12. Common-to-Industry Educational System

a) Current Education System

Orientation* Initial 3-month Training Period (In total 45 subjects for 15 days, 60 hours)
Minimum: = . . 3 " . . . .
1dayata g Pre-registration | i Registration as Post-registration

branch or other | 2 Training i General | After Agent Training Period
oficeofan | & Minim. )i Course ipPassing |l witheach Minim. 15 subjects
insurer/ ,_,EJ 30 subjects for ! Exam | the “Regional for 7 days, 28 hours
agency ' 8 days, 32 hours exam g:ﬂigﬁg' OJT (on the job training)
...................... for 1 month
Trainings and Exams after being employed®
1st Year | | 2nd Year 3rd Year
Professional F:(.)urse Exam Advanced Professional College
After training for iy After Course Exam -, After 0 Course Exam
2 days, 10 hours or more passing - passing (In total 6 subjects)
Variable Life Insurance Sales
Qualification Exam | After 3 Registration
After training for passing with the LIAJ?
2 days, 10 hours or more
Note:

1.In the case of agencies, they will hold a briefing session for business consignment before pre-registration training starts.

2. The registration after passing the General Course Exam will be made at each examinee’s Regional Finance Bureau, while
the registration after passing the Variable Life Insurance Sales Qualification Exam will be made at the LIAJ.

3. This is a suggested sample training schedule to acquire sales skills in three years.

b) Outline of each Course and Exam

Courses _
(certificates) Exams Purposes and Descriptions
This course aims to enable candidates to gain basic knowledge of life insurance that
General 12 times | would be required to become agent or agency staffer.
Course Iyear) | Only successful examinees of the General Course Exam are entitled to register with
regional finance bureau, and to begin insurance sales activities.
_ In addition to basic knowledge of life insurance gained through the General Course,
Prcgess'ona' 3times | this course provides new agents with more extensive knowledge of, for example,
: ourse lyear | social security or other financial sectors. Agents are also expected to deal with
(Life Consultant: LC) . . ! .
customer demands more effectively and to offer better policy maintenance services.
Advanced This course intends not only to deepen the knowledge of tax or corporate insurance,
Professional 3times | €tC., but also to cultivate more practical skills or applicability of what they have leamed
(SCoyrsl_gf jyear | SO far, e.g. interest rate, taxation, or other finance business, so that they can render
enior Lire . . .
Consultant: SLC) better financial planning services.
This course is intended to further develop expertise to be able to provide further
enhanced financial planning services, such as :
College Course - financial planning
(Total Life Consultant: | Once - study on individual insurance products
TLC; LIAJ-authorized |  /year - planning for asset management (financial products, real estate)
financial planner) - taxation and inheritance related to life insurance
- products in other financial sectors and social security
- study on business insurance products
Variable Life _ It intends to equip candidates with the knowledge needed for the sales of variable
Insurance Sales | 3tmes | jnsurance products. Only those who passed this exam and registered with the LIAJ
Q”glc')f:;:go” Iyear | are allowed to sell variable life insurance products.
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