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Product Vision & Value
Proposition

Paint a vivid picture of the future this innovation enables.

The MetLife TechX Summit is a premium, immersive annual platform designed
to transition MetLife from an established insurer to the architect of the future of
personal and enterprise risk management through technology. It creates an
ecosystem where global innovation is efficiently channeled to solve pressing
industry challenges.

Describe the product or concept as a solution that enhances convenience,
quality of life, or efficiency in a way that feels aspirational and inevitable.

The summit’s curated content and networking structure enhance strategic
efficiency by vetting and prioritizing market-ready solutions, saving months of
internal discovery time. It is an aspirational platform that establishes MetLife’s
thought leadership and technological inevitability.

Highlight the unique selling points (e.qg., time-saving, cost-reducing, delight-
enhancing, sustainable, or smart design elements).

Strategic Sourcing: Directly funneling vetted, market-ready external innovations
through a 'pitch competition' into internal development pipelines.

Internal Elevation: Rapidly upskilling internal teams through hands-on "Tech
Labs' and expert keynotes focused on practical implementation.

Brand Magnetism: Creating a highly desirable annual event that solidifies
MetLife’s position as a corporate venture partner and talent magnet, reducing
time-to-market for new digital products.
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Consumer & Market Impact

Identify three primary user personas and the pain points this innovation solves
for them. At least one persona should be non-obvious.

1. The Corporate Intrapreneur (MetLife VP/Director): Needs rapid exposure to
validated technologies and strategic frameworks. Pain Point: Slow internal
R&D processes and difficulty identifying relevant, scalable external
solutions.

1. The InsurTech Founder (Startup CEO): Seeks strategic investment, major
corporate partnerships, and direct feedback from potential enterprise
clients. Pain Point: Gaining credibility and navigating complex procurement
cycles within large carriers.

1. The Global IT Strategist (Tech Analyst/Consultant): Needs a comprehensive
overview of the sector's trajectory and specific case studies for
competitive benchmarking. Pain Point: Information fragmentation across
multiple niche events and lack of direct corporate access.

Mention specific sectors or use cases that would benefit early on (e.g., tech-
savvy consumers, enterprise clients, underserved communities, etc.)

The primary beneficiaries are enterprise clients (who benefit from accelerated
solution deployment) and tech-savvy consumers (as the platform informs new,
seamless Customer Experience (CX) innovations).

Include short, inspirational "testimonial-style" quotes that reflect the product's
transformative value.

“This summit isn't just about talks; it's about making deals that define the next
fiscal quarter.” (InsurTech Founder)

“Attending TechX feels like getting a year's worth of market research in two
days. It completely re-calibrated our Q4 roadmap.” (MetLife VP of Digital
Strategy)

“Finally, a conference that prioritizes actionable enterprise integration over
mere academic discussion.” (Global IT Strategist)
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Feasibility Assessment

Assess the maturity of the core technology using NASA’s Technological
Readiness Level scale (1-9).

Technological Readiness Level (TRL): TRL 8 - Actual system completed and
qualified through test and demonstration.

Explanation: The core technologies required to host a large-scale, professional
hybrid event (A/V systems, streaming platforms, content management, and
dedicated networking applications) are fully mature and commercially proven.

Next Stage: TRL 9 - Actual system proven through successful mission
operations (Successful delivery of the first annual event series).

Evaluate the commercial maturity using KTH Innovation’s Business Readiness
Level scale (1-9).

Business Readiness Level (BRL): BRL 4 - Business concept validated and
potential market quantified.

Explanation: The need for an accelerated innovation sourcing mechanism is
validated by industry trends. Initial market sizing regarding sponsorship
potential, delegate fees, and internal ROI (via deal flow) has been
conceptualized, but the specific high-value model needs pilot confirmation.

Next Stage: BRL 5 - Validated minimum business platform established (Secure
initial key sponsorships and commit top-tier internal executives as anchor
speakers to validate the external draw).

MetLife TechX Summit: Future of Insurance Conference Page 4 of 7



vinullloe
FUTWURES™

Prototyping & Testing Roadmap

Outline a phased, actionable roadmap to evolve from concept to reality.
MVP development

Define the 'Innovation Sourcing Track' MVP: Secure the venue/platform, identify
5 anchor C-level speakers, and launch the application process for the flagship
'InsurTech Pitch Competition' component.

Targeted field trials with early adopters

Host a smaller, private "TechX Leadership Forum' (150 attendees, 10 pre-
selected startups) focused on testing the efficacy of the networking app and
measuring the pitch-to-partnership conversion rate.

Iterative refinements based on usage feedback

Analyze pilot feedback on content depth, networking quality, and speaker
diversity. Refine the event structure for scalability (e.g., adding sector-specific
tracks like P&C, Health, and Wealth).

Parallel business model validation

Secure Tier 1 external sponsorships (e.g., major cloud providers, data analytics
firms) early in the cycle to validate external willingness to pay, aiming for the
event to become a self-funding platform.
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Strategic Launch & Market
Integration

Sketch out a high-level go-to-market strategy, including:
Strategic partnerships

Partner with leading FinTech/InsurTech VC firms (e.g., Anthemis) to co-curate
the startup pitch competition and ensure high-quality deal flow. Partner with a
major platform (e.g., AWS or Google Cloud) for infrastructure sponsorship and
co-marketing.

Pilot programs or incentives for early adopters

Offer 'Innovation Vouchers' to top internal MetLife business units to fund initial
proof-of-concept work with startups identified at TechX. Provide free passes to
academic institutions to attract rising data science talent.

Distribution channels (D2C, B2B, marketplaces, etc.)

Primary channel is the annual physical summit/hybrid virtual platform (D2C for
paid delegates). Secondary B2B channel involves post-event proprietary
innovation reports and content licensing sold to institutional competitors or
partners.

Frame the innovation within broader macrotrends (e.g., smart homes, aging
populations, circular economy), showing how it fits into the future normal.

The event directly addresses the massive macrotrend of Hyper-Personalization
of Risk driven by Al/Big Data and leverages the necessity of Corporate
Innovation Sourcing. TechX positions MetLife as a global platform actively
shaping the future of insurance rather than passively responding to market
shifts.

Next Step
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Secure Executive Sponsorship and allocate Q1 budget for a dedicated 'TechX
Planning Committee' responsible for establishing the Q3 launch date, initiating
key speaker outreach, and developing the full financial prospectus.

MetLife TechX Summit: Future of Insurance Conference Page 7 of 7



	💡 MetLife TechX Summit: Future of Insurance Conference
	Product Vision & Value Proposition
	Consumer & Market Impact
	Feasibility Assessment
	Prototyping & Testing Roadmap
	Strategic Launch & Market Integration


