 - $18 million

» Allowed Cincinnati to acddress the issue and focus
on the future.




‘Current Policies

oal; Stopithe bleeding
mended selection/rejection form

Obtained new forms from all affected
policyholders

* Increased scrutiny on signed forms
» Excellent agent cooperation




New Business and Renewals

oal: Provide a stable market for our agents and
theil clients
— Carriers left market or significantly restricted writings

Gost to iIndustry estimated at $1.5 billion




New Business and Renewals
Cincinnati’s Response
ta /ed open for automobile business
'Did not restrict classes of business written
Promptly amended commercial UM/UIM forms

Continue to obtain Linko-compliant rejection
forms

» Increased rates, but maintained affordability
» Moved to one-year commercial auto policies

» Worked with incustry trace groups to change the
Ohio UM/UIM statute




New Business and Renewals

{Cincinnati’s stable, reasonable response:

Increased agent confidence in Cincinnati Insurance as
a market

— Brought good accounts to Cincinnati from carriers
who reacted with more drastic measures

— [PDemonstrated willingness to work on long-term
solutions instead of quick fixes




The Future

Optimistic




1 M/U IM Claims Submitted

m Cncinnati Reported Claim Count (Scott-Pontzer- and Linko-related)




"Window Closing
or Scott-Pontzer and Linko Claims

Statuitory - S.B. 97 — Effective 10/51/2001
Chamge in the Ohio Supreme Court




' Ohio UM/UIM

Now a Controlled Challenge

UM/UIM challenge illustrated our philosophy
n action

Jypiiies how relationships and long-term view
guide our choices in adverse situations

— Continued to provide a stable, predictable market
for our agents

— Refused to abandon our policyholders
— Developed a creative solution
— Acted quickly




' Ohio UM/UIM

Now a Controlled Challenge

PCanfeount on Cincinnati to find creative solutions
' to similar challenges

Proves the soundness of our founding principles




INSIDE CINCINNATI

Technology
Progress in Commercial Lings
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What Agents Want

aster delivery
' Acclirate policies
» \Easier processing
» Immediate responses




Cincilink
Pam Cooper, CPCU, AIM
Commercial Technical Support

'Cincinnati’s agents-only Web site

Single point of access for information and
pusiness application systems from Cincinnati

» Speeds and improves information delivery
Lo agents

* Brings Cincinnati to agents 24 hours a day




WinCPP
Debby Smith
Commercial Technical Support

Webrbased commercial package and
commercial auto quotes

Real-time guotes

* Improved accuracy
» Easter policy turnaround
» Supports long-range paperless workflow




e-CLAS
Bill Thomas, AIM
ommercial Lines Administration

Future commercial lines automated
production system

» Web-based access through Cincilink

» Will streamline policy issue processes
» YWill enhance service to our customers
» Operational efficiencies

* "Buy vs. build”

» Customer involvement

* Deployment strategy




Commercial Lines
Electronic Policy Files

ilIfstreamline current processing steps
WI" support online access to policy information
» Will build on Cincinnati Life’s success




INSIDE CINCINNATI

Web-based Tools Agents Use Today
CinciLink Agency Web Site




CinciLink Security
Mike Dockery
ssistant Secretary — Information Security

tafi=Certified Information Security Professional
nd Certified Information System Auditors

nvolved in selection, design, implementation,

monitoring of secure Web site
* Active In security organizations




CinciLink Development
Scott McDonald
ior Group Manager — 11 e-Business

esign and update pages and Web applications

evelop tools so agents can order supplies or
marketing materials, access forms library,

download software updates
» Help business users create Web-based solutions
with faster, more flexible access to content

* In-house talent participates in major
technology projects




Content Management
Mike Donges

Ianager — Web Content Management

oofdinate processes to assure content is
strategic, timely, accurate, complete

» Agent-driven information and tools

» Yi/eb liaisons represent departments in
development, review and maintenance processes

s [raffic reports tell us what agents use, how
to direct resources




CinciLink Strategy
Phil Kramer, CIC
Assistant Secretary — Sales & Marketing

'Platform for Web-based content and applications
Sponsored by Sales & Marketing

Deployed in 2002 to all agencies
» Expanding with new information and tools




Cin¢iLink Home Page
Our agents-only Web site provides
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My Tools Links to Key Applications

Basic vs. Delegated Roles

Gegrrismends | Drociories | Lot | fatings | Servces | Links

My ToOOLS
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CinciForms Online Forms Library
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CinciPrint

Agencies complete forms online
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Keeping It Personal
Donna Fleek
rior Field Analyst — I'l' Support Services

leld analysts make agency calls and meet
incilink customers face to face

Give hands-on assistance with agency set up,

training and problem solving

» Bring practical, agency perspective to
development teams




INSIDE CINCINNATI

Imaging and YWorkflow
A Move Toward Paperess

THE
CINCINNATI
SURAN

INSURANCE COMPANIES
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Increasing Life Productivity
Operating Projections
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The Initial Project

The Cincinnati Life Insurance Company

onvert all in-force life client records to
lectronic images

Impreve the underwriting process through
automation with workflow technologies




liésults and Benetfits

Conperted 320,000 in-force client records
Scanned 9.6 million pages in last 18 months
Currently scanning 10,000 pages monthly

Reduced file retrieval time from four hours to
four seconds

» Improved underwriting productivity by 25%
» Improved claims processing productivity by 205

» Improved customer service — transaction
processing time reduced by 20%




Benefits Extend to All

Agents, Policyholders and CFC
ents receive file status two days earlier

Data uploaded from third-party venclors
Improved service:

" Policyholders — better call handling
— Agents — reduced time to issue policies

» In-house technical experts
— Reduce expense of deploying enterprise-wide

» [ ower operational costs improving profitability




Enterprise Strategy
Scalable Technology

dy to address larger, more complex business
needs for a greater impact on the bottom line
— Technical knowledge
e Operational experience

— Hardware
e Scanning equipment
® SErVers
— Software
e [mading
o YWorlflow




Enterprise Strategy
Next Steps

Will extend benefits to agencies through system
and software integration, online applications

— Online claims system (CMS) will employ imaging
technology
* Commercial lines

— Will duplicate the success of Cincinnati Life with
a higher-volume, higher-premium line of business




